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PEOPLE BUSINESSES
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" | It'ga special career indeed that allows you to

make a difference in society as well as make
a good living. In fact, several companies we
profile in this issue do well by doing good.

“This is really a people business and we
are changing people’s lives,” notes Jeff Bev-
is, president and CECQ of FirstLight Home-
Care (page 48). “If that appeals to you then
this may be a framchise to consider.”

FirstLight HomeCare and Senior Care
Authority both help families care for their
eldest members. Other business models fo-
cus on clients who are quite a bit younger.

“Everything we do on a day-to-day basis
[is] with the care and education of children
in mind,"” explains Greg Helwig, the presi-
dent of childcare provider Kiddie Academy
(page 58). “We focus a lot on character is-
sues, which you don't often hear about, but
for us it’s very important to teach children

manners and politeness in addition to all the
essential educational pieces.”

Then there is Tutor Doctor (page 64),
which helps students who might be strug-
gling academically. “The biggest gift that
students come away from the program with
is the confidence that they can accomplish
anything they set their minds to,” President
Frank Milner observes.

(Of course, all franchises should have some
positive impacts on their communities. But
if yours specializes in giving people a hand,
we'd love to hear from you.
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Giving Back

* SENIOR CARE AUTHORITY

wWww. Eaniorcarea

.com / Fromchises: 21 / Headguarters: Petaluma, Calif. /

Frank M. Samson, (EO: “ really makes you feel good ot the end of the day.”

Senior Care Authority helps its franchisees grow by
providing unparalleled support. BY STEPHANIE CRETS

When a loved one gets old-
er, fipuring out how to properly care
for them can be a difficult, daunting
task. With so manylong-term care op-
tions, how can anyone be sure they're
making the best one for their parent,
grandparent or other family member?

Senior Care Authority is a senior
placement service specializing in as-
sisted-living, memory and residen-
tial care that offers hands-on quality
assistance throughout the complex
selection process. With 21 franchised
locations across the country and
more coming aboard, Senior Care Au-
thority goes above and beyond to find
the right solution for families.

CEO Frank Samson has an exten-

sive background in franchising, but
found getting the answers he needed
while navigating the healthcare sys-
tem were challenging for family mem-
bers. Samson saw an OppOrTUNItY to
meet the demands of an aging popu-
lation that will only continue to grow.
Thus, Samson founded Senior Care
Anthority in 2009.

“Early on, I recognized that this
was going to work,” he says. “Not only
was it a good business opportunity
but more importantly, 1 felt like [ was
giving back. Throughout my career,
| enjoyed helping others set up their
own business and being successful.
| wanted to do the same thing in this
wonderful industry.”

Samson started franchising the
company at the end of 2014 and cur-
rently covers 35 territories with
plans to be in 100 markets by the
end of the decade. “That's certainly
a short-term goal but we're also very
conscious of growing too quickly,™
Samson says. “We know how ma.njﬁ
franchisees we can support at a high
customer service level. We're gruw—
ing at the right pace to hitthose goals.
We want to go beyond 100, but it’s an
important first step.”

Fuut-Service OperATION

Senior Care Aunthority prides itself
on being a full-service operation that
provides personalized assistance and
guidance to families through the nu-
merous long-term care options. Se-
nior Care Authority provides a neces-
sary process for families.

“One of the key points is we are
full-service,” Samson says. “If we
don't have someone local, we're not
going to try to help that family, with
the exception of referring them to
someone local.. Our moddel is to first
advise families and then assist them
with placement services if that is the
best next step for them. The beaury
of our model to the family is that we
earn a commission from the actual as-
sisted living location, sowe don'thave
to charge the family anything for the
placement process.”

Sometimes, however, the company
works with a family that needs other
assistance because they're not {fml:q
ready to put their loved one in assist-
ed living. For that, Senior Care An-
thority can take on a consulting role
for families.

“I'hat’s something we've incorpo-
rated into our franchise that's J.?m:q
unique,” Samson continues. “The
two, I've felt, strongly work well to-
gether. And families appreciate [it].®




Many Senior Care Authorty franchi-
sees choose this business model be-
cause shey have personally experienced
the challenges of caring fer aloved one
Whileshat'snota prerequisite for mking
ona franchise, it cerwinly gives them in-
sight into shis crucial life step.

“People get into this because it real-
ly makes you feel good at the end of the
day - the $ect that you can make a good
living, build equity in the business and
really feel like you gave back by helping
famibes,” Samson says. “When | get a
message from a family member about
how 1 helped sheir faruily, helped their
loved one find a place o live and receive
proper care, how I made iteasier on their
faruily and made their father or grand
father’s fimal years more comformble
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—you can't put a price tag on that Our
franchisees do not getinwo thiz business
just fer the money since there’s so much
more toit than just that.”

Other benefits of a Senior Care Au-
thority francbise are that itrequires ver y
little overhead and can be operased out
of a franchisee's home. For new franchi-
sees, the company offers.a comprehen-
sive, ongoing online training prograro
taught be some of the top educasorsin
our industr y. After that, the franchisees
move on to one-o11-one coaching, which
includes assisted-living regulations and
applying many of the details learned in
the online training,

“I go out to spend time with the fran-
chisee in theirmarketandgoout on calls
with themn, visit assisted-living cemmu-
nities: and residential care homes and

4
a g

show them first-hand what to look for
and how we vet the facilites,” Samson
note=. “We're veryhands-on with that”

Afver @raining and coaching is com-
plete, a franchisee is ready to build his
or her business Senior Care Author ty
helps its franchisees market themselves
by providing a fully customized websise,
social media platforms. proven market-
ing stxategies and marketing materials
0 hit the ground cunaing.The company
will provide the necessary “behind she
scenes’'supportfore achfranchisee.

“We make evecything as seamless
as posstble so they can concentrase m
buildingtheir local relationships,” Sam-
son says. “What really gets me excitedis
wteen | seea franchisee doingwell. mak
ing placements andknowing that things
are happening.” €

Sentor Advacacs and Livine Sora

(888) 809-1231 ext. 2

www.SeniorCareAuthority.com/franchise
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