


Now that you have begun to develop a
relationship with the business it is time to put

your words into.



INTRODUCTION
OF THE
BUSINESS AND
APPLICANT/EMPLOYEE
SUPPORT SYSTEM

Y ARE



Develops Professional
and Trusting

Increases

Efficiency in the
Hiring Process

ASssIsts with
Onboarding
Process

Listens and Learns
from the
Professional

Brings only VIABLE
applicants to the
business

Helps resolve
Retention Issues

|dentifies possible
unmet needs of a
business

Interview Supports

Assist in identifying
REASONABLE
Accommodations




Training Support

Support Business in
facilitating
conversations with
employee as
needed.

Offer training to
Management
Team and Staff

Ongoing Supports
for Employee

Identifies supports
needed

On Going Supports
for Business

Explains
expectations to
both the Job
Candidate and
Employer

Does NOT make
promises that they
can not keep




>T IMPORTANT ROLE

'BUSINES Bug}N ESSk I

Resources PARTNERSHIP




The Job Coach/Retention Specialist:
The Business Supports

= Supports the business to ensuring that the individual is
completing the tasks as they were shown and frained.

= Supports the business to making sure that expectations
are being met by employee.

= Supports the business in creating tools which will enable
he individual in becoming independent. These tools
are often used by other employees as well.

= Assists in implementing REASONABLE accommodations
and identifying additional accommodations as needed.

= Assists in facilitating conversations between employee
and employer.




Retention Specialist/ Job Coach
and
What they ARE and What they are NOT.

Defining the Role

What a Job Coach is NOT What a Job Coach IS

The Trainer Provides supports during
training
The Employee Provides Support to the

business to ensure that
expectations of employee
are being met

Supervisor Assists Supervisor in
addressing issues and
creating solutions as needed.




NEXT STEP: HOW DO YOU KNOW IF YOU CAN
BRING THE BUSINESS VIABLE APPLICANTS?

IT IS TIME TO DIG IN AND GET YOUR HANDS DIRTY




COMPLETE A TASK ANALYSIS: [ R
Y|
Task
“Analysis

k analysis Is:
w a task is accomplished
manual and mental activities task



 You don't necessarily need to spend a whole day
or week with someone if you want to learn about
a specific process. It may be a matter of a few
hours.

J By being clear upfront about what you want out of
the experience, you can identify the specific
activity you want to learn about — and ask when it
would make sense to observe them.

If possible, wait until the person is out of the rush
If that rush period is exactly what you
lain this to the



20/20 Vision:

...........
= !






CLOSE THE DEALI

By Now You Should Have Learned the following

d What are the hiring needs and process?

discovered unmet needs of the business?
sts by customizing?

Increase productivity



HE DEAL




CLOSING THE DEAL INTRODUCING THE VIABLE APPLICANT
Who is the VIABLE APPLICANT?

4 Individual meets the essential functions of the position
with or without accommodations.
nvironment IS an environment where individual will be

e of the organization.
Ified and level of




MEANS OF INTRODUCTION




THE VISUAL RESUME

L Shows individuals Personal Brand.

Joe Doe EXPERIENCE

Designer
‘ ’ INTERESTS

O Great tool to use for those who may not necessarily

1terview well.

tion either during and interview or prior to the

vork




THE VIDEO RESUME

O The video resume should be less than 2
minutes long and should highlight the
applicant's skills.

J Add a code to the resume so business
antly see the candidate’s skills!



The Interview: Preparation is Key

O Before the interview, spend some real time on the employer’s website with the job
applicant so they understand the type of work the business does and the MVV'’s of
the business.

O Dig into the job description making sure that the applicant understands the
ssential functions of the job.

ikely to be asked, and practice.

Imes may not be enough.

-

One important key to
success is self-
confidence. An

important key to self-

confidence is
preparation.

o Arthur Ashe
QUOTEHD.COM o R




WHAT IF | DO NOT HAVE A VIABLE APPLICANT TO
PRESENT?

PARTNERSHIPS!! - Talk to your partners, maybe they will
have an applicant you can refer

e this! If you & your partners do not have an

Jo- do NOT refer someone just in




MAINTAINING THE BUSINESS
RELATIONSHIP:
The Employment Specialist

There are many things you can do but these are
some of my favorites:

1. Monthly check in phone call
2. Lunch or coffee quarterly to check in
spond to their job postings with questions



THE RETENTION SPECIALIST/JOB COACH

— iy QO Introduce the Job Coach to applicant and business prior to hire.

O Always provide current contact information.

O Follow the guidelines which were set into place by the
Employment Specialist/Job Developer.

O Provide support to the natural supports on how to be support the
new employee. This is your time to educate.

O Do weekly check-in's with supervisor.

upports make sure that it is a mutual
nolders.



THE AGENCY

O Follow through on all promises made to the business.

0 Engage the business with agency events and fundraisers

business for what they do in supporting Employment First.

artner. They are aresource to help develop

agencies



End of PART II
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