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ALCA Midwest Member Presenter at National Conference
Dorian Maples, Registered Nurse and owner of Dorian
Maples & Associates an Aging Life Care™ practice,
presented at the 2016 Annual Leadership Conference
for Home Care Association of America (HCAOA) in
Anaheim, California. Dorian co-presented, The 7th Vital
Sign: Using Nutrition for Niche Marketing, with Chef
Beth Scholer: CC, CDM, CFPP, and CEO of Caregivers
Kitchen. In 2009, Dorian and Chef Beth developed the
first culinary training class for home health care workers of Angel Corps and Home Nursing Services.
Dorian has been a Registered Nurse since 1979. She is co-owner of Angel Corps, Home Nursing
Services, and First Call Medical Staffing. Dorian Maples & Associates provides professional Aging Life
Care™ in nine counties of northeast Indiana since 2003. They work with clients, their families, and/or
guardians to make decisions about living arrangements, coordinate services, and provide ongoing
support around the various challenges associated with aging.
HCAOA is a national association for providers of non-medical private duty home care. www.hcaoa.org
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“We’re always looking
for more NEWS!”
Please send your articles or ideas to our editor
at ann@ourcarelink.com

PRESIDENTIAL
MOMENTS
BY DEBBIE FELDMAN, MSW, LCSW, CMC
CHAPTER PRESIDENT 2013—2016

By the time you are reading this, our annual
Midwest ALCA conference will be over. I am
looking forward to seeing everyone at the
conference. And, since I am from Milwaukee, I
am looking forward to spending some time in my
home town exploring the newly restored Third
Ward. For those of you who attended the
conference, I hope that it exceeded your
expectations!
We have elections for our 2017 Board coming up.
Please take the time to review the candidate’s
biographies and vote.

Our Board will hold our half day, in-person
retreat prior to the conference. We will review
our work over the past year, and begin
developing our goals and strategic plan for the
Chapter for 2017. We hope to have the Strategic
Plan to you in our January 2017 newsletter.
One of the 2017 goals and agenda items we will
be working on is, to develop ways to get our
members more involved. We welcome input from
all of you. Another agenda item is to revitalize the
Task Force working on merging with National. To
date, Chapters that have not merged are: Florida,
Western, New York and Midwest. We will
thoroughly review the idea of merging with
National and present to chapter membership
recommendations in the coming months. We
have also made some updates to our Bylaws and
will send them out to you for approval. The
biggest update in the Bylaws is the name change.

For those of you that were in attendance at the
Conference you know our 2017 Annual Midwest
Conference will be held in St. Louis, Missouri
November 3-4, 2017. Mark your calendars and
plan to attend. The conferences are a fantastic
way to meet colleagues in the Midwest region,
and to do informal networking and sharing of
best practices. We learn so much from each
other. Take advantage of this great opportunity!
It really is helpful having colleagues you can call
when you have a difficult client or client situation.
It is nice to know there are others you can reach
out to for guidance, support, and
recommendations. Utilize your Aging Life Care™
colleagues; this is why you are part of this
wonderful association!
Since this is the last of the Presidential Moments I
have the privilege of writing, I want to thank all of
you for your support over the past four years. It
has been an honor serving as your President, and
I look forward to continue serving our
membership in other capacities. We have gone
through some big transitions over the past years,
with branding being the most recent and a new
CEO is next in line. ALCA is in a growing process,
and I am very excited to see where the next
several years take us. We are such an integral
part of the growing aging field, and we need to
continue to be considered not only the cream of
the crop but also the best of the best.
All My Best,

Debbie

Editor’s Note: For this quarter newsletter’s theme
“Business Practices” we asked several small business
owners in parallel industries to Aging Life Care™ to
share what works for them. The following articles
offer insight into the challenges and successful
strategies that have proven successful. The following
articles are from both members and non members in
related industries.

Four Must Have Business Tools
Betsy Goldfarb - Queen City Transitions
When I started my senior move management business in 2008, my energy was focused on getting new
clients and helping them move. In other words, doing the job. I had no experience in running a business
and feel fortunate that I was able to weather the rollercoaster ride of the first few years.
The growing population of seniors, the prevalence of two-career families and the number of adult
children who live far from their aging parents are demographics that created the senior move
management industry. However, those demographics alone are not enough to create a dynamic senior
move management business such as mine. The right business practices must be in place.
I believe one of the main reasons I have survived into my ninth year is my company’s dedication to
extraordinary customer service. What does that mean? There are over ten pages of definitions on
Google.com, and I imagine every business owner you ask has their own thoughts on the subject. Below are
some of mine:


Return calls as soon as possible - and definitely the same day! Even if it is just to say, “I can’t talk now,
but I got your message, and I will call you back later today”.



No surprises! We believe in transparency. So when something goes wrong, we inform the appropriate
person and fix it to the best of our ability.



Say thank you to referral sources, vendors, our clients and staff. Write notes and sometimes bring
lunch or give gift cards.



Let our clients have control. We listen to their goals and do everything in our power to achieve them.



We always treat our clients, referral sources, employees, vendors and competitors with respect.

Like many small business owners, I wore every hat when I started my business. My strengths were in
customer service, marketing, organizing and building relationships. I wasn’t good at bookkeeping,
finances or social media. The second practice which contributed to my business sustainability, is learning
how to ask for help. I belong to a number of networking groups and this is a topic that comes up often. I
heeded the following advice: do what you do well, and hire someone to do the other stuff. I hired an
administrative assistant, a payroll service, an accountant and got an intern to do social media.

They all cost money. Which brings me to my third business practice. It isn’t an easy decision to take on debt.
After much deliberation, I decided that investing in my business was my next best step to help me run my
business. Sometimes you need money to make money. Getting a line of credit from my bank gave me the
confidence and ability to hire the right people who would help me take my business to the next level.

Earlier, I alluded to the final business practice I’ll mention here: networking. I belong to many networking
groups of peers who work with the aging population. I learn so much from attending these gatherings. The
relationships I have built by showing up to monthly meetings and special events have proven invaluable to
my business and personal growth.
In conclusion, dedication to extraordinary customer service, hiring the right staff, using a revolving line of
credit, and networking are some of the tools I have used to fine tune my company over the past eight years.
As my business continues into its ninth year, these and other business practices will continue to help me
manage and control our growth.
Betsy Goldfarb is the founder and owner of Queen City Transitions, a senior move management company that helps clients downsize and disperse unneeded items. She’s a member of
the National Association of Senior Move Managers, a board member of the Tri-State APA,
and a member of the Hamilton County Hoarding Collaborative.

Business Decisions: Is it time to hire help?
Julie Hess
Congratulations--you made it over the first hurdle of any small business! You have some regular referral
sources and a growing client base. You love your new occupation — an Aging Life Care™ Specialist - and
you are (finally) earning a living. You have worked hard, endured many long days, and learned to take
advantage of any down time. Your flexibility, creativity, and business savvy have paid off. You have a
positive cash flow but you are the only one providing 24/7 care. Is it time to consider hiring help?

The answer to this question is complex. It should reflect your company vision and future goals. Some
specifics to consider include—referral patterns and sources, how to maintain consistency and quality,
and management of a work force. Below are five factors to consider while contemplating this important
decision.
1. What would you be comfortable delegating to someone else?
If it is mostly desk work, a secretary or office manager may be appropriate. Do you need a
licensed/certified professional to provide direct services? Could you hire an assistant to perform
the day to day functions while you remain the case manager? Start by making a list of what you do
every day, week, and month. Highlight the tasks you envision trusting to someone else. This will
help you determine the education and skill level to best meet your needs and your personality.

2. Will you be your own Human Resources (HR) department? HR typically manages the employment
process including the hiring/firing process, associated paperwork and reporting, benefits,
anti-discrimination policies, unemployment claims, and disciplinary issues. Many small businesses
manage these functions internally but there is an option to subcontract HR functions. Prior to hiring,
research employment matters from reliable sites such as, The Society for Human Resources Management. Your goal is to hire qualified staff, motivate them to do a great job, and address any employment
issues sooner than later.
3. How will you manage payroll? Taxes must be withheld each pay period and reported quarterly for
employees. If you work with a self-employed individual or a “1099 hire” their income must still be
reported. There are strict federal and state regulations regarding “1099 hires” and your risk of being
responsible for unpaid taxes. You could prepare payroll and taxes on your own with training and a
good software program, but you would probably want to hire representation if you got audited. When
outsourcing payroll, consider including the quarterly tax returns. Payroll and taxes is one area I
choose to leave to the professionals.

4. Could partnering with another Aging Life Care™ Specialist be beneficial? Do you have someone in mind
that provides quality services and is easy to work with? List what you would expect from a partnership
and what you have to offer. If there will be financial exchanges—how would they be handled? How
would disagreements be settled? Always have a written partnership agreement stating the objectives
and expectations, and how the partnership would be dissolved.
5. Would you be happier remaining a boutique service? Not everyone is interested in being an employer.
You may decide to retool your business model and implement new strategies to balance work and life.
If there a subset of clients you enjoy most-- perhaps you could specialize. Outsourcing the tasks that
keep you chained to a desk could free up more time. Perhaps a triage agency could screen the afterhour calls a few nights a week.
Deciding to expand a business and hire help is a critical decision that will guide the future direction of
your company. Choose wisely.

Content box:
Start by making a list of what you do every day, week, and month.
Highlight the tasks you envision trusting to someone else.
This will help you determine the education and skill level to best meet your needs and your personality

Slay Your Goliath
Martha Hanlon & Chris Williams
Wide Awake Business

Remember David? He beat Goliath.
Almost every care management practice has at least one really big company or individual that swallows
up all the air in the room. You might find your care management practice in the same arena…surrounded
by big guys with big marketing budgets, hefty teams, and market recognition.
Yet, a David succeeds every day when they know how.
You can’t throw the big guy out, and you can’t beat them at their own game. Instead, you build your own
game. Happily, many small companies have succeeded in beating a Goliath, and we’ve got the
principles they use to become masters of their own game.
The “Beat Goliath” principles come from a very unusual place—the world of judo. In judo, a combatant
uses the weight and strength of the competitor as an advantage. Much better than being slapped silly to
the mat trying to match a huge opponent blow-by-blow.
Smart, smaller guys (that’s you) aim to grab the advantage your really big competitor has—resources,
strength, size, money, market awareness—and use it against them.
Judo strategy operates with three elements, and all deliver competitive advantage:
First principle: rapid movement.
Second principle: flexibility
Third principle: leverage
Judo-smart players move rapidly to new markets or niches, to uncontested ground, or into spots of
maximum preeminence. Step away from hand-to-hand combat. If the big guy wants to dominate, you in
turn find your niche.
Wide Awake Business, our company, was recently working with one of our care management clients.
She was struggling, and losing business over-and-over again to a large company.
Her competitor used a “formula” for every elder care patient. Our client’s care method followed a
process, but one with a great deal of flexibility. Everything she did was designed to each individual.
She began to focus her marketing on her customized path for elder care, and she started to win business
the big guys had been scooping up.

Notice something? She won - not because the big guy didn’t do it, she won because they couldn’t do it!
Your best strategy if or when you find yourself dealing with a big, fat, seemingly overwhelming competitor?
Move to uncontested ground. Move to where you have an advantage.
At first it may not seem like you have any advantage at all. Yet, you do. Those big guys can’t do what you
do. They are many things. They are not rapid in movement, flexible in strategy, or able to leverage that
bloat around their bellies!

Judo strategy can be a powerful tool for any company, including yours. Avoid the sumo match where
weight and strength matter most.
Now your marketing and sales efforts will reap rewards. You’ve discovered your “super power” and can
leverage your advantages (you do have them) in ways completely unique to you.
Too often we think those big guys have it all. Everything any elder, adult child, or loved one would want.
Of course, they have something…just not everything.
Instead, embrace your agility and brain power! That big, old competitor will start to look pretty slow and
dated when you do.

The Hiring Dilemma: Employee
Vs. Independent Contractor
Lisa A. Moody, President,
JewelCode Corporation

Your business has grown and you need to hire staff. You’ve heard of other business owners hiring
independent contractors, and the reasons of not having to pay employment taxes or benefits sound
great. However, there is much more to making this decision.
The Rules

The IRS provides a list of rules regarding hiring employees vs. independent contractors (IC). It is
important to research the IRS web site. Per these rules, an independent contractor must be in business
for themselves; meaning they can work for anyone at any time, must bill you for their services, and they
decide how and when to work. IC’s are considered professional service providers.
If you misclassify the person and it is discovered, the penalties are costly. You will be responsible to pay
back all of the taxes that you should have paid, plus late fees and penalties.

The Money
One of the main arguments we hear for an IC is that it costs less. This is not always the case, as
demonstrated below. For this example, I used the employment tax rates for a Midwestern state.
Independent contractors usually expect to be paid a higher hourly rate than an employee, so this chart
uses that difference in the hourly rate.
Hiring person as an employee

Hiring person as an independent contractor

Works 20 hours per week @ $15 an hour = $300

Works 20 hours per week @ $20 per hour = $400

Federal Emp. Tax =
Soc. Sec. Tax =

$13.60
$18.60

Medicare Tax =

$ 4.35

State Emp. Tax =

$ 4.06

Payroll Check Fees = $10.00
Total: $350.61

Total: $400.00

The employee’s portion of taxes is deducted from
the $300 and your amount is added on.

These are sample figures and you must figure out
your own totals.

Other Considerations
It may benefit you to hire an IC due to other considerations. As long as you know the rules, and work within
them, you may benefit from hiring an IC. Hiring & firing employees is difficult. Even in an at-will
employment state you still must have a clear paper trail and documentation in order to hire or fire an
employee. Employment practices are scrutinized under law and must be carefully followed as they affect
unemployment compensation, and potential litigious situations. For these reasons, it may be easier to hire
ICs. Managing is very different depending on this choice. An IC runs their own business, and are in charge of
their own work. Giving them directions for how to complete their work can be construed as treating them
as an employee, which may cause issues. ICs engage their own trainers and pursue their own training
programs. Additionally, if you want someone only working for you, then you must hire an employee, as you
cannot legally limit who an IC works for.
The Decision
Using these rules and considerations, you can make the best decision about how you will handle adding
staff to your care management practice. Protect yourself legally by knowing the laws involved and making
your decision based on facts. Wishing you much success as you grow your practices!

The Pursuit of Success
Greg Kling
I often get asked why Assisting Hands has been successful. What is the secret sauce? Unfortunately, I tell them that
there is no mystery, and that the reasons of our success can be found in the hearts of our people. But let’s not get
ahead of ourselves. We are not perfect. We have had our bumps. But, it is our striving to improve that set us apart.
There are some lessons that can be learned from our pursuits.
Mission: Understanding your mission, truly believing it and living it is your guide post. For the first year we
were in business, we operated without a clear purpose. Yes, we could articulate that we wanted to help people, but
our employees didn’t really understand what was in our hearts. I was encouraged by a colleague to engage my team
to articulate why we do what we do. As a result, we clearly defined our mission and at the end of the discussion, I
offered everyone 30 days’ severance if they could not commit to the necessary work. Fortunately, one member
accepted my offer. This put us in a bind, but the rest of the team was energized and knew they could rely on each
other.
Commitment: Understanding your mission is the foundation and establishes the “Why” you do what you do.
But without commitment you will wander. Angela Duckworth the author of The New York Times Best Selling book,
Grit: The Power of Passion and Perseverance, studied highly successful people and why some highly talented people
dropped off the path to greatness. She writes that the great people were “…unusually resilient and hardworking…
they knew in a very, very deep way what it was they wanted. They not only had determination, but they had
direction.” While Duckworth researched individuals, I believe this can be translated to your organization and does
it have “grit?” For example, an Assisting Hands caregiver found herself lost en route to her client. Compounding
matters, her car broke down. This caregiver got creative and found a solution to get to her client. Do your team
members have commitment?
Great People: I often describe to new business owners, the investments that I have made in hiring top
talent to my organization. When cash is short, investing in the best can be frightening. What if they don’t work out?
When starting my business, I had the opportunity to hire a very talented nurse. I hadn’t budgeted for this resource,
but knew she would be great. We took the gamble and she has been key to our success
The Power of a Big Hairy Audacious Goal – BHAG: Does your organization and its people have an audacious
goal they are striving to achieve. Inspire your people to greatness by challenging them to achieve the unachievable.
An understanding in our organization is that, “we do not fail”. In managing 200 people and hundreds of shifts each
week, this can be daunting. But the team consistently achieves greatness. What is your BHAG?
Greg Kling is the Owner of Assisting Hands Home of Cincinnati and Northern Kentucky.
Assisting Hands provides home care services to over 100 clients daily via 200 employees. It has
been awarded The National Franchise of the Year Award and was a finalist for the Sharonville
Chamber of Commerce “Small Business of the Year” award. Prior to Assisting Hands, Greg was a

Principle with Deloitte Consulting and is a graduate of The University of Cincinnati and The
Ohio State University. He founded Assisting Hands in Cincinnati with his wife Kim.

Performance Indicators and Metrics
Why You Need Them In Your
Care Management Practice
Maria Miskovic, MSW, LCSW, C-ASWCM
Care Choice Care Management, LLC

Elizabeth Hartman Zurliene, MPH, BSN,
RN, CMC
Care Management Professionals, LLC
In July 2015, the Aging Life Care Association™ St. Louis Unit members participated in a Business Practices
Survey. Composite results of the survey were shared and discussed with the group in August 2015. This
was the first time we recognized the value in compiling and comparing data within our unit.
An open-ended question at the end of the survey, asked for the biggest challenge you face as a care
manager. There were enough responses related to marketing and business development that as a result
we took the next step. Those unit members interested in formalizing and tracking some Key Performance/
Business Indicators for care management practices came together to form the Business Practices
Committee.
The Business Practices Committee referred to the Home Care Pulse & ALCA Benchmarking Survey
completed in 2014. The results of this survey provided data on a national basis, and its focus was different

areas of business practices including: finance, operations and sales/marketing. In the Executive Summary,
Aaron Marcum, founder and CEO of Home Care Pulse, told us it is important to measure what matters
most, and suggested a number of Key Performance Indicators (KPI’s) for care management practices.
The initial Key Performance/Business Indicator our committee decided to focus on was in the area of Sales
and Marketing - specifically tracking intake and conversion of incoming inquiries of possible referrals/new
clients (Conversion Ratio). The committee began developing a tool the unit could use to begin compiling
and tracking this data in a simplified format to share on a regular basis. We are finalizing this process for

the entire unit to participate in the tracking and reporting for 2017. Sharing the data will facilitate our unit
measuring our results of this KPI, and allows us to focus on how to implement improvements for better
results.
So, why are tools important? We can make a lot of excuses about why we don't need them, but if you
want to work on your business, you need a format for tracking patterns and data to help refine your
practice. Using tools changes our perspective and clarifies actual information instead of perceived beliefs
about an individual's practice or within a larger group of aging life care managers. Time management is

one of the most difficult concerns a busy care manager faces to effectively see clients, accomplish
administrative tasks, and feel like you have a life outside of work.
Tracking tools can bring accountability to your work. They hold you and your staff responsible in following
through on marketing efforts, and recognizing where efforts should be focused to yield the greatest return
on referrals. Not to mention, the results of possessing data brings credibility to your practice by allowing
you to approach your work with intention and purpose. Data provides you what you need to speak
intelligently about your marketing strategies with other professionals in and out of our industry. Your
colleagues will be impressed with your sense of organization if they see that you take your work seriously
enough to track your results.
The Benchmarking Survey gave us a taste of national data for our profession, but utilizing your own tracking

tools can provide local data on a more measurable and applicable scale and can be used within your
individual practice and unit. We can set legitimate and similar expectations in the areas common among all
practices.
What works for you as an individual or sole practitioner, may differ from your competitors or other practitioners with varying specialty areas. One of the beauties of care management is the ability to specialize in
certain practice areas.
Given the wide range of care management models you see in your market, you may or may not choose to

compare your practice with one that differs completely in structure, for example, for profit vs. nonprofit, or
sole practice vs. group practice, or home care agencies with care management vs. an agency that specializes
in care management alone. Hence, one more reason to track your data.

Peer Case Teleconference
Sign up now for an ALCA Peer Case Teleconference! These monthly meetings are part of your member benefit package and are free to active members. These toll-free conference calls challenge us to
approach our unique day-to-day care management activities in creative new ways and meet ALCA certification requirements for consultation/supervision too!
Advance registration is required. Watch for monthly e-blasts about how to take part.

2016 SCHEDULE
November 16, 2016—4PM CT/5PM ET

RSVP or Send Questions to:

December 21, 2016—4PM CT/5PM ET

Jennifer Beach, BS, MA, LSW, CSWCM

2017 SCHEDULE

(216) 406-3139

January 11* rescheduled from Jan. 18
February 15

jbeach@advocate4elders.com
or

March 15

Beth Zurliene Hartman, MPH, BSN, RN, CMC

April 19
May 17

(618) 823-8485

June 21

ezurliene@charter.net

July 19
August 16
September 13
October 18
November 15

December 20

Benefits of Peer Care Conference
“It was extremely helpful to see how everyone approaches a situation differently. As a

nurse, I tend to look at the medical/clinical issues first, and it was enlightening to hear how
the social workers among us seemed to go straight for the psychosocial aspects of the challenges. It just shows how teamwork can really make a difference!”
Deb Bosler, RN, BA, CCM

Certified Geriatric Care Manager
Lakeside Senior Care Management LLC

http://www.aginglifecare.org/ALCA/
Regional_Chapters/Midwest_Chapter

Sample HIPAA Right of Access Form for Family Member/Friend
I, _________________________________, direct my health care and medical services providers and payers to disclose and release my protected health information described below to:
Name:

Relationship:

________________________________________________---_________________________________________________
Contact information: ___________________________________________________________________________

___________________________________________________________________________________________________
Health Information to be disclosed upon the request of the person named above -(Check either A or B):
 A. Disclose my complete health record (including but not limited to diagnoses, lab tests, prognosis,
treatment, and billing, for all conditions) OR
 B. Disclose my health record, as above, BUT do not disclose the following (check as appropriate):
 Mental health records
 Communicable diseases (including HIV and AIDS)
 Alcohol/drug abuse treatment
 Other (please specify):
_____________________________
_____________________________
Form of Disclosure (unless another format is mutually agreed upon between my provider and designee):
 An electronic record or access through an online portal
 Hard copy

This authorization shall be effective until (Check one):
 All past, present, and future periods, OR
 Date or event:__________________________________________________
unless I revoke it. (NOTE: You may revoke this authorization in writing at any time by notifying your
health care providers, preferably in writing.)
_____________________________________________

_____________________

Name of the Individual Giving this Authorization

Date of birth

_____________________________________________

_____________________

Signature of the Individual Giving this Authorization

Date

Note: HIPAA Authority for Right of Access: 45 C.F.R. § 164.524
Sample HIPAA Access Form provided by Chalres P. Sabatino, J.D., Director of the American Bar Association’s Commission on Law and Aging, who was one of the presenters at the recent ALCA HIPAA webinar.
www.americanbar.org/aging

Welcome New ALCA Members!
Colleen Ceh Becvar, BS, MS, CMC
St. Charles, IL

Jennifer Lau, MA, MHA
St. Louis, MO

Misty Delegato, BS, MS
New Baltimore, MI

Julianne Pedersen, BA
Grand Forks, ND

Rosemary Fugazzotto, RN, BSN,
CMC
Winfield, IL

Kate Roden, MA, CPG
Buffalo, MN

Amie Hymen, MA in SSA
Willow Springs, IL

Midwest Chapter ALCA - UNIT LEADERS - 2016

Chicago: Julie Fohrman-Co-Chair
North Shore Geriatric Care Management – Chicago,
IL
(847) 780-4733 Julie@northshoregeriatric.com
Chicago: Tracey Olsen-Co-Chair
Age Well Solutions, LLC – Western Springs, IL
(708) 646-4543 traceyolsonlcsw@gmail.com
Cincinnati: Peggy Slade-Sowders
Living Well Senior Solutions – Cincinnati, OH
(513) 561-0222 pslade-sowders@erhinc.com
Cleveland: Bridget Ritossa
Careplan Geriatric Care Managers– Chesterland, OH
(440) 476-9534 bridget@careplangcm.com

Detroit: Open— seeking volunteers
Illiana: Sara Moore
Illiana Care Solutions, LLC – State Line, IN
(765) 337-3995 saracares@hotmail.com
Indiana: Susan Wack
SW Professional Care Management, LLC – Carmel,
IN
(317) 496-7062 susanwack@gmail.com
Iowa: Jan Hannasch
Elderlife Consultants – Des Moines, IA
(402) 330-3079 janethannasch@gmail.com
Kansas City: Annice Davis White
The Caring Heart – Overland Park, KS
(913) 901-8666 thecaringheart@sbcglobal.net
Minneapolis: Open— seeking volunteers
SE Wisconsin: Kari Klatt
Stowell Associates – Milwaukee, WI
(414) 963-2600 karik@caremanagedhomecare.com
St. Louis: Judy Mange
Aging Well – St. Louis, MO
(314) 952-9115 mangej@msn.com

We want this to be
THE Premium Newsletter for
Long Term Care & Geriatric Issues
Send us suggestions/info on:

Seminars

Educational Opportunities

Newsworthy Info

Personnel Changes

ADVERTISE NOW!
In the ALCA Newsletter
Full Page $125 ● 1/2 Page $85
1/4 Page $65 ● 1/8 Page $35
Positioning Rates:
Back half page $175
Special Placement add $35
Issue Published/Material Closing Dates
Jan 12—December 25
April 5—March 29
July 5—June 28
October 4—September 27
For More Info Contact the Editor:
Ann Burke via email at
ann@ourcarelink.com

