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What is a caregiver?  

A caregiver is a person who provides care for a person who needs extra help. They assist a person(s) 
with their ADL’s (active daily living). ADL’s include all daily personal tasks and leisure activity. A 
caregiver is someone who can maintain and add value to the desired lifestyle of a person. 
 
Caregivers provide emotional and physical support, housekeeping, transportation, and social 
interaction. A family must be able to trust above all the caregiver(s) they hire to provide the care 
needed. 
  
In terms of helping seniors, caregivers have the unique opportunity and privilege of adding value and 
quality to a senior’s life. Caregivers are fortunate enough to have a front-row seat to our past with 
first-hand experiences. It is an incredibly special and unique position to be in for both a caregiver and 
senior to see how we are connected and why we are essential to one another. Seniors have so much 
knowledge and life experience to share with those who will listen. 
  

To be a caregiver for seniors is a calling, not a job. If it is your passion to help seniors, then 
this is the right place to be. It is by far the absolute best time to start your very own senior 
care business. We will help you to get started on your new journey.  

 
Two types of caregivers for seniors 

Formal caregiver is a person hired to assist seniors with ADL’s in 
exchange for compensation. 

Informal caregivers are family and friends who care for their loved one(s) 
without compensation.  

To be a non-medical caregiver for the elderly means, you provide emotional and physical support, 
housekeeping, transportation, and social interaction are a part of your job description. Each senior 
has had a different life journey with family, friends, career, interests, experiences, backgrounds, and 
beliefs. Caregivers can adapt and provide a personalized approach. They can help with the direct 
needs and wants of a senior. When a senior knows and feels as though quality care is present, it can 
add not only quality to their lifestyle but their longevity as well. 

Formal caregivers offer personalized care services either at home, in residence, or hospital. For a full 
list of services that private caregivers provide, please refer to the description of non-medical caregiver 
services. Private caregivers play a significant role in protecting and preserving the dignity of a senior 
as it is their sole focus when present with their client(s). 

Caregivers also lend eyes and ears to family members, which at times can be crucial to the care of a 
senior loved one. Formal caregivers are loyal to their client, and part of their job is to report any 
changes in physical or mental faculties or environment. Ultimately the most crucial factor is to make 
sure that the senior is safe and to not compromise the care due to disagreements or adverse events. 
A caregiver with good common sense, gentle honesty, and communication will significantly increase 
your chances of a proper and desired outcome.  

Many informal family caregivers who are a part of the “sandwich generation” age group are between 
the stresses of caring for their ageing parent, as well as children, career, and require additional 



resources to help care for their senior loved one(s). Caring for and looking a senior loved one present 
in caring for a senior loved one needs additional support and assistance at times. We all need a reset 
at times, and this is just one of the ways that a formal caregiver can step in.  

Families who live abroad, Curators and Trustees place a lot of trust in the hands of hired caregivers 
to provide emotional & physical support, stability, and security to the senior(s) needing care. Working 
with elder orphans, seniors who do not have children or extended family close by in particular 
requires a higher level of commitment as you represent more significant value to the senior daily, and 
at times need to advocate on the senior's behalf.  

With all the technology (i.e., voice recording, video, email, etc.) now at our fingertips, family members 
or persons in charge of a senior’s care can be present in all appointments, with assistance from a 
private caregiver using video or audio on mobile devices. Family members or person(s) in charge of 
senior’s care have a massive advantage with the technology now available. You can now 
install Wireless IP cameras inside or outside a senior loved one(s) home or room in residence, which 
does give visual access to live feed on demand. 

Paid formal caregivers are in demand  

Now more than ever before formal caregivers are in demand with the growing needs in the ageing 
population. To hire a caregiver is an ideal additional care option 
and allows for more leisure visits with the family, or to be present 
for essential and pressing decisions.  

Private non-medical senior care has become a beneficial and 
vital service to our ageing population and is one of the fastest-
growing private businesses in the health care industry. Our 
government health care systems are having a difficult time 
keeping up with the demand for the daily needs required by 
seniors. Family members of seniors and seniors themselves are 
being forced to look at private care options for additional care and support. Some of what local health 
programs offer to seniors who live at home is not enough to support their needs. For seniors in 
residence, who need one on one care in addition to the general care and supervision, the person in 
charge of their care will often need to hire a private caregiver or contact a home care agency. 

Private caregivers are a fantastic option because they become the eyes and ears for many seniors 
and report directly to the person in charge of the senior's care. Private caregivers, often, tend to 
develop a close relationship with their clients; it is a relationship that at times, is difficult to define. At 
times, this relationship can border on friendship; however, the position is an important one that needs 
a level of professionalism and healthy boundaries put in place. It is often the smallest of details in a 
senior’s life where a caregiver can make a positive impact on their daily life. 

Professional private caregivers who operate their business take on the responsibility to collect 
payment with an invoice, pay their taxes, and keep track of paperwork. A senior care invoice should 
provide detailed information for each visit during each billing cycle. The logistics of owning a business 
can be intimidating at times, but when correctly set up with an excellent foundation to build from it will 
much easier to manage. When you operate your business efficiently, you can focus on what is truly 
important, your senior client(s). 



First Aid courses are available to become certified to work in medical facilities, residences and in-
home care, first check what rules and licensing you must obtain in your location where you wish to 
start your business. At the base level seniors’, you should have First Aid training, which is typically 
provided locally to where you live, it is just a matter of looking up who is offering the course. Each 
State or Province comes with different sets of requirements. Red Cross provides certification courses. 

Non-medical caregivers should always report neglect or abuse to a local government agency or head 
nurse in a hospital or residence setting when it is suspected. Although it may cause awkwardness 
and tension between you and whom you report against, it is your duty as a caregiver to advocate on 
the senior’s behalf when you suspect wrongdoing. It is essential to do the right thing and that you are 
aware that you are not in this business to make friends; you are there to protect and stand by your 
senior client. You are present to make sure that you oversee and assist in providing all their basic 
needs at the highest standard possible. 

Caregiver career 

A caregiver career for seniors from a business perspective is one of the fastest-growing career 
opportunities worldwide due to the rapid ageing baby boomer generation. 

Around the world, we see more government facilities, programs, and tax breaks available to seniors 
to facilitate this population growth. We also see many retirement community-style buildings going up 
at an alarmingly fast rate. 

 Other caregiver job titles:  
Carer 
Home support worker (HSW)  
Caretaker 
Care attendant 
Companion 
Care worker 
Senior’s aid 

Depending on where you live, certification as a non-medical or unique licensing to be a caregiver for 
seniors may be required. Be sure to look up the rules and regulations of operating a non-medical 
senior care business in your area.  A caregiver will typically start above minimum wage in pay, and 
the job itself requires a caregiver to be professional, respectful, and show initiative to care for seniors. 

To provide care for seniors is extremely rewarding, engaging, insightful, exciting, enjoyable, 
informative, as well as a financially rewarding career with limitless growth potential. Caregivers can 
work with local government in public programs or housing, private residences, home care, and care 
agencies. 

Wise caregiving presents customizable caregiver documents, a new way to operate a senior care 
business. Private care for seniors needs to elevate its professionalism, and caregivers need to be 
more accountable for the care services provided. In most cases, private caregivers offer even more 
personalized services than agencies and are the reason it is so important to cover and protect 
yourself the same way the agencies safeguard their caregiver employees. All information, 
expectations, and agreements should be in writing.  



Qualities of an excellent caregiver  
 
People who possess a natural affinity to be with and around seniors are the best suited for this 
profession. The type of person who understands the value that seniors bring to our community is 
someone who could add value to a senior’s life.  

Caregiver characteristics and qualities: 

 Self-starter 
 Fluent in other languages  
 Good vision & hearing 
 Flexible  
 Excellent verbal and written communication skills 
 Mathematical skills 
 Tech-savvy 
 Well-groomed (Hair, skin, nails, teeth) 
 Not afraid to ask questions  
 Presentable and fit into various environments 
 Planning skills 
 Adapt to new situations and environments 
 Attentive 
 Dependable 
 Ability to remain calm in stressful situations 
 Multitasking  
 Organized 
 Physically active (In good shape) 
 Good reaction time 
 Balance and coordination 
 Strong stomach (be present for medical procedures) 
 Resourceful 
 Innovative 
 Creative 
 Can role play (dementia care) 
 Kind 
 Empathetic 
 Compassionate 
 Sympathetic 
 Cautious 
 Protective 
 Team-oriented (often a caregiver works with other caregivers in-home/residence) 
 Demonstrates good manners 
 Detail-oriented 
 Aware of different cultures 
 Solution-based 
 Excellent driver 
 Good common sense 
 Honesty (willing to report wrongdoings) 
 Tactful 



Types of non-medical senior care that you can provide  

 

Respite care (short term)  
When the primary caregiver needs assistance 
during recovery after a medical procedure, or a 
much-needed break or someone to stay with a 
senior loved one or schedule consistent daily 
visits while the person in charge of the seniors 
care is on holiday.  

Short term care is also offered by home care 
agencies that have a full staff to pull from as 
needed. They tend to be an excellent interim 
solution in emergencies or acute care. 

 
Routine hourly care (live-out)  
Long term routine care, caregivers can create and form a long-term bond with senior clients. This 
type of care is ideal work for private caregivers for early stages of needed care, such as early-onset 
dementia. Forming the relationship with the family and senior clients early on creates a level of trust, 
which is unbelievably valuable in the later stages when the care level increases. With this type of 
care, it presents an excellent opportunity for caregivers to assist more than one senior each week. 
The work is typically steady on a routine basis, and the changing of clients keeps the job interesting. 
Although each day may consist of 2-3 shifts, you can have short breaks between clients, and you can 
charge more per hour as well as travel to and from your base location because fewer hours are 
required. Quality vs. Quantity 
 
Overnight care 
This care allows the primary caregiver a restful sleep and or peace of mind knowing the senior would 
otherwise be alone in their place of residence. Caregivers are typically on standby during the night if 
assistance is needed. Often caregivers confuse this type of care with a different place to sleep other 
than home. This position is quite important, and when a caregiver is present for nights, there is often 
a fundamental reason to stay awake and be alert to best provide for your client. Usually, caregivers 
remain in a separate room, and either leave the door open to detect any movement or install a bed 
alarm, but most importantly stay awake. 
 
Live-in care 
Caregiver lives in the house and assists or takes care of all of the required responsibilities needed for 
daily independent living as well as household needs. Live-in care requires that 2-3 caregivers be on 
the schedule to provide respite for the primary caregiver. To have only one caregiver will lead to 
burnout and high turn over rate. Make sure your condition as caregiver when you accept this type of 
care that you have or will have a care team in place. In some cases, the senior is well enough that a 
caregiver can step out for a few hours. 
 
24 Hour live-out care 
The job of the caregiver is to remain awake and alert at all times while assisting a senior. Round the 
clock care requires a minimum of three caregivers per 24-hour period. The shifts consist of 8-hour 
periods and 3-4 caregivers on the schedule.  



Description of non-medical caregiver services 
Quality caregivers are ready to help your senior loved ones with everyday needs  

Companionship services: 

o Stimulating conversation 

o Monitor diet and eating 

o Cook together 

o Pet care 

o Check food expiration and rotate the oldest date to the front each visit, throw out expired items 

o Assist with clothing selection 

o Assist with walking 

o Aid with reading  

o Arrange appointments (medical, beauty and leisure) 

o Help with the morning routine and wake up 

o Help with evening routine and tuck in for bed 

o Write letters and correspondence 

o Stimulate mental awareness 

o Assist with entertaining 

o Answering the door 

o Pick up papers and books 

o Monitor TV usage 

o Demonstrate how the technology works  

o Plan visits outings and trips 

o Participate in crafts and activities 

o Care of houseplants 

o Play games and cards 

o Record and arrange recipes 

o Oversee home deliveries 

o Supervise home maintenance 

o Prepare grocery lists 

o Visit friends 

o Read religious materials 

o Record family history 



Personal care services:  

o Bathing 

o Grooming (Brush hair, cleaning teeth/dentures), 
flossing, removing, and applying make-up, cleaning 
ears, trimming facial hair, applying hydrating lotion, 
keep nails clean and cut short, styling hair, shaving 
for men and women, applying perfume,  

o Dressing (assists with jewelry, clean prescription 
glasses, make sure watch is clean and working)  

o Incontinence 
 
Home helper & homemaking services:  

o Housekeeping  

o Laundry (folding and ironing)  

o Take out garbage and recycling  

o Change linens and make the bed  

o Meal planning and preparation  

o Freezing nutritious meals for future easy use  

o Assist with pet care (changing litter or pads)  

o Organize and clean closets  

o Drop off / Pick up dry cleaning  

o Make beds  

o Change linens 

o Dust all surfaces 
 
Transportation services: *May require commercial liability insurance* 

o Religious services  

o Appointments (medical, beauty, leisure)  

o Sporting events 

o Shopping and errands 

o Pick up prescriptions or store items 

  
 
Specialized Alzheimer’s & dementia care services: 

o Memory exercise programs 

o Ensure proper routines 

o Redirection  

o Nutrition and hydration 



Outings and activities to do with senior  
 

These are many outings and activities that caregivers can do with seniors when together, including 
clients who have dementia. Having a car makes doing all these much easier to do.  Be mindful of 
accessibility for parking, entrance ways, elevators, and washrooms. Make sure to have access to 
water and food if possible. Lastly, the senior must be willing to participate.  

Year-round senior outing ideas: 

 Events: check online for dates and times 
 Festivals 
 Museum exhibitions 
 Art shows 
 Attend clubs with senior who has a membership: even if it is to go out socially 
 Tennis 
 Golf 
 Gym 
 Bowling 
 Curling 
 Fitness/Spa 
 Beauty services 
 Hair/Skin/Nail treatments 
 Walk 
 Somewhere scenic outdoors with benches to rest 

periodically. 
 Visit a shopping mall during the winter months. 
 Swim Indoors (find out the senior swim schedule) 
 Park close to the airport and watch planes land 

and take off. 
 Aquarium visit 
 Bake / Cook together 
 Book a factory tour 
 Check local tours (i.e., cheese, ice cream, beer, chocolate) 
 Art class 
 Pottery class 
 Ballet production 
 Theatre 
 Movie  
 Concert 
 Bingo 
 Arts and crafts 
 Food tasting 
 Visit unique local shops (handmade toy making shop, British products specialty store, etc.) 
 Art and crafts store and purchase a small project to do together, or join in at residence 
 Play Cards, UNO, memory cards 
 Do a puzzle together 
 Got to browse antique shops, 2nd hand stores, dollar stores (loads of fun inexpensive finds) 
 Large Cathedral Tour 

 



Winter outdoors ideas & activities:  

 Cross country skiing 
 Snowshoeing 
 Scenic drive 
 Sleigh ride 
 Skating 
 Walking on cleared paths 

Spring outing ideas:  

 Sugar shack 
 Preparing garden 

 

 

Summer / fall outing 
ideas:  

 Boat tour 
 Visit the zoo or animal park 
 Some parks you can stay in your car and drive by the animals 
 Landmark areas or activities in your area 
 Walk together along the waterfront, or ocean 
 Park close to the airport and watch planes land and take off 
 Tennis 
 Municipality courts are usually free and open courts in the middle of the day 
 Car show 
 Outdoor festivals 

 Garden center visit at a home improvement store 
 Flower festivals 

 Farm visit and pick local produce 
 Berries 
 Apples 
 Cherries 
 Pumpkin 

*You can then bake together or carve the pumpkin 
 Vineyard tour and sample the wine (if permitted) 
 Local bird center visit 
 Eco museum visit 
 Horse, dog, cow shows, etc. 
 Memorial events (i.e., veteran affairs, local events) 
 Gardening- go to flower/garden market together and buy flowers to plant 
 Farmer’s market (indoor & outdoor) 
 Outdoor gardening 

 



The business side of non-medical private care for seniors 

Be your own boss  

An entrepreneur is an individual who accepts some risk — usually financial — in the pursuit of new 
ventures.  

Entrepreneur characteristics  
 
The characteristics of an entrepreneur include being a hard worker, good communicator, creative, 
possess strong multitasking abilities, excellent listening skills, problem-solving skills, and flexible to 
change.  A successful entrepreneur will also be able to recognize opportunities and maintains the 
fearlessness to act on them. 

Starting your own senior care 
business  

If you have made it this far, then it is safe to 
assume that you are seriously interested in 
starting or changing your career and starting a 
senior non-medical care business. Providing 
senior care services to our ageing population are 
some of the fastest-growing companies in the 
service industry in many parts of the world. Our 
governments are having a difficult time keeping 
up with the sheer volume of seniors requiring 
additional non-medical assistance. Family 
members of seniors and seniors themselves are 
being forced to look at private care options for 
extra care at home, retirement communities, 
public and private residences.  

Hopefully, this eBook will help you to get started 
on your journey as an entrepreneur. Having your own business as a private caregiver will allow you to 
serve your senior community, gain very stable employment, and experience a deep sense of 
purpose. The senior care industry is very lucrative from a financial standpoint, with limitless 
opportunities in all areas of non-medical care. 

By far, the most crucial factor in operating a senior care business is that you enjoy, like to be with, 
and have a deep respect and appreciation for seniors. Equally as important is the natural ability to 
demonstrate good common sense. 

Being a private caregiver in senior care can be a gratifying career for anyone who truly wants to do 
something meaningful with their life. Often when spending time with a senior, it is the simplest of 
gestures, conversations, or actions that can be the most eye-opening moments of your life. It is your 
job as a caregiver to be true to who you are and show seniors the utmost respect that they deserve. 



How to gain experience as a new caregiver  

The best starting point is Facebook in local caregiving groups. You can use keywords such 
as need caregiver, seniors, care needed, part-time caregiver, caregiver support group, help 
seniors, parents, companion, home care, and eldercare. When approved in the groups start 

by searching keywords again within the group to see if anyone is looking for assistance. Some 
examples of this: need companion, need caregiver, does anyone know of a caregiver, support, 
respite, help, etc. The idea is to become connected to groups and establish an online presence within 
each community. You do not need to announce your services, join in on conversations, and get 
involved in the comments when you have some value to offer. 

Another way is to utilize Instagram to let people know that you are a caregiver that is 
ready to get started and that you have a genuine desire to help seniors in their day to day 
lives. Your post should be about how you can help, what benefit you offer family members 

who have a senior loved one who is looking for assistance. Careful to not confuse benefit with service 
features. Families need to know the value that a caregiver will bring to their senior loved one(s). Trust 
is another huge factor as well. If you can establish a genuinely good relationship from the beginning 
when you meet the family, then you are on the right path. To be a caregiver means being involved not 
only in a senior’s life but the family members as well. 

You might want to be creative with your initial caregiver service offer if you have never 
worked as a caregiver before. One guaranteed way to get you in the front running for a good job 
position as a caregiver is to offer to work at a lower 
hourly rate and be time flexible. Before you begin 
the job, set your expectations for your desired 
hourly or flat rate after a review of your 
performance on a set date. Most employers will be 
incredibly open to this idea and feel it is a fair 
exchange. By doing this, it will also give you a 
chance to see what area of senior care you are 
most interested in and demonstrate that you are an 
ideal applicant with good intentions. 

Another great way to acquire 
senior care experience is to volunteer at community 
senior day centers or check out your local 
newspaper in the classified section. By 
volunteering, you will be able to learn from other 
volunteers how to best serve seniors who have 
some form of dementia. The newspaper clipping 
above is a real example of this. 



Best 15 free online advertising sites for caregivers 
Where caregivers and family members can advertise services or post caregiver jobs on the Internet. 
These are the sites that have a lot of traffic, and your ads will get seen. You will have to set up 
accounts for each of these sites, remember to keep all your usernames and passwords. 

Posting your ad on social media and advertising sites should help you get started with your senior 
care business. People searching for a caregiver are looking for the right type of person with the 
correct skillset. Yes, training and experience help, but if you put yourself out there, and advertise your 
qualities as well as your reason for wanting to be a senior care provider, then you will get noticed. To 
get started, take on as many quality jobs as you can handle in your weekly schedule to get the most 
exposure and experience. Make sure that each position you seek is one that you could see yourself 
in the long term. Seniors, for the most part, do not like or feel comfortable with change, and it is just 
one part of your job to offer stability and reliability. 

Always remember to be safe when meeting people that you meet over the 
internet in person. Make sure to let someone you know where you will be, at what time and your 
estimated duration of the meeting. Always leave your location settings ‘on’ your cell phone and put it 
in a hidden place. Make sure to also carry a portable alarm on you for protection. These are simple 
precautions to take with our ever-changing technological world.  

https://www.care.com  

http://careopoly.com/ 

https://www.gumtree.com 

https://www.classifiedads.com  
https://oodle.com 

https://ca.indeed.com-Canada 

https://indeed.com-United States  

https://monster.ca-Canada 

https://monster.com-United States 

https://wowjobs.com-United States 

https://www.wowjobs.ca-Canada 

https://eldercare.com 

https://jobillico.com 

https://nannyservices.ca 

https://kijiji.com 

https://kijiji.ca 

https://Linkedin.com 

https://facebook/marketplace 



Paid marketing to advertise caregiver services  

Care site memberships: 

You can always go the route of paying for extra features to open areas of the care sites. This will 
enable you to post more ads, as well as more frequently. One of the most important benefits will be 
that will be able to unlock all communications between you and your potential customers.  

*Many of the free care websites will allow you to list a profile for free but limit you from reaching out to 
employers who have the job post you are searching for. Without a membership you are at the mercy 
of the employer reaching out to you and then you can respond.  

Make sure that if you decide to invest in a membership that your potential customers are on the site. 
Do quick research to check your location. 

Start with one-month membership and see how you like the care site. If you feel this is a good 
resource for actual care jobs and you see a good return, then it might be worth investing in a longer 
term to spend less over the long run. 

Facebook ADS: 

 



 

 

 

 

 

 



Instagram: 

 

 

 



Best ‘free offline’ places to advertise caregiver services  

Try to find out where your potential family member of the senior(s) is spending time and make visible 
the caregiver services that you are offering for seniors 
 

 Bulletin Boards in the city/communities: Shopping centers, restaurants, café, bakeries 

 Local library 

 Train Stations 

 Pharmacy 

 Local bakeries 

 Stores that have prepared meal or meal service 

 Grocery Store  

 Dr. Offices / Medical Clinics / Hospital 

 Church / Community gathering 
center 

 Beauty Service Establishments 

 Medical Equipment Stores 

 Arena 

 Tennis Clubs 

 Golf Clubs 

 Boating / Clubs 

 Travel agencies 

 Small private airports for private 
planes and jets 

Key points to marketing your caregiver services FOR FREE 

 Try to find out where family members of your desired type of senior client are spending time 
and make visible the caregiver services that you are offering to seniors. 

 Approach people in the trades industry that you personally or professionally linked to and have 
previously had experiences working together. Explain to them that you are a caregiver 
providing daily care services to seniors in their home or senior residence. Offering a referral 
fee cash bonus for new client leads that sign up for your caregiver services.  

 Contact professionals who deal directly with seniors. 



Determine your caregiver rate  

You need to think about what you will charge for your time as a caregiver. What will you charge by 
the hour, week, month, or yearly salary? 

It is essential to know your value based on a combination of two factors; what the industry wage 
amounts in your location and what additional services that you plan on offering your clients. You 
should inform yourself on the pay range scale if the person in charge of the senior's care asks 
questions about the amount that you are charging or why you charge more than other caregivers in 
the local area. An excellent way to check your local competitors and what they charge is through care 
websites. Research your competitors by ‘searching for a caregiver/companion’ as the person 
who is looking to hire a caregiver/companion. Example below 

 

What can you offer to your senior clients that will impact your caregiver rate? 

 Emergency Care (More flexible assistance as needed) 

 Caregiver experience (working with seniors diagnosed with dementia) 

 Car (year and model) for outings, errands, and appointments 

 Business liability insurance 

 Charge account/credit card for expenses  

When you start as a caregiver, take as many jobs you can get at the rate the family is offering.  Soon 
you can begin to charge more so long as you work towards building your caregiver business through 
knowledge and professionalism. Day by day on the job, you will acquire caregiver experience, make 
sure to keep your expenses low as possible for a while and let your business account accumulate 
with any or all profit after expenses. Having the extra cash flow will safeguard you from the days or 
hours that you are not working, especially if you have one client that suddenly pass away.  Be 
prepared for a few changes in senior clients in your first two years of business. The first couple of 
years will be a time where you are discovering what area of senior care is best suited for you and 
slowly build your business around your ideal senior clients to assist. 



Ten ways to get the 
best senior clients  
 
Response time to caregiver 
needed post: send a message 
right away with a little about 
yourself. Let the employer know 
that you take pride in helping 
seniors, are professional, possess 
the necessary skills, and that you 
are available and ready to get to 
work. 

1. Speak over the phone or meet 
to discuss the job further. 

2. Correct your spelling and 
grammar in written communications. Never start a response with “i.” 

3. Provide a picture of yourself or a video introduction of yourself. This simple step is often 
overlooked and will bring you to the top of the pool of candidates. 

4. Have a “CAN DO” attitude with what the job requires. Be open and flexible to tasks that can be 
done for a senior and then see if you could add any other services that may also be beneficial. 
Employers do not pay per task, but the more you offer will get you closer to acquiring a new 
client. This job is for doers that like to see results.  It is essential to remind yourself of the human 
side to this position, and what needs to be done needs doing. 

5. Be the caregiver who will clean the house, something most caregivers are not willing to do. 
Mention that you want to save your potential client money by not having to hire additional 
cleaning staff. It should not be beneath any caregiver to clean a toilet. 

6. Car and or license if you don’t have either one start working towards acquiring both. 

7. Have records on hand for job interviews: driving, criminal background check, etc. 

8. Send a quick note to your references before you go to a job interview and be ready to ready to 
send them when requested. 

9. Call the job listing if they have a phone number listed. So many people are afraid to pick up a 
phone and call these days; in some cases, it is as simple as calling to get the job! 

Bonus:  

Offer the first visit free; it takes the pressure of giving the job position to you right away and 
committing to you as the hired caregiver.  

Offer to help the family with any transition that may be involved, such as a move or re-arrangement in 
a current residence. 



Contact professionals who work with seniors for client leads 

Reach out and let professionals know who you are and that you are a caregiver offering services 
offering to seniors. All the people in the professions mentioned below know where the seniors reside 
and what extra assistance, they could benefit them. 

Professionals will often refer out services where they see value to the community. When your service 
is excellent, it adds value to their practice and reputation, by being able to offer more to their clients.  

 Bank trustees who handle estate accounts 

 Ophthalmologists  

 Optometrists that visit residences  

 Hearing Aid specialists 

 Gerontologists 

 Veterans Organization in your local area 

 Senior day centers - contact volunteer groups in your community. Speak with the group organizers. 

 Electricians and Plumbers (often get called to senior’s homes for small odd jobs) 

 Insurance Brokers 

 Financial Advisers 

 Notaries  

 Lawyers 

 Accountants 

 Veterinarians  

 Senior aid transition specialists 

 Real Estate Agents  

 Beauticians that work in residences 

 Hairdressers that work in senior residences 

 Director of Marketing in senior homes – potential value-added personalized care service for the home 
to offer to senior residents and their families or person charge of making decisions for the senior. 

 Jewellers  

 Landscape and snow removal companies (they will know which homes are owned by seniors) 

 Local community services run by Government and non-profit (they have a limit to what they can do) 

 Family Support Groups of Seniors who suffer from different types of Dementia 



You get the Interview-now what?  

Something to keep in mind is that if this is your first time meeting 
your potential employer and you met over the internet, you must put 
your best foot forward. Be your best self but remain true to who you 
are. A prospective employer who 99% of the time is a close family 
member will be looking for additional private care be very thorough 
and have an extra layer of caution with good reason. You want to make sure that the family feels 
confident and comfortable hen they decide to hire you.  

Here are things to keep in mind, most of you already know basic interviewing skills but this interview 
is far more personal. The first meeting is crucial in terms of creating a solid foundation for what is 
equally as important as providing care for their senior loved one(s). You need to show a potential 
employer the advantages of dealing with one private caregiver who can also offer the same 
convenient care services of a home care agency.  

As you start your business, begin to form alliances with other private caregivers who are willing to 
cover you when needed, and in turn you can do the same for them.  

Prepare yourself for some questions regarding your strengths and how you can apply them to 
assisting a senior.  

Present yourself in business attire even though the job may, in most cases, only require everyday 
clothing, it will give you a competitive advantage over the other candidates. Put the extra time into 
looking your best. Even go as far as to collect a few opinions on your outfit and listen to the feedback.  

Ways to make the best first impression 

1. Punctual- That you will be on time for their loved one *Be 20 minutes early 
2. Presentable- Professional  
3. Smile- Expresses warmth and compassion 
4. Eye contact- Trust 
5. Firm handshake-Strength of character * Covid-19 avoid this step 
6. Good manners- Respect for others 
7. Listen- Attentiveness 
8. What the primary needs of senior are- You listened!  
9. The value you can add- Ease of mind 
10. Finish up and conclude the meeting- Awareness, and respect for others time 

Make sure to arrive first in your agreed-upon public place (security first), find the quietest area 
available. When the senior’s family member comes, this is when you get to display your manners. 
Make sure to stand when he/she enters and allow your potential employer to sit first. Remember to 
extend yourself and offer the family member something to drink/eat. He/she may insist on treating you 
in which case you can accept but keep your order to the simplest item on the menu, i.e. small coffee 

 



Start your meeting… with a show of gratitude for their valuable time to meet with you. Make 

sure to have a note pad and pen; the family member will appreciate that the details matter to you. 
You can lead the conversation after this statement by opening up with “so we are here to discuss 
hiring a caregiver for your (relation), how do you think I could help, what are looking for in terms of 
needs and type of caregiver?” The next step is the most important as the family member or person in 
charge of the senior's care is now about to open up and trust you with sensitive information. You must 
listen to what is said and not said; observe body language and tone to determine where your senior 
care services can be most useful. 

At this point in the interview she/he may or may not be leaning toward hiring you based on a few 
things; your initial communication skills over the internet ad, a phone call, first impression of you in 
person, your manners, and how you well you listened. This person is carefully observing how this 
interview could relate to how you would be when you are taking care and spending time with the 
senior. It is how the person member “feels” when they are with you and after they leave the meeting 
that is so important. Be sure to keep your feeler detector on and make sure the person interviewing 
you is comfortable in your short time spent together. Try to think back to an interview where you could 
have improved a conversation by using this skill. If something feels off about something during the 
meeting, it is your job to determine what it is and steer it back on track in the right direction. 
Experiencing this for themselves will demonstrate to them another vital skill which is when you are out 
with the senior in public, and a situation does not feel 100% right, they will know and trust that you will 
be able to correct it, stay calm and move forward while the senior is in your care.  

Your honesty and transparency; your willingness to answer all the questions asked are very 
telling during this interview. Openly discuss the care needs of the senior(s) with the 
interviewer. Ask questions and find out any pertinent information that may help you both to 
see if this is a good match. 
 

The senior care currently in place  
Location of where the senior grew up 
Siblings 
Spouse 
Career 
Details about the senior (likes, dislikes, routines, etc.) 
Interests 

Thank the interviewer again for their valuable time to meet with you, if the person would like you to 
meet the senior they will ask if you mind and be eager to arrange a second meeting. Try to remind 
yourself often that you are in this interview because you were chosen as a serious candidate, and 
genuinely care about. 

Good luck and remember to mention that your references would be happy to speak with them over 
the phone, or that you have a written letter from them 



Caregiver interview questions- If you plan to hire a caregiver 

 

Name of caregiver: Where did I find this caregiver? 

Referral ☐    Who:  

Online☐    What site: 

Poster Ad ☐ Where? 

Date: 

Caregiver Interview Questions 

Why are you in this or want to be in this line of work helping seniors? 

 

 

 

 

Do you have any formal training in providing care for a senior? 

 

 

 

What types of work in the past have you enjoyed? Have you not enjoyed? 

 

 

 

What is your training and experience in memory loss? 

 

 

Have you ever been convicted of a crime? What? When? Where? 

 

 



Do you mind being around somebody who smokes, drinks, or has pets? 

 

 

 

Will it bother you to work around a cluttered house? 

 

 

 

 

Would you be willing to transport “senior’s name” to medical appointments or on other activity outings? 

 

 

 

 

 

Concerning outings, is “senior’s name” responsible for paying for the meals if you are on an outing? How do 
you deal with the financial side of things? Do you pay upfront and I reimburse you at billing time? Or does 
“senior’s name” must have a way to pay? 

How does billing work? Methods of payment? What are the payment periods? Do I have a choice? 

 

 

Are you willing to take on any/all household duties along with the care needed? 

 

 

 

 



Will you be willing to work holidays? Is there an extra fee? Mondays and Fridays tend to land on Holidays. 

 

 

 

 

Can you work on weekends? Will you charge more for these days? 

 

 

 

 

How long do you plan to stay on the job? Will you provide two weeks’ notice before resigning? 

 

 

 

 

Would you ever have any particular occasion to bring someone with you? 

 

 

 

 

Are there any issues with the days or hours that I need you to work? 

 

 

 

 

 

 

 



What about when “senior’s name” goes away on vacation, is hospitalized, in-residence lockdown, or sick? Do 
you charge a fee to hold her spot? Or do you make up the time by providing extra care at a later time when 
needed? 

 

 

 

 

 

How much notice do you need if “senior’s name” does need extra help at some point and wants to use make-
up time? 

 

 

 

What is your policy on day to day cancellation-meaning if “senior’s name” cancels last minute? 

 

 

 

Are you familiar with special diets (i.e., diabetic, low sodium, low cholesterol)? 

 

 

 

Do you have reliable transportation?  

 

 

  

Do you have any physical or emotional problems that would hinder your ability to provide care in this position? 

 

 

 



How would you handle the following? 

 

Wandering?  

 

Refusing to eat?  

 

Aggressive or abusive behaviour?  

 

Not wanting to get in the bath or shower? 

 

Inappropriate behaviour in public? 

 

 

How would you handle a medical emergency? 

 

 

 

 

 

 

 

 

Can you change dressings if you need to?   

 



Can you watch for and document changes in physical and mental behaviour? 

How will the communication work between us regarding the visits? Will you provide updates? How frequently? 

 

 

Do you know how to operate a lift to transfer a senior? 

 

 

 

 

Are you willing to change “senior’s name” diapers? 

 

 

 

Can you change a bed with someone in it? 

 

 

 

Are you willing to obtain further training? 

 

 

 

 

 



Would you agree to a trial period for training and getting acquainted? 

 

 

What is your hourly rate?  

 

When do you start charging? Where does the base charge begin? Upon arrival at the senior’s location or from 
your place? 

 

 

How much do you charge to utilize your car for outings and appointments? 

 

 

  

 

 

 

 

Additional Notes: 

 

 

 

 

 

 

 

 

 

 

 



Meeting a new senior client  

Remember, as keen as you are to meet the new senior client that 
you are still a "stranger" to them. It takes time to gain trust. 

 At this point, you have most likely gone through a caregiver 
interview, phone calls, emails, and all the necessary protective 
measures. You now have the privilege of meeting the senior that 
you are hired to help. You want the senior to know you will be 

present to assist, but not to intrude and take over. Do not ask personal questions for the first few 
visits (unless they request otherwise or offer personal information) and ask how you can be of service 
without coming across as irritating. 

Get to know the senior's surroundings, routines, likes & dislikes, other people in the family, 
neighbours, or friends who may come to visit. During this time, try to listen to the direction of the 
person in charge of the senior's care and what improvements they would like to see while you are 
visiting. By doing this, it will give peace of mind to the person who hired you and facilitate a new bond 
with you and the senior simply because you seem to know just what to do and when to do it. Once 
the senior and the person who hired you begin to trust you as the private caregiver you will be able to 
take on new tasks to improve upon the quality of the already existing care that is in place. Depending 
on how often you visit your new senior client, it could take up to 6 months to get to know, feel and see 
what to accomplish during your visits. The real magic that connects a caregiver with a senior client 
only happens after a senior is comfortable to speak freely. Once you have established and adapted 
over time to the needs of a senior, you can really move forward and add to the quality of their daily 
lives. It is important to try to keep regular routines but at the same time try adding in different but 
interesting activities each time. Always keep in mind the safety of the senior when making additions 
or changes during your visits and, if you feel either one of them is significant enough, then inform the 
family member in charge.  

Sometimes you may find yourself in an emergency type situation where the information about the 
senior is limited or not available while providing care to a senior, and you are not able to reach the 
family member in charge. Our templates will help in this type of situation; you will have all the 
necessary info at your fingertips in the client profile assessment form on your phone, tablet or 
computer. These situations are what inspired the creation of the senior care business templates in the 
first place and are an essential part of this eBook. When meeting a new senior client, having a 
reference at your fingertips to all the family members’ names, where they live and know a little 
something about them is crucial, at a very base level the new senior client needs to know that you 
know 'who' all the members are. Having this information can be the difference between the door 
opening or closing upon arrival.  

Caregiving template containing a 10-page document on all the information you will need to care for 
your senior client. This document can be printed out and filled out manually or filled out digitally and 
saved, giving you access to this information from your phone, computer, or tablet. 

 

  



How to be of service your first few visits  

Be respectful above all and remain as quiet as possible & do not wake senior to ask questions-figure 
it out! Some seniors do not appreciate you going through their household items such as touching, 
moving, and cleaning, but the family will. You may have to try different methods along the way over 
time. These are all things you can try to do that will help the senior and impress upon them that you 
are present because you care about making a difference and take pride in your work as a private 
caregiver 

 Laundry (clean and dry- hang/dryer) 
 Dust Surfaces 
 Polish wood furniture 
 Wipe top blades of fans 
 Clean windows & mirrors 
 Sweep and mop (the cleaning liquids they typically use will be there 

have a look) 
 Clean bathroom (toilet, tub, shower, sink) empty wastebasket 
 Fold clothes 
 Hang up/ put clean clothes back in the dresser and closet.  
 Re-fold linen pantry- but remember how everything was found initially before you remove it. 
 Clean Kitchen (Wipe counters, cupboards, stove, sink and do the dishes, then put ask where 

everything goes after the senior wakes up-they will appreciate the effort) **do not reorganize, 
the senior knows where everything is! 

 Water plants 
 Shine shoes 
 Clean dentures 
 Replenish water glass next to the bed 
 Check on dehumidifiers-empty water and humidifiers-fill containers) 
 Replenish and clean pet food areas including any litter that needs changing 
 Take out garbage and recycling 
 Wipe down dense traffic areas that are touched by everyone (i.e. door handles, wall near light 

switches, railings, fridge, cane, walker, wheelchair) with sanitary wipes or a damp, warm cloth 
3/4 water to 1/4 bleach 

 Start preparing for the next meal 
 Set the dining table 
 Close the shades/blinds if in the evening 
 Beat small rugs outdoors 
 sweep outdoor steps if in a home 
 Rotate the food in the fridge  
 Polish articles (silverware, plates, vases) 
 Vacuum 
 All floor surfaces 
 Mattress and all furniture 
 Lamp Shades 



Good communication with the family of 
senior is the lifeline of your business  
 
Good caregiver communication with the family of a senior is the lifeline 
of your business. 
The caregiver communication with the family or person in charge of 

senior’s care who requires caregiving services is one of the most critical parts of your caregiver role. 
The person who hired you is always curious to know how the caregiver visits are going daily, and that 
the caregiving services are being provided as they were initially discussed in the beginning. 

It is imperative to send regular emails or call the person in charge of care from time to time. The 
updates should include your general observations or any changes in the senior’s mental or physical 
state. 

If you experience resistance from the senior, they may be able to help out and open the door a little 
more for you in any given area of the care. Communication with the person in charge of the senior’s 
care is one of the most significant factors to maintain a positive and long-lasting relationship between 
you, the family, and the senior. 

The person in charge of the senior’s care will always appreciate any extra initiative you provide. Let 
the person in charge know any of the additional initiatives you have been taking during your visits to 
add value to the senior's life the family needs and want this reassurance.  

Over time you will notice that you will learn the ways of doing things, sometimes the way you were 
trained, and others something new altogether. Keep in mind that different people involved in the care 
will have different methods of doing things. Whatever works best for your senior client is what it 
should always come first. 

Anything that gives the family of a senior loved one a sense of trust, comfort, and confidence in you 
and the way you care for them is probably what will work best. Often you will be able to find out with 
time if you pay attention carefully to what the needs of the family/families that you work for, and what 
is most important to them. Remember that every family that you work for is unique and have their own 
needs and wants. You should continue to ask the family/families what their expectations are every 
few months. Their loved one(s) needs will continue to change with age, and a good caregiver will 
adapt to these changing needs. 

Important to note that at times it can be challenging to contact the family about basic care that is not 
being provided to a senior and has gone unnoticed by the family members. Your intention is not to 
point blame but to bring it up and make it known that you are aware. Sometimes it just takes 
someone to say something, and it will be dealt with right away. There is no shame in gently saying 
what you feel your senior client needs. Although it is not easy for a family member to receive a 
message of this nature because they think that they should have noticed too. Regardless at the end 
of the day it is appreciated and accepted.  

Dealing with families, other care workers, medical staff is part of the job of being a caregiver and how 
well you communicate among each other is imperative to the direct care of the senior. 



Do private caregiver’s need liability insurance? 

The short answer is yes if you are taking seniors out of their place of residence 
in your car. The only way to protect you and your senior client(s) is to make 
sure that you covered with business liability insurance. You will also need to 
make your car insurance company is aware that you are transporting senior 
clients in your car. 

Yes, the extra insurance comes at a cost but consider the alternative if something were to happen to 
you or your senior client while on an outing. Contact your local insurance broker to see what your 
options are and have them shop around to compare insurance quotes.  

Keep in mind if you add to your expenses that you will have to add to your 
hourly rate. A private caregiver who has insurance is an excellent option to 
offer the person in charge of senior’s care and is usually provided by the big 
agencies. You may have to explain your pricing model to the person who 
oversees the senior’s care based on this added insurance. Most people will not 
expect a private caregiver to offer this added level of care. You can also explain 
to the person in charge of the seniors care, that it is not only a protection for the 
senior but also a safeguard for yourself and that if anything were to happen to 
you, that you would be out of work and unable to offer caregiver services as 
well as need the financial assistance. The beautiful thing about this line of work 
is that it all revolves around care, compassion, understanding and empathy for 
all parties involved. Discussing your responsibility and accountability when you 
are with a senior is crucial and having this conversation before you start your mandate is the right 
thing to do for all involved in the care of each of your senior clients. *This is business expense* 

Bookkeeping tips 

Here are some simple steps to follow when starting your care business 

 Find a good accountant and then ask what paperwork or receipts are essential to hold onto 
throughout the year. You do not want to miss out on any deductions or tax credits. 

 Set up a business bank account  
 Keep track of your hours each day (google calendar- mark any special events, or outings) 
 Keep all receipts organized throughout the month 
 Use the wise caregiving invoice template and send by mail or email 
 Scan and submit receipts to the person in charge of senior’s accounts 
 File invoices by the month once paid 
 File all business expenses, documents, and statements by the month  
 Keep anything that has to do with the business and let your accountant decide what is 

reasonable to file.  
 At year end-use the Yearly tax receipt for senior care 

o Provide this receipt for your senior clients and send it out early 
o A time saver for your accountant to cross-reference all your numbers 



Preview of senior care business templates  

Right now, is the best time in history to start your own senior care business. Why not enter with a 
sense of confidence and knowledge from the people already working in the field. Prepare to impress 
your new clients with these professional senior care business forms, questionnaires, and document 
templates. You can customize these tailored templates to your own senior care business. 

Show your clients, family members, curators, and trustees that you are a business owner that is 
responsible and accountable for all areas of your senior care business. 

Your new templates  

 Senior client information form 

 Senior care quote template 

 Caregiver job description template 

 Terms of senior care service agreement 

 Senior care invoice template 

 Yearly tax receipt for senior care services 
template  

 Daily care journal 

 Housekeeping Checklist      

 Personal hygiene chart 

If you plan to hire caregivers to work under your company, you will need the following: 

 Hiring caregiver checklist 

 Application form 

 Pre-interview questionnaire 

 Caregiver Interview questions 

 Reference questionnaire  

 Caregiver employment agreement 

Both the word documents as well as the Excel spreadsheets can be altered, added too or parts 
removed. Customize all these documents and forms to fit your exact business model. 

Please do not hesitate to reach out if you need assistance with any of our forms or excel formulas. 
We recognize that every senior business is unique and believe that our templates offer a solid base to 
the fundamentals of operating a senior care business.  

*All documents and forms are digital, downloadable, and printable. 



Senior care information form 

This form is detailed and covers all the bases and is critical in an emergency. You will also enter a 
new caregiver job with a sense of confidence. This form will give you something to refer to many 
times over as everyday situations arise, or to look up an important detail about your client. 

 

 



Senior care quote 

Send it your official service quote in writing and eliminate guesswork for both parties. This form above 
all will save you time.  

 

 

 



Caregiver job description form 

This template is useful to send to the person who hired you or your care agency to assist a senior. 
Very kindly, you can ask them to fill out the form. Most people will be not be opposed to taking the 
time to write what they expect of you while on duty. 

 

 



Terms of senior care service agreement 

Ideal for caregivers or your home care agency to fill out and have the authorized person who is 
requesting care to go over it and sign before any care services begin. 

 

 



Senior care invoice template 

A professional and detailed invoice to send to your clients. Your customers want to see the 
breakdown of each visit, and any expenses that were incurred during the visits with the senior.  

 

 

 

 

 



Yearly tax receipt for senior care services 

Tax time can be stress-free and much more straightforward for your senior clients, your bookkeeping 
and accountant with a breakdown of each month. Feel good about the process, and your customers 
will thank you for being organized, on time, and they will benefit from senior tax credits available to 
them. 

 



Daily care journal 

Documenting each visit in just a few minutes can yield information that is so important. 
Communication about each visit can provide a bigger picture as to how things are going with the 
visits, as well as help with any medical issues. 

 



Personal hygiene chart 

The hygiene chart helps the care team to stay organized and save time. It allows each caregiver to 
know what tasks to complete and which ones need attention. This chart ensures a better overall daily 
experience for the senior and overall better quality of life. 

 

Housekeeping checklist 

Having clean surroundings will add valuable years to a senior’s life. 

 



Hire a Caregiver 

If or when you decide to expand your business use this checklist as a step by step guide. 

 



Caregiver application form 

Send this to applicants that you have an interest in hiring and have them fill it out. 

 

 



Pre-caregiver interview questionnaire  

Send this by email to the candidates that interest you before you schedule an official 
sit-down interview. 

The next natural step to the screening process is to send questions to be answered in 
writing  

 This process will allow you to narrow down your caregiver candidates and learn a little 
more about your potential candidates It should demonstrate:  

 Get to know more about the person 

 Communication skills (Written) 
 Response time to your request 
 Level of commitment towards the position 

 

 

 

 



Caregiver Interview questions  

Prepare yourself with a few sample questions 

Before scheduling face-to-face caregiver interviews with any potential applicants, do 
some initial telephone screening in addition to the pre-interview to ensure the applicant 
is appropriate for the position.  

Over the phone, describe the job in detail, stating specific expectations, as well as time 
of day needed, hours and offered wage, flat rate, or salary. 

For the caregiver interview questions, request that the applicant bring two or three 
professional references, a valid driver license and or proof of identity, perhaps a 
passport. If applicable, ask them to bring their licenses and training certificates as well.  

 

 

 

 

 



Reference check questionnaire 

 

Caregiver employment agreement 

This agreement is vital when you decide to start hiring caregivers in your business. 

 



Wise caregiving mission 

Wise Caregiving is determined to reach, educate, and 
prepare as many new caregivers to help seniors with 
their daily needs as possible. We believe by teaching 
people how to own and operate their very own 
successful senior business that we will not only provide 
more access to care for seniors, but also boost the 
economy with more self-employed senior care workers. 

It is no secret that our senior population is steadily 
increasing at a rapid rate and that we need more private 
caregivers in the world to help our seniors.  

What truly drives us at wise caregiving is that we all have the privilege of learning from our elders if 
we take the time to listen. Seniors have a lifetime of stories, experiences, both negative and positive. 
We can learn from them, and better understand our history. It is our job to show our elder’s respect 
and help them in their time of need. 

The author Danielle Foley is an experienced and successful senior care business owner for the last 
12 years. She created ´Wise Caregiving’ outside of her care corporation to expand her reaching 
finding more caregivers. Danielle wants to empower people to start a business, help seniors and get 
paid well. Her mission is to find amazing people that are ready and want to help seniors but do not 
know where to begin.  

Wise Caregiving is here to be a resource for senior care information, and 
provide the necessary senior care industry tools that caregivers need to 
build a stable senior care business and grow it to its full potential 

Covid-19 has brought a new set of challenges for seniors and caregivers. 
Private caregivers are in great demand now due to the shortage of health 
care staff in health facilities, and long-term care homes. The best thing to do 
is to ask your local health department where to get masks and gloves. As a 
caregiver they should be supplied to you regardless if you work in a senior’s 
home, or residence (public /private). At all times stay safe and think before 
you make a move near a senior. Always take the time to wear the 
appropriate medical gear.  

*Check out the care job sites that are listed in this guide and you will 
see the current demand. 

 



Create your senior care website 

Wise caregiving has partnered with ASD solutions, a trusted and reliable 
partner who provides A-Z support to Wise Caregiving website. An IT professional from ASD Solutions 
can get you started with a clean, modern, and affordable senior care website. They can also maintain 
and update your site. 

Having a website is the foundation and verification of your senior care business. 

 

Contact ASD direct and write a brief description of what services you will be offering and what level of 
support you will need in an email, and the IT department will contact you. All services are provided 
remotely worldwide.  

info@asdsolutions.net 

Basic secure website ($150.00 USD-PayPal) 
o Domain registration 
o Standard website set up (Customized to your business) 

 Home page 
 Services 
 About us/you 
 Contact form 
 Additional page (your choice) 

o Image creation (custom) 
o Business email set up 

 Includes 1 email address with a domain name 
o Website Hosting 
o User access for site updates and changes  
o Website backup service  
o Monthly basic maintenance and updates 

 Fees apply (Plans available) 

 



Download senior care business templates 

Senior client information form - Gather detailed information to personalize care 

Senior care quote template - Professional financial quote for the proposed care needed 

Job description template - Eliminate the guesswork and put it in writing 

Terms of senior care service agreement - Customize this form to your business 

Senior care invoice -Tailored and detailed invoice for the senior care industry 

Yearly tax receipt for senior care – A year-end statement for seniors care 

Daily care journal - Always keep the family informed with this detailed form 

Housekeeping checklist -Safeguard the environment for a senior client with this form 

Personal hygiene chart - Keep everyone informed involved in the care 

Hire a caregiver checklist - Stay organized through the hiring process 

Caregiver application form - When you expand your business and need a position filled 

Pre-caregiver interview questionnaire- Send this to potential applicants 

Caregiver interview questionnaire -To interview a potential caregiver for your company

Reference questionnaire-How to introduce yourself over the phone, and what questions to 
ask your potential caregiver employee 

Caregiver employment agreement - Business expands, and you hire a caregiver 

  
*Check your inbox for the purchase link to the senior care business 
template pack 

Welcome to caregiving! 

 


