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With the $200,000/year demonstration grant from the Administration on Aging for ACES ending in September, 2006, and there being no other source of income support for the program at this time, it is essential that NCI immediately initiate sustainability strategies. Outlined below is a plan to generate income from different sources that, combined, is sufficient to cover the annual cost of about $23,000 (including NCI indirect costs of $3,600) to operate one ACES class. 

ACES Participant Contributions:

After a four-month free trial period in ACES, provide the participants with an opportunity to support the continuation of their fitness program at a flat rate of $15 per month per participant. Offer a 20% discount for one year’s enrollment paid in quarterly installments, leaving a fee of $144 a year or $36 quarterly ($12 a month, $1.00 per class). This is a relatively inexpensive personal investment in their health, lowers their health care costs, and prevents chronic conditions such as diabetes and heart disease. Be prepared to negotiate lower fees based on individual circumstances, and to waive fees for those unable to pay anything.
Process:

1. Utilizing cost/benefit information that low-income seniors can relate to and easily understand, present the fee plan to each ACES class that has been active at least four months
2. Negotiate individual fees in private and arrange payment schedules

Goal: by November, 2005, collect fees that average $12/month for each 4-month ACES participant
Neighborhood Business Sponsorships

Invite merchants such as grocery stores, drugstores, bank branches and restaurants located within the neighborhood service area of an NCI Senior Center with ACES to sponsor the program with regular tax-deductible cash contributions of $40-$80 per month in return for:

· Prominent signage and other name recognition at the Center and in NCI publicity

· Distribution of store coupons and other service/product promotions at the Center

· Drawing a cash match of $2 from the Center’s corporate sponsor for every $1 the merchant gives

Process:

1. Poll center seniors on local businesses they regularly patronize, and those would like to patronize more if they were more accessible or affordable (senior discounts)

2. Invite those and other local businesses to visit the Center, observe an ACES class session, listen to a program presentation (including market demographics), and consider a one-year sponsorship pledge

3. Record pledges, mail invoices, collect contributions, recognize contributors

Goal: by March, 2006, collect 6 sponsorships per ACES class per year averaging $60/month each
Corporate Sponsor(s)

Invite NCI corporate friends/partners – or large pharmaceutical companies reached through ACES health care partner, Christus – to sponsor or adopt ACES for five years at one or more Centers. Corporations that have many elderly customers, and those that would like to have more, or those with outlets and other connections in the neighborhoods served by ACES, would be primary invitees. Pharmaceutical companies could also help persuade neighborhood drug stores to become matching sponsors. Sponsorship/adoption benefits to the corporation include:

· Prominent signage and other name recognition at the Center and in NCI publicity

· ACES fee reductions of 20% for corporate employees, and their parents, ages 50+ years

· Leveraging 50% cash match sponsorships from merchants in the Center’s service area

Process:

1. Select the corporation(s) for invitation while preparing invitation materials and presentation roles

2. Propose the Center ACES sponsorships at $2 for every dollar collected from local merchants, or offer Center adoptions at $8,600 a year per ACES class, for a period of five years

3. Thank corporate pledges, collect payments, publicize gifts and benefits to the community

Goal: by January, 2006, obtain 1 corporate sponsorship/adoption per ACES class per year for five years

Individual Sponsors

Invite individuals already supporting NCI to increase their support with a special sponsoring gift to one or more ACES participants. Their investment return would be personal and individualized, such as a holiday card from the ACES class they sponsor, recognition in NCI publications, and invitations to ACES events. Those with business or connections in ACES neighborhoods, or with seniors generally, would be primary candidates for sponsorships.

Process:

1. Select individuals for invitation while preparing invitation materials and presentation roles

2. Propose ACES sponsorships at $12 per participant per month for one year ($144/yr), or offer Center adoptions at $250 a year per ACES class for a period of five years ($1,250)
3. Thank pledges, collect payments, publicize gifts and benefits to the community

Goal: by January, 2006, obtain 10 individual sponsors per ACES class at $12/month for one year ($144/year each), plus one adoption per class at $250 per year
OAA Title IIID (Health Promotion) and IIIB (Social Services)
These are federal funds for health promotion/disease prevention activities, including physical activity, for persons age 60 and over. While the Administration on Aging is trying to increase these funds in the 2005 OAA (Older Americans Act) reauthorization, IIID and IIIB funding traditionally has been the lowest priority in Texas (1% of all spending by the Texas Dept. on Aging) and the Harris County Area Agency on Aging. Nevertheless, NCI should apply for all available IIID funding for ACES, and should communicate this intent with the Dept. of Aging and Disability (formerly TDoA) and Harris County AAA.
Process:

1. Independently and collectively (One Voice Advocacy Collaborative) communicate the benefits of evidence-based physical activity for seniors to DADS and Harris County AAA, and strongly encourage their efforts to make more IIID and IIIB funds available in Texas and Harris County

2. Apply for all IIID and IIIB funds available in Harris County

Goal: by July, 2006, obtain at least $24,000 in these funds in support of at least 5 ACES classes ($4,800 each)
Medicaid or Medicare
This source of funds pays for medically prescribed physical activity for seniors in Seattle and other cities, but its availability in the Houston area has not been determined by NCI. This needs further research.
Process: determine the availability of Medicaid/Medicare reimbursement from participant health care providers, such as the County Hospital District, or Federally Qualified Health Clinics in which ACES participants can enroll, and the process of enrolling participants into HMOs that will pay for physical activity
Goal: by July, 2006, collect at least $1 per participant per class session for at least 50 ACES participants (about 5 participants per class of 20) from Medicaid and/or Medicare

Below is a summary of these proposed new income streams for one ACES class of 20 participants, the class size limit. Currently there are 13 classes at 9 Centers with a total enrollment of 169 seniors, averaging 13 per class.
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Participant Fees ($12/mo x 20)
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Neighborhood Business Sponsorships (NBS): grocery stores, 

drugstores, bank branches, restaurants ($60/mo x 6)

360

         

 

4,320

      

 

Corporate Sponsor (2:1 match of NBS)

720

         

 

8,640

      

 

Individual Sponsors ($12/mo x 10)

120

         

 

1,440

      

 

Class Adoption

21

           

 

250

         

 

OAA Title IIID (health promotion)

400

         

 

4,800

      

 

Medicare HMO ($1/participant/class session x 5 participants)

63

           

 

750

         

 

TOTAL

1,924

$    

 

23,080

$  

 

ACES Income Sustainability Sources


Plan Implementation: One source of funds available to help implement this plan right now is the $130,000 in unspent AoA grant funds that can be carried over from year one. With permission from AoA, this could be used in part to contract with someone to implement this plan with the immediacy it requires. 
