SENIOR LIVING SYNERGY SALES

Elder Law Attorneys
Pre-Call Plan:
Research and Preparation:

o Research the attorney's background, including their areas of expertise, client base, and
any previous interactions with senior living communities.

e Understand the attorney's priorities and concerns regarding senior living transitions for
their clients.

o Identify any common legal issues or challenges faced by the attorney's clients when
considering senior living options.

Setting Objectives:

o (larify the purpose of the call, whether it's to establish rapport, gather information, or
seek collaboration opportunities.

o Set specific objectives for the call, such as understanding the attorney's referral criteria,
addressing any concerns they may have, and exploring potential partnership
opportunities.

Crafting Relevant Questions:

e Develop a list of tailored questions based on the attorney's background and objectives for
the call.

o Ensure the questions focus on uncovering the attorney's preferences, challenges, and
expectations regarding senior living referrals.

e Anticipate potential objections or areas of hesitation and prepare responses to address
them effectively.

Gathering Resources:

e Gather relevant resources to support the conversation, such as brochures, case studies,
and testimonials highlighting the community's legal expertise and successful
collaborations with legal professionals.

e Prepare any necessary documentation or information regarding the community's legal
services, partnerships, and resources available to residents.

Establishing a Connection:

o Begin the call by establishing rapport and expressing appreciation for the attorney's time
and expertise.

e Reference any common interests or mutual connections to build rapport and create a
positive atmosphere for the discussion.

o Demonstrate genuine interest in understanding the attorney's perspective and addressing
their concerns.
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Active Listening and Adaptation:

e Practice active listening throughout the call to fully understand the attorney's responses,
concerns, and priorities.

o Adapt the conversation based on the attorney's feedback, focusing on areas of mutual
interest and alignment.

o Be flexible in adjusting the discussion flow to address any unexpected topics or concerns
raised by the attorney.

Sample Questions to Ask:

e How do you typically assist your clients with senior living transitions from a legal
perspective?

o What legal concerns or considerations are most common among your clients when
discussing senior living options?

o What qualities or features do you look for in senior living communities when referring
your clients?

e How important is collaboration with senior living communities on legal matters affecting
your clients?

e (Can you share examples of successful collaborations or positive experiences with senior
living communities?

o What legal services or resources do you believe are essential for seniors transitioning to
senior living?

e How do you prefer to communicate and collaborate with senior living communities
regarding your clients' needs?

o What challenges have you encountered when working with senior living communities in
the past?

e What role do you think legal professionals should play in the senior living transition
process?

e How do you assess the credibility and trustworthiness of senior living communities when
making referrals?

e Are there specific amenities or services you believe are particularly beneficial for seniors
from a legal perspective?

e (Can you share any experiences where a senior living community provided exceptional
legal support to your clients?

Follow-Up:
e Summarize key points discussed during the call and confirm any action items or next
steps.

o Express gratitude for the attorney's time and insights, emphasizing your commitment to
addressing their needs and concerns.
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Case Manager
Pre-Call Plan:
Research and Preparation:

e Research the case manager's background, including their role, experience, and any
previous interactions with senior living communities.

o Understand the case manager's priorities and concerns regarding senior living transitions
for their patients.

o Identify any common challenges or considerations faced by the case manager's patients
when transitioning to senior living options.

Setting Objectives:

o (larify the purpose of the call, whether it's to establish rapport, gather information, or
seek collaboration opportunities.

o Set specific objectives for the call, such as understanding the case manager's referral
criteria, addressing any concerns they may have, and exploring potential partnership
opportunities.

Crafting Relevant Questions:

o Develop a list of tailored questions based on the case manager's background and
objectives for the call.

o Ensure the questions focus on uncovering the case manager's preferences, challenges, and
expectations regarding senior living referrals.

e Anticipate potential objections or areas of hesitation and prepare responses to address
them effectively.

Gathering Resources:

e Gather relevant resources to support the conversation, such as brochures, case studies,
and testimonials highlighting the community's expertise in providing care and
rehabilitation services.

e Prepare any necessary documentation or information regarding the community's services,
amenities, and specialized care programs available to residents.

Establishing a Connection:

o Begin the call by establishing rapport and expressing appreciation for the case manager's
time and expertise.

e Reference any common interests or mutual goals to build rapport and create a positive
atmosphere for the discussion.

o Demonstrate genuine interest in understanding the case manager's perspective and
addressing their patients' needs and concerns.
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Active Listening and Adaptation:

o Practice active listening throughout the call to fully understand the case manager's
responses, concerns, and priorities.

e Adapt the conversation based on the case manager's feedback, focusing on areas of
mutual interest and alignment.

o Be flexible in adjusting the discussion flow to address any unexpected topics or concerns
raised by the case manager.

Sample Questions to Ask:

e How do you typically assist your patients with transitions to senior living from a
rehabilitation perspective?

o What challenges or considerations do you often encounter when discussing senior living
options with your patients?

o What qualities or features do you look for in senior living communities when referring
your patients?

e How important is collaboration with senior living communities in ensuring a smooth
transition for your patients?

e (Can you share examples of successful collaborations or positive experiences with senior
living communities in the past?

o What services or resources do you believe are essential for patients transitioning to senior
living from rehabilitation?

e How do you prefer to communicate and collaborate with senior living communities
regarding your patients' needs?

e What role do you think case managers should play in the transition process to senior
living?

o Are there specific amenities or services you believe are particularly beneficial for patients
transitioning from rehabilitation to senior living?

e (Can you share any experiences where a senior living community provided exceptional
support to your patients during the transition process?

o What strategies do you recommend for senior living communities to better meet the
needs of patients transitioning from rehabilitation?

e How do you ensure your patients' needs and preferences are met during the transition to
senior living?

e Are there any misconceptions or concerns your patients commonly have about
transitioning to senior living?

Follow-Up:
e Summarize key points discussed during the call and confirm any action items or next
steps.

o Express gratitude for the case manager's time and insights, emphasizing your
commitment to addressing their patients' needs and concerns.
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Geriatric Physician

Pre-Call Plan:
Research and Preparation:

o Research the geriatric physician's background, including their specialties, patient
demographics, and any previous interactions with senior living communities.

e Understand the physician's priorities and concerns regarding senior living transitions for
their patients.

o Identify any common medical issues or challenges faced by the physician's patients when
considering senior living options.

Setting Objectives:

o (larify the purpose of the call, whether it's to establish rapport, gather information, or
seek collaboration opportunities.

o Set specific objectives for the call, such as understanding the physician's referral criteria,
addressing any concerns they may have, and exploring potential partnership
opportunities.

Crafting Relevant Questions:

e Develop a list of tailored questions based on the physician's background and objectives
for the call.

o Ensure the questions focus on uncovering the physician's preferences, challenges, and
expectations regarding senior living referrals.

e Anticipate potential objections or areas of hesitation and prepare responses to address
them effectively.

Gathering Resources:

o Gather relevant resources to support the conversation, such as brochures, case studies,
and testimonials highlighting the community's healthcare services and successful
collaborations with medical professionals.

e Prepare any necessary documentation or information regarding the community's medical
services, partnerships, and resources available to residents.

Establishing a Connection:
o Begin the call by establishing rapport and expressing appreciation for the physician's time
and expertise.

e Reference any common interests or mutual connections to build rapport and create a
positive atmosphere for the discussion.
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o Demonstrate genuine interest in understanding the physician's perspective and addressing
their concerns.

Active Listening and Adaptation:

o Practice active listening throughout the call to fully understand the physician's responses,
concerns, and priorities.

e Adapt the conversation based on the physician's feedback, focusing on areas of mutual
interest and alignment.

o Be flexible in adjusting the discussion flow to address any unexpected topics or concerns
raised by the physician.

Sample Questions to Ask:

e How do you typically assist your patients with transitions to senior living from a medical
perspective?

e What medical concerns or considerations are most common among your patients when
discussing senior living options?

o What qualities or features do you look for in senior living communities when referring

your patients?

o What challenges have you encountered when working with senior living communities in
the past?

e What role do you think medical professionals should play in the senior living transition
process?

e How do you assess the credibility and quality of care provided by senior living
communities when making referrals?

o Are there specific healthcare amenities or services you believe are particularly beneficial
for seniors in senior living communities?

e (Can you share any experiences where a senior living community provided exceptional
medical support to your patients?

o What strategies do you recommend for senior living communities to better meet the
medical needs of their residents?

e How do you ensure your patients' medical needs are met during transitions to senior
living?

e Are there any misconceptions or concerns your patients commonly have about senior
living options?

Follow-Up:
o Summarize key points discussed during the call and confirm any action items or next
steps.

o Express gratitude for the physician's time and insights, emphasizing your commitment to
addressing their needs and concerns.
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Geriatric Care Manager

Pre-Call Plan:

Research and Preparation:

Research the geriatric care manager's background, including their specialties, patient
demographics, and any previous interactions with senior living communities.
Understand the care manager's priorities and concerns regarding senior living transitions
for their clients.

Identify any common challenges or needs faced by the care manager's clients when
considering senior living options.

Setting Objectives:

Clarify the purpose of the call, whether it's to establish rapport, gather information, or
seek collaboration opportunities.

Set specific objectives for the call, such as understanding the care manager's referral
criteria, addressing any concerns they may have, and exploring potential partnership
opportunities.

Crafting Relevant Questions:

Develop a list of tailored questions based on the care manager's background and
objectives for the call.

Ensure the questions focus on uncovering the care manager's preferences, challenges, and
expectations regarding senior living referrals.

Anticipate potential objections or areas of hesitation and prepare responses to address
them effectively.

Gathering Resources:

Gather relevant resources to support the conversation, such as brochures, case studies,
and testimonials highlighting the community's services and successful collaborations with
care managers.

Prepare any necessary documentation or information regarding the community's services,
partnerships, and resources available to residents.

Establishing a Connection:

Begin the call by establishing rapport and expressing appreciation for the care manager's
time and expertise.

Reference any common interests or mutual connections to build rapport and create a
positive atmosphere for the discussion.
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o Demonstrate genuine interest in understanding the care manager's perspective and
addressing their concerns.

Active Listening and Adaptation:

o Practice active listening throughout the call to fully understand the care manager's
responses, concerns, and priorities.

o Adapt the conversation based on the care manager's feedback, focusing on areas of
mutual interest and alignment.

e Be flexible in adjusting the discussion flow to address any unexpected topics or concerns
raised by the care manager.

Sample Questions to Ask:

e How do you typically assist your clients with transitions to senior living from a care
management perspective?

o What concerns or considerations are most common among your clients when discussing
senior living options?

o What qualities or features do you look for in senior living communities when referring
your clients?

o How important is collaboration with senior living communities on care matters affecting
your clients?

o Can you share examples of successful collaborations or positive experiences with senior
living communities?

o What services or resources do you believe are essential for seniors transitioning to senior
living?

e How do you prefer to communicate and collaborate with senior living communities
regarding your clients' needs?

o What challenges have you encountered when working with senior living communities in
the past?

e What role do you think care managers should play in the senior living transition process?

e How do you assess the credibility and quality of care provided by senior living
communities when making referrals?

e Are there specific amenities or services you believe are particularly beneficial for seniors
in senior living communities?

e (Can you share any experiences where a senior living community provided exceptional
support to your clients?

Follow-Up:
e Summarize key points discussed during the call and confirm any action items or next
steps.

o Express gratitude for the care manager's time and insights, emphasizing your
commitment to addressing their needs and concerns.
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Adult Day Program

Pre-Call Plan:

Research and Preparation:

Research the adult day care social worker's background, including their specialties, client
demographics, and any previous interactions with senior living communities.
Understand the social worker's priorities and concerns regarding senior living transitions
for their clients.

Identify any common challenges or needs faced by the social worker's clients when
considering senior living options.

Setting Objectives:

Clarify the purpose of the call, whether it's to establish rapport, gather information, or
seek collaboration opportunities.

Set specific objectives for the call, such as understanding the social worker's referral
criteria, addressing any concerns they may have, and exploring potential partnership
opportunities.

Crafting Relevant Questions:

Develop a list of tailored questions based on the social worker's background and
objectives for the call.

Ensure the questions focus on uncovering the social worker's preferences, challenges, and
expectations regarding senior living referrals.

Anticipate potential objections or areas of hesitation and prepare responses to address
them effectively.

Gathering Resources:

Gather relevant resources to support the conversation, such as brochures, case studies,
and testimonials highlighting the community's services and successful collaborations with
social workers.

Prepare any necessary documentation or information regarding the community's services,
partnerships, and resources available to residents.

Establishing a Connection:

Begin the call by establishing rapport and expressing appreciation for the social worker's
time and expertise.

Reference any common interests or mutual connections to build rapport and create a
positive atmosphere for the discussion.

Demonstrate genuine interest in understanding the social worker's perspective and
addressing their concerns.
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Active Listening and Adaptation:

o Practice active listening throughout the call to fully understand the social worker's
responses, concerns, and priorities.

e Adapt the conversation based on the social worker's feedback, focusing on areas of
mutual interest and alignment.

e Be flexible in adjusting the discussion flow to address any unexpected topics or concerns
raised by the social worker.

Sample Questions to Ask:

e How do you typically assist your clients with transitions to senior living from a social
work perspective?

e What concerns or considerations are most common among your clients when discussing
senior living options?

o What qualities or features do you look for in senior living communities when referring
your clients?

o How important is collaboration with senior living communities on social matters
affecting your clients?

o Can you share examples of successful collaborations or positive experiences with senior
living communities?

o What services or resources do you believe are essential for seniors transitioning to senior
living?

e How do you prefer to communicate and collaborate with senior living communities
regarding your clients' needs?

o What challenges have you encountered when working with senior living communities in
the past?

e What role do you think social workers should play in the senior living transition process?

e How do you assess the credibility and quality of care provided by senior living
communities when making referrals?

e Are there specific amenities or services you believe are particularly beneficial for seniors
in senior living communities?

e (Can you share any experiences where a senior living community provided exceptional
support to your clients?

e or concerns your clients commonly have about senior living options?

Follow-Up:

e Summarize key points discussed during the call and confirm any action items or next
steps.
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Neuropsychologist

Pre-Call Plan:

Research and Preparation:

Research the neuropsychologist's background, including their specialties, client
demographics, and any previous interactions with senior living communities.
Understand the neuropsychologist's priorities and concerns regarding senior living
transitions for their clients.

Identify any common challenges or needs faced by the neuropsychologist's clients when
considering senior living options.

Setting Objectives:

Clarify the purpose of the call, whether it's to establish rapport, gather information, or
seek collaboration opportunities.

Set specific objectives for the call, such as understanding the neuropsychologist's referral
criteria, addressing any concerns they may have, and exploring potential partnership
opportunities.

Crafting Relevant Questions:

Develop a list of tailored questions based on the neuropsychologist's background and
objectives for the call.

Ensure the questions focus on uncovering the neuropsychologist's preferences,
challenges, and expectations regarding senior living referrals.

Anticipate potential objections or areas of hesitation and prepare responses to address
them effectively.

Gathering Resources:

Gather relevant resources to support the conversation, such as brochures, case studies,
and testimonials highlighting the community's services and successful collaborations with
neuropsychologists.

Prepare any necessary documentation or information regarding the community's services,
partnerships, and resources available to residents.

Establishing a Connection:

Begin the call by establishing rapport and expressing appreciation for the
neuropsychologist's time and expertise.

Reference any common interests or mutual connections to build rapport and create a
positive atmosphere for the discussion.
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e Showecase your understanding of their work and how your collaboration could benefit
their clients.

Addressing Concerns:

e Be proactive in addressing any concerns or reservations the neuropsychologist may have
about referring clients to senior living communities.

o Offer solutions or assurances based on your understanding of their needs and priorities.

o Emphasize the value of collaboration and the benefits it can bring to both their clients and
your senior living community.

Sample Questions to Ask:

e How do you typically assist your clients with transitions to senior living from a
neuropsychology perspective?

e What concerns or considerations are most common among your clients when discussing
senior living options?

o What qualities or features do you look for in senior living communities when referring
your clients?

e How important is collaboration with senior living communities on neuropsychological
matters affecting your clients?

e (Can you share examples of successful collaborations or positive experiences with senior
living communities?

o What services or resources do you believe are essential for seniors transitioning to senior
living?

e How do you prefer to communicate and collaborate with senior living communities
regarding your clients' needs?

o What challenges have you encountered when working with senior living communities in
the past?

e What role do you think neuropsychologists should play in the senior living transition
process?

e How do you assess the credibility and quality of care provided by senior living
communities when making referrals?

e Are there specific amenities or services you believe are particularly beneficial for seniors
in senior living communities?

Follow-Up:
e Summarize key points discussed during the call and confirm any action items or next
steps.

o Express gratitude for the neuropsychologist's time and insights, emphasizing your
commitment to addressing their needs and concerns.
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Real Estate Agent

Pre-Call Plan:
Research and Preparation:

o Understand the real estate agent's client base and their typical needs and preferences
when it comes to senior living options.

o Research the local real estate market trends and how they may impact the preferences and
requirements of potential senior living clients.

o Familiarize yourself with the real estate agent's background, specialties, and any previous
interactions with senior living communities.

Setting Objectives:

o Establish a collaborative relationship with the real estate agent based on mutual
understanding and trust.

o Identify opportunities for partnership and collaboration to provide comprehensive support
to clients seeking senior living options.

o Gather insights into the real estate agent's referral criteria and preferences to tailor your
approach accordingly.

Crafting Relevant Questions:

1. What factors do you find most important when recommending senior living options to
your clients?

2. How do you typically assess the suitability of a senior living community for your clients?

Can you share any success stories or positive experiences you've had with senior living

communities in the past?

4. What challenges do your clients commonly face when transitioning to senior living, and
how do you assist them in overcoming these challenges?

5. Are there specific amenities or features that your clients frequently request when
searching for senior living options?

6. How do you prefer to collaborate with senior living communities to ensure a smooth
transition for your clients?

7. What role do you see yourself playing in the senior living decision-making process for
your clients?

8. How do you prioritize the needs and preferences of your clients when recommending
senior living communities?

9. Can you provide insights into the current trends or shifts in the senior living market that
may impact your clients' decision-making process?

10. What resources or support do you typically require from senior living communities to
assist your clients effectively?

11. How do you handle objections or concerns from clients regarding senior living options,
and how can we best support you in addressing these?
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12. In your experience, what are some key factors that contribute to a successful transition to
senior living for your clients?

13. How do you stay informed about new developments or offerings in the senior living
industry to better serve your clients?

14. Can you walk us through your process for matching clients with suitable senior living
communities?

15. What are your expectations from senior living communities in terms of communication,
responsiveness, and collaboration?

Follow-Up:

e Summarize key points discussed during the call and confirm any action items or next
steps.

o Express gratitude for the real estate agent's insights and expertise, emphasizing your
commitment to supporting their efforts in assisting clients with senior living transitions.

e Follow up promptly with any additional information or resources requested during the
call, and schedule a follow-up meeting or call if necessary to further discuss potential
collaboration opportunities
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Director of Senior Center

Research and Preparation:

o Investigate the senior center's existing resources and programs related to senior living,
including informational materials, seminars, and events.

o Explore the director's background, expertise, and any previous collaborations with senior
living communities.

o Familiarize yourself with your senior living community's offerings and services that may
be of interest to the senior center's members.

Setting Objectives:

o Establish a collaborative partnership with the senior center director to leverage existing
resources and explore new opportunities for education and support.

o Identify the senior center's current initiatives and interests in providing educational events
to educate seniors about senior living options.

e Gain insights into the director's familiarity with your senior living community and their
potential interest in promoting it to their members.

Crafting Relevant Questions:

1. What resources does the senior center currently offer to seniors who are inquiring about
senior living options?

2. Can you provide insight into any seminars, workshops, or informational materials that the
senior center provides to educate seniors about senior living?

3. Are there any specific topics or areas of interest that seniors frequently inquire about
when considering senior living, and how does the senior center address these inquiries?

4. What events or educational programs do you believe would be most beneficial for seniors
to learn about senior living options?

5. Are there any collaborations or partnerships with senior living communities that the
senior center has previously engaged in to support its members' transition to senior
living?

6. How does the senior center stay informed about new developments and offerings in the
senior living industry to better serve its members?

7. What types of resources or support do you typically seek from senior living communities
to assist your members effectively in their transition to senior living?

8. Can you share any successful initiatives or events that the senior center has hosted in the
past to educate seniors about senior living options?

9. What level of familiarity do you have with our senior living community and the services
we provide to seniors?

10. Are there any specific areas or aspects of our senior living community that you believe
would be of particular interest to the senior center's members?

11. How do you envision collaborating with our senior living community to better serve the
needs of your members who are considering senior living options?
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Follow-Up:

e Summarize key points discussed during the call and confirm any action items or next
steps.

o Express appreciation for the director's insights and commitment to serving seniors,
highlighting your shared goals of supporting their members' well-being.

o Follow up promptly with any additional information or resources requested during the
call, and schedule a follow-up meeting or call to further explore collaboration
opportunities and initiatives.
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