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Facilitator:  Steve Smith  

Review of the minutes from last meeting.  Minutes will only capture the important point of the meeting and will be added to the website the Friday before the next meeting.  Dates of discussion were added to items of interest/subjects from last meeting (2//2012).  Additional items may be added as parking lot items.  Prioritizing topics will be done individually, at the end of the each work group meeting priority levels should be done.  Priority levels will be submitted to the SBA Executive Team.  Your input is very important.
Agenda:  

Presentator: Kevin Keeton (Contractor) 

1) Impact Collection and Calculations


2) Collaboration Tracking – sharing clients, events

Click here to view the presentation and listen to the recording:  https://connect16.uc.att.com/sba/meet/?RecordingKey=138DF49A-8D06-4EB4-AD34-133025FFDC7C
Items of importance 
Partner Collaboration - 

· When discussing partner collaboration, it is important to ask a few questions.  SBA also needs to identify what is important to the Agency or Congress when talking about collaboration.  This will lead to identifying the attributes needing to be tracked which factor into how collaboration is measured.
a. How the clients are being shared?
b. How do you measure collaboration?
c. How do you demonstrate collaboration is happening?
d. What does collaboration look like?
e. How do we capture in the tracking tool?
f. What forms of collaboration work and what does not work?
· Linda at the Tacoma WBC says that WBC, SBDC, SCORE and PTAC all share space and work together to find out what stage the client is in and then assigns them to the office that best fits the client’s needs.

a. In this example, it was clear to all partners that each of them had a different client market but they had to collaborate to figure out how working together added value to their organizations.

b. A downside to this example is that each partner tracked client information differently in their own systems.

i. No way of showing the progression of one client through all of their organizations (conceptual stage ( newly started business stage ( business growth stage) 

· Co-location plays a role in defining what services each partner offers and what clients they service.  Having different partner organizations located in the same office allows them to focus on the strengths of each partner.
· WBC, SBDC and SCORE are highly personality and skill dependent amongst the counselors at the various organizations and not how any of the organizations are structured.  It seems like the service providers structure themselves with whoever has the best skills and experience in the area that the client needs counseling on.

· Collaboration is also highly dependent on “local leadership” to help coordinate between all the local partners and help them communicate with each other.

a. Can we survey all the partners to find out how they are working with each other to get a better idea of how to define collaboration?

· A large impediment to tracking collaboration across partners and networks is the privacy laws that restrict service centers from sharing client information.

a. This is a conflict that deals with the interpretation of the Small Business Act.  Depending on the interpretation, some feel that SBA has the authority to view these records and others feel that the records must remain anonymous to outside organizations.

· SBA is planning on using their summit in March to discuss this topic further.

Impact Measurements - 

· When discussing Impact Measurements like Jobs Created, SBA chooses to calculate this by taking the difference of total number of employees during two time periods…Should this process continue or is there a more accurate way of capturing these metrics?

a. When calculating the difference between two time periods, you run the risk of attributing too much or too less impact to the partner organization because there is no other supporting information that indicates that the partner organization helped achieve that metric.

· NY SBDC clients receiving counseling who had some sort of milestone activity receive monthly confirmation surveys to verify metrics like jobs created or retained.  All records not confirmed are not counted toward organization metrics.

a. If surveys aren’t confirmed then the partner doesn’t count that toward their organization metrics.

b. Any client that remains inactive (no additional sessions with the partner) for 60 days receives a follow-up communication to identify if any impact has occurred.

· Many partners don’t have an aggressive follow-up system in place to identify client impact which may or may not be attributed to the partner organization.

a. For example, SCORE doesn’t report metrics like jobs created, retained, capital infusion, etc. to the EDMIS system on a ‘real-time’ basis.  They measure their client impact through an annual survey that is sent to 100% of their annual client base.  Those survey metrics are then reported to SBA.

· Consistency is the biggest issue with trying to collect this impact information.  Unless all partners are collecting and reporting the information back to SBA the same way, then there will always be a risk of inaccurate data.

Upcoming meetings:

Internal workgroup meeting:  March 2st, 1:00pm – 2:30 pm

Workgroup meeting:  March 13th, 2012 - 3:00pm – 4:30pm
Agenda Items:
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