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WHAT IS SUPPORTIVE DAY?

National Council on Aging and National Adult Day Services Association -

The Standards and Guidelines-define the ranges or levels of care. They all begin with the
following care services: assessment and care planning, assistance with ADLs, health
related services, social services, therapeutic activities, nutrition, transportation, and
emergency care.

The three levels of service are:

CORE SERVICE — Supportive Day

The participant who receives core services needs socialization, some supervision,
supportive service, and minimal assistance with ADLs. This person may have multiple
physical problems but is stable and does not need nursing observation or nursing
intervention. There may be some cognitive impairment, but the resulting behavior can be
handled with redirection and reassurance. This participant can communicate (though not
necessarily verbalize) personal needs.

ENHANCED SERVICE — Adult Day Care

The participant who receives enhanced services needs moderate assistance. This person
may need health assessment, oversight, or monitoring by a nurse; therapy services at a
functional maintenance level; or moderate assistance with one or more ADLs. This
participant may have difficulty with communication or making appropriate judgments or may
demonstrate disruptive behavior periodically that can be accommodated with increased
skills or time by staff members.

INTENSIVE SERVICES — Adult Day Care

The participant who receives intensive services needs maximum assistance. This persons
medical condition may be stable and may require regular monitoring or intervention by a
nurse. Rehabilitative or restorative therapy services may be needed. There may be a need
for total care of one or more ADLS, or moderate assistance with more than three ADLs at
the center, or a need for a two-person assist. The individuals may be unable to
communicate needs or may display behavior requiring frequent staff intervention or support,
and even more skills or time by staff members.

Each Adult Day Center shall define the target population (s) it intends to serve.
Each Adult Day Center shall serve only those participants whose needs while at the center
do not exceed the center’s resources. They should not serve those participants who would

be served more appropriately in a different setting.

Each center shall have a mission and philosophy. Statement should reflect the needs of the
participant and the care and services it is committed to providing.




Each center shall have a written policy for appropriate participants and for those who may
be appropriate for enrollment.

Each center shall conduct an assessment of each potential participant in order to determine
whether or not that participant is included in the center’s target population and whether or
not the center can meet the need of the participant.

Center policies shall define the target population, admission criteria, discharge criteria,
medication policy, participant rights, confidentiality, and grievance procedures.

Each center shall have a governing body with full legal authority and fiduciary responsibility
for the overall operation of the program in accordance with applicable state and federal
requirements.

Each center shall have an advisory committee.

The advisory committee shall be representative of the community and participant
population.

The governing body shall review, approve, and revise a current written plan of operation.

A written plan for handling emergencies shall be developed and be accessible easily in the
center and in all center vehicles.

Plans for evacuation and relocation of participants shall be in place in the event of power
outage or other emergency situations.

An organizational chart shall be developed to illustrate the lines of authority and
communication channels. This chart should be provided to all staff.

The administrator shall have full authority and responsibility to plan, staff, direct, implement
and evaluate the program.



SUPPORTIVE DAY
DETERMINING THE NEED

Introduction

Organizing a Supportive Day Program is a complex task requiring hard work by an
individual or core group of knowledgeable individuals, as well as support from the
community. A group or an individual can act as a catalyst, arousing interest in the concept
and motivating key individuals to become involved. Recognizing the need for the service in
their community, this group or individual must take steps to pull together representatives of
the community who will support the idea. These folks, if a group is being used, will form the
nucleus of the planning and development committee.

Community Needs Assessment
Sometimes this information is available already through the Area Agency on Aging Plan.

Information needs to be gathered, not only about the numbers who may need the service,
but also about the numbers who will use the service.

Consult with other day program centers in your community or a similar community. Ask
about the capacity each center serves and the current average daily attendance. Especially
try to determine responses to particular service patterns within the centers.

Gather census figures regarding the numbers of residents over age 60 and handicapped
persons in your community (numbers and concentrations). The need for geriatric day
programming can be estimated somewhere between %% and 2% of the total 60 and older
population in the area. This information is not from scientific research, but rather, from
informal observations. Be conservative in estimating potential utilization of a new program.
When determining need, look for concentrations of persons age 75 and older, and
concentrations of handicapped persons of all ages who may be underserved. Also, look at
the concentrations of low-income persons. How will this affect your location and the
population you will be serving? Demographic information can be obtained from:

US Census Bureau US Bureau of Vital Statistics

US Public Health Service Local health depts.

National Center for Health Statistics Local planning commissions Hospital,
nursing home and home Health associations

The next step in the development process is to locate individuals who represent the
community in the area of adult services and to set up a meeting to discuss the feasibility of
beginning a Supportive Day Program.




The initial approach may be a phone call and/or a personal visit to key individuals who will
be asked to participate in a meeting. One should request a few minutes of their time, briefly
discuss the concept, in words, which point out the need for and effectiveness of the service,
and ask if they will attend an exploratory meeting and if they can recommend others who
should be part of the discussion. All agencies and groups who will be central to starting and
operating an adult Supportive Day Program in the community should be represented at
the meeting. The list will be somewhat different in each community, but will usually include
some of the following public and private providers. Use your creativity to look around your
community.

Social Services Department Retired Senior Volunteer Program

Mental Health Department Council of Governments for Transportation
Area Agency on Aging Public Health Department

Medical Association City and County Officials

Nurses’ Association Home Care Corporation

Clergy Association Local Foundations

Agencies Funding Agencies United Way

Voluntary Action Center Housing Authority

Senior Citizens’ Clubs Educational Leadership

Recreation Department Local nursing homes

Home health agencies Hospital social workers/discharge planners

Each community will differ in its configuration of service providers and leadership. Care
should be taken that community representation is comprehensive. This representation may
be future referral sources. Hence, a community needs assessment is the first step in a
good marketing program.

Meeting Agenda

There is likely to be little concrete action taken at the initial meeting since its purpose is
primarily for brainstorming and deciding upon the feasibility of further action. To create a
climate favorable to subsequent positive action, it is imperative that the agenda be well
thought out, and that those who call the meeting are clear about anticipated results.
Convening such a meeting only to have everyone leave without any decisions is a waste of
time and detrimental to future progress. Below is a workable agenda for this initial meeting.

If there is a consensus among the group that the need for a service does exist and is great
enough to warrant further consideration. The next step may be to put together a formal,
short term, planning committee or task force.

Formation of a Planning Committee or Task Force

Planners of Supportive Day Programs should consider it important that the membership
include persons in the community at large who possess skills needed to achieve the
objectives of the committee. Ideally the size of the committee should be about 10 to 12
people. Developing the committee can be a potent part of your marketing campaign.



Planning and implementing a Supportive Day Program requires skills in the areas of
community leadership, business administration and human services.

Community Leadership

Individuals who are instrumental in shaping public opinion and able to wield influence to
gain support for the Program.

Business Administration

The Program must be viewed and operated in a businesslike manner. The committee could
include members who can make contributions in all aspects of sound business
administration. The following skills might be considered: general business management,
planning, personnel management, financial management, fund-raising, marketing, legal,
real estate, construction, and transportation.

Human Services

The committee will need members who understand the concept and goals of Supportive
Day Programs, as well as the needs of the population to be served. These individuals
must constantly keep the philosophy of the service before the group so as not to lose the
ultimate objective: the development of a program that addresses the needs of participants
and their families in ways which will enhance their quality of life. Members with expertise
could be from:

Medical/Health Recreation Mental Health
People management Home Economics Social Services
Communication Education Aging Services

All people serving on the Planning Committee must agree with the long-term-care needs in
the community and with the philosophy and broad service goals of a Supportive Day
Program as an integral component within the care continuum.



Sample Agenda

The Initial Meeting:
Need and Feasibility Assessment Agenda

The following issues could be included with those discussed at the initial planning
meeting.

Is a Supportive Day Program needed in the community? What do you think of the
adequacy of existing Supportive Day Programs? Is there a gap in the present
continuum of services? If so for what population? Are there sufficient numbers of
persons needing, and likely to use, the service to justify setting it up? What would these
individuals require from the program?

Are there funds available and if so, from what public and private source or sources?
What groups of individuals are eligible for available funds? What is the time line and
process to apply for funding?

Is the community likely to support a new program? How can this be determined?

What about housing for the program? Is there space available in an existing building
which could house a service complementary to those already in the building? Is the
facility in a desirable location, accessible to the population to be served and needing little
renovation to meet regulations? Is it in a safe location? If an existing building is not
available, how feasible are the alternatives of building or leasing?

What about transportation? |s there a community transportation project which may offer
transportation? If not, what are the alternatives, including lease of vans or having
participants provide their own transportation?

What about staff for the program? How difficult would it be to find qualified personnel?

What is the level of commitment among those present? Is it possible to recruit some
who will serve as the nucleus of a planning and development committee or task force?



Supportive Day
Business Information

Writing a good business plan will take time, patience, much thought, and hours of writing
and editing. A business plan will help you think through your strategies, balance enthusiasm
with facts, and recognize limitations.

An accurate business plan will take careful planning. If you think you are ready, to move
ahead then dig in, and begin your incredible journey. We hope we have provided you with
some essential guidelines that will help you create an award winning program.

Define your business. Write a mission statement of fifty words or less that outlines what you
will do, and to whom, and what will make your business different.

It is important that your plan and the amount of detail it contains is simple, but has a visual
presentation that addresses the group or readership that will help you attract some potential
financial resources.

Your cover sheet should be on company stationary, displaying your municipality logo. Keep
your cover sheet simple. Identify yourself, your business, and group to which you are
addressing and include the date.

Business Information
Name of business
Location, address
Telephone numbers
Fax
E-mail
Contact persons(s), including titles

The profile of your business is very important. In this section you should give a brief history
of your group and the organizational detail of your center. Describe in detail what motivated
your Council on Aging to start a Supportive Day Program. How did you determine this
need? Have you contacted other businesses to determine if there is a need? This is a great
spot to name those agencies. (Support Letters are great but do not include in the business
plan.)

Describe what your venture will involve, including physical space requirements, equipment
and furniture, supplies and personnel requirements.

Profile of your Specific Market

Accurately define your target market. Don’t assume that your target exists and/or that it can
be created in a relatively short time period. State who your consumers will be, note the
geographical scope of your program and establish an attendance goal for your program.
Determine the need for the program in your community. You should begin by surveying your
medical professionals, local board of health, Council on Aging, area nurses, local Home
Care, local Police and Ambulance services for potential referrals. Is there a need?




If there are other programs in the area, define why your competitor's programs are less
effective than your proposed program.

Consider all legal factors. Make sure your facility is up to current building codes, and that
you have the backing of your local government.

Define your staffing needs, including head count requirements (Program Standards),
training, benefits and temporary versus permanent staff.

Define other funding sources

Define client sources in your community.



SUPPORTIVE DAY
FUNDING SOURCES

Funding Sources

The Brookdale Foundation has recently released an announcement concerning
the availability of funding for projects serving persons with Alzheimer’s disease
and their families. They intend to fund up to 40 new Brookdale National Group
Respite Programs or Early Memory Loss Programs.

New grantees will receive seed grants ($7,500 in the first year, with the
opportunity of an additional $3,000 in the second), attendance at a three-day
conference and technical assistance. Eligible applicants are 501© (3) not-for-
profit agencies who are interested in developing a Supportive Day program for
these populations. Proposals are due at the Brookdale Foundation by July 2,
2008.

More information as well as the grant application and proposal guidelines can be
found at www.brookdalefoundation.org .

Other Possible Sources:

ASAP-Title Il

Caregiver Support Funds

State Funds -Service Incentive Grants



SUPPORTIVE DAY PROGRAM
MARKETING TIPS

Marketing is anything you do that lets someone else know the benefits of what you do;

marketing is anything you do that just might create business for you; marketing is anything

you do that helps a potential client become aware of your service; marketing is anything you

do to get or keep a customer. ~Ron King

*WHAT ARE THE CHALLENGES?

(0]

o
(0}

Lack of knowledge that Supportive Day Programs exist. A marketing campaign can be

implemented to combat this.

Misperception of what Supportive Day Programs are.

Resistance by Potential Users to utilizing the service. This is where the Educate Our

Community piece comes in.

e We all know the resistance elders have to becoming participants: “I’'m not old, | don’t
need help, I'm not at that age yet...etc.”

e Caregivers struggle with guilt, worry that the program won’t be providing the quality of
care that they do, fear of being chastised for doing things “wrong” at home, concern
over sending their loved one to a “depressing” atmosphere, denial they need help or
that there is a problem, worry over the financial implications.

e WHO SHOULD A MARKETING CAMPAIGN TARGET?

Referral Sources: Doctors, Dentists, Other Service Providers (Elder Services,
Alzheimer’s Services, etc.), Libraries, Police & Fire Services, etc.

Potential Users: Caregivers (working/retired, seeking respite care or full-time aid in
caring), Elders (as potential participants)

e GOALS

Increase enrollment and attendance!

Turn inquiries into enrollment!

Increase recommendations from Referral Sources! (Referral Sources nationally provide
75% of all new client referrals)

Educate Our Community: This includes changing the perception of what Adult Day
Services are and are not.

= Adult Day Services are NOT Day Care! Words can have a powerful impact.
Referring to the service as “day care” can be construed as demeaning to participants
and does not make it sound appealing to Potential Users. Calling it a group, club,
center, or program are better choices. These words are free of the connotations
programs want to avoid when trying to sell the service. Remember the audience and
adjust accordingly. Referral Sources and some Caregivers may want to hear about staff
gualifications and the structure of our program, while this approach may be a turn off to
Potential Users.

=  Supportive Adult Day Programs ARE places to make friends, learn from others,
share life experiences, participate in hobbies and special interests, enhance health
through nutritious meals and daily exercise and celebrate birthdays and holidays.
Supportive Adult Day Programs provide respite for caregivers, allowing them to attend to
their own health and well-being. When the program is described this way, it is SELLING




THE BENEFITS as opposed to just listing the services offered. In this way the
information is presented in such a way that the listener can relate the benefits to their
own life. A problem is being solved for the person being “sold” to.

e BRANDING

o0 What is this? The brand is the sum total of every experience people, clients,
caregivers, Referral Sources, the community have with the organization. It
includes the good, the bad and the ugly. Everyone involved in the program has
an effect on the brand, how the program is perceived in the community. This is
when an innocent comment about the program can have a ripple effect. For
example, an offnand comment such as referring to participants as “kids” or “cute”
or referring to Supportive Day Programs as “daycare” can hamper the program
from achieving the goals being striven for in Educating the Community. This
frame of mind is passed on to Referral Sources, community members and
Potential Users. These connotations can create impressions that are hard to
overcome. Setting the example regarding attitudes toward Supportive Day
Programs and spreading a consistent message as a staff is very much the
foundation of what can be a successful marketing campaign.

o0 Why should you care about this?

= Through advertising/marketing you have the opportunity to be a presence
in the minds of Potential Users and Referral Sources. You can create a
feeling of familiarity and trust before first contact is even made.

= The senior/elder population feels most comfortable utilizing resources they
are already familiar with, that they trust. Creating a positive brand can help
achieve that reassurance.

= Positive branding can help make the service acceptable in the minds of
Potential Users.

e WHAT'S THE PLAN? This will be different for everyone depending on staff and
financial resources. Components to consider including are:

0 Brochures: Distribute brochures to all Referral Sources in the community.
This distribution could include in-person visits and personalized letters to
physicians as well. This could be followed up with “keep in touch”
letters/postcards. The idea is to make a personal connection, and set the
groundwork for a continued relationship.

o Professional networking. This is one more way to be a presence with other
Service Providers and Referral Sources. Have business cards on hand.

o Flyers-Advertise any special events happening in the program.

o0 Keep track of inquiries. Follow up.

0 Other ideas:

= Guest columns/ads in local newspapers, church bulletins, newsletters
= Guest spots on local radio/cable



= Newsletter for participants/caregivers (word of mouth can be a
powerful-and free-source of advertising)

Marketing initiatives should be assessed and updated on a regular basis. Assess
what is working, what is not and allocate resources to those initiatives that give the
best return.



SUPPORTIVE DAY
DETERMINING YOUR COSTS

If possible, consider getting a team of planners on board — Council on Aging members, a
Home Care Corporation (ASAP) representative, a hospital discharge planner, a
representative from your AAA, Board of Health Members or other local health professionals,
faith based organizations, or members from the local Chamber of Commerce. Having a
variety of members will help your Council on Aging design a program that will meet the
community’s needs and will assist you to gain support for your program within your
community.

Getting agencies to participate in your planning process will help you to design your
program. Begin to establish contacts who will share information with you about their views
and needs. In the future, they may provide referrals and give some good ideas and
suggestions. Use the Massachusetts Councils on Aging network to asking for information
from experienced program leaders. Think BIG!

Establishing what you will charge clients to participate in your Program may not be difficult,
but you must consider many issues. Look at your resources and requirements. You should
look at similar types of programs in your area to see what they are charging. It is not wise to
base your fee higher than their fee unless you can show a big difference in programs.

Calculate your direct costs paid from the program’s revenue.

Include: staff salaries and benefits with insurance, workers compensation, FICA, State
pension. Take the staff to client ratio into account. Consider the amount needed if the
program offers scholarships or memorials for those who are unable to afford the total fee to
attend the Program.

Operating expenses such as:

utilities, postage, printing or copying, rent, training and in-service, membership dues,
subscriptions, advertisements, publicity fees, employee and or staff recognition, telephone,
internet, travel or transportation, custodial or professional services, temporary employees,
entertainment, consumables, arts and crafts or other activity supplies, equipment repair and
maintenance, food, catering or meals, and anything else that the program pays for.

Then, include any indirect costs:
This might include a portion of the Council on Aging or Senior Center Director’s time. Figure
the percentage of time that they supervise the program. It is usually 10 or 15 percent.

In addition, add in the amount needed for clerical, transportation and custodial services if
not a direct cost. Add the value, or cost, of indirect services or items that are paid by the
Council on Aging or those provided by another funding source (rent, donations, volunteers
and supplies) or any of the things listed above under direct costs.




How much funding is needed?

Estimate the number of workdays per year. These vary a little 261 to 260 on depending leap
years. Subtract those holidays that your organization is closed from the estimated
workdays. Subtract any additional days you might be closed for training or inclement
weather. You can guess a little here.

Multiply the number of days per year your Program operates by the lowest fee you collect
per client* Then, multiply that figure by the average number of clients you plan to serve per
day.

Example: 245 days x $35 daily rate = $8,575. x 8 clients = $68, 600.00

When you add up all of your direct and indirect costs are they over or under this figure?
Make the necessary adjustments.

*Some Programs have a range of fees (ASAP contract, private pay, sliding scale, an extra
cost for transportation or meals) while others have a flat all-inclusive rate.

Programs can make a request for a donation on their billing statement to help defray the
actual cost of the program or to assist in fund raising for a special project.



SUPPORTIVE DAY
MODELS

COUNCIL ON AGING BASED - On Site - Off Site

To be on site or not to be on site really depends on space. Many of us began our original
programs in rooms with the approximate size of an average house room. Our humble
foundation had to grow into this program and we designed the program to fit our Centers.

Some of our Supportive Day programs fit well in our Senior Centers, merging into the daily
life of Center’s programs. Others found the need for more space and moved into separate
quarters.

Each community is unique and only you can predict how your center and community will
work.




SUPPORTIVE DAY
ADMISSION PROCESS & REQUIREMENTS

ADMISSION PROCESS

There are two ways that admission eligibility for a prospective client is determined after
initial contact is made and materials are furnished (in person or by mail) and reviewed.

A visit to the Program site (e.g. Senior Center) is arranged which includes an assessment
by staff, usually by the Program Coordinator, of the possible attendee’s compliance with the
following admission requirements. Necessary forms are completed, and in addition, some
Programs offer a trial day before a commitment is made.

The alternative is a home visit to the prospective client, and caregiver if possible, at which
time the client is assessed for appropriateness for the Day Program. Forms are completed
and checked, and the visit gives the Director or designee an opportunity to see first hand
the client’s routine environment, as well as providing additional reassurance of the client’s
welcome. This is important for those who are hesitant about participating in a day program
or have difficulty with transitions.

Eligible Clients need to:
Be able to follow directions and participate in activities
Function in an ambulatory setting
Interact appropriately with others and staff
Be capable of performing activities of daily living with limited aid
Administer own medications and govern their own personal care
Be generally cooperative, easily redirected, non-combative, non-threatening to self
and others.

Ineligible Clients include persons:

Unable to use the bathroom independently or are incontinent
Or Need physical assistance with activities of daily living
Who wander or attempt to leave the building

With communicable diseases requiring isolation

With violent or abusive behavior to self or others

Who are under the influence of alcohol or drugs

Discharge Criteria

The Supportive Day Personnel reserves the right to discontinue services at any time to any
participant whose medical, psychological or emotional health changes to the point where
he/she can no longer benefit from the program.



Walk Out Policy

The Supportive Day Staff will do its utmost to prevent an individual from leaving the
premises, but, (under no circumstance) will ever physically restrain an individual.

The Program’s responsibility for a participant ends at the senior center door if the individual
should insist on leaving on his or her own.

The procedure for a “walk out “would be:
To attempt to have the individual agree to either wait for a care giver to pick them up or
send them home in the van or make other arrangements.

Inform the caregiver or emergency contact. If no one can be reached, we would inform the
local Police Department.

If an individual “Walks Out” of the Supportive Day Program, a meeting should be held with
all those involved with the participant to determine if the individual still meets eligibility
requirement.

Medical/Off Site Transportation Policy

Transportation to medical appointments or other off site events will not be provided by Van
Service/Dial-a-Ride during Supportive Day hours. Families, caregivers or other responsible
parties need to arrange or provide transportation and an escort, if necessary, for Supportive
Day participants. Schedule changes for Supportive Day Program attendance need to be
made 24 hours in advance by notifying both transportation and the Supportive Day Director
by calling: (list phone number).

Transportation at (list phone number) must be arranged by noon the day before for regular
changes to the schedule and by 7:30 a.m. for changes due to emergency or illness.

Day Center Director at (list phone number).

Appointment Scheduling Policy

The Supportive Day staff cannot schedule appointments for Supportive Day participants
such as medical, dental, foot care, hairdresser, etc. Appointments must be arranged by the
participant or by the participant’s family or caregiver.



THE SUPPORTIVE DAY
AUTHORIZATION FORMS

Authorization to Share Information and Hold Personal Information in a File

l, have requested that service be
provided to me by The Supportive Day Program. | understand that in order to coordinate
a care plan and services, the Supportive Day may need to communicate with other
agencies or providers of services. Therefore, | give permission to the Supportive Day staff
to hold personal information in a confidential participant file. | also give permission to the
Supportive Day to share information with other agencies providing or potentially providing
services to me, including my physician, social service agency, home health agency, EMT or
hospital, for the sole purpose of care planning and coordination and/or emergency care.

Physician:

Elder Services:

Home Health Agency:

Visiting Nurses:

Other:

Other:

Participant/Responsible Party Signature Date

Day Center Director / Coordinator Date



THE SUPPORTIVE DAY
AUTHORIZATIONS

| grant permission to the SUPPORTIVE DAY Program:

YES NO To attend field trips and outings.

YES NO To participate in gentle exercise.

YES NO To participate in Health/Blood Pressure Clinics.
YES NO To participate in Foot Clinics.

YES NO To publish my photograph in any press release and

Consent to the use of my name in articles relating to
The Supportive Day Program.

| release the Supportive Day Program and the City/Town of from any and all
liability.
Participant/Responsible Party Signature Date

Day Center Director / Coordinator Date



SUPPORTIVE DAY
PARTICIPANT BILL OF RIGHTS

Every participant in the Supportive Day Program has the right to:
Be cared for in a safe and supportive environment free from abuse and neglect.

Be treated with consideration and respect and with due recognition of personal dignity and
individuality.

Present grievances and recommend changes in policies, procedures, and services without
restraint, interference, coercion, discrimination, or reprisal.

Request from the Program, the names of all staff involved in his/her care.
Expect confidentiality of all records and communications to the extent provided by law.

Obtain from the Program a copy of any and all regulations and rules pertaining to his/her
conduct as a participant.

Grievance Procedure

You have a right to file a written complaint if you have a grievance regarding any area of your

participation in the Supportive Day Program. These areas include, but are not limited to
transportation, meals, staff, activities, and contractual issues.

You must file a written complaint within 20 business days of the occurrence which prompted
the complaint. Please send your complaint to the Supportive Day Coordinator/Director,
Senior Center or Council on Aging.

The complaint will be reviewed by the Supportive Day Coordinator/Director and the Executive

Director of Senior Center/ Council on Aging. If successful resolutions have not been reached it

will be forwarded to the Council on Aging Board. If you are not satisfied with the Council on
Aging Board’s conclusions and recommendations, you may consult with Mayor, Board of
Selectmen or other funding sources. These options will be given to you during your
discussions with the board of directors. Remember these policies will vary from community to
community



SUPPORTIVE DAY
EMERGENCY PROCEDURE

Program participants are required to identify a minimum of two emergency contacts prior to
admittance to the Supportive Day Program. Should an emergency arise, every effort will be
made to contact these individuals.

An emer