CASE STUDY
How BILD & Co Helped a Multi-Campus Life Plan Senior Living Organization Increase Move-Ins by 50% Through Marketing Transformation, Consumer Education, and Revenue Alignment
Client Overview
Client Type: Multi-Campus Senior Living Provider
Services: Independent Living, Assisted Living, Memory Care, and Life Plan Communities
Challenge:
The organization engaged BILD & Co to strengthen its marketing performance, improve Life Plan awareness, increase qualified lead generation, and create a stronger digital presence.
Leadership recognized that despite significant investment in marketing, prospects remained confused about the value proposition, conversion rates were inconsistent, and occupancy growth was lagging expectations.

Marketing Challenges Identified
During the initial assessment, BILD & Co discovered several critical barriers impacting marketing effectiveness:
Consumer Education Gap
Prospective residents and adult children did not fully understand:
· What a Life Plan Community is 
· Contract options and financial structures 
· Long-term value and healthcare protections 
· Key differentiators versus competitors 
This confusion was creating friction throughout the buyer journey.
Digital Visibility Challenges
The organization's digital ecosystem lacked:
· Search-driven educational content 
· AI-search optimization 
· Structured FAQ architecture 
· Consistent messaging across channels 
· Conversion-focused web experiences 
Lead Conversion Leakage
While marketing generated inquiries, substantial opportunities were being lost because:
· Response times were inconsistent 
· Follow-up processes varied by campus 
· Lead ownership lacked clarity 
· Referral opportunities were underdeveloped 
Limited Marketing Accountability
The organization lacked:
· Full-funnel reporting 
· Inquiry-to-tour visibility 
· Tour-to-move-in conversion metrics 
· Marketing attribution analysis 
As a result, marketing decisions were often based on assumptions rather than performance data.

BILD & Co Marketing Strategy
Phase 1: Market Positioning & Brand Clarity
We repositioned the organization as a trusted educator rather than simply another senior living provider.
Deliverables Included:
· Life Plan positioning strategy 
· Messaging architecture 
· Buyer journey mapping 
· Competitive differentiation framework 
· Executive marketing strategy alignment 

Phase 2: Consumer Education Campaign
Recognizing that education was the greatest barrier to conversion, BILD & Co created an education-first marketing strategy.
Marketing Assets Developed:
· "What Is a Life Plan Community?" educational brochure 
· FAQ content library 
· Sales and marketing educational messaging 
· Website educational content 
· Consumer-facing value proposition framework 
The objective was to help prospects self-educate before entering the sales process.

Phase 3: Website & Digital Experience Optimization
BILD & Co conducted a comprehensive review of digital touchpoints and implemented enhancements designed to improve discoverability, engagement, and conversion.
Key Improvements:
· Website content optimization 
· User experience enhancements 
· Search engine optimization (SEO) 
· Answer Engine Optimization (AEO) 
· AI-search readiness deployment 
· Conversion pathway improvements 

Phase 4: Search & AI Visibility Strategy
As AI-powered search behavior continues to reshape consumer discovery, BILD & Co deployed one of the industry's first senior living AEO strategies.
Included:
· AI-indexable FAQ architecture 
· Structured content deployment 
· Search intent mapping 
· Long-tail educational content strategy 
· Enhanced visibility across emerging AI search platforms 
This positioned the organization for future consumer search behavior while strengthening traditional SEO performance.

Phase 5: Marketing Analytics & KPI Infrastructure
BILD & Co implemented a comprehensive reporting framework connecting marketing activity directly to occupancy outcomes.
New Visibility Included:
· Website traffic tracking 
· Inquiry generation tracking 
· Inquiry-to-tour conversion 
· Tour-to-move-in conversion 
· Lead source analysis 
· Weekly performance reporting 
This transformed marketing from a cost center into a measurable revenue engine.

Marketing Results
Increased Consumer Engagement
+54% Increase in Qualified Tours
Marketing optimization, educational content, and improved lead management generated a substantial increase in qualified prospect engagement. 

Increased Move-Ins
+50% Increase in Move-Ins
Move-ins increased from 38 to 57 during the post-implementation period following deployment of the marketing and conversion strategy. 

Improved Occupancy Performance
+21 Unit Performance Swing
The organization moved from a negative occupancy trajectory to positive net growth. 

Enhanced Marketing Visibility
For the first time, leadership gained:
· Full-funnel reporting 
· Marketing attribution visibility 
· KPI-driven decision making 
· Real-time performance insights 
Marketing effectiveness became measurable and actionable.

Marketing Innovations Delivered
Education-First Marketing Strategy
Shifted messaging from selling senior living to educating consumers.
AI Search Optimization
Implemented Answer Engine Optimization (AEO) to improve visibility in emerging AI-driven search environments.
Consumer Journey Redesign
Created a structured educational path that reduced buyer confusion and increased trust.
Marketing-Sales Alignment
Connected marketing efforts directly to occupancy outcomes through shared KPIs and accountability.
Referral Growth Strategy
Identified and activated one of the organization's highest-converting lead sources through structured referral marketing initiatives.

Why This Matters
Many senior living organizations focus exclusively on generating more leads.
BILD & Co takes a different approach.
We focus on:
· Attracting the right prospects 
· Educating consumers 
· Improving conversion performance 
· Building marketing systems that support sustainable occupancy growth 
Because marketing should not be measured by clicks, impressions, or leads alone.
It should be measured by move-ins.

Results Summary
	Outcome
	Result

	Move-Ins
	+50%

	Qualified Tours
	+54%

	Net Occupancy Performance
	+21 Unit Swing

	KPI Visibility
	Implemented

	AI Search Readiness
	Implemented

	Consumer Education Platform
	Implemented

	Marketing Attribution
	Implemented

	Sales & Marketing Alignment
	Implemented


Results reflect performance improvements achieved during the first six months following implementation of BILD & Co's marketing, digital, educational, and revenue optimization initiatives. 
