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Introduction With great demand comes a seat at the table 

There is no better time to grow a business than when the industry 

it sits within is growing by leaps and bounds. 

Here in 2021, and most likely for many years to come, the demand 

for home care services vastly outweighs the supply. These are 

unique market conditions – and there is no limited number of 

customers. We can expand demand to further scale at a much 

greater rate than the supply of this vital service.  

The home care industry was expanding in countries around the 

globe long before a pandemic spread. As we know, COVID-19 

served to vastly escalate the need for home care. Initially, the 

shock of COVID-19 had agencies scrambling to manage shifting 

laws, compliance issues, PPE shortages, the need to screen and 

protect clients and sta�, and other fluctuating concerns.  

Then, in spring 2020, just a few months in, we watched as demand 

for home care skyrocketed as worried families deemed it (correctly) 

a safer alternative to other care settings. Along with it, demand for 

home-based specialized services spiked as well, such as infusion 

and such as live-in care. 

Here in 2021, and most likely for many years 

to come, the demand for home care services 

vastly outweighs the supply. 
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A new landscape for home care 

We witnessed a major shift in how the home care industry sits 

within the landscape of health care overall. The greater need for 

services produced a stronger lobbying position. More than at any 

time before, home care was part of the main conversation around 

how to deliver health care. As COVID-19 emphasized the need for 

both medical and non-medical home care, the industry earned a 

seat at the table with other providers like hospitals and long-term 

care facilities that have long been the focus.  

We also watched as home care providers banded together 

to advocate in a unified voice, a rare sight. And no easy task, 

considering there are more than 10,000 agencies in the U.S. alone. 

That it’s happening now is good for all.  

The table is set for growth 

So, the table is set for home care agencies to scale up and meet the 

rising demand. Competition in the industry is unique, as agencies 

don’t have to fight to attract clients in a static supply. In every 

community, there will be more families who will choose this highly 

attractive option to keep their loved ones cared for, and safe.  

So how can agencies dig in, compete, and grow? There are all 

manner of elements to support that growth, ranging from minor 

to major, precision to broad, and here in this guide we have 

assembled the 10 most important considerations. As each agency 

charts its own journey, tethered to its future goals, answers in each 

section will change – but these building blocks for growth remain 

the most high-value options to broaden your organization’s scope 

and reach. 

How can agencies 

dig in, compete, and 

grow? In this guide 

we have assembled 

the 10 most important 

considerations.
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This guide is developed in partnership between home care 

software provider AlayaCare, industry experts Home Care Pulse, 

and law firm Polsinelli, which specializes in servicing the health 

care industry, including many home-based providers. Together, we 

have assessed the top-10 most salient tips for agencies to consider, 

with actionable recommendations and key considerations.  

This resource will help home care leaders plot, design and 

implement the moves that work best for them as it relates to 

growing their agencies. Herein you’ll find the 10 best strategies 

at your disposal today, each bookended by takeaway questions 

presented as thought starters. 

Objectives

Capture and use data 

STRATEGY 1

Retain your employees 

STRATEGY 2

Double down on your 

client experience 

STRATEGY 3

Become a go-to 

referral source 

STRATEGY 4

Let your services 

market themselves 

STRATEGY 5

Diversify your revenue 

STRATEGY 6

Explore mergers 

and acquisitions 

STRATEGY 7

Seek a capital injection 

STRATEGY 8

Consider franchising 

STRATEGY 9

Leverage the 

right partners 

STRATEGY 10

TOP 10

GROWTH 

STRATEGIES 

AT-A-GLANCE

https://www.alayacare.com/
https://www.homecarepulse.com/
https://www.polsinelli.com/
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About Home Care Pulse

Home Care Pulse (HCP) leads the home care industry in experience management, performance 

benchmarking, caregiver training, and reputation management. On behalf of home care agencies 

across North America, Home Care Pulse surveys over 300,000 clients and caregivers, and 

provides training to engage, retain, and improve outcomes for post-acute agencies. Home Care 

Pulse also provides tools for agencies to monitor, improve, and generate more online reviews; 

conducts the annual Home Care Benchmarking Study, the most comprehensive survey of home 

care providers in North America; and administers the annual Best of Home Care awards to 

agencies that achieve best-in-class client and caregiver satisfaction scores. “ 

About AlayaCare 

About Polsinelli

AlayaCare is a provider of revolutionary cloud-based home health care software. With an end-to-

end solution spanning clinical documentation, back-o�ce functionality, client and family portals, 

remote patient monitoring, and mobile care worker functionality, AlayaCare o�ers a platform for 

agencies to propel towards innovation and home care of the future.

Polsinelli is an Am Law 100 firm with over 900 attorneys in 21 o�ces across the U.S. Recognized 

by legal research firm BTI Consulting as one of the top firms for excellent client service and client 

relationships, the firm’s attorneys provide value through practical legal counsel infused with 

business insight, and focus on health care, financial services, real estate, intellectual property, 

middle-market corporate, labor and employment and business litigation.  Polsinelli represents 

hundreds of home-based care providers across a variety of legal issues. 

https://www.homecarepulse.com/
https://www.alayacare.com/
https://www.polsinelli.com/
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STRATEGY 1 Key performance indicators (KPIs) are out in full force now across 

industries, as companies target the use of data more than ever 

before. Yet, home-based care providers have tended to be a few 

steps behind in leveraging data to bolster operations. But as you 

set to scale, tracking measurable values will ensure that your 

targets – and objectives – are being met. There’s lots of industry 

resources to guide you through a deeper dive here: AlayaCare’s 

guide on business intelligence and data analytics as well as 

HCP’s annual industry Benchmarking Study are two examples 

of resources to get you set for success. 

You can measure nearly any aspect of your service to track growth, 

and adjust as needed where targets aren’t being met. On the 

accounting front you could measure total revenue, direct costs 

of care, gross margins, net income, and specific expenses tied to 

nearly any operational element. To maintain quality care, you could 

track on-time client visits, caregiver continuity per client, overall 

client satisfaction, or dive into outcomes related to care plans.  

KPIs could track employee retention, reporting, billing, marketing, 

service hours, caregiver satisfaction, client conversion, client 

feedback… again, anything of value that would drive (or upend) 

growth plans. You could filter by day or month or any custom 

period to see how your teams are performing, where the finances 

are, and how your clients are doing.  

Avoid falling down the rabbit hole of metrics. Focus on the 

data that matters most. For example, medical caregivers 

have shorter, less frequent visits while personal care 

workers have longer, more frequent visits – so KPIs tied to 

visits would be more valuable for the latter. 

When it comes to satisfying payors, you need evidence that you 

are supporting favorable client outcomes, particularly in value-

based pay models. Remember that payors are receiving various 

data metrics from di�erent home-based care agencies. They tend 

not to trust data that they can’t easily vet. Consider flipping the 

script, and telling them that you will analyze your own data, and tie 

it directly to client outcomes, e�ectively betting on yourself. This 

means payors can simply view how the numbers are supporting 

better client outcomes. 

Capture and  
use data

OUR BIGGEST TIP IS:

https://www.alayacare.com/home-care-agency-guide-to-bi-reporting
https://benchmarking.homecarepulse.com/
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Business Intelligence (BI): 

Your Home Care Agency Guide 

to Reporting & Insights

DOWNLOAD GUIDE

DOWNLOAD GUIDE

KEY QUESTIONS

Are you able to get reliable data from the field as it relates to client outcomes?  

Are your payors using value-based models? 

What data could you measure that would best support your growth? 

What aren’t you measuring that you could be? 

Do you have metrics to prove your agency’s performance levels? 

Do you have internal agreement among leaders on what defines quality? 

RESOURCES

Download AlayaCare’s guide  

on business intelligence and  

data analytics

Download HCP’s annual industry 

Benchmarking Study

https://www.alayacare.com/home-care-agency-guide-to-bi-reporting
https://www.alayacare.com/home-care-agency-guide-to-bi-reporting
https://benchmarking.homecarepulse.com/
https://www.alayacare.com/home-care-agency-guide-to-bi-reporting
https://benchmarking.homecarepulse.com/
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STRATEGY 2 Caregiver churn is a persistent challenge in home care, yet 

COVID-19 provided one lesson on this front. Many agencies 

watched employee retention levels improve over the course of 

the pandemic. The likely cause is that the home o�ce ramped 

up communications with caregivers out of necessity — in turn 

diminishing feelings of being detached or isolated on the road 

serving clients.  

As a pure service business, your workforce represents your 

agency. It’s in your best interest to make your caregivers want 

to stay with you, motivated to give their best e�ort to ensure 

client needs are being met. In the ongoing battle for top-quality 

talent, long hours or inconsistent hours, combined with low pay 

for di�cult work, can swiftly hurt morale and cause churn — 

unless they inherently feel valued.

We’ve spoken to one very successful mid-level agency that has 

a particular slant here. What’s a more important asset: clients 

or caregivers? They believe the caregiver is the more vital 

stakeholder as it relates to the agency’s success, and they go 

the extra mile in caring for the caregiver. We suggest investing 

in the caregivers, meeting their needs, and ensuring they know 

how valuable they truly are.  

Retain your 
employees 

It’s in your best interest to make your 

caregivers want to stay with you, motivated 

to give their best e�ort to ensure client 

needs are being met. 

https://www.alayacare.com/employee-retention-survey
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Start early — digital onboarding, for example, gets new 

caregivers up to speed sooner by o�ering a guided 

experience on what to expect. Combined with in-person 

connections, this creates a memorable experience that 

helps caregivers feel welcomed and valued. Software 

tools can make hiring, onboarding, training and education 

infinitely more e�cient. 

In the field, you want any technology to be intuitive and fast, 

so as to not frustrate caregivers or take too much time away 

from client care. Scheduling tools that provide visibility into the 

organization’s shifts can also empower caregivers to pick the 

times that work for them, or avoid lengthy drives or gaps in their 

day. They can even pick up extra shifts with one click.    

On the back end, tech opens a precision window into a caregiver’s 

overall satisfaction levels. Machine learning algorithms can 

generate satisfaction scores that help you uncover root causes 

of churn — and how to proactively address them.  

KEY QUESTIONS

How has COVID a�ected your churn? What proactive steps have you taken to address it?  

Do you take the time to assess your caregivers’ needs as much as you do your clients’?  

Do you have a robust training, development and onboarding process in place? 

What technology do you have in place to help make their jobs easier?  

Do you proactively address issues that arise?  

Are your caregiver pay rates above average?  

https://www.alayacare.com/blog/how-to-address-caregiver-churn-in-the-home-care-industry-right-now
https://www.alayacare.com/blog/how-to-address-caregiver-churn-in-the-home-care-industry-right-now
https://www.alayacare.com/blog/how-to-address-caregiver-churn-in-the-home-care-industry-right-now
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STRATEGY 3

Double down 
on your client 
experience 

Since client satisfaction = strong reputation = positive word of 

mouth = greater referrals, assess how you are ensuring a strong 

client experience. And then go the extra mile. 

Despite over 10,000 agencies in the U.S., the home-based care 

community is a small one. Any inklings of poor reputation tend 

to stick for a while. Focusing on client experience is a great 

tool for growth, because agencies can accelerate fast simply 

o� of a strong reputation. Stay transparent, honest, proactive 

and responsive.  

Home Care Pulse and AlayaCare published a guide on specific 

tips to bolster the client experience, available here. 

Here we o�er a few high-level tips to that end:  

1

2

3

4

Lean into the value-based care model and treat clients as your 

customers. Clients are increasingly empowered to dictate the 

terms of their care, so ensure organizational perspective is 

aligned with the customer-focused model.  

Seek and capture client feedback. In the marketing-focused 

tip in this guide we break this down further, yet the simple act 

of making clients feel like they can influence the agency’s 

operations is empowering. Eliminate communication gaps, 

identify emerging issues ASAP, and deploy solutions quickly.  

Consider the “customer journey” for each service you o�er. 

Straight from your website (often first point of contact) to 

recruitment to onboarding to care plan and scheduling 

development, to what’s in place to ensure they are safe at 

home and satisfied with the care. Then fine tune. 

Co-design with clients all elements of their care plans – 

including thoughtful scheduling. Be willing to adapt and pivot 

to what they need over time, go the extra mile with remote 

visits or even helping with groceries. 

Client satisfaction

GREATER REFERRALS

Positive word of mouth

Strong reputation

https://www.alayacare.com/8-steps-to-improving-client-experience-in-home-care
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Ensure your caregiving sta� is cared for and looked after, as 

they are front-line ambassadors for your reputation (see our 

tip on employee retention).  

Consider building incentives around having caregivers inquire 

with clients about recommendations, if they are satisfied with 

the service.  

Implement scheduling software to help back-o�ce sta� 

maximize continuity of care and maintain the best caregiver 

fit for each client.  

Set up point-of-care digital tools to prevent clients from having 

to re-explain their situation or needs to the next caregiver 

through the door.  

Deliver a strong digital experience to clients, including such 

elements as portals that help them and everyone in their 

circle of care have clear visibility into care plans, progress and 

expectations. 

KEY QUESTIONS

What can I do to improve my client experience overall? 

Are we seeking and secure client feedback? 

How do my clients’ needs change depending on the service they receive? 

What is your honest reputation in the community? 

Are your caregivers as looked after as possible? 

Am I equipping clients with technology to make their care more seamless? 

Remember that nobody knows the type of organization  

you run more than the clients you serve. Putting their needs 

at the top of the food chain at all times will be a surefire 

way to grow operations while reinforcing the agency’s 

foundation.

5

6

7

8

9

THINGS TO REMEMBER
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STRATEGY 4

Become a 
go-to referral 
source  

Referrals are the bread and butter for any agency, so building and 

maintaining a rich network is imperative to a successful growth 

strategy. Like assembling any network – of friends, followers, etc. 

— it won’t happen overnight. It must be consistently nurtured to 

ensure it’s not only in sound status, but primed for expansion.    

A solid referral base has proven critical during uncertain times. In 

the past, you could enter hospitals and speak directly with case 

managers, social workers or physicians to seek referrals. Now, of 

course, many agencies must rely on incoming calls from providers 

who have referrals at the ready. Without a strong network, those 

phone calls could be few and far between.    

We have experienced, though, a new appreciation for how 

digital solutions can grow your referral base. For example, if 

you can quantitatively prove that your client outcomes are top-tier, 

your referral sources can rely on you to support their patients. For 

that, you need data — both captured at point-of-care and placed 

in the context of a care plan with a particular patient cohort. Gain 

more referrals by establishing the reputation as a data-driven 

operation that “walks the walk” on quality care.  

Referrals are the bread and butter for any 

agency, so building and maintaining a 

rich network is imperative to a successful 

growth strategy.
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Beyond data, consider what sets you apart from others. 

Specialties are very attractive to referral sources, so determine 

what o�erings are unique or specialized within your portfolio. From 

there, research what potential partners might really care about 

those attributes – and focus on attracting them.  

Don’t forget the feedback loop. Celebrate five-star client ratings, 

but also connect the dots back to the referral who sent you that 

client in the first place. That is the loop, and that helps cement your 

value, and encourage them to send you more clients.   

Lastly, make it easy for them. Be e�cient and responsive: return 

calls promptly and regularly, and ensure they know you won’t 

create unnecessary barriers. If you have to hire dedicated sta� 

just to be responsive to referrals, it may be worth the investment.  

 

Home Care Pulse has put together a Client Referral Strategy 

Guide to get you started. 

KEY QUESTIONS

When did you last revisit or update your referral strategy?  

Do you have data systems in place to quantitatively demonstrate your client outcomes? 

What sets you apart from the competition?  

What do — or could — you specialize in?  

Do you have regular touch points with your referrers?  

Are you e�cient and responsive to their needs?  

CLIENT REFERRAL GUIDE

https://www.homecarepulse.com/articles/how-to-be-the-first-home-care-agency-that-professional-referral-sources-call/?utm_source=white%20paper&utm_medium=email&utm_campaign=growth%20playbook
https://www.homecarepulse.com/resource-library/client-referral-strategy-guide/
https://www.homecarepulse.com/resource-library/client-referral-strategy-guide/
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STRATEGY 5

Let your 
services market 
themselves  

Strategic marketing e�orts are a useful way to attract and build a 

client base that helps achieve growth targets. But your marketing 

team may look di�erent than you think.  

Even the most distrustful among us take a look at customer reviews 

online. Before making any significant purchase, most consumers 

will consult what perfect strangers have to say about that product 

or service. If the results add up to a positive impression, that is 

modern day gold.  

If your client service is top-notch, then employ “voice of customer 

marketing” strategies as a way to authentically showcase your 

agency to the community. Issue periodic surveys to both clients 

and caregivers asking them to rate various aspects of the service 

— and encourage them to spread the word in conversations but, 

most importantly, in online reviews.  

Google is, well, Google – and Google Reviews are now essential 

marketing tools. Those star ratings we see next to local businesses 

not only prove quality and dependability, but also are huge 

factors for search engine optimization (SEO). Having your website 

designed in the most optimized fashion to rank highly in Google 

searches is of critical importance – and those Google reviews are 

part and parcel with that e�ort. 

If your client service is top-notch, then employ 

“voice of customer marketing” strategies as a 

way to authentically showcase your agency to 

the community.

MARKETING STRATEGY

https://www.homecarepulse.com/articles/home-care-marketing-doesnt-work-the-way-it-used-to/
https://www.homecarepulse.com/articles/home-care-marketing-doesnt-work-the-way-it-used-to/
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So, consider your current clients also vital members of your  

marketing team. Proactively solicit their feedback and 

package it online and in any marketing materials. The best 

way to showcase your quality is to have someone other 

than you say it.  

Content marketing is another way to get at this nugget – consider 

using freelance writers and videographers to capture the stories of 

your clients and caregivers, then publish them online. This again is 

not directly self-promotional but paints your agency in a positive 

light while also engaging your most important stakeholders. This 

is a prime consideration that drives corporate blogs – which again 

bring fresh copy to a website, also improving SEO performance.  

KEY QUESTIONS

Are our current marketing e�orts performing well enough? 

Are we proactively seeking client and caregiver opinions? 

What impressions do our online reviews leave? 

What Google search terms does it take for our website to land on the first page of results? 

Is our site as SEO friendly as possible? 
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STRATEGY 6

Diversify  
your revenue

While it’s important to identify your specialty areas, that doesn’t 

preclude you from seeking methods to diversify revenue. 

Turnkey operations that o�er a wide range of health care 

procedures can be very attractive to patients and referral 

sources alike. There is something to be said for being (as much 

as you can) a one-stop shop. 

These aren’t always obvious sources of revenue either, such as 

exploring infusion or specialized dementia care. For example, 

during the pandemic, several home care agencies expanded 

their o�erings to do temperature checks, facilitating PPE, 

and conducting other elements of COVID-19 screenings for 

local businesses. This out-of-the-box revenue diversification 

opportunity was something that wasn’t planned for, but it will 

likely be one that’s leveraged for a long time to come.  

Often, in order to diversify quickly and more broadly than your 

current business model, system and team can support, agencies 

can look to grow through diversification acquisition. This is where 

a company acquires another that’s already solved the problems 

you haven’t – thereby bringing high value growth acceleration.  

That leads us nicely into the next tip. 

KEY QUESTIONS

Have you identified your current areas of specialty? 

Where are natural areas that you could seek to grow? 

What non-traditional diversification opportunities would support growth?  

Do you have the resources necessary to diversify?  

Would a merger or acquisition be an option to help diversify revenue?  

https://homehealthcarenews.com/2020/08/home-care-companies-create-new-revenue-streams-by-helping-businesses-safely-reopen/
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STRATEGY 7

Explore mergers 
and acquisitions 

Mergers and acquisitions may seem intimidating, but when it 

comes to growth strategies, nothing will move you faster up 

the scale than merging with or acquiring another company that 

already does a specialty well. In any such move, the goal should 

be to improve the quality of care while lowering costs. 

With rising M&A activity in the industry, there is a lot of potential 

now for all agencies to consider this as a realistic growth strategy. 

For instance, with more buyers than sellers today, many smaller 

agencies are looking attractive to larger acquirers – because 

of the limited options. Acquirers could consider what collateral 

service arms would complement their service lines, to the point 

that they can support clients in many di�erent ways. Acquirers 

must not look at what an agency’s revenue is now, but rather the 

future opportunity.  

Ask how that company fits into what we are doing now? That gets 

to an important point: don’t just merge or acquire but integrate. 

We are seeing more true integrations where data systems are 

unified and client outcomes are easily mapped (again, attractive 

to payors).  

Don’t just merge or 

acquire but integrate. 

https://www.forbes.com/sites/forbesbusinessdevelopmentcouncil/2021/02/09/three-predictions-for-mergers-and-acquisitions-for-2021/?sh=26028fc06802
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Now, this is harder within an M&A of two large agencies. Thus, 

acquiring smaller agencies allows for more flexibility – and may 

be  a more attractive option to many buyers. You don’t want to 

take years to achieve integration. You want to hit the ground 

running in weeks or months, infusing smaller agencies with the 

resources, marketing, and strategies needed to grow something 

that’s already good into something much bigger in their market. 

It is absolutely critical that both acquirer and acquiree are 

ideal for one another. So choose wisely! If you are prepping 

your agency to be acquired, ask yourself what do they want 

with us? What are our business goals – continue to operate or 

essentially cash out? What does integration look like with them? 

And be sure to spark these conversations very early – because 

a common problem is that they happen too late, while a deal is 

being worked out. Think long term right o� the bat. 

Remember that successful M&As absorb the benefits of scaling 

up while limiting possible disadvantages. That may look like, for 

example, a once nimble agency suddenly finding themselves 

dealing with excessive processes and slower decision cycles. 

And remember that technology and data-driven software will 

augment the merger, and bring full visibility into the broadened 

operations. It can foster e�ciency and maintain flexibility while 

two companies learn to integrate, while enhancing the elements 

that have led to their success thus far.  

KEY QUESTIONS

Have you done your due diligence on a potential M&A deal? 

Is that company the right fit for your long-term objectives? 

What service arms do they have that would complement yours? 

Will you be able to maintain the core elements that have driven your success so far? 

Do you have data that demonstrates you are a well-run, sound business? 
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STRATEGY 8

Seek a capital 
injection

A surefire way to spur growth is to secure funding with which  

to do so. But what’s the secret sauce to luring private equity 

investors to your organization? 

Any potential funder is essentially rolling the dice on you. They 

are taking an informed gamble that the business is reliable, 

running smoothly, and positioned in a manner where growth can 

be achieved in the near term. They are hunting for one quality 

above all else: predictability.   

For that reason, you’ll have to have KPIs and metrics that 

transparently prove your agency is achieving success, and reveal 

real-time or retrospective patterns and trends. Demonstrate that 

you are boosting margins and how — e.g. reduced turnover, 

tailoring the best resources for specialists so they can work more 

e�ciently, or developing faster referral processes. Showcase 

how nimble you are through data in order to scale that particular 

process that is already e�cient. If you can demonstrate that 

you are accelerating into upcoming fiscal quarters and calendar 

years, the more trust you’ll earn from investors.  

If you can demonstrate that you are 

accelerating into upcoming fiscal quarters 

and calendar years, the more trust you’ll earn 

from investors.  
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Private equity is a sound growth strategy, but we do want 

to exercise caution in one important regard. Private equity 

investors often wish to put their own people in place, and switch 

up leadership. If you want to keep running the organization 

the way you’re used to, continue the legacy you’ve created, 

seeking private investors may disrupt that. These would be key 

discussions to have early on in the negotiation process.  

But it’s good to know that private equity and other funders are in 

the home health care space right now. They are savvy investors, 

and they see the future growth potential across our industry. 

One trend that may prove their ongoing presence in home 

care is the growth in agencies opening more corporate-

owned locations rather than franchisees – because the 

revenue potential is bigger and agencies may have the cash 

injections to go that route.   

KEY QUESTIONS

What data do you have that demonstrates you are in growth mode today? 

What data do you have that proves your system and processes are set to amplify future growth?  

Why can an investor trust your agency over your nearest competitor?  

What are your core di�erentiators? 

Are you okay if an investor wants to bring in new management? 
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STRATEGY 9

Consider 
franchising

Smaller agencies may not always have the capital to acquire 

others, in which case franchising can be a viable growth strategy 

to build both your brand and platform. With franchising, it’s 

possible to grow quickly through a collection of entrepreneurs 

who share a high quality framework and drive to build a business.   

Home care is personal – and clients want to trust those 

providing their care. A franchise model a�ords that local 

presence, along with the benefits of having a well known 

brand. Local franchisees get access to tools and resources 

to be more sophisticated than they likely would otherwise 

without the capital support.   

Yet while there are clearly good opportunities for a brand through 

franchising, it’s important to be aware of the risks too. There 

will undoubtedly be some level of tension or conflict between 

franchisor and franchisee, so it’s important to be prepared to 

manage those relationships, and invest time and energy in 

conflict resolution.  Develop your model with buy-back options 

and other protections if you want to pivot to a corporate owned 

approach at a later point in time.  

If franchising is a model you’d like to pursue, it’s important to 

establish a community to learn from each other and spread best 

practices quickly. Technology can facilitate this: digital tools can 

measure your e�orts, with top franchises empowered to amplify 

their approach and bolster their networks.  

KEY QUESTIONS

Have you assessed your capital against your plans for growth?  

Do you have the time and resources to invest in a franchisee/franchisor relationship? 

Are you committed to growing as a community and sharing best practices and resources?  

Do you have the technological infrastructure in place to support and measure your e�orts?  

What geographical areas do you wish to grow into? 



23

Top 10 growth strategies for home health providers in 2022 

STRATEGY 10

Leverage the 
right partners

Just like many areas of life, growing your business truly takes a 

village – it’s impossible to go it alone. As you look outside the 

organization, make sure you find partners rather than vendors 

to expand awareness and increase demand.  

While a vendor simply sells a product, a partner embraces 

collaboration, innovation, communication, transparency, flexibility 

and true customer service to support your agency as you evolve, 

diversify and scale. They are invested in your success.  

Partners will work through due diligence upfront and 

demonstrate a vested interest by discussing long term goals, 

strategic initiatives and future enhancements that will exceed 

expectations well beyond the initial goals.  

Through the lens of technology, that means finding a partner 

that will stick by you for the next decade. And as with any 

long term partnership, alignment must go far beyond simply 

understanding the capabilities of the products alone. Your 

values must align, and they must be committed to ongoing 

support, education, and an investment in innovations that will 

set you apart.  

A technology partner is particularly crucial for growth as it will 

ensure the foundation is set to scale, with processes e�cient 

and automated, and flexible enough to plug and play any new 

tools that you may need to succeed. 

KEY QUESTIONS

Who are your current partners, and are they serving your needs? 

When seeking support, are you focusing on long-term relationships, rather than  

one-o� solutions?  

What areas of your business do you need additional support that  

you do not possess in house?

ADDITIONAL RESOURCE

https://www.alayacare.com/blog/what-are-the-hallmarks-of-a-true-technology-partner
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Final 
thoughts

Overall, growth is a natural extension of staying true  

to your vision and values. Consistency builds trust —  

a core element in earning a robust client, employee  

and investor roster.  

This guide serves as a starting point for strategies 

to consider as you look to grow in 2022 and beyond.  

On behalf of AlayaCare, Home Care Pulse and Polsinelli, 

we are happy to continue to discuss and guide you on 

your journey forward. Please contact us any time.  

ALAYACARE

AlayaCare o�ers a platform for agencies to propel towards 

innovation and home care of the future.

LEARN MORE

Home Care Pulse provides solutions to help you close the 

feedback loop and boost caregiver engagement.

LEARN MORE

Polsinelli supports hundreds of home-based care providers 

across a variety of legal issues.

LEARN MORE

https://www.alayacare.com/
https://www.homecarepulse.com/
https://www.polsinelli.com/
https://www.polsinelli.com/

