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• Co-founder & CEO of Linked Senior, a resident 
engagement platform for senior living

• 16+ years Senior Living experience
• Master’s thesis on nursing homes: “The nursing 

home, a Foucauldian paradigm” (Georgetown, 
2006)

• Certified Dementia Practitioner
• Validation Method Worker
• MEPAP 1
• I believe Old People Are Cool
• I believe Senior Living is #ActivitiesStrong

Charles 
de Vilmorin
General Manager, 
Linked Senior
LifeLoop
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LifeLoop
Since 1999, LifeLoop has had the same mission: make senior living exceptional for everyone

26+ years serving senior living communities

4,700+ communities served

550K+ lives touched by our solution

85% of customers recommend us1

60 of the top 100
senior living communities are trusted partners of LifeLoop’s 
operational and engagement platform

12024 LifeLoop NPS customer survey
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Helping senior living communities flourish
Why LifeLoop
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Comprehensive solution to improve senior living

Operations & management
Scheduling & planning
Workflow automation

iN2L content
Resident personalization
Wellness-focused engagement

Communication
Involvement
Convenience

Performance trends
Engagement index
Operational insights & best practices
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Webinar
Agenda

Introduction

1 Current state of resident engagement

Q&A

2 Next steps

3 The path to the social prescription model



Introduction
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Three trends
A. Dementia inclusion – Aspire to freedom
B. Resident Engagement is intentional 
C. Value Based Care
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A. Dementia inclusion – Aspire to freedom



Confidential. Do not distribute without approval.

“A musician must 
make music, 

an artist must paint, 

a poet must write,

if he is to be ultimately 
at peace with himself. 

What a man can be, 
he must be.”
Abraham H. Maslow 
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B. Resident Engagement is intentional 
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How many minutes 
of activities does 
a resident receive 
each day?

11 minutes in SNF
20 minutes in AL
Source: CDC report 2015
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Resident Engagement is a Decision
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C. Value Based Care
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What is Value Based Care for Senior Living?
"Value-based care" in senior 
living refers to a healthcare 
delivery model where senior 
living is paid based on the 
quality of care provided to 
residents, focusing on 
improving health outcomes 
and overall well-being rather 
than simply the volume of 
services delivered.
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Live Long, Die Short: A Guide to Authentic Health and Successful Aging 
Paperback – January 14, 2014 by Roger Landry
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"Health is a state of complete physical, 
mental and social well-being and not 
merely the absence of disease or infirmity."

~~~ The World Health Organization
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https://via.serviam.org/blog/an-introduction-to-value-based-care-for-senior-living-operators/ 

https://via.serviam.org/blog/an-introduction-to-value-based-care-for-senior-living-operators/
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SWOT
Strengths and weaknesses are internal to 
your company/Department—things that 
you have some control over and can 
change.

Let’s work through a very quick SWOT 
together using the chat function. (Usually 
takes us an hour to an hour and 
half)  
1. Strengths  
2. Weaknesses  
3. Opportunities  
4. Threats Scan to download a 

copy of the SWOT



Confidential. Do not distribute without approval.

SWOT Results 2023
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SWOT Results 2024 

0 5 10 15 20 25

Threats

Strengths

Weaknesses

Opportunities

Village SWOT Results 

Second Response Top Response

Training
Housekeeping, Laundry, Maintenance 

Life Enrichment Programs
Team – strong 
leads, tenure 

Budgets, Pay Rate, Cost of Care 
Staffing/Recruiting 

Local Resources and Partnerships
Training



Current state of resident 
engagement

Note about the data:
• Benchmark white paper exclusive for our 

clients
• Data representative of clients in the US
• Supportive living only (Assisted Living, 

Memory Care, Skilled Nursing Facility)
• Acronyms:

• AL: Assisted Living
• MC: Memory Care
• SNF: Skilled Nursing Facility
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‘Thrive in 2025’

https://seniorhousingnews.com/2025/01/29/thrive-in-25-or-perfect-storm-senior-living-industry-prepares-for-big-year-ahead/
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Next Steps
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Poll time!
We’ll have 6 poll questions and a discussion around the results!
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Q1: Help from other departments

Are you consistently getting help from other departments? 

• Yes 

• No
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Q2: Collaboration with Marketing

How frequently do you collaborate with your sales and marketing 

department?

• Daily 

• Weekly

• Monthly 

• Never
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Q3: Behavior expressions

Do you get help from your clinical / care department with 

managing behavior expressions?

• Yes

• No
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Q4: Tools for purposeful engagement

Do you have the tools and staff to engage all of your residents 

with purpose?

• Yes

• No
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Q5: Resident and family satisfaction 

How frequently do you discuss resident and family satisfaction 

with your administrator or executive director?

• Weekly

• Daily

• Monthly

• Never
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Q6: Know your residents?

How do you get to know your residents?

• A dedicated tool to help to get to know the residents

• Electronic Health Record

• Paper document or form

• Other



The Path to the 
Social Prescription 
Model
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2. PLAN
and create 

individualized 
strategies

1. GET TO KNOW
and understand 

the  interests and 
preferences of all your 

residents

3. ENGAGE
person-centered 
and therapeutic 

programs

4. EVALUATE
program effectiveness

to optimize resident 
experience

NEEDS
& PURPOSE

Creating personal experiences – one resident at a time 
Using data, technology, & resident engagement expertise to 
prescribe resident engagement
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Technology amplifies person-centered care

#ActivitiesStrong Resident Engagement Index Score Inferential analysis -723 respondents 09-21-2020 - https://activitiesstrong.com/reis/
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The 85/35/1 Rule

C = 1
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VBC Measurements

Satisfaction

Engagement

Request met

Falls

Weight Loss

Polypharmacy

LOS

Additional Revenue 
Streams

Shared Savings

Higher OccupancyRehospitalizationCustom Assessments

Experience Clinical Business

Congruence Depression

Other clinical
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Thank you!
Charles de Vilmorin | 202-277-2726  
Charles.devilmorin@lifeloop.com
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Scan to learn more 
and register
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Stay in the loop!
Visit our new Activities Strong webpage on 
lifeloop.com to sign up for updates on upcoming 
#ActivitiesStrong webinars and discover new 
resources for senior living professionals.
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