Slides from Strategic Planning presentation by Dave Keaton June 21, 2023

13 Initiatives
Initiative ______|Description

(1) Modify Mission May include: Change mission statement to broaden
Statement, Add Vision desired impact in community; not limit structure to a
Statement Life Plan model

(2) Centennial May include: arranging a sale/partnership, figure out

timing, define structure and parameters that protect
and help sustainability of RVM, etc.

(3) Business Plan for Includes specific tactics and timetable to accelerate

Vacant Manor Apartments sales for vacant Manor apartments including possible
changes to price, agreement structure, service
provision, CapEx investments, etc. factoring in overall
economic impact to RVM

13 Initiatives (cont.)
initiative _______|Description

(4) New Business Plans for  Includes each of RVM’s health care business lines, inc. P&L

Health Care Business Lines  analysis; outlining what'’s necessary to maintain promise to
residents and level of quality commensurate with RVM
reputation; explore shifting to more long-term care provision
in a low regulated/non-gov’t reimbursement solution; future
of outpatient clinic; outpatient support in general; account
for durable pipeline of labor, etc.

(5) Capital Budget/Master Identify (a) non-revenue enhancing additions, such as new

Planning amenities (inc. wellness facilities), restructured use of
centralized spaces (waste implications, labor, etc.), etc., (b)
planning for replacement of facilities, inc. an assessment of
useful life across campus, and (c¢) revenue enhancing
spaces, inc. additional units

(6) Enhance Labor May include: best practices to be implemented; specific

Recruitment & Retention ways to address workflow/compress timeline for a new hire;
bigger ideas such as on campus/nearby housing and day
care; formally establishing RVM as an employer of choice



13 Initiatives (cont.)
Initiative | Description |

(7) Opportunities for May include: Market study to identify depth of market;
Primary Market specific ideas of housing options to match market
opportunity, community relations

(8) Opportunities for May include: Identification of potential markets based on a
Secondary Market criteria; outline marketing approach; consider need for
alternative contracts

(9) Explore Alternative May include: Modification to existing model through service
Model(s) to Reach Mid- provision, bundling of services, structure of contract, use of
Market Consumer technology, lower cost methods of construction, etc.

(10) Explore & Implement  May include: Workflow changes; use across enterprise, inc.
Innovations to Improve and beyond health care; identify areas where potential ROI
Operations is particularly high

13 Initiatives (cont.)
initiative _______|Description |

(11) Community May include: finding partners to create unique relationships
Partnerships to improve RVM (such as through housing options for
employees, special health care partnerships, etc.)

(12) Research Possible May include: eliminating or deemphasizing “manor” in the
Need/Opportunity to brand, etc. to help stimulate demand, particularly from out-
Change/Augment Rogue of-area, younger prospects

Valley Manor Brand

(13) Create a Sustainability May include: identifying specific ways that RVM can be
Plan more sustainable



Priority of Initiatives

High

Urgent

Low

Low Important

Initiatives in Greater Detail

High

Legend
(1)Mission & Vision
(2)Centennial
(3)Manor Apts
(4)Health Care
(5)Capital Budget
(6) Labor
(7) Primary Market
(8) Secondary Market
(9) Alternative Models
(10) Technology
(11) Community
Partnerships
(12) RVM Brand
(13) Sustainability Plan

Initiative Timeline Key Goals & Notes Human Capital RVM/PRS
(Low/Med/High) V%)
Mission and Vision 3 months - Re-evaluate appropriateness of current mission Low 80/20
- Create vision statement
- Consider using an outside facilitaor
Centennial 9 to 12 months |-Determine ownership and RVM buyout structure. RVM does not want to continue partial High 50/50
ownership of the Centennial property and would prefer to sell it to PRS who has expressed
interest. PRS would develop project to support RVM with continued occupancy; Hope to
arrive at a verbal agreement in advance of timeline
Manor Apartments 6 months Evaluate market study for market depth; evaluate move-in readiness, pricing, contract Med 50/50
offering, current demand for all MM residences; conduct preliminary research to better
understand the desired services within the MM building If this effort fails, a different and
more radical approach will likely be necessary - one that may involve a more significant
change to the business and operating model.
Business Plans for Health Care: 6 months Phase 1: Residential Uving and In Home Care Programs Low 70/30
Phase 1 Residentiol Uving and In -Retrospective analysis of finandlal performance and loss history (for In Home Care)
Home Care -Develop a sustainable plan for in-home care services in which the program revenues cover
program by evaluating the fi l impact of Resid I Uving (aka "AL")
program ing. Consider r king i role of AL for space.
Business Plans for Health Care: 6 months Develop a business plan for alternative approaches to short-term support for residents Low 90/10
Phase 2 Memory Support with memory-impairing il L Ex g on the b plan




Initiatives in Greater Detail (cont.

Business Plans for Health Care.
Phase 3 Skilled Nursing

6-12 months

Key Goals & Notes

Strategic Plan Goal: Finandal Performance improvement for a Skilled Nursing Facility
Objective: To enhance the financial performance of the skilled nursing fackty by optimizing
revenue generation, cost age and finandal ability, while g high-
|quality care for residents By implementing this strategic plan goal, we aim to optimize the
|financial performance of the skilled nursing facility, ensuring its long-term sustainabiity,
while providing high-quality care and services to residents within the retirement
[community. Begin with a retrospective analysis of finandal performance and loss history.
Develop b plan for ad al revenue-building opportunities
*Hospice Respite Admissions

eAdditional publi beds

slong Term Private Pay admissions

Human Capital
(Low/Med/High)
Med

RVM/PRS

V%
70/30

8 Plan for Health Core
Phase 4: Monor Terroce Care Suites
2nd floor expansion

18-24 months

Strategic Plan Goal. Manor Terrace Care Sustes 2nd Floor Expansion

Objective: To successfully plan and execute the expansion of the Manor Terrace Care Suites
on the 2nd floor, providing enhanced healthcare services and accommodations to meet the
|growing needs of resid within our

Y

50/50

Capitol Budget / Master Plonning -
Phase #1 - Complete Analysis

6 to 9 months

Hire and retain a “reserve study” itant to evaly alll y physical assets for
antidpated usefull life and time adjusted replacement costs. RVM will the utilize report to
reserve and allocate funds to maintian property appropriately. This effort will likedy help
make 3 dstinction between reserve needs and strategic investment 0pportunities.

90/10

Copitol Budget / Master Planning -
Phase #2 - Operationakization of
Plon

This will help create opportunities to institutionalize the execution of the Master Planning
and will involve the participation of multiple groups.

90/10

Lobor: Recruitment & Retention

nitiatives

6 months

Key Goals & Notes

Strategic Plan Goal: improving Recruitment and Retention of Staff for RVM

Objective: To enh. the recr andr strategies for staff members, ensuring
2 highly qualified and engaged workforce that supports exceptional resident care and
satisfaction

By implementing this strategic plan goal, we aim to attract and retain a highly skilled and
engaged workforce, create a work and ulti dy enh the quality
of care and services provided to our residents in the retirement community.

This step is to create strategies and tactics that are then executed as part of the primary
business.

Human Capital
(Low/Med/High)
Llow

In Greater Detail (cont.

RVM/PRS

70/30

Opportunities for Primary Market

3 to 6 months

Evaluate market study for market depth; evaluate ways to continue and grow our local
market exposure and connections; launch new campaigns / tactics to grow connections with
local market

50/50

Opportunities for Secondary
Morket

12 months

Evalute secondary market areas that we visit to evaluate penetration; evalutate other
markets to understand how our secondary markets may grow; re-envision all the ways we
reach and interact with secondary markets (in person, virtually) throughout the sales
process; launch new creative campaigns and tactics to existing and current markets

25/75

Alternative Models for Mid-Moarket
Consumer

12 months

Industry Is fully aware of significant market opportunity for the mid-market priced product.
RVM needs to study alternative contracts and construction methods to determine if RVM
has the desire and capacty (both physical and finandal) to offer a mid market product.
Define “middie market™ consumer and application to geography (Le., primary vs. secondary
market)

30/70




Initiatives

In Greater Detail (cont.)

Initiative Timeline Key Goals & Notes Human Capital RVM/PRS
(Low/Med/High) (%/%)
10 |Innovation to Improve Ops 12 months RVM team will evaluate various innovations, inc. but not limited to technology, to improve Med 30/70
operations is all departments. Will determine where RVM prefers to be placed on the
"Technology Bell Curve” to guide future technology decisions. Note: innovations that
present themselves at any point can be implemented.
11 |Collaborative Partnerships 3 to 6 months  |Research opportunities of what's possible with local partners Low 80/20
12 |RVM Brond 6 months Evalute brand equity and customer sentiment re: the name "Rogue Valley Manor"; consider Med 50/50
alternatives to name that would be more attractive / relevant to future residents
12 |Sustainability Plan: Phase 1 - 6t09 th Select a bility I to develop a wide plan for multiple operating Med 80/20
Create Plan areas induding landscaping, HVAC and utilities with the goal of increasing sustainability and
lowering future operating costs.
13 |Sustainability Plan: Phase 2 - 6 months This will help create opportunities to institutionalize the execution of the sustainable plan Med 90/10
Plan and will involve the participation of multiple groups.
Phasi f Initiati
£Y23 EY24 EY25 EY25
2023 2024 2025 2026
(1) Mission & Vision
(2) Centennial |

(3) Manor Apartments

(4) Business Plan for HC: Phase 1 (RL & HC)
(4) Business Plan for HC: Phase 2 (Mem)
(4) Business Plan for HC: Phase 3 (SNF)

(4) Business Plan for HC: Phase 4 (Care Suites) I
(5) Capital Budget / Master Planning: Phase 1 | |

(5) Capital Budget / Master Planning: Phase 2 |

(6) Labor: Recruitment & Retention
(7) Opportunities for Primary Market
(8) Opportunities for Secondary Market [
(9) Alternative Models for Mid-Market Consumer

(10) Innovation to Improve Ops

(11) Collaborative Partnerships | |

(12) RVM Brand [ |

(13) Sustainability Plan - Phase #1 | |

(13) Sustainability Plan - Phase #2 I |




