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 Note From Captioner:  Standing by.

>> Testing testing.  1, 2, 3.  We will begin in a few moments.  If you called in today, mute your phones.  We will get started in two to three minutes.  And you can mute your phone by pressing star pound.

>> Welcome who is joining now.  Mute your phones if you called in today.  You can mute by pressing star pound.  Welcome, everyone.  We are going to get started in a few minutes.  If you called in, mute your phones by pressing star pound.

Hello, everyone.  Welcome.  My name it Katie Allen.  I'm going to go over a few points today before we get started.  We ask that participants listen through computer speakers or headphones.  If you call in, mute your phones and you can do this by pressing star pound.  If you have any questions during the presentation, you can used questions and comments box in upper right hand corner, we will address the comments at end of presentation.  Feel free to type in that comments box during presentation.  If you experience any issues, you can close all of your internet applications and logging out and logging back in to the webinar.  That usually will resolve the technical difficulties.  If you continue to experience any technical issues, you can type it in question and comment box or e‑mail me at my e‑mail address.  You want the PowerPoint slides for this presentation that we will be presenting, you can download that allow in lower right corner of your screen.  You can find those slides on the website.  At end of presentation, there will be a link that will appeal on screen for evaluation.  After the presentation, follow your link to complete this.  If your are a a certified counselor, you must finish to receive credit.  This will be archived after live presentation.  You can explore VR to learn about all archives that we have from past presentations.

I'm going to introduce your host.  Linda, Mock.  She will introduce the agenda and presenters for webinar. 

>> Thank you, Katie.  Good morning or good afternoon depending where you are.  Great to see all of your names popping up on screen as joining us.  We have project called vision works consortium collaboration to outcomes.  This is part of our job driven center and intensive technical assistance.  Four presenters with us today who are members of consortium.  We have Joe Buizon who is an employment services with Massachusetts Commission for the Blind and Carol Cullins.  Who is with Massachusetts Commission for the Blind and we have Rachel Kerrigan and perfect skins School for the Blind.

>> We have a number of objectives that were a part of this project.  First is to provide a framework for Massachusetts Commission for the Blind.  I would add that Massachusetts has a unique situation with the presence of two premier organizations for the blind.  Perkins school and Carroll Center in their state.  They had been partnering at various levels for number of years.  Doing it individually other than when we do a special project like job fairs.  One of unique things that happens as part of this is that all of organizations agreed to work together and collaborating ways they are going to describe to you.  Exciting collaboration from my perspective that ‑‑ into these organizations is [very mumbled].

 Note From Captioner:  Audio is going bad.

>> Linda?

>> Yes.

>> I just want to say your audio connection is hard to understand.

>> Okay.  Any better?

>> I think it's a little better.

>> Okay.

>> Now it's good.

 Note From Captioner:  She's still cutting out.

>> I think you are still cutting out a bit, Linda.  I think we can move ‑‑ I'll move on to the next slide from objectives.  Just in case because it seems to be cutting quite a bit.  I will go over these JD‑VRTAC tech slides and turn it back to you.  JD‑VRTAC goals are to improve skills of state VR agency staff and other rehab professionals and providers of VR services who are trained to provide job driven VR service preponderance focused on business engagement.  Employer supports, laborer market information and customized training.  And our partners on this project in addition to institute for community and inclusion at U of mass.  University of Washington.  CSAVR and associate of university centers on disabilities and we work with National Council of State Agencies for the Blind and technical assistance center collaborative.  All of the centers working with VR.

So we also provide three types of technical assistance.  I will not go into detail.  JD‑VRTAC, has technical and intensive and targeted assistance this is part of intensive technical assistance.

>> As part of TA, all of states are receiving technical assistance, they attended meetings to collaborate.  They are 18VR agencies as part of this learning collaborative.  Linda, I'm going to turn it back to you.  Hopefully this connection has improved a bit.  Maybe you want to introduce our presenters today.

>> Can you hear me okay at this point?  I will make sure that my audio is hopefully better.

>> Sounds better on my end here.

>> Great.  I'm going to turn it over to first presenter who is Joe Buizon from Massachusetts Commission for the Blind.  Joey Joe, I will let you take it away.

>> Good morning, good afternoon and soon to be good evening.  I wanted to start off to thank the Commissioner and entire team of Massachusetts Commission for the Blind with her vision, I hear her virtual breathing coming up with vision collaboration with two well regarded non‑profit working with Commission for the Blind and formalizing this process I don't think it would be possible.  With the team in helping us throughout the entire process.

>> First slide that I have here.  Commission for the Blind started in 1906 where one of agencies one of first if not the first richest kind of history being a Commission for the Blind focusing on rehabilitation proud to say that.  We have six regions.  We have four areas that we have state.  We have presence covering entire Massachusetts within vocational rehabilitation side of house.  We have social rehab and vocational rehab serving 27,000 individuals in entirety as well as on the VR team, vocational and counselors and two employment services specialists.  Our wrap around services, packages that we provide from assistive technology from the jaw, speech program and closed‑circuit televisions.  List goes on.  Core of orientation.  Mobility, training and travel and helping them go from mean streets of Boston.  Utilizing the new apps from Uber and Lyft.  Last and not least, rehabilitation teaching.  Hands‑on daily living from being independent at home which intern will help ‑‑ in turn will help individuals contribute to community and being employed and contributing to society.

Next slide is essentially the mission statements of big three partners that are elaborating in this vision consortium.  I'm going to read a little bit of each one and hopefully give color to mission and what each organization really does.  Massachusetts Commission for the Blind is Fran.  Of executive office of health and human services provide the highest rehabilitation to individuals who are legally blind in state of Massachusetts.  Working with health professionals, family members.  Working in partnership with consumers that are visually impaired and helping them through this process.  Commission for blind speaking to other state workers and others who are listening is not a funding source.  We go above and beyond to work and this project that you will hear momentarily to work together even though we are state entity and non‑profits and join forces here as we serve same consumers.

Next is Perkins School for the Blind.  Prepared children and young adults with confidence through education and helping them to realize their potential.  Very lucky here in state of Massachusetts with non‑profits that are well recognized.  A lot of people claim Helen Keller in this state and rightfully so.  If visually impaired in state of Massachusetts, you are going to go to Perkins School for the Blind or Carroll Center.  Carroll Center for the blind is near and dear to my heart.  I used to work there.  I was a student at CCB.  They help and serve individual for vocational rehab by presiding skills training, educational opportunities and helping them with independence and self efficiency.  Before I pass on to Rachel, this partnership not going into it, not knowing what it looks like paraphrasing what Vito said, different funding sources.  Having opportunity to work with them one another having formalized.

 Note From Captioner:  Echoing.  Something is wrong with audio.

>> With that, want match it over to Rachel for Perkins School for the Blind. 

>> Like Joe mentioned our at Perkins is for the core.  We are preparing them for the world and prepare the world for our students recognizing awareness of issue in business community is one of the biggest barriers to our student's success.  Few initiatives that we have, one is Perkins busy partnership ‑‑ business partnership.  There is a link in the slide to learn more.  35 businesses on board that are dedicated to raising awareness and changing practices in their businesses to increase persons for visual impairments and MCB and Carroll Center are involved in that.  That has helped further solidify our partnership.  Preemployment program, this is residential workshop for young adults.  High school age.  Provides them with school's necessary for workplace success.  This year's program is going to happen during Massachusetts February vacation week.  Students will be doing many different activities from mock interview database mock interview workshops to navigating the Tea around Boston and visiting the Commission for the Blind and getting social aspect of living on campus and this is mainly for public school students who there may only be one or two visually impaired students in their school.  They have opportunity to connect with other young adults.  Lastly is our workplace learning initiatives.  On campus.  Students who are on vocational tract have many different opportunities to have work‑based learning.  That basically looks like a small part‑time job that is integrated into their school day.  We have them working on campus at cafe and off students.  I know we had students in Targets and hotels in area for department of conversation and recreation, wide array of jobs and five‑week program in summer that is student for experience.  I'm going to pass it over to Dina Rosenbaum.

>> Thank you, I'm seeing a lot of names on the list.  Hi, everybody.

>> Carroll Center is in Massachusetts outside of Boston.  Private agency.  Not a state facility.  We serve a large portion of clientele, Massachusetts clients.  We serve clients from all over the country and outside U.S. as well.  The center is nationally known for independent living program that we started in 1954 with under direction of Father Carroll.  That's a program for independent living skills and blindness readiness skills.  We have employment programs that I highlighted in the slide.  We have summer programs for youth.  Typically ages 14 to 22 to get transition and independence to get work experience.  We have a higher level college level internship program with some of them corporate businesses in the Boston area.  We have a transition program for young adults that combines both independent, skill and work experience and work readiness.  We have internship for newly blinded adults who need to get back into workforce and test the waters as being a visually impaired person.

We have other companies and locally senior centers and restaurant and hotel environments.  So, again, a lot of our experience and outreach is reason we are part of VisionWorks consortium that we will talk about in a few minutes.  We do computer training for people going off to college or seeking work.  We work with employers for who are experiencing problems including those who are not legally.  Carroll Center is part of project search.  National model of on the job nine‑month training program geared to those with students with disabilities.  MCB piloted a model for adult blind clients.  We finished our third year, we had about a 95% success employment rate with that program.  Clearly internship experience, on the job training shows successful outcomes for clientele.

We are going to go over to next slide that I think is Carroll?

>> Yes.  Hi.  Good morning.  As you heard from Linda as you can tell from hearing from both Rachel and Dina that MCB does have working with national innovators when comes to blindness services.  Under the request for proposal, Commission for the Blind looking for ways to strengthen our partnership with CRPs so we can outreach to employer partners and build a model of collaboration that highlights and builds on each organization strength.

You heard how Perkins and Carroll Center currently work with individuals who are blind and visually impaired and seems to align very well with some of what we are trying to do.  With MCB's environments, JD‑VRTAC aligns perfectly for Sim mat particular approach for successful employment for consumers.  Employer partner engagement efforts previously tracked by employment services special list at Commission for the Blind basically on a spreadsheet.  We had our own system of tracking.  Working with employers that were partnering and own partners and own ways of tracking.  We are working for same ultimate goal when comes to job seeker who is are work ready.  That's we want them to become employed and develop strong relationships and partnerships with employers.  By developing this project, we are now able to track in realtime what each of the business partners are doing, what the active engagement level is and to what extent ‑‑ which partners are they working with?  What have they done?  Have they hosted intern or done mock interviews?  Those sort of things.  The goal of the JD‑VRTAC project purpose and goals, strengthen the partnership between the three organizations.  That's what we are in the process of doing right now.  We want to streamline the communication and streamline the outreach effort.  Perkins is not reaching out to one employer and MCB is reaching out to ‑‑ employer.  They now see us as a team.  We call ourselves VisionWorks.  We are working together to sort of develop which agency is lead contact and which of our three agency is lead contact for which particular employer partners.  We did have more goals in the beginning.  As you might imagine, a lot of people get ambitious in the beginning, we had to cut it back so we can focus on what can be most effective which is developing this shared database.  It's SalesForce that we are using now.  With that, I will turn it over to Rachel.

>> Thank you, K ‑‑ carol.

>> First step is getting everyone in the room together for brainstorming session.  People from different levels from each organization so that we could get perspective of senior leadership, as well as those of us who are presenting today on the ground level doing day to day work with consumers and engaging with employers.  We had a lot of ideas from the start.  We had to work to take our initial brainstorming session and all the excitement and enthusiasm and narrow it down to what would have most impact and what we could feasibly work on as first step.  This is first step in our partnership.  From there, we went on and developed a memorandum of understanding to kind of establish ground rules of partnership.  This is unique and valuable partnership between state government and non‑profits.  It's not a binding contract, agreeing that we want to work together and capitalize on all great connections we have to help employment for people that we serve.  We used the job fair as platform to introduce the consortium of VisionWorks consortium.

I will talk about job fair in next slide.  So job fair is sponsored by Carroll Center for the blind.  Massachusetts Commission for the Blind and National Braille Press and Perkins School for the Blind.  Radcliff Institute for advanced study at Harvard.  We had 28 employers and 50 job seekers attend.  Something unique about this event is that we offer onsite interviews for job seekers who applied for job at organization who is attending ahead of time.  They are able to meet with recruiter in separate area from hustle and bustle of the day.  We have been able to see at least one job results from one of those onsite interviews.  We have speaking program to educate the recruiters that is important piece and adds to employment engagement efforts.  Now we are making a more concerted effort recognizing this is collaborative events to track what employment outcomes are from this event.

Next slide?  For project accomplishments, we established VisionWorks consortium and announced it publicly at 6th annual job fair.  That was 2016.  This is great way to introduce VisionWorks to employers and show them that it's not about choosing to work with Perkins or MCB or the Carroll Center.  We are all working together towards the same effort.  If you work with one of us, we are working behind the scenes to coordinate.  The second accomplishment is getting all three organizations to sign the memorandum of understanding that is a really exciting milestone.  MCB has recently purchased SalesForce and begun entering all employer data and going to start the training and implementation of database in 2018.  We will be able to log on to SalesForce and see who has been leading with which employers and coordinate our efforts in more systematic way.  I'm going to hand it back over to Dina to talk about challenges and lessons learned.

>> Thanks.  One of initial meetings that occurred since we really didn't have a full understanding of where we were going with this collaboration and what was going to come out of terms of tasks, initial meetings involved many different members of different staff especially for Perkins and Carroll Center.  So we had president's attending and HR managers.  Wasn't clear who needed to be part of this collaboration.

So I think the initial couple of meetings or first couple of months difficult to figure out who that should be.  Should be the people doing groundwork working with clients or employer, manager or high management?  Took all of us to figure out and settle on staffing.  And also of concern especially I know just our personal at Carroll Center is also identifying staff to spend the time on this activity because nobody is getting any funding at this point to participate in this program.  Just identifying resources and staffing to apply.  The next was also the MOU because, again, we went back and forth with questions of ownership of software and identifying the employers and ownership of that information and sharing of that information.  Had a lot of questions that came up between the agencies and non‑profits and state agencies and kind of working that out.  I felt like we started with a lot of questions over a lot of meetings and I feel like now we are in a good place and full understanding how we can work together and share this information and work cooperatively.

Next slide?

So as everybody is busy in doing different things, a lot of stuff had to be done in tandem.  Vito and Linda kept us moving in the meetings, battleground is MOU being created and having conversations.  At the same time working out database.  Picking a database.  Identify who would house the database.  What elements are.  What organization each organization would share and how to share it.  We identify things like Perkins work with TJX and Marshall stores.  TJX doesn't work from corporate.  They work down the store.  You work directly with manager.  How to input multiple sites for same type of companies.  Not just marshals or TJX.  It's marshals of Newton or this street address or that.  Working out and still in process is those kinds of specific data elements that we are still figuring out what goes in the database.  One of the great things about this collaboration and in my mind what drove working towards this goal was what we heard from a lot of employers, we have been working with Perkins or Carroll Center is calling us or Commission is calling us, why are you not working together?  We want one contact.  Not three or four.  Motivation of streamlining and having ownership to contact, we are looking to go to the Marriott and we see that that relationship is stored with Perkins.  We can go to Perkins and work with them about job or client that might be interested in working with Marriott.  Will have greater success for outcomes for clients and also relationships with employers.

We are going to go to slide 19 with Carol?

>> Yup.  Thank you, Dina.  We have SalesForce data.  Has been installed.  Who was going to house that database took some time and which they have many different packages.  There was a lot of research involved in that.  Has been purchased and installed.

The data from all three partners regarding employers has been uploaded into SalesForce.  That took a lot of steps, we had to put together one spreadsheet and clean up all of our data.  There was a lot of data cleaning to do and data dump from there.  We had to have matching fields and we might have one employer where we had the employer name and maybe one contact person who might have been a receptionist and that person's phone number and website with someone else might have employer name and the president's contact information or management information we had a lot of different contacts for each organization.  We had to determine which information to include not database and system for doing that.  We have identified all of key players at MCB Perkins and Carroll Center who will be working with this database and entering data and using data and so forth.

We are in process of developing training manual so that we can be trained in the use of SalesForce and that we will start our training as Rachel mentioned earlier some time soon, this year.  2018.  Also, we are also coming up with a plan for follow‑up meetings.  So once we go through training, we will be determining whether we meet monthly every two weeks, weekly in the beginning to kind of go over any hiccups that we might have encountered and spread out those meetings further apart.  Us three agencies once we start using SalesForce.  And then results from the October 2017 job fair for individuals with visual impairment are already being tracked and entered into SalesForce.  That's going to be live data.  So we are tracking it more efficiently than we have done in the past.  This is a great, great partnership.  With that, I will turn it over to Joe for next slide, number 20.

>> Hello, again, folks.  Regarding this slide.  Slide 20, what is most helpful about receiving technical assistance.  First one is keeping ambitious goals realistic I should say.  Carol mentioned that we had a lot of enthusiasm.  A lot of energy.  Should we have access to it for consumers and post resumes and have employers look at resumes and smaller version of tap with the Commission for the Blind and CCB and Perkins.  We need to prioritize what made more sense and what to do to get our bang for our buck if you will.

Next one is keeping the three of us on track.  With all different moving pieces Dina and Rachel mentioned.  Mid management, line workers.  Lots of opinions and talkers.  All of these things.  Rightfully so because they add valuable feedback to see where could they go, what made more sense, who should we have around the table that could make a difference of all support of other individuals in the background.  That took time.  Time was needed.  Naturally, a lot of that opinion from the tag and Vito and Linda what was unbiased which we needed. 

One of most important was the JD‑VRTAC team connecting us to other state agencies.  Are we going to use aware that we now have and learning that whole system.  Is it really SalesForce?  They able to connect us with team in Vermont.  Valuable and invaluable telling us what he does, what system do they use.  What is different from blind agency.  Ability of all of that, et cetera.  Another agency was New Jersey, Amanda and her team.  Going through similar project.  Unlike having two CRPs involved, they are going through the project of purchasing SalesForce.  What did they use or going to use for data fields.  Who is going to have access to SalesForce or whatever system they are going to use.  Looks like SalesForce.  Is it VRC or whatever or both, et cetera.

Next slide is next steps, goals and et cetera.  I think number one thing is to continue to do what we are doing.  We are playing and sharing very well in the sandbox unlike my first grader throwing sand in eyes and becoming low vision or visually impaired.  We have been doing that.  Lawn email chain.  We are trying to figure out we are starting our summer internship program, all of us.  Whose contact, et cetera.  Which SalesForce specifically?  We are going through training with Mary's assistance, where are we going with that?  That's coming to each agency very soon.  We are going to used database.  Keep those excel spreadsheets.  Outdated system that we have.  Will continue to be beneficial to the extent.  Carol alluded to this.  When are we going to meet next to talk about successes of job fair, about all e‑mail threads going on regarding employers, how are we going to work with one of our good friends at state street, going to host multiple interns from all three organizations.  We need to market ourselves.  Mass commission for blind and how beneficial this relationship is going.  With that said, we welcome Q and A.  I wanted to mention that at all, Super Bowl will go through state of Massachusetts and beloved Tom Brady.

>> Thank you, Joe.  We do have questions that are coming in.  I will encourage those of you who have questions.  We will get to those.  First question came from Mariah.  Her question is, SalesForce only provide data assistance or also provide to agencies and individuals in.

>> We are kind of working and learning with that process.  From my understanding in working Hugh, Mary and others, that has availability to report out, all of regulations, things we need to produce.  They will have that piece.  Right now, state will have that funding and we are going to be having access given to Carroll Center for the blind and Perkins.  Hopefully that answers your question.  This Carol or Dina have anything to add, please do.

>> This is Mary, I had been listening.  I muted.  One of the things that happens with SalesForce, depends on what [unintelligible] tier database you buy.  We have lightning that is second tier app.  Comes with limited help.  We have been trying to work with resident's database.  Had to help us with information.  In fact, one who is helping me put together the training for everybody.  They probably ‑‑ how might I be able ‑‑ the agency might be able to get more depending on what level of software you buy.  Sometimes what depends on what you need it for.  You don't want to buy higher level if you only need it for what we are looking for.  So, yeah.

>> We have question from Morgan.  I will ask Carol to start out response on this one.  Her question is recording the job seekers are they all clients of MCB and if Perkins contacts MCB for business contact does MCB provide services at that point or is it a warm hand‑off to the employer?

>> MCB only conserves residents of Massachusetts.  We are aware of the commission.  Through this partnership, we are helping each other out.  Three organizations.  If MCB has business contact for someone that Perkins is serving, we can pass along the information.  We can make the introduction.  Depends on level of engagement that we have with that particular employer and level of partnership.  Might be best in some cases that we sort of work closely with both Perkins using this example and to the employer to get this client going.  But in most cases, I think, it would be simple enough for us to sort of make the introduction and employer partner and Perkins would work together at that point.  And, of course, we are letting all these partners know that we work together and we are VisionWorks consortium so that they will understand that we are not giving up by any means.  We are working together.  We are all sort of one.  Does that answer the question?

>> We, thank you.

>> Next question from Deborah.  Do VR staff have access to SalesForce database?  I might expand that to who has access to it in all three organizations.  Maybe, Joe, you want to kick that one off?

>> Absolutely and then as always, Mary and car roll, right now at Commission for the Blind.  We are going to roll it out to have access to that.  We are going to have a specific individual at Commission for the Blind to insist input and revise the vision that we give that person.  Carroll Center for the blind and Perkins center will decide who is most appropriate for their company to access and edit as they see fit.

>> Joe, to add on.  When you buy the database access from SalesForce, you actually are buying licenses?  So licensee.  We brought three licenses.  One for Massachusetts commission and one for Perkins.  If you are using a portable mic, iPad or iPhone, you can both use it.  Joe can have it on iPad and I can have it on my desktop.  License is a little bit flexible that way.  But other than that, you are buying the license, we couldn't be able to buy for everybody in the agency for [unintelligible]... that's all.

>> Thanks.  What about if Rachel or Dina, do you want to address who is using SalesForce within your organizations?

>> This is Dina.  Actually I'm not sure yet.  So we're ‑‑ next step for us is training and understanding it.  But I'm hoping that our vocational specialist who does ‑‑ manages our internship and job placement program.  Mary Ann will be the primary person using it.  We are waiting for training so we can access all the information.

>> Okay.  This is Rachel.  So right now I will be using it the most.  I'm going to bring in others at organization where it would be applicable.  Off the top of my head, our job developer who creates all workplaced learning opportunity for students is involved in job fair and tracking of outcomes of the job fair.  She would also be using it with me.

>> Thank you.  We have another question about job fair.  Maybe, Rachel, ask you to Kirk ‑‑ kick off results to this.  What type of results do you plan to track from your job fair?

>> Right now, looking at four different things to track.  Number of informational interviews.  Ones where they might be meeting with someone, not for specific job opening yet.  Number of job interviews is second.  Number of job offers and then keeping track overall about number of job opportunities that are active.  So if someone is outside for something ‑‑ applied for something online or interviewed someone.  We would count that as active job opportunity.

>> Thank you.  We have a question from Theresia, how did you go about choosing a consultant that develops SalesForce and how it will work for you?  

>>  I will take that initially.  Because of assistance and others and Mary guiding us, we decide to do reach out to other states.  How that data or that system if we use SalesForce, can they play with one another.  By doing that and working with the individuals from New Jersey as well as Vermont and Nebraska and collaboratives that we went to, we came down with SalesForce would be appropriate and testing that with assistive technology unit.  We decided that would be most valuable to move forward with.

>> I think, Joe, to what you said, it was helpful to have our JD‑VRTAC tag‑team.  They were working with our projects in other states and tell us what is being used where.  Vito was able to put us on show in Vermont to come up with data elements.  Just networking within there.  We found that useful.  Thank you.

>> Have a question from April.  I will get you to start this out as well.  Her question is, at this time, is there data to show the success of the program?  If not, when do you anticipate to get a report that would show impact on sulfate closures?

>> I think some of the data that we are doing that and doing that moving forward, we have SalesForce and other mechanisms to submit is job fair.  That collaborative and database collaborative and ‑‑ he's going to be started in two weeks because of Perkins business partnership.  Carroll Center.  There's one example in our face in terms of a life changing event.

Other ones are indirect ones that we can justify to RSA and others.  We met a new employer because of Carroll Center inductees.  There is someone who is visually impaired and Dina conducted us.  And indirect networking happened.  Getting all that data now making sure we write it down and reporting it out and what SalesForce we will be able to do it in more organized systematic approach.

We have a question from Liang, she would like a general picture of how model or picture looks like when applied to adult and student client from beginning to end?  For example, adult client who recently lost part of their vision applied to MCB.  How will that project work for those individuals?

>> Thanks for that question.  High level as possible.  Vocational rehab counselor would go out, access the situation.  See what they need services for Carroll Center for the blind or Carroll will come out and help.  Where we meet consumers where they are naturally, then we go, how can we leverage our partnership with Perkins business partnership.  We send them our list that Commission for the Blind has.  Some of it may be duplicate letting that consumer know.  If and when those consumers look through website of those companies, on those lists if the ‑‑ then if not one of MCB's partners, we reach out to Rachel.  Rachel e‑mail resume and cover letter to one of Perkins partners.  It's going to be a warmer call opposed to cold call that Carol or one of them have to do.  We would have MCB resources not joint list that we currently have.

>> Thanks Joe.  She would like to know did state develop specifics of SalesForce software from conversations that you said.  Someone outside of SalesForce to the exact uses of program.  How did that happen with this consortium?  I don't know, Joe, if you want to kick that one off as well.

>> Mary, you want me to take that or shed light on that specific question.

>> I can take that, took almost a year for us to figure out what we were looking for in ‑‑ what we were looking for for database and what was going to do.  I think with expertise from the user perspective from Carroll and Perkins and consultants, took us a while and we were able to do ‑‑ that they had to charge us for.  Taking time to figure out what it is that you want the database to do in the beginning before you even think about what database you are going to get, that's what brought us where we are now.  Anybody can add on to that.

>> Thanks, Mary, we have a question for Morgan.  Mary, maybe this is good for you to respond to as well.  Do you communicate with general VR agency for central points of contact for employers or do you share any of your SalesForce information with general VR?

>> I think will let Joe or Carol finish.  We do not ‑‑ our employment specialist Carol and Joe, do collaborate on hiring sales staff.  I think Joe and Carol, you can talk about collaboration?

>> Yes.  Thanks, Mary.  Some of the things we have been doing is continuing to cross collaborate with our friends at MRC.  Examples of those are large hiring event that MRC leads and has us participate in in past four years where solely hiring process.  High opportunity to network.  Other ways that we have collaborated in year's past ‑‑ for example, Mary e‑mailed their team ‑‑ do they have another program for more cashiering and different levels that specific customer service?  Those are other ways we have partnered with them other than joint meetings as consumer meeting and joint consumer meeting.  We continue to do in‑service.  Because like consortium, a lot of MRC are doing the door knocking.  We have open communication with them.  Specifically with SalesForce, we are not using that with them as of yet.  That would be a possibility down the road.

>> Thank you.  I think we are almost out of time.  I know that Vito had a question he wanted to ask.  I'm going to turn it over to you for the final question of the day.

>> Wow, a lot of pressure on me.  Thank you.  Hello, everyone.  All three of you did mention the leadership.  I wonder if you could expand on leadership's role on this?  How was this presented to the president's of Perkins and Carroll Center and how did commission start with conversations.  How was that done?  Second part of that is, how are consumers perceiving this initiative?  Have they been involved on any level and if any, how have they received it?

>> I can start with consumer part and close it out with executive part.

>> I'm going to let Dina and Rachel talk about Carol talk about perspectives is that okay?

>> Consumer, they are welcoming that with open arms.  When they do the initial intake.  We explain what they are currently doing.  We share the concern that we have, the partnership list.  In two weeks, partnership is going to have three consumers come in.  All employers around the table and informal conversation.  Briefly again, consumers are delighted.  They think it's a slam dunk that we are all working together because we know about Perkins and CCB.  Dina and Rachel?

>> This is Dina.  I know that it's ‑‑ I was not at first couple of meetings.  It was really done sort of at the top and work its way down.  So commissioner had reached out to presidents or vice presidents of organizations.  I think they were at the first meeting or two.  Trickled down to engaging other staff initially two other staff at Carroll Center were involved and I got involved.  I'm primary contact Carroll Center.  Once we start using SalesForce, I will use the job placement specialist directly to be involved.  They have been providing information and input as we have been going along.  I go back to that was one of challenges as identifying as part of people of collaboration involved.  Involved making different decisions at different times and providing different input.

>> This is Rachel.  Our presidency was involved at beginning as well as someone else from our leadership team and I think it was actually beneficial to get the leadership in the room at the beginning because a lot of this collaboration was happening because informally on the ground level.  And then getting the leadership on board to show that this is, you know, to each organization's advantage is helpful to formalize it with MOU.  I think having leadership gave our efforts more legitimacy.

>> And MCB, I think Paul was in from the beginning and both Paul and John, deputy commissioner.  Made it easier for us to hang in there because we knew we were well supported.  We worked well with Carroll Center and Perkins and other folks on it from the beginning.  We continued to radiate that energy and everything went well.

>> Want to add also, from most of consumer that is we work with, clients that we work with are going through a training program first.  And then we are working on internships or employment opportunities for them.  Because we are national, we have a lot of students from out of Massachusetts.  I feel that the database is really a tool for our staff and professionals they work with and our employment staff work closely with Perkins employment staff and MCB and other agencies.  Attractiveness is not so much for consumers but for other state agencies and other rehab counselors to be able to say if your client attends at Carroll Center and choose to be at employment program, we have access at database to look at.  If there is interest in certain area, we can look to see if we have within consortium a contact within that industry to look at possible internship placement or community experience for them.

We have had a number of students that come Carroll Center that came to get jobs in Massachusetts.  That's a plus for us and a plus for them in Massachusetts.  We are trying to recruit for MCB.  But it's ‑‑ again, it's about outcomes and successful outcomes.  On flip side, I think the employers that we are working with, a lot of them are national.  Ability to do an internship or job experience here in Massachusetts at an employer that you can then go home and look at a similar position with the same or a similar industry partner, employer has added outcome and success for the client.

>> Thank you.

>> We are out of time.  I want to thank the opportunity to thank the panelists for excellent participation and thank you to all of you who participated.  We have one final comment from Rick that I will conclude with.  The comment is go pats.  Do you want to hear it conclusion?

>> Thank you, everyone, for your presentation.  Thank you all for attending.  Evaluation link is up on the screen.  You can take this evaluation if you are looking for CRC credits.  We encourage everyone to complete the evaluation and let us know how we are doing.  Thank you again for attending, have a great day.

>> You too.

>> Take care, folks.

>> Take care.

>> Thank you, bye. 
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