
Senior Living Communities
Improve Direct Mail
Campaign Results
Strategy drives lower costs per lead and higher
response rates

University Village generated 546 re-inquiries

Morningside lowered cost per lead $121

Campaign Results Show Success and Increased
Lead Generation

In comparison to their previous strategy, both communities increased new

leads, generated higher response rates, and lowered costs per lead.

Utilizing Unique Selling Points to Appeal to the Market

University Village Thousand Oaks and Morningside of Fullerton had historically

begun each fiscal year with a large giveaway mailer campaign. This strategy

was showing dwindling results for the communities, both of which had a

desire to fill the sales funnel and generate more re-inquiries.

Attane developed a new strategy focused around one of the unique selling

points of the communities: their Type A contract o�erings. A fulfillment letter

with a Type A guide was created and deployed to showcase the communities’

o�erings and educate the target market.
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Communities
• University Village Thousand Oaks

• Morningside of Fullerton

Organization
• Continuing Life Communities

Locations
• Fullerton, CA

• Thousand Oaks, CA

Challenges
• Low response rates

Solution
• Direct Mail

Results
• Higher response rates and

   lower costs per lead
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WHY ATTANE?
Backed by decades of momentum in data science and marketing innovation, Attane delivers integrated solutions that drive sales success.

To learn more about modern marketing technology and strategy built for senior living, healthcare and financial services industries, 

visit attaneresults.com  8880 WARD PARKWAY, SUITE 400 | KANSAS CITY, MO 64114 | 913-491-0600

www.attaneresults.com

