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Th in g s
to  d is c u s s

Ke y ta ke a wa ys :
• Background on staffing shortages
• The why and how of building an employment 

brand—three essential components
• How to execute it (and common mistakes)
• How the industry is changing and providers 

need to change with it

HOW TO BUILD A LONG -TERM RECRUITMENT STRATEGY DURING THIS CAREGIVER SHORTAGE



Ba c kground on 
Curre nt Shorta ge s
Here is what's happened over the last 
year and las t couple  months .
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Im p a c t  o f S h o rta g e s  — 2 0 2 0

94 %  o f p ro vid e rs  h a ve  
tu rn e d  d o w n  n e w  c a s e s  
d u e  to  s ta ffin g  s h o rta g e s  
in  th e  la s t  2  m o n th s .

Poll taken August 2021
(450 provide rs  re pre s e nte d)
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Ca re g ive r Tu rn o ve r
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Wh a t 's  m a kin g  it  w o rs e  in  th e  la s t  ye a r?

Competing with unemployment 
benefits  (put in place  by both 
pres idential adminis trations )

Un e m p lo ym e n t  
Be n e fit s

Rapidly re-expanding economy 
makes  it a  job seeker's  market

Re -Exp a n d in g  
Ec o n o m y

While  providing protection for some 
individuals , a lso likely increases  the  
number of people  choos ing not to work

Exte n d e d  Mo ra to riu m  o n  
Evic t io n s  (e n d e d  in  Au g u s t )

Lower-wage workers  choos ing not to 
work as  they demand higher wages , 
more  benefits , and better treatment 
by employers

La rg e -s c a le  Em p lo ye e  
Mo ve m e n ts

People  are  re thinking job/career 
decis ions  and us ing the  job market to 
move into new jobs

Th e  Gre a t  
Re s ig n a t io n

Healthcare  worker burnout due to 
ongoing pandemic

COVID Bu rn o u t
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Bu ild in g  a n  Exc e p t io n a l Em p lo ye r Bra n d

T H E  W IN N IN G  S T R A T E G Y



We  w o rk  w it h  t h o u s a n d s  o f 
a g e n c ie s ,  a n d  w e  s e e  a g e n c ie s  
u s in g  t h is  s t ra t e g y t o  k e e p  h ir in g  
c a re g ive rs , w h ile  o t h e r a g e n c ie s '  
g ro w t h  h a s  s t a lle d .
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Wh a t  is  a n  
Em p lo ye r Bra n d ?
Yo u r Re p u ta t io n
But geared specifically toward the way you're thought of and talked 
about by your e mploye e s  and pote ntia l e mploye e s  in your a re a



Es s e n t ia l 
p ie c e s  to  
b u ild in g  a n  
e m p lo ye r 
b ra n d

Create a Plan

Gathe r feedback and information

Take  action to improve  your weaknes s e s  a s  an 
employe r

Amplify the  good things  happening in your 
agency to the  re s t of the  world us ing online  
reviews  (job s eeke rs  us e  them too)
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Le t 's  b re a k  it  in to  s te p s



Cre a te  a  p la n  to  
b e c o m e  a  to p  
e m p lo ye r in  yo u r a re a

This doesn't happen by accident.
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Ga th e r 
in fo rm a t io n
to make an exceptional employee experience

Inte rna l fe e dback to re cognize  your s tre ngths  and we akne s s e s  
a s  an e mploye r (give  e mploye e s  options  for anonymity)

Exte rna l re s e a rch to unde rs tand your compe titive  lands cape  
and wha t might he lp you s tand out
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Fa c e ts  o f th e  e xp e rie n c e  
to  c o n s id e r

3

Your TRAINING

Your COMMUNICATION

Your RECOGNITION P ROGRAMS

Your S CHEDULING



To p  10  Ca re g ive r Co m p la in ts

• Communication
• Pay
• Office Staff Support
• Scheduling
• Recognitions
• Client/Caregiver Compatibility
• Respect
• Benefits
• Care Plans

Tra ining

Da ta  ta ke n  fro m  50 ,000+ 
c a re g ive r s u rve ys  s inc e  
J a nua ry 1 , 2021 .

This  lis t focus e s  on factors  within 
your control. 
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A fe w  m o re  to  c o n s id e r

People don't quit jobs. 
They quit managers .

Yo u r 

We've  helped thousands  of agencies  do 
this  and there  is  ALWAYS unique things  
they need to work on and unique 
advantages  they have.

Wh a te ve r e ls e  c o m e s  u p  in
re s e a rc h  o n  your a g e n c yOffic e  S ta ff & Fie ld  Ma n a g e rs
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Ca n  b e  u s e d  to  
c o rre c t  is s u e s  th a t  
tu rn  u p  w h e n  yo u 're  
g a th e rin g  fe e d b a c k .

Ca re g ive rs  w a n t  to  
fe e l 100%  p re p a re d  
fo r s h ifts .

Em p lo ye e s  w a n t  a  
c a re e r la d d e r—
c o n t in u in g  
e d u c a t io n  g ive s  
th e m  o p p o rtu n it ie s  
fo r c o n t in u a l 
u p w a rd  
p ro g re s s io n .

Ma ke  yo u r a g e n c y 
kn o w n  a s  th e  p la c e  
to  g e t  th e  b e s t  
t ra in in g  to  a t t ra c t  
c a re g ive rs  

Us e  t ra in in g  to  fin d  
e m p lo ye e s  lo o kin g  
to :

• make this a career
• long-term 

positions
• passionate about 

this field of work

Training needs a 
particular focus

4



$0 $5,000 $10,000 $15,000 $20,00
0

8+ Hours  

3 or Less  Hours  

$0 $5,000 $10,00
0

$15,000

12+ Hours  

4 or Less  Hours  

Orie nta tion
Tra ining

Ongoing
Tra ining

$15,25
7$10,77

8

$13,49
1$11,156

+42%
Revenue

+21%
Revenue

Th e  Va lu e  o f 
Tra in in g



The  pa rt tha t ge ts  ignore d: 

"If yo u  b u ild  it , th e y w ill c o m e ."

Isn't how reputation works in times of 
ca regive r s hortages . 

You need to ge t the  word out. 

5

Am p lify Yo u r Re p u ta t io n  in  
Th e  Co m m u n ity

Ho p in g  fo r w o rd  o f m o u th
is  th e  o ld  w a y to  d o  it  —
it 's  n o t  e n o u g h  a n ym o re .



To d a y's  fro n t ie r fo r re p u ta t io n  is  o n lin e  
re vie w s  a n d  s o c ia l m e d ia .

Re vie w s  a re n 't  ju s t  u s e d  
b y c lie n ts /fa m ilie s  
lo o kin g  fo r c a re ; th e y're  
u s e d  b y jo b  s e e ke rs  to o . 

• Use text/email to frequently invite caregiversto leave your agency reviews
• In your recruitment marketing, highlight reviews that talk about the things you 

consider to be your differentiators
• Respond to every review
• Aim to get more—and better—reviews than your competitors.



Us e  re vie ws  a longs ide  a n e mploye e  re fe rra l 
progra m, the y c a n be c ome  a  ve ry good 

me a s ure me nt o f the  kind of c onve rs a tions  tha t a re  
ha ppe ning a bout your a ge nc y be hind the  s c e ne s .
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A fe w  
c o m m o n  
m is ta ke s  
a g e n c ie s  
m a ke

• No t b e ing  willing  to  ta ke  re a l, ho ne s t fe e d b a c k
o n  whe re  the ir we a kne s s e s  a s  a n  e m p lo ye r a re

• Und e rva lu ing  tra in ing b y us ing  it  s im p ly fo r 
c o m p lia nc e  in s te a d  o f a s  a  ke y to o l to  im p ro ve  
e m p lo ye e  e xp e rie nc e  (in  a d d itio n  to  c lie n t 
e xp e rie nc e )

• Be ing  a  g re a t e m p lo ye r b u t no t p u tting  in  the  
wo rk to  g e t the  wo rd  o u t the re

• Tre a ting  the  p ro c e s s  o f find ing  o u t whe re  yo u  
c a n  im p ro ve , ta king  a c tio n  to  im p ro ve , a nd  
g e tting  the  wo rd  o u t the re  a s  s e p e ra te  
p ro c e s s e s in s te a d  o f o ne  un ifie d  p ro c e s s



Wh e re  th e  In d u s t ry 
is  He a d e d
As  w e 've  re c o g n ize d  h o w  c a re g ive rs  s h o rta g e s  h a ve  b e c o m e  
m o re  a n d  m o re  o f a  c h a lle n g e  in  th e  la s t  ye a r, w e 've  c h a n g e d  o u r 
c o m p a n y to  h e lp  b e c o m e  p a rt  o f th e  s o lu t io n .

One of the common themes in the strategy we've discussed is only 
doing pie ce s  of it without re cognizing how the y a ll fit toge the r.





• Ca re give r Re c ruitme nt a nd Re te ntion P rogra ms
• Strengthening Relationships with Referral Partners
• Company Expansion into New Markets
• Increasing Client Referrals by Improving Satisfaction
• Company Acquisitions

To p  5  Gro w th  Op p o rtu n it ie s

2021 Home Care  Benchmarking 
S tudy
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In  S u m m a ry
• Create a plan.

• Gather feedback and information on your strengths 
and weaknesses as an agency. Plan ways to stand 
out.

• Take action to improve based on the feedback you 
gather. Put emphasis on the role that training can 
play in attracting the right caregiving demographic 
and giving  your employees a career ladder.

• Amplify the good things happening in your agency to 
the rest of the world using onling reviews.

• Wash, rinse, and repeat. This is an ongoing process.



To m o rro w  b e lo n g s  to  th e  
e m p lo ye rs  w h o  c a re th e  m o s t .



Qu e s t io n s ?

877-307-8573
info@homecarepulse .com
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