Marketing and Communicating with the Aging in Place Client (CAPS I) 12/1/23
© 2023 NAHB. No further reproduction allowed.



2 Identifying the Aging in Place Market and Its Needs

Section 4: AIP Contractual Considerations ..., 65
Learning ODJECHIVES ... ssssnes 65
INEFOAUCTION ... 65
Authorizations for AIP Projects ..., 66
CAPS Professional Contractual Considerations............occueneienn. 68
Activity 4 — 1: Death and Nondisclosure With the AIP Client..... 71
ProjECT PropOSal ... ssssssssssssssssssssssssenes 78
Activity 4 — 2: Presenting the Project .........ccoivcveinsinenssinsissnennnn, 80
KEY TAKEAWAYS ..ot sssssssssssssssssssses 85
Section 5: Leveraging Partner Relationships.........ccccoevvvviineinnn, 87
Learning ODJECHIVES ... ssssnes 87
INEFOAUCTION ... 87
Partnering With an HCP ... 88
Activity 5 — 1: Unfamiliar Terms and Phrases..........cccovevvrnnnnne, 102
Partnering With Other Specialists ... 103
KEY TAKBAWAYS ..ot sssssanes 106
APPENAIX A oo 107

Marketing and Communicating with the Aging in Place Client (CAPS I) 12/1/23
© 2023 NAHB. No further reproduction allowed.





