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Introduction‘

As the senior living market
grows, communities are faced
with increasing competition,
higher lead volumes, and a
need for greater operational
efficiency to provide key
insights into lead
management, occupancy
trends, and conversion
strategies.
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Purpose

At Advantage Anywhere, we
believe in the power of
automation to streamline
processes and increase move-

ins faster with less manual
effort. This report outlines how
Advantage Anywhere platform
can help communities
improve performance in line
with industry trends.
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Key Findings

1. Lead Volumes and Occupancy Rates

Lead Volumes and Occupancy Rates: Why They Matter in Senior Living?

o Current Trends: Senior living communities have seen a steady increase in occupancy,
with urban markets receiving 38% more inquiries than rural markets. Half the

communities exceeded 85% occupancy in Q3 2024.

o However, lead conversion rates have slightly dropped since last year, reflecting a more

competitive landscape and rising inquiry volumes.

o Lead Volumes:
In senior living, lead volume refers to the number of inquiries a community receives
from potential residents or their families. These leads can come from various sources:

online forms, phone calls, walk-ins, referrals, or third-party lead generation agencies.

Monthly Lead Volume:

Assisted Living and Memory Care: Communities typically aim to generate 40-60
qualified leads per month per location.

Independent Living: Higher demand may result in 50-100 leads per month per
location, depending on the market.

Conversion Rate from Leads to Move-Ins:

Independent Living: 8-12%.

Assisted Living and Memory Care: 6-10%.
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These lower rates often reflect the higher complexity of the decision-making
process for these care levels.

Performance Insights:

Communities experiencing fewer than 30 leads per month or with conversion rates
below 5% should evaluate their marketing strategies, outreach channels, and sales
follow-up processes.

Fluctuations:

Senior living communities often face fluctuations in lead volume due to seasonal trends,
marketing campaigns, or shifts in demographics (such as an aging population).

1. Growing Population of Seniors: As the aging population grows, the demand for
senior living services continues torise.

2. Digital Marketing and Lead Generation: Increased use of digital marketing
strategies, paid advertising, and referral platforms has expanded the reach of
senior living communities, leading to higher volumes of online inquiries.

3. Market Competition: With more senior living options available, prospects are
casting a wider net to explore their choices, contributing to more leads.

0 Lead Response Time:

The goal is to respond to 100% of inquiries within 15 minutes for optimal engagement.
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Contact leads within

Sminutes

to reach 100X more leads
than 30 minutes later!

o Occupancy Rates:

Occupancy rate is a measure of how many units or beds are filled compared to the total
number available in the community. Higher occupancy rates mean more move-ins and
fewer vacant units, which directly impacts the revenue and financial health of the

community. Managing lead volumes efficiently is essential for improving occupancy
rates.

Industry Benchmarks:
e Independent Living:
o Target Rate: 90-95%.

o Below Average: Rates below 85% may indicate inefficiencies in marketing or
resident retention like poor reviews and reputation, inconvenient location,
noncompetitive pricing, a lack of suitable amenities, or inadequate sales and
marketing outreach compared to other facilities in the area.

o%e
239-337-2667 advantage

7 ANYWHERE
info@AdvantageAnywheh



e Assisted Living and Memory Care:
o Target Rate: 85-90%.

o Below Average: Occupancy rates below 80% suggest issues such as high resident
turnover, insufficient lead volumes, or ineffective sales follow-ups.

o Skilled Nursing:
o Target Rate: 80-90%.
o Skilled nursing often operates with lower occupancy compared to other service

lines due to shorter stays and higher turnover.

Occupancy Rate Targets for Senior Living Services

X Below Average
[ Target Range

Skilled Nursing

Assisted Living and Memory Care X
Independent Living | X
70 75 80 85 90 95 100
Occupancy Rate (%)
Occupancy Trends:

e Communities achieving 90% occupancy or higher are considered industry leaders.

e Occupancy below 80% is often a warning sign of market competition, pricing
misalignment, or operational challenges.
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Combining Lead Volumes with Occupancy Rates
For a typical senior living community with 100 units:
e Lead Benchmark: Generate 50 leads per month.
e Conversion Goal: Convert 8% of these leads to move-ins.

e Occupancy Goal: Maintain a steady occupancy rate of 90% or higher (i.e., 90 units

occupied).

This means:

e 4 move-ins per month are needed to maintain occupancy at 90% if 4 residents leave or

transfer out each month.

e Ifoccupancy is below 85%, the community may need to increase monthly leads to 60 or
more or improve the follow-up process to improve conversion rates.

Combining Lead Volumes with Occupancy Rates

Senior Living Community Example (100 Units)

Occupancy Goal:
90%490 units)

50 leads per month 8% leads - move-ins

[Lead Benchmark: Generate] [ Conversion Goal: ]

If occupancy < 85%:

4 move-ins/month needed
[if 4 residents leave monthly] [Igg;ef:;nl:afg[sl()tng:]
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Strategies to Achieve Benchmarks
1. Marketing Campaigns:
o Leverage video email, paid search, and social media campaigns to drive inquiries.

o Focus ontargeted messaging for each care level to generate more qualified leads.

2. Sales Automation:

o Usetools like Advantage Anywhere to automate follow-ups and ensure no leads
fall through the cracks.

o Monitor response times and ensure they meet the 15-minute standard.

3. Occupancy Monitoring:

o Utilize real-time dashboards to track unit availability and ensure marketing efforts
align with current needs.

o Offerincentives (e.g., discounted first month) to fill underperforming service lines.

S
ummary Lead Volumes 6-12%
e Lead Volumes: Aim for 40-60 leads/month with a 40-60 leads /moth

conversion rate of 6-12% depending on the care Convertion/monte

level.
6-12%
e Occupancy Rates: Target 90-95% for independent I
living and 85-90% for assisted living and memory

care.

By continuously monitoring these metrics and

aligning strategies to meet or exceed benchmarks, R * Memory Core
senior living communities can achieve sustainable Ineependent Riving  Occupancy Rates
growth and maintain high occupancy rates. Independent Living  Assisted Living
Leairsg/Month £ o
Assisted Living

& Memory Care & Memory Care
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Why Are Lead Volumes and Occupancy Rates Are Interconnected?

o Increased Lead Volume Correlates with Opportunities for Higher Occupancy:
When a senior living community receives more inquiries, it increases the potential for
more move-ins, assuming the leads are properly nurtured. Lead volume acts as the top
of the sales funnel, and the higher the volume, the greater the opportunity for tours,
assessments, and eventually move-ins.

However, if lead volume is high but there’s no system in place to handle, qualify, and
nurture those leads effectively, the community risks not converting enough of those
leads into actual move-ins, leading to a lower occupancy rate. This is a common
challenge for senior living communities—getting enough leads is one thing, but
ensuring those leads are followed up on promptly, nurtured through the sales process,
and converted into move-ins is another.

o Lead Volume Trends:
Data from sources have shown that lead volumes in the senior living industry have
been steadily growing, especially in the face of increasing competition and greater
online visibility. Lead volume growth can be seen both in urban and rural markets, with
urban markets seeing a 38% increase in inquiries compared to rural markets.

This means that while urban communities are exposed to more inquiries, they also face
heightened competition, which makes it even more crucial to have an effective system
in place for managing and converting those leads.
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Challenges in Managing High Lead Volumes

Advantage Anywhere’s Impact: Our CRM and automation platform can help senior living

communities handle increased inquiries with speed-to-lead functionality, ensuring no lead
falls through the cracks. With customizable workflows, communities can ensure faster

follow-up and improved conversion from inquiry to move-in.
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2. Urban vs. Rural Markets

o Performance Disparity: The 2023 data shows that while urban markets generate more
inquiries, both urban and rural markets have similar move-in rates (around four move-
ins per month). This suggests that competition and market saturation in urban areas

require more aggressive lead nurturing

Advantage Anywhere’s Impact: Advantage Anywhere enables customizable sales
targets and reporting based on geographic segmentation, helping urban communities
efficiently handle high inquiry volumes while offering rural communities optimized

strategies tailored to their market dynamics.

Below is a chart comparing key senior living market benchmarks between urban and rural
markets, based on the findings in the benchmark report. The chart highlights:

e Lead Volumes: Urban markets see 38% more inquiries than rural markets.

e Tours: Urban markets conduct more tours, averaging 11 per month compared to 8 in rural
markets.

e Move-ins: Both urban and rural markets average 4 move-ins per month.

e Speed-to-Lead: Call-ins account for 25% of inquiries in both urban and rural markets.
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Senior Living Market Benchmark Comparison (Urban vs. Rural)

I Urban Markets
B Rural Markets
35¢

30
251

20

Values

151

10r

Lead Volumes Urban vs Rural Markets Conversion Rates Speed-to-Lead
Categories

3. Conversion Rates and Sales Strategy

o Conversion Insights: Despite an increase in inquiries, conversion rates have slightly
dropped in recent years. Data suggests that focusing on personalized follow-ups and

timely responses can significantly improve move-ins

o Increased Inquiries: The inquiry rate has gone up, but this doesn't always equate to a
proportional increase in conversions, especially move-ins.

o Conversion Rate Drop: While the community is getting more inquiries, the conversion
rate from tour to move-in has decreased. Last year, 40% of tours (20 out of 50)
resulted in move-ins, but now, only 33% of tours (20 out of 60) result in move-ins. This
drop in conversion efficiency is the concern.

o Potential Causes: Therise in inquiries mightinclude a larger number of less-qualified
leads or people who are just "shopping around," not as serious about movingin.

Additionally, increased competition in the area may be influencing the decision-making

process.
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Understanding Conversion Trends

Conversion Insights:
Focus on personalized
follow-ups and timely

responses

Conversion Rate Drop:
Tours to Move-ins
0% (20/50) - 33% (20/60)

More inquiries
but not proportional

Increased Inquiries:
: 4
conversion growth

Lower efficiency in

Current Concern:
tour-to-move-in conversions

Advantage Anywhere’s Impact: By automating follow-up reminders, personalizing
interactions, and integrating with operational tools like accounting and care systems,
Advantage Anywhere ensures that sales teams can focus on high-priority leads and
provide personalized experiences to prospects. This seamless integration improves

conversion rates without adding more manual effort.

e Improved Lead Qualification: By automating the qualification process,
Advantage Anywhere ensures that only the most serious leads move to the tour
stage, increasing the likelihood of conversions.

e Timely Follow-Ups: Automated, personalized follow-up sequences can help re-
engage leads who may be slipping through the cracks, improving the tour-to-
move-in conversion rate.

e Speed-to-Lead: Faster responses to inquiries can ensure that your community
is the first to contact and engage potential residents, increasing the likelihood
that they will choose your community over a competitor.

In this example, while inquiries have increased, the move-in rate has stagnated.
However, with better automation in the qualification and follow-up stages,
Advantage Anywhere can help turn more tours into move-ins, thus improving
overall sales performance.
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4. Speed-to-Lead: A Critical Factor

Insights: Call-ins remain a significant method of inquiry, accounting for 25% of
inquiries in 2023. Speed-to-lead is crucial, as delays in response can lead to lost

opportunities.

What is Speed-to-Lead?

Speed-to-lead refers to the amount of time it takes for a sales team to respond to an
incoming lead, whether it comes from an online inquiry, phone call, or other
sources.

In industries like senior living, where the decision to move into a community is often
urgent and emotional, responding quickly can be the difference between a
successful move-in and a lost opportunity.

The quicker your sales team responds to an inquiry, the better the chances of
converting that lead into a tour and ultimately, a move-in.

Why Speed-to-Lead Matters in Senior Living?

High Emotional Stakes: For many families, choosing a senior living community is an
emotional, high-stakes decision. Delays in responding to inquiries can cause
frustration and erode trust, leading prospects to explore other options. In fact, a
2023 Aline report found that call-ins (direct phone inquiries) remain one of the most
popular methods of inquiry, which means the prospect often wants to speak with
someone immediately.

If they have to wait too long for a response, they may quickly move on to
competitors.

Competitive Market: The senior living industry is increasingly competitive, especially
in urban markets, where many communities vie for the same pool of potential
residents. According to benchmark data from Aline, urban communities receive an
average of 38% more inquiries than rural ones

This means that with increased competition, speed becomes even more crucial to
stand out from the crowd. If your community is slow to respond, someone else will
likely capture the lead.
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Decreasing Conversion Rates: In the senior living market, conversion rates from
inquiry to tour and from tour to move-in have been under pressure, as demonstrated
by the decline in conversion rates over the past year.

A slow response time can compound this issue. Leads that are not responded to
quickly may feel less valued, which negatively impacts their likelihood of converting
to a tour or move-in.

Inquiry Surge: As inquiries increase (due to marketing, referral sources, or lead
aggregators), it becomes more difficult for smaller teams to keep up with the
volume, leading to slower response times. The data also shows that web
inquiries and call-ins are both high drivers of lead volume, making it essential to
have a system in place to quickly handle these inquiries.

Advantage Anywhere’s Impact: Our system accelerates response times (nurturing) by

automating the initial outreach, so even small sales teams can handle large lead volumes

effectively. With the ability to prioritize and respond to calls or web inquiries in real time,

Advantage Anywhere ensures a fast, competitive response to every lead.

&£5% of managers cite
“Follow-up” as their
#1 Business Failure

657%
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How Advantage Anywhere Addresses Speed-to-Lead Challenges?

o Advantage Anywhere is designed to help senior living communities respond to leads
faster and more efficiently, improving speed-to-lead and boosting conversion rates.
Here’s how:

o Automated Response Systems:
Advantage Anywhere’s customized nurture automation tools ensure that no lead goes
unanswered. As soon as an inquiry is submitted (whether through a web form, call, or
email), the system triggers an instant acknowledgment or follow-up message. This
immediate communication assures the prospect that they’re being taken seriously and
that their inquiry is being handled promptly. Automated responses can include
personalized information, available options, or even links to schedule tours, ensuring
the prospect feels engaged right away.

o Lead Prioritization:
With the influx of inquiries, it’s crucial to prioritize leads based on factors like urgency,
qualification, and readiness to move in. Advantage Anywhere uses smart lead scoring
to rank inquiries and alert sales teams to the highest-priority leads. This allows the
sales team to focus on the most promising prospects and ensure they respond to the
leads that are most likely to convert, without wasting time on less qualified leads.

o Instant Notifications and Alerts:
Sales teams are notified in real time when a new lead comes in, whether it's from a web
inquiry, phone call, or form submission. This eliminates the need for manual tracking
and ensures that no lead is overlooked. These notifications can be customized for each
team member’s schedule and preferences, allowing for a seamless and immediate
follow-up.

o Streamlined CRM Integration:
Advantage Anywhere integrates seamlessly with your community's CRM, ensuring that
all lead information is captured and tracked in one place. This integration allows sales
teams to view detailed lead profiles, track progress, and see communication history,
which helps in crafting personalized follow-up messages and offers a streamlined
workflow to handle high inquiry volumes effectively.

o Automatic Lead Distribution:
To ensure that no team member is overwhelmed by incoming leads, Advantage
Anywhere can automatically distribute leads based on factors such as team
availability, geographic region, or specialization (e.g., Independent Living, Assisted
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Living). This ensures that all leads are promptly assigned to the appropriate team
member for a quicker response and a more personalized touch.

o Omnichannel Engagement:
Not all leads prefer to be contacted the same way. Some may prefer email, others
phone calls, or even text messages. Advantage Anywhere enables multi-channel
communication, allowing your sales team to respond via the preferred method of the
lead. Automated texting and email workflows ensure immediate follow-ups, while the
ability to pick up the phone and make a personal call shows prospects thatyou care
and are ready to assist.

o Real-Time Analytics and Reporting:
Advantage Anywhere provides real-time analytics on lead response times, conversion
rates, and team performance. These insights allow your community to track how
quickly leads are being responded to and identify any bottlenecks in the sales process.
This data can be used to continuously improve response times and optimize the sales
team’s workflow.

To repeat what we’ve already talked about, Industry Benchmarks look like this:
o Independent Living:
e Target Rate: 90-95%.

e Below Average: Rates below 85% may indicate inefficiencies in marketing or
resident retention.

o Assisted Living and Memory Care:
e Target Rate: 85-90%.

e Below Average: Occupancy rates below 80% suggest issues such as high
resident turnover, insufficient lead volumes, or ineffective sales follow-ups.

o Skilled Nursing:
e Target Rate: 80-90%.

e Skilled nursing often operates with lower occupancy compared to other service
lines due to shorter stays and higher turnover.
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o Oeccupancy Trends:
e Communities achieving 90% occupancy or higher are considered industry leaders.

e Occupancy below 80% is often a warning sign of market competition, pricing
misalignment, or operational challenges.

Combining Lead Volumes with Occupancy Rates
e For atypical senior living community with 100 units:
e Lead Benchmark: Generate 50 leads per month.
e Conversion Goal: Convert 8% of these leads to move-ins.

e Occupancy Goal: Maintain a steady occupancy rate of 90% or higher (i.e., 90 units
occupied).

This means:

e 4 move-ins per month are needed to maintain occupancy at 90% if 4 residents
leave or transfer out each month.

e If occupancy is below 85%, the community may need to increase monthly leads to
60 or more and refine the follow-up process to improve conversion rates.

Strategies to Achieve Benchmarks
o Marketing Campaigns:

e Leverage video email, paid search (SEO), and social media campaigns to drive
inquiries.

e Focus on (nurturing) targeted automated messaging for each care level to generate
more qualified leads.

o Sales Automation:

e Use Altools like Advantage Anywhere to automate sales cadence follow-ups
(Follow Up Assistant) and ensure no leads fall through the cracks.
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e Monitorresponse times and ensure they meet the 15-minute standard.

o Occupancy Monitoring:

e Utilize real-time dashboards to track unit availability and ensure marketing efforts
align with current needs.

e Offerincentives (e.g., discounted first month) to fill underperforming service lines.

Summary

e Lead Volumes: Aim for 40-60 leads/month with a conversion rate of 6-12%
depending on the care level.

e Occupancy Rates: Target 90-95% for independent living and 85-90% for assisted
living and memory care.

By continuously monitoring these metrics and aligning strategies to meet or exceed
benchmarks, senior living communities can achieve sustainable growth and
maintain high occupancy rates.

Results from Speed-to-Lead Optimization
By optimizing speed-to-lead, communities using Advantage Anywhere can expect:

o Higher Conversion Rates: Faster responses increase the likelihood that leads will
convert to tours and move-ins. Research has shown that responding to a lead within
the first 5 minutes increases the chances of conversion by 900%

o Increased Occupancy: With more leads converting, communities can fill vacancies
faster and improve overall occupancy rates, especially in competitive urban markets.

o Improved Customer Satisfaction: Prospects appreciate quick, personalized
responses. This positive experience can lead to better reviews, referrals, and a stronger
reputation for the community.

o Better Team Efficiency: By automating follow-ups and prioritizing leads, your sales
team can focus more on high-quality interactions and less on manual processes.
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5. Modern Marketing Benchmarks in Senior Living: Leveraging
Video Email, Texting, and Social Media

Video Email: A Powerful Engagement Tool

Whatis Video Email?

Video email refers to the integration of video content within email communications. In the
context of senior living, video email can be used to introduce the community, showcase
facilities, highlight resident testimonials, or provide virtual tours. It’s a dynamic and
personal way to connect with potential residents and their families, who may be
geographically distant or unable to visitin person.

Importance of Video Email in Senior Living Marketing

Video email has gained tremendous traction as one of the most engaging forms of
communication, and it’s increasingly used in senior living marketing. The reasons for this
are clear:

1. Increased Engagement: Video emails result in higher engagement rates compared to
traditional text-based emails. Studies have shown that including a video in an email can
increase the click-through rate (CTR) by up to 300%.

2. Personalization: Video emails can be personalized for each lead, which makes them more
effective in capturing attention and building a connection. In senior living, where families
are looking for a place for a loved one, a personalized video can build trust and show
empathy, increasing the likelihood of conversion.
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3. Visual Impact: A well-crafted video email can visually demonstrate what makes a
community unique—whether it’s the facilities, the services offered, or the people who live
there. This is more compelling than simply sending text and static images.

4. High Conversion: According to a study by Wyzowl, 79% of people say they’re more likely to
buy after watching a video. For senior living communities, this translates to increased tour
bookings and move-ins, as video content is more persuasive and informative.

Benchmark Statistics for Video Email in Senior Living:
e Open Rates: Video emails can increase open rates by up to 19%.

e Engagement: Email campaigns with video content experience a 300% increase in click-
through rates compared to emails without video.

e Conversion Rate: Video emails are shown to increase conversion rates by 80% compared
to traditional email formats.

 Audience Retention: People are more likely to watch video content in its entirety rather
than reading long email text, leading to higher retention and better recall.

How Advantage Anywhere Enhances Video Email Marketing?

e Automated Video Email Campaigns: Advantage Anywhere allows senior living
communities to set up automated video email sequences, so every lead receives
personalized video content at the right stage of their journey (e.g., welcome emails, follow-
up after tours, etc.).

e Integration with CRM: Video emails can be personalized with the recipient’s name,
preferences, and needs based on the data collected in Advantage Anywhere’s CRM,
ensuring each video email is highly relevant.

e Tracking and Analytics: Advantage Anywhere provides detailed tracking of video email
performance, including open rates, click-through rates, and engagement. This data helps
sales teams refine their approach to ensure videos are as effective as possible in
converting leads.
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Texting: Fast, Direct, and Effective Communication

Why Texting Works in Senior Living Marketing?

Texting has become one of the most effective ways to reach people quickly and directly. In the
senior living sector, texting serves as a fast, non-intrusive way to communicate with prospects
and their families, making it an invaluable tool for driving engagement and conversions.

1. High Open Rates: Text messages boast a 98% open rate, compared to email’s typical
open rate of 20-25%. This means that senior living communities are more likely to reach
their leads with text messages than with email.

2. Quick Response Times: Texting allows communities to respond to inquiries almost
instantaneously, which is crucial in a competitive market. The speed-to-lead principle
applies heavily here; prospects expect fast responses, and texting offers a way to meet
that expectation.

3. Convenience and Accessibility: Many families prefer texting because it’s more
convenient and less formal than email or phone calls. Texting is particularly helpful for
senior living communities trying to reach adult children or decision-makers who may not
have time for lengthy phone calls.

4. Two-Way Communication: Texting also allows for quick back-and-forth communication,
whether it’s confirming a tour, answering questions, or scheduling follow-ups. This ease of
communication helps build rapport and makes the sales process feel more personal and
accessible.

Benchmark Statistics for Texting in Senior Living Marketing:
e Open Rates: Text messages have a 98% open rate, compared to 20-25% for emails.

e Response Time: Texting generates a 45% response rate within 60 minutes of the initial
message, much faster than email.

e Conversion Rates: Sending personalized text reminders about tours or follow-ups can
increase conversion rates by 30-40%.
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How Advantage Anywhere Enhances Texting Marketing:

o Two-Way Texting: Advantage Anywhere allows sales teams to engage in real-time two-way
texting, ensuring that leads’ questions and concerns are addressed quickly.

o Texting Reminders: Automated texting reminders for tours, move-in deadlines, and other
important dates help keep leads on track and prevent missed opportunities.

¢ Integration with CRM: Texts are automatically logged into the CRM, providing sales teams
with a full history of communications with each lead, making it easier to personalize
follow-ups and track progress.

Social Media: Connecting with Prospects and Building Brand Awareness

Why Social Media Matters for Senior Living Communities

Social media is a powerful tool for engaging with potential residents and their families. Platforms
like Facebook, Instagram, LinkedIn, and YouTube provide opportunities to reach a broad
audience, showcase community culture, and engage with leads in real time.

1. Brand Awareness: Social media helps senior living communities establish their brand
presence and reach a wider audience. Posts featuring photos of activities, events, and
resident testimonials can help build trust and differentiate a community from its

competitors.
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2. Lead Generation: Social media platforms allow for targeted advertising, enabling senior
living communities to reach specific demographics based on age, location, interests, and
more. This can significantly increase the quantity and quality of leads.

3. Engagement: Social media allows for two-way communication with potential residents
and their families, enabling them to ask questions, engage with content, and schedule
tours directly from the platform.

4. Video Content: Platforms like Advantage Anywhere, YouTube and Facebook are
particularly effective for video content, which is highly engaging and allows for virtual
tours, interviews with staff, or resident stories.

Benchmark Statistics for Social Media in Senior Living Marketing:

¢ Engagement: Facebook generates over 50% of online leads for senior living communities,
with Instagram also growing in popularity for visual storytelling.

e Lead Generation: Social media ads for senior living can generate a 10-15% increase in
leads when targeting the right audience.

e Video Content Impact: Videos on social media and email increase engagement by 1200%
compared to text and image posts alone.

+ Referral Traffic: Social media platforms are responsible for 10-20% of website traffic,
driving leads directly to the community’s site where they can learn more and schedule a

tour.

How Advantage Anywhere Enhances Social Media Marketing?

e Social Media Integration: Advantage Anywhere integrates with social media platforms,
allowing leads to be captured directly from Facebook, Instagram, and other channels and
entered the CRM for follow-up.

e Automated Lead Nurturing: Once a lead comes in through social media, Advantage
Anywhere’s automated workflows can nurture that lead via email, text, or video email,
ensuring timely follow-up.

o Targeted Campaigns: Advantage Anywhere enables communities to create highly
targeted campaigns based on social media engagement and lead demographics. This
ensures that social media efforts are focused on the most promising prospects.
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e Engagement Tracking: Through detailed social media performance analytics, Advantage
Anywhere provides insights into how well campaigns are driving engagement and
generating leads, allowing for constant optimization of social media strategies.

Summary of Modern Marketing Benchmarks and Advantages for Senior Living Communities

e Video Email: Increases open rates by 19%, boosts click-through rates by 300%, and
significantly improves conversion rates (up to 80% higher). Advantage Anywhere enables
automated, personalized video emails that drive engagement and conversions.

e Texting: Achieves a 98% open rate and 45% response rate within the first hour. Advantage
Anywhere’s SMS automation and real-time texting capabilities help senior living
communities respond to inquiries faster, increasing conversions.

e Social Media: Generates 50% of online leads via Facebook and 10-20% of website traffic.
Advantage Anywhere integrates social media leads into the CRM and automates follow-up,
ensuring no lead is lost.

By leveraging these modern marketing channels, senior living communities can not only increase
lead volume but also improve the quality of engagement, ensuring that leads are nurtured
effectively and converted into move-ins at a higher rate.

6. Property/Occupancy Statistics: Real-Time Insights for

Senior Living Management

Why Property and Occupancy Statistics Matter?

Tracking property and occupancy statistics is crucial for senior living communities as it directly
correlates with the financial health and operational efficiency of the facility.

Real-time data about move-ins, move-outs, transfers, agreements, and service lines provides a
comprehensive view of a community's current and future occupancy, revenue, and operational
needs.

These statistics enable management teams to make informed decisions about marketing,
staffing, pricing, and even capital improvements. By integrating these key metrics into a
benchmarking report, senior living communities can ensure they are always operating at peak
efficiency, while also providing a high-quality experience for residents.
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Key Metrics for Property/Occupancy Statistics
1. Move-In and Move-Out Data:

o Move-In Rate: This metric tracks the number of new residents who move into the
community within a specific time frame. It provides insight into the effectiveness of
marketing and sales efforts. Higher move-in rates typically correlate with a higher
occupancy rate and stronger financial performance.

o Move-Out Rate: The move-out rate tracks the number of residents who leave the
community, whether due to death, transferring to a different facility, or voluntary
departure. This metric is important for understanding resident retention and
identifying areas where the community may need to improve its services or address
potential issues leading to turnover.

Benchmarking Example: A senior living community may track its monthly move-in and move-
out numbers, setting goals to maintain a move-in rate of 90% or higher to ensure consistent
growth and a stable occupancy rate.
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Move-In Data
Key Metrics and Benchmarks:
¢ Monthly Move-In Rate:

o Independent Living: Typically, communities aim for 3-6 move-ins per month,
depending on size and market demand.

o Assisted Living and Memory Care: Communities typically target 2-5 move-ins per
month due to the more specific care needs and decision-making involved.

e Annual Move-In Rate:

o An average of 30-60 move-ins per year is common, equating to 25-50% of total
capacity for communities with 100 units.

e Conversion Rates (Lead to Move-In):
o Independent Living: 8-12% of inquiries convert to move-ins.
o Assisted Living/Memory Care: 6-10% of inquiries convert to move-ins.
Factors Affecting Move-Ins:
e Seasonaltrends: Higher move-in rates often occur in spring and summer.

o Effective lead management: Communities that respond to 100% of inquiries within 15
minutes see higher conversion rates.

e Promotions: Offering discounts, waiving fees, or other incentives can boost move-in rates
during slower periods.

Move-Out Data
Key Metrics and Benchmarks:
e Monthly Move-Out Rate:

o On average, senior living communities see 1-3 move-outs per month, or 1-3% of
total capacity, depending on care level and resident turnover.
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e Annual Move-Out Rate:

o Annual move-outs typically range from 20-30% of total capacity in independent
living and 25-40% in assisted living and memory care.

Reasons for Move-Outs:
e Independent Living:
o Transfers to assisted living or memory care: 30-40%.
o Deaths or health-related relocations: 40-50%.
o Voluntary move-outs (e.g., relocating closer to family): 10-20%.
e Assisted Living and Memory Care:
o Health-related transfers to skilled nursing: 50-60%.
o Deaths: 30-40%.
o Dissatisfaction or financial constraints: 5-10%.
Factors Affecting Move-Out Rates:
o Resident satisfaction: Higher satisfaction leads to lower voluntary move-out rates.

e Service offerings: Communities that provide a continuum of care (e.g., from independent
living to skilled nursing) tend to retain residents longer.

e Market competition: Residents may move out if competitors offer better pricing, services,
or amenities.

Balancing Move-Ins and Move-Outs

Maintaining occupancy requires a balance between move-ins and move-outs. Benchmarks vary
by care type:

e Net Growth:
o Independent Living: Aim for a positive net growth of 1-2 units per month.

o Assisted Living and Memory Care: Maintain steady occupancy by ensuring move-ins
equal or exceed move-outs monthly.

e Annual Turnover Rate:
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o Independent Living: 25-30% turnover annually is typical.

o Assisted Living/Memory Care: Higher turnover rates, ranging from 35-50%
annually, due to the nature of care needs.

Benchmarking for Move-In and Move-Out Success
Communities can use the following benchmarks to gauge success:
For a 100-Unit Community:
e Independent Living:
o Target 4 move-ins per month.
o Limit move-outs to 3 per month to maintain or grow occupancy.
e Assisted Living/Memory Care:
o Target 3 move-ins per month.
o Limit move-outs to 2-3 per month to sustain steady occupancy.
For an Effective Marketing and Sales Strategy:
e Generate 50 qualified leads per month to achieve move-in goals.
e Respondto 100% of inquiries within 15 minutes to maximize conversion potential.

e Monitorresident satisfaction through surveys and retention efforts to reduce avoidable
move-outs.

2. Transfers (Internal and External):

o Internal Transfers: Transfers refer to residents who move within the same
community (for example, from independent living to assisted living). This metric
helps track the effectiveness of the community's care options and how well
residents are being served as their needs evolve.

o External Transfers: External transfers happen when residents move out of the
community to another facility. Monitoring this metric is crucial for understanding
why residents leave and what can be done to improve retention.
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Benchmarking Example: Communities may set a goal to minimize unnecessary external
transfers and increase internal transfers, as it indicates satisfaction with services and reduces
turnover.

3. Agreements (Contracts and Lease Management):

o Agreement Types: Tracking the number of agreements (leases, service contracts,
etc.) is essential for financial planning. This includes monitoring new agreements,
renewals, and cancellations.

o Occupancy by Agreement Type: Knowing the breakdown of how many residents
are in short-term vs. long-term agreements or have opted for various service levels
(e.g., assisted living, memory care) can help management make better decisions
about marketing strategies and resource allocation.

Benchmarking Example: Senior living communities may track how many residents have entered
into long-term agreements vs. month-to-month agreements, setting targets to increase the
number of long-term agreements to provide financial stability.

4. Service Lines (Care Types and Revenue Tracking):

o Service Line Breakdown: Service lines refer to the different levels of care and
services offered at the community, such as independent living, assisted living,
memory care, and skilled nursing. Monitoring occupancy rates by service line
provides insights into the demand for specific care types and enables the
community to allocate resources more effectively.

o Revenue by Service Line: Knowing how much revenue is generated by each service
line is essential for budgeting and making informed decisions about pricing and
resource allocation.

Benchmarking Example: A senior living community may track the occupancy percentage for
each service line, such as aiming for 90% occupancy in independent living and 95% in memory
care. By analyzing the revenue generated by each service line, the community can determine
which areas are most profitable and adjust marketing efforts accordingly.
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How Advantage Anywhere Integrates Property and Occupancy Statistics into Real-Time
Reports?

Advantage Anywhere provides a comprehensive, real-time platform for monitoring all of these
property and occupancy statistics, giving senior living management teams a clear and immediate
view of how their community is performing.

1. Real-Time Dashboards:

o Live Property Tracking: Using your real time property, you can filter, narrow down,
and see all the property units (with history, move-ins, move outs, deposits, and

current residents) in a single dashboard.

o Live Occupancy Dashboard: Advantage Anywhere offers a live dashboard that
tracks real-time occupancy data across all service lines. Managers can see exactly
how many units are filled and how many are available, helping them make swift
decisions on marketing, pricing, and staffing.

o Move-In/Move-Out Trends: The platform provides real-time updates on move-in
and move-out statistics, allowing managers to track trends and quickly address any
sudden drops in occupancy or spikes in move-outs.

o Service Line Performance: The platform breaks down occupancy and revenue by
service line (e.g., independent living, memory care), offering detailed insights into
which areas are performing well, and which may require additional resources or
attention.

2. Automated Reports and Alerts:

o Customizable Reports: Advantage Anywhere allows managers to create
customized reports on key metrics such as move-ins, move-outs, transfers,
agreements, and service line performance. These reports can be generated on-
demand or scheduled to automatically run at regular intervals, making it easy to
stay on top of property statistics.

o Real-Time Alerts: If occupancy in a certain service line falls below a predetermined
threshold or if a certain number of move-outs occur in a given period, Advantage
Anywhere can trigger automated alerts. These alerts help management teams
address issues proactively, ensuring high occupancy rates and a balanced portfolio

of services.
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3. Move-In/Move-Out and Transfer Tracking:

o Automated Move-In and Move-Out Workflows: Advantage Anywhere automates
the tracking of move-ins and move-outs, ensuring all necessary documentation and
follow-up tasks are completed in a timely manner. This helps reduce errors and
ensures that the property’s occupancy data is always up to date.

o Transfer Management: The platform tracks internal and external transfers, making
it easy for management to understand why residents are moving and take action to
improve retention.

4. Service Line Analytics:

o Revenue Analysis by Service Line: Advantage Anywhere provides detailed
financial reports that show how much revenue each service line generates, helping
management to optimize pricing, staffing, and resource allocation.

o Demand Forecasting: By tracking occupancy trends and move-in rates by service
line, Advantage Anywhere enables senior living communities to forecast future
demand for specific care levels. This allows communities to adjust their services
and staffing levels proactively.

Benefits of Real-Time Property and Occupancy Statistics for Senior Living Communities

1. Improved Financial Forecasting: By monitoring occupancy trends, move-ins, and service
line performance, senior living communities can more accurately predict future revenue
and adjust marketing and staffing efforts accordingly.

2. Data-Driven Decision Making: Real-time property and occupancy data gives
management the information they need to make informed decisions. For example, if a
service line is underperforming, management can implement targeted marketing or
operational changes to address the issue.

3. Proactive Management: By receiving real-time alerts about occupancy drops, high move-
out rates, or service line imbalances, management can take swift action to resolve issues
before they become bigger problems, improving resident satisfaction and reducing

turnover.
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4. Optimized Resource Allocation: With a clear view of occupancy across service lines,
communities can allocate resources more efficiently, ensuring that staffing, marketing,
and operational efforts are alighed with current demand.

5. Increased Occupancy and Retention: Tracking move-in, move-out, and transfer data
allows management teams to identify retention issues and take proactive steps to improve
resident satisfaction and increase long-term occupancy rates.

Summary: Property/Occupancy Statistics as a Benchmark in Senior Living

Property and occupancy statistics, such as move-ins, move-outs, transfers, agreements, and
service line performance, are essential for understanding a senior living community’s operational

efficiency and financial health. By leveraging real-time reports and analytics, senior living
communities can:

e Track occupancy trends and adjust marketing and operational strategies to ensure higher
occupancy rates.

¢ Monitor move-in and move-out data to improve retention and minimize turnover.

e Analyze service line performance to allocate resources more effectively and optimize
revenue generation.

With Advantage Anywhere, senior living communities can streamline the collection and analysis
of these key metrics, enabling management teams to make data-driven decisions and improve
both operational efficiency and resident satisfaction.
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Conclusion
The senior living sector continues to face challenges as lead
volumes grow, and conversion rates fluctuate.

By leveraging the automation and CRM features of
Advantage Anywhere, senior living communities can
streamline their processes, optimize lead management, and
ultimately increase occupancy.

With actionable insights and data-driven strategies,
Advantage Anywhere positions itself as a critical partnerin
driving revenue and growth in this competitive market.

Contact Advantage Anywhere to schedule a demo.
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Thank You

We look forward to helping
you reach your goals.
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