Please stand by for  realtime  captions.  

 Welcome everyone. Welcome to the  Explore  VR webinar. Skills for business  engagement, part  two. Making connections. Laura,  Rick and Lori presented part one  back in may and you can access the  archive of part one on Explore  VR  .org. My name is Katie Allen and  I may knowledge translation associate  at the Institute for  community inclusion. Before we begin  the webinar today, I will mention  a few  logistical points. First, if you're  calling into the webinar today,  please mute  your phones. This is to avoid broadcasting  or recording any background noise  in your environment through the  webinar. We do recommend that you  listen to today's presentation through  computer speakers or  headphones. If you can't find your  phones mute button, press  star pound which will mute  most phones. Second, if you expense  any connection issues during the  webinar today, first try closing  all other Internet  applications and logging out and  logging back into  the webinar. If you continue to  experience technical difficulties,  please e-mail me at knowledge translation  at  UMB .edu. My e-mail addresses in  the webinar  information box. Third, we have  reserved time at the end of today's  presentation to answer and address  any of your questions and  comments. At the end of the presentation  a question and comment box will  appear in the upper right corner  of your  screen. We encourage you to type  all your questions and comments  in this box once  it appears. Fourth, if you like  a copy of the PowerPoint presentation  you can download it no from the  files talks in the  lower right corner of your screen.  You can also find the PowerPoint  slides on Explore  VR .org. There will be in  a link to the and evaluation at  the end of the question-and-answer  period. After  today's presentation. Follow this  link to complete the webinar evaluation.  If you are a certified rehabilitation  Counselor requesting CRC credit  for this webinar, you  must complete the evaluation in  order to receive credit. This webinar  is worth 1.5  Searcy credits. Finally, this is  being recorded today in this webinar  will be archived on Explore VR that  work with  part one. After the live webcast.  When you visit Explore VR you can  find information about all archived  webinars and all  upcoming webinars. Lori Ford will  be your host today for the center  for continuing education and rehabilitation  at the University of Washington.  Lori is going to introduce the preventers  -- presenters  and objectives for today's webinar.  Lori?  

Thank you  and Katie and welcome everybody  to our second webinar on business  engagement. It's a cool and cloudy  day here in Seattle,  the end of summer and I hope you  guys have had a good week and looking  forward to a good weekend  as well. The job-driven be our technical  assistance Center was established  to years ago by the rebuild attention  services administration  in order to work with state VR agencies  and other  rehab professionals and help you  all provide job revenue [  Indiscernible ] to people  at disabilities, employers, and  customized training providers. Our  focus areas include business engagement,  employer support, using labor  market information in the  VR process and providing services  to customize training providers  and you can learn more about the  JDI  VR at Explore VR as Katie say. I  am pleased to prepare presenting  with me partners Rick and  Laura --  Lara Enein-Donovan. For community  inclusion at the interview study  the of Massachusetts in Boston.  We have had a good time working  on  this topic. So it JDI VR TAC has  other partners. And those include  jobs for the future which is an  an organization that folks design  customized trading  Trinity colleges, education programs  and the like. University  of Arkansas clients, the United  States  network USBLN, University centers  on disabilities, Council state administrators  and vocational rehabilitation, national  Council state agencies for the blind  and the technical assistance Center  collaborative. Where one of seven  or eight technical assistance centers  that have been funded by the  federal government.  When we did our first webinar in  may, we focused on the  grid of evidence is that we had  developed run business engagement  and you can find that in the toolkits  on the Explore  VR website. And having done that  overview of the confidence he is  at various levels and a state agency,  Rick and Lara  and I thought it would  be useful to dig a little bit bring  some of the areas and share some  ideas about different skills and  how to exhibit different competencies  at some of those levels. We decided  to focus  on three arenas of contact with businesses.  And those are the  initial contact, the level of learning  more about the business, and then  the level  of responding. Subject is for the  webinar today are  the information about how to introduce  yourselves of your services and  a cystic manner that will be attractive  to businesses and that's the part  I'm going to talk about first. Second  to assess labor  needs of the business contacts and  to promote more effective job matches  and Lara is going to present in  that area. And then Rick will  finish up by explaining ways of  effectively responding to  employers concerns about hiring  candidates with disabilities. We  hope this will be very useful to  you, very applied, all three of  us have had lots of experience  in talking to employers on behalf  of job applicants  with disabilities.  Meeting business contacts for the  first time. This is something that  can happen in a lot  of different environments. It  could be at a formal networking  event or making a phone call  where you are deliberately calling  a business to talk about VR services  to find out more about their needs  or could be a very informal  situation. You could be at your  kids soccer game. At  a neighborhood party. If you are  a good job developer, a good representative,  your I was looking for opportunities  to make contacts with potential  employers, because there is a lot  of them out there. If you're new  to this area business engagement,  you tend to think of this activity  as one of picking up the phone,  calling your local Home  Depot or other very visible large  business and making an appointment  to come in and  see someone. But in real life, a  lot of our best business context  happen through our own connections,  our own networks and on a very  informal basis. When you first  meet someone, and you have  an opportunity to talk about your  agency, you are VR agency or your  mental health agency or whoever  you are working  with, you want to be thoughtful  about what your first meeting goal  is. We are doing a poll here, right  Katie?  

Yes, opening  that now.  

There's little box there with  a question. When you are meeting  a business, what is your first meeting  goal? What are you trying to accomplish.  We will leave it open for about  10 or 12 folks to type in  some answers.  We  have several people saying what  about the business, find out what  their needs are. Inform  them how we can help with their  staffing goals. Attempt to  build support. Find out what  your need, develop a relationship.  A lot of you are really on the right  track their. I am proud of you.  That's awesome. It makes me think  about my  early days before I got into rehabilitation  and employment services. When I  decided I needed to get a job. I  was working in Portland at the time  and I walked onto a business down  on Sandy Boulevard. I think it was  some kind of a laboratory or something  and they walked in the front door  and I talked to the receptionist  and I said hi,  do you have any jobs? And she said  no. And I said okay. And I  went home. NLSI myself  now because obviously people aren't  born knowing how to look for jobs.  But I'm so naïve in thinking  that was really the  point of my visit there. Was just  too asked them if they had any jobs.  Rather than if I'd been smart, I  would have spent time learning about  the business, at least  what they did in finding out more  about what  they needed. So for a lot of  inexperienced folks, when you are  going on and  learning to get to know businesses,  we have a tendency to want to start  down at the  bottom here. Focusing on job openings.  And I was not alone in that. We  did some training with a VR agency  up in our region, in region 10 who  shall remain nameless, with their  counselors and we said what  kind of an approach do you guys  use when you are approaching businesses?  They said we asked them if they  have any jobs up line people can  do and if they say no we hang up  and call somebody else and we  are thinking  it is a pretty limited approach  and how does that work for you and  they said not very good. What  we want to do is start with questions  about  the workplace.  What is the best thing about their  business? What kind of struggles  do they have in their business?  What kind of people are a good fit  for the business? What kind of people  choose to work there? I get that  question on the time when I tell  people I work in the area of disability  implement. They say that's an interesting  field. How did you get into that?  Been questions about what  positions are available in that  business. Questions about the hiring  process. How do they find  good  applicants? Current employees? Is  it through advertising online, is  it through the  state workforce system. How do they  bring in  job applicants? But if you focus  on the job openings you will get  stuck right away because you  started in the  net narrowest  of areas. Because I think it's a  great visual of what we are trying  to do.  You are probably familiar with  this acronym. W  IIF them. What  is in it for me? We are hardwired  to seek out people who are interested  in us and our well-being. Our initial  contact to focus on the needs of  the business  and introducing the idea that you  may be able to meet  those needs. You can talk about  other aspects later, but you really  want to start  out with what is the business  interested in? How can you benefit  them? For businesses, this usually  comes down to making are saving  money and/or saving time  and hassle by those caused by staff  turnover. Saving time and money,  making time or money or  saving hassles. Now of course some  businesses are also invested in  a  diverse workforce, we're interested  in increasing their visibility in  the community as  a good citizen partner and so on,  but really the bottom line  for businesses is how can you send  me time, how can you say me money,  how can you make my  life easier? Your situation is a  little  bit different. Than other kinds  of sales people. Hugh have  two customers. You have the customer  of the job seeker with a disability  as well as the customer of the business.  While you are  addressing the you're also screening the business  on behalf of your job seekers. And  they say can you bring me 500  job applicants? We have a really  high turnover. We bring people in,  we wear them out, and we move on  and that's with or model is maybe  that's not a business you want to  pursue on behalf of the people that  you are  representing. We -- discussions  give you a chance to feel out the  other person and learn more about  the business. The 80/20 rule. When  you are talking to a  business person, you want to try  to get them to talk 80% of  the time and keep your part of the  conversation to a minimum. Think  about how you open a conversation  with a new service participant.  Someone comes into  your office whether a VR [ Indiscernible  ] or job developer, whoever it  is, and you are meeting them for  the first time, starting  a conversation, what are you going  to say first? Often you are going  say what brings you  here today? How can I help you?  You want to get them to talk  to you because they feel comfortable,  they feel more confident that you  can help them meet their needs.  It is the same with your  business customers. Often we start  our conversation with a business  customer by saying let me tell you  all the great things we are doing.  Here's our brochure and our services.  Why do we do that? Because that's  what we know best and we are the  most  comfortable with. I'm sure you have  had experiences with  telemarketers. Jump right into a  long speech so you don't have a  chance to hang up. There rattling  on and  on and you cannot get a word in  edge wise. You have to put on the  phone. That is not where we want  to be. We want our business customers  to understand that our job is only  going to work if we have  them satisfy as well is our job  seeker satisfied. We are looking  for jobs that people can be comfortable  in for the  long run. So early conversations  should involve you doing a minimum  of the talking. This  may flex depending on the situation.  A formal  business network event may be different  than an informal  discussion in another context. But  it makes me think of my -- I have  a brother-in-law who is a salesman,  not in this field. He sells  computer hard --  like mainframe computer systems.  And when I talk to him,  I just saw him a couple weeks ago,  you'll notice after you have been  chatting for half  and hour that somehow he has gotten  me to do most of the talking. I  don't know much about what he is  doing. She has just gotten me to  tell all about my  family, and my job and what is happening  here and there. And he does in such  a friendly smoothly  that a don't even notice that I  have  been encouraged to do most of the  talking. That is the kind of skill  that we want to develop as we are  talking to our business customers  so that we -- not in a  weird way but like we act like  we are hiding something, but we  want to have the  skills to get that person, the business  person to do most of the  talking and our conversations. At  least the front so that  they understand that you have an  investment in their satisfaction  and  their needs.  

You  probably all heard of this. The  elevator speech. Or maybe some of  you have written them or practiced  some  of them. This is an opportunity  to quickly explain what  you do, who you represent, what  kind of agency  work for. In our society, in American  society and culture, in  most context, asking people what  you do, where you work,  is a natural part, a very common  first part of  a conversation. It is internal cultures  but in American culture  it is. The question is inevitable  and it really March your opportunity  to connect with a business on behalf  of  your participants. This can happen  anywhere. And it's really important  to remember that. You  may be in a social situation or  somewhere else where you are not  on the job as  a work. And yet every time you open  your mouth  and say I work for vocational rehabilitation  or a work for a mental  health  center, I work for goodwill, you  are representing the job seekers  that are getting services from your  agency. I was at a  party once, just a social occasion  in my neighborhood, and a woman  was there who was a receptionist  at a local mental health  center and she started talking about  the people that were served at the  mental health center in  a very  stigmatizing way. And I was  really uncomfortable with that.  But I also was  thinking this woman doesn't know  who I am. She doesn't know if  I am the HR director at Microsoft  or Amazon or any  employer really. And she is really  harming  the opportunity for the clients  that are served by that mental health  center just by the way she is talking  about them and describing them.  We need to be aware of this all  the time. Elevator  speech. Three guidelines. First,  you want to come up was something  that is 30 seconds or less. Don't  try to cover too much information.  You want to keep it short and sweet  and simple. Ice to  me you. What do you do? Here is  what  I do. The potential answer to what's  in it for me should be  clear. And third, keep it simple  and conversational. You want to  sound like  a colleague or a consultant. Not  like a fast  talking salesperson. Let's look  at some examples. You want to write  a script? It depends. Unless you  are making cold calls which some  of you may be  doing, a long script isn't going  to be helpful because you want them  to do the talking so you can learn  about their needs  and interest. But it is helpful  to write a few opening sentences  and practice them ahead of time  so you feel comfortable on the opportunity  arises to say what you do, and that  could be a little complicated because  what we do is not well known in  the public. It that you have something  ready to  say that will really express what  you want to express and not know  too far in the direction you don't  want  to go. What your scripts looks like,  what your senses look like might  very again depending on  your audience with your role in  title and the context in which you  are having your conversation. Were  going to say  different things at a Chamber of  Commerce social the net your kids  softball game but both  are going to be opportunities for  you. Here is an  example. I'm a counselor with the  Washington division of rehabilitation.  We help businesses  retain employees and disability  challenges as well as connect him  with qualified motivated applicants  to their  open positions. That's still to  come just jotted that down. I  would want to practice it, maybe  substitute some of  the words that are a little more  comfortable for me to say. But I  want you to notice the what's in  it for me perspective focuses on  the business needs and not  on the  participant needs. I am not saying  we help people with disabilities  improve  their lives because if I am a business  manager this is a hiring manager  that might be a good charitable  interest but it's not hitting to  my needs as a business person. A  couple of other ways to  frame it. We help businesses meet  diverse the goals through staff  training recruitment  and retention. We help businesses  find candidates for still committed  to their success. We work with companies  like Starbucks to help them they  versus finance support  their workforce. Obviously these  are just rough examples. The important  thing is to come up with something  more comfortable with  and  practice. And want to talk about  another aspect  which is your business card. This  is the real pet peeve of mine. At  some of the give me a business card  just last week at the program  evaluation summit that had somebody's  name crossed off in his name written  on it. And I  thought this is so unprofessional.  Especially in this day and age when  it's so easy and inexpensive to  have these kind of materials produced  in  most cases. I have some bad examples  for you here. Names have been crossed  out to protect the individuals they  gave these to me. But I just wanted  to share some thoughts about this.  In these two examples the focus  is on  helping people. Bringing  caring closer. And those are not  issues that are going to be at the  top of the list  for businesses. Businesses want  to know what is in it for me. How  are you going to help me meet my  staffing needs. Not to mention the  fact that  the business person is not going  to know what eight Q&A J or CSS  skills trainer or even supported  employment or community employment.  Those  are not [ Indiscernible ] the business  people are going to respond to  or understand.  

This might look a little bit  better or job Dell  -- developer is more social service  talk to business talk. This is  a mental health center and bank  who were, Washington that has a  separate name for its employment  services. They're not hiding fact  that they are affiliated with the  mental health center. You look at  the e-mail  address center, mental health services  .org they are not hiding that but  the first thing that the business  is this clear  blue employment services. They do  not see certified mental  health provider or CSS, whatever  that was. 'S do I even  need to say anything about this?  Do not give businesses a business  card that has some of the else's  name crossed out and your name written  in independent  with a new extension on there. This  is just really not a  cool thing. If  you work for the state for VR or  another state agency your options  can be limited in what you can put  on your business card. I think these  are a couple of good examples that  are moving in the right direction.  We have one for the Department of  services for the blind here  in Washington. The person's highlighted  the assistant director of business  services. Right upfront  business services.  Here we have a VR counselor who  works for the Department -- division  of vocational rehabilitation. Stationed  at the works for center which is  our one-stop, and so her affiliation  here on  the card rather than saying Department  of social and health services division  of VR it says  work source. That business  affiliation and that connection  that business is going to understand  right off  the top. I included this one  because even though the title --  a person's job title  is employing program manager, look  at all the acronyms on this. ADS,  ale TS, I work for the state myself  and even I don't know what all those  things mean. This is not going to  be as effective  as if you think of something a little  more simple, a little more businesslike,  that really tell us the business  what you are therefore as far as  they  are concerns. While you are thinking  about that, we want to make sure  that you are using  business language. Rather than  social service language and this  can be a bit of  a challenge. If for those of us  that have always worked in social  services like myself. We get used  to talking about clients and about  funding and this and that, and what  we want to do  is learn so when we go on and talk  to a business person we are talking  about  job candidates or potential applicants  rather than clients  or consumers. We're talking about  employment retention services rather  than  supported employment. Recruitment  assistance rather than  job development. Job design or  streamlining rather than job carving.  Transportation assistance rather  than mobility training. See  where we are going with this? Learn  how businesses talk about these  kinds  of services and these kinds of resources  outside of social services so that  they can understand that your role  is  in there. We are focusing on what  is in it for me for the  business customer, right? Time and  money. That's always the bottom  line and so  that's going to impact the language  that you use with those  business folks.  After your first contact with the  business person, whether  it's on the bleachers at us will  mean or NA business social, I  cannot overestimate how important  it is to write a thank you note  and you can do this by e-mail, especially  for your contact has been  by e-mail, but so few people write  handwritten notes any more that  it really well catch people's  attention. You might want to keep  some thank you notes in your car  with you so that you  can just jot a quick line, great  talk into I look forward to our  next contact. Poppet in in  the mail like a said e-mail is a  good way to get a hold of people  or even text if there is a person  that you have been communicating  with by text. Use your judgment  about that but do follow-up  and maintain that contact, even  if it is a business that you don't  think is a good match for any of  the people that you are representing  right now. Who knows? Might have  somebody that comes in next month  that is really  looking for  a job, recycling building pallets  or whatever and wants to work outside  in  the area in the hot sun. I don't  know. Don't throw those opportunities  await even if it doesn't look  like it is for you. The guy might  pass on your information to somebody  else as well. You want  to follow-up and use good manners  there. The second thing is to assess  where you  are now. Does the employer seem  interested but they haven't made  a commitment? Are they interested  but they don't know? Do they think  maybe but they don't have any openings  right now? Or maybe they do have  something right now that you do  want  to follow-up. So you don't want  to move faster than the employer,  but you do want to follow-up and  plan your next step. If the employer  appears interested but has not many  commitment, think about how you  can continue to build that relationship.  A lot of people  liken this to a dating process.  They don't go out on a first it  was somebody and asked them to Mary  Lou. As a general rule you look  for the second day. You look for  an opportunity to make  it the next plan. Going to the County  fair, going out for a movie or whatever  and then you build on those contacts.  It's a same with this kind of job  development and  business relationship. So we might  ask if I could take you to are of  the business and ask a few  more questions. I may ask for an  introduction to another manager  or the owner. I may ask if I can  come back and  just watch during a busy peer to  learn a little bit more about  the business. If it looks like there  may be interested but they are not  going to be hiring  anytime soon, they might be able  to introduce you to other employers.  She might be able to sit on a business  advisory committee or steering committee  to help  educate members about employer needs.  She might be willing to help someone  with a  mock interview. Mock interviews  are a fabulous approach to business  engagement because you're getting  -- people you are representing in  the door to meet the  business, learn more about the business  but also have the business learn  more  about them.  

If they're interested in meeting  somebody now or in the near future,  then we might want to look at who  we are representing and call  and say got somebody who is interested  in your business, what is a good  time for us  for to come by and chat with you,  take a tour tool a job shadow, or  a mock interview or something  like that? Always something  you can offer the employer. And  be sharing keep track of  your contact and the outcome. We  do have turnover in our field as  well. So you want to make sure you  have your contact person, who are  -- the results of your discussion,  what are your follow-up steps? Are  you going to share information with  them they be are going to send  them some fact sheets about specific  disabilities. Lots of ways you can  continue that contact  with them.  Lara, you are up.  

Thank  you Lori. I'm going to talk a little  bit about  learning about business needs. As  Lori said a little earlier in  her presentation, your real focus  should be building that  relationship first before you start  trying to get someone in there and  a job so we are going to  start with a  poll question, I will wait for Katie  to pull  it over.  So if you could take a  minute to type your answer here,  what to think of the best strategies  to use to learn about  the business? And  their needs.  We got a lot of people typing here.  I'm not sure if I will be able to  view  them all. Asking  open-ended questions,  current events, the news, the labor  market, I'm assuming looking into  those things on the Internet  may be. Introducing yourself, explaining  how you can solve the  hiring needs.  Tours, conversations,  sorry if this is visually uncomfortable  for you as a scroll down. I think  a lot of these might  be similar. Wagner Peiser job  vocational sheet to show the matches  you  can work.  Fair wages.  Okay. Thank you Katie. And thank  you all for typing in your questions  -- your answers to that. And we  seek him I think you might have  captured everything I  was going to suggest as well. Here's  a list of just a few strategies  that I came up with. Internet research,  labor market information which  one of you did mention as well.  Could be really helpful. Networking  with others and  you guys all talked about that in  regards to talking  to people. Talking to the business,  talking to other people that know  the business  as well. And having a tour and informational  interview can be  really helpful in learning about  a business and their needs. I can  also really help you learn about  their  work culture. As we know for many  of the individuals that we provide  services to, it's not always just  the [ Indiscernible ] they are going  to be doing at work at the type  of environment they are going to  be working in that  will determine whether or not in  my be a good job match in  the end. And that's really what  we want to key  in on.  Getting enough information to  make good  job matches  for folks.  So what types  of information will you look for  when you  are doing research are looking at  to get  more business -- more  information about the business needs?  Some things you really need to think  about as you are doing that is  your goals should be to build a  working relationship with this  business. Identify how you can assist  them. And to provide services to  them over  the long-term. And also to continue  educating businesses about the benefits  of working with  vocational rehabilitation. So you  really want to look for information  that will help you  learn about their business needs.  And you want to  provide services that will meet  their needs, not just yours. I know  Lori spoke on that a  little bit with  that wonderful color and shape that  she had and done the  bottom was focusing on asking about  job openings. And I know that that  is our real need in the  end but we do really need to also  focus on what the employer's needs  are right now and it may not  always be filling that job  right away. Are many other services  that we can offer to them  as well.  So how can you learn about their  business needs? You should observe  the business and  action. There really does mean getting  out of your office and getting out  there and visiting them. Talk to  the people and  also worked or if you if you have  opportunity to do that. Sometimes  I can be easy if you are doing it  to her because you can walk past  people who are working casually  asked him some questions as well  as obviously speaking with human  resources and the managers there.  Trying to speak to some people who  are doing the direct work can be  very helpful. And you also need  to think about asking the  right questions. So you get the  information that is going to be  most helpful  for you. We have another poll  question that I'm going to have  Katie pull over  for us. What types of questions  might you ask businesses to learn  about  their needs?  

We've got some people typing  here. I will give you another minute  or so  just to make sure we capture all  of you.  Looks like we've got some  interesting ones.  Let's see what  we have. When you're turnover rate  is like is always a really good  one to ask. We definitely  want to know if they have high turnover  in certain positions, trying to  probe a little bit about that and  find  out why. If they feel like they  don't have people with the right  skills. Is it they don't have enough  time to  train everyone, those could definitely  lead you to be able to provide some  really good services for them  as well.  What types of things keep you awake  at night when you think  about work? I'm assuming that means  as a manager what do you worry about?  As you think about going into work  the next a, that's definitely a  great way to ask  that. What is your biggest challenge  of a moment  regarding employment? Busiest times  of  the year.  For positions do you have trouble  recruiting for is great because  you can definitely expand on that  conversation more.  Your most urgent need. Asking  general questions about the number  of employees, the recruiting process,  things like that are going to  be helpful. What are you looking  for in an employee is really good  as well. Where not only trying to  get information about their hiring  needs but what are  they really considering to be someone  who would be a good fit for that  work  lace, for that particular type  of job. See if there are any more  that I can  pull up.  What's the next up in your company  strategic plan? I  like that. Figuring out what they're  planning to do next and how you  might be a part  of that. How your services or even  some of your job candidates could  be helpful with that. That  is wonderful. What job task is least  favorite by  your employees.  Tax credits. Thank you, I appreciate  you filling in those answers. Let's  see what I had. Probably pretty  similar to what  you did. Some good questions that  you could ask to learn more about  their businesses. I've read that  your  company XYZ is doing this. Can you  tell me a little more about it?  , a people does your  company employee? Are their employees  and other locations? Sometimes we  don't realize they may have satellite  locations  elsewhere. Where they also have  people working. That is a good one  to ask, just  in case you may have missed that  there is more than one location.  What are some of the entry-level  positions your company uses? What  skill sets are important to  these positions. Which position  does your company higher  most frequently? Do you recruit  at specific times of the year? Please  describe your company's recruitment  process and you guys captured some  of  this already. A few more our has  recruiting for these positions  gone easily or are their difficulties  in finding  qualified candidates? What makes  a job candidate attractive to  higher? What makes an employee successful  in  your company? And you could also  ask a question like this. Is your  company currently involved with  school or  other preemployment programs? If  so, how has that worked for  you? That could capture some of  the other services that you will  all -- you are also offering through  the air. And then have a few tips  on how to  continue conversation beyond that  initial meeting you had or you asked  some of these  questions about their business days  because we want to maintain  the relationship. Even if there  is nothing we could do for them  right now we want to find reasons  to stay connected with them and  help them remember who we are and  what we can do for them. Is  a number of ways in which you can  have additional contact with an  employer. Maybe you would like to  follow-up on something the employer  mentioned. Or maybe have information  that you said you would bring back  to them. So you can follow to show  that information  with them. You can ask if you can  have a tour of  the business. Maybe earlier visits  haven't offered an opportunity to  see the work areas. Other than the  front office. Might it  be possible to spend 20 or 30 minutes  with you to give you a tour? I think  that's all is one of the best things  we can do to learn about  a business. And are you working  with someone who is -- you are working  with someone who is very interested  in this type of work. Could the  employer spend a few minutes in  an informational  interview? I hope that some of these  tips will be helpful to  you as you start connecting or continue  connecting with businesses is in  your area and I am now going to  turn this over  to Rick.  

Lori, Lara, thank you  very much. We are going to talk  now for a few  minutes about moving forward and  overcoming  potential barriers. For resistance.  That folks might have. You  know, WIOA has  called upon the air  agencies to have a dual customer  approach and Lori and Lara talked  about you are grooming  your image. From the standpoint  that you're not focusing on the  disability services you  provide, you are trying to demonstrate  the business that you have a service  that can be of value  to them. So you want to change  that perception. Now depending on  the size of your community,  previous experience a business  might've had with VR, it may be  hard for  employers to see past the disability  end of it and see it more as a resource.  That  old cliché rehabilitation,  you are the people  that help supermarkets find baggers  or something  like that. There is  a lot of perceptions, misunderstanding,  prejudice, that kind of thing concerning  folks with  disabilities, and their ability  to compete well in  the workforce. So you are bound  to run into employers  when you sitting there talking to  the hiring manager or about I have  this concern, I'm worried about  this, I don't have any experience,  how do I  handle it? Consistently, it is a  question  of experience.  Whether his personal expense on  the part of the hiring individual.  They may have  a relative with a disability, they  feel like I would like to see my  relative get this opportunity, maybe  I should offer it work and  work the opposite way. They may  have an individual and their family  that has an illness and unfortunately  it's been very disruptive and upsetting,  so consequently they are  scared of  particular things. So with this  in mind, they are  asked -- their expense will color  your conversation  with that. Business experience,  folks look over 30 years  of research, DuPont and Sears did  accommodation studies and performance  studies in  the 90s. Able trust in Florida did  a study in 03 Depaul University  in 07, Kessler national organization  of disability and basically what  they find is accommodations aren't  really a burden. VR has the  opportunity that people need these  assistive technologies that they  can provide that for the client  so that something that the employer  won't necessarily have to pay  for and that people with disabilities  have comparable  work performance to people without  disabilities. So  that experience, it is  going to drive the conversation  a little bit. The other challenge  that we might have  is that as businesses  perceive us  as disability type organizations  they may not be completely candid  about what their  concerns are. In other words, they  might feel as if  they don't want to talk about the  disability end of it because they  would be perceived as being prejudice  or discriminatory so they might  come up with other ideas why they  may now want to work with your  organization or we are not hiring  right now I'm that kind of thing.  So I think that it's really important  to be ready to demonstrate or highlight  the experiences you have. Most  of your mainstream  type  employment gurus, what [ Indiscernible ],  they identify that the majority  of employers prefer  to recruits through a  trusted source, a referral mechanism  they have used in the past and can  trust in the future. So if there  is a way to have some kind  of testimonials, be able to  bring up other businesses that you  have met with and  know well, for example if you're  talking talking to a hiring manager  and she says she is a member of  the Chamber  of Commerce you say do you know  Bill Smith, he is a member of commerce  and he has worked with our people  in the past he might  be a good reference, being able  to highlight your experience and  also explore the experience of a  business is  really key.  Lara highlighted the fact that businesses,  they want to save money. They want  to make money. To focus this down  a little bit, what are some of the  key elements for the  hiring  manager? If you will hire somebody  what would you be interested in?  And while there is a number of things,  there is probably three  main aspects that would  be attractive. To somebody who is  looking for an employee. One they  want to hear that the person can  do it. They want to feel confident  that if I higher  your referral, this person is going  to be able to do the job to the  specifications and the performance  than  they need. Working from left to  right on the slide, they also want  somebody who wants the job. Who  wants and needs the job. It is one  thing to hire somebody that  can do the job but you want to make  sure that if they are working there  for four or five weeks at all the  sudden they say I don't like this  after all, and then that  hiring person has wasted a lot of  time in  trying to make this connection and  fill that job spot. And  third finally, they want to know  whether or not the person is going  to fit in the work culture. And  I noticed that some  of the poll  questions, people talked about work  culture. And it's very important.  Workplaces can be very professional,  very calm,  others promote a  stressful environment. A pressure  cooker thing, thinking they will  get more out of their employees  and some workplaces people play  practical jokes. They want to make  sure that  the individual is able  to fit. So when you are  talking about the potential of making  this connection, becoming the  referral source, or if you are just  helping one individual get a job  in that particular  day, then its key that you are able  to see that the interest behind  the concerns, the interest behind  the resistance. Resistance doesn't  necessarily  equal animosity. Many aspects of  our culture here focus  on  image. There's a reason why age  discrimination starts  at 40. Our culture is very much  in a young energetic and looking  suave individuals. There is going  to be a general stigma that many  folks might possess that  you encounter. And misperceptions  about what the individual can do.  I brought up  the thing, folks thinking that people  with disabilities, they begged groceries.  At Stop & Shop. There's nothing  wrong with bagging groceries at  Stop & Shop but if their  perception is that like  a pigeonholed profession for people,  that something you need to help  train them through. And  while they --  their perceptions and concerns may  not be accurate, you still have  to be able to acknowledge them.  You still have to be able to listen  through their resistance and try  to figure out where its coming from  so you can respond  to it. And finally, one thing and  I have heard businesses bring  this  up in panel presentations. Sometimes  the concern is what if they hire  somebody and it doesn't  work out? They're concerned that  if they hire some but with a disability,  they try to hold onto the paper  for two or three or four months  and all this on it doesn't work  out for whatever reason, if they  have to let the person  go, are they going to peer is if  they are discriminatory. Is the  person going to sue  me because they think I discriminated  because they have a disability.  These are all kinds of concerns  that are sitting there, and when  you are  meeting with business representatives,  they may  not be candid or forthcoming with  these kinds of things. It  is incumbent upon you to listen  very carefully. As been mentioned  before  several times, and this may sound  philosophical and I am not trying  to gather everybody together to  sing songs around  the campfire, but the quality of  one's life is greatly determined  by relationships. The quality of  your relationships and forms the  quality of your life and whether  that relationship is with a family  member, intimate relationship or  with a  business, if you could do to  that relationship, develop that  relationship, it will perpetuate  itself, propagate itself and  if you establish a good quality  relationship, if your referral doesn't  work out or the worst possible  scenario happens, you will be able  to get past that and continue with  that  relationship. One of the key elements  of starting that relationship is  making  sure that the hiring individual,  the business representative knows  that you have heard what their concerns  are and they feel like you are been  able to respond  to that.  

Folks, we have a handout attached  to that. It is called responding  to  employer rejections. It is  basically a worksheet. Lori had  talked about using the  script and again, we are not  suggesting that you are trying to  sell subscriptions to time life  here. It's not a matter of making  a script  so you are able to quickly respond  to  that. What it is though is to give  you ideas around concerns so you  will be able to  respond confidently in your interactions  with employers. If you're speaking  with a business representative and  they ask you a question and you  don't have an answer and you are  clearing  your throat,  then that reduces your credibility,  it reduces your confidence low but.  They have less confidence and you  so you are going to want to be able  to  respond effectively to various concerns  and objections a person might have  for  doing that. So I just categorized  for purposes of the webinar  here. To make it a little easier.  But there is a handout. So for example  if a concern is performance. The  hiring manager says they have the  experience  I need, response could be we want  a good job match so let's look at  these specific qualifications that  you  really value that you prioritize,  that you're interested in. Many  of our people may not have expense  but they have  transferable skills, a lot of clients  go to BR, graduate from  training programs. So you want to  be able to have that response to  that  particular thing. You might start  talking with an employer and the  employer's us we tried that, that  doesn't work. We heard somebody  with a disability, it didn't work  out. You want to  explore that. Respond by, tell me  more about that. Is it the disability  and not the disability. Let them  feel confident you are trying to  make a good job match. You're not  just trying to find a  place for your person to  work. And sometimes  depending on if it's a physical  disability or something  like that, an employer may ask how  can someone was such and such disability  do this kind of work. We need people  that are very agile, and can reach  thing strong and the kind  of stuff. Maybe this would be an  opportunity to introduce the concept  of doing on-the-job training  situation. Perhaps a person can  take a tour of the business, get  to see it and meet the  manager. And demonstrate how they  would do that. And always don't  forget those testimonials. Make  sure that you  have testimonials of those one line  soundbites or even letters. That's  a we have worked with such  and such, VR agency and we've  had several people were care, it's  been a great fit, etc.. A concern  might be with  fit in with coworkers. Coworkers  feel awkward. A response can be  based on the experience we have  had people can  adjust well. You could respond missing  a people are concerned about disability,  your agency could actually do training  and diversity. Disability  as a facet of that  diversity. Communication issues.  You demonstrate how people may be  able to  communicate differently. And then  safety and liability. The  issue is some folks are worried  about  workers compensation. And effective  that's a that's a concern, workers  compensation is more a  function of the hazardous  nature of the work and previous  accidents on the job, less than  it is  particular demographic. Some other  issues, administrative  or supervisory. People might have  questions about accommodations.  If I hire somebody with a disability,  how much it's going to cost and  MIB expensive,  and you can help with those kind  of expensive -- expenses. Assistive  technology, you can provide that  for the individual. If you run into  a situation where person says I  can meet with you but all the hiring  decisions are made from the main  office in such and such city, so  I really can't give you much more  information, your response could  be great, I'm really trying to develop  this relationship with  your organization. Maybe there's  an opportunity for me to talk or  to present  to people who do make the hiring  decisions so we can start this relationship  and get  it going. Some folks might worry  about having to give  an individual with a disability  extra supervision. Again, the opportunity  for  on-the-job training, and arranging  for some kind of job coaching. And  some folks just really aren't interested  in hiring or they are not hiring  right now. You go and  sit there and meet with the business  individual, and they tell  you that we are just people off  three or four months ago. Probably  not going to hire people and we  will likely higher back to people  we laid off at some point if we  have  the opportunity. Find another avenue  for the relationship for that business.  Some kind of informational interview.  Maybe that business would be willing  to allow some of  your folks to have a tour there  to see what the businesses  like. And you can offer training.  Disability training, disability  one is, that kind  of thing. So the key  point folks, some of the things  that you want to keep in mind  when you are having meetings with  businesses and these  hiring managers. You want to draw  out those and  previous experiences. I worked with  an individual who is a job developer  and I remember she had had a client  who wanted to work at this local  ice cream  score store. What attractive for  the client was effect that they  could get to it without  taking transportation. It was a  busy place, it was like a central  thing in the  community there. Lots of people  came in and it was social so her  client was interested in working  there. So she went over trying to  do job development and said  we are looking for what you may  be interested in. And the hiring  manager was  like you are one of those organizations.  We had a terrible -- we don't want  to work with anybody -- in a  can of job are  like that. And the hiring manager  proceeded to unload on the job developer  for a good twice five or 30 minutes  about all the things that one wrong  and even when into other  things that people have to understand  small businesses had challenges  and we can't take care of everybody  in the community etc. and they went  through all that so after about  25 or 30 minutes of listening  to that, the  job developer used good counseling  skills and she was able to reflect  back to the person these  main concerns that they had about  that and she said okay let me tell  you how we can do this to fully  and she ended up hiring  a person. You have to let the business  talk and get all those concerns  and try to listen for those hidden  concerns  behind that. Be prepared, we talked  about  that, as Lori had said rate in the  script, being ready to ask the  kind of --  the type of information you need  from the business in order to make  that good match like Lara had talked  about. And be prepared how you would  respond to different concerns as  they come  up. Avoid questions becoming objections.  Answer them honestly and completely.  You are not there to promise anything  you can't deliver. You are there  to learn about them and  find out at what point and the point  maybe now or in the future whatever  that may be at what point you  can increase  your connection folks I don't have  to tell people we are VR counselors,  your typical -- your conversational  counseling strategy. Open-ended  questions. Active listening. Rephrase  and respond to that. And summarize  what that is. And establish your  credibility. Let the current businesses  that you  represent speak for you. I think  that's really a key thing that  will help inspire confidence in  the business for  you to be able to get past  these objections and passed  this resistance. Unfortunately folks,  I don't have a poll for you but  we are probably going to take questions  in just a couple  of minutes. Summary for today. I  would like to summarize, what we  talked about here. And first is  get them to talk as if you are [  Indiscernible ]. I was  Lori suggestion and I think that's  probably why I am -- was at the  end of the  webinar today. WIIFM. What's in  it  for me? People want to hear what  you do will benefit them. You want  to focus on learning about those  business  needs. Even though you want to help  the people you work with good  jobs, the way you will effectively  do that is to understand what the  business  needs, and be able to help create  those job matches and meet  that need. Use a variety of strategies  to gain information about business.  It's a real sign of respect if you  could go into a hiring  manager's office and talk with them  and be able to say I see that your  organization has grown quite a bit  in the past two years, you've got  new business in another  country, and you have done this  that and the other thing. Learning  about that, understanding the types  of jobs they hire for. If  you have been scanning and following  if they offer job postings on the  website. You can notice that for  example does XYZ position, I see  it posted a lot. Is this position  posted a lot because you need more  more people to do it or posted a  lot because it's a high turnover  position? Maybe we can talk about  that, how we can either have  somebody fill that position or perhaps  maybe we  can even come up with a  decision and figure out a way you  wouldn't have the same turnover.  And finally rather than feeling  like you are and  and -- in an ever Sarah you the  business person and say  I don't want to hire anybody with  a disability. There are concerns  behind that,  and if you can allay those fears  and respond to those concerns, you  will be able to establish that valuable  relationship that you really need.  I believe at this point,  Katie will give  us our checkbox to respond to  any questions. And I will put myself  on mute in  the meantime.  

The question box  is open. I see it says multiple  attendees are typing. As soon as  we have questions --  here's a comment for Michael. One  piece of advice I got that's been  helpful when engaging in employer  is to tell them why you do what  you do. That's an  interesting comments. It makes a  lot of sense because a lot of times  it is our passion  about what we are doing and our  confidence and the people we are  representing that really make is  credible to the business person  as we are discussing things with  them. If you don't believe in your  heart of hearts that the people  you are representing have a lot  to offer  the business, you're not going to  be an  effective person for business engagement.  The business person you are talking  to is going to see right through  you there. Lynn  has a question. Any suggestions  for talking with employers who are  frustrated due to lots of job developer's  different agencies  approaching them? Rick or Lara,  any thoughts  about that?  

I think one thing that I always  encourage people to do is think  about how  you are different from the other  agencies in  the community. You should know who  your -- I don't want to say competition  in a bad way, know  your competition. Know what services  they provide. Know how you are a  little different. Why it would be  beneficial for your employer --  the employer to work with you. And  not the agency down  the street. You need to be able  to provide information on what makes  you stand out. What makes you  different. What makes you better.  From some of the other agencies.  That they might be  hearing from.  

That's a good point Lara,  thank you. The other thing I would  like to add a some agencies have  been  very innovative. I know [ Indiscernible  ] for example. What they have done  this they have created a coalition  where they actually  gather regionally community rehab  providers. Individuals that do job  development and they meet with their  own job developers and  they created a community workforce  situation where they do  exchange referrals within their  meetings and things like that. So  it's not a whole bunch  of CRP's one job coach after the  other knocking on the door. A  created a central identity for  themselves. It's a very interesting  approach. That might be one way  of  doing that, somehow centralized  rather  than have several different offices,  job developers  going around have a centralized  job developer in a region who goes  around so that way they don't keep  hearing the same thing over and  over again.  

There is a lot of value in that  Rick and I'm glad you brought that  up. We try to do that here in Seattle  and I think it's also very problematic,  because you -- in order for that  to work, you  had to have not only willingness  to share your job resources  with your partners in your community  but also confidence if those higher  from someone else they would  get -- if they hired from you. Not  oh something we were comfortable  doing. I want to read a couple of  other comments here. Michael said  I stated one  time I like championing the underdogs  of the world and I was surprised  with the response. Hopefully that  was a  positive response. Comment from  our colleague Melanie Jordan. Import  dress questions regarding tasks  staff don't like doing or high turnover  jobs because that tell us a  lot about tasks needing more attention.  You need to be cautious that we  are not putting job seekers in jobs  that no one else  wants or that are too unpleasant  and I cannot agree with you more  with  that Melanie. I think as a field,  when I started back doing job placement  many years ago we were so excited  that anybody in the community would  hire our job seekers  that we were willing to take anything  on their behalf. Tell us what jobs  and we also wants and we will take  those. I think we have learned more  as we have  matured that that isn't necessarily  a very good approach. We do want  to  be -- keeping in mind that  we are not only developing job opportunities  but also screening those job opportunities  for people. Linda comments I believe  in my commitment to the employer  as well as the clients why try to  connect with  the employer and explain I believe  a relationship with my organization  can be a win/win. That's a good  approach  their. David commenting  businesses like to hear about incentives  and -- Debbie OTC and  on-the-job training. I would put  a little bit of a cost on that.  You need to have  that information available. So that  when people  ask questions. You have  that information with them. In  my experience, sometimes especially  smaller employers that we are really  excited about  the financial for hiring people  at disabilities not always  the best to place people with. In  many cases looking for ways to cut  their bottom  line. Every businesses. Don't want  that to overshadow the importance  of someone will be a good employee  for them in the long run. Several  situations where as  soon as tax. Was used up  or on-the-job went offer  let go. I will leave with the financial  incentive. Good thing to  add in after your relationship and  the bigger employers already know  about it. Employers that are hiring  a lot of people know but the work  opportunity tax credit and  the different employee categories that can qualify  for that.  

I agree with  you Lori, I think they did a survey  10 years ago looking at how  many employers  use tax credits. A lot of employers  are resistant to have any kind of  relationship with the government.  So they kind of feel like we don't  want to fill out extra paper, we  know what extra things, we want  somebody to be able to do the job.  It's good to have the knowledge  of its of somebody brings up they  can do that but you are right, I  don't think that's a way to knock  on  the door.  

Pam has a comment,  in Minnesota, we established a job  developer  groups. But only one developer will  be the main contact for the particular  company. And if you can make that  work in your community, that's awesome.  Bios  think though, businesses to some  degree, I know they complain about  this a  lot, but when they're looking in  there other doors or other kinds  of suppliers of goods and  services, they get calls by other  salespeople. My husband used to  sell coffee, and when he went in  the kitchen door to talk to the  chef or whoever to see if they were  interested in this product or start  developing a relationship  with them, he knew there were other  coffee companies that were approaching  that customer  potential customer, and the business  didn't expect the various coffee  companies to correlate and only  send one sales%. So I think in  some ways, we need to be realistic  about that.  

If you are bringing  the value, that's what the employer  is interested in. The value that  you  are bringing. If you say  I'm different than this  to  your advantage.  

Exactly. How can I make the employer  feel comfortable about hiring individuals  with disabilities for the first  time in production type job? Lara  or Rick what you  think? How would you make the employer  feel comfortable?  

I scroll down  so far.  

You can push  the scrollbar. How can I make the  employer feel comfortable about  hiring individuals from disabilities  for the first time in a production  type job?  

I think it would be worth your  while to have them  obviously meet know your job speaker  really well and know that they have  some of the skills the employer  he is looking for. That is  the concern. Who  is done some  work before. Benefit have that type of experience. In  the background. But I would bring  them in, bring just  one in. Be a  good candidate. With the employer  to try  that individual. The law  from there. If there really  hesitant to see the  person  working. Own self this person is  quite capable of doing that type  of work.  

I had mentioned the situational  assessment. One of the respondents  there talked about a  situational assessment.  And it's really the important thing  is to know that they are  hiring individuals. Not disability.  So some disabilities will have no  interference whatsoever. With the  person's ability to produce other  disabilities might. So if you can  focus on the fact that you clearly  understand what the need is. You  clearly understand what the qualifications  are necessary and you can match  that. That's really what you want  to focus on.  

I think  so too. You demonstrate your investment  in the employer satisfaction, late  spending time of front and really  understanding  the job. If you have worked with  any other employers that have this  production type jobs. You can use  that and say  I understand  your concern, let me look you up  with Joe blow at this committee  because he has jobs that were very  similar and we were able to bring  in some folks that worked out really  well  for him. As salespeople  for you. Dave has a question about  making initial cold calls  to employers of establishing relations  a quick. I would not make a cold  call if I could avoid it anyway  possible and really, what you want  to  do is work your LinkedIn connections,  business  connections, work your staff and  say you want to go contact  and employer in my neighborhood,  big insurance company across  the street. It used to be  Blue Cross, I want to check in  with Blue Cross. Who do I know that  works a Blue Cross? Who do I know  of my  neighbors, friends, the people I work with here in  the agency and who knows somebody  that works for  Blue Cross? I will find a way to  make a warm call so we can get a  name, a referral, not that they  will make that contact for you,  but when I call Blue Cross I want  to know -- I want to know who I  talk to, and I want to be able  to say David suggested I give you  a call. Ju have  a couple minutes I could come in  and talk to? You want to look for  those connections before you are  going in the door and with all  the intranet stuff that is out there,  it is pretty easy to make  those connections. A lot easier  than it used to be.  

It's really a much more effective  use of your time. It's  more prosperous to do networking.  Is more product -- prosperous to  send your time figure it out who  is connecting to who  didn't spend your time randomly  calling businesses that are there.  You will get a lot more out of the  time you  use.  

Some research by a guy who was  in Iowa. John [ Indiscernible ],  passed away since then unfortunately  but they did some studies on job  development experts, cold calling  versus this -- worked  with CRP's, an agency, everybody  in the CRP right on five  people that had job so they do.  Every  step person. Neighbor, somebody  you know from church,  and where those individuals worked.  And then they said would you be  willing just to talk to that individual,  there were so Blue Cross and just  say if I was going to make a contact  in this business, what I contact?  And get the name from that person,  and then when I call that person  again I can say so-and-so suggested  you are the right person to talk  to and here's -- can we set up  a time? Using that one  connection approach, cut their job  development efforts in time for  co-calls it to them about  14 contacts on  average. Job opportunity in with  the warm approach it took about  half that much time. Still going  to take time but at least you get  a foot in the door to  get to pass the HR department in  most cases and the  receptionist and get to the people  that are decision-makers. It really  makes a big difference. I  want to get to nail was question  because I think this is a really  important one  for blind agents. I work for blind  VR agency and we just don't have  a lot of potential candidates for  employers. Is hard to develop a  relationship when we can't offer  a large pool of  candidates regularly. Any comments  on that Rick  and Lara?  

I  think that keying in on businesses  that  you know your current clientele  do have skills  is good. But also if you end up  talking to employers that you don't  have a candidate for yet, you have  lots of other services you can  offer them. It doesn't necessarily  have to be a job candidate. I have  found through the years that employers  appreciate the honesty a big able  to say I am stem what your needs  are, I don't have a good match for  you right now but here are some  of the things that I could offer  you. I think they'll is  appreciate that instead of just  throwing anyone at them so you don't  lose that opportunity, you are being  and continuing to build the relationship  and maybe down the road a little  further, they will have something  that is a good match. By maintaining  that relationship and continuing  to get to know them, you might ask  you be able to negotiate more of  a create a position  for someone it really does honestly  turn out that what they typically  post  for isn't a thing that one of your  individuals could easily slip into.  You might be learning about how  the business operates, be able to  negotiate something a little different  that they may not have thought  of before.  

Excellent. Yes. Keep in mind  that WIOA requires beer agencies  to provide some kind of supportive  services to business server this  businesses. They  not they haven't been very prescriptive  on what those services are  but if you don't have an appropriate  candidate for the jobs that they  have, to offer  other services. Would you like us  to come in and do some education  on assistive technology for people  with  visual impairments? There's a lot  of stuff out there that the general  public in the businesses don't know  about that might be a good thing  to share and might open the  door down the road for people. John  has a comment on the phone calls.  He said I would also suggest  you say what times are at the weaker  easier for you to have a  conversation instead of saying can  we meet and talk? The thing I really  like about the  suggestion is getting away from  yes or no questions. And getting  to a question that the  -- that makes it easier for the  person to get the information that  you want. Bob Fraser here in my  own  backyard suggest or asked a question  about whether working with the Chamber  of Commerce has been helpful in  making context -- contacts with  businesses and we are getting mixed  opinions with that. David suggests  opens other doors and Linda  says no, not helpful, they look  at me when I attend luncheons thinking  are you lost. So  I think one of the ways to make  that more helpful is to  again make sure you are there as  a learner to say tell me about  your business, I would love to learn  more  about it. And putting off that opportunity  to say here's something I can do  for  you until he really have made that  connection and learn more about  the needs of  the business. Michael suggest you  may not need a large number of candidates  in terms of a pool. If you can make  one good referral that works out,  that would go a long way towards  using that employer in the future.  I think that's also a very good  point. We are not a business  that does mass placements as a general  rule. We are not a business that  can provide 500 applicants for a  new business that is opening  or four something else. We're a  business that focuses on a good  match between the candidates and  the needs of the business. And  the employer. Because if we don't  focus on that match, the  placement is not going to work out,  no matter how skilled the candidate's.  Think about any of you that have  been in the wrong job ever in your  life. When asked a question in my  face my face-to-face classes, usually  almost everybody in the room will  reset him. I took a job, it was  the  wrong job. Think about how that  worked out. How you felt about that  how satisfied your boss was with  your  performance. Usually it doesn't  work out well in the long run. So  we are really looking at a good  match between an applicant and  a job. Melanie is reminding  us the video on visual revenues  can be very powerful and I think  that's really true Melanie especially  for people with disabilities like  visual disabilities where often  it is hard for the general public  to understand how could someone  who is blind do  this job? And Naomi has a follow-up  question. For any job that requires  computer use we never  know whether their systems will  be accessible until we test. Is  a better to offer software testing  prior to sending a candidate or  find a  candidate first? Either way think  you can put off an employer because  of the added time  it requires. That's a really interesting  one. Any  comments partners?  

I  of benefit in  the future. I think in  some respects  

It in some respects if you haven't  had a relationship with them and  passed they may not have the confidence  that you will bring him somebody  who will be able to do their job  so in some respects I lean  toward how will can you make the  job  match. Looking at if you think this  will be a barrier we  have technology it  is not. It will be hard to know  if there is a right or wrong answer.  You want some kind of connection  even if it is not a  job connection. If the conversation  is dying down and you say we can  help you, we can do disability Diversey  training and we can locate your  organization for accessibility,  we can help you with things that  will be of value to you.  

Thank you  Rick. Back to the question, Katie  is reminding us that other workforce  partners by have a  candidate if your agency does not  have an appropriate person for that  business. And I think this is something  we hopefully well see happening  more as we  move into implementation of the  UI away and the increased integration  of the title  IV services, the VR services into  the  other services. And John is also  responding to Naomi, discuss with  them how to build a pipeline so  that when they have an opening will  have  a candidate. On also work with them  on training and education and use  that time to help them learn about  you also. And those are great  suggestions there. Susan is  reminding us. And networks or  you have and talk with  impaired appeared.  Punitive 

     some states assessments  for us for considerable success.  That's a great point. A lot  of what is build the relationship  and get people in  the door. That statement that Rick  was talking about. Comes from a  lack  of knowledge. So  the more time at the insulin about them.  The better off I think we are going  to be. Somebody else's asking the  people at better luck are communicating  by phone e-mail or  person. David answers in person.  I think you can get a person  definitely better. And Deana is  ringing in on  that to. Humans communicate so much  through nonverbal that  if you're on the phone or e-mail  you are just missing so much of  that communication. Many businesses  are not accessible to the general  public. That is where you want to  work your network. You want to  work your  warm connections, warm calls rather  than cold calls. Get a chance to  talk to people one-on-one,  even briefly and then making  those connections. Ashley and the  hand says she has  had luck with researching necessity  and created question or related,  from the website when  inquiring about positive work expense.  That's a great suggestion and what  you are doing there is your getting  your toe in  the door, getting your [ Indiscernible  ] under the 10 and starting to make  that connection with the potential  business. Going back to my husband's  experience in the coffee business  when we would go out  to eat, he was sent his  car back to the  chef. Great meals, thank you so  much, great to see her. Even if  it was not one of his customers  he would send back his business  card and write on  the back love to the dinner, especially  the baked potato,  whatever. Thanks much. That's all.  No sales message, just letting the  chef know that he is a customer  in that restaurant. You do that  two or three times and then when  he comes through the backdoor and  says I am here, the chef knows who  he is. He knows him  as a customer but here he has that  connection made. I think that's  relates to what you are  suggesting, you are adding a grade  of question or comment,  or making that connection, showing  you are interested in their business.  And that you are learning about  the business.  

I just wanted to  add that the face-to-face, that  is the personal touch to the point  where people are going to  remember you. You will have an easier  time maintaining  the relationship. They recognize  the name with a  face know and I think for human  beings, that is important. Easy  to just shut people down one we  have  no real physical recollection of  who they are  and that personal touch per  se.  

Absolutely. Thank you. I get  so excited about this, I just read  one. I'm going to read Samantha's  comment and then we will  wrap up. Many production and distribution  centers and are  too large and be able to walk in  and get past it ministered  of gatekeeper. Our community is  pretty rural and production is one  of the biggest areas for job opportunities.  Samantha, that's where you need  to work  your network. That's where most  of us find our jobs is through people  we  know. Our consumers, our job seekers  often don't have that advantage  of a network. And so we need to  be there  network. And I would not go knocking  on the gate or walking in the front  door and say  I am here to help you, but I would  find out who do  I know that works there. Who do  I know that no somebody that works  there? And figure out a way that  you can make  that connection and just in some  way be able to go in and even  to say I've got a bunch of  people that are interested in this  kind of work. Do you have 10 minutes  or 15 minutes? I could come in and  meet you and just learn a little  bit more about what you do here  at Foster Farms or whatever it is.  You've got to work your network  to get in  the door. Thank you everybody for  all your questions and comments,  and Katie you want to remind people  about  the evaluation?  

Yes, love to. Navigate to that  screen right now. Thank you all  for attending, and thank  you Lori, Lara and Rick for your  presentations. The evaluation link  is now appearing on the screen that's  also in the resource  links box. Beneath the webinar information.  If you follow that link and take  the evaluation in order  to receive credits for attending  today. And I also wanted to put  in a plug for next webinar which  is next Thursday at 2:00 p.m.  Eastern time. Introduction to registered  apprenticeships for VR professionals.  You can register for that on Explore  VR .org  as well. This will also be archived  on Explore VR so if you want to  go back to the recording you can  do that  probably a soon  as tomorrow. Thank you all for attending.  Have a  great day.  [ Event  Concluded ] 

