
Key Actions

Complete the action items from the May Executive Action Plan. 

Review the June handouts from the Executive Workshop Webinar.

Objectives: 

Discuss the Home Care Provider Divide and how you can bridge the divide.

Explore the first two levels of your operations framework.

Discuss how team capabilities are instrumental to your operations framework.

Explore how developing unique team processes is fundamental to achieving operational success.

Evaluate your position (Market-driven vs. Value-Driven) on the home care divide by taking the following 
quiz. The result of this quiz is somewhat subjective but can provide some insight into how your company 
is positioning itself:
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MArKet-driven vs. vAlue-driven

Please fill in the blanks for each question with a number between 1 and 4, by using the legend below:
1 = never
2 = rarely
3 = often
4 = always

When involved in a competitive situation with a possible prospect, we ______ lower the price of our 
services to win the business.

Those responsible for generating leads for our business ______ rely on traditional advertising (print ads, 
the company website, radio ads, etc.) to generate the majority (50% or more) of their leads.

When someone wants to change a current business system or process related to their position, it 
______ goes through a formal approval process before it can begin to be implemented.

Our monthly quality satisfaction management team meeting (review of Home Care Pulse reports) is 
_______ cancelled or not scheduled at all (If you are not enrolled in Home Care Pulse’s satisfaction 
program, please put 4 as your answer). 

We would _______ cut caregiver wages first if it became necessary to make our services more 
affordable to our customers.

If one of our best caregivers schedule is full with existing clients, we _______ try and “free up” her/his 
schedule in order to place them with a new client we are trying to make a first impression with. 

When meeting with a prospective client or loved one during an initial assessment, we like to ________ 
talk about our affordable prices before we conduct the assessment.

Consistently seeking referrals from happy clients (existing and former) is _________ seen as an 
secondary marketing activity at our company, usually behind traditional advertising and networking with 
senior care professionals. 

Recognizing caregivers for their performance is ________ difficult for us to do on a consistent and 
meaningful basis. 

Our business systems typically _______ take new office support team members a considerable amount 
of time to learn and understand. 

We ________ let the majority (50% or more) of clients go without a monthly contact from someone 
in the office. 

Our most needy and demanding clients ______ receive the most attention from our office support team. 

Rating scale (Add up your total points from your answers above)
37-48 points = Highly Market/Price driven 
25-36 points = Leaning more towards Market/Price-Driven
18-24 points = Leaning more towards Value-Driven
12-17 points = Highly Value-Driven

Even if your company is Highly Value-Driven, there are always areas where improvements can be 
made and a stronger bridge across the home care divide can be created. 
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teAM cApAbility

Unique-Abilities Exercise

• Use the “U-Abilities Exercise” sheet on the next page and have each of your team members list 
their daily work related activities and then rate themselves according to the instructions. 

Create a plan that helps them spend 50% or more of their time on 3 and 4 rated activities. 

Complete The Re-assignment and Hiring Plan Worksheet you received. This was the Success Tool of 
The Month. 

Create a unique team process.

•  Brainstorm and list, with your team, all the frustrations you encounter consistently.

•  Create a unique process for each frustration, with the help of your team. Refer to the Workshop 
PowerPoint handout :

1. Identify the frustration.
2. List how it impacts your business.
3. Identify the desired results and strategy.
4. List the process steps in order.
5. Designate which employee is responsible for overseeing and completing each step.

If you would like to join us for future VANTAGE Executive Workshop Webinars, you need to sign-up for 
the VANTAGE Executive program if you haven’t already done so. Details of this program can be found at 
www.HomeCarePulse.com at the top.



u-Abilities exercise WorKsheet

The Purpose of this exercise: It is very important to us that we find what is specifically unique to you and 
what you feel you are excellent at. We will use your answers to help support you in your duties and allow 
more time for you to doing those things that make up your Unique-Abilities. 

Instructions: In the columns titled “job duties and activities,” list the types of activities you typically 
perform in your basis, such as make check-up calls, visit clients, create schedules, and so forth. Then 
rate each one, using the following rating scale:

4 = This is an activity I am excellent at, I have a passion for, it creates energy for me, and I am 
constantly striving to improve the way I perform it.

3 = I am good at performing this activity, I enjoy doing it most of the time, and sometimes I think 
of better ways of doing it. 

2 = I am somewhat competent at this activity but it is something that I really don’t enjoy doing 
and when it comes time to do it, I struggle getting excited about it. 

1 = This is an activity that I believe would be best done by someone else who is better at it and 
enjoys doing it. 

Job duties and activities Rating Job duties and activities Rating

Once this worksheet is completed, please turn it in 
to company management. Your answers will be kept 
confidential.
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