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Imagine…

Older people in AustraliaOlder people in Australia

People 65+
2001 : 12.6% (2,800,000)
2006 : 13.3%

projected 2050 :  25%  (7,200,000)



How Society views ageing

Last night, my flatmate and I were sitting in the l ounge room and I 
said to her, "I never want to live in a vegetative state, dependent on 
some machine and fluids from a bottle. If that ever  happens, just 
pull the plug."

So she got up, unplugged the TV, and threw out my w ine.

She's such a bitch.....



The alternatives

• To live long

• Or not

QuickTime™ and a
 decompressor

are needed to see this picture.

• Or not



How Society views ageing

Oldies are 
doddery, 
stupid, 
incapable,incapable,
past it

Old is ugly
Culture of youth
Lack of respect



The Media
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Mice rampant in 
nursing home 
for years
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Denial and 
Disparagement 

of Ageing

Anti-ageing creamsAnti-ageing creams
Anti wrinkle creams
Hair dyes to hide grey
“Look younger” ads
“10 years younger in 10 days”

etc!



Marketing?     Why?

•Awareness
•Image building
•Cost and % of income
•Relevance, timeliness
•Keeping ahead of competition 



Who are the competitors?

What do they do?

What are my unique features?

Keeping ahead of competition

What are my unique features?

•Create a niche

•Clear branding 

•Likeable image

Take up opportunities



What makes good marketing?
•Honesty

•Persistence

•Clarity

•News•News

•Economy/ cost balance

•Careful targeting

•Wide range of media

•Reach



Beating your own drum

• Who and where is your 
market?

• What makes your• What makes your
organisation special?

• What do people 
recognise about you?

• Tell the good news
• Keep them informed



What can marketing achieve?

• New inquiries
• Reputation & awareness
• Staff Morale, retention,recruitment
• Fund raising• Fund raising
• Political influence/ Advocacy

for the organisation
for the industry
for the clients

• Quality of care



Marketing Vehicles
• Brochures
• Annual Reports
• Internet 
• Web Site
• Newsletters• Newsletters
• Facebook/Twitter
• Media Releases
• E-Newsletters 
• Open days
• Bequest program



Thank you!Thank you!

Go forth and Promote!

Acknowledgement:                  Quentin Blake: You’re Only Young Twice . - Andersen Press (2008)


