
Key Takeaways:

 1. Human-First Philosophy in Strategic Planning

 2. The Value of Mapping the Prospect Journey

 3. Sales Enablement and CRM Utilization

 4. Addressing the Strategic Gap in the Post-Purchase Experience

 5. Developing Residents as a Referral Source Engine

 6. Planning for Attrition and Closing the Operational



Ready to Creating an Empathetic Experience?
 Implement empathy training workshops to cultivate a culture of care and understanding.

 Embracing a Human-First Philosophy
 “At the heart of strategic planning is an unwavering commitment to the human experience.”

 Empathetic strategies can lead to a 35%
higher resident satisfaction rate.



The Power of  Personalizing the Prospect Experience
 Create detailed journey maps to enhance personalization at every touchpoint.

Visualizing Success: The Prospect Journey Map
“Mapping each step from initial contact to move-in provides invaluable strategic insights.”

Communities with journey mapping
typically see a 20% improvement in

lead conversion rates.





 Streamline the Sales Experience
 Utilize CRM insights for targeted communication and streamline the sales process.

 CRM: The Catalyst for Sales Enablement

“Effective CRM utilization transforms lead management into relationship nurturing.”

Full adoption of CRM software leads 
to a 25% increase in lead-to-resident

conversion.





Enriching the Onboarding Experience
 Develop an onboarding program that honors the resident’s life story.

Beyond the Sale: Fostering Lasting Engagement
“Addressing the strategic gap to ensure satisfaction transitions into loyalty post-purchase.”

60% of residents feel more
engaged with a personalized

onboarding experience.





Leveraging the Resident Experience for Referrals
 Implement a referral reward program to turn satisfaction into advocacy.

 Activating Your Referral Powerhouse
“Empowered residents become your most persuasive advocates.”

Resident-referred leads have a
30% higher rate of conversion

than other sources.



 Maintain Long-Term Satisfaction with Effective Feedback Loops
Regular satisfaction surveys and community forums can identify and mitigate potential issues early on.

Closing the Back Door: Strategic Attrition Management
“Anticipating and addressing the reasons behind resident departures.”

Communities that plan for
attrition could see a 

15% decrease in annual turnover.



Thank you for joining us in redefining the path from lead to lasting loyalty! 
Become part of our community of innovators, dedicated to enhancing the 

senior living experience. 

Mastering the Journey Together

Access The Resource
Watch your inbox for a compressive guide as a
thank you for attending! 

Pick your coffee ☕


