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Today’s Topics

 Senior Living Current Realities

• Financial Environment 

• Workforce

 Evolution of  Senior Living

 Future Consumer 

 Asbury Communities’ and Garden Spot Communities’ 

Strategic Response 





Mission Statement:

“Inspired by the life of Jesus, we 

cultivate vibrant community for 

purposeful living.”
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Mindset

Can’t Because…

ABUNDANCE:
Can If…

SCARCITY:



Senior Living Current 

Realities



Driving Systemic Change

Four Horsemen 



The spectrum of choices for seniors

Subacute

Rehab

Memory 

Support Skilled 

NursingPACE 

Programs

Respite

Care

Assisted 

Living

Continuing 

Care at 

Home
Senior Health

& Wellness Center

Geriatric

Assessment &

Case Management

Senior Center

Services

*Community

Based

Services

Wellness

Program

Case

Management

Independent

Living
Adult

Day Services

Memory

Support

Assisted

Living

Home

Health

Care

Skilled 

Nursing

Hospice Acute

Transitional 

Medicare

*Transportation; Information/Referral; Counseling; Meals-on-Wheels; Integrated Day Care; Homemaker/Chore/Housekeeping; and Emergency Response System

Adapted from Greystone Communities’ Continuum of Care Chart

AACs

85+60+ 90+

75+

70+

AGE

Preventative Long-term Care

Continuing Care Retirement Community
Hospital



16&  HJ SIMS

Senior Living Current Reality
Source: Refinitiv, Wall Street Journal

Financial Trends – 
Focus on Financial Sustainability
Margin Compression
• Wage pressures
• Rising interest rates
• Stagnant reimbursement rates
• Inflation - construction, supplies, inventory

• Double digit+/- increase in fees not enough to offset rising costs

Complexities of Operations
• Labor shortages, turnover, training, agency staffing
• Turning around/downsizing/converting skilled nursing units
• Resident demands

Factors Beyond Management’s Control
• Financial impact of COVID
• Lack of additional federal/state relief funding
• Decline in investment portfolio
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Senior Living Current Reality
Source: Refinitiv, Wall Street Journal

Consolidation
▪ Significant increase in acquisitions, mergers, and 

sponsorship transitions
▪ Further fueled by escalated construction costs
▪ Accelerated by COVID

Leadership Turnover
▪ Aging C-suite
▪ Limited or no bench strength – affordability of talent
▪ Attracting and recruitment of strong board members

Limited Debt Capacity and Access to Capital 
▪ Market volatility/inflation concerns
▪ Bank consolidation and conservatism
▪ Higher lender rates, restrictive terms and covenants

Occupancy growth
▪ Absorption rates should improve with decline in 

new construction and growth in senior 
demographics

▪ Labor market improving to help bring revenue 
online

▪ Impact of rising mortgage rates on home prices

Financial Trends – Focus on Financial Sustainability
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LIFE PLAN COMMUNITY/CCRC SECTOR CONSOLIDATION
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Source: Ziegler Investment Banking National CCRC Database, 9/1/23
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HOW DOES YOUR ORGANIZATION PLAN TO GROW IN  THE NEXT TWO YEARS?

Source: Ziegler CFO Hotline, August 2023

54%
Unit Expansion

32%
Affiliation or  

Acquisition

18%

New  

Community  

Development
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Source: Ziegler Investment Banking, September 2023

DRIVERS FOR NFP SENIOR LIVING CONSOLIDATION
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Diversify Service Lines
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• Occupancy Challenges

• Operational Cost  
Increases
• Labor
• Food
• Insurance

2000 2023
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WHAT BENEFITS DOES GREATER SCALE PROVIDE?

Source: Ziegler Investment Banking

WORKFORCE-RELATED

• Recruitment advantages (staff, board)

• Career ladders

• Addition of specialty positions

• Pooled labor

FINANCIAL OPERATIONS

• Ability to spread overhead; operational economies

• Greater purchasing power (food, tech, supplies)

• Improved access to capital

FINANCIAL: CAPITAL & GROWTH-RELATED

• Improved access to capital (seed capital, ratings benefits, lines of credit)

• Upstreaming of cash to parent: strategic growth funds

• Fundraising resources

• Greater opportunities for affiliations & acquisitions

MARKET CONCENTRATION

• Enhanced brand recognition to consumer

• Partnership opportunities

• Enhanced hospital/health system relationships

• Continuum of products/service lines
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Senior Living Current Reality
Senior Living Defaults
• In December of 2022, Bank of America published 

a Global Research report, which stated that 
Senior Living represented $600M (46% of 
1.33B) of first-time payment defaults in 2022.

• Bank of America estimates that first time 
defaults could reach $2.1B in 2023.

• Fitch Rating assigned the Senior Living sector a 
“deteriorating outlook” for 2023.

• Further, an S&P report (graph to right) indicated 
that the healthcare industry has ~$175billion in 
maturities over the next three years with 78% 
represented in short term loans.

22
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Sources: 2020-2023 LeadingAge Ziegler 200 Publications (data YE 12/31); Note: Expansions only include those projects adding 25 or more units

NFP SENIOR LIVING COMMUNITY GROWTH: LZ 200 TRENDS
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Evolution of Senior Living
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Rethinking the Senior Living Continuum– Anticipating Future Consumer Expectations

Easter morning 1900:  5th Ave. New York City
Spot the Automobile

Source:  US National Archives

Easter morning 1913:  5th Ave. New York City
Spot the Horse
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Evolution of Senior Living
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Rethinking the Senior Living Continuum– Anticipating Future Consumer Expectations
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DEMOGRAPHIC TRENDS ACROSS THE AGE SPECTRUM

Source: “The Demographic Outlook: 2023-2053,” Congressional Business Office, January 2023

2023 U.S. Annual Population Growth Rate (All Ages): .50%

Youngest Boomers turn 75
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With the Baby Boomer market at 75+ million people and representing 40% of the market, Baby Boomers are a serious target population 
for lots and lots of products and services. 

• Boomers are a very big audience. Boomers are an affluent generation controlling 70% of disposable income in the U.S. representing 
$2.6 trillion in buying power in the U.S.

• Boomer are much more tech-savvy than you think. The 55+ audience spends $7 billion per year online.  $400 million more online in 
2019 than the younger generations.

• 96% of baby boomers use search engines

• 85% use email

• 92% shop for product and services on-line

• Boomers are healthy and active

• Motivated to purchase self-care products that inspire healthiness and the ability to age in place

• They are a major purchasers of nutritional supplements and technologies that empower independence

• Boomers are focused on consumer products that feature customization, value, experience, simplicity and convenience.

Source: Forbes 2017 and Consumer Healthcare Products Association – 
Insights with Impact 10/2020

Industry Trends – The “New” Consumer

Significant Ways Boomers are Changing the Senior Living Industry
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✓ 69% of residents reported that moving to a 
Life Plan Community “somewhat or greatly 
improved” their social wellness.

✓ Life Plan Community residents tend to have 
greater emotional, social, physical, intellectual, 
and vocational wellness than their community-
dwelling counterparts.

✓ Residents report significantly more healthy 
behaviors than community dwellers (not just 
more exercise).

Source: https://www.matherlifewaysinstituteonaging.com/agewellstudy/

Wellness Outcomes

Industry Trends – The “New” Consumer
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https://www.matherlifewaysinstituteonaging.com/agewellstudy/
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“
CHANGE IS DIFFICULT 

NOT CHANGING IS FATAL



Strategic Blueprint- shaping our work today

30

Strategic Focus Areas

1. Design and deliver the next generation of transformative “Retirement” Community & Hub.

2. Develop People-Positive strategies and systems to meet the needs of the transforming 

workplace. 

3. Scale and expand our communities (size, number and types) for long-term viability.

4. Secure new, alternative funding sources to support transformative ideas.

5. Design systems and infrastructure to support planned growth and expansion.

Approved: February 2023



                          

 

      



Stronger Together



Thank you!


	Slide 1: CCRC Industry Challenges & Solutions  Presented by:  Doug Leidig,   President & CEO, Asbury Communities  Steve Jeffrey,  Chief Strategy Officer, Garden Spot Communities Co-Founder - ForgeWorks  
	Slide 2: Today’s Topics
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12: Mindset
	Slide 13: Senior Living Current Realities
	Slide 14
	Slide 15: The spectrum of choices for seniors
	Slide 16: Senior Living Current Reality
	Slide 17: Senior Living Current Reality
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22: Senior Living Current Reality
	Slide 23
	Slide 24: Evolution of Senior Living
	Slide 25: Evolution of Senior Living
	Slide 26
	Slide 27: Industry Trends – The “New” Consumer
	Slide 28: Industry Trends – The “New” Consumer
	Slide 29
	Slide 30: Strategic Blueprint- shaping our work today
	Slide 31
	Slide 32
	Slide 33

