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A Letter from the President
–by Becky Seville, formerly the Administrator of Heritage Haus Assisted 
Living in Loveland, CO, writes this month’s letter. Brent was not able to 
submit this month’s article.
“You Too Can Do What Surveyors Do” - If you haven’t already pre-reg-
istered for this exciting September event, DO IT NOW! The response 
to this event has been incredible and I believe that if you don’t get pre-
registered, you may not get a seat!
Why is there such a large turnout for this event? What about this event 
makes it so attractive? I think it is because Assisted Living Residences 
in the state of Colorado WANT to do the right thing. Everyone WANTS 
to have a “zero defi ciency” survey. We are hungry for knowledge and 
always looking for better, more effi cient ways to run our businesses.
What better way to learn what the surveyors are looking for than to 
hear it “straight from the horse’s mouth”? This seminar will give you the 
tools you need to be the best you can be. I know many of us dread the 
day when the surveyor comes to town. It is not an easy task to keep all 
the balls in the air when we are juggling the many requirements of our 
industry.  Having a checklist available to use as a guide makes compli-
ance a much easier goal.
Some of us think the surveyors are “out to get us.” Some think that no 
matter what you do, you will be cited for something. I know from experi-
ence that “zero defi ciency” surveys are possible, but it means having all 
your “ducks in a row.” I believe the state surveyors WANT us to get good 
surveys. I believe they want what is best for our clients. Being prepared 
for the survey and having the documentation at hand can go a long way 
toward a good survey. I’ve also found that a positive, professional attitude 
(rather than confrontational) will help the process go smoother.
Just the fact that Terry Zamell and Dee Reda are conducting this pre-
sentation on September 28th tells me that the surveyors DO CARE!  
Don’t miss out on this important information. We’re looking forward to 
seeing all of you there.
If you plan on attending the September 28th event, please be sure to 
register early to receive the early bird discount. Also, if you are interested 
in attending the future educational events that CALA will be offering, we 
strongly urge you to consider Membership. The event discounts are only 
one of many benefi ts that CALA Membership provides. You can register 
online at www.cala-co.org/event.htm   .

Upcoming CALA 
Events:

September 28
CDPHE Presents

ALR Program Manager, Terry Zamell 
will be speaking on Compliance, En-
forcement & the new Medicaid Regs.
ALR Health Surveyor, Dee Reda, will 
also be presenting “You Too Can Do 

What The Surveyors Do.”
7:30 - 4:00

Holiday Inn Cherry Creek
Pre-Registration Required

Register online at www.cala-co.org
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CALA Board Member Directory
The volunteer board of directors was created to promote 
the philosophy of assisted living through education and 
communication. 

President
Brent Basham, Mt. Garfi eld Assisted Living

1st Vice President 
Becky Seville, The Site Seeker

At-Large and Legislative 
Chris Butler, Timberline Lodge

Treasurer/Communication
Valerie Boyce, Primrose Place
Coordinator Committee Chair

Secretary
John Stewart, Garden Square

ALR Committee 
Maggie Sparks, Monarch Manor

Representative

Marketing Committee
Sonja Wood & Mary Salmon, Above All Realty Group

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

Colorado Assisted Living Association
 (800) 866-3142
www.cala-co.org

 Email: info@cala-co.org

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.

Community Membership Benefi ts
A forum for networking with providers statewide. 
A source of referrals.
A unifed front to represent the Assisted Living Residence 
industry in the community, state and local govern-
ments.
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.
Complimentary page on our website.
Member discounts on web design.

•
•
•

•
•
•
•

•
•
•

VISIT CALA’S 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/
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Continued on page 4

We’d love your thoughts and input on these 
issues, please log on to the

 CALA Blog at 

www.cala-co.org/wordpress/

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

Preparing for the Future
Tips for Maximizing the Value of Your 
Assisted Living Residence

–by Sonja Wood, Certified Business Intermediary (CBI) ~  
Above All Realty Group, LLC
Since more than half (300+) of the licensed Assisted Living 
Residences (ALR’s) in the state of Colorado have less than 
20 beds, it can safely be said that many of these facilities 
are owned and operated by those who have some level of 
personal involvement in the operation of their business.  Years 
of my personal research and experience have indicated that 
many entrepreneurs are so busy getting their business to a 
point that it becomes a profitable smooth running operation, 
that they give little thought to how they will exit the business 
and realize returns in their investment of time, money & re-
sources. As with most businesses, there comes a point when 
the founder may want to find a way to exit the business they 
developed. As an owner, you most likely realize that there 
will come a day (for any number of reasons) when you decide 
that you may want to (or need to) exit or sell your business. 
If you are aware of the important business issues, which are 
relevant to a potential Buyer and stay in a position of always 
being prepared, you may be able to exit more smoothly and 
quickly should you face the need to do so.
Whether you are considering selling your business soon 
or not,  there are things that should be done, well in ad-
vance, in order to maximize the value of the business (if 
and when you do decide to sell).
You need to prepare (even if it is still several months or years 
until you plan on selling). Remember the business market 
is unforgiving...statistically only 1 in 4 businesses that are 
listed for sale end in a successful closing. The number one 
reason most businesses won’t sell or sell at a disappointing 
low price has nothing to do with the quality or potential of 
the business.
What is the biggest mistake owners make when they try 
to sell their businesses?
It’s quite simple: they fail to prepare their business so it has 
the maximum perceived value to a potential Buyer. 
HERE ARE A FEW TIPS FOR KEEPING YOUR COMPANY 
IN A SELLABLE & MORE VALUABLE STATE:
1. Keep Good Records and Financial Statements: One 
of the most important items to stay on top of (to keep your 
business in a sellable condition) is to maintain accurate and 
current financial statements. These items will be required 
before a business goes on the market to be sold and may 
also be useful should an owner need to acquire additional 
capital during their ownership of the business. 
The records you will need are: 3 years of federal tax returns 
for the business being sold, the last three years (as well as 
year-to-date) financials (profit & loss statement, balance 
sheet), the last three years of monthly bank statements, 
list of all furniture, fixtures & equipment being sold with the 
business, etc. 

Not having these items properly prepared and available 
reduces the chances that you will be able to successfully 
sell your business. For multiple reasons, it is best to stay 
up-to-date with these items.
2. Preparation of Financial Statements for the Sales Pro-
cess: Recasting your Financials: Many business owners 
operate a successful business, which, on paper, shows very 
little profit. This is obviously beneficial for tax purposes but 
creates a challenge when trying to substantiate business 
value for a Buyer. Recasting financial statements (in particu-
lar, profit and loss statements and balance sheets) helps to 
maximize company earnings while minimizing liability. The 
recasting process helps find and support increased earnings 
in a business. By making adjustments for expenses that may 
not necessarily be business expenses to a new owner (such 
as owner’s salary, health insurance, automobile expense), 
the business will be shown in the most positive and accurate 
light. This can be especially useful when dealing with a Buyer 
who would operate the business himself. Again, keeping ac-
curate records can help ease you through this process. 
3. Determining a value. One of the most important steps 
in selling a business is determining the actual worth. There 
are many formulas for valuing a business. Some factors that 
Buyers will consider in making a purchase are: the net profits 
(recasted), gross revenues, historical occupancy rates, census 
(private pay & Medicaid mix) and other factors. Regardless of 
all the items of consideration, the sale price is most heavily 
based on profits. The sale price is almost always a multiple 
of the business’ profit. Multiples vary from industry to industry 
and business to business.  
Keep in mind, there are different terms for the “bottom line” 
number which is the key factor in valuing a business. Terms 
such as profit, cash flow, & net operating income (NOI) may 
include or exclude different items such as amortization, 
depreciation, taxes and debt service. It is important that 
the terms being utilized are clearly defined before using the 
“bottom line” number for comparison purposes. 
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Preparing for the Future from page 3
Since the most relevant factors in establishing value on an 
Assisted Living Facility are historical and consistent cash 
flow and solid occupancy rates, it is vital that your facility 
stays as high as possible in both areas in relation to other 
“like” businesses. 
4. Always Stay Prepared for Due Diligence: When a Buyer 
moves through the contract process, they will ideally com-
plete thorough Due Diligence in evaluating and the solidify-
ing a purchase contract. It is during this phase that items 
are discovered that would cause a Buyer to back out of a 
purchase contract.   
If you keep these items in order, there will be less dis-
ruption in your business when you enter the Due Dili-
gence stage. Being prepared can also be very helpful in 
maintaining and keeping discretion during the contract 
period. 
Items which may be asked for during Due Diligence:

Personnel Information: Potential Buyers will want to 
know as much as they can about your current employ-
ees. Typically, they will want to review the skill sets and 
experience of individual, key employees, as well as 
payroll commitments, benefits packages and other HR 
material.
Assets: Asset values represent a significant part of the 
asking price for a business. Buyers will not only want to 
personally inspect the business’ property and equipment, 
but also understand the rationale behind the valuation 
process. To prepare for this, you may need to conduct 
a professional appraisal of the business’ major assets 
including real estate, equipment, and inventory. Another 
important issue with business assets is whether there are 
any types of liens present on them.  During Due Diligence, 
your business assets will be investigated for any type 
of attached liens, so be sure to be prepared to address 
those issues should any types of liens be present.
Finances: As noted previously, prepared and accurate 
financial information will be required. A comprehensive 
financial review is an integral component of Due Diligence. 
Like it or not, you need to be ready to open your books 
to potential Buyers. Again, make sure you have accurate 
financial statements. Since most Buyers will also want to 
talk about service pricing (for ALR’s this would be resident 
rates), you should also be prepared to talk about your 
bed rates & level of care policies and where they fall in 
the marketplace.
Operations: The new owner may or may not approach 
operations the same way you do. But either way, they will 
need to understand current processes and procedures to 
determine the business’ viability under their ownership. 
If you don’t currently have a comprehensive Operations 
Manual available that would allow someone to walk in 
and gain a quick understanding of the nuts and bolts 
of what it take to run your company, i.e.,resident care, 

•

•

•

•

management and marketing systems, staffing, vendor 
relationships, inventory management, - everything that 
relates to the day-to-day operation of your company, there 
are organizational experts that can work with you to fairly 
quickly put that into place.  Understanding of these items 
are all fair game in the Due Diligence process, the more 
comprehensive you are about the systems you have in 
place for operating your business, the more valuable it will 
be to a Buyer. After all, if it’s all in your head and you are 
not there anymore, what path will the business continue 
down? Preparation in advance can help you move the 
value from YOU and what you do in the business into 
what YOU created the business to do on its’ own. 
Marketing & Referral Resources: This is very impor-
tant to a Buyer, especially in a smaller Assisted Living 
Residence. Keeping a facility well marketed (including 
numerous placement resources), will reassure a Buyer of 
the facilities’ ability to re-fill an open bed, should an exist-
ing resident vacate. Many times in smaller businesses, 
the owner is the nucleus of the business and when the 
owner leaves, the business can deteriorate quickly. This 
is especially relevant in a facility that is predominately 
private pay. A new owner (depending on experience) 
may be much more susceptible to difficulties maintain-
ing good occupancy. By creating a strong management, 
marketing, and resource base for the business (that is 
not necessarily tied to the owner), the business will have 

•

Continued on page 5
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a better opportunity to stand on it’s own when and if the 
owner leaves. This ultimately will be reflected in the value 
and the selling price of the business. This is an area that 
requires planning and preparation. If an ALR owner is 
considering selling and is in the position of “being the 
business” there are steps that can be taken (over time) 
to transfer more value from them personally over to the 
business that they may, one day, want to sell.
Licensing: The survey history will most likely be evaluated 
by a Buyer and may be used as a gauge of reputation and 
business quality. Keeping your facility deficiency-free not 
only will reflect well with the CDPHE but it may also affect 
your ability to maintain high occupancy and revenues 
which may ultimately lead to a higher selling price on the 
business. Another item which will be evaluated during the 
Due Diligence process is ability for the facility to receive 
current municipality approvals which will be required 
for the new owners’ license.  If there are issues, which 
you know will need to be addressed in order to obtain 
a New or Change of Ownership License (for example, 
the requirement of fire sprinklers), it is wise to consider 
addressing those issues prior to putting the business 
up for sale. Not only would having a facility current with 
regulatory requirements add to the value of the business, 
but it may also have a positive effect on revenue. In the 
instance of fire sprinklers, having them is a safety feature 
which families and residents may consider of high value, 
thereby possibly increasing occupancy and therefore 
revenue. Conversely, having a facility which could not be 
re-licensed without certain changes (i.e. fire sprinklers) 
would have a negative impact on value. 

The bottom line is that Due Diligence can be a far-ranging 
process of discovery for Buyers. The best way to prepare 
for Due Diligence is to put yourself in the Buyer’s shoes and 
prepare to disclose all of the information you would need to 
review if you were buying your business.
 In summary, there are many issues, in addition to the ones 
listed, that you should consider when you are planning for the 
future of your business. Though you may not currently have 
interest in selling your business, it is important to consider 
and prepare for some of the relevant issues involved in the 
selling process and to start developing your exit strategy, 
so that when the time comes, you are prepared and in the 
position to receive the maximum value possible. 
As a trained Administrator (who is also on the CALA Board), 
and a Certified Business Intermediary (Business Broker) ex-
perienced in the sale of Assisted Living Residences, I provide 
the knowledge and resources necessary to aid an ALR owner 
in the process of preparing and selling their business. My 
team looks forward to the opportunity to partner with those 
of you in the Assisted Living community who may have a 
Real Estate need, should it be Residential, Commercial or 
Business related. See ad on page 6.

•

Staff Retention
–by John Stewart – Garden Square

“Bill just called in again for night shift… can someone stay late?”
We’ve all heard this before and have likely had to come in to fi ll 
a shift opening. 
It’s been quite a while since that has happened at Garden Square 
as our turnover has continued to decline for the past three years 
to point where we lose less than 10% of our entire staff each year 
(about 3-4 out of 40 employees). Trying to reverse the commonly 
held ideal that management must operate in a top-down format 
has been the key to our success. Everyone at our home does 
everything they can so that the word “No” rarely surfaces. This 
ensures a more consistent and fl exible approach that staff can 
use which greatly reduces their work related stress. 
Another key factor to job satisfaction is that people need to feel 
as if their job is important and necessary. If an employee feels 
their job is not important or that if they were not around no one 
would care, the effort they put in will be drastically less (if not non-
existent). Involving all levels of staff for decisions is a great tool 
to create ideas as well as let your staff know that their opinions 
do matter. Last summer we replaced our carpeted dining room 
fl oor with a nicer laminate wood fl oor. I asked two employees that 
are typically quite reserved for their opinions on what colors and 
styles should be used. I told them I would return in a few minutes 
to see what they had come up with. When I returned I found them 
comparing colors on the walls, holding up chairs to compare wood 
grain, all sorts of things. They ended up choosing a fl ooring type 
that matched perfectly and everyone was pleased. In addition, it 
was something that I was able to take off my plate. Regardless of 
the job that someone performs, their input on related or unrelated 
matters can be crucial. 
The key is to involve employees (or residents) in as many decisions 
as possible so that everyone feels their voice is heard. For some 
managers this can be tough as it may not coincide with their style, 
but give it a shot. You will fi nd that your employees are a great 
resource for many things; and, the more of their ideas that you 
use, the more they will bring to you. An employee who feels they 
are needed and appreciated is guaranteed to stick around. Try 
changing your thought process and your employees will follow.

Welcome New Members
A Doctor’s Touch (Colorado Springs)
Abby’s Assisted Living (Centennial)

BeeHive Home (Denver Metro)
Colorado Assisted Living Homes (Denver Metro)

Eagle’s Nest at Platte Valley (Ft. Lupton)
Upstairs Solutions

Gaeddert Insurance
Legacy Healthcare

Mind-Light Institute - Pinnacle Business 

Preparing for the Future from page 4



Page  6                September 2009

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

NEW MEMBER FEATURED 
FACILITY 
by Sonja Wood, CALA Membership Committee

Welcome to our new CALA Member Provider, Eagles Nest at 
Platte Valley! 
After visiting and touring this community, I was amazed at the feel-
ing that encaptured me as I was there. All the comforts of a warm 
and inviting home environment with the amenities of a new luxury 
home. Designed as Colorado’s fi rst aviation-themed Assisted Liv-
ing Community, Eagles Nest at Platte Valley has a quaint 1940’s 
décor and is truly reminiscent of times gone by. 
Located in a pastoral setting adjacent to the Vintage Aero Flying 
Museum – the community provides seniors with a myriad of onsite 
activities. Whether it is a short walk to the museum, which offers a 
rich collection of authentic, original WW-I and WW-II memorabilia, 
or observing take-offs and landings at the adjacent Platte Valley 
airpark, the memories and stimulation will abound.   
Licensed for 16, this spacious home boasts 13 private bedrooms, 
each with it’s own bathroom and walk-in shower. Spacious yet 
comfortable and cozy, this home has pleasant entertaining and 
activity areas, from the main community family room to the game 
room and its fl ight simulators. 
Providing all the comforts of home, the owner and founder, Ms. 
Marilyn Taylor has a history and love of providing and caring for 
aviators. Under Marilyn’s care and administration, seniors will enjoy 

superb personal attention in an atmosphere which is designed for 
familiar stimulation and the camaraderie created by shared pas-
sions. The mission and philosophy of the community is to draw their 
residents together--to provide them with an active environment in 
an engaging, community-of-sharing atmosphere.  
Eagles Nest at Platte Valley is located just 30 minutes from 
Denver at 6994 CR 39, in Ft Lupton, Colorado. For a tour or 
more information, please visit the website at www.EaglesNes-
tatPlatteValley.com. Colorado Assisted Living Association 
welcomes Eagles Nest at Platte Valley and is committed to 
assist them  (and all other Members) by providing educa-
tion, information and valuable resources to help ensure their 
success.
If your facility is a New Member Facility and you would like to have 
your facility featured in an upcoming Newsletter, please contact 
Sonja Wood at (303) 667-8030.
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CDPHE Monthly Updates
The current Assisted Living Residence Advisory Commit-
tee Meeting Minutes are available on the CALA website.

The next ALR Advisory Committee meeting 
will be held on 

September 24, 2009, from 12-1:30 pm.
The speaker will be Rosemary Spence, a public health 
nurse specializing in vaccines in the department’s Disease 
Control and Environmental Epidemiology Division. Topics 
include diseases that immunizations prevent; important 
vaccines that your residents and staff should have and 
why, where you can get them for reasonable prices; what 
facility staff can expect/what to look for when a senior 
gets a vaccine at their doctor’s offi ce and returns to the 
facility, and other topics, plus a Q&A period.

CDPHE UPDATE

Proposed Changes to Chapter XXIV Medication Admin-
istration Regulations
(The following is a duplication of a Memo from CDPHE to 
all ALR Administrators)

In a Memo dated 8/25/2009 the CDPHE ALR Division issued 
a request for Administrator review and comment regarding 
its proposed amendments to the rules for Chapter XXIV, 
Medication Administration. The proposed changes, along 
with the Regulatory Analysis and Statement of Basis and 
Purpose have been posted at: 

http://www.cdphe.state.co.us/hf/alr/index.html.

These amendments were drafted primarily in response to 
new legislation requiring that:

1) facilities conduct background checks prior to employment 
of each person not licensed to administer medications, 2) 
QMAPs must retake and pass the Department’s competency 
evaluation at least once every fi ve years, and 3) the Depart-
ment must maintain a listing of all persons who have passed 
the competency evaluation on its web site. In addition, the 
rules contain technical and clarifying changes to bring them 
up to date with prior statutory changes that weren’t previ-
ously incorporated.

The proposed new language is in CAPITAL letters. To assist 
you in reviewing, sections 1, 2 and 3 have been reformat-
ted and reworded to clarify the current rules. Sections 4.2 
and 4.3 specifi cally address the requirements of the new 
legislation. Section 9 has been added to provide guidance 
to facilities and QMAPs with regard to the Department’s 
authority regarding medication administration based upon 
C.R.S. 25-1.5-302 and 303.

If you have comments or questions regarding these changes, 
please submit them to Laurie Schoder, policy analyst, by 
Wednesday, September 9, 2009. The fax number is 303-753- 
6214 and the e-mail address is laurie.schoder@state.co.us.

The proposed rule changes will be presented to the Board of 
Health on November 18, 2009. The exact time of the hearing 
has not yet been determined, but the agenda for the meeting 
will be available at http://www.cdphe.state.co.us/op/bh/index.
html approximately 10 days prior to the hearing. All Board of 
Health hearings are open to the public and individuals may 
participate in the rule-making process by providing written 
comments to the Board prior to the hearing or by making 
oral comments during the hearing.

Colorado Assisted Living Association reprinted this 
Memo as a courtesy to Administrators. Please review 
the items and let your voices be heard!   

How many employees
would you fight to keep?

0-3
4-7
8-15
16-50

Assisted living facilities have unique challenges
with their employees. If you checked any of
the above boxes, then Mind-Light Institute can
help you improve the dynamics of your team. 
Call us today to  learn how you can improve
the success of your business.

1-970-372-0477

“Our family feels so much better now 
that we know our Mom has the help 

that she needs. We can’t put a price on 
that peace of mind. 

—Steven H., Sunrise Senior Living
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Upcoming Events
If you know of an upcoming event that may be of interest or benefit to area Assisted Living Residences, please submit 
the information to ads@cala-co.org. Please include: contact info, what the event is, when it is and where it is (please 

include the general area as well as the venue)

September 5 

September 10-13
(DR) Annual Visually Impaired People's Fair (VIP Fair)
Sunday, 12:00 PM - 4:00 PM
Location: St. Joseph Hospital - Russell Pavillion
1835 Franklin St., Denver, CO, 80201 
http://www.acbco.org/

September 27

September 29

September 22

September 28
Colorado Assisted Living Association (CALA) Hosts
CDPHE Presenters: 
    *Terry Zamell, ALR Director - 
       Compliance, Enforcement & the New Medicaid Regulations
     *Dee Reda, Compliance Inspector 
       ”You Too Can Do What Surveyors Do: Find your De�ciencies Before the 
         Surveyor   Does”

Assisted Living Residences and Industry Professionals are encouraged to 
attend!

PRE-REGISTRATION REQUIRED

Register online at: www.cala-co.org/event.htm
Info@cala-co.org for more details

September 30
(DR) Con�ict Management Skills Training for Eldercare Professionals
Wednesday, 8:30 AM - 4:30 PM
Presented by ELDEResolutions and Law O�ce of Barbara Cashman Hahn
Location: Classic Residency by Hyatt- 2850 Classic Drive, Highlands Ranch
For info: 303-268-2280 - www.elderesolutions.com or debbie@elderesolutions.com

(SR) 8th Annual Senior Fair
Seniors Inc. Home Care Senior Resource Fair - 60 exhibits o�ering products 
and services for older adults- FREE Community Event 
Location: E-Free Church 3000 E. Main St.in Canon City CO 
Time: 9:00 am - 12:00 pm
Contact Susan Daggett and Debbie Giem at 719 269 1524 
sdaggett@seniorsinc.org and dgiem@seniorsinc. org 

(DR) Western Region Geriatric Care Management -
NAPGCM 19th Annual Conference
Location: Omni Interlocken Resort, Denver, CO
For Registration or more info:   http://www.westerngcm.org 

(DR) Disney Keys for Quality Service for Health Care Professionals
Wednesday, 8:00 AM - 4:30 PM 
Location: DU - Newman Center for the Performing Arts 
Address: 2344 East Ili� Ave, Denver, 80208 
**SeniorsResourceGuide.com welcomes the Disney Institute to Denver. This 
program is designed to help Healthcare Professionals improve their organization’s 
quality service by immersing themselves in the successful Disney model. 
IMPORTANT: Please use SeniorsResourceGuide.com's promotional code SRGMNW to 
receive $50 OFF PER GUEST when registering. Additional group discounts are 
available. To learn more and register go to: www.KeysDenver.com.

(DR) Joint Senior Coalition Meeting  (occurs only 4 x’s/year)
Tuesday, 9:30-11:30
Location: Lincoln Meadows Senior Living
Address: 10001 S Oswego St, Parker, CO 80134
Contact: Connie Torres - 303-790-1910
www.denverseniorcoalitions.org

September 16
(SR) Senior Resource Council Connection Meeting
Wed 8am - 10am
Sponsored by Pikes Peak Hospice
(719) 260-0744 or email info@srccos.org

Regions: Denver Region(DR), Northern Region(NR), Southern Region(SR) Western Slope (WS)

(SR) Alzheimer's Association Memory Walk
Colorado Springs- America the Beautiful Park
Saturday, September 19, 2009
Event Check-in: 8:00am
Memory Walk: 9:00am
Contact Karen Burghart at 719.266.8773 or 
karen.burghart@alz.org

September 19
(DR) Alzheimer's Association Memory Walk
Denver - City Park, Denver
Saturday, September 19, 2009
7:00am    Event Check-in
7:50am    Kids' Fun Run
8:00am    5k Memory Run
9:00am    5k Memory Walk
10:00am  Diaper Dash

(NR) Alzheimer's Association Memory Walk
 Fort Collins - CSU Oval
 Sunday, September 13, 2009
7:00am - Event Check-in
9:00am - Memory Walk
Contact Megan Balmforth at 970.472.9798 or 
megan.balmforth@alz.org

September 13

(WS) Alzheimer's Association Memory Walk
Grand Junction - Lincoln Park
Saturday, September 26, 2009
Contact Joni Karp at 970.256.1274 or joni.karp@alz.org

September 26

(DR) Alzheimer's Association Memory Walk
Fort Morgan - City Park
Saturday, September 12, 2009
Event Check-in: 8:00am
Memory Walk: 9:00am
Contact Ene Gaines at 970.392.9202 or ene.gaines@alz.org

(SR) Alzheimer's Association Memory Walk
Pueblo - City Park
Saturday, September 12, 2009
Event Check-in: 8:00am
Memory Walk: 9:00am
Contact Betty Nufer at 719.544.5720 or betty.nufer@alz.org

(SR) Alzheimer's Association Memory Walk
Southwest Colorado/Cortez - Parque de Vida
Saturday, September 12, 2009
Event Check-in: 9:00am
Memory Walk: 10:00am
Contact Elaine Stumpo at 970.259.0122 or elaine.stumpo@alz.org

September 12

(NR) Greeley- Island Grove Park
Saturday, September 19, 2009
Event Check-in: 8:00am
Memory Walk: 9:00am
Contact Ene Gaines at 970.392.9202 or ene.gaines@alz.org

(NR) Loveland -Centennial Park
Corner of W. 1st St. & Taft Ave.
Saturday, September 19
7:30am - Event Check-in
9:00am - Memory Walk
Contact Megan Balmforth at 970.472.9798 or 
megan.balmforth@alz.org

September 13-19
National Assisted Living Week

7:00am-10:30am  Events including kids activities, in�atable slide, 
co�ee, snacks, live entertainment, Young Professionals purple 
pancakes, family and multicultural tents and more!
Call 303.813.1669 or email us at memorywalk@alzco.org

Colorado Assisted Living Association

Your Source for Valuable Assisted 
Living Industry Resources
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call (800) 866-3142
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