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WELCOME 
NEW MEMBERS

Argus Home Health
Assisted Living Of Denver 

Cantril House Assisted Living 
Comfort Keepers 
Connect2family 

Estes Park Good Samaritan Village 
Grand Villa 

Hillcrest Senior Living Community 
Jewell Insurance 

Residence At Oakridge, The 
Residence At Skyway Park 
Senior Care Of Colorado 

Serenity House I 
Serenity House Ii 
Shield Healthcare

Turnberry Place Assisted Living 
Valley House Assisted Living 

Victorian House Assisted Living 

RENEWED MEMBERSHIP:
Legacy Healthcare 

How politicians affect you and what you can do 
about it. 

The other day I was talking with a business associate 
about her thoughts on politics and lobbyists. She com-
mented that she hated politics and wished that we could just do away with the 
whole system. A few years back I may have agreed with her. For many of us 
politics are a big turn off, what could a group of over paid, expense grabbing 
politicians have to do with our daily lives? Well, if you’re in business or the 
employee of a small business, politicians will affect almost everything that you 
do. Your choices to support a candidate or your choices not to get involved 
will affect you and your business. 

At the local level our city and county politicians affect the way we do business 
everyday through local taxes and the fees that we pay and the services that we 
receive. The State and Federal government affects your licensing, the fees you 
pay to the health department, your reimbursement (if you accept Medicaid), 
what you pay your employees and even how you can sell your business. 

Does who you vote for matter? Will throwing out one group of politicians 
change anything, or will it just be more of the same? As I have matured in 
my business and personal life I have come to realize that I can’t leave the 
“choice” and “education” of politicians to others, I have to get involved.  What 
does that mean and how do you start? 

It is important to remember that in the United States we are a republic form of 
government and not a true democracy, which simply means that we choose the 
leaders that run the country. Do you know how powerful that is? Most people 
go to the polls every two or four years and vote for a name on the ballot and 
then complain about the results. How did that name get on the ballot? 

In Colorado it all starts in your neighborhood caucuses and then goes on to 
County and State assemblies. These are the areas where your input can and 
does count, this is where you get to meet the faces behind the names and 
help make the choices that will affect you and your business. Unfortunately 
very few of us get involved, we leave it up to the other guy. That means the 
other guy is controlling your future.

It’s time to get involved; it’s time for you to take back your future. So many of 
you are strong advocates for your residents, working hard to ensure that they 
are getting the quality care that they deserve. Time after time state budget cuts 
have reduced the funding for critical services for your residents. These cuts 
have and will result in gaps in service and reductions in quality and staffi ng. 
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CALA Member Benefits
The Colorado Assisted Living Association is a member driven 
association which provides a unifi ed voice for our members for 
the betterment of the profession and the residents they serve. 
This is done through an engaged membership that drives quality, 
standard of care, and delivery of services to residents. We provide 
our membership with innovation, knowledge, tools for economic 
success, and the public policy to support their work; building our 
infl uence in Colorado and beyond.

The NEW CALA is a strong, unifi ed, professional organization 
exclusively dedicated to professionally operated assisted living 
communities in Colorado. In today’s world every professional 
must have an advocate that promotes the interests and goals of 
its members and that serves as a watchdog for initiatives that run 
contrary to the mission and goals of its members. CALA works to 
infl uence public policy by advocating for informed choice, quality 
care, and accessibility for all Coloradoans seeking assistance with 
long-term care. CALA’s member-driven programs promote busi-
ness and operational excellence through conferences, research, 
publications, and executive networks. Assisted living is what CALA 
is all about. Who we represent is crystal clear. Our membership 
is comprised of facilities ranging in size from those who care for a 
few individuals to those that care for hundreds. Big, small, for-profi t 
and not-for profi t there is a place for every type of assisted living 
community operated in Colorado. When you join CALA you are 
joining a professional network of assisted living providers.

Community Membership Benefi ts
A forum for networking with providers statewide. 
A source of referrals.
A unifed front to represent the Assisted Living Resi-
dence industry in the community, state and local gov-
ernments.
A source of advice and counsel.
A newsletter for Assisted Living Residences. 
Educational opportunities.
Updates of issues, legislation, education, rules and 
regulations, research and items of interest regarding the 
industry.
A link from our website to yours.
Member discounts on web design.

•
•
•

•
•
•
•

•
•

IT PAYS TO ADVERTISE!
Reach nearly 500 Assisted Living 

Residences and partners with 
your ad in CALA Newsletter.

We offer a variety of rates and 
sizes for almost any budget. Plus 

Associate Members get up to 
20% off.

Contact Marketing Committee 
Member, Sonja Wood at (303) 667-

8030 or ads@cala-co.org

CALA WEBSITE:
Visit the CALA website at www.cala-co.org 

for more industry resources and information. 
We are in the process of making revisions, 

so please check back often!

CALA BLOG
Stay connected and get your issues 

addressed and questions answered by 
others in the industry.

LOG ON TODAY
www.cala-co.org/wordpress/

CALA Board Member Directory
The volunteer board of directors was created to promote the philosophy of assisted 
living through education and communication. 

President
Thomas Kinrade, Colorado Assisted Living Homes, LLC

pres@cala-co.org
1st Vice President 

Chris Butler, Timberline Lodge
vp@cala-co.org

2nd Vice President 
Sonja Wood, Above All Realty Group, LLC

event@cala-co.org
Treasurer

Becky Seville, The Site Seeker
treasurer@cala-co.org

Communications Coordinator 
Peter Brissette

communicate@cala-co.org
Education Coordinator 

William Boles, Assisted Living Mayfair
education@cala-co.org

Denver Region Representative
Carolyn Omiteru, Carelink Assisted Living

Northern Region Representative
Megan Hart, Heritage Haus

north@cala-co.org

Southern Region Representative
Jane Chess, Florence Care Home

south@cala-co.org
Western Slope Representative

Kent Mulkey, The Retreat at Harbor Cove

Colorado Assisted Living Association
1330 E. 1st St.

Loveland, CO 80537
Ph: (800) 866-3142
Fax: (866) 402-1722

info@cala-co.org
www.cala-co.org

An organization is only as strong as its Membership 
Base, please join us in letting our voices be heard,

JOIN CALA TODAY!

Opinion Disclaimer: 
The opinions expressed herein are those of the author(s) and may not 
necessarily refl ect those of Colorado Assisted Living Association (CALA). 
The information contained herein was obtained from sources believed 
to be reliable, but no representation, or warranty, express or implied, 
is made by the author(s) or by CALA, or any other person as to its ac-
curacy, completeness or correctness. 

ASSISTED LIVING HOME INSURANCE
Liability-Property-Vehicles-Workman’s Comp

Servicing the State of Colorado
GAEDDERT INSURANCE AGENCY

Menno Gaeddert

2345 Vance Street
Lakewood, CO 80214

 Office (303) 233-1908
Fax (303) 233-7209

Email: gaeddertins@hotmail.com

8 Companies to Choose From

CALA CLASSIFIEDS:
Need to buy, sell or trade something? 

Try our new classifi eds section at 
www.cala-co.org/classifi eds/
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President’s Letter ~ from page 1Replace the Light Bulbs, but 
Make Your Employees Shine
–by Kent Mulkey

Occasionally I will drop by unannounced at one of our assisted 
living communities, just to see what’s going on around the place 
and fi nd out who may benefi t from a word of encouragement or 
some help with a particular task. Of course, these “drop in” visits 
also allow me to see things from a vantage point that I would not 
otherwise see during a week full of meetings, marketing appoint-
ments in the community and responding to immediate issues.

During my visits I ask myself some of the following questions 
as I take a look around:  Are the residents clean, active and 
happy? Is the staff emotionally involved in their work (e.g., 
positive attitude + maximum effort + working in concert with 
others)? Which residents have family and friends visiting?  
Are the buildings fresh and clean? Does the food taste OK? 
Is our curb appeal actually appealing?

I think it was a really famous and certainly quotable person 
who said, “Don’t expect what you don’t inspect.”  At The Re-
treat Communities we certainly expect an exceptionally high 
standard of care and service. We set the bar high so that we 
can keep the possibilities before us to provide outstanding 
service as well as to celebrate the intermediate heights we 
have reached along the way.

The other day I stopped by our community in the town of Palisade 
(the peach and wine capital of Colorado).  Here’s what I found: 
staff scurrying around working to complete their tasks to care for 
residents, the smell of home-cooked food wafting down the halls 
from the kitchen, a group of residents playing Wii Bowling, a couple 
of residents digging in a garden...and two burned out light bulbs.

I confess that my initial response was to focus on the burned 
out light bulbs, and not on the fi ne work the staff was doing 
to care for our residents.

Replacing the light bulbs is quick, easy and cheap.  It is not 
so easy to replace bright, shining employees who are always 
reaching higher to create loving communities of care and 
service for your residents.

Steven Covey suggests we be effi cient with things (light bulbs) 
and effective with people (employees). Invest the time it takes 
to develop your people to become beacons of light for your 
organization. That is curb appeal!

To successfully fi ght further cuts that will affect our elderly and 
disabled residents, we have to stand together and educate our 
lawmakers. We have to make ourselves known. We cannot 
continue with business as usual. 

The easiest way to start is to fi nd out the name of your local 
House and Senate representative (if you don’t already know), 
this can be looked up at www.leg.state.co.us or at your lo-
cal political party web site. You will need to get their contact 
information and fi nd out if they’re going to be running for, or 
returning to offi ce next session. Get some back ground infor-
mation on them and then invite them to your facility to meet 
you and your residents. Educate them about what it is that you 
do and how important your mission is. Be persistent, many of 
these folks are up for re-election and will want your support. 
Be sure to invite the other candidates that are running for that 
offi ce too. Talk to them about your business; decide if they 
can be supportive of your residents. If you like and believe in 
what they have to say, support them.

Next get involved with CALA. We will be mounting a strong 
“grass-roots” effort to educate our state lawmakers and Gov-
ernor about the affects of additional indiscriminate Medicaid 
funding cuts for our elderly and disabled residents. 

If you need additional information on how to fi nd the names of 
your state lawmakers or for information on how you can get 
involved, email me at president@cala-co.org

www.denverelderlaw.net (303)306-9400

John H. Licht, ESQ.

Member, National Academy of Elder Law Attorneys
Elder Law

Wills and Trusts     Medicaid Planning
Probate and Estate Administration
Guardianship     Conservatorship

Advance Directives     Asset Protection

Counseling for seniors wishing to control medical decisions,
live with independence and leave more than memories.

Available to meet clients in thier homes.

Leetsdale at Mississippi

their
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Your partner in rehab    and wellness services.

Piñon Management, Inc.
12136 W. Bayaud Avenue, Ste 200
Lakewood, Colorado 80228
Phone: 303.987.3088  |  Fax: 303.987.0434
www.pinonmgt.com

To learn more about one of our homes, please contact the Business 
Development Team at 303.987.3088.

Piñon Management skilled nursing homes provide rehab and wellness 
services that focus on returning your community member to assisted 
living. By forming partnerships with assisted living homes, we help you 
to provide a virtual continuum of care. We also offer consultation and 
education for assisted living operators and staff.

For more consulting information, contact Nancy Schwalm, 
Piñon Chief Business Operations Officer at 303.987.3088.

The Piñon Family
Amberwood Court
Brookshire House
Christopher House

Highline Rehabilitation
     & Care Community
North Star Community

ParkView Care Center
Rowan Community
Sierra Healthcare 
    Community

Dietitian’s Corner 
–by Jane Chess RD, MPH

I recently attended a “Healthy Heart” talk at our local 
hospital in February. I just learned something new that 
I wanted to share with everyone. Of course it may only 
be “new” to me!

The Registered Dietitian and the Chef had interesting 
things to say. The one I wanted to share is about salad 
dressings. We see many recipes that contain healthy oils 
and various fl avored vinegars to make delicious dress-
ings. Usually the recipes tells you to shake it up in a jar 
and pour over the salad, which works fi ne to a point, 
then someone is going to get all oil and someone else 
is going to get all the fl avorings from the bottom. Here’s 
a new way to do it that really impressed me. I didn’t 
intend this column to be a “cooking” column, but since 
nutrition and cooking are closely related, it makes sense 
this time. Basically it goes back to when we learned to 
make mayonnaise. We made both of these with less oil, 
less dressing overall.

Here are the recipes with the dressings…ENJOY!

Jicama Coleslaw -makes 8 servings 

Jicama,julienne – 2 large 
Red onion, julienne- ½ large 
Green Pepper, julienne – large 
Carrot, shredded – 1 cup 
Green onion - ½ c 
Red Wine Vinegar - ½ c 
Canola Oil – 2 cups 
Salt -1 tsp. 
Pepper -1 tsp. 

Combine jicama, onions, peppers and carrots in mixing 
bowl. In blender combine salt, pepper and vinegar. Turn 
blender on and slowly add canola oil to create 
emulsification, continuing to add oil slowly until all is 
incorporated. Pour vinaigrette on slaw mix and coat 
evenly. Chill for 1 hour before serving. 

Asian Slaw - makes 8 servings 

Cabbage, green, shredded– 2 c 
Red Cabbage, shredded - 1 c 
Shredded carrot - 1 c  
Green onion - ½ c 
Soy Sauce, low sodium – 1 T 
Sesame Seeds – 2 T 
Sesame Oil - 1 T 
Canola Oil – 2 C 
Peanut Butter – 2 T 

Combine all cabbages, onions, carrots in mixing bowl; in 
blender combine vinegar, soy sauce and sesame oil. 
Turn blender on and slowly pour in canola oil to create 
emulsification, slowly add remaining oil until all is 
incorporated. Add peanut butter to blender and pulse until 
smooth. Pour over slaw mix and coat evenly. Sprinkle 
sesame seeds on top and chill for 1 hour before serving. 
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Taming the Wild Wild Web
–by Peter Brissette

In many ways marketing any business online and engaging in 
social media marketing is like being a homesteader who is trying 
to make a home in new frontier. There are many dangers and 
fears that have to be overcome. You need to have the patience 
of Job and yet be ready to fi re your shotgun at the fi rst sign of 
danger. This is the “Wild Wild Web.”

The challenge for your business is to tame this “Wild Wild 
Web” for your prospects and clients so that it can become 
the “Trusted Web.”  Building trust is not a technology based 
factor. It is a human based factor.

With that in mind I want to share a few ideas of how I think we 
arrived at this frontier, where I think the frontier is going, and 
what you need to do to be successful in it.

So why call it the “Wild Wild Web”? For those that remember 
in the late 60’s there was a TV series called “The Wild Wild 
West.” I didn’t see the original airings or at least I do not re-
member seeing them as a toddler. I do remember seeing and 
enjoying watching the re-runs for several years as a young 
boy. It was like James Bond on a horse. If you’re younger, 
you likely remember the 1999 movie with Will Smith playing 
the part of James West.  

I enjoyed it for two reasons. I loved the west (born and raised 
in Denver, CO) and I loved technology  --which it had plenty of 
both. Every episode was about defeating an evil villain who was 
taking advantage of the wide open frontier. The hero’s were us-
ing every resource they had to tame the dangers for the safety 
and benefi t of the good citizens of the west.

The internet has been one of those wide open frontiers as well. 
The internet is still very young. It was not that long ago that we 
started to send our fi rst emails. It was not even that long ago 
that we started to make purchases online. We have come a long 
way in a short time. Now we do banking, purchasing, scheduling, 
communicating, socializing, get entertained, etc. All online.

When the fi rst websites started to go up it was very hard to fi nd 
them. You had to know a specifi c web address to get to the web-
site that you wanted. With the webs rapid growth search engines 
became a necessity. Without a doubt they have been very helpful 
in the use of the internet. We use these search engines to help 
us fi nd and fi lter the exact information we are looking for.  

Yet these are just computer algorithms that are really “guess-
ing” at what it is we really want to fi nd. How many times have 
you searched for something that seemed obvious to you but 
the search engine really missed the mark of what you were 
looking for? I would guess (based on my own experience) that 
you have been in that situation a time or two.

Today you even have large amounts of information and data that 
is being automatically replicated and distributed. It can be very 
diffi cult to identify if the information you are reading was actually 
even created by a human. Computers are running programs that 
steal and manufacture content and information at an enormous 

rate that can confuse and hide the real information we are trying 
to fi nd. It makes a skeptic even more skeptical about the market-
ing messages they receive.

The web in many ways is even wilder today than it was in its 
early frontier days.  

So how do we tame it? Where is it going?

Enter the human factor. In order to move from the wild web to 
the trusted web the human factor has become essential. Even 
the search engines are recognizing this and making changes 
to search results. An example of this is product reviews. I rarely 
purchase a product online or in a store without reading about the 
experience of others with that product. What others say about a 
product has become much more important that what even the 
manufacturer of that product says about it.  

The same is true of your business. What others say about 
you or the experience that they have with you means far 
more to prospects and customers than anything you can say 
yourself.

So what do you need to be successful in this ever expanding 
frontier?

It is essential to have a social media marketing strategy.  
Conversations are already taking place about your business. 
With social media you have the opportunity to engage that 
conversation and at least direct it and participate in it. Social 
media introduces the human element that moves us from the 
“Wild Wild Web” to a “Trusted Web”.

How do you get to the “Trusted Web” as a small business? 
You will have to strategically, systematically and consistently 
engage in the use of Social Media to develop the “trusted” 
web for your customers and prospects. It needs to become 
an integrated piece of your overall marketing strategy. It can 
make all of your other marketing efforts more impactful and 
effective.
For information on implementing a Social Media Marketing Strategy, 
contact Peter Brissette, Digital Marketing Consultant, at 303-842-8698

EAGLE COUNTY GOVERNMENT
REQUEST FOR QUALIFICATIONS

FOR CONTINUUM OF CARE RETIREMENT
COMMUNITY OPERATOR

Eagle County requests quali cations for Continuum of 
Care Retirement Community operators and developers for 
a broad-spectrum, senior-care facility in Eagle County on 
property Eagle County owns.

                                                                                          
View the full request for quali cations at

www.eaglecounty.us/Housing/Retirement_Community/

www. e a g l e c o u n t y. u s
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COLORADO’s ONLY FIRE PROTECTION COMPANIES SPECIALIZING IN RESIDENTIAL GROUP HOMES

• INSTALLATION
 We GUARANTEE that the bid you receive will
 pass all State and local inspections
 with no additional charges

• SERVICE
• ANNUAL INSPECTIONS with sensitivity tests

• Other Services Offered:
 • Fire Alarm Monitoring with no time contract
 • Video Camera Systems
 • Wiring for Cable TV and Telephone
 • Caregiver call systems
 • Individual door or window alarms

Randy Chavez - 303-419-6151 cell
               303-455-8226 office

CURRENTLY SERVING: 
Colorado Assisted Living, Serenity House, Catherine’s Quality Of Life Homes, Lighthouse Assisted Living, Rose Of 
Sharon Assisted Living, Millbrook Homes, Life Quality Homes of Denver, Life Quality Homes of Co. Springs, Rock 
Creek Assisted Living, Christian Care Homes, Sage Homes, Haven Of Care Homes, Forever Edelweiss Homes, 
Caring Homes, Sophia Assisted Living, Classic Living Homes, Christian Assisted Living Homes, Family Assisted 
Living, Vern’s Vigilant Care Homes, JaxPointe Assisted Living, Limon Village Nursing Home, Angel Assisted Living

SECURITY  ELECTRONICSSECURITY  ELECTRONICSSECURITY  ELECTRONICSSECURITY  ELECTRONICS

SecurityElectronicsLLC.com

Annual Inspections
Fire Sprinkler

Backflow Tests
Fire Extinguisher

Mike Yates  •  MrFireSprinkler.com

State Approved
Fire Sprinkler Installation

Maintenance

303-882-6949

Word of Mouth Advertising 
and Its Benefits 
–by Jennifer Lockman

When I fi rst started as a marketing director in this industry 
I made it a point to do research to fi nd out what advertising 
avenues were available to our company. Not only did I fi nd 
out how expensive advertising with these different compa-
nies is I found out that it is rare to get a referral from these 
sources. Since our resources were limited at the time, we 
made the decision to focus on word of mouth advertising.

Word of mouth is the best form of advertising. Two thirds 
of consumer decisions are based on word of mouth and 
consumers will trust what other individuals say about a 
service more than they will trust what you convey in your 
communications to them. This is because they feel other’s 
have no reason to lie about their experiences with a com-
pany; however, as a business owner or employee of a 
company, a consumer believes that you will only give them 
positive information.

Negative word of mouth can be a lot more powerful than 
positive word of mouth. A consumer is more likely to share 
a negative experience they had with a company than the 
positive ones, because negative experience is more emo-

tional for a consumer than a positive one is.  In an industry 
like the one we are all in, negative word of mouth can really 
affect us. So how can we stay away from the negative and 
move towards the positive?

The best thing we can do to get this positive word of mouth 
is to keep our clients happy.  Sometimes this is easier said 
then done, but it pays off in the long run. At our home we 
strive to keep our clients and their family members involved 
in many different aspects of our company. This includes 
getting feedback about the monthly menus and activity 
calendars to taking suggestions about any changes we are 
in the process of making.

By taking these small steps, we have been able to get our 
clients more involved and it feels more like home to them. 
As a result our clients are more than happy to give posi-
tive feedback to anyone who walks through our door.  For 
example, I had a tour with a lady who was looking for a 
home for her mom. As I was giving her a tour, one of our 
residents, who just moved in a day before, was telling her 
how much he loved the place and wouldn’t want to go any-
where else. This tour turned into a move in and she made 
the decision before she left the house. This just goes to 
show how all the little things we can do to keep our clients 
happy and involved can get us that all important positive 
word of mouth and keep us away from the damaging effects 
of negative word of mouth.
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Residential Commercial /Business
Specializing in Selling Senior

 Housing Facilities

Senior Real Estate Specialist
Residential  

Helping Your Future 
Residents Sell Their Homes

CALL US 
FOR 

ALL OF YOUR 
REAL ESTATE 

NEEDS!
(303) 667-8030

Experienced in the sale of existing 
Assisted Living Facilities and change of 
ownership (CHOW) licensing.

Certified Business Intermediary (CBI) 
providing business brokerage services.

We use a high level of discretion & privacy.

Call us today if you are interested in selling 
or acquiring an Assisted Living Facility.







Help your prospects by engaging profes-
sionals to provide resources to assist them 
in all stages of the home sale process. 

By utilizing a Senior Real Estate Specialist 
(SRES) you can trust that your residents 
will be treated professionally by agents 
who are sensitive to their needs during, 
what can be, a difficult time of transition.







www.AboveAllRealtyGroup.com
(303) 667-8030

 Sonja Wood & Mary Salmon

Land Acquisition  Commercial New  ConstructionBusiness

Safety Saves
(Your Secret Weapon)
–by Clark R. Griep, ARM, CIC

Every business would like to have a secret weapon to in-
crease their sales. Unfortunately, even the most innovative 
advertising campaign can be copied and increased sales 
will not necessarily increase your profi ts. Here is a secret 
weapon that will help to improve your bottom line. Establish 
a formal safety program for your business!
Workers Compensation Insurance protects your workers. 
It also protects you against being sued by them due to a 
work-related injury. Most business owners pay their Work-
ers Compensation bill, as required by law, but do not realize 
there is anything they can do to reduce its size. Establishing 
a safety program is easier than you may think and it can 
have a dramatic effect on your bottom line.

While the base rates for Workers Compensation Insurance 
are determined by actual historical losses in your indus-
try, your own loss experience is almost always taken into 
account in determining your fi nal premium. If you have a 
good safety record, you pay less. If you have a poor safety 
record, you pay more. 

Here is an example of how this can affect your business.  
Let us say that an average business of your size is paying 

$10,000. A company with a good safety record could be 
paying only $8,000 per year (a savings of $2,000).  A com-
petitor with a poor safety record could be paying $15,000 
or more each year. How many additional jobs would you 
need to perform to clear an additional $5,000 in profi t?  
Safety can save you a lot of money.
Safety can also save you a lot of time and aggravation.  
An injury itself is only the tip of the iceberg. Any time a 
worker is injured on the job; other negative issues are likely 
to arise. Here are a few examples: other employees stop 
working; injured worker needs transport; reports have to 
be fi led; equipment is damaged; substitute workers have 
to be hired and trained; litigation is fi led and hearings have 
to be attended. However, and perhaps worst of all, your 
customer may question the professionalism of your facility. 
Safety can save your reputation.
Not all accidents can be avoided. However, a good safety 
program including safety training will eliminate many ac-
cidents. It can also reduce the impact of accidents that 
do occur. Do not delay. Establish your own formal safety 
program. Contact your agent or insurance company for 
assistance or call me at Jewell Insurance Associates. We 
would be pleased to help you put this secret weapon in your 
arsenal. Safety saves!
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Colorado Assisted Living Association

Your Source for Valuable Assisted 
Living Industry Resources

CAL A’S
New Monthly Newsletter

ASSISTING     PROMOTING     INFORMING     EDUCATING

Your Source for Valuable Assisted 
Living Industry Resources

For further Information
call (800) 866-3142

or visit www.cala-co.org.

News & Updates

Service & Product Providers 

Association & Industry Events 

Educational Opportunities

Interesting & Informative Articles 

More Great Resources Coming Soon!













NORTHERN REGION:  JUNE 17, 2010

Meet N Greet
Thursday ~ June 17, 2010
2:00-4:00pm

Contact Megan for details: 
(970) 691-4612 
(970) 669-5616
north@cala-co.org

Hosted by: Meadowview

DENVER REGION: JUNE 4, 2010 

Staying Vertical - 
Balance and Fall Reduction

Friday ~ June 4, 2010
11:00 AM - 1:00 PM   (Chapter Meeting ~10:30-11)

Hosted by: Long Term Care Options
4500 Cherry Creek South Drive, Suite 500
Denver, CO 80246 

Presented By Marc Reyniers, PT, RSM  Briarwood Health 
Care Center 

Topics that will be addressed include statistical information 
related to falls and balance, intrinsic and extrinsic causes for 
falls, fall risk assessment, and recommendations for fall 
prevention levels of assisted living. 

CHAPTER MEETINGS
 BEFORE LUNCH~N~LEARN

event@cala-co.org for more information

** PRE-REGISTRATION REQUIRED **
www.cala-co.org/events.htm

CALA Members ~ $10
Non Members ~ $15

UPCOMING EVENTS SCHEDULEUPCOMING EVENTS SCHEDULE

  LUNCH~N~LEARN  LUNCH~N~LEARN

** PRE-REGISTRATION REQUIRED **

SOUTHERN REGION:  JUNE 18, 2010

Laughter Therapy :
How to Use Laughter to Improve Health & Relationships
Friday ~ June 18, 2010
11:00 AM - 1:00 PM

Hosted by: Winslow Court Retirement Community
3920 E San Miguel
Colorado Springs, CO 80909

Presented by:Darla Morrison

** Strengthens Immune System
** Increases Intellectual Performance
** Boosts Information Retention
** Increases Antibodies & Reduces Respiratory Infections

**
PRE-REGISTRATION 

REQUIRED
5300 29th St
Greeley, CO 80634

CALA SPRING CONFERENCE
SPONSORS & EXHIBITORS Meet other ALR providers and Senior Industry Product & 

Service Providers

Discuss relevant industry topics

Find out what to expect from CALA in 2010 and how your  
membership can bene�t your company

Join a Committee ~ have valuable input and 
contribute your skills for the bene�t of the ALR Industry









STATEWIDE EVENT: OCTOBER 8, 2010 

FALL CDPHE CONFERENCE 
Friday ~ October 8, 2010
8:00 - 5:00 PM   

Topics include:
 - Regulatory Issues presented by CDPHE
-  Afternoon Breakout Sessions
-  Closing General Session

SAVE THE DATE!

REGIONAL CHAPTER MEETINGS


