
7-FIGURECare

PLAN YOUR WAY TO A 7 FIGURE HOME CARE
BUSINESS WITH THIS INTERACTIVE WORKBOOK



$137.2 
The U.S. home care industry is projected to reach $137.2 billion

in revenue in 2024, reflecting consistent growth and a compound
annual growth rate (CAGR) of 1.9% over the past five years.

BILLION DOLLAR INDUSTRY

https://www.fortunebusinessinsights.com/u-s-home-healthcare-services-market-105568


My great grandmother has lived with us ever since I was a child. She cared for my
siblings and I before she had a stroke in her 70s late 60s. My mother insisted on
providing excellent care for my great-grandmother. My siblings and I were
responsible for our great-grandmother while my parents were at work. Her
bedroom was to be cleaned, breakfast and lunch prepared and like mother always
told me, presentation is everything. My great-grandmother was also to be
properly bathed and clothed. Without knowing it, I was learning to manage and
care for others. A skill I still use today to support myself, my children and now my
clients.

The care part has always come easy for me as I am certain for many of you you
have similar stories. This guide is designed to help you work though the logistics
of homecare so that you can turn your passion into profit. With proper planning
and consistent effort you are sure to be in position to launch your own seven
figure home care business. 

The care part comes easy,
but business requires a plan.

Welcome! 

Crystal Smith



The Home Care Industry
The home care industry is one of the fastest-growing sectors in healthcare,
offering a unique blend of financial opportunity and emotional fulfillment.
By providing essential services to those in need, home care businesses create
a meaningful impact on the lives of clients and their families while also
generating steady revenue. This field caters to a wide range of needs, from
elderly care and post-operative recovery to chronic illness management and
companionship, making it versatile and in high demand.

For entrepreneurs, the benefits of entering this industry are immense.
Financially, the increasing aging population has created a consistent and
growing demand for home care services. Emotionally, this work is gratifying.
Few industries allow you to combine your professional skills with heartfelt
care, making a real difference in the quality of life for others. The
relationships built in this business often go beyond mere service, creating
bonds that resonate for years.

Before diving in, take a moment to reflect on your personal connection to
caregiving. What inspired you to consider this path? Perhaps it was a loved
one who needed care or your natural ability to nurture and support others.
These reflections are important as they will shape the heart of your business
and its mission.

D I S C O V E R I N G  T H E  O P P O R T U N I T I E S



Starting a home care business is about
more than just financial gain—it’s an
opportunity to turn your passion for
caregiving into a fulfilling and
sustainable career. As the aging
population grows, so does the need
for compassionate, skilled
professionals to provide support in
the comfort of their clients' homes.
This industry offers a low barrier to
entry, the flexibility to design services
tailored to your strengths, and the
potential to grow a business that can
generate seven figures annually.

Imagine being your own boss,
creating a work-life balance that
aligns with your personal goals, and
building a legacy of care and support.
Home care businesses also allow you
to specialize in areas that matter most
to you, whether it’s providing
personal hygiene services, memory
care, or simply being a reliable
companion to those in need. The
ability to craft a business that reflects
your values and passions is what
makes this field truly unique.

To succeed in this industry, it’s
crucial to identify how your business
will stand out. 

YOUR OPPORTUNITY
TO TURN PASSION

INTO PROFIT.



What specific needs or gaps can your business address?

To succeed in the competitive home care industry, it’s essential to identify
what will set your business apart. Consider the unique skills or services you
can offer and the specific needs or gaps your business can address. By
aligning your personal experiences and strengths with the demands of the
market, you can build a business that not only thrives financially but also
fulfills your purpose of delivering meaningful and impactful care.



This type of business focuses on assisting clients with daily living
activities such as bathing, dressing, and meal preparation. It’s ideal
for those who enjoy providing personal care and companionship
without requiring medical expertise, offering a more hands-on and
personal approach to caregiving.

Designed to deliver medical services like wound care, medication
administration, and health monitoring, this business requires
licensed nurses. It’s perfect for entrepreneurs with a healthcare
background or access to qualified medical professionals who want
to offer essential medical support to clients.

Centered on physical, occupational, or speech therapy, this type of
home care helps clients recover from injuries, surgeries, or
illnesses. It’s a great choice for individuals interested in
rehabilitation or wellness services, particularly those with
expertise in therapy or fitness.

This comprehensive model provides coordinated medical care
through a team of professionals, including doctors, nurses, and
therapists. It’s best suited for those with strong organizational
skills and a deep understanding of healthcare systems, as it often
involves managing complex cases.

NON-MEDICAL HOME CARE

SKILLED NURSING CARE

THERAPY AT HOME

HOME HEALTH CARE

which is best for you? 
Types of Home Care Businesses



This type of care targets specific client needs, such as dementia
care, pediatric care, or end-of-life support. Entrepreneurs
passionate about serving niche populations and offering highly
personalized services will find this an especially rewarding avenue.

Rather than providing care directly, this business focuses on
recruiting and placing qualified caregivers or medical staff with
families, agencies, or facilities. It’s ideal for those who prefer
managing teams and facilitating professional connections over
direct caregiving.

Leveraging tools like telehealth, remote patient monitoring, or
app-based services, this approach modernizes home care delivery.
It’s an excellent fit for tech-savvy entrepreneurs who want to
innovate and bring efficiency to the home care industry.

SPECIALIZED SERVICES

STAFFING & RECRUITMENT

TECH DRIVEN HOME CARE

Which of these best fits what you want to build? 

which is best for you? 



B U S I N E S S  S T R U C T U R E

Laying the
Foundation

Building a successful home care business
begins with a strong foundation. Two
critical steps in this process are choosing
the right business structure and
understanding your state’s licensing and
compliance requirements. By addressing
these elements early, you can create a
solid base for a thriving, compliant, and
profitable operation.

Choosing the Right Structure
The legal structure of your business
determines how you are taxed, your level
of personal liability, and the complexity
of your operations. For home care
businesses, the most common options are
sole proprietorships, limited liability
companies (LLCs), and corporations.

Consider the size of your business, your
growth plans, and your risk tolerance. For
most small to mid-sized home care
businesses, an LLC is the best choice due
to its balance of simplicity and
protection. If you’re unsure, consult with
a business attorney or financial advisor to
make an informed decision.

Sole Proprietorship: The simplest
structure, where you and the
business are legally the same.
While easy to set up, it doesn’t
offer liability protection.

Limited Liability Company
(LLC): A popular choice for small
businesses, an LLC separates your
personal assets from your
business liabilities while offering
tax flexibility.

Corporation: Ideal for larger
businesses or those seeking
investors, a corporation provides
the most liability protection but
comes with additional paperwork
and regulatory requirements.



The home care industry is heavily regulated, and requirements vary by state.
Understanding these regulations is critical to ensure compliance and avoid legal
issues. Every state is different so you want to be sure to check out what is
required for you.  

Here are some common licensing requirements that many states share: 
Business License: Every home care business must have a basic license to
operate legally in its state.
Home Care Agency License: Some states require a specific license for home
care providers.
Health and Safety Compliance: Standards for caregiver training, health
checks, and client safety must be met.
Insurance: You’ll likely need general liability insurance, workers’
compensation insurance, and possibly professional liability insurance.
Medicaid Certification (Optional): If you plan to accept Medicaid clients,
you’ll need additional certification.

To navigate licensing requirements, start by visiting your state’s Health
Department website. Most states maintain a dedicated webpage outlining the
specific steps and documentation needed for home care businesses.
Additionally, the Small Business Administration (SBA) is a valuable resource,
offering detailed guidance on general licensing requirements by state. For more
localized support, your local Business Bureau can provide personalized
assistance and help connect you with the necessary resources to operate in your
area. Industry associations like the National Association for Home Care &
Hospice (NAHC) are also excellent sources of insights and support, offering
expertise tailored to the unique needs of home care providers. Together, these
resources ensure that you’re well-informed and prepared to meet all compliance
obligations.



Once you’ve gathered all necessary information, organizing your tasks into a
checklist can help ensure that you stay on track.

Register your business and obtain an EIN. Write your name & EIN below.

Apply for all necessary state and local licenses and permits. List them below.

Research and secure required insurance policies, including general liability and
workers’ compensation.

Develop policies for client safety and caregiver protocols, including training
and health screenings.

Create a system for tracking compliance deadlines, such as license renewals and
caregiver training updates.

If accepting Medicaid, complete the application and certification process.

Join an industry association for ongoing support and updates on regulatory
changes.

Licensing & Compliance Checklist:



Don’t try to serveeveryone



Understanding your market is the key to building a successful home care business.
To attract clients and stand out from competitors, you need to clearly define your
audience and identify the specific needs within your community. This chapter will
guide you through the process of understanding the levels of care, researching local
demands, and tailoring your services to meet those needs.

To begin, think about your ideal client. Home care clients vary widely in their
needs, ranging from light companionship to advanced medical care. Recognizing
these levels of care is essential to shaping your services. For example, companion
care focuses on providing social interaction and assistance with daily tasks for
clients who don’t require medical support. Personal care involves more hands-on
assistance with activities of daily living, such as bathing and grooming. On the other
hand, skilled nursing care is for clients with medical needs, like wound care or
medication administration, requiring professional oversight. By defining the level of
care your business will offer, you create clarity for potential clients and set the stage
for meaningful connections.

B U I L D I N G  Y O U R  C L I E N T  B A S E  S T A R T S  H E R E

Take a moment to visualize your ideal client. Who are they, and what challenges do
they face in their daily lives? Write a brief description of their situation, including
their age, health needs, and what kind of support they might be looking for. Use
these questions to guide your thinking:

What does a day in their life look like?

What specific struggles or unmet needs could your business address?

How can your services improve their quality of life?

This exercise will help you better understand your audience and ensure your services
align with their needs.

Finding your Target Market



A G E  R A N G E :

G E N D E R :  

M A R I T A L  S T A T U S :  

L I V I N G  S I T U A T I O N :  

I N C O M E  L E V E L :  

Who are you Serving? 
T H I S  W O R K S H E E T  W I L L  G U I D E  Y O U  T H R O U G H
C R E A T I N G  A  P R O F I L E  O F  Y O U R  I D E A L  C L I E N T .

W H A T  L E V E L  O F  C A R E
D O  T H E Y  N E E D ?  

( C H E C K  O N E  O R  M O R E )

C O M P A N I O N  C A R E

P E R S O N A L  C A R E

S K I L L E D  N U R S I N G

T H E R A P Y  S E R V I C E S

S P E C I A L I Z E D  C A R E  

W H A T  C H A L L E N G E S  O R  H E A L T H  C O N D I T I O N S  A R E
M O S T  C O M M O N  I N  Y O U R  C O M M U N I T Y ?  

W H A T  S U P P O R T  D O
T H E Y  V A L U E  T H E  M O S T ?



The next step is to evaluate the specific needs of your community. A strong
understanding of local demands ensures your services are not only relevant but
also fill gaps left by competitors. Begin by analyzing demographic data for your
area. What does the population look like in terms of age, health conditions, or
income levels? This information can be found through resources like the U.S.
Census Bureau or your state’s health department.

Take a moment and write out some of your findings below: 

 

In addition to demographic research, direct engagement with the community is
invaluable. Surveys or interviews with residents, healthcare professionals, and
social workers can provide deeper insights into unmet needs. For instance, is
there a shortage of dementia care services, or are families seeking reliable
support for elderly relatives? Competitor analysis is another important tool.
Research the top home care providers in your area—what services do they offer,
and where do you see room for improvement? Finally, build connections with
local hospitals, clinics, and senior centers. These organizations often have first-
hand knowledge of the care challenges facing your community.

Once you’ve gathered this information, it’s time to refine your business strategy.
Reflect on your findings: What services will you offer, and how did you identify
the demand for them? What patterns emerged from your research, and how can
you design solutions that directly address those needs? Understanding your
market ensures that your business not only attracts clients but also provides
meaningful, impactful care.



When your 
leads, success will follow.

heart



U N D E R S T A N D I N G  W H A T  T O  D O  A N D  W H E N

Launching a home care business is an exciting venture, but it requires careful
planning to set yourself up for success. This chapter will walk you through the
essential steps of creating a solid launch plan, helping you budget for startup
costs, define your services, and craft a comprehensive business plan. Whether
you’re starting with limited resources or preparing to scale quickly, this guide
will equip you with the tools and strategies to make informed decisions.

First, we’ll delve into startup costs, breaking down the key expenses you
should budget for and exploring cost-effective ways to get started, such as
offering drop-in services or staffing with trusted family members. Next, we’ll
focus on choosing your services, emphasizing the importance of tailoring your
offerings to meet community needs and highlighting various models of care,
from drop-in visits to residential care. Finally, we’ll guide you through
crafting your business plan, outlining the key components of a successful plan,
including marketing strategies, operational processes, and financial
projections.

This chapter not only provides the knowledge you need to plan your launch
but also includes practical worksheets to help you estimate costs, customize
your services, and structure your business plan. By the end, you’ll have a clear,
actionable roadmap to launch your home care business with confidence.

Building your Launch Plan



Understanding your startup costs is crucial to
setting realistic financial expectations for your
business. While these costs can vary
significantly depending on the type of home
care services you plan to offer, it’s essential to
budget for at least three months of operational
expenses upfront. On average, you should
prepare to invest around $10,000 to cover the
basics, including licensing, insurance, caregiver
training, and marketing.
If you’re starting with limited capital but want
to maximize revenue, consider focusing on
drop-in services for 24-hour clients who need
care in their own homes. This model reduces
overhead costs since you don’t need to own or
rent a physical space.

Additionally, you can begin by staffing your
business with trusted family members or close
acquaintances to minimize initial payroll
expenses.

As your business grows, you might explore
other service models such as residential care
(e.g., group homes) or respite care (short-term,
emergency services). These options require
more resources but offer opportunities to
expand your offerings and create a controlled
care environment.

Estimating your startup costs is a crucial first
step in building your launch plan, and the
worksheet on the next page will help you
organize these expenses. To gather accurate
information, start by researching the costs
associated with licensing, insurance, training,
and marketing in your state. Visit your state’s
health department website for licensing fees,
contact insurance providers for quotes, and
explore local training programs for caregivers.
If possible, speak with other home care
business owners or join industry forums to get
real-world insights into typical startup
expenses. Use this information to fill out the
worksheet and create a realistic budget for your
first three months of operations.



This worksheet is designed to help you brainstorm and estimate the costs
associated with starting your home care business. For each category, use
the examples and ranges provided as a starting point. Adjust the estimates
based on your research and local requirements.

E S T I M A T I N G  Y O U R  S T A R T U P  C O S T .

Licensing & Compliance
Business License: Estimated cost: $50–$500 (varies by state).
Home Care Agency License: Estimated cost: $500–$2,000.
Background Checks for Staff: Estimated cost: $20–$100 per person.

Your Estimate:
Business License: $________
Agency License: $________
Background Checks: $________

Caregiver Training Program: Estimated cost: $200–$1,000.
Initial Payroll (3 months for 2 caregivers): Estimated cost: $3,000–$5,000.
Cost-Saving Tip: Consider starting with trusted family members or close
acquaintances to reduce payroll expenses.

Your Estimate:
Training: $________
Payroll: $________

Training & Staffing

Logo and Branding Materials: Estimated cost: $100–$500.
Website Development: Estimated cost: $500–$2,000 (or use low-cost platforms
like Wix).
Business Cards and Flyers: Estimated cost: $50–$300.
Online Advertising (e.g., Facebook or Google Ads): Estimated cost: $100–$500.

Your Estimate:
Branding: $________
Website: $________
Marketing Materials: $________
Advertising: $________

Marketing 



Now that you’ve estimated your startup costs, how will you fund your business? 

Use this section to outline your plan.
Personal Savings: $________
Small Business Loan: $________
Investors: $________
Other Sources: $________

Add up your estimates from all sections to calculate your total startup budget.
Total Startup Costs: $________
Total Funding: $________

Basic Office Setup (e.g., desk, computer, software): Estimated cost: $500–$1,500.
Scheduling or Payroll Software: Estimated cost: $30–$100/month.

Your Estimate:
Office Setup: $________
Software: $________

Office Supplies

To further refine your startup budget and financial plan, consider leveraging the
resources available at SCORE.org. SCORE is a nonprofit organization dedicated
to helping small business owners succeed by offering free mentorship and
educational resources. Their extensive network of volunteer mentors includes
experienced entrepreneurs, financial experts, and business professionals who can
provide personalized guidance on starting and running your home care business.
SCORE offers tools to help you formalize your financials, such as templates for
business plans, financial projections, and budget planning. They also host free
workshops and webinars on a variety of topics, including startup financing,
creating a cash flow statement, and securing small business loans. By connecting
with a mentor through SCORE, you can receive one-on-one support to break
down your startup costs, explore funding options, and develop a comprehensive
financial plan tailored to your goals.

https://www.score.org/


A strong business plan is your roadmap to
launching and scaling your home care business. It
should outline your goals, strategies, and financial
projections while providing a clear framework for
your operations. A well-crafted business plan also
positions you to secure funding if needed.

Your business plan should include the following
sections:

Executive Summary: A brief overview of your

business, including your mission and vision.

1.

Market Analysis: Insights into your target

audience and community needs.

2.

Services Offered: A detailed description of

your initial service offerings and plans for

future growth.

3.

Marketing Strategy: How you will promote

your business and attract clients (e.g., social

media, partnerships, referrals).

4.

Operations Plan: Your day-to-day processes,

staffing structure, and compliance measures.

5.

Financial Projections: Startup costs, pricing,

and revenue projections for the first year.

6.

Personalize your plan by including insights from
your own research and experiences. Consider using
templates or examples to guide you as you build
your plan.



Business Model Cheatsheet
Key Partners

(Who will help you?)

Key Activities
(What will you do?)

Main Value Proposition
(How you will help?)

Selling/Marketing Channels
(How will people know you and

how you will deliver?)

Cost Structure
(What will you have to pay for?)

Key Resources
(What you need to run the business?)

Customer Relationships
(How and where you will interact?)

Customer Segments
(Who will you help?)

Revenue Streams
(What will customers be paying for?)


