
CC@H Conference sponsored 
by CliftonLarsonAllen 

cc: Teddy Mafia - https://www.flickr.com/photos/90626755@N05 





Guided by Quaker Values 

cc: Leo Reynolds - https://www.flickr.com/photos/49968232@N00 



Friends Life Care Partners 

• Friends Life Care Consultants 
• Friends Life Care 
• Intervention Associates 
• Caring Friends Home Care 

cc: fotosiggi - https://www.flickr.com/photos/36876021@N05 



"CCRC without Walls" 

cc: Nick Kenrick. - https://www.flickr.com/photos/33363480@N05 



Pioneer in the invention of Type A 

cc: Cranker - https://www.flickr.com/photos/42794951@N00 





cc: lonely radio - https://www.flickr.com/photos/31331368@N00 



and marketing was marketing 
Sales was sales 

cc: steveczajka - https://www.flickr.com/photos/45576019@N05 



In a time before Web Sprawl 



Direct Mail and Seminar Strategy 
cc: FotoDB.de - https://www.flickr.com/photos/115225894@N07 



"Can't live without it" 



??? Can't live without it ??? 
HUH? 



Social Selling 
cc: Jeff Zelaya - https://www.flickr.com/photos/37171122@N06 



Maria's list of                                     
"5 New Selling Things to Do" 

cc: mag3737 - https://www.flickr.com/photos/50318388@N00 



1. Blueprint 
cc: Will Scullin - https://www.flickr.com/photos/93278581@N00 



2. Process streamlining 
cc: blprnt_van - https://www.flickr.com/photos/55772089@N00 



3. Personas 
cc: Julian Partridge - https://www.flickr.com/photos/52285635@N08 



4. Content "remarkable" 
cc: 【Ｊ】 - https://www.flickr.com/photos/25661863@N00 



5. Analysis 
cc: ModernDope (old account) - https://www.flickr.com/photos/36540413@N08 



cc: { k2 } - https://www.flickr.com/photos/89497726@N06 



cc: Veronique Debord - https://www.flickr.com/photos/41497284@N00 



For Discussion -- 
• Typical objections and proven responses 
• Difference between marketing a CCRC and CCaH 
• Alternatives when a spouse doesn't qualify: 

programmatic & sales tactics 
• Cross-training to sell both CCRC and CCaH -- 

does it work? 
• Ides when calling a cold/warm lead 
• Connecting with influencers: fmaily members, 

financial planners, estate attorneys, etc. 
• Selling against LTCi - prospects with policies and 

those considering ones. 
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