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>> CELESTIA OHRADZA:  Good afternoon and welcome to the Southeast TACE webinar, an overview of various types of employer networks.

This is Part 8 of the TACE Job Development Exchange series.

We are just about ready to begin.... Norciva?

>> NORCIVA SHUMPERT:  Welcome, everyone.

I'm Norciva Shumpert with Marc Gold & Associates, employment for all, and also with Southeast TACE, Region IV.

I want to welcome you today to job development webinar series that is an exchange of job development concepts and ideas.

I am ‑‑ for TACE I coordinate all the transition information but for years have been a consultant in the field of employment services, particularly for people with the most significant disabilities.
So today's webinar is going to focus on looking at networks, how do you take advantage of networks, why do you have networks, how do you go about utilizing these networks to get success and better outcomes for your job customers.

Thank you all for joining. For those of you that are on this call as a VR counselor, as a VR business relationship or as a provider within one of our business ‑‑ one of our VR agencies or provider, let me encourage to use our webinars as a strategy that would create a team of people learning a concept together or you guys know many of this information and it's a refresher or maybe it's a tweak on how to use the information.
So let me encourage you next time you sign up for a webinar to consider who you might want to invite to join with you or either to join from their office so that you can talk about using the strategies together.

My hope is today that as we begin to think about employer networks, and I am going to be talking about an overview, you heard Rob in December and Abby Cooper talk about employer networks, there is a lot of different perspectives on how to look at this.

Today what I want to share with you is my perspective on what we're talking about here and some simplistic strategies I think that would be helpful for you.

Now, looking at slide number two, why are employer connections necessary?

I am always thinking about this.

I grew up as a daughter of an immigrant that owned a small business in a very small community and the reality is is that I understood from an early age that networking was powerful.

I had that knowledge just because in my community when someone came to town I heard my father, my mother talking to other employers in the community.

Now, remember, I'm small town Mississippi, I'm from currently Goshey, Mississippi, but I was born and raised in Mississippi in the delta where it was a very small community.

So the concepts of network early on were part of my growing up experience.

If you were not from within that community, it almost took another person from that community to really introduce you and give you an entree, so when I started working in the employment world, it became very clear to me that you need those connections to get that consideration.

And you're going to hear me talk a lot about considerations.

The concept of in the business world, connections are pretty much a standard practice.

Many of the businesses, particularly in sales, they'll call it referrals, and you'll use a connection to one person to open the door up to another connection.

In fact, there are some data out, I can't put my hand on it, but it really talks about is that what you know, it's not what you know that gets you that job, it's who you know that gets the door open.

And it gets the door open for someone to consider you.  And you need to be real clear about that.

What does that connection go for you?

Does it get you hired?

No.

However, a lot of employers will hire, particularly with youth, there are some clarity, I'll hire so and so's daughter if you're dealing with a small community.

In a larger community you would have to look for those connections to make those be more powerful for you. In smaller communities you almost have to use those connections because in small communities people have a reputation and you have to deal with those, sometimes the reputation is good, sometimes the reputation is not good.

The reality of it is in today's economy it is what you do that keeps the job.

So understand what the role of the employer connections could be.

There are a lot of different types of networks out there.

There is business networking, there's social networking, there is individual group networking.

And then there is just networks individually that go under personal, organizational, business, geographical, informal.

All of those are types of networks.

But you have to really think about how you can go about using those.

Business, and I'm looking at slide four, business networking really is a socio‑economic activity.
The reason why is that businesses consider networking as a strategy to be around like‑minded people and they also look for an outcome.
They want to recognize, create, or act upon business opportunities.

And so you can see that business has some very well‑intended, it's all socio‑economic and that you would build these new business relationships to generate business opportunities.
And so when you as a human service industry contacts a business it's a real common practice for you to be able to say this is a part of what it is that we are doing.

So there's some charity around those things.

Now, let's talk about professional network service, slide number five.

Technology implemented for business networking and supported by management.

And the reason why it's supported by management is that it's cost effective and more effective than advertising or public relations.

And that's just really powerful to have that.

Technology is powerful and can be used in business networking and employers particularly like it because of this last reason.

It's more of a personal commitment than a money commitment from the company.

So many agencies say, yeah, go ahead and do that.

In fact, your own agencies may say yeah, go on and do that.

However, the real cost to networking is time.

So it depends on whose time are you charging for your time to network or not.

Many of us in the rehab community, it's part of your job, but many of you carry it over into post hours and don't report some of those hours because it is who you are in the community.

So understand that businesses do expect this professional kind of networking.

Now, I think about this as a business community.

In my head there are three different ways to think about it, geographically, you can look at local, regional/state, national and global.

Your internet really gives it a global twist but it also can make your local network even stronger.

The other thing that a business community can be defined around is your trade industry.

For instance, if you are working in manufacturing, there is just that whole trade industry around manufacturing.

There's a trade organization that looks at operations of manufacturing, how do you go about dealing with various different equipment issues, I mean, the trade industry itself has a professional organization.

And I know all of you are familiar with Sherm, it's a human resource organization trade industry, so you understand that there are trade industries in all of those directions.

Going to slide number seven, networks.

There is a huge difference between business networks and employer networks.

And the differences are is that from a business perspective it's just doing business.

And even your agency does business.

And they may or may not be potential employers for a job seeker for you.

But when you begin to think about a network, I want you to think about an employer network and what type of employer network connections might you need.

And that's thinking very specifically about not just the new hottest employment site in the community, but who are potential employers.

And there is a lot of different strategies to do that I'm going to walk you through today.

Looking at slide number eight, first of all, think about who needs an employer network.

If you're a job seeker and you're the person that the counselor is talking with and many of you raised your hand earlier today saying you're a counselor, it's likely you could be coaching a job seeker and approaching their employer.

You may be a job developer that actually is calling on employers.

You may be a counselor that is planning with a job seeker.

And each of you as a user of your employer network will use it a little differently and perhaps for a different purpose.

So the it's important as you begin to think about as you begin to look at an employer network who are going to be the users of your network and how will you help them access it.

Let's look at the next slide, number nine.

I think it's very important before you even begin to ‑‑ I think it's important before you begin to formalize a network that you begin to think about what is the purpose of our network.
You can use a network to review your job developer materials, you can use a network to introduce you to other employers, either very targeted employers.

You can use your network to introduce you to new employers.

In fact, a colleague of mine that you'll see addressed in the handout materials that I accompanied with this had a very small business group that she used and the whole purpose of that ‑‑ those three business owners was to take her out to dinner with any new employer that came to their community.
And so she as a job developer agency was introduced by other employers to a new employer in their community in a very small, contained way over a lunch or dinner engagement.

So you think about what you want your network to do for you, your network can also offer guidance in approaching businesses, they can talk to you about your business strategies, they can give you feedback on very specific things.

Now, many you know that I have done a lot of customized employment in most of my employment work has been primarily in that direction.

So you will see this last purpose of a network is using the network on behalf of one job seeker at a time.

Yes, you may represent a lot of job seekers, but using your network to where you don't talk about people in general but you actually talk about people specifically.

And the purpose of the network has to be clear before you even consider it.

And slide number ten we talk about uses for employer networks, the individual job seekers.

And this one is probably the one that is so easy and direct.

When you use an employer network for individual job seekers you have to be very clear that it's for opening the job for job consideration.

So you're using your network to get doors open for you.

I've also used my network when I have been in over my head, when I was talking about something that I personally knew nothing about, and so the direction of employment, I needed someone to come in and either become a mentor to the job seeker while they're doing some different things, maybe doing a work experience, rather than just say I want to work experience here, you might actually ask for that person to also become a mentor and kind of guide you on direction for employment for this person.

One of the biggest things I've had to do is look for guidance on how to use a job seeker's skills.

For instance, in Mississippi we had a nurse ‑‑ excuse me, a student that had gone to school for nursing for ‑‑ twice and had pass all the coursework but never got their nursing certificate, they were one or two courses they could not complete, yet they completed all the other courses, so they had a whole lot of medical skills.
So the question would be in part of my technical assistance advice to them was go to someone in nursing and ask them if the person passed these types of courses what type of task could this person do?

What type of skills?

How could we use what they know without being a certified nurse?

Because it's likely that person was never going to get certification.

But just because they don't get certification does not mean that, number one, their interests are the not in the medical field.

Number two, that they don't have some skills in that area.

So my lack of knowledge about how would ‑‑ how could they use those skills without a degree and what capacity, what roles could that be, I would have to go to someone and ask for guidance.  And that's kind of what an employer network might do for you.
But the other thing is that when you look at an employer network very specifically for individual job seekers, you could take in, here is a picture of who the person is.

This is what their skills are.

And what businesses do you think might use this person.

So you can help guide the job seeker to what employers might be to better use them as opposed to any other strategy.

Now, I did this in Long Island, New York, we had a gentleman that had a degree in microbiology, but since his vision was totally gone he had not really used his degree.

So we pulled in someone in microbiology and said he's been writing newsletters before, how do we go about using his knowledge?

And what the use of an employer network can do is not only open the door for job consideration, but for an individual it can guide people like me and you into very specific areas of where a person might work that you and I may not have the life experience to build on to know to go there.

It is unrealistic to think each of you out here can be knowledgeable about every career that is going on in our world today.

These things are always going.

I see a hand raised, I'm going to defer that until I take a break unless it's a technology question there.

But I'll come back to you.

So you want to really think about that, write your question down and we'll come back to it when I stop.

The ‑‑ planning those businesses based on the job seeker, I've used employers to engage with me in that and then found out later that they'll willing to do other things, like open the door for me there.
I also know that I almost always need ongoing support for each the job seeker or the job developer as you approach other businesses.

So be very thoughtful.

Don't just say, oh, we have this webinar, we need an employer network.

No, you want to think about what do you need this network for.

The next thing on slide number 11 is you have to think about what are the expectations of the network.

If you don't have clarity around what roles of your members of your network are, you're going to find people not willing, number one, to be a part of it.

Number two, they will agree, but then don't show up.

Or they'll show up but then wonder what are we doing here.

Why are we not up to doing something very specific?

So you want to think about this as looking at how to use your network, what might you want your network for and then creating very clear roles of what they are.

And here are some things to think about:  Number one, examples are offering information about a business.

So you need to have a role, what's my purpose for you.

You might actually look at introductions to someone either in person, by email, or phone.

A network does not have to be a meeting where people actually come together.

It can be where you're just doing emails.

I once set up a network with three gentlemen right after hurricane Katrina hit our area and asked them could we send them an email about certain businesses and would they be willing to give us the status of whether or not that business was still open, who that person is, where that business might be operating.

And would they call an employer to get us in there.

So I'm looking at this, you have to really have a some clarity about where we're going.

I am taking a note here, Celestia, let me stop, are you hearing me okay?

I see a couple of notes in here about audio.

Zest I'm here, Norciva, I don't see any notes about the audio.

>> NORCIVA SHUMPERT:  Thank you, I may have been scanning those, I wanted to stop and make sure I didn't need to do anything.

>> CELESTIA OHRADZA:  No questions or any audio problems at this point.

>> NORCIVA SHUMPERT:  Thank you very much.

>> CELESTIA OHRADZA:  Norciva, your microphone is not on.

>> NORCIVA SHUMPERT:  Thank you, Celestia, I needed that tip.  

I check on audio and then I turn it off.

One of the expectations of the network and also this is in the something you guys can think in your head, this is something that you actually have a to say to whoever your network might be.

One is that you have to clarify the role, and you need to be very careful about what you expect of that network.

You need to be very clear up front, give very factual information, I expect you to give me give me information about the business, I expect you to introduce me to someone, I expect you to be in a meeting or do it by email, but you need to make it clear you're never asking them to be in your network just to basically ask them to hire.

So you're going to find as you put together your networks different networks will have different roles and then there will be clarity, but almost every time I use a network it's never to ask that person to hire.

It's always asking them to do something to enhance hiring, open doors.

But it's very rarely it's to say, okay employers, I want you to come into my network and I want you to hire people.

That's not to say that you can't do an honorary thing for people that hire and they become a different kind of network with you, and those might be these are the employers that we've hired, we use them for testimonials, that's a real strategy.

But to ask an employer and say I want you to join our network and just hire people, you might want to reconsider that and think about how that is.

If you do that, it's not a bad thing, but you want to make sure that you're clear about what that means.

So clarity of roles and looking at networks, when you're talking to employers that helps things.

The other thing that you have to take into consideration is that there are two kinds of job development strategy.

And the one that most people have traditionally used is a demand driven approach.

You look at job openings, you contact your Department of Labor and look at what most of your job sites, job centers might have going open, what type of listings might be on the line, almost every state now has an extensive listing that people can look at.

And many times we send folks to those types of strategies to look for availability of openings.

There is nothing wrong with that that's a wonderful way of getting jobs, but it's very important to be clear, if you're using that model your employer connections and how you use your networks may be a little different.

Now, if you're using a customized job development approach, it is likely that a person has gone through a discovery and in discovery, which is an alternative to traditional assessment, in that discovery strategy one of the strategies that is very critical in discovery is to look at who that person's social network is and also individual networks.

So it's very important to know what strategy are you using for job development.  

If you're a counselor you need to be very overt.

This is person has never ever had a job, never fit a job opening, you're likely to have to go customized with them.

If this person has never really tried for a job before, they're coming out of school, you think this is going to work for them or they've just lost their job and they just need some assistance to get back on their feet and there is a job opening out there, you see them fitting job openings, then a demand driven approach is very much appropriate and necessary for that person.

But when you use these two networks, I mean two strategies of job development you want to think about how you use your networks too.

Because it's going to require you as a counselor to do things a little differently.

Let me just ask a show of hands here, how many of you currently are familiar with the word discovery as an alternative to traditional assessment?

Raise your hand if you've heard of discovery and while I know we're working in a lot of states to make it more available to you and I know that in Mississippi and in Florida we've got some pilot projects going to where discovery is helpful and can be used that are there.

So I'm seeing about a third of you perhaps are familiar with the word discovery, understand kind of how it might be used.

I'm going to walk through both of these strategies here in job development because using your networks are critical in both strategies, but to use them a little differently.

And you have to get the information a little differently.

Thank you for raising the hands here.

I see we've got ‑‑ certainly about 25% of you are familiar with the concept of discovery and how it might fit with employer networks.
I'm going to talk about representations.

Just a minute.

On slide 13.

There are a lot of different methods of representation.

And let me describe what that means.

A representation is how a person is presented to an employer.

This is that direct job development type strategy.

And there is a lot of different strategies for this.

There are job seekers that will represent themselves.

There are job seekers that you are going to coach them to go talk to an employer on their own behalf.

There are friends and family that go talk to employers on behalf of a family member of theirs to get in the door.

A lot of parents do this at early age for kids in school, young people, that's a very common practice, almost all kids get their first jobs through their families opening some family door connections.

So you will see that there are some strategies here.

Now, the next to the last one is a paid rehabilitation representation.

And many of you either ask your job seeker to self represent, you may coach them through things, you may find that family representing them, but there will be job seekers that really need a person to represent them to an employer.

For whatever reason.

How many of you are actively dealing with a job seeker that requires someone in the rehabilitation field, either you as a VR or as a provider to go call on an employer on their behalf?

Raise your hand.

My estimate would be it's half of you would at least be doing this.

I'm interested in seeing.

I'm surprised, only about one fourth of you have customers that would actually go through a provider or that you would be doing that representation for them.

There is the more we serve people with significant disabilities, the more we're going to see the need for actual representation, a person not representing themselves.

By the way, I don't think this has anything to do with disability or type of disability, I actually believe that people with very significant disabilities, some ‑‑ maybe a family friend might represent them equally as much.
It almost always takes a paid professional to go in and negotiate a customized situation for someone with significant disabilities.

Now, many of us go talk to employers and look at openings and come back.

And that's kind of that paid professional.

So consider how a person is going to represent themselves.

So now I've given you two thoughts on how you need to think about using networks, employer networks.

Number one, what job development strategy does this job seeker need, do they need a customized approach or do they need a demand.  And that needs to be an overt thought process from you as professionals in the employment field.

Number two, you need to think about what method of representation does this person need.

Is it going to be self, is it going to be self, am I going to have to coach them through each time they go call on an employer how to do that.

Am I going to have to contract with a provider to do it for them?

So there is going to be a lot of information that you want to really put together.

And a blend of those.

Let me move to the next slide.

I do see your question, Norm, I'm going to come to it many a minute.

It's good timing though.

In slide number 14 we talk about how do you really identify businesses.

And from an employment perspective if your job seeker is going a demand approach, you might have ‑‑ look at openings, referrals and connections so what job openings are there.
In a customized employment situation you're not looking at job openings.

So you're looking at what employers fit this person and you go make a proposal to them.

So you actually identify what businesses for that job seeker in a planning meeting where you take their interest and their conditions to success, let's say this person is at their best with people that know them every day, you would target businesses that have ‑‑ that doesn't really have the general workforce coming in, it's a business that basically has the same people there and either a sales staff or somebody else dealing with the other area.
And then also in that planning you would look at potentially what they could offer an employer, their contributions.

So you want to think about I'm going to identify businesses for job seekers, how do I go about doing it?

If it's a demand driven it's who has openings.

If it's customized, it's going to be off of a plan that's very specific.

And some of you might really be doing a blend of both where you look at what this person's interests are and then you look at demand driven jobs and where the openings are from that.

So recognize that you have to think about the strategies.

There are three different job development employer networks in my mind.

I'm sure you could make ten networks but I try to keep it simple.

A job seeker network, a job developer and agency network, and then a community network.

And Norm asked a question how was an employment network different from a business advisory council?

In my thinking, Norm, the community network is the a ‑‑ it's looking at community members, such as businesses from a community that are just basically out there.
And a business advisory council is an example of a community network that you've put together.

And there are a lot of different ways ‑‑ so don't get caught up in my terms, I'm not really trying to change terms on you, but I'm going to give you a lot of example of community networks that are not just a business advisory council.
A business advisory council is one of those community networks.

So let me talk about these three different networks and you need access to all three of these.

And all three of these networks look different.

So I want to give you some basic information about these three different networks and then from there you can decide what some of your best strategies are.

Let's start with the job seeker's network in slide number 16.

In an individual's network, if you ask them who they know, they're going to tell you they know no one.

That's one of the reasons discovery is very powerful because it's a strategy that looks at the person's whole life, and it actually gets at some of those networks that a person might have.

But let me define it and then I'm going to give you some strategy if a person doesn't go through discovery but looking at job openings how you might also use some of their networks.

First of all, there is a social network.

It's their friends, it's their families, it's their acquaintances, it's the volunteer organizations, their churches, their little theater, any kind of organization that they might belong to in a community.

And then there is family member's networks.

And let me just share this story, over in Louisiana I was working with a gentleman and they talked about, well, here is his family and because I was actually doing a chart on who his family was.

And they talked about here is the aunt, but she only comes a couple of times a year and it's usually she treats him like a child, so it's not a good thing.

But when I got to listening this was an aunt that was very active in the community, she belonged to a southern women's organization called the junior league, and so that gave her entree to a lot of usually people in the community that are out and active.

And by active that usually implies influential because they're connected to other businesses.

Or either their spouses are.

So while this woman's knowledge of her nephew was not very strong, her access to the community was really pretty powerful.

So when we started talking I said I really feel like we need to consider talking to the aunt around getting us into some places.

So I was very specific and I looked at the job seeker's social network.

And you want to really think about this, this is powerful.

The job seeker also has a functional or business network.

That's slide number 17.

It gets into where have they worked before, if they've ever worked.

Had they done any volunteer work?

Have they been in school.

It's like where did that job seeker carry out their business of life.

If they had other educational experiences, those kinds of things, that becomes kind of a functional relationship.

And you can think about who you can tap into that knows this person on a personal level but yet connect it through a business level.

I've even talked to families about where they do their banking, where they do like if they live in a housing complex or in a subdivision or anything to where they spend money buying groceries, technology supplies, automobile needs, pharmacy products.

Where do they get their communications?

You know, do they pay for a local network, communications is probably a stretch, it's so huge that the people that are there change so rapidly.

But your other ones are where people spend their money.  

Where people spend their money gives them prerogative, guys.

And so I've been to for instance the grocery store that a mom said she targeted that place for her son to work, coming home from school it was on the route and the she could pick him up from their business and it was where they shopped.

We literally got the mom to go talk to the manager to set up an appointment for job development person.

So it's looking at the job seeker's social life and personal network, how they look and do their business of the day and thinking about how you can open those doors for that individual job seeker.

And when you look at this list of where people spend their money, you've got all kinds of trades, you've gone someone that's good with numbers, someone in the banking industry.

Someone that maybe knows a little bit about technology, looking at technology supply stores or technology, where people get their technology service and in fact where do they get their computers fixed.

You're looking at automobile needs, if someone's interested in an automobile, that opens a lot of doors if you begin to think about this.

So these are powerful networks that each job seeker that comes to you has.

Now, once again I have said if you ask them who they know, they'll say they know no one.

I don't see a strategy here that is just open‑ended that just gives you this information, you can ask people on a form to fill out who do you know, you're likely not to get it.
It was really interesting when I did this on myself, my comment was I don't know anybody in the community because I live and work ‑‑ I work basically out of my community.
And then I had to go back to, wait a minute, I do spend money in this community, I do have some networks here.

And so people will say they don't have it.

So number one, if you are going to use the customized approach, you're going to have discovery as the first step to learn what that person's job seeker's interests and contributions are.

So in discovery when you set that up as a counselor and you say to this provider I need discovery as an alternative to traditional assessment, you need to tell them be sure and find out those job seeker networks.

In fact, in the profile that is written up there is a whole section on these how do you get to this information.

There is people the family knows, people in their neighborhood where they spend money, so it's kind of identified there as you would go through that.

Now, if this person is going to be a demand‑driven, where you're looking at job openings, counselors are either the provider that's going to be doing the job development will have to do a couple of activities that are very directed at getting that information.
Getting that information is going to be very important.

One of the first strategies is review the records.

Look for connections as you're looking for the records.

Many times we review a record and we're looking at the disability focus.

Well, the disability focus gets you their disability and might determine eligibility, but if you want to help them get a job, you need to go back and pay attention to who they know, where they live, what's available in that area.

So review those records.

The second thing you'll do is look at coaching the job seeker through a couple of activities.  And I've got a couple of examples I want to show here.

But I call these their places charts and I'm going give you an example of that, and it's pretty simplistic, it's a chart of where do you go.

And by looking at a places chart, you get a sense of where this person spends money, who they come in contact with.

I usually do a friend circles and look at people in their life.

And then I have interest discussions.

If someone is interested in let's just say they're interested in sports and you hear it, they talk to you about statistics, they know who is playing where, they are up on top of all that and you're going, well, who do you do it with?

That's that discussion, because when someone's got it, there might be some personal network connections there that you can build on.

So that you look at where they're going.

Let me show you the next couple of slides.

This is very simple, you don't need forms to fill this out.

Most of you know how to do good discussions with folks where you get specific information.

You know not to ask yes or no kinds of things.

You know you're asking for specific information.

Here is a places chart.

And I apologize, I couldn't get it all on here for you.

But it's like where do you go on Sunday?

Where and who do you go with?

The same thing for Monday.

And you'll notice I put Wal‑Mart, Hardees in here, and a couple of names in here who the person goes with.
Because now you're looking at where they spend money, you're looking at their interests because their obviously doing an activity an awful lot.

And this is a person by the way that I worked with in Georgia, and who basically said Norciva, I don't know anybody.

And when I sat down and just listened I was doing some basic discovery with him, I had like 27 or 29 names of people he mentioned in discussion and when I went back through I said who are those folks?

Once was at the Georgia Advocacy office because he went down there and did specific things there.

Notice he went and had on this chart Monday through Friday coffee with this one person.

So I'm like who is JB?

And who does JB know?

Because you obviously have a connection with them.

I looked at if you'll look at Tuesday on Wednesday, he went to the mass transportation authority and he dealt with a person named HR.

Well, interesting enough, this person was a person with a disability, unemployed, but also an advocate.

And was helping others advocate through the mass transit system.

So I'm looking at, well, who is HR?

Do they know you?

Do you always call them?

That's that discussion.

And you see them or you talk to them on the frequency of twice a week.

And he goes yeah, and I'm going this is a door opener here.

This is a potential connection for you.

And so you begin to see that on this places chart.

Now, you may find that some people's places charts are pretty void.

Those are going to be people that you have to tap in your other networks for.

And people will say to me a lot, okay, Civ, I'm working with someone that has no networks.

Take may occur.

But what you want to consider is is that all three networks are critical because the person that has no network you have to use the other two networks for the person that has a few networks narrows it down to where you're using networks for them that make those networks more powerful than yours.

Let's look at slide 20.

This is a very simple circle chart, you can draw it on a piece of paper, please don't get caught up in the drawing.

Get caught up in the discussion.

The discussion is who do you trust with all the information?

That's who your inner circle is.

Who is peripheral, that second layer of a circle there, your friends.

Who are people that, you know, that just are in the community, they're nice, they would be willing to help you.

And a lot of times I just start with the places chart if they say they know no one, but if they start talking about friends, I try to go ahead and start looking at circles.

Now, because your purpose is to create a job seeker network so that you can use those people to help employment, and a lot of time by the way it's not just opening a door, some of these circles of people may be people that become if they're going to do self‑employment, the aunt may actually be a financial person that you may actually have them helping them do the books for their business.
You may find somebody at church that is going to help the person be a part of their marketing, because marketing is a huge piece of self‑employment.
So it doesn't matter how a person is going to earn their income whether or not it's self‑employment or wage employment where they are hired by someone, or contracting, being hired by several employers through a contract and those kinds of ‑‑ this circle of friends is going to be important in however they choose to earn their income, and you as a provider of human services need to make sure that we tap into these individual networks that your job seekers have.
And once again, if asked, they will say they have no personal network, they know no one.

Let's look at slide number 21 where we're really talking about considerations.

Number one, think about understanding what they offer.

How are you going to use their network.

Almost every family member will say oh, no, I'm not talking to that employer.

Once you clarify that you only want that employer to see you as a job developer, that you're not asking the family to go talk to them to get them to hire their son or daughter, it changes things.

So you have to really explain to the network ‑‑ the job seeker's network that you want to use their network to open doors.
And you can't just take my presentation and say here is what I'm going to do, you have to think about it.

And with each person it's probably an individual negotiation that says look, here is some options we can use them to be a part of the planning, we can use them as mentors, we can use them to open or call an employer to set up an appointment for me but you have to really define that with them or else you're going to find that if a job seeker and their families are going to push you away.

So you also are going to have to give examples.

Steal my examples I'll talk to you about today and explain to them over and over again you're not asking that employer or getting them to go out and get the job, they're just setting up an appointment for you.

And maybe it is on job development, maybe it's setting up that mentor.

You want to also think about accessing targeted groups.

Many of us do not bring in the church community and clubs and they are a powerful group of people.

Churches are very powerful if used on behalf of a job seeker to get an outcome.

It's one of the more powerful tools.

I have to tell you that I did not use that group for a long time.

I just felt uncomfortable crossing into someone's personal life at a church and I just kept those kind of at a distance.

The more I used them the more I realized that churches do this as a common practice.

They help their parishioners, so even if you have a person that is peripherally a part of a church, it is one way to help build a community for someone.

And let me explain what I'm saying there.

Raise your hand if you have heard of the term building communities.

In the disability community we have a lot of people that are isolated, and Jon O'Brien out of Georgia, one of the leaders that I have utmost respect for, person‑centered planning, talks about building community around people.
Well, one of the strategies of building community is introducing someone that has a similar interest as your job seeker.

If they're totally isolated and say can you mentor this person, I see about 12 of you have actually heard of this term building community around someone.

Thank you very much for raising your hand on that.

This is an opportunity with your job seekers to help build community with them.

Finding a common interest, looking at some of those very specific ways in which you can ask them.

In one sense since I talked to you about what your use of your network might be, being very clear about that, if you may ask somebody can you help guide us to a very specific trade industry, a computer industry, marine biology, those are examples.

People that are use your connections in that on behalf of this person.

I already.

[Lost audio]

>> CELESTIA OHRADZA:  Norciva, are you there?

>> NORCIVA SHUMPERT:  Shared with you the concept of business partners, I've got a lot of experience in self‑employment for people with disabilities, and one of the big mistakes that I see I still do is we try to start businesses, kind of a stand‑alone scratch kind of thing, and ‑‑ hello?
Hello?

Celestia is this.

>> CELESTIA OHRADZA:  Yes, Norciva, I'm here.

>> NORCIVA SHUMPERT:  I'm going carry on, obviously a little break here.

One of the things I was talking about ‑‑ thank you.
Thanks, guys.

Let me go back to self‑employment.
Self‑employment, we need to enter into thinking about just who is a person, that's a lot of what discovery does and then in it you do potential business partners.
And quite frankly, a lot of us look at self‑employment as this stand‑alone, the person has to do it all by themselves, can and of course supported self‑employment where we have a job coach help implement those things.
But there are a lot of self‑employment ‑‑ strategies that if we were ‑‑ to be more open about how we looked at our job seekers, there's opportunities within some of the people's lives for self‑employment with people and their families, a family member that is interested in starting a business that there is no supports for them, but there is for their family member that has a disability.
Those are some very specific kinds of reasons for considerations.

Now, let me just stop and take a moment here.

Have any of you used personal networks before?

Raise your hand.

And if you've got an example, go ahead and write it in your chat box right now.

But raise your hand if you're already using people's personal networks.

I'm seeing just one or two of you guys that are using the people's personal networks.

I think this is really powerful to think about.

Oh, good!

I'm seeing about eight out of 84 of you are using networks, up to nine.

If anybody wants to jot down a comment real quick and I've got a note here from Christine Besher, excuse me if I messed up your last name, you talk about have discussed families and communities that they are a part of.

And how have you used them and in what way have you used them, Christine?

She's probably writing.

Okay, I'm seeing here that Maria, word of mouth works among family members, so just kind of putting the word out.

Oh, good, Norm, you guys are using that circle of support numbers.

Have any of you gotten a family members to actually set up an appointment for you guys at a business?

I'm just waiting on a few comments here.

I'm sorry we have to do it this way, not everybody has access to audio that can be heard here.

So not a family member but someone they knew.

Thanks, Christine, that's nice.

One of the things I want to do is the same webinar in a year's time and I want some of you guys to email me after you try some of these network strategies for the job seeker, and I want you to tell me what you've been able to put in place, how you've done it and then to maximize it.

There is actually data out there that says when you go to an employer, if you can talk back to the employer somebody very specific other than who ‑‑ you see most employers are connected to you.
You are that job development connection.

But if you can connect them to the job seeker, that is a good strategy right there because that is going to be more likely to give more consideration to a specific person.

Patty in Maine is saying sometimes teachers are also good supporters.

Let me tell you, in transition I feel like teachers are a wonderful strategy to maintain, that's why it's important to look at those functional networks that people have where they spend their days.

Please don't discount if someone is in a sheltered workshop looking at who might be there and who those people might be.

They are professionals, but they are not necessarily directly in your network to do this.

Christine also is writing went through a friend to introduce me to the hiring manager and got a client a job eventually.

You know, the reality of it is is as job developers all of you have used bits and pieces of this.

What I want to do through this webinar is formalize this in more ways for you to begin to think about it more overtly when you deal with a job seeker.

Are they doing demand driven, are at the doing customized, both strategies are valuable and you need to know which one to use with who.

And then when it's customized you need to know to look for it in discovery.

If it's not going to be a customized approach you know that your counselor or you are going to have to go through a process to pull that information out, not just to ask the person who do you know.

Let me move to this next network and thank you very much for sharing your strategies that you've done.

This next network is your own job developer or agency network.

And I feel like those are two different things.

Your job developer and in fact when I was hiring job developers I used to look at who do you know, what are your professional networks, who do you know personally.

So it really does look at that.

I've seen managers hire people in the job development arena just because they were connected in their community in such a way they could get doors open.

And that's wonderful if we can do that.

But you don't have to get someone that's already connected, you need to get someone that knows how to build those connections.

And to make those connections actually work.

So there is the individual job developer and then there is the department networks.

By that I mean your employment department in your agency.

And some providers provide a lot of different supports, employment is not the only support.

So you look at those two departments and you think about what do we do.

And a lot of times job developers and their department, their employment department might say we need a community network so we're going to open up some other things.

But let me talk about how to use your network and to create further networks here.

There is an agency network, there are boards, volunteer groups.

I actually had a agency I worked with, a provider agency, and when I told the CEO of the company that job development was not something you pass down to a worker and that it's a trickle down thing and it's their job to do job development, I talked about the board's role, every staff person in the agency, including the financial department, they had a huge role in creating an agency network.

And this CEO went back and got ‑‑ he ended up getting them to do a chart of who their board member felt like they were connected to in large companies in their community.
Now, this was in Pittsburgh, Pennsylvania, and at the time, much larger firms, but you could do this anywhere.

She had board members that were connected to quite a few pharmaceutical manufacturing companies that were in the Pittsburgh area, Bayer being one of the larger companies there, so she looked at her boards as a strategy to open some doors for her job developers.

Think about the people that we serve.

I know we've got confidentiality issues, but I know it's doable.

I've had many family members open up doors for other family members and other people that they knew, either students in school that went to school together, grew up together, always been in special ed, had some kind of network.

If you got somebody in a sheltered workshop, they've got a network of other people, services there, and there are some real responsibilities to figure out how to make that work, but, folks, it's a powerful network when you can do that.

The last thing within your agency is the business network.

Where do you get your financial business done?

What bank are you using to hold your agency's money?

The cash flow.

Do you use a CPA firm to come in and do an audit on your books that ‑‑ at your agency?
Do you have a service that comes in and cleans your building?

Do you have rent that you rent from a building?

That's your business network.

And so your agency has a network right there that if you can build on that you've got some power.

It took us a solid year to negotiate within a school system to be able to send out an email that went to all teachers and people in that school system, an email requesting information about a specific business, just to give us information.

So it's a very important way to think about a business network, what can your agency do.

I see Norm is talking about LinkedIn as a great way to connect with local business contacts.

I'm looking at that, it is, but quite often there is power in each one of these networks.

I kind of see LinkedIn as a community network because there is no reason except for the fact that you're a business and so you're connecting, but when your agency spends thousands of dollars in purchasing office supplies at a company, that gives your agency prerogative with, let's say they have a contract with Office Depot for all their office supplies.

Then that gives you prerogative.

Spending money at a place gives you a reason, and prerogative is nothing but consideration.

It makes them think before they say no to you about setting up an appointment with you.

So getting your agency to do this is a major effort.

Getting your agency to buy into I need to work on creating these networks is very important.

You can look at online business networking, which is a lot of the linked, or face to face business networking.

Your general business networking is rubbing elbows.  

I can remember years ago I used to be kind of ticked off as a female, a lot of men played golf, and they didn't include women in golf.  

I can remember in college taking golf so I could do this rubbing elbows with people.

Your network businesses, your suppliers, your professionals, who comes to your business and works on computers, who helps your IT staff make things work?

Who do they do business with?

When you've got somebody interested in working with computers you need to be able to know how your agency has that kind of business network going on and can open up your business.

So when you think about your agency business network, you can think about personnel in your agency, some of you, and particularly voc rehab, you have a huge network.

You would have to go through your area supervisors to see if you could utilize that group of people to open some doors for you.

You have to look at your community partners like if your rehab agency already has partners that you're working with.

You want to think about how you can do this.

This does not require any additional time or money except for the setup of it.

Once you get it going you can really coordinate it.

Face to face business networking, community groups that personnel come in contact with during business.

Goodness gracious, I would talk to the ‑‑ your human resource network person in your agency is probably the best connection to other human resource networks, not me and you as job developers.
And if they belong to a professional network, be it in their community, then they are the person to open those doors for you.

I had a human resource person at my agency that was local, then I would have them actually set up a couple of luncheons with employers that I wanted to be with.

So look at, you know, if you got somebody interested in working at a fire station, any kind of licensing or funding agencies, you know, think about who your business, who your agency networks with.

If you're a provider agency, many of you are smaller so you actually have got a much better access you can get your handle on your agency's network much easier.

VR agencies, I think are going to have a tough time, but if you got some leadership there, particularly business liaison said hey, we have a whole network that we don't have access to, we need to know where VR is spending money in our state, where we buying our office supplies, who is fixing our computers, who is doing these things so that we can know those people need to have ‑‑ they can be helpful to us in job development.
So that is your agency network.

You can do emails within your agency to get connections.

You can look for board or leadership relationships in the community.

You can look at where you purchase things.

Looking at slide number 28, starts off community networks.

Let me stop here.

Do any of you have a real functional network within your agency that allows you to build on each other's connections in how you spend money?

So I see Georgia, you've raised your hand, I don't see written notes though, I need you to write notes here because we can't turn the phone over, but ‑‑ you know, you've got them.
How about writing a couple of examples for me.

Anybody else got a network that you might have?

So you employ five vocational specialists at your agency.

And how do they have a network?

I mean, other than just the five of them.

You meet on a weekly basis so you share your contacts, okay.

Do you look at ‑‑ so, okay, some of you are like Patty is talking about your economic development in chambers, that's more of your job developers contacting those community networks, we'll talk about that again in just a minute there.
Let me encourage you to really think about your local agency networks.

I think it's very common, I appreciate Georgia, your comments here about meeting weekly, that's kind [inaudible] you guys can push it even more if you get together and think about how you can ‑‑ where your agency spends money, are there other people other than the five people that are there that are the job development specialists that can tap into ‑‑ let's say the receptionist, the person that answers the phone at your office, some of those folks have connections too.
So think about tapping into your agency network.

Vanessa is talking about we share resources with our one‑stop agency and other agencies.
So you're really kind of looked at who are some other people that are doing job development and sharing their ‑‑ folks, let me tell you, we can no longer do this in isolation.
You really have to develop a ‑‑ pretty much a community‑wide job development network.
And I don't enlist that as a different network, but those are kind of almost a different group of people because all of you are job developing.

And one of the biggest complaints of some employers very clearly that they say the right hand doesn't know what the left hand is doing.

And part of it is is that in our demand driven approach for employment we have an opening and then people get competitive about that.

So you don't want to share, but I think that sharing is going to meet an employer's needs and your job seeker's needs too, because you can't meet all employer's needs.

Vanessa writes, yes, we have actually started a group called partners of success with several agencies, including the office of employment and training and the education cabinet.

Very wonderful, Vanessa, because we really have to provide a much better approach to employers, I would love to see a job developer in one agency going, you know, I know Mary out in my community, your job seeker's interested in working there, let me introduce you to them.

So we are working with each other instead of in spite of each other.

And being so competitive that we run the businesses away from us.

So I'm really encouraging that thing ‑‑ Vanessa, what state are you in?
Vanessa says thanks, we are in Kentucky.

We are all trying to meet the same goals so teamwork is definitely needed.

I need to encourage everybody as Vanessa from Kentucky, to really try to tap into doing something like that.

It may feel like you're giving your leads away, but in reality you're going to be able to meet employers' needs better because you're going to find job seekers who have similar interests and if you have a job seeker that keeps getting not selected then your job might be to change strategies and look at a customized approach and target very specific employers, whether they're looking at openings.

So think about this.

There's some very clear things here.

Vanessa is saying I agree, as Helen Keller said, alone we can do so little, but together we can do so much.

That shields some back Vanessa, because in reality I do think that the collaborative effort is greater than the individual pieces, and Helen Keller did say it so much poignantly.

I'm going to move us now into community networks.

This is what most people think about when they think about business networks.

They think about existing groups or creating groups in the community and it's all of the businesses that are there.

And the first thing I would think about is formal existing groups.

I can remember when I started job development in the '80s pre‑supported employment.  
I joined the chamber, I started going to employer organizations, and to be honest with you, I spent a lot of time doing that.

I'm not sure it was as helpful as I thought it was.

And in fact, you have to really think about do you need an employer network, who should be doing this, do you need everybody there or one person there.

Do you need to just find out who are the chamber members and then get one of them to kind of be your door opener to that group of people that are there.

So think about your existing groups and your community networks, what do you want from them.

If you're in a more rural area you might want to think about informal networks.

I've worked [inaudible] and every time I get into a more urban area you can talk about groups of places where they're organized employers, but we're in the southeast, every big town there's 50 other small towns with less than 30,000 population, and if you grew up in a small place like I did in Mississippi there were 200 people in the town I grew up in.

So it was very unofficial and very informal networks.

And so I really believe ‑‑
[Lost audio.]

‑‑ places where people hang out and have just coffee.  
And if you know people hang out in places, acknowledge those, figure out, you don't have to go hang out and drink coffee with them, I'm suggesting you learn who goes there and talk to one of them about, hey, that's where everybody goes, you know, are you willing to introduce me to any of them when I need it.

And so thinking about that.

There are agency specific employer groups, and this gets back to Norm's question earlier.

A lot of people have them, I have a manual attached to this, I hate to think it's been ten years ago, but when I worked for united cerebral palsy, I ran several national business advisory groups and I think they're a good, however, I also think they are slippery slopes.

You can spend a lot of effort and energy on some formalized group, but if you don't have very much clarity about them, then those groups go on and you're not getting what you need out of it.

So let's talk about how can you make those groups be more effective for you.

Number one, if you're going to have a business advisory group, have an organizational structure defined.

Is it going to be advisory, is it going to meet by phone?

How often ‑‑ what's going to be the structure of this?
What's the outcome?

If you don't have a purpose, I can't imagine any business member being willing to do it.

And I am ‑‑ when I started doing business advisory councils in the '80s it was very open‑ended.
It was statements like connect me to the business community.

Help me be more business oriented.

Now you're going to see me be very specific.

I want you to review individual job seekers with me and help direct me where I might need to go.

I want you to introduce me to specific employers when I need them.

So recognize your purpose is very clear.

The most successful business community or groups that I have ever put together almost all of them have to have a time frame and you need to plan on people becoming a part of a group and exiting the group.

Having people long term does not really work.

Most of the research and my personal experience is in running groups is 18 months is about the max of what you're going to get out of somebody.

And one of the best groups I did as I was doing some research on this was the woman that I referenced earlier that she had an outside group and this was actually in north Louisiana, and her business group she had organized was the one that took her out to eat with new employers that came to the community.

And she was very specific, that was her specific goal.

That was what their job was.

New employers for her.

What she did, by the way, during that time period was she went in, she had lunch with them, she told about her organization and she said all I'm asking you to do is that when a job developer comes to you that you pass the word along to your staff to see them.

We think we have something to offer.

So if you're a CEO, would you please pass that word down.

And that was her message during lunch.

She had a group of just a couple of folks and they did for an eight‑month stint, and when one of those businesses was at the end of their 18 months of being a part of her business group they actually recruited and brought in other members to take their place.
And there was like this period of time, this is Wilma Kidd and that was probably one of the most successful long term groups I've ever seen.

I've run very successful business groups but I personally like to have ‑‑ I can't like ongoing groups, I like to think you start something, you do it.
For instance when I put together my first agency portfolio to present to employers I called a group of employers, I asked them for their time, I said I want it for three months, I want to develop this presentation and I want you guys to give me guidance on it.

And then I want you to give me feedback at the end.

And so they just loved that.

It was very specific, it was on target, it was what I wanted.

So having clarity about your purpose, having a time frame for their commitment, thinking about if you want it ongoing or if it's short term that goes back to your purpose and your organizational structure.

Is it advisory, you know, or are they going to be paid?

You need to know.

I actually consider that particularly some of your retired members, I'd actually considered hiring some of them in the past just to do nothing but go get appointments for me.

And I've done that when I've had some really interesting employment situations.

Paid them a certain amount of money for each appointment they got for me.

So there is a lot of information here, guys.

There's so much you can do.

But the most important part is having a clear outcome or unit activity.

The more outcome oriented activity you've got for your business group, the more successful you're going to be, the more they're going to respect you as a businessperson and not abusing your time, and that you're very clear about things.

Here is just kind of a listing on slide 31 of organizational structure possibilities.

They can be advisory or they can control something specific.

I had a group that actually controlled a once a year banquet for businesses that employed people with minority, not just disability, I partnered with a couple of other agencies, and we put in a small amount of money and we said to this business group we want you to do it instead of us to do it.

I've run an advisory group where I had national business advisories flown in from Sears, from state governments down the line and I met with them over a five‑year period, and we worked through, in fact, they were very instrumental in helping us put together that UCP manual on working with advisory groups or business groups.
So that is an additional attachment that was alluded to in the chat that Celestia wrote up there.

Now, let me just say this to you:  I don't think all business groups have to be formal.

I think you can actually have an informal group.

After Katrina, hurricane Katrina hit the Mississippi area there was a project I was instrumental in running here with voc rehab, and we chose to go with an informal group of people rather than a formal group.

They never really met but once and that was for me to give an overview of what I wanted, get their commitment and after that it was all online stuff and phone calls and it was all done individually, they didn't meet again as a group.

So think about how formal you want something versus informal.

I think it's very important for you to tie back to what you want as opposed to what it is you think.

Meeting times and arrangements, make all that very individualized.

I'm not going to go through this, I just want to bring this up, I've put this organized groups here, purpose needs to be defined, review, you know, these are potential purposes, you don't have to use all these.

These are just possible groups purposes that you could use on slide 32.

Slide 33 is always think about how you're going to recruit new members, and I really want to think about this.

Think about having the departing employer identify and mentor another employer to take their place if you're going to have an ongoing committee.

Your staff or the employer groups sit down and think about who you need to enrich your group.

If you're going to have a group.

Don't just bring in people you know.

This can be an opportunity to expand your knowledge base.

So identify business industries that you've not tapped into your community and the let your group figure out how to bring people in.

You can use even that in an informal way.

You can talk to two or three people, and I need to get into the green industry and I know very little about it, can you gather some people you know and ask them to be part of like a two or three meeting with me to educate me on this and give me some examples of what green industry is in our community.

And then you may have groups such as your work experience sites where you've got those already agreed and they're going to them or either providers are doing that, that's a targeted group of people that you might pull together to get specific information.

Let me stop just a minute.

How many of you actually have some form of community network?

Norm, do you guys have a business advisory council currently?

Since you brought that up.

Raise your hand if your agency has a community network that either is formal or that you participate in.

Barbara, I'm seeing you raise your hand.

So there is a couple of you out there that have ‑‑ Barbara Smith has got one.
Sharon Hancock, Steve Welch.  

Steve, I've seen you on a couple of other calls that are here.

Anybody want to write some comments on how you might actually have a formal group?

Stephania, if I'm saying that correct, or Christine, some of you guys have a got some groups that are here.

So think about ‑‑ think about that.
Anybody got any comments on that?

Well, there's pros and cons for both of these.

All three of these are strategies to get to employer groups.

There is some very specific things, but I think what I'd like to do now is just kind of stop and open the floor up and ask you some ‑‑ for any questions that you might have about any of these groups.
Your job seeker network, your agency network and then your community network.

Those are three different ways you want to consider employer networks that you as a job developer or you could coach a job seeker to access those through.

Any questions out there?

I'm not seeing any questions from anybody, and I think that I've actually tried to read as we go.

And as we begin to look at everything ‑‑ Norm, where are you from, what state?
And Maria, you're from ‑‑ you've got some comments in here, and so has Christine.
Would you guys mind writing what states you're from?

If you'd like to elaborate on anything, I'd love to have that.

But I'd like know which states are kind of talking about some of this.

And Norm, if you want to talk about how LinkedIn, you might use that as a community network, is anybody using those LinkedIn networks right now, because that would certainly be a way.

Are you using those individually to make a connection and then go see an employer through that?

Be real helpful if you could kind of share some of that.

Either I have lost the connection with everybody or you guys are just quiet with no questions or comments.

Celestia, am I still coming through?

>> CELESTIA OHRADZA:  Yeah, Norciva, you're still on.

>> NORCIVA SHUMPERT:  Okay, maybe people are just not comfortable sharing right now or either doing another activity.

But I think it's very important, I'd love to see this ‑‑ the things that you can do and let me go to Norm question, an employer network different from a business network, I think there is three different types of employment networks, first one is your job seeker can connect you to employers, your agency can connect you, then your community at large can.
And that's how business advisory council would fit in that last group.

Guys, there is only ‑‑ with no questions, I'm just going to go into kind of a closing unless some of you would like to ask some questions as I'm going through this.
If you're listening on this call and you have been participating with me and you're interested in any of this material, I would encourage you to first of all go back and look to see how much of this network do we already have.

Are we tapping into a community network of employers?

Do we have opportunity with an agency, one?

And look at your existing networks.

Learn the usage of those three different networks.

And I see Leo here is saying Ft. Lauderdale has a formal network called workforce coalition, and that's probably the community network he's referencing but also could be a agency partner network that I also think could be a fourth network that I think is wonderful there.

If you've got those learn how to tap into that.

But also look at that job seeker's network.

Determine how to use more of that job seeker's network and then how to build on your agency network.

Do you even need a community network or your own business advisory council?

I personally don't advocate or push for it unless you've got a specific purpose for it.

But one of the things I would say to you is go back and assess how your job developing, are you tapping into those.

If you're an employment liaison person you can help set up easily the community network, because we see that kind of as your role.

But if you're a job developer within an agency, you can look at what can your agency do and bring it to your ‑‑ the people in your leadership to say we need to tap into where our agency spends money.
We need to get you guys talking about where you go and who do you network with as leaders, CEOs of your companies so that you can tap into those groups.

And then once you get a sense of what is going on in your agency, in your community, you can begin to think about creating an action plan that accesses all of these different networks.

Now ‑‑ somebody is talking, I can actually hear the talking.
So there's multiple presenters listed on the ‑‑ oh, on the [inaudible]
So the last thing I would say to you is create an action plan so that you can access all these networks and if you're a counselor and you're going wait a minute, I don't have the prerogative that's not my job to go create a business employer network with the community, it's not my job to do it for the whole agency, your job really is then to look at each individual job seeker that comes to you in voc rehab as a counselor and to say to them pull out either refer them for discovery or either you do the discovery pieces right here, the places chart, the circle chart.

So you can help them tap into their personal network and then you think about how they're going to be represented.

And so you think about this from every job seeker's approach.

So there's a role for counselors, there's a role here for multiple providers as a provider agency, there's a role for the employment liaison.

The issue is into all three.

There will be a job seeker that does not have a very extensive network, however I can tell you almost all job seekers have a network.

They just don't know what it is.

You have to help identify.

There will be some agencies that will be reluctant to give you the power to send an email out to your entire agency staff and ask for connections.

To please don't just do it without getting leadership permission.

So these things are powerful, guys, they can open those doors, they can mentor for people, they can help guide you for the person that you don't see employment for and you have gone through a discovery process, you've used your tools, call in a mentor.

These are wonderful networks to create and open those doors.

I think that's about all for today.

Nobody has any questions.

I certainly appreciate Leo, Christine, Vanessa, Norm, Georgia, all of you that talk about people.

Patty that have chimed in and offer to make this more than just me talking, but some of your interactions.

Maria, you're just ‑‑ your comments are very [inaudible] I think our network is very powerful.
I will like to encourage you to go to our evaluation form that link will be being sent out to you pretty quickly.

I want you to think about when you do the evaluation it's not just did you like the presentation, I want you to think about content.

I want you to think about what else you want to hear.

Because part of this whole presentation and our evaluation component is for you to tell us and guide us as to what's next.

We're probably going to take a hiatus off the Job Development Exchange, I'm not sure if we've got one lined up for next month, so I can't promo the next month one with you, but I can let you know that we'll be doing some additional ones, so please fill out that evaluation form.

The additional resources, from building partnerships it's a manual for establishing a business advisory committee, it also has tips on how to use folks for other things.

Celestia has already put up some information, I think most of you know how to get in touch with me, Norciva@gmail.com.

Please if you are going to email me about today's webinar write in the email webinar so I can make a connection of what we might be talking about.

I want to thank all of you from Southeast TACE, we have worked hard to try to put this information out in front of you, but we can't do it by ourselves, we need feedback from you.

So you guys are important, let me remind everybody if you're in transition, please try to get connected.

We now put out two newsletters every month.

TACE talks transition, the TTT is an email web blast.

You need to sign up and here is the sign you have for it.

So if you want that coming to your email once a month, go ahead and sign upright there.

If you're interested in the network that is for adults, please send me an email and I will pass that back and we'll send that on to the person saying that you want to have a ‑‑ be a part of that.
The network serving persons with the most significant disabilities also has a web blast that comes out every month and we'd like for you guys to get signed up and become participants of it.

All of you have access to educational credits.

Here is the way in which you can get access to those credits and be able to utilize your information in such a way that it goes back to your credits.

And then here is our TACE website where you can look at everybody.

If you call this will toll free number, you're like to talk to Celestia, she's the person that supports us on the web and any of our webinars.

We have multiple people answering our toll free number.

Our website is there and then each of you if you don't have a MyTACE portal, please sign in and get a MyTACE portal, because once you get signed on we get access to all the various different webinars to be utilized.

Guys, of course TACE always has a disclaimer, they're probably afraid of what people like myself might say, but the bottom line is is we want you to know we value what you do as counselors, as providers, as employment liaisons, as families, as advocates joining us here today and all the other partners to make this work.

So please share with us any of your thoughts and anything that you find valuable.

We appreciate that.

Again, this is a Southeast TACE Region IV webinar today from Job Development Exchange series, and we're a part of the Burton Blatt Institute.

Thank you very much.

Celestia, I appreciate your support and I think we'll end our webinar now.

>> CELESTIA OHRADZA:  Thank you, Norciva.  

And as Norciva mentioned, please take a moment to complete our evaluations so we can continue ‑‑
[Lost audio]

>> NORCIVA SHUMPERT:  I don't know what happened to Celestia, I'm going go ahead and say please complete your evaluations.

We have the place up there.

Thank you very much.  

