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Member—Get—A—Member Challenge
By Callie Daters, ALCA Director of Marketing
So I’ve asked myself why I would want to help
ALCA grow its membership. I don’t need more
competitors in my
market. Or do I? This
past week I’ve challenged myself to look at
“competition” from
another perspective.
Twice I’ve reached out
to non ALCA practices
about membership.
I think I’ve gained more
from the process then
they did. I’m talking
about benefits in
addition to the perks
ALCA gives for bringing
in new members.
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So what are the lessons I can share from approaching practices about membership in the
Aging Life Care Association:
1. Qualifications: Having this conversation with a
practice in your market allows you the
opportunity to find out if they do meet ALCA
qualifications. If not, well the up side you know
your practice does and can continue to
differentiate your practice from those that are
unable to meet a minimum set of qualifications.
It also sends a positive message to these
competitors that the field is evolving in a
positive way, one of which they should play a
part.
2. Brand: So in approaching the owner of a practice where they do meet ALCA qualifications
what dawned on me is there is strength in num-

“We’re always looking
for more NEWS!”
Please send your articles or ideas to our editor
at karik@caremanagedhomecare.com

bers. If more of the qualified practices in my
webinars, with my unit and the openness of othmarket join as ALCA members that fortifies our
er members to share willingly was a revelation
ability to grow the recognition of brand. While
that hey this ALCA stuff is pretty darn good! I
at the same time it solidifies that Aging Life
knew that but talking about it with others hones
Care™ means something. This all for one and
and reinforces the value message.
one for all attitude makes referral sources sit up
and take notice. It captures their attention and
5. Network: We are all so busy, it doesn’t matter if
frankly makes their life easier when they can
you have a solo practice, a large private pracrecommend to their clients to use an Aging Life
tice or you come from a nonprofit practice.
Care™ practice.
Making time to talk to others in our field is valuable to teach and to learn. Set a goal of looking
3. Confidence: So why am I afraid of competiup and out to those doing the type of work you
tion? I’m highly confident in our practice.
do. Start with one a quarter or one a month.
When consumers look for a practice and
Schedule a coffee or a lunch. Or if an opporchoose ours to which to make an inquiry, that
tunity arises more organically make the time to
customer is mine to lose. I realized by recruittake it. Being knowledgeable of who is doing
ing ALCA members it doesn’t matter if there are
what in your market will help you to better unnumerous practices in my market. What we
derstand how to be strategic in taking your
offer in our practice is great service. Quality
practice in the direction you want to take it.
always rises to the top. I realized I don’t need
to worry about other practices as much as I
Better yet there are financial perks to bringing in
need to make ours the best it can be so it is the
new members. The details of the Member-toobvious choice. Having other ALCA practices
Member Challenge can be found at AgingLifeCcan only make me up my game. Our practice
are.org. The bottom line is refer 5 new members
wants to be affiliated with the best of the best.
and you’ll receive a FREE membership for 2017!
Or refer 3 new members and receive a 50% dis4. Value: Talking about ALCA to other practices
count on your dues for 2017. You have until the
made me realize how much I get out of our
end of the year to bring in new members.
membership. Sharing about my experiences at
conferences, on boards and committees,

ALCA Membership Benefits and Programs
Member-Get-A-Member 2016
The Member-Get-A-Member Challenge enters its fifth year at ALCA! With member referrals counting
for half of new membership, ALCA counts on you to help spread the word about Aging Life Care™.
Kicking off 2016, 42 members have taken the Member-Get-A-Member challenge, resulting in 62 new
members and Corporate Partners.
Taking the MGM Challenge is easy! Refer five new members and earn FREE dues for 2017. Refer three
new members and you’ll receive half-price dues in 2017. If you refer a member from one of the states (or
internationally) listed below, you could earn double points!
Alaska – Arkansas – Hawaii – Idaho – Mississippi – Montana North Dakota – Nebraska—
South Dakota
Utah – West Virginia – Wyoming – International
If you have care managers working with you that aren’t members of ALCA yet, take advantage of the
MGM Challenge and add more Aging Life Care Professionals™ to the network. Growing and strengthening membership ensures the demand for Aging Life Care Professionals will be met by the most qualified in the field.

Multi-Member Discount Expanded
ALCA Group Discounts have grown! This year ALCA introduced new discounts to make it more affordable for group practices to bring membership benefits to more employees and to their company.
Take advantage of deeper discounts for companies with multiple members and help ALCA and the Aging Life Care Profession™




15% Discount: 3-6 members in one company
20% Discount: 7-10 members in one company
25% Discount: 11+ member in one company

Please note: In order to receive your discount, you must send in all dues in one package, including each
member name and/or invoice and one check/credit card information to cover all. Discounts apply to all
levels of membership except Students and Emeritus.

Top 5 Ways Members Can Incorporate the ALCA Brand
Take advantage of being an ALCA member and put these member benefits to work. Here are some quick
ways to refresh your marketing and increase your searchability:
1. Use your ALCA member logo and disclaimer –
distinguish yourself from others
2. Update your narrative with Aging Life Care™
language from the Branding Toolkit – the text is
there and ready for you to use
3. Establish a social media presence – social media is
free and quick way to gain visibility. By sharing ALCA
content, you don’t have to come up with material on your
own
4. Use ALCA digital content – ALCA produces videos,
eBooks, white papers, blog posts and press releases for
you to use in your marketing efforts
5. Update your member profile—ALCA is driving traffic to the search so make sure your information is current and professional

Marketing best practices for members:


People are coming to find a professional! Update your profile with a picture, website, and social
media channels.



People turn to their mobile devices to find answers and help! Make sure your website is mobile responsive.



People are looking for information! Add social media to your marketing mix and incorporate ALCA
digital content into your own website or educational materials.



Track where your potential clients are coming from. If they emailed you, where did they find your
email address? If they called you, where did they find your number? If they mentioned your website, how did they find your site? Using Google Analytics can also help you collect this data and
help you make marketing decisions.

Traffic to Find an Aging Life Care Expert Search is up by 74%!

Have you updated your member profile?
Consumers are looking for professionals! Be noticed and update your ALCA profile with a picture, website, and social media channels.
Make the Most of Your Member Profile
As a benefit of the newly designed website, you are now able to add additional information to your make
your profile. You can now increase your visibility by adding




Your photo
Links to your social media sites (Facebook, LinkedIn, Twitter)
Additional Information
 About You
 Your Past Experience
 Education

Family members turn to their mobile devices to find answers and help! Make sure your website is mobile
responsive. Everyone is looking for information! Add social media to your marketing mix and incorporate ALCA digital content into your own website or educational materials. Need help? Tune in to “Coffee
Talk with Callie” — a monthly 30-minute visit with our Director of Marketing, or access past sessions in
the Member Resources section of aginglifecare.org.

Make Your ALCA Profile Work For You

PRESIDENTIAL
MOMENTS

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

The board started off 2016 with
our annual retreat in Orlando,
Florida. We began our board
retreat one day prior to the Florida Chapter Conference to enable our board members to attend
the conference as well as for us
to have an opportunity to meet
and collaborate with the Florida
board during their full day retreat. During this retreat the
board completed our 2016 Strategic Plan (next page) and continued discussions regarding the
chapter merging with national.
Our merging task force is diligently continuing their research.
The task force will be learning
more about the costs involved as
well as the pros and cons of
making this transition. The task
force will be consulting with the 5
chapters that have merged with
national to learn about their transition. We will continue to keep
you updated as to our progress.
One top strategic priority for
2016 is membership – how do
we retain our current members
and how do we grow our membership. Our chapter board believes that we need to help national with this goal. We believe

that we are the “soldiers” on the
ground and in the best position
to interact with our fellow and
potential members. We feel it is
everyone’s responsibility to promote Aging Life Care™ and to
encourage professionals who
are providing Aging Life Care
management services to become part of our association.
We want to encourage current
members to take advantage of
the many ALCA offerings. This
newsletter is focused on ALCA
membership, so please continue
reading this newsletter to learn
more about how ALCA can work
for you and how you can give
back to your association. I continue to encourage our Midwest
Chapter members to attend and
participate in unit meetings. Because we are such a large chapter and very spread out, the best
way for us to network is through
our units. We are trying very
hard to provide our chapter
members with easy access to
collaboration and in-person networking with each other. If there
is not a unit in your area and you
would like to be able to participate in a unit meeting, please
contact our Unit Committee

Chairs, Judy Mange and Susan
Wack. They will be able to assist you in finding a unit.

Keep in mind that it is through
our growth as an association that
we will reach more people who
need our services. Together we
will be able to educate greater
numbers of people about the valuable services that we provide.
And we all know that there are
ever growing numbers of people
needing Aging Life Care management. We all need to promote Aging Life Care Association.
I also encourage everyone to
begin thinking about how to promote themselves during May,
Aging Life Care month. It is
coming up fast.
I am looking forward to spending
time with all of you who will be
attending the 32nd Annual Conference in Brooklyn, New York.
All My Best,
Debbie

Midwest Chapter ALCA Strategic Plan 2016
Top Strategic Issues
1. Build Midwest Chapter by increasing membership
a. Increase/gain new members and retain members.
i. Recommend asking members for suggestions
ii. Using branding
iii. Public Relations
iv. Variety of avenues: newsletter, press releases, e-blasts
b. Reach out to other Associations and Professionals
c. Increase Unit memberships
i. Invite non-members
ii. Explore new units: Iowa, Minnesota
iii. Revitalize units: Chicago, Illiana
d. Assess and develop a virtual unit
2. Identify ways for ALCA Chapter members to embrace branding.
a. Guide and implement branding at the unit level.
b. Educate members on the value of branding
c. Virtual Branding
d. Develop fun incentives for branding
3. Continue Discussion of Merging with ALCA (National)

Your 2016 MW Chapter Conference Planning Committee is working hard to bring you an inspiring, informative and fun conference of exceptional value to our members and colleagues. More
information to follow. For questions please contact our committee chair or other committee
members.


Kari Klatt, Conference Chair and Hospitality Committee Chair



Miriam Oliensis Torres, Program Chair



Phyllis Brostoff, Program Committee



Judy Phillips, Program Committee



Betsy James, Sponsorship Chair



Katie Deprey, Sponsorship Committee



Charity Yoder, Sponsorship Committee



Veronica Woldt, Sponsorship Commitee



Mary Pitsch, Registration



Miriam Behselich, Registration

ALCA – Midwest Chapter Membership Committee
By Cheryl Hendrixson, BSN, RN, CMC, Membership Committee Chair
Welcoming new members to ALCA occurs at
the national, regional and local unit levels of
our association. At the regional or chapter
level, the membership committee has
developed a process for welcoming all new
members. The committee is also available to
prospective and established members who
have questions regarding membership
benefits and opportunities.

The email is followed by a phone call.
Committee members are often the first to
make personal contact with new members.
This communication often leads to future
contacts and involvement.

New members are not always aware that they
are now part of a national, regional and local
association. One of the goals of this
committee is to give new members resources
The chapter membership committee sends a and information to become engaged at the
welcome letter via email to each new member level they intend to participate. Much of the
which includes a variety of information
work of the association, at every level,
regarding annual national and chapter
requires the involvement of its members.
conferences, local unit contacts, chapter
by-laws and chapter newsletter.
The membership committee also offers a
mentor for anyone attending an annual
New members are encouraged to contact their chapter conference for the first time.
unit leader for more information on unit
activities and unit leaders are encouraged to
Conferences are a great way to meet seasoned
invite new members to meetings and events. professionals, to expand your knowledge and
This timing is critical to enhance the
skills and have fun with likeminded people.
member’s experience and their engagement.

The Value of My ALCA Membership
ALCA promotes the profession through
continuing education, networking opportunities
and supportive guidance. ALCA keeps a pulse
on changes within the industry.

Bridget Ritossa

I have learned that the more I
am involved the more I learn
and I become a better care
manager. My finger on the
pulse of the profession. Great
friends and network.

An elder law attorney
told me about
NAPGCM. I joined and
went to a national
conference immediately.
It was the best thing I
ever did – launched my
business. So much great
information networking,
confidence and energy.

J BEACH

Judy Mange
I got involved in the board and chapter for
several reasons: I wanted to give back for all
the support and help I had received from others
who were so open and supportive to me in the
early

years of my business; and I wanted to

build more relationships within the industry
and within my region of the country. I have

MW Board members share
their thoughts about their
membership in ALCA

never regretted it!
Jan Hannasch

I joined NAPGCM for professional growth opportunities. I en-

 gaged at the local and regional level to give back and follow the legacy
 for my colleagues Phyllis Brostoff and Miriam Oliensis Torres.

 Kari Klatt

I joined NAPGCM/ALCA
I have greatly enjoyed being

for professional
 development, networking
involved with NAPGCM/ALCA on
 and comradery. I decided
all levels, locally, regionally and
 to get more involved, not
 only for professional
nationally because I have
development,
but
also
to

developed friendships throughout the
 work closely with a group
 that has a great deal of
country, and as a result, I have
 wisdom and experience
colleagues who I can confidently
from which I can learn

and feel encouraged. I
make referrals to. I have learned
 believe that as a team we
 are stronger and will
that by being involved and giving of
 therefore be able to serve
my time, that I actually get more in
 more people.

return.



Jeanna McElroy

Debbie Feldman

Midwest Chapter Units
The Midwest Chapter currently has 12 active units which held a total of 15 meetings this quarter. Continuing education and collaboration with referral sources is the most popular and
successful unit activity. This is what's happening at the unit level.
Unit members throughout the chapter offered presentations on the following topics:


Private Duty Care Laws: Changes in Regulations



Swallowing Issues: What you need to Know



Carl Hirschman presented How to use Social Media in your Business



Presentation to a Trust Department

Other events included health fairs, touring Green House Cottages modeled after the Greenhouse Project, a presentation to the widowed persons and skill builder’s class, and magazine
and TV interviews. Unit Leader contact information is on the last page of each newsletter.
Contact your local unit today to see how you can become involved. You will be glad you did!

Spotlight on the St. Louis Unit
By Judy Mange, St. Louis Unit Leader and St. Louis Unit Members
It is my privilege to be coordinating the St. Louis Unit for the
Midwest Chapter. Our unit has
been meeting monthly and
growing in enthusiasm and
membership for many years.
We now have a base of 37
members, most certified or
working toward certification.
Through participation in the
unit and regular communications about our profession and
ALCA, I have watched the
members grow and become
leaders in ALCA.
There is a true respect for one another and everyone seems to enjoy getting together. In addition to our monthly
meetings, we have two retreats each year and four happy hours a year. The unit holds several CEU and community activities throughout the year. As you can see, there is constant activity in the unit.

The members are truly collegial and serve as a resource to each other. When a new member joins, everyone is
there to help with any “start-up” questions and provide personal and professional support.
Recently, we were asked to write about what we get from being a part of this dynamic group.
Below are comments from several of the unit members.
Chandelle M, Advanced Professional Member: “For me the unit is my suppor t. When I began coming to
the group, I had been doing care management for several years. I did not know the group existed, and while I enjoyed my work, I felt very alone professionally. There were times when I did not have the knowledge of resources
or expertise to efficiently help my client with an issue. I usually figured it out eventually, but wasted a lot of time
searching. When I came to the group, I found an experienced group of professionals who had a wealth of
knowledge and expertise. I feel each of us can ask one another anytime for assistance or even give another member
a client that might be a better fit for the other care manager. Not only do we sharpen each other professionally,
sharing ideas and problem solving together, but we have come to be friends. We also care for each other personally
by being there when we personally need support at life events or being the voice that helps us keep our own caregiving in check.
It is a wonderfully giving group that has made me better both professionally and personally.”
Maria M, Advanced Professional Member: “I gain a sense of cooper ation and suppor t fr om the St. Louis
Unit. Our local members make a genuine effort to help each other learn and grow the practice of care management
and Aging Life Care™. We all take leadership roles within the unit throughout the year and are encouraged to
challenge ourselves as a unit through guidance from our most seasoned members.”

Lori J, Associate Member:
S - Supportive of each other ...and practices
T - Time for fun integrated into our unit schedule
L - Locations of meetings move around greater STL area
U - Unified group presence to other professionals and organizations
N - Knowledge base is wide and we cross refer within unit
I - Inform others about our ALCA name and what GCMs may offer
T - Train and educate ourselves and offer opportunities for fellow professionals
A more personal reason for me is the communication. Receiving the recap within 24 hours via email after most
events is a great tool to inform all (especially those not present) and to make sure all of us are in agreement on decisions made at meetings.”

“As a corporate partner, being a part of the St. Louis Unit of the Aging Life Care
Association has been very beneficial to my company and ultimately to my clients
and employees.” - Jeff S.
Steve M, Associate Member: “The comr ader y and pr ofessional cour tesy has led dir ectly to the gr owth and
cultivation of care managers in the St. Louis area. This has given our unit greater viability among the senior and
disability communities along with a better understanding of what the profession can do for those it serves.”
Barb M, Professional Member: “Of all the networ king and pr ofessional meeting gr oups that I attend – the
St. Louis Chapter of Aging Life Care Professionals is my favorite! The men and women who attend this monthly
meeting are clearly aligned with the mission of the national organization to “advance the profession” – any competitive hats we may wear come off when we walk in the door and collaboration reigns! The St. Louis Unit diligently works toward educating our community as well as our professional referral sources, about the benefits of
utilizing a credentialed care manager and for a relatively small group of people, much has been accomplished on
this front. From hosting CEU Events, social events and movie screenings such as Still Alice the word is spreading
and more and more people know about this valuable option for their loved ones. We are fortunate to have long
tenured members with exceptional leadership skills that actively participate not only at the chapter level but also in
the national association by serving on committees, attending conferences and holding office. This keeps us focused on our shared vision and purpose and drives the group to keep raising the bar.”
Jeff S, Corporate Partner: “As a cor por ate par tner , being a par t of the St. Louis Unit of the Aging Life
Care Association has been very beneficial to my company and ultimately to my clients and employees. It has been
extremely rewarding to have numerous members of my team actively participate in the meetings and other activities offered by the St. Louis Unit that enhance their own knowledge and provides the opportunity to share their
skills and insights with others in the community who together work to make St. Louis a great community to age in
place. I feel the work done through the St. Louis Unit provides an ecosystem that allows members, who may very
well be in competition with each other in the marketplace, to have a place to come and work together as a part of
something much larger in the community. This would not be possible without structure and leadership of the unit
and collaborative environment offered through participation in the unit.”
Patrice S, Professional Member: “Being a par t of ALCA has made me wiser , knowledgeable, and informed. A good organization is the key to effective communication because it helps make your ideas accessible to
your audience. I am a proud member of the St. Louis Unit of ALCA and I look forward to the fellowship each
month.”

Diane S, Advanced Professional Member: “I love that ther e is a gr oup of people doing (and that love doing)
the same type of work I do. I respect our group and am comfortable asking for suggestions and opinions on how to
better help my clients. It is a comfort to me to be able to share the stresses of my day-to-day work with others that
know and understand what I am talking about.”
Gail L, Advanced Professional Member: “I know what I get out of the unit. I feel excited about the collaboration and spirit in which people are willing to help anyone in the group with information, to help them grow as a
care manager and provide excellent service in the community. I enjoy the friendships and positive attitude we all
have. It is pretty exciting that our little group is seen as a model within the Midwest Chapter. I know when I started it was a very small group of us that met at Einstein Bagels and I have to say it wasn't as helpful and positive
back then. We have forged ahead and have a very unique group that is supportive and helpful.”

“Being part of the group keeps me connected with what's going on in our
industry. It allows me to connect with the "best of the best" - Joey B.

Nora J, Professional Member: “I find being in the St. Louis ALCA Unit to be ver y beneficial. During the
meetings, I am able to learn about resources in the community that can benefit my clients and visit facilities and
learn about things they offer to the older population. Another thing that I gain is being able to socialize with other
care managers and to learn about current issues that are effecting care management and issues they may have with
their clients.”
Sharon G, Advanced Professional Member: “Our St. Louis Unit has a cer tain type of ener gy. We get together to share questions and answers, problems and solutions, and we challenge each other in a safe and supportive environment. Our meetings are held in locations that want to share their offerings and engage our ideas and services. This helps us to spread the word about what ALCA members can do. There is so much shared respect and
everyone comes from varied experience that we can really grow and be better because of our shared knowledge.
If you don't know it, one of the other members does, and you can't beat that!”
Joey B, Associate Member: “Being par t of the gr oup keeps me connected with what's going on in our industry. It allows me to connect with the "best of the best" when it comes to challenges with seniors and their families. The group also offers great support when complicated issues arise with our clients and families. Finally, being part of the group is very prestigious and worthwhile when it comes to education and community action.”
Tiffany W, Advanced Professional Member: “Even though I have not been able to par ticipate in meetings
till recently, I have always felt supported by the members. Several have met with me one-on-one to provide mentorship and assistance toward my personal and professional growth. To me this is priceless. This is an amazing
group to be a part of.”

Beth Z, Advanced Professional Member: “Welcoming Spir it-when I made my first call to a St. Louis Unit
member (to inquire about care management and becoming a GCM), I was welcomed with open arms. Then when I
went to my first and subsequent meetings that welcoming spirit continued; I have always felt like other members
are glad to see me and that I continue to be part of the group. The group even remembered the meeting was on my
birthday and had a card signed by all which was quite a surprise and delight. Several special friendships have developed with group members over the years as well.”
Kate M, Associate Member: “While attending gr aduate school the meetings helped me under stand the r eal
world application of what I was studying. Caring for older adults requires creativity, compassion, resourcefulness,
and determination. The St. Louis Unit is a group of talented professionals with a diverse backgrounds ranging
from nursing to physical therapy to social work to business. The group collaborates and shares their experience
with the intention of serving the greater good rather than the individual.”
Katherine M, Advanced Professional Member: “Aspects of the Unit that ar e impor tant to me:
Spirit of collaboration and support, free of undertones of competition
Members share freely without expectation of payback/compensation
Welcoming of new members
Welcoming of practitioners new to the field – this was vital (!) to me personally when I started my private practice
Non-judgmental; a spirit of “there are no ‘dumb’ questions”
We root for each other, knowing that when one of us does well we all benefit through more people learning about/
having a positive experience with an Aging Life Care Professional™
Group members with a keen sense of humor has been helpful to me in coping with very challenging client/family
situations”

Angie V, Advanced Professional Member: “To me the gr eatest par t of our chapter is being able to consult
with other care managers. It is extremely valuable to be able to talk to others about their practice techniques and
how they may have handled particular barriers they have run into while working with our unique clients. The experience and knowledge our group brings to the table is invaluable and we are not afraid to share within our group
because we know we are all professionals and we have the experience and certification to be together serving our
clients.”
Ursula S, Emeritus Member: “I get much fr om par ticipating in the St. Louis Unit of the Midwest Chapter of
ALCA. It gives me a pipeline to resources in the area and to the benefit of all the experience of other care managers regarding the living and care communities, medical care, available services, and other valuable information. The monthly meetings give me a chance to get fresh perspective and a "second opinion" for challenging
situations. The unit members are generous and collegial, offering other care managers support, suggestions, information, friendship, and the understanding of those who truly understand the rewards and challenges of our profession. This is crucial in a role that can be so individual. It is a privilege to be part of the group - and it is fun too!”
I thank our unit leader, Judy, for her time, effort, and leadership. She keeps us organized, on track, and cohesive
and she is the one who makes sure that the social aspect is integral! Judy builds comfort in ALCA which builds
participation which builds leadership.

2016 Midwest Chapter Conference
Milwaukee, WI ● October 7-8

Traditions ~ Transitions ~ Working Together”

Milwaukee welcomes you to the 2016 MW Chapter Conference “Traditions ~ Transitions
~ Working Together”, being held in the historic Loyalty Building now the home of the
Hilton Garden Inn Downtown, and conveniently located on the edge of the trendy Third
Ward. The conference will cover topics relevant to your clinical and business practice as
well as promote professional self-care. Topics will be of interest to members across the
Midwest. The conference program also includes panels with in-depth knowledge on creative engagement, disabled adults, technology and end-of-life.

Welcome New ALCA Members!
Katie Broom, BSN, RN
New Albany, IN
Jessica Burke, MDW, LCSW, C-ASWCM
Northfield, IL
Constance Carmichael, AAS
Park Rapids, MN
Steven Frank, MPH
Chicago, IL
Sara Haq, ASN, RN
New Albany, IN
Nichole Huffman, BSN, RN, CCM
Creve Coeur, MO
Virginia Jones, RN
Georgetown, IN
Mary Keegan, MA, PC-S, CRC-CS
Cincinnati, OH
Debbie Kitchen, MSN, RN
Midway, KY
Kelly Kocs
St. Charles, MO

Lea Kuper, RN-GRN, FCN
Council Bluffs, IA
Lynda Lauer, RN, RD
Mt. Clemens, MI
Julie McMahan, BS
Maywood, IL
Melanie Maynor, MSW, LCSW
Webster Groves, MO
Lila Shepley
Glendale, MO
Victoria Stumpf, LCSW
St. Louis, MO

Jody Tsevat, RN, MS
Cincinnati, OH
Jennifer Traglia, MA
Batavia, IL
Barbara Wheatley, BSN, RN, CCM
Louisville, KY

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: Kim Hand-Co-Chair
North Shore Senior Center – Chicago, IL
(847) 784-6061 khand@nssc.org
Cincinnati: Peggy Slade-Sowders
Living Well Senior Solutions – Cincinnati, OH
(513) 561-0222 pslade-sowders@erhinc.com
Cleveland: Jennifer Beach
Advocate for Elders- Rocky River, OH
(216) 406-3139 jbeach@advocate4elders.com
Columbus: Jeanna McElroy
Senior Support Services, LLC- Pickerington, OH
614-887-7750 jeanna@seniorsupportservicesohio.com
Detroit: Marcia Filek –Co-Chair
Senior Care Solutions by Oakwood – Allen Park, MI
(866) 776-1869 filekm@oakwood.org
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: Ann Ruckdaschell
Prairie Rose Care Management LLC – North Liberty, IA
(319) 325-2847 ann@prairierosecare.com
Kansas City: Annice Davis White
The Caring Heart – Overland Park, KS
(913) 901-8666 thecaringheart@sbcglobal.net
Minneapolis: Kathleen Dempsey
Pathfinder Care Management/Rent A Daughter – Minneapolis, MN
(612) 729-9096 Kathleen@pathfinder-scc.com
Omaha: Jan Hannasch
ElderLife Consultants – Omaha, NE
(402) 330-3079 janrn@cox.net
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 14—December 27
April 6—March 30
July 6—June 29
October 5—September 28
For More Info Contact the Editor:
Kari Klatt via email at
karik@caremanagedhomecare.com

