
>> The broadcast is now starting. All attendees are in listen-only mode.  
 
>> Welcome, everybody, to today's broadcast. I'm glad you are here with us for this webinar today. 
Corey Smith will be our presenter, our main presenter. But before we get started, let me ... things that 
you might need to know about being able to navigate this webinar. You should have a dashboard that 
looks something like this. That should be on your screen. It's a GoToWebinar Dashboard in the right-
hand part of your screen. It provides you with ways to interact. Now, today, in this webinar, all of our 
participants will be muted. We know that if you are trying to listen to what we're talking about, and 
sometimes, there's little clips of information that you're missing, if you're listening through your 
computer's audio, that may be the issue. You may want to go ahead and try using the telephone to call 
in and be able to listen using the access code and PIN that were provided. We will not be having the 
opportunity to have open questioning at this point, but if you do have questions, you can go ahead and 
enter them into the chatbox, and we'll be monitoring them and trying to answer them, even through the 
chatbox, or we may have an opportunity at the end to have questions answered by the presenters as a 
large group. We'll have to see how that goes. If you were expecting Michael Stoehr to be on today's 
webinar, I am not Michael Stoehr. Although, I sometimes want to be. I am Jacki Lyster, also a consultant 
in our PaTTAN offices in Pennsylvania. So without any further, we'll go ahead and move on to our 
webinar. If you do need tech support, let us know in that chatbox. Let me introduce to you Diane 
Cashman who will tell a little bit about herself, a little bit about this initiative. Over to you, Diane.  
 
>>  Okay. Good morning, or good afternoon, everybody. My name is Diane Cashman. I'm the Director of 
Employment for the Office of Developmental Programs. We're happy to be here today to provide this 
opportunity for you. Pennsylvania's been a member of the Employment First State Leadership 
Mentoring Program. This is a program where states receive technical assistance from the Federal Office 
of Disability Employment Policy. One of the forms of assistance that we're receiving is developing a 
community of practice of webinars that are relevant to increasing employment outcomes in 
Pennsylvania. The Employment First State Leadership Mentoring Program is a cross-disability, cross-
systems change initiative at the US Department of Labor, Office of Disability Employment Policy. The 
goal is to align policies, coordinate resources, and update service delivery models in order to increase 
integrated employment options for people with significant disabilities. Pennsylvania is one of 19 core 
states selected to receive intensive technical training and assistance. Pennsylvania has requested 
training related to increased successes in provider transformation. Next slide. ODEP'S Employment First 
Step Leadership Mentoring National Community of Practice Webinar Series is structured to augment the 
technical assistance areas of primary focus in employment systems change: capacity building, provider 
transformation, school-to-work transition, employer engagement and policy/funding alignment. 
Coparticipants will benefit from national subject matter experts presenting information and resources to 
support Employment First efforts. Next slide.  
 
>> That's the last of your slides.  
 
>> That's the last. Okay. I'm happy to introduce you today to our presenter. His name is Corey Smith, 
and he will be presenting on maximizing social and economic capital. Corey is a senior consultant with 
Griffin Hammis Associates, LLC. He provides training and technical assistance on customized 
employment, supported employment, rated funding and building social capital for people with 
disabilities: families, providers, high schools and funding sources. Corey has spent many years working in 
Pennsylvania, so we're really happy to have him here today. So we'll leave it up to Corey, now.  
 



>> Thanks, Diane. Thanks, everybody, for joining us on this rainy Tuesday afternoon, and I'm not able to 
advance my slides. So if somebody can maybe help me advance slides, that would be great. Oh. And I 
just lost my screen. Somehow I went to advance ... I hit that box for my screen, and I'm not back yet.  
 
>> All right. We are seeing your screen, but we're not seeing your PowerPoint presentation. Are you 
working on two screens? 
 
>> No. I'm not.  
 
>> Okay.  
 
>> You guys have my PowerPoint loaded up, right? 
 
>> We can do that.  
 
>> Okay. How about now? 
 
Are you seeing the screen now? 
 
>> All I'm seeing is "Let's get started!" and I hit that box that took me back in there. If you want, you can 
walk through those and I can try to help me memorize those. So you got the ... I see the Michael screen 
now. 
 
>> Okay.  
 
>> So I'm going to have to have you advance the screens because apparently, I can't do that. I haven't 
seen my PowerPoint yet.  
 
>> All right. Now, is it showing? 
 
>> Nope.  
 
>> Okay. All right.  
 
>> Okay. There's Diane's.  
 
>> Okay.  
 
>> Okay. Okay. So can you advance the slides for me? 
 
I don't think I can.  
 
>> All right.  
 
>> All right. Here we go. All right, folks. So we're going to start with this whole elusive concept of social 
capital, what we've been using in this realm for a long time. So I went back to Robert Putman who wrote 
a wonderful book called "Bowling Alone," which is a huge book I wouldn't recommend reading, but he 
wrote a book about 10 years ago that said that the whole world changed in 1972. And basically, the big 



thing that happened in 1972 is when we all had a working television, and since 1972 we are all driving 
further to work. We have bigger homes. We have smaller families, and people are reporting being 
lonely. If you see consider going to church as a variable, the statistics say that people in Europe are ... 
The number of people attending church in Europe has gone down drastically, but it's skewed because 
the Italians still go at 99 percent. In Canada the numbers are really down, and the data shows that less 
than 50 percent of people under the age of 35 in the United States of America have ever been to church 
even once for a funeral, a wedding or a religious holiday. So this idea of "Bowling Alone," you just read 
the whole book. But a better book is Robert's book called "Better Together," and it's all about 
community building. And I believe that all of the work that we do is community building. So the 
academic definition ... Social capital refers to social networks, norms of trustworthy and reciprocity and 
mutual assistance, gaining social fabric. So how we connect with people, right? And I do a lot of training. 
I actually have a group that I am training today, and we've come to the conclusion that most 
relationships are based on people finding some kind of commonality. There's some kind of restitution 
there, some kind of commonality. Next screen, please. So there was a wonderful man that I had the 
privilege to work from, and John's still around. John McKnight from the University of Chicago. If you ever 
get a chance, you can go online and read some of John's work. He's just an incredible social leader, and 
he runs a company now called Abundant Community. So I was actually around before supported 
employment started, and when I do training I ask people, "Why did we start doing supported 
employment?" And the issue was is John taught us, even back then, to ... He taught us how to do 
sociograms. And turns out that for years, people with disabilities have told us that the most important 
people in their lives are not other people with disabilities. They're not their families. They are those of us 
that are paid to be with people. And we know, in my opinion, you know, we have a lot of turnover, so 
people have that loss. So one of the greatest issues of people with disabilities is this issue of social 
isolation. So the idea of even to be getting supported employment was intended to be the vehicle to 
community, and I would say we're still out. We're a work in progress. But Supported Employment, if you 
recall, predated self-determination, predated supported living. So we want to make sure that, you know, 
we're helping people to get jobs to avoid social isolation. So when we're looking at somebody's ideal 
conditions of employment, and they want more friends, probably working with other people is a pretty 
important variable. Change. Next screen, please. So I've done a lot of looking through all these beginning 
people's work, and they talk about types of community, and I've got to believe, after the election we just 
went through, that is there are a lot of people out there in the Stuck Community, says that people are 
working off of fear, off of old beliefs? And oftentimes, before we talked about people having social 
capital, we have to assess the belief system of the people we are talking to, right? So the example is, if I 
was going to talk to you today about global climate change and teach you something about that, you'd 
have to believe in global climate change before I could teach you. So if you say, "Global climate change is 
a hoax," well, then I can't teach you anything about that, right? So back in the '80s, we did a lot of talk 
about disability awareness, and I hear people all the time saying, you know, leaders standing up in 
sessions and saying, "You know, we really need to go out there and train those employers about people 
with disabilities, that people with disabilities have value," and I never really bought into that. I think it's 
always one life at a time. People want to know about Joey. So let me tell you about Joey and how Joey 
has confidence and how Joey has some common interests in what you do. So through my time I was 
doing some work in New Jersey a couple years ago, and there was these two lovely ladies from Jewish 
Family and Children's services. When I was talking about social capital, they were talking about Jewish 
Geography. I said, "I don't know what Jewish Geography was." And they said, you know, "Within the 
Jewish community, and I think it's more of a ladies thing, is the intimacy of the Jewish community. If you 
need to connect, you call somebody else and you use your Jewish Geography." So when we believe in 
people, and we approach communities, and we approach employers, instead of, you know, "I'm from 
DRX77 Industries, would you like to hire a person with disability?" ... That's why we've started moving 



toward individualized employment ... I want to tell you about my friend Joe, and Joe is interested in that 
same type of work. So we're trying to find that commonality, find that common ground, right? We're 
trying to find that common ground with everybody. The other thing is the group of people I'm training 
right now, one of their concerns is that we have families who are just scared to death, who don't believe 
in their son or daughter having confidence, or asking, "Can you find my son or daughter incompetent, so 
I can move on to facility-based work?" So I think a big part of our work is helping to figure out, analyzing 
cultures of communities, of organizations and the belief systems of the people we work with, and it's 
our job to help people see a more positive future where people can work. Next slide, please. So what 
happens when we change culture, right? There's a lot going on with culture. Right now, you know, 
there's the Employment First, and we all know if we like it or not, there's pushback from plan that think 
we're too aggressive, that they're, you know, that we need to go back to safer things. So it's going to be 
bumpy for a while, but it's been bumpy with all social change. Next slide. But for the most part I think 
that how we got to where we are at is, at least in my 30 years in this field, is younger families want more 
community integration, real jobs, supported living much more than previous generations. So now, we 
have Employment First legislation, and the question is, how do we help people capitalize on their own 
social capital? Change. So but before I get to that, real quick ... Let's see, one life at a time, changing 
culture ... So we know change is hard, right? I had an experience back in the '80s. I was working in 
Kalamazoo, Michigan, and I had this young man, and he was a volunteering mute, and he was a really 
strong personality. And he wanted to work, but his family had this issue about "He couldn't go to work 
because he has this trust from his grandmother," and we dealt with this for 2 years, because he would ... 
At the end of the day the trust was worth about $3,000. We were able to put it away somewhere, but 
we had to change how people thought about that. The other issue was we were asking families about 
who they know and sharing social capital, and this gentleman was a bank manager. And if you don't 
know it or not, and I can't speak for OVR right now, but oftentimes when we are going through the OVR 
process with invoices, oftentimes a family has to sign off on an invoice, and this was back in the '80s. So 
this gentleman shows me this invoice and he says, "Young man, it says here, 'The state of Michigan is 
going to pay you $3,000 to get my son a job. Why are you pestering me?'" So that was a really 
interesting thing that I had to kind of deal with and explaining that. It takes a village, right? That it's 
going to take all of us to know to get somewhere. So one of the things that I strongly believe is we need 
to focus on gifts, and we've known that for a long time. So before I can ask you to do something to share 
your competence, to share your connections, ask you to do something, you have to show me 
somebody's competent. It has to make sense. So on this slide, on Focusing on Gifts, is my friend Michael 
from New Jersey, and he's a young man with cerebral palsy. And basically, physically, the only thing that 
works well is his left knee. But he has the most incredible family that believes in him, right? And so, what 
happened in his case is here is a young man that's taken a few college classes. But in New Jersey, he was 
in a workshop, and they didn't know what to do with him because he couldn't do any kind of assembly 
work. So he couldn't meet the 20 percent. So in New Jersey, if you don't 20 percent productivity in a 
workshop, they send you home. So it was kind of a sad scenario. So we were working in New Jersey, and 
we were over at the DD Council Grant, and we got to know him, and so we went to his home one night, 
and here was a guy that could use his communication device to type up something. So he spent 3 days 
typing up this speech, and he told us that his whole family was into antiques and collectibles, so he said, 
"Since we haven't figured out ways, I'd like to start a small business selling antiques and collectibles." So 
we used some grant money and we started helping with this business, and everything was great. If you 
ever want to e-mail me around the holidays he sends ... He does a lot of Disney character stuff and a lot 
of Christmas ornaments with Disney stuff. But he wasn't working enough, right? And we weren't getting 
there yet. So we started, what we we're going to talk a lot about today, is community action teams. So 
we went to the home, and his parents set everybody up, we basically had a pizza party. And this one 
gentleman didn't identify himself, but he was asking me all of these questions. "What am I doing? What 



am I doing?" So about a week later, I get a call from his mother, and what had happened was the 
gentleman who was asking me all his questions was his physician. And little beknownst to us, the 
physician went and talked to his pediatrician, who was hiring somebody to do medical billing. So instead 
of being the guy who's multiply impaired, who can only use his left knee, and doesn't have much 
communication skills, now, he's perceived as a business owner. So then the gentleman's pediatrician 
calls his mom and said, "I'd like to hire your son to do medical billing." So now he went from being the 
young man with nothing going from him, based on his perception and his confidence to be a business 
owner, now, he owns a small business, and he's wage employment. So I think before that, people didn't 
see his gifts. So sometimes, we connect with people on commonality and based on their gifts. I'm hoping 
that makes sense. Change. One of the other things about social capital that I wanted to share was years 
ago, was one of the days I saw something really powerful happen, and it affected my life for a number of 
years. I was a bag boy working in a grocery store, in the upper peninsula of Michigan of all places, and 
our principal from our high school came in, and I was friends with their three kids, and I was bagging 
their groceries, and it was really kind of a yuppie grocery store, and it was a really hard place to get a 
job. So the Bignalls, I was stocking, you know, Mr. and Mrs. Bignall, and they were just the nicest people, 
and my boss was the cashier. And they said, "Dick, you know, we're neighbors, right?" "Yeah. You guys 
are the best." "Well, you know, we have three kids. And your kids and my kids are friends, right?" "Yes. 
Absolutely." "Dick, we've got two kids in college, and my girls have applied here for years, and you've 
never hired them. We've got my son, Jim, who really needs to start earning some money for college, or 
he's not going. Why don't you hire him? We've been good, you know, customers and neighbors, friends 
for a number of years." So they cashed in their social capital, and Dick Shonenburger said, "Yes, sir. 
When can he start?" Right? So how do we create these situations? And I don't think I have an exact art, 
but I have a lot of ideas. So John is this next slide, and John is a young man from Pennsylvania that I've 
had the privilege to know for years. And John was a young man with mental health disabilities, and he'd 
gone to Temple University, and after he left Temple he had some mental health issues. And we figured 
out his vocational themes were ... His degree was in, like, broadcast journalism. So he really wanted to 
work in that area, but working for a radio station, if you're not a headliner, oftentimes you're sitting at 
home building advertisements and sending them in through e-mail. So he was socially isolated, and it 
was like, "There is just no way. That's not what I want to do." So he kept talking about he had done 
some DJ work. So I had a friend who did DJ work, and this is just kind of how things work when you 
grasp the community. So I called my wife, and I said, "Hey. Can you send me the e-mail of our friend 
who has the DJ business?" She said, "Are you sitting down? He just e-mailed all of us, our friends, 
saying," ... and this was the guy who normally was our mailman. He said, "I'm getting sick of being a 
mailman. I want to expand my DJ business. I just bought some more equipment. I need to hire 
somebody, and I'm asking you to help me with my marketing efforts." So I call him, you know, 10 
minutes later and tell him about John, and he's like, "Well, let's go out to breakfast." So we went out to 
breakfast, and while I'm using my social capital, I'm sitting with his daughter, and John and Will are 
talking about music, and I see Will nodding his head and shaking his head. And 15 minutes later Will 
says, "Corey, this guy has learned more about music than I'm ever going to learn. Where did you get this 
guy?" So fast forward,  John worked for Will for years and years and years doing DJ work, making nice 
money on weekends. And one of the things we talked about is sometimes people tell you that they're 
comfortable sharing the social capital, and some people aren't comfortable sharing the social capital. So 
we really want to figure that out, right? And I think we figure that out one person at a time, but I think 
that's a challenge because we have to show some commonality in relationships, we have to show some 
confidence in the people and the work that we're doing. Next slide, please. So this is a young man, Chris, 
from New Jersey, and Chris is a young man on the spectrum, and he has some pretty tough anxiety 
issues. If you guys can hang with me here for a second. So what happened with Chris, and if you can go 
to the next slide, I know ODEP wants ... So Chris is a young man who did a lot of mascot work, and if you 



can go the next slide for me. So what happened with Chris was he was in high school, and we were 
working with him, school-to-work, and the family was pretty supportive, and he went to a high school 
dance. It was a Halloween dance, and he went as a dragon, and nobody knew that it was Chris, and he 
was the favorite person there. And when he took the hat off people were shocked. Everybody knew that 
Chris had, you know, had autism. So while he was still in school, we helped him at the mall. He was the 
Easter Bunny over Easter. Then he worked at Chick-fil-A. And then right when he was graduating at high 
school, we thought this had some merit. The original Phillie Phanatic is a guy named Dave Raymond 
from the previous slide. So a member of his family knew Dave Raymond and contacted him on Chris' 
behalf. Advance the slide, please. And so that was him with the Easter Bunny. Next slide and the next 
slide. So what happened with Chris was they built this relationship, and Dave no longer works for the 
Phillies, he was the marketing director of the Phillies when he was doing that, and he now has a business 
where he trains mascots all over the country, and his business partner makes costumes for people. So 
they helped Chris with a whole bunch of work, and now, Chris works for them as Pirate Pete and he 
owns this costume. So when he's not using the costume, he rents this to other people. So next screen, 
please. So just so you know, Chris has been featured second season on Hulu from "Behind The Mask." 
And if you go and check out "Behind The Mask," you can get it for free, Chris is up for an Emmy. So that's 
kind of a fun one. Next screen, please. So "Associational Life." We talked about "Who do we know?" I've 
had just this incredible experience in Maryland of late. So I'm working with the Arch of Baltimore, a 
wonderful organization in Maryland, and they've got this woman who is their "discovery expert," and I 
said, you know, "Start working with some people who have some family connections, who have some 
social capital, so we can have some success." So a week later I get invited to this community action team 
meeting to meet with this family. I walk in the door, there are 18 people there, and I'm like, "Oh, my 
god." This family ... And this person knew how to sell it, right? They had six pizzas. They had beer. They 
had cake. And what was interesting is they brought the whole family. Mom brought her whole choir. 
This young man had sung in the choir. Dad was in a bowling league, and dad brought the bowling 
league. So we spent the next 2 1/2 hours with the butcher block paper asking everybody, "Who is our 
guy? And who are his connections?" Within 1 week, that group of people developed a job. So what 
associations are people involved with, and how do we empower people? When we ask people who do 
they know, oftentimes, when we do a community, you know, we want to figure out where ... What we 
want because people are willing to help as long as we explain to them what it is that we want them to 
do. So the funniest thing about this, when I was telling the group that I am training was at the end of the 
night, dad's all fired up, and I'm about 3 hours from home, and I am on the clock for work, and Dad says, 
"Come out on the deck and have a drink with me." And I said, "Sir. I am on the clock and I have a 3-hour 
drive coming home. So I'm going to have to pass on that one." So I have to go have a drink with this guy 
someday and celebrate his son's new job. Next screen, please. So one of the other neat experiences I've 
had these days is also working in New Jersey, having a lot of fun in New Jersey these days, so this picture 
is kind of new, and this is my friend, Kate. Her family is just wonderful. So Kate's a young woman who 
uses a chair, and she's basically paralyzed between her neck and her hands, but she's a pretty 
competent young woman. And it became pretty clear that she could work pretty well in an office 
setting. So the young man, that family that I was working with, dad was a recovering alcoholic and so 
was the job coach, and they bonded over this thing, and they said, "We know so many people. We know 
so many people." So my father was a recovering alcoholic when I was kid, so they dragged me to a 
couple AA meetings to talk about what we were up to because these were all the people that they 
knew. So one of the guys in the AA meeting called me about 2 days later, a guy named Scott, and he 
says, "Hey, Corey. Can you meet us at Starbucks on Friday at 10? I developed a job for Kate." And, you 
know, in my time, I haven't had more than a half dozen really good success stories for people that use 
chairs, so I am so excited. And then I call Brian, the clinic specialist I was training, and his friend wouldn't 
tell us what was going on. So sure enough, we walk in, he was dating a woman working, and she has an 



event-planning business, and she needs help, and then negotiates a job right in front of us. I would have 
videotaped it, but it would have made it funky. So the problem is with Kate is that she basically has to 
have a nurse around, and she's in a big chair, and this young woman lives out of a studio apartment and 
out of a coffee shop, so her parents, immediately, they said, "Why don't you come and train Kate at our 
house?" So her dad immediately ... He's an engineer trained at Rexall. He immediately turned her 
bedroom into an office, and they've been working out together out of this bedroom office for about 2 
1/2 years now. Next slide. So this is the same stuff I'm laying on my class here today. So we want to 
figure out, how do we do relationship mapping? I'm working with some organizations that are doing this 
really well. Who do people know? There's an organization I'm working with in Maryland, and they have 
about 35 staff. They had a staff retreat, and they cleared a whole wall, and they painted the name of 
every person that they knew in the community to say how they knew the community. And some people 
do this poorly, but we want to figure out ... Once we discover who somebody is, and we want to talk to 
families, right? And we want to talk to organizations. And we need people's help with their social capital. 
So we want to do a lot of relationship mapping. Next slide. So we talked about relationship charting. But 
the difference is we can do this in the classroom, but how do we convince a family or an individual? This 
really takes some savvy. So an example is, I've been mentored by a guy named Jeff Straley if you know 
who that is, and Jeff is one of the most amazing advocates in the country and Jeff is from Long Island, 
but he runs a wonderful organization in Los Angeles. When I talked to his staff they were like, "You 
know, Corey, we have people that we serve, and their parents are connected to Hollywood. Their 
parents know everybody, but they won't share their social capital." So we've really, really wanted to 
figure this out. We really want to struggle with this. Like, you have to ... So when we talk about 
employment, I guess the belief is, you know, part of what we do is sales, right? But you have to believe 
in what you're selling. But I think through discovery, we have to find some legitimacy of what we are 
doing, so people will be more ... There will be a greater chance that they'll help us. Next slide, please. 
And, you know, this issue about mining networks to reveal potential connections. Every time I do a 
training with somebody who's got three pages of connections of all these people that they know. Next 
slide, please. One more. So another one of these examples, and I'm trying to ... I don't think I have all 
the answers. I don't have a textbook recipe for all of this kind of stuff, but I can tell you that we keep 
having these successes, and usually, when we research into something, when we see something happen 
over and over again, we analyze what's going on. So this issue about empowered families and having 
one family talk to another ... So this is a story from a young woman in Utah, and she was really, really 
one of these young people who was so connected to her iPad that you'd think she would take a shower 
with it. But yet she was really into her nieces and nephews, really loves children, really loves technology. 
So mom's a schoolboard member at the school she went to, and she said, "They loved her in grade 
school. I know everybody over there. I'm going to go get a discovery activity for her over at the grade 
school." Well, what they did was they had her work with first and second graders learning how to use 
iPads, first and second graders without disabilities. And sure enough, they found so much competence in 
what they were doing, they created a position for her that she's worked there for the last 2 years, and 
every time the bell rings, it's usually about eight kids that come with iPads, and she teaches them how to 
work with iPads.  So how do we build these relationships with families? And how do we take one family 
who's had this success and have them convince another family? Change, please. So this is an oldie but a 
goody. This is through Griffin Hammis. This is Popping Joe, and Joe started a business popping popcorn 
in, I think, 2001, and Joe's business now is worth about $500,000. And when I first got to know Joe, you 
know, the comment is that the school said he couldn't be on task for more than 30 seconds, and, you 
know, they were really concerned. But the family, you know, through discovery, figured out he had a 
thing for popcorn. So Dad jumped the gun and bought him, you know, a popcorn popper. But the most 
important part of this story goes, and this is in Kansas, is it was a small Walmart out in a local area, and 
his aunt was a cashier at Walmart, went to the manager, and said, "My nephew needs a place where he 



is going to do popcorn." And Walmart has been really great to us, but, you know, you think about 
corporate America giving up space. So his first 5 years in business he, for free, was located every 
weekend on the Walmart parking lot. But, you know, of all the story and all the credit you hear about 
Joe from so many people, for so many years, I think the real reason that everything went so well is his 
aunt who got him a connection with the Walmart people. Next slide, please. So one of the other success 
stories that we've had, in all these people that I've learned so much from, a young man from California 
named Hunter. And Hunter was a young man who had been a volunteering mute for 5 years, and this is 
him working with his job now, but if you advance it to the next slide, please. So we did some Vocational 
Themes mapping with Hunter and we brought in all his friends, and his friends and relatives, and we 
spent an afternoon with the staff and with his friends and relatives that knew him real well. Next slide, 
please. And we did this, and I apologize for the quality of this screen, but we did some Vocational 
Themes mapping, and this is Hunter's Vocational Themes map. So we got to know all these things about 
Hunter. Also, his dad had just retired. He was sitting on about a $12,000 plan for achieving self-support, 
and we figured out that what he was good at ... And what we discovered was he was good with 
animation. He was good at photography. He liked maps, graphic design. So I told the team, "Let's go find 
some kind of a graphic design job." So his dad is taking a walk around the neighborhood, gets the 
connection with ... Go to the next slide, please. So his dad walks into ... I'm sorry. Go back. Go back three 
slides. My apology real quick. So his dad walks into, unknowingly, a shop called the I Stitch & Print, 
which is a graphic design place, and he bonds with Alex, who's sitting here teaching Hunter how to do 
graphic-design work. And the rest you can just ... And so we built this relationship. They got to know 
Hunter. They feel in love with Hunter. They'd love to hire Hunter. They didn't have the money, so we 
used a plan for achieving self-support for Hunter to work at this place, and he works there for about 35 
hours a week, at about $13 an hour, and his boss helps him after work. But the point was, once again, 
Dad made the connection. So again, time and time again, when we look at things, how do we maximize 
social capital? How do we maximize economic capital, also, within organizations? All right. You can go 
forward for a couple of slides. The other thing we did with Hunter was the organization that we were 
working with, somebody knew somebody from a law firm, and they started a revolving loan fund, and 
Hunter was the first one to use that to pay for his equipment. So one of the things that we want to ... 
Again, I think we have to see people with competence. There are so many people that ... There is 
recently a friend of mine, who's a wonderful advocate, we met with her and her family, and this young 
person is pretty medically involved and pretty tough to even, you know, they've had a lot of success just 
keeping this person alive, and we met with the family for an hour. The family told us about all the 
disability issues and all the struggles, and I said at the end of this, "But who is this person?" And the 
tears started to flow. It was like, "My, god. We've been so busy keeping this young man alive, we don't 
know who this person is yet." So we really have to figure out who people are. So the questions are, 
when we're meeting with these community action teams. Where's this person most at ease? When is 
this person most in the flow? What people or activities seem to engage this person the most? What 
supports are needed? How are they best delivered? What situations and environments need to be 
avoided? Well, they love GameStop. Well, let's try something other than GameStop. What are the 
individuals skills and talents? Where can we observe these things? I've had so many times where 
meeting with the families, and Grandpa's real quiet until the end, and Grandpa walks out and says, "You 
know, young man. I don't know much about disability, but I was an engineer. Could I take you out to my 
woodshop and show you what my grandson is good at?" And it just blows your mind. Like, why don't we 
know these things? And Grandpa's like, "Well. I know all kinds of people that, you know, can do this kind 
of work." Next slide, please. So one of the issues, you know, I tell people that February is National "Oh, 
my god, our toughest month for job development." So we want to, you know, avoid this play to the 
lonely job developer, because job developer's are obviously shaking their head going, "Yep. Yep. I just 
went through a stretch like this." And we burn these people out, and they leave because, you know, 



they feel frustrated and defeated. So we really have to help them with as much social and economic 
capital as possible. Change. So again, we want to meet with the team, and how do we do that? We can 
do a lot of things. And particularly with teams, if somebody wants to do a small business, you wouldn't 
believe the people that come out of the woods if they're willing to help them with a business. And you 
know, when people ask me, "But who's going to provide the support?" I don't always publicly say this, 
but every time I help somebody with a small business, I have a personal goal that there will be a friend 
or a family member that's going to take care of all the accounting and all the taxes for free. Change. So 
we want to develop a community action team, and how do we do that? It's a person-centered team that 
works closely with a job seeker to help with outcomes for both wage and self-employment. Change. 
Next slide. So the team assigns tasks that complement each person's skills and interests, and people say, 
"Boy, this sounds like a lot of work." But what we find sometimes ... I ask people to look at what they're 
doing. And if you're spending an inordinate amount of time filling out applications online and going to 
interviews where people aren't having any success, we really need to look at what we're doing and how 
we're using the team, and how the supports coordinator help? How can these other people help? 
Actually what I hear a lot in the field these days is there are a lot of supports coordinators who are the 
nonbelievers and the employment specialist along with the family have to help the supports coordinator 
to become a believer. Next slide, please. So before we get to that, a couple of things ... Oh. So we do 
these things called Vocational Themes maps. We map out what people are good at, and I was working in 
Iowa about a year ago, and we did this map in training of who we thought the person was, and we 
brought it over to the family, and we asked mom and dad what they thought. And mom was laughing so 
hard she fell off the couch. And then the two of them started losing it. We couldn't gain control of the 
two of them for 10 minutes, and mom still couldn't stop laughing, and she kept pointing at dad. And we 
had on the map that their son loved cold weather, and they started laughing again. She said, "Our son is 
the biggest wimp. He won't go outside under 72 degrees." So we all had a good laugh. Then mom and 
dad helped us really fill in the work of who this person is. Again, back to some of the fun work that I've 
done in New Jersey. Next slide, please. So there's a young woman that I work with in New Jersey and a 
wonderful, wonderful family, and we say, "How do we get these people involved?" Well, I ask people 
sometimes to write registered letters, like put a smiley face and we'll send a letter to a community 
leader or to a family member saying, "Jen's graduating in 3 months, and she doesn't have a job. Do you 
what unemployment is like? It's just horrible. We want you to come and you don't have to know 
anything about anything. You don't have to know anything about disability. You have to come and just 
hear Jen's story and see how you could participate." So Jen's mom calls me, "We are building a 
wonderful young woman," and she says, "I want you to come to Jen's birthday party and tell some 
stories and do some community mapping." I'm like, "Ma'am, why would I ruin your daughter's birthday 
party? Why would I do that?" "No. No. Corey, you don't understand. She has five brothers and sisters, 
and this is the only time I can get them all together, and I want them all in the room." "Okay. Okay." So if 
you recall, the infamous night that Michael Vick started the new offense in that Monday night game that 
I wanted to see so bad, and I still didn't get to see, this was the night, and I'm wanting to rush home and 
see the end of the game or go to a bar and watch it. And as I'm finishing up this gentleman who'd been 
standing in the back all night and didn't say a word, he's helping me and he says, "Do you know who I 
am?" And I said, "No, sir. I don't. We've not had the pleasure." So he said, "Well, I'm" ... Jen's wife and 
my wife are best friends, and I have never known Jen as other than this cute little person with Down 
syndrome my whole ... I didn't know she had this competence. He said, "Do you know what I do?" I said, 
"No, sir. I do not know what you do." He said, "Well, I do all kinds of subcontracting with every law firm 
in Cherry Hill, New Jersey and for the Philadelphia area, and it looks like the best place for Jen to work 
would be a law firm. Does that make sense for you?" And I spun my head and said, "Boy, that would be 
great, and who do you know?" And he said, "Well, how many law firms would you like to meet, 10 or 
20?" And my head spins off. So in 3 weeks, again, this gentleman developed a job, and he basically didn't 



know how to, you know, pronounce the word disability. Next screen, please. So those of you from 
Lehigh Valley will know Ben Yorgey, our wonderful Ben Yorgey who passed away a few years ago. But 
we got to know Ben, and Ben had some pretty challenging things going on, but he had this incredible 
group of people behind him, and the family always has, and we got to know Ben. The family members 
said, "Go to Macungie Park. Talk to the park board. See what you can do. Everybody loves Ben." Well, 
the park didn't have any money, and they said, "Go to and meet the pool manager, who's basically, like, 
Ben's aunt." So we negotiated a position for Ben that he worked there for about 2 or 3 years, and the 
really sad thing was after a couple years, Ben died. He had a seizure in a restaurant, and when he passed 
away, we had a celebration of life at the park. Over 1,000 people showed up, and the park staff said, 
"This is what we need to do," and everybody got a Ben T-shirt. So since that time Ben's mom has started 
the Ben Yorgey Foundation, and she's relentlessly out there fundraising and making connections for 
people graduating. And every year, the Ben Yorgey Foundation, which is growing in scope and 
effectiveness every year, they give scholarships to young people graduating from high school. Next 
screen, please. So, you know, knowing this, working with high schools, you know, some people really get 
this. And how do we ... Again, time and time again. So a couple of years ago I had the pleasure to work 
with Eastern Camden High School, and it's a wonderful high school that does really well. And there was 
two young women there who were always the leaders, you don't know where leaders come from, and a 
wonderful young woman named Summer Lee Monahan, who's actually a speech pathologist, and her 
best friend, Kim, who's a parent of a young man on the spectrum, who had been in the adult system as a 
job coach and we were teaching him how to do community action teams. So we worked with four 
students that year, three on the spectrum, nonverbal, and the community action teams, always with a 
family member, led the lead to three young people graduating with job before they graduated, and a 
fourth got a job that next fall, developed by connections that his father had. Next screen. And East 
Camden High School is so motivated, they have a goal that they're trying to have every kid that they 
work with ... They kind of have a low incidence of disability ... graduate with a job, and they're just doing 
fantastic things. So when building social capital, we want to get to know people. We want to be invited 
into their home. We want to become part of the family. So first ... Next screen, please. So when we do 
these things, we want to be really cognizant, right? You think about everybody who's been into an IT 
meeting and how people get sick of hearing about all peoples' deficits. So we try to do this in 
somebody's home. This isn't ... never done at the boardroom, and we don't bring all the disability folks. 
In New Jersey, I've got families convinced that it should be a pizza party, and they have to feed people. If 
you feed them, they will come. But the biggest thing is we explain to people what we are trying to do, 
and we ask people to help us. Change. So one of the first steps is, again, people have been to hundreds 
and hundreds of meetings in social service buildings with a bunch of professionals sitting around. We 
want community leaders. We want Uncle Harry. We want Aunt Harriet. We want people to tell us about, 
you know, their vision and all these important things about their family member. Change. So, again, 
we're trying to be good listeners, and this is always controlled by a person with disability. If you don't 
like your support's coordinator, if you don't like your voc rehab counselor, if you don't like whoever, 
don't invite them, just like person-centered planning. Change. So we want to look at ... We get to know 
people, and we get to know them in their environment, and we make people really comfortable. And we 
find these people who step forward, and some people do, and some people don't. Change. The other 
thing we want to be cognizant of is, you know, people with disabilities ... I always say, "People with 
disabilities are transportationally impaired," right? So if we're out at the big-box store 24 miles from 
somebody's house, and we're developing a job at the big-box store, but we can't get the person there, 
what are we doing? Right? We need to get to know people's neighborhoods. You wouldn't believe, 
particularly in rural areas ... Terry Griffin, my mentor, has written this article years ago that he lives off 
the Bitterroot River, just out of Missoula, Montana, and there's 26 ranch homes and there are 14 small 
businesses in the neighborhood, but there's nobody in the neighborhood that has a sign at the end of 



their driveway, and everybody knows everybody in that community. So Terry said he's pretty convinced 
that if there was a young person with disability in that neighborhood, that he could develop a job in 
about 10 minutes. Change. So what are we looking for? We are looking for small businesses, interesting 
neighbors, things we want to learn. Change. Businesses, the culture of the neighborhood. Are there 
motivated people? Is there transportation available? You know, are there safety concerns? And these 
are all the things we want to learn from the community. Next screen, please. So those of you who have 
had some training, what we're looking for is we're looking to get advice, and we're looking to get to 
know people through small business, right? I think the latest data shows that, I forgot that screen, 
something like 74 percent of jobs are developed through who we know. So you know, particularly with 
the people with the Employment First stuff with more significant disabilities, we're not having as much 
success at the big-box store, and oftentimes, you're maybe just a number there. So we're looking for 
these smaller employers where somebody knows somebody. Change. So we want to look at 
organizations, and what kind of social capital do organizations have? Again, some organizations that I 
work for, when they do their annual day of training, they do mapping of everybody they know and they 
paint it on a wall. There's a wonderful organization that I mentor sometimes in Harrisburg recently. I 
attend their staff meetings online, and they wanted to get into this one coffee shop. So somebody knew 
somebody and the other staff helped them get in, right? How do we use that organizational capital? 
Oftentimes I've worked for really progressive organizations where you can't be a board member unless 
you've hired one of our people, and some people are like, "Wow. That's kind of out there." But that's 
something to consider. The other thing with economic capital, what I try to do with an old, old strategy, 
is when I meet an organization I ask to see the accounts payable list and, you know, based on the size of 
the organization that's, you know, two pages, 20 pages. And I ask the accounts payable person and the 
store employment manager, "How many people do we have working at these organizations?" And those 
numbers are usually pretty small, so that's something else to look at. So the next time we have a person 
interested in the type of work that we do at one of these businesses, we have the accounts payable 
person saying, "You know, Aw. Shucks. We've worked with you for 20 years, and one of our job seekers 
is interested in this kind of work. I'd love to have the job coach drop off your check in the next couple of 
days, and I'm wondering if you could give us a little bit of advice." One of the other things we're having a 
lot of success with is board members. So we have a lot of organizations. You have your big board of 
directors, and then you have the subcommittees. Maybe you have a personnel committee, a finance 
committee, a fundraising committee, and one of the things as we move into Employment First, and if 
we're a value-based organizations, we ask the board to host an active employer council. So you bring in 
your support employment member, manager, whoever your superstar new person is and three or four 
key board members, and you ask them to bring other people that help us, and we basically buy this 
group of people breakfast once a month or once every 2 months, and they help us make connections. So 
you know, we talk about how we're harvesting social capital. Change. So one of the fancy terms out 
there these days is employer engagement, and people have a lot of corporate ways to do that. This is 
one of my colleagues, was working in Utah a while back, and they were working with a young person 
whose two themes were transportation and entertainment. So this is just within the staff. The workshop 
manager's brother was managing the NAPA store and I think the activity program managers brother was 
the manager at Radio Shack. And if you can see these things, so the NAPA guy got us invited to meet, 
right to the store the auto detail, the car painter, the engine builder, on and on. The Radio Shack 
manager introduced us to all of those. And then we met, if you look at the other circle, we met all these 
people in music. We met all these people in mechanical, and this is just an incredible list, and every 
time, there was an intimate relationship developed. So the good news is this young man ended up with 
two jobs. One is an announcer at the race track, and the other is he works for a mobile recording studio, 
and that's great. But the other thing is through these connections, through who the friends and family 
knew, we now have relationships with all of these people. Okay. Next screen. Renaldo is a young man 



from New Jersey, and he works with Jewish Family and Children's Services, and their board adopted 
Renaldo. So Renaldo is a young man who is a pretty effective painter, in my opinion. Those are one of his 
paintings, and four women from the board developed his community action team. These are all 
grandmothers who have connections to the art world. So 2 years ago, Renaldo made $27,000 selling 
paintings, and every connection he had were board members that are basically on his team who are 
responsible for every contract and about every sale that he makes. Next screen, please. You know, we're 
just asking for advice. I was working in Ohio a few years ago, and this is a young man who had some 
mental health issues, and he was just a wonderful cook. And what happened was the gentleman who 
was leasing the building to the organization we were supporting, he walks up, and he says, "You know, 
that young man there is my son's best friend. If he gives you any crap, I'll put a boot in his butt. Do you 
understand me, Corey?" "Yes, sir. Yes, sir." So he helped us, and he wanted to own a food truck. So he 
told us, gave us the credibility that he could cook. We invited all of the dignitaries from Youngstown, 
Ohio, and we did a sample cook-off using grant money, and that day we had 250 people come through, 
and they all loved his food and said they would pay about $12 a plate. So these people made the 
connections for the start of this business, and we were just simply starting by asking for advice. Next 
slide. So this is George. George is a guy from New Jersey who is just an unbelievable young man, 
multiple disabilities, and we helped him develop a small business as a DJ, and he needs quite a bit of 
support. But basically, the young woman who ran the support employment program wouldn't give up on 
him, and she hired him to play the music for her wedding a year ago, last fall. And just through this 
young woman and her husband, who works in the entertainment industry, the two of them have 
motivated this guy to have some pretty effective outcomes. Next slide. So if you've ever done this whole 
thing that, you know, the Microsoft guy, I believe, the Six Degrees of Separation, we do this from 
training, and we're never that far away from, somebody said, "the right person." We were doing training 
in Ohio a couple years ago, and these young women wanted to meet Michelle Obama. So they made a 
connection, and the same day, Michelle Obama called into the training and talked to the group for 10 
minutes. I was training in Harrisburg about 2 years ago, and this group of young folks said, "We want to 
meet Bill Murray." So they made some connections. At the end of the day, I'm leaving, and they hand 
me the phone, and I'm talking to Bill Murray. And if you don't know this, Bill Murray does not carry a cell 
phone, and he has a 1-800 number. So this whole idea that we're never that far away from people. So 
how are we spending our time? Maybe we should spend less time worrying about what won't work and 
focus on what will work. Maybe less time filling out applications online and getting to know our 
community, and the richness of community is where we should go. And I think we're about at the end, 
at this point in time. I don't even know if there were any questions, or people can e-mail me. How we 
doing? Next slide. I think we're there. Hello.  
 
>> It's Jacki. Hi. I don't see any questions in the question box. So we're good for that.  
 
>> Okay.  
 
>> We really do thank you for taking the time to be with us today, sharing this information about social 
capital. You really have given us quite a lot to think about and, I really think, quite a lot to take action 
with right away. For that, we're really appreciative.  
 
>> Great. Thank you. If you just give people the last slide, they can e-mail me if they have questions too. 
I think my e-mail address is on that last one. Well, thank you, Jacki, and thanks for having us today.  
 



>> Yeah. We really appreciate it, and thank you, everyone, for attending this webinar. We're really glad 
so many people took the time to be on this with us, and we look forward to being with you in future 
webinars. 
 
>> Thank you so much. Everybody, have a great day. 
 


