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The	 home	 health	 care	 industry	 is	 growing.	 Grandview	 Research	 predicts	 a	 7.9%	 growth	
rate	through	2027	due	to	factors	 including	an	aging	population,	the	prevalence	of	chronic	 
diseases,	and	increasing	adoption	of	aging	in	place	principles.	While	a	lot	is	unknown	about	
COVID-19	 and	 its	 impact,	 there	 is	 reason	 to	 believe	 the	 long-term	 impact	 of	 the	 disease	 
may	also	increase	home	health	care	needs.

So	how	can	in	home	care	providers	take	advantage	of	this	incredible	growth?	Tackling	some	
of	the	major	obstacles,	and	capitalizing	on	opportunities	is	key.	

INTRODUCTION
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SECRET #1 - Hire & Retain Qualified Staff

What Can You Do?

Hiring	 and	 retaining	 staff	 is	 a	 top	 concern	of	home	health	 care	 agencies.	Even	with	 rising	
unemployment,	finding	staff	with	the	right	skills	and	retaining	them	is	a	high	priority.	Losing	
employees	affects	morale	and	productivity	and	may	cost	your	business	from	one	half	to	two	
times	the	employee’s	annual	salary.	According	to	AFLAC,	47%	of	employees	will	 look	for	a	
new	job	in	the	next	12	months	due	to	confusion	or	dissatisfaction	with	benefits.

Take	 time	with	 the	 onboarding	 process	 and	 be	 sure	 explain	 benefits	when	 a	 new	 person	 
joins	 the	 team.	 Create	 an	 onboarding	 checklist	 to	 make	 sure	 you	 cover	 topics	 that	 are	 
important	 	 to	 the	business	and	 the	employee.	Offering	ongoing	 training	and	development	 
opportunities	is	another	great	way	to	support	your	team	but	it	can’t	be	random.	Have	each	 
employee	create	a	development	plan	and	help	them	get	the	resources	and	schedule	the	time	
needed	to	fulfill	it.	
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SECRET #2 - Navigate PGDM & Other Regulations

What Can You Do?

With	 the	 implementation	 of	 the	 Patient	Driven	Groupings	Model	 (PGDM)	 in	 2020,	 some	 
organizations	have	seen	a	reduction	in	the	number	of	visits	allowed,	and	a	need	for	increased	
follow-ups	to	get	the	right	billing	codes	from	physicians.	

As	regulations	change	or	new	programs	are	implemented,	ramp	up	your	training	and	create	
videos	so	staff	can	access	operational	 information	easily.	Create	a	one-page	summary	with	
the	important	facts	and	procedures	so	the	process	is	clear.
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SECRET #3 - Implement Technology 

What Can You Do?

The	fast	pace	of	technological	change	in	the	health	care	industry	is	something	every	health	
care	business	is	grappling	with.	Electronic	Visit	Verification	(EVV)	is	not	new,	but	ensuring	that	
records	are	entered	accurately,	and	exceptions	are	addressed	is	essential	for	timely	payment	
and	compliance.

Most	 people	 struggle	with	 change,	 so	 create	 a	 plan	 for	 technology	 changes	with	 a	 clear	 
timeline	 and	 involve	 the	 team	 in	 the	 process.	 Consider	 getting	 help	 with	 technology	 
implementation	 and	with	time-consuming	 tasks	 that	 take	you	 away	 from	your	 customers.	
To	 reduce	 billing	 errors,	 some	 home	 health	 care	 agencies	 are	 outsourcing	 the	 coding	 of	
their	charts	to	improve	accuracy.	Many	organizations	are	moving	to	cloud-based	accounting	
tools	 and	outsourcing	 their	bookkeeping	and	payroll	 to	 improve	payment	 cycles	 and	keep	 
their	team	focused	on	service	delivery.
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SECRET #4 - Grow Your Referral Sources

What Can You Do?

Home	health	services	continue	to	grow	in	acceptance	within	the	healthcare	system,	so	expect	
more	referrals	from	doctors,	hospitals,	and	other	providers.	Greater	awareness	of	the	benefits	
and	options	 for	home	care	means	opportunities	 to	collaborate	on	patient	care,	education,	
community	engagement,	and	more.	

Consider	ways	 to	partner	 and	expand	your	 referral	 sources	with	hospitals,	 doctors,	 senior	
living	 communities,	 and	 other	 health	 professionals.	 Get	 your	 team	 out	 networking	 in	 the	 
community	 to	grow	 referrals	 and	create	a	development	opportunity.	Build	a	partner	email 
list	 and	map	 out	 some	 partner-specific	 communications.	 Connect	with	 partners	 on	 social	 
media	pages	and	groups	to	maximize	your	reach.
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SECRET #5 - Make Your Website Research Friendly

What Can You Do?

Studies	show	70-80%	of	people	research	services	online	before	they	contact	a	company	to	
learn	more	or	purchase.	This	means	your	website	needs	to	have	all	the	important	information	
providers,	patients,	and	families	need	to	understand	your	services	and	take	the	next	step	to	
contact	you.	

To	 make	 sure	 your	 website	 performs	 well	 in	 search	 results,	 create	 compelling	 website	 
content	 that	 answers	 the	 top	 questions	 providers	 and	 consumers	 ask.	 Make	 sure	 your	 
website	clearly	defines	what	makes	your	home	care	service	unique	from	the	others.	A	chart	
listing	features	is	a	great	visual	to	highlight	your	strengths.	Pictures	and	videos	of	the	team	 
help	 	potential	customers	get	to	know	you.	Ask	for	feedback	to	make	sure	your	website	 is	 
easy	to	read		and	navigate.
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SECRET #6 - Prepare for COVID-19 Patients

What Can You Do?

Some	patients	with	COVID-19	experience	lengthy	hospital	stays,	and	others	are	feeling	the	
effects	of	the	virus	for	months,	which	means	home	care	services	will	be	needed	for	a	broad	
range	of	health	issues.	Growing	healthcare	needs	during	a	pandemic	is	both	a	challenge	and	
an	opportunity.	

If	you	don’t	already	have	a	strong	pipeline	of	potential	staff	this	is	a	great	time	to	strengthen	
your	recruitment	plans.	Where	have	you	found	the	best	employees	in	the	past?	How	can	your	
networking	efforts	boost	referrals	and	staff?	Develop	the	training,	resources,	and	education	
needed	to	support	patients	recovering	from	COVID-19.	
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SECRET #7 - Adopt the Right Tools

What Can You Do?

Outfitting	 your	 team	with	 the	 right	 tools	 can	 improve	 service	 delivery,	 productivity,	 and	 
customer	 satisfaction.	 Tools	 might	 include	 documentation	 like	 a	 procedure	 manual,	 and	 
forms,	 as	 well	 as	 supplies	 needed	 for	 care	 visits,	 phones,	 tablets,	 and	 other	 technology.	 
Some	home	health	care	agencies	are	deploying	small	portable	printers	to	enable	providers	 
to	print	medication	lists,	therapy	instructions,	and	more.

Whether	 you	 are	 considering	 new	 manuals,	 forms,	 hardware	 or	 software,	 do	 a	 quick	 
cost/benefit	analysis	before	 investing	 in	new	tools	by	estimating	the	actual	or	opportunity	
costs	and	the	benefit	in	time	saved	or	increased	visits.	For	example,	 if	you	ask	one	of	your	
senior	 care	 providers	 to	 update	 procedure	 documentation,	 the	 cost	 associated	 is	 revenue	 
not	 realized	while	 he	or	 she	 is	working	on	 the	project.	 If	you	 are	purchasing	printers,	 the	 
expense	 affects	 your	 cash,	 or	 credit	 position.	 When	 implementing	 new	 tools	 consider	 
a	phased	approach	to	test	the	product,	the	workflow,	and	engage	the	team	in	the	process.
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Meet your Accountant and Author

Tania (“T.”) Williams
Owner	of	T.	Williams	&	Associates

As	a	fellow	business	owner,	T.	knows	it	can	be	difficult	to	manage	all	aspects	of	a	business.

T.	is	obsessed	with	finding	ways	to	help	her	clients	not	only	maintain	a	strong	financial	foundation,	
but	also	grow	their	business.	She	loves	bringing	order	and	efficiency	to	small	businesses.	Everyday	
is	about	her	clients	reaching	their	goals	and	making	their	lives	easier.

T’s	first	priority	is	gaining	her	client’s	trust	and	really	wants	to	make	sure	her	clients	feel	comfortable	
and	confident	in	understanding	their	numbers.

I	work	with	business	owners	and	entrepreneurs	from	all	over	the	U.S.	navigate	through	all	the	issues	
outlined	in	this	book.

Schedule	a	Free	Consult	with	Tania	at	
https://tania-williams.as.me/HC-Profitability-Strategy-Session
and	get	a	free	review	of	your	books	and	a	30	minute	consultation	call.

T.	Williams	&	Associates
200	NE	Missouri	Rd,	Ste	200
Lee’s	Summit,	MO	64086
Business	Hours:	Monday	–	Friday	9AM	–	5	PM	CST
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