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 Note From Captioner:  Please stand by for captions.

>> Welcome to all of you who are just joining now, we will begin in just two minutes.  For those of you joining a little bit early, just to get started with Zoom, you can find a black bar at bottom or top of your screen.  You will see a chat icon.  You will be able to open the chat box next to PowerPoint screen.  That's where you can answer all your ‑‑ ask all your questions and comments and the link so you can view the link for the webinar.  We will begin in a moment. 

 Note From Captioner:  Please stand by for captions.

>> Welcome everyone.  I have it at 1:00 Eastern time.  My name is Katie Allen.  Become to building business engagement efforts.Ed webinar presentation is presenting by Oregon Commission for the Blind.  I'm going to go over a few points about Zoom.  As participants, you are muted.  You don't need to look for your microphone.  Best way to communicate during the webinar is type in questions and comments the chat box that should appear on your screen.  In order to access this chat box.  You will find a chat icon that is chat bubble with dots in it.  Click on that and chat box will appear up next to PowerPoint screen.  I'm going to share the webinar caption link also.  You can follow that link that I posted in the chat box.  Captions will open in separate window for you.  To ask questions and comments in the chat box., be sure to take the dropdown menu where says all panelists and attendees so that we can access your comments and questions today.  If you have any technical issues during the webinar, you can type that, I will do my best to assist with those.  If you have technical issues, best to call zoom such support.  This will be on explorevr.org.  You will receive a link about survey about webinar.  Don't expect that to arrive after webinar.  Will take one day.  You can take evaluation.  If you are seeking CRC credits you must complete this survey in order to get the credit.  Take a couple of weeks to receive.  We would love to hear feedback from you about our webinar.  Please take the survey regardless.  I'm going to turn it over to your hosts Russ and veto.  We will turn it over to Vito to introduce the presenters. 

>> Good morning and good afternoon depending where you are.  Our privilege to partner with Oregon commission with the blind to share with you.  Objectives of this as retes to relates to our technical center.  What we want to do today is highlight the job driven technical JD‑VRTAC in terms of the goals of it and partners that are in technical center.  Purpose and goals of project.  We would like to share with you a little bit about implementation of project and how that has been done with different states and in particular, you are going to hear about Oregon Commission for the Blind.

We want to share some of accomplishments that have come through project itself.

>> We want to talk about assistance that we are talking about.  You will hear about intents of technical assistance to Oregon Commission for the Blind and our places you may have heard from in other web that are in terms of supports and efforts that they have been making and learning collaborative model that is inherent within the overall project.

We want to make sure that we share the challenges and lessons that have been learned and have been learned as a result of participation in the project.  Describe the project's current status.  We want to talk about how learning collaborative activities were helpful in the project process.  Lastly, we want to share next steps.  Some of directions that states are taking, things they have learned from participation in the project and goals that they have.

So if we can go to next slide.

>> When you take a look at goals of JD‑VRTAC, boils down to job driven goals improvement of agency staff, other rehabilitation professionals that associate with the agencies and providers of vocational rehabilitation services who are trained to provide job driven services and support people with disabilities and employers and providers.  Four critical components of this goal.  You see them in front of you.  If you go to website highlighted below the picture you would see where you can link to each of these particular components under JD‑VRTAC and find a kind of bit of resource to help you in those targeted areas.  They are business engagement, laborer market information, customized training providers and employer supports.  And I would encourage you to look at those and see what might be available to you to help you in ‑‑ goals that you might have if you have not participated in or been part of the JD‑VRTAC project itself.

Next slide, please. 

>> This slide articulates the partners that have participated in JD‑VRTAC tech process.  Lead has been incidence ‑‑ Institute for Community Inclusion of University of Massachusetts/Boston.  Some of them partnership are jobs for the future.  University of Arkansas.  University of Washington Association of University Centers on Disabilities or AUCD.  We have done he lat of collaboration with National Council of State Agencies for the Blind.  And technical assistance center collaborative.  I will not list them all.  These include besides the JD‑VRTAC, the WIN‑TAC, Y‑TAC and others.  We communicate and collaborate closely with them they have been important part of efforts in this particular project.  Next slide, please.

>> I would like to share a little bit about the learning collaborative model.  As part of receiving intensive technical assistance, states attended 2 to 3 in‑person learning collaborative.  Then are to allow for some targeted topical discussions on different aspects of JD‑VRTAC that each are doing.  Provided a good idea of cross fertilization of ideas, get peer review and guidance from other states.  Hear about things that states may have been that were similar to what they were doing, experiences had by others.  Turned out to be a significant aspect of participating in technical assistance center.  We heard that while there was general satisfaction with all of the aspects of JD‑VRTAC project, these were helpful to states that participated.

Learning collaborative states participated in conference calls to discuss job driven topics as well.  18VR agencies that are part of JD‑VRTAC learning collaborative.  So you get an idea how many of folks participating in in‑person and collaborative conference calls taking place.

Hopefully that gives you background as we work on job driven efforts and activities.  I would like to turn the time over to Vito.  We work with the commission and have privilege to hear from folks that you are going to hear from today.  I'm excited to hear about what they have learned.  I want Vito to share thoughts he has as well.  Why don't I give you the floor. 

>> Thank you, Russell.  Good morning or good afternoon.  I want to add my perspective.  Particularly with ‑‑ who are some of your presenters today.  They believe in attacking whole business engagement issue, been able to take all the aspects of ‑‑ various aspects within their agencies and got rid of a lot of silos that might interfere with each other.  They coordinated their efforts whereby business engagement became a coordinated part of whole employment system.  They have been able to use not only their staff, their orientation and training staff, their ‑‑ the community providers and their ‑‑ to go out and are have a rather strongout reach ‑‑ strong outreach leading to employment for their consumers.

>> Unique perspective.  I thought they could do well to model if not some of what they do.  Good part of what they do.

>> I wanted to add that.  I would like to introduce to Morgan Rincon and Molly James.  It's taken me four years to pronounce Oregon correctly.  It's not Oregon.  It's Oregon.  With that.  Morgan, Molly.

>> Good morning from the west coast.  This is Morgan Rincon.  My co‑presenter is Molly James.

>> Good morning.

>> Today's presentation is titled building business engagement efforts, a journey to increasing partnerships between agency staff, community rehabilitation providers and employers.

And we had spent some time coming up with the appropriate title.  We are going to review how we got to where we are at today.  I want to share a little bit about Commission for the Blind who we are.  Mission of the agency is mission is to empower Oregonians who are blind to fully engage in life.  We offer four core programs which you can see on the screen youth transition services, vocational rehabilitation.  Business enterprise and independent living for older blind.  We are going to focus on VR correspond program today.  Next slide.

>> So the unique thing about Commission for the Blind in Oregon is that we have a orientation and career training center in our headquarters in Portland.  That is main metropolitan area.  This training center is in‑depth residential training program for eligible clients from all over the state.  Participants who do not live in Portland may stay in housing nearby that is provided by commission.  Majority of participants have experienced vision loss in adulthood and must learn new methods of every day living.  Orientation and mobility.  Those are pieces that go into somebody's planning when they are identifying their vocational goals.  Next slide, please.

>> Our agency has 10.5 VRCs.  We have two business relations coordinators.  We now have five assistive technology business specialists.  And we have one workforce innovation manager.

>> We wanted to share with you an idea what our state looks like and how had he with divided around the state and different regions.  As I mentioned before, our headquarters is in Portland.  We have four regional officers.  Salem and Eugene and Medford and Redmond.  For those individuals who are not traveling to Portland to stay and do their intensive training, they can stay in their homes and meet with regional counselor and AT provider and we do a lot of traveling.  It's a large state.  We meet people.  Molly, did you want to give a background?

>> Yeah, I do.  Looking at map, you can see where stars indicate where our field offices are.  And offices around the state.  Our largest city in Oregon is Portland sitting at 648,000 residents within the city limits there.  Expanded region around Portland is sitting around 2 million people.  We have 4.1 million for our population.  86% of our state is considered to be rural.  In that rural area, 29% in that population resides in rural Oregon.  Bulk of population is in west side of state within the valley.  As far as industry sectors, our top industry sectors across the state of Oregon are advanced manufacturing business services, hospital and leisure that includes food and beverage.  That's a growing industry forestry and outdoor apparel.  Diverse state.  Last year in the state of Oregon, we had 60,000 job openings.  So I wanted to give a little context to our state and what we are looking at for numbers.

>> Thank you.  Next slide.  Overview of project background.  When we were approached with project, we had gone through launching a separate project with ICI for progressive employment model.  That is exciting for agencies, during a time of transition for blind agencies ‑‑ ramping up employment goals and progressive employment models.  Focused heavily on dual customer relationship which was engaging with businesses early, engaging with them early on in vocational planning.  We started to see an uptick in utilizing businesses for job placements and customized training.  Mock interviews.  Resume interviews.  Job shadows, employment tours, working interviews, et cetera.  We were a fairly small agencies.

As we were ramping up supporting our clients in their job search in that journey.  Having one special list is not going to cut it for that map.  Really identifying that we were going to need robust support in order to get our clients interacting with businesses and getting those businesses to recognize us and recognize the potential of our clients and recognizes job seekers.  We had opportunity to work with JD‑VRTAC.  That was really a primary opportunity.  Next slide, please.

Perfect timing.  The proposal to work with the business engagement aspect from JD‑VRTAC made sense.  We needed that support in order to do the kinds of business engagement that we were looking at doing moving forward.  We needed to think about a plan and think about how we were going to utilize our staff.  How we were going to utilize our partners and really get our message out around the entire state.  Next slide, please.

>> When we created the plan, you know, kind of figuring out what we thought we would need in order to have a successful business engagement model.  And, of course, a lot of this coming from our support.  Our tech support from Vito and Russ.  Having a business engagement database would be really cool.  I have been doing a lot of just individual business outreach and trying to keep track of it.  Share that with agency and communicate with partners about who they were working with, what businesses were experiencing a partnership with OCB.  As well as some of our assistive technology staff, they were are involved with businesses and implementing technology for clients for job seekers as well as doing assistive technology and we thought, gosh, we need to know when those events are taking place so we can do follow‑up or use that business in the future for other kinds of employment activities.  Our second goal was building statewide consistency in business engagement efforts.  Each region did it their own way.  Counselors have control how they work with community rehab providers.  How they are working with businesses to support clients.  We brought the team together and provided training to our staff to get that consistent message out that we are moving forward.  We have a plan.  Here is how we are going to provide business engagement.  We realized that staff couldn't do it all.  Asking a lot from everybody to step up the game as far as meeting with employers.  Finding ways to outreach with employers.  Explaining how to support them.  We wanted that message to be consistent.  Not only our staff now engaging and expected to do business engagement, the CRPs that we were working with, we need their support to be side by side with us in working with businesses.  And when we started this project, we had very few community rehab partners for our agencies.  Again, being that we were smaller than general VR agency.  We hadn't had this push for business engagement prior to this goal and, like I said, we need business in order to provide those learning opportunities that lead up towards employment.

We started to pushing to grow our community pool.

>> Our 13 goal is building business engagement capacity.  Our VR counselors can engage.  Our AT staff can engage.  Anyone working with clients or business, they are part of that capacity in large.  And huge piece in recruiting rehab partners who provide job services to work with our agency.  That is large goal because just to give an example in the state of Oregon, many of these job developers work with general agency.  They are contracted differently.  They have a huge source of referrals.  So our job developers are really already at pretty maximum or steady capacity as far as working with clients.  For us to knock on doors and say, would you consider working with commission of blind, they were not jumping up and down, saying yes, they were full.  Took partnership building, relationship building.  Explaining the needs of our clients.  Really sharing the uniqueness of our agency and how we work holistically to support our client and say tours of our training centers to CRPs.  Gave them a chance to digest the meaningfulness of contracting with our agency.  And that was a huge lift and one that was greatly beneficial.  Next slide, please.

As we started to roll out this plan with our team, there were pieces that really helped us develop where we were going and creative and resources that we don't know about as we were looking at developing that business engagement data tracking system one thing they suggests is a tracking sheet that is in development with university of Arkansas.  We had a phone call with Kevin who shared with us an express sheet that were developed.  We can give this a try.  We borrowed that form.  We modified it to fit really what we thought our needs were.

So, you know, it's neat that the sheet can be useful around other VR agencies.  We modified it to include pieces that would be helpful for blind agencies to know that we are tracking other aspects of business engagement that included technology.

>> I want to quickly mention, I think internet is cutting out slightly on the end, you may want to turn off camera to continue.

>> Sounds good, though.

>> Thank you.

>> Okay.  We did a couple of monthly calls with New Jersey commission for blind and visually impaired.  That is neat to work with another blind agency in developing a business engagement model.  That was helpful to hear where they were going and some of the things they had been doing.  Gave us encouragement and a little bit of direction.  And helped us realize, yes, we are on a good path.  Just, again, sharing ideas with other VR agencies is extremely helpful and especially those who are dedicated to serve blind and visually impaired customers.

We developed and provided training to our vocational counselors as as well as our job developers, community rehab providers.  We have twice a year all staff trainings with our counselors.  That is good time to bring everyone together and provide them training on business engagement efforts.  At the time, providing job development training on business engagement for OCB on individualized level.  We were scouting out CRPs and recruiting them and providing one on one training.  That grew to be a lot larger over time, we had to modify training for RCRPs that is a little more intensive and book of information that we were able to get to everybody so that message and consistency how we do business engagement is shared across even playing with the vastness of our state.

We updated our marketing material.  We always had brochures.  Changed over time.  Implementation with this project, we ‑‑ and with the help of Teresa Field.  We had brochures that were modern and focused on business and shared how we can support businesses and how we want to partner with them and how they might want to partner with us.

We created videos that were from business engagement.  They shared why working with Commission for the Blind is helpful in onboarding employees who experience vision loss.  We working on developing monthly newsletter that can share success stories with partners and businesses across state.  Because one thing that we have learned is the best way to share that information is to share stories and have those stories come from our business partners.  Next slide, please.

>> As we increased CRP capacity.  We have ‑‑ as I mentioned, we were strongly in mode of recruiting and training job developers.  Maybe those folks never worked with blind agency before.  Maybe never worked with blind person before.  Not only training on business engagement, we are training with how to work with individuals who experience vision loss.

During this time is to collaborate with general VR agencies.  We know that they hold the key to most of our ‑‑ most of the job developers in the state of Oregon.  We don't want to be in competition.  We want to be viewed as partners and during this project, VR had brought on a business engagement coordinator as well that had been a vacant position during the start of this project that made it difficult to coordinate those business engagement efforts.  Having that position filled is great as far as helping us meet that part of our goal.  We have been working very, very closely with the larger state agency in our business engagement efforts.

During the time of this whole project, we have increased our OCB staff.  Went from business engagement held by one position and entire team of OCB staff that are focused on business engagements.  That team came about just in this last year.  Our title is workforce team.

And, again, I had mentioned that we work closely with OVR.  Large general agency.  During this project, became friends with Washington State VR.  They were part of JD‑VRTAC tech project.  We began working with Karen Macelli (phonetic) and part of the staff in Washington.  Divided by a river.  We have clients sometimes from both state that is may cross the border to go to work.  We thought this should be wise of us to share business contacts that may cross both states.  We have large employers who are located in Washington and Oregon.  That's been a neat project to work on with our friends nearby.  And in working with Karen, we have regional ‑‑ region 10 national employment calls.  We get to communicate monthly with Washington, Idaho and Alaska.  Hearing from each business coordinator from those states is helpful in clarifying and maybe adjusting or inventing processes in our business engagement.  Just having that collaboration is really helpful and having each other support has been really beneficial.  Through that, meeting, through those monthly meetings.  We created the interstate disability employment alliance.  We are meeting as sort of a region, we narrowed it down to Washington Oregon business teams, we are meeting frequently.  And reversed our first job fair.  Exciting.  Folks that were part of that team is business engagement people from VR, general VR blind in Washington and always in Oregon and representatives from local workforce employment offices from both states.  With this team, we identify business contacts and we are able to bring them into reverse job fair where each agency identified potential job seekers who would be a match for those employers.  They had a table and booth and prepped and able to share their skills, resumes with those employers. 

  Some of our accomplishments.  We do have new business brochures.  Those are available on our website.  We provide them to each of our regional offices and express to CRPs when bringing them on and sort of ongoing training with them, please use our brochures.  Here is what we can do for you.  We want everyone across state to have access to those.  That's been a great accomplishment.  Something we are proud of.  We are working on creating a YouTube channel that is place that we can store neat videos and potential trainings online for our partners.

We have recently sat down and met with management on exploring the idea of creating a monthly business engagement newsletter.

Molly, do you want to share anything about the newsletter?

>> Yeah, sorry, Morgan.  Trying to get myself un‑muted.  Like Morgan said, we got this together, had a meeting with management to discuss how we could really share those stories of business success ‑‑ business success, also client success.  But a way to get the word out.  So we've drafted up some preliminary examples of what that could look like.  Really focusing on successes but also different events where Morgan or myself are presenting or other staff within the agency, you know, just to get some excitement and buzz around what we do, how we do it.  I think it's powerful for employers to be able to read a success and kind of envision themselves or their business in that story.  How could that ‑‑ how would that transfer to them?  How could they, you know, hire an individual from our job seeker from our agencies and make it work with their business?

We are excited to roll that out.  And, you know, hoping to have increased business engagement as a result.

>> Great, next slide, please.  Another huge accomplishment that I believe has rolled out from having this project we built Oregon Commission for the Blind team.  This is huge especially looking at other states across the country who are working with business engagement knowing that some states don't even have business relations coordinator.  And some states are just getting started.  Wow, we now have a team.  In this last year, Oregon Commission for the Blind hired a workforce innovation manager to be a supervisor of a team that includes myself as business relations coordinator.  Increased this by hiring second coordinator that is Molly James and including assistance technology specialist under umbrella of workforce engagement and business enforcement.

We identified the four strong business or assistive technology staff.  We are working within our agency and they are do a lot of work directly with clients and training on technology skills.  They were also doing work with businesses as I mention before.  They go on site and provide initial assessment for technology and help implement that customers may need on the job.  Natural fit to pull them underneath this team to really focus in on business engagement.

We have increased capacity by hiring a fifth AT specialist.  Increased, like I said, CRPs and develop trainings all around how to communicate with business.  How to communicate, what OCB can do for business.  We meet weekly.  Really excited times for us.

>> The other accomplishment ‑‑ I just want to do take note of is that database draft for business engagement tracking.  We do have a way to individually track our business engagement monthly.  I think that's a good start and we will share that we are working on how to implement that.  And a large accomplishment that I wanted to share is worksource partnerships.  Colocation within those worksource offices.  Mine are collated within multiple worksource officers.  Molly as well as colocated in worksource offices.  And within our team, we had an opportunity to reach out to local office and make that connection and begin to build that relationship that ultimately is going to be the larger goal of under WIOA.

Molly, if you want to do add anything to that or we can move to the next slide.

>> I just wanted to add how the colocation forms on my end was different than Morgan.  Hers was more quicker to start to colocation, when I came onboard, the workforce system in Oregon started to establish standardization around bringing partner agencies on board in developing colocations, that's why took a little bit longer for me to get mine started.  But I really focused in on developing that relationship and keeping it going.

From the moment I started, I began making visits to our local worksource offices.  I offered presentations, myself and one assistive technology staff went out and did demonstrations and presentation it is ‑‑ to our employment and work source.  We went through training that they wanted us to have prior to beginning colocation.  So we did confidentiality training.  Made sure everything was ready to go.  I'm colocated into worksource offices at this time.

>> Thank you, Molly.  That's a great point in developing this partnership.  Does require a lot of our business engagement skills to develop our partnerships as well.

Next slide, we have a brief video that we are going to share with you that is developed in part of this process as ICI team.  This highlights efforts of busy engagement model and how we work with businesses and showing those businesses to share from their end the success of working with the Commission for the Blind.

>> I want to let everyone know that you can type all of your questions in the chat box and we will try to get to those at end of presentation today.  If we don't get to all of questions, we will have contact information on the screen of our presenters as well.

(video playing) (captioned).

>> All right.  Thank you, Molly, for sharing that.  That is goal is to get that message out to employers.  You know, honestly as we are doing business engagement, if we were to approach an employer and, say, we have person that could be a programmer, they might say, what?  How?  We are hoping that all of our staff and CRPs will utilize these story to share them with businesses to really give them the hook to bring them on board and help give them the chance to really see what possibilities are out there when partnering with Commission for the Blind.  Next slide please.

>> Morgan, this is Russ.  I want to just interject quickly.  We do have a couple of questions that have come up.  And I want to make sure that we can address those as possible.  Would you like to take those now before you wrap up or would you like to get through two more slides.

>> Let me finish up these two slides.

>> Sounds good. 

>> Part of this process.  We wanted to share it's not seamless.  We did experience challenges and lessons along the way so that folks on the webinar understand that it's a process.  It's a journey.  That's a title of our presentation.  So, you know, bringing on new vendors, new CRPs is taking a lot of effort and it was great and so excited that we could expand in capacity.  We have so many new people on board and want to make sure that everyone is getting the train and go access to knowing how to work with businesses and how to utilize our business engagement material.  That's been a challenge.  We are learning as we go and redefining how to provide that material and downboarding materials to CRPs.  Again, that's all about consistency.  Reason we want them to have that same information or message, commission for blind is saying same thing in every region of our state I mentioned that database that we developed.

Developed and sitting saved in our shared drive.  Hasn't been implemented yet.  Various reasons for that.  And, you know, we are still try to go figure out how to implement that and work for not only our business engagement staff but also in partnership with our VRCs or with our CRPs.  Now that we have a team, we are going to be looking at that together and figuring out how to make it work for our agency.  Next slide, please, Molly.

Today, here we are, increased our community rehab providers by three.  We went from 12 to 50 something.  That's even more business outreach for our agency.  We are working on building that practicing system and working on getting that message consistency out to all of our staff and partners.  Onboarding and welcome process.  Molly and I together in our business engagement roles are tracking that and reaching out to all of our partners, picking up the phone and saying, how can we work together.  This is a team approach.  Next slide, please.  I will take questions now, Russ.

>> That sounds great, Morgan, thank you very much.  Given us a lot of good information.  Couple of questions have come in.  Claudia asks the question, what type of information is provided on your database or another way to ‑‑ what are some of data points that you are gathering?  Second part of her question is, are employers able to utilize this ‑‑ outlies this database.  What kind of information are you gathering and are employers able to use it?

>> Who the employer is.  Location, who the business contact is, what's contact information, are they a federal contractor, do they hire people with felonies?  Do they ‑‑ are they on a public transportation line.  Because of uniqueness of our agency, we narrowed down specific questions like have been have you had an assistive technology?  Have they provided some level of business engagement or progressive employment opportunities for our clients?  Meaning do they offer tours?  Has someone done a work experience there and is someone hired there?  Have we provided disability training and blindness etiquette training to that business?  Business is not using that form.  Internal for us to track businesses that we have touched and worked with.

>> Great, Morgan, thank you.  One other question has come in comes from Douglas.  I hope I'm getting your last name right.

Can you take time and talk about business relations in rural areas which I know you can do because plenty of space in Oregon.  Can you address that for a moment or two?

>> I think we could do a whole other presentation on that.  Molly and I are working hard to identify how to ‑‑ as she mentioned earlier.  That's the largest part of our state.  Really, being present, being apart of workforce teams, being part of workforce centers.  Employment department and relationships with CRPs that are reason rural areas has been extremely helpful because we know that they hold those valuable relationships and if we were not there at the table and not there present and making ourselves known, we would not have opportunity potentially to work with those employers.  We want to be seen side by side with partner agencies.  Helps provide awareness and visibility that our agency exists and that our clients are good potential candidates in utilizing some of this material in these videos is big part of getting outreach and getting that message out to those rural areas.  Molly, do you want to mention anything about that?

>> I echo everything that you said, Morgan.  I think it's relationships.  All about showing up.  Having a seat at the table.  A voice with our partners.  But also with businesses.  So we, you know, attend chamber events and doing outreach everywhere we can.  A piece of that is trying to utilize our technology in the form of these electronic newsletter or however we end up rolling that out.  Sharing what we are doing, where we are doing it and, you know, our clients and our successes and, yeah, just being there.  Being active.

>> Thank you.

>> Anymore questions, Russ?

>> I had one more come in.  I wanted to check with Katie.  I know we are up against the hour.

>> I think we can take this last question and probably want to wrap up.  Any other questions, send it to us.  If you don't advancing to last slide, Molly, where we have contact information so that participants can see that.

>> And we actually had a couple of them come in last minute here.  Let's see if we can cover at least one of them.  We will make sure that any others we don't get addressed from Molly or Morgan.

If a business answers no to one of your data points, do you ask ‑‑ if I business answers no to one of your data points, do you ask if they were willing to?  Example, if they have not had an AP [unintelligible] would they be willing to?

>> Absolutely.

>> Do you ask if they said no to something if they would like to have that?

>> Absolutely.  That is mission and goal of our team is really using technology is that piece that connection with employers.  And we are also creating a business engagement feedback survey so that if we had had some contact with an employer, we are sending out a survey to say, how was that experience and at bottom, they will have opportunity to say whether there is a meet in the future and whether OCB give a presentation or technology assessment.

>> Real quick.  I wanted to add, a lot of our, you know, how we approach business for providing these types of trainings, there is a big portion of that that is word of mouth.  When we are giving these presentations, we end it with, if you know another business or person that would like this training, let us know.  We leave our contact information and helps in rural areas.

>> One more question.  I know folks are having to go and we might lose a few of you.  Another quick question.  Any of our services provided by outside contractor vendors or business engagement primarily in‑house.

>> We have in‑house primarily.  I mention that had our CRPs are huge asset.  Valuable in getting those business contacts.  They are a contractor.  Utilize them for some business engagement and when that happens, they are able to work with us or utilize our material.  But for the most part, it's in‑house.

>> Great.  Thank you very much.  You see the contact information there.  Morgan and Molly, I'm sure great to answer any questions.  Feel free to reach out to either of us as well if you want help.  Katie?

>> Thank you, Morgan and Molly for presentation.  I would like to acknowledge Angel and Theresa and Vito as well who is on earlier.  Part of technical assistance team.  This webinar is recorded and archived and recorded on VR.  If you are looking for credit, you will get a link in your e‑mail tomorrow.  You shall receive credits shortly after that.  I appreciate everyone attending today.  Have a great rest of your day.

>> Thank you.

>> Thank you so much.

 Note From Captioner:  Meeting is over.  Thank you.  
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