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Choosing a Home Health Consultant
Home care consulting businesses come in all shapes and sizes, with a wide variety of available services and a range of costs. The average home health provider can easily be confused in choosing a consultant that most appropriately will meet their agency’s needs. Previously, we developed a checklist to assist agencies in making this important decision. In this article we have expanded the checklist format to include anecdotal information and advice based upon our experiences with HHA clients. We hope this will be useful information for those HHAs searching for the “right fit” consulting firm.  
      Background and Experience 
Is the firm a legitimate corporation that has references available from a substantive client base or is the “consultant” a friend of someone in the agency who happens to have worked locally at another home health agency? 
Unfortunately, we have seen the less than satisfactory results of the latter situation in a number of organizations. Our cautionary note: do not assume that because someone has been employed in home health that they have expertise in HHA operations, regulatory compliance or that they have your HHA’s best interests at heart. They may be less expensive than some of the other options available but may cost you more in the end.
Consulting Plus
Many consulting businesses have additional products and services. Is the primary need of the organization assessment and professional advice? Does the HHA require manuals, forms, and other tools? What will the HHA do if the consulting firm suggests that the HHA needs, and the consulting firm can provide, new management? 
We recommend that HHAs explore-and it’s quite easy on the internet these days- the range of options available. The HHA determination should consider whether the agency’s primary needs are professional assistance, materials or management.
Oftentimes, consultants that do not provide actual forms, manuals and other materials via their company can offer their HHA clients advice regarding documentation tools/systems based upon their experiences in variety of agencies. On the other hand; a one stop shop may be a preferable solution for some HHAs.
Surf the Net
Does the consulting business have a web-site? Is it professional, is it descriptive? Do you sense the consultant’s passion for home care? Can you be sure the consultants assigned to your HHA have the appropriate experience and expertise that your HHA requires?  In other words, do you have any say/control regarding the individuals who will be assisting your organization? Some consultant’s do all their intake and operations work while other firms utilize sub-contractors.
Some HHAs are comfortable with the larger consulting firms using contractors based upon the firms’ national reputations, while some HHAs  may opt to have a smaller firm where who you “meet” on a web-site are the individuals your HHA will be working with.  
Fees
Consulting fees can vary widely. HHAs should comparison shop. A ballpark range is from $100-$250 or more per hour for professional services which includes site visits and report preparation. Additional costs include management services, manuals and other materials. 
Engaging a consultant can be very costly. The HHA should establish a reasonable budget and search accordingly. This is best done when the agency is not in a crisis mode. 
When agencies retain consultants after significant organization events such as wholesale management changes or poor survey outcomes, decisions are often made hastily and costs escalate per the HHA’s crisis management needs and time constraints.
Does the consulting firm offer a payment plan option? Is a retainer fee required?
References
Ensure you contact at least two to three of the consultant’s past clients. Ask them what did they liked/disliked about the consultant’s services. Warning: some consultants tell HHA clients things that the clients do not want to hear! For example, we have been alternately praised and criticized for being forthright (okay---sometimes blunt).
Ask about follow-up. Were consultants readily available for follow-up questions/concerns, were their reports helpful? How did consultants interface with agency staff? Did consultants provide education during the visit? Did consultants leave the HHA with any tools/helpful hints? Was there additional cost involved?  Was the initial fee estimate close?
Specialty/Full Service
Some firms specialize in assessing and assisting with clinical operations, some firms deal strictly with HHAs financial systems. Some offer both. Make sure if you choose a specialty-focused firm that they are able to refer to a financial or clinical firm(s) if necessary.
Some consulting firms will not deal with Start-up HHAs. Some firms deal with licensed and certified HHAs but not hospice. Some firms engage in compliance work almost exclusively. Verify your potential consulting firm’s areas of expertise prior to signing a contract. 
The Personal Touch
You reach out to a consulting business. Did they return your call timely? Did you actually speak to a consultant? How did it feel:  Pressure? “Sales” job? Cold? Warm? Humorless? Helpful? Confusing?  This is a good time to use your intuitive skills. If you felt more negatives than positives, you may want to keep searching. 
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