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Disaster preparedness requires planning
Now is the time of year in Colorado that the weather 
is unpredictable, rain, wind, lighting and tornadoes. 
What are you doing to protect your residents and your staff?
Plan for every type of disaster: We have created an emergency 
manual that deals with every possible disaster scenario. We feel 
that we’re ready for any kind of emergency, even those that are 
statistically improbable. Employees have to understand your end 
goals and have the knowledge and authority to make changes if 
needed. Ask your front-line staff for input on what works and what 
doesn’t. They’re likely to have ideas that will work well. In addition, 
staff involvement helps to ensure they understand and buy into your 
plan. Integrate emergency planning topics into your training; make 
sure that all employees know exactly what their roles are during an 
emergency. If you need to review your plan disaster, enlist the help 
of your community emergency resources. Ask your local emergency 
manager or fi re department to review your current plan. They consider 
assisted living facilities top priorities in an emergency and will want 
to help you create the best plan possible. Never underestimate the 
importance of making connections with your fi re, ambulance and 
police agencies. The more familiar they are with your building, your 
residents’ needs and your staff, the easier it will be for them to deal 
with an emergency at your facility. Pick up the phone and see if they 
can suggest alternatives. 
In addition to preparing for different types of disasters, it’s also im-
portant to plan for emergencies that last different amounts of time, 
especially those involving power outages. A good plan will include 
what happens when the power fi rst goes out; I have emergency light-
ing and fl ashlights. But what happens if you’re out for an extended 
period of time. Say 2 to 4 hours or 4 to 6 hours or over 12 hours. 
Do you have generators, when do you go to secondary housing, 
how do you get there? Did you consider the changes you’ll face 
over time in staffi ng and food preparation and your ability to meet 
various resident needs.

WELCOME TO CALA’s NEW 
BOARD MEMBERS!

Patti Hoff, The Retreat Communities, 
Western Slope Region Representative

Rebecca Gray, Grand Villa Assisted Living, 
Western Slope Region Representative,

Liz Littleton, Lighthouse Assisted Living, 
Denver Region Representative 

Paul Pettit, Legacy Healthcare Services, 
Business Associate Representative

Sheryl Thompson, Assured Assisted 
Living, Denver Region Representative 
(Also assisting with Southern Region)

SAVE THE DATE

CALA FALL CONFERENCE 

OCTOBER 8, 2010

Holiday Inn Cherry Creek 
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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

denver@cala-co.org
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
west@cala-co.org

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. 

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 1
Evacuate or shelter in place: This will depend on 
the nature, scope and severity of the emergency and 
whether you can meet your residents’ basic needs at 
your facility.
You may be able to shelter in place if the threat is tem-
porary, your shelter is safe and you have necessary 
backup systems to compensate—things like bottled 
water, backup generators and cell phones. Where 
do you go for emergency shelter? You should have a 
location that’s readily accessible from the outside and 
equipped with ramps and railings. Keep in mind any 
special needs your residents have. The location also 
is important. Choose a building that’s close but not on 
the same block as your facility, if the power goes out 
the proximity will be a disadvantage.
How do you transport your Residents: You need to 
have a plan, remember in a wide spread emergency 
community resources are stretched thin. Do you have 
a van, staff cars, planning is essential. 
Stock critical supplies: Make a list: fl ashlights (test 
these monthly), batteries, oxygen, blankets, wheel-
chairs, resident information (medication charts, health 
diagnosis, contact list and Advance Directives), a fi rst-
aid kit, a resident/staff census sheet with photographs, 
a telephone book, cell phones, nonperishable food and 
water in the event of a crisis.
Your planning now could save lives later.

What is Assisted Living in 
Colorado? 
YOUR INPUT REQUESTED!
–by Peter Brissette
I am putting together a master document that will 
answer “What is Assisted Living in Colorado?” I am 
looking for additional thoughts and comments on this 
from our membership.
It would be great to have some of the general specifi cs 
of what Assisted Living is. However it would be even 
better to get your specifi c thoughts about Assisted 
Living. Why are you doing this? What are some of 
the amazing stories that you have of your residents? 
I would really love to hear it and be able to include it 
in our information.
Here are some thoughts from Chris Butler to help 
get your ideas moving:
Assisted living has been around for a long time.  It wasn’t 
always called that; it started when a neighbor took in 
someone’s mother to help pay their bills. Group homes 
have been common for special populations unable to 
care for themselves. In the sixties and seventies the 
idea of “retirement communities” and then independent 
living facilities became popular. These are large apart-
ment complexes providing meals, activities, exercise 
rooms, swimming pools...sometimes all the amenities 
of a country club. The advent of assisted living facili-
ties and homes became more popular in the seventies 
and eighties as the demand for more assistance was 
recognized. The cost and lack of desire to live in a 
nursing home escalated this demand.
Today assisted living facilities and homes are as diverse 
as a food court. Unfortunately, several medical providers 
continue to think in terms of large independent/assisted 
living facilities offering minimal care or skilled nursing 
facilities that profess to give “more” care--last century’s 
thinking.  Assisted living today could be private luxury 
homes staffed with nurses, certifi ed nursing assistants, 
professional chefs and activities personnel allowing 
elders to age in place. Continuum of care campuses 
try to meet the needs of all populations on a large 
scale. There are also assisted living homes and facili-
ties providing care for mentally ill clients surviving on 
Medicaid funds from the state.
As our friends, parents--ourselves, continue to age, it 
is important to empower ourselves to decide how and 

where we want to age. We have choices. Dr William 
Thomas and the Eden Alternative are working hard to 
downsize the skilled nursing homes into livable homes.  
Baby Boomers are needing more diverse environments.  
For the price of some care facilities you could spend the 
rest of your life on a cruise ship...with a private nurse 
and masseuse. We can no longer see assisted living 
as a small one-size-fi ts-all industry. Not only are we 
living longer, there will be more of us. Assisted living 
is a diverse industry growing in ways we have yet to 
imagine. We need to start building today for tomorrow. 
How do we want to live? How will we be able to afford 
it? These are the questions we need to be asking.
Feel free to email me at communicate@cala-co.org 
with your thoughts on the topic.
Also remember to check out our group on LinkedIn to join 
in the conversation there. As well as our new Facebook 
Page. If you’re on Facebook, just search for Colorado 
Assisted Living Association and “like” our page to keep 
up to date with what is going on with CALA.
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Continued on page 5

The Power of Words in Marketing
Words for Ad Copy and Marketing Collateral and 
Conversation 
–by Jeremy Pisanic with Marketing Medley 

Below are some words that are recommended to be 
used in any industry and is designed to draw the right 
kind of attention to your business. Also there are words 
that your business should stay away from; words that 
could be used to hurt your business. 

Negative or Non-Productive Words 
Never use vulgar language to color or emphasize 
anything or any product (vulgar language makes 
you look less intelligent and can be a turn off for 
a potential client). It also never serves any real 
purpose. 
Never say derogatory statements about a com-
petitor or its product or services (you never know 
who it is that you are speaking with and people 
are generally more responsive to fair and positive 
comparisons then negative or derogatory state-
ments). 
Never use words that are misleading or dis-
honest (it could come back to haunt you and can 
permanently damage your reputation) 

General words to stay away from 
Expert – everyone says that they are the experts. 
It has been so over used that it may take away 
credibility rather then improve it. 
Solutions – Everyone has a solution, it doesn’t 
mean that it’s the right one 
Quality – Everything has quality whether it is good 
or bad. No one ever advertises that they have bad 
quality products or services but they exist. 
Difference – What is the difference anyway? The 
difference between what? Nobody really knows. 
Nobody cares. 
Superlative Adjectives – Words like best, superior, 
the greatest, strongest, lightest, optimized, fastest 
and most, don’t really tell the customer anything 
because your competitor says the same about their 
product or service. 
Buy – this word always means that they have to 
spend money. Alternatively you can use claim or 
invest. 

•

•

•

•

•

•

•

•

•

Tell – Nobody wants to be told anything; how-
ever they don’t mind having something being 
revealed. 
Learn – We all like to discover new things but as 
for having to take the time to learn anything, forget 
it. 
Things – It is too broad a word to be used for any-
thing pertaining to your product or service. Instead, 
use words like tips, tricks or techniques. 
Stuff – There is way too much stuff out there already 
and your clients don’t want to know more stuff. They 
do, however, like to learn insider secrets. 

Positive and Productive Words That create Interest 
Always use words that are related to the client
and not yourself or your company (people like to 
hear about themselves and like the attention) 
Speak indirectly about your product or service
applying it to how it could benefi t the client. (i.e. 
You are a travel agent and you remind a potential 
client about how great their last vacation was) 
Plant seeds. 
Always use decisive times or dates when trying 
to “get together” with a client 

•

•

•

•

•

•

•
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The Power of Words in Marketing 
~ from page 4

Always ask questions about the client and have 
them do all the talking (this lets the client know 
your interested in them and not just trying to sell 
them something) 

General words that are useful in everything 
You – it’s always important that whatever you are 
pitching it should be about them not your pocket-
book. Even better use their name whenever pos-
sible (a persons name is always the most attractive 
word in any conversation). 
Money – Everyone wants more of it. Whether they 
are saving it or making it, this word always draws 
attention. 
Save – Everybody you know is always trying to 
save time, money, etc. (save always implies an 
improvement in their lives somehow) 
Free – Everyone likes free stuff. Be careful that 
“free” doesn’t diminish the perceived value of your 
product or service. 
New – People like new and they like to be the fi rst 
to have it. 
Results – This is a tricky one because it is often 
over used. Make sure you are actually showing the 
results on paper and not just saying that you can. 
Easy – This is also a tricky word because most 
people know that nothing is really ever easy. That 
being said, if you can prove that your product is 
easy to use or will make their lives easier people 
still respond. 
Health & Safety – Who doesn’t want to feel healthier 
and safer? Our natural instinct is for self preserva-
tion and these two words trigger that mechanism 
in a potential client. 
Proven or Guaranteed – They still work but make 
sure you can back that up with testimonials and have 
it on paper. These are words that have been over-
used and abused a lot so be sparing in your use. 
Discover – When was the last time you made a 
great discovery? How many people did you tell 
about it? 
Specialist – This is a strong word that must be 
backed up, however, if given a choice between two 

•

•

•

•

•

•

•

•

•

•

•

•

competitors, the one that says they specialize in the 
service that is needed will probably get the job. 

All of these words are useful in sales copy and in 
conversation. It takes practice to hone these into your 
everyday communication but it will help you attract more 
clients and not turn them off to you or your company. 

Any words that are used in ad copy must be read from 
the perspective of the customer/client. No matter how 
great the text is for your ad or marketing materials, people 
will always perceive it differently than you will. When 
you read your own text for your marketing materials 
you should read it and ask yourself if it was a different 
company would it entice you to buy or discover more 
about that company? Often it may not have the same 
impact on you as it did when you fi rst wrote the ad. 

Ultimately, wordsmithing is an art that takes time and 
practice. By using the right words and utilizing them 
properly you will increase the over-all effectiveness 
of your advertising, marketing materials and sales 
conversations.

Residential Commercial /Business
Specializing in Selling 

SeniorHousing Facilities

Real Estate and Business Brokerage Services
Residential  

Helping Your Future 
Residents Sell Their Homes

FOR ALL OF YOUR REAL ESTATE NEEDS! 

Assisted Living 
Residence Sales

Discretion & Privacy

Financing & 
Expansion Resources

Exit Planning 
Consultation







Sell or Purchase a 
Property (New or
w/ a Previous or 
Existing License)  

Helping Your 
Potential Residents 
Sell Their Homes

Estate Sales







Land Acquisition  Commercial New  ConstructionBusiness

Board Member ~ Colorado Assisted Living Association (CALA)
Member ~ Seniors Real Estate Specialists (SRES)
Member ~ South Metro Denver Realtor Association (SMDRA)
Member ~ Denver Metro Commercial Board of Realtors (DMCAR)
Member~ International Business Brokers Association (IBBA)
Member ~ Colorado Association of Business Intermediaries (CABI)
Member ~ Business Enterprise Institute (BEI) 
Charter Member ~ Family Care Real Estate Network
Candidate ~ Certified Exit Planner (CExP)

(303) 667-8030

 Sonja Wood & Mary SalmonPROFESSIONAL AFFILIATIONS

f o r  A s s i s t e d  L i v i n g  P r o f e s s i o n a l s

Let us assist you in expanding or exiting your business!

Proud Sponsor of:

www.AboveAllRealtyGroup.com

Visit our site at
www.AboveAllRealtyGroup.com

and
click logo for:

Free eldercare & 
caregiving resources

Helpful forms and 
checklist for seniors 

and caregivers
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CALA SPRING CONFERENCE SPONSORSSpecial 
Thanks 
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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

CALA SPRING CONFERENCE SPONSORSSpecial 
Thanks 
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Senior Nutrition – Good  
Marketing, Good Business
–by Patti Hoff, Director of Marketing for The Retreat Communities 

Undernourishment and malnutrition have become a growing 
problem for America’s 65+ population. The American Dietetic 
Association has reported that more than 1 in 2 seniors in the care 
of others are at risk of being malnourished. A 2009 Mayo Clinic 
study estimated that mal-nourishment affl icts more than half of 
all seniors, particularly those still living at home. This does not 
necessarily mean a lack of access to food. Malnutrition can be 
caused by a combination of a nutrient-poor diet, too little food, 
poor absorption and inadequate hydration. This condition can 
be compounded by physical, emotional and social problems. 
More Americans are affected every day because our population 
is getting older — the Boomers “rule” and the number of older 
adults is expected to double in the next 30 years.

We can help seniors improve their quality of life and preserve 
their independence longer by making dietary changes. 
About 30 million older Americans live with chronic diseases 
which nutrition therapies can be effective in managing and 
treating, according to the ADA. 

Assisted living facilities can be instrumental in keeping a watch-
ful eye on residents and looking for signs of mal-nourishment. 
Having a trained dietary staff that provides food choices that 
are low in fat and sodium, high in fi ber and calcium, fl avorful, 
easy to chew, swallow and digest is a valuable service that 
often goes unnoticed and undervalued.  Training caregivers to 
monitor seniors at mealtime is also important. Malnutrition and/or 
under-nourishment in seniors are not always obvious.

Spend time with residents during normal eating schedules.
Look for physical problems such as weight loss, poor wound 
healing, easy bruising and dental diffi culties. Keep in mind, 
not all seniors with nutrition problems are thin — in some 
cases, malnutrition occurs in seniors who are overweight.
Pay attention to how medication affects appetite and 
digestion. Many commonly-prescribed medications can 
reduce hunger and prevent nutrient absorption. 
Pay attention to food safety considerations, such as the 
temperature of refrigerated items, and clean out dated 
foods on a regular basis.

As regulations for assisted living facilities continue to change 
and become more rigorous, perhaps it should be viewed as 
an opportunity to assess each aspect of operation and to raise 
the bar. Having a good dietary program and a trained staff is 
not only good business, it is a valuable benefi t facilities can 
market to potential clients.

•
•

•

•

What You Should Know about 
Celiac Disease
–by Jane Chess, RD, MPH

It is likely that you have you been hearing more and more about 
Celiac Disease, sometimes called Celiac Sprue. Though it has 
been under-diagnosed for a long time, techniques for proper 
diagnosis are improving. This diagnosis can cause some con-
cern, both in the patient (it may be your resident or someone 
else you know) and in the caregiver. People with celiac disease 
have to avoid any gluten products, which is found in many grains, 
especially wheat, rye and barley. There are no medicines for this 
disease, and it is not curable. It can only be managed by diet.

What is Celiac Disease?
The following was taken from the Gluten Intolerance Group 
website, www.GLUTEN.net.

Celiac disease is a specifi c digestive disease that results 
in damage to the small intestine. The disease is genetically 
inherited and chronic. When individuals with celiac disease 
consume gluten, their bodies have an immune response. 
Gluten is the protein portion of some grains, such as wheat, 
rye and barley. As a result, the villi of the small intestine 
become damaged, which causes nutrients to pass through 
the digestive system without being absorbed. This leads 
to gastrointestinal distress and eventually, malnutrition. 
Malabsorption of nutrients has many serious side effects. 
There are several forms of celiac disease including classic 
(gastrointestinal), atypical (extra-intestinal), and silent.

Symptoms of celiac diease vary with individuals and may 
include diarrhea, gas, bloating, vomiting, constipation, con-
stipation alternating with diarrhea, nausea, skin irritation, mal-
absorption, weight loss, anemia, chronic fatigue, weakness, 
muscle cramps,neurological complaints (including seizures), 
and possibly migraine headaches, concentration and memory 
problems. Malabsorption caused by celiac disease can have 
serious effects on many other organs in the body.

The diagnostic criteria for celiac disease are very clear and 
specifi c. Initial screening is done by blood tests including 
TTG-IgA/IgG and EMA-IgA/IgG. If these tests are positive, 
then a small intestine biopsy should be done. A positive small 
intestine biopsy, followed by return of health after adhering to 
a gluten-free diet will confi rm a diagnosis of celiac disease.

It is very important not to follow a low gluten diet before testing. 
This may lead to a false negative test, since some healing 
may have occurred while following the low gluten diet. 

Stay tuned for more nutrition and health information..more 
next month!

Health and Nutrition 
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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!













Please visit www.cala-co.org
 for a list of upcoming events in 

your Region.

Northern Region ~ July 8, 2010 
Denver Region ~ July 9, 2010 

 Western Slope ~ July 16, 2010 
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

  LUNCH~N~LEARN  LUNCH~N~LEARN

ONLY ONE MORE FREE ISSUE OF THE CALA NEWSLETTER!ONLY ONE MORE FREE ISSUE OF THE CALA NEWSLETTER!

Your complimentary subscription to this 
Newsletter will expire in August. We hope 
you have enjoyed (and bene�tted from) 
the last year of CALA's Newsletter. 

If you are not a current member of CALA 
and you would like to continue receiving 
the Newsletter in print, please submit or 
renew your membership today at 
www.cala-co.org
REMINDER: You can sign up for email delivery of the newsletter by joining our 
email list at www.cala-co.org

CALA MEMBER BENEFITS:

research and items of interest regarding the industry

FALL CDPHE CONFERENCE 
STATEWIDE EVENT: OCTOBER 8, 2010 
Friday ~ October 8, 2010
Denver, Colorado
8:00 - 5:00 PM   

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

SAVE THE DATE!

industry in community, state and local governments.

other Assisted Living providers statewide 

REGIONAL EVENTS IN JULY


