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Who We Are: Staffing

2.0 FTE TOTAL STAFFING




Who We Are: Enrollment and Retention

Enrollment:
o 95% rate for those eligible

Retention:

o Over 20% higher than the national
retention rate for our cohort (all
time points).



Pre-enrollment Structural Basics

What Matters?

o Tick tock, when to start the clock

Six missed enrollments because of the
clock

o Money “Matters:”
Type of incentives
Amount of incentives
Structure of incentives



Presenter
Presentation Notes
Clock- Feasibility/  standardization trump other considerations (e.g. service dosage).  When you start the clock matters. For us, first FPM- not the cleanest in terms of capturing all  services, but easy t o standardize, easy place to enroll
Lots of feedback from families on this piece
Graduated- honest about reason for this $100 total for youth, $165 for caregivers. Certificate to choice of big box store
Whether incentives matter depends on income level of population being served


Enrollment: Selling the “Product”

What Matters?
o What’s The Product?
The Evaluators vs. The Study

o Who sells what?
Clinicians vs. Evaluators
o What'’s the Sell?
Turf, Pitch, Training
In Person: Establishing Relations & Interest

Oooh... Please don’t say THAT!...
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Presentation Notes
Clinicians sell the data collector
Evaluators sell the study
What’s teachable/ what’s personality– recognition of this
FCC buy in on evaluation and data collector- huge to communicate to families
Good rapport with FCC/s- huge
Good rapport with Clinical supervisor- s upport that strong sell is part of FCC job
Create script- word for word- what to say, what not to say, notes. Practice– limited explanation of evaluation. Pilot script. Evals role to train well on this for all staff and revisit over time if enrollments declining 
In person enrollment with eval and families- resource huge, but worth it- harder to say no factor, more interesting pitch, opportunity to form a  relationship, opportunity for family to address concerns/ ask questions


Enrollment: Staffing Structure

What Matters?

o Cross consent

o Cross scheduling

o Schedule baseline at enrollment

Always available!
Move it along!
Minimize call backs!
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Anyone can do a  consent- particularly important for large geographic region
Anyone can schedule an interview


Hiring for Retention

What Matters?
o Personality- HUGE

The Right Person: Securing the not-so-
teachable...

o Families and youth involved in hiring

o Mock Interview; Confidentiality
scenario- what would you do If...

o Know your people
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Feedback around who they’d want coming to their house and why– personality feedback. Chance to see them in action.  Scenario- confidentiality chance to see their gut reaction/ understanding on families we’re working with;  ease in various situations

Flexibility, autonomy, trust


Staff Retention

Keeping a keeper
(staff retention versus study retention)
o Paid to chase
o Flexibility
Life
Job
o Autonomy
o Trust

o Professional development
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Mentality of staff: paid to chase, no-shows/ clinical forgetting aboout us, no one ever calling back, waiting around for people that are late or that forgot about us– all par for the course. Not worth getting frustrated about. Sod as part of what you’re paid to do. It’s the job- doesn’t go as planned,  much of the time. Making sure this piece is a good match for people. 
 
Flex in another sense too-- hours, including weekends and nights. Make it worthwhile as a manager-  what comes around, goes around (skiing, kids, wind is up)  Get the job done well versus put your hours in in accordance with a schedule. Flexibility in position- demand it and afford it. People with other stuff going on- those that don’t fit the bureaucracy very well

Lots of professional development/ life development opportunities b/c job is so redundant.  Loose on what goes


Retention: Getting the Data

What Matters?

Permission to
Chase

The Reminder

“Can | call the
world to find you?”

“Don’t call us...
we’ll call you...”

Factor

Courtesy <

“Don’t come to us, we’ll
come to you...”

“By the way, can |
bring you anything?”
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Permission to chase on consent
Juv, DHS, schools, Tx, corrections, stop by your house, relatives, etc.
Reminders- day before, day of, hours before “I’m on my way.”  I’ll try ya back later,
Courtesy- I wondered if I could bring you anything. I’m stopping at such and such on my way-  coffee, snack, sandwich,  etc.
Location- tires changed- lobby; moved mid interview.
Time- weekends, nights,
Pace- 2-3 sittings, many kids crawling all over- none of that discouraged or apologized for


Retention: Getting the Data

What Matters? | Location, time, pace of
Interview... all family driven.

Convenienceé

Last minute accommodations

] Cross duties, fast call backs, fast
Service bookings, after hour call backs

Graduated incentives

Compensation ——

Confidentiality and non-intervention

Trust _ _ .
i No Surprises: “Recall this question can

trigger a mandatory report...”
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Permission to chase on consent
Juv, DHS, schools, Tx, corrections, stop by your house, relatives, etc.
Reminders- day before, day of, hours before “I’m on my way.”  I’ll try ya back later,
Courtesy- I wondered if I could bring you anything. I’m stopping at such and such on my way-  coffee, snack, sandwich,  etc.
Location- tires changed- lobby; moved mid interview.
Time- weekends, nights,
Pace- 2-3 sittings, many kids crawling all over- none of that discouraged or apologized for


Enrollment and Retention

What May Not Matter

O

O
O
O

The brochure
The understanding of the study
Thank you cards

Incentive Amount

Above market value } Socioeconomic context?
Draw for large amoun

Evaluation Respondent Celebrations

Mugs and magnets

The Gift of Individualized Reporting (“I’'d
prefer the mug thanks...”)

Still good reasons to implement, just unrelated to retention



Questions/ comments/ requests for
materials?

becca sanders@class.oregonvos.net
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