
>> Welcome. My name is Kimberly Williams. I am with the Office of Vocational Rehabilitation. I ... Your 
turn? 
 
>> I am Jared Dressler. I'm with the Juniata County School District. As of now, formerly with Workforce 
Investment Board, not the board, but through the Workforce Investment Board with WIOA and TANF 
act. Just to get a feel for who we're presenting to, because, I mean, this presentation can go multiple 
different ways depending on if we have majority parents, if we have majority teachers or educators or 
anything else like that. So real quick, show of hands, how many of you are educators in here whether it's 
high school, alternative or anything else? So. Count. Good. How many of you are ... 
 
>> With agencies?  
 
>> ... with agencies such as TANF funds, WIOA, OVR? 
 
>> Okay. 
 
>> Okay.  
 
>> So, the rest of them.  
 
>> Good. Who we are, like I said earlier, I'm currently the Transition Coordinator for Juniata County 
School District. My role for that is literally taking students, figuring out what they want to do whether 
it's postsecondary, what they want to do in the workforce, if they want to go to college, helping them do 
the college searches. So actually going out and finding the businesses to try to tailor what they want to 
do, if they want to do that, is one of the key roles. Former vocational instructor through WIOA and the 
TANF youth-based services. There I did pretty much the same thing for the last 8 years. Juniata County, 
how many of you are family with Juniata county? It's an hour south of here. Get on 322 and head 
towards Harrisburg. You miss it because we only have two exits.  
 
>> [LAUGHTER] 
 
>> We have Mifflintown. Well, actually we have Mifflintown, Port Royal and Thompsontown. So 
between those, that's only hitting the upper half of our county. The lower half of our county, which is 
Richfield, Oriental, has maybe a population of right around 800 people. So I mean, it's very small. You 
can count the number of businesses on one hand. So my role as a vocational instructor was connecting 
with those small businesses and actually trying to find how we can partner, how we can tie roots and 
actually gain that partnership where I can take my individuals' support with those businesses. I'm also a 
member of the Juniata County Prevention Board. And a lot of this, you might think is like, "Ah, he's just 
tooting his own horn." But later on, I'll actually get into it because the community involvement that we 
have to do in order to garner the attention of these small businesses is through, like, the Prevention 
Board, through the Juniata County Transition Council. It's where we actually make our initial 
connections. Without those initial connections, we don't know that there's a mom-and-pop shop 10 
miles down the road because it's actually a little cardboard sign at the end of their alley that says that 
they deal in antiques. We wouldn't know that, but they might be that connection that we need that are 
more than willing to take somebody in, to mentor them, to show them the ropes of retail, to show them 
the ropes of maybe picking. You never know.  So these are those opportunities that we actually are able 
to touch base and tie connections with. And next ...  
 



>> So my name ... Did I just skip over all of that? 
 
>> Yeah, you want to go back.  
 
>> Huh.  
 
Okay. That one didn't slide in the way it was supposed to.  
 
So anyway, I am currently the Assistant District Administrator for the Harrisburg District Office, so a lot 
of what I'll be talking about is some of the things that Jared and I have done together through the 
Harrisburg District Office. So just depending on who you're connected with, you may need to check with 
your district offices. Previous to this, I was a Supports Coordinator for County. And then I've worked in 
the ID field. Actually it's been since about 1991. I worked at a state school as a direct care staff and I've 
kind of worked my way up. And I did a QMRP when I was in Texas. And I've done some case 
management in group homes and things like that. So that's a little bit about some of my past work 
history. And here goes your community-involvement piece. 
 
>> Yes. Community involvement, I'm very active. I have two kids. I have a 6-year-old and a 12-year-old, 
and they keep me very active. One of my community involvements is coach. I coach multiple sports. I'm 
an assistant varsity wrestling coach. I've coached my daughter's softball team for the last 5 years and 
also coached my son in his beginning years of wrestling. What that actually does, though, is you'd be 
amazed at how many business owners have children, right? You think of business owners as business 
owner only. They don't have children or anything else. But those businesses, their children are involved 
in these activities whether it's the softball, whether it's the wrestling. What does that do? That allows 
me to go out to Perry and say, "Hey, your son did really good last week at the match. Hey, by the way, 
would you be interested in ..." It allows us into those lead ways. Without those lead ways you can't 
gradually break into where you want to get to. I think I pretty much tied in with those, junior-high 
football coach. Another one of the things that I do is treasurer for our local municipality. This allows me 
to tie in locally with, especially, our townships, our boroughs, and anything along that line because 
there's a lot of employment opportunities within the small boroughs. Juniata County itself is broken 
into, I believe, 13 boroughs, townships and municipalities. With each one of those, it allows us to tie in 
with summer work where they might be going out with the municipality, clean up the parks, painting 
parking lines of anything else like that. But that might sound mundane but allows us to connect and tie 
in with that occupation as well. So what does community involvement get you? It gets your face seen. It 
allows people to know who you are. It allows people to walk up to you and say, "Hey, I saw you at the 
conference last week. I saw you at the meal last week. I saw you down at the corner deli last week." And 
it allows you to actually be able to put your program, your school, your agency, it puts that in their head. 
So it allows them to connect two and two. If I walk into a business and say, "Hey, my name is Jared 
Dressler. I want you to do this." They have no clue who we are. They might think you're a salesman of 
some sort, which, actually, we are, to a point, because we have to sell what we're offering to them to 
make it worth their time. Hmm, let's see. It allows you to meet your local businesses. It gives you 
connections to other businesses and allows your program to be seen in a positive light. And these all, as 
you can tell, the PowerPoint pretty much does nothing for me. I rattle on.  
 
>> [LAUGHTER] 
 
>> So if I follow back, it's just to make sure that I haven't forgotten anything. So, I mean, it does keep me 
on track so I don't go to the next slide or the next slide. But really, in essence, the community 



involvement is key. How many of you here are just interested in finding out how to get somebody 
employed with your agency or your school to actually become a business representative or a business-
getter, as I would say. Okay. Definitely look for somebody. I'm a local. I grew up in Juniata County, so I 
know the majority of it. I was in sports the whole way throughout, so I know a lot of people through that 
avenue. Definitely, you want to find somebody that's relatively familiar with the area, knows their way 
around, because when you first walk into a business, you want to be able to make that small talk. Yes, 
we want to be professional. 
 
Yes, we want to go in there, and we want to be business-oriented, but a lot of times, your smaller, rural 
areas, they don't want somebody coming in there and saying, "You've got to do this, this, and this in 
order to get this." Break it down. Introduce yourself. Talk to them. Peruse what they have within their 
facility or in their office or in their building or anything else. Throughout the 8 years that I've actually 
been involved with the two different programs, I was able to tie in with Realtors, insurance agencies, 
general stores, construction sites. I mean, the avenues are endless, really, as long as you go in with the 
right mindset of how you want to actually tie in your program, your agency with that business.  
 
>> Know your program.  
 
>> So here is where it gets good, a little bit of background as my position as vocational instructor. As I 
said before, it was through WIA, which is now WIOA, and also with TANF funding. So that allowed me to 
really be able to sell my program to these businesses because our program covered liability and 
workman's comp insurance, so I could actually walk up to a business and say, "How about a risk-free 
opportunity for you?" because it is, really. If you put somebody within their facility for them to mentor, 
it doesn't fall back on them because we carry the workmans comp. We carry the liability insurance. We 
carry the wages. So it was literally risk-free. And when you go in through that perspective, especially 
with somebody that has maybe an employee list of 10 people, it makes it highly beneficial because not 
only that, you now get an eleventh set of hands at no cost, but those business owners take pride in 
being able to mentor the youth that are coming up through because the majority of the business owners 
in rural Central Pennsylvania live within a 10 to 15-mile radius of their business. So they take pride in 
knowing that this individual or that individual might only be three doors down. Actually, in our case, it's 
more like 3 miles down the road because that's the general vicinity of neighbors. So they take pride in it. 
So allowing them to know that, "Hey, you're going to be their first professional reference. You're going 
to be their first work history. You're a first for a lot of these kids, a lot of these participants." So they 
take pride in knowing that. So allowing them to know that they're the first on a lot of levels for these 
individuals makes it a lot more pride-worthy, you would say because then they can say they've taken 
this individual under their wings, taught them the ropes and they've gained that new work reference, 
that new professional background. With something like your OJTs, on-the-job trainings, WBLEs, which is 
work-based learning experience, paid work experience, job coaches, Kimberly can actually elaborate a 
little bit on OJTs because that's more where my program ties in with OVR and allows that, and also with 
work-based learning experiences.  
 
>> Okay, so OJTs and the work-based learning experiences, those are OVR programs. The OJT is usually a 
contract with the employer that we do. That's a 90-day contract, for the most part. I mean, for students, 
we'll pay 100 percent of their wages. The work-based learning experience, it's exactly that. It's more of 
an experience that we're trying to get to a student that's usually a junior or a senior during that, and 
that's a 90-hour. So that's the big huge difference between those two, is one is 90 days, and it's leading 
to permanent employment where the other one is just an experience that we're trying to give them so 



they understand what it's like to earn a paycheck and to have that money. So that's the big difference 
between the work-based learning experience and the OJT.  
 
>> Expect any and all questions. I walk into a business ...  
 
>> Oh, I'm sorry. I thought you were taking questions. 
 
Go ahead.  
 
>> No. We will be in a little bit. Expect any and all questions. You walk into that business offering 
something, I bet you 10 to 1 they're going to ask you something about what you're offering. Okay? So 
knowing exactly what your program offers, and I will jump back up to know what your program offers, 
knowing that your program can offer the liability workmans comp insurance. That is one of the key 
things because right off the bat, the owner or the human resources person, whoever you're going to talk 
to, is going to say, "What if Sarah Jane gets hurt on the job? Does that fall back on me?" If you know 
your program, right off the bat, you can snap back and say, "No. That will fall directly on us. We carry 
that workmans comp insurance. We carry that liability insurance. If they get hurt on your premises, we 
take care of that." If they ask, "Well, who's going to pay this person?" "Oh, we do." So knowing exactly 
what your program offers allows you to actually sell that to the employer. So if you have, for an 
example, in Richfield, PA, there's one pizza store, a Uni-Mart and a florist. I walk into the florist, and I 
say, "Would you like to partner with the program?" And they say, "Well, I would, but ... " You say, "Well, 
it's absolutely no risk. We carry workmans comp, we carry liability insurance, and I will try to place the 
person that is interested in becoming a florist. It might not be exactly a florist. They might not exactly go 
into becoming a florist. But if I have somebody that I know who's going to a vocational school for 
horticulture, that would be an excellent fit." So being able to say, "I have somebody that is in 
horticulture that knows all about plants. How would you like to be able to mentor them a little bit 
further?" And that ties back into putting it in their court. You are now a mentor to an individual. So it 
boosts the sell for them. Be prepared with flyers and cards. A lot of the times, they're not going to 
respond right off the bat and say, "Yes, give me 10 of them!" sometimes, not often. Well, never.  
 
>> [LAUGHTER] 
 
>> But when you actually walk in there, if I walk in there with nothing in my hands, no folders, no flyers, 
no business cards, what does that make me look like? Unprepared. You, as a business owner, are you 
going to want to work with me? No because I'm unprepared. If I walk in there with a pamphlet that tells 
them exactly what my program offers, what my school offers, and gives that to them and say, "Here's 
my card. If you decide, give me a call" ...  
 
>> And that's the other big thing about that, is ...  
 
>> ... it's going to allow us to become a lot more.  
 
>> And that's the other thing about that piece, is the fact that if you don't go in with any business cards 
or any pamphlets, they may not have a slot at that moment in time, but they always have that pamphlet 
or that business card to look back to. And it may be 6 months later that, "Oh, yeah. There was that guy. 
Where did I put that information?" So leaving that stuff is very, very important. 
 



>> And not only leaving that stuff, but later on, we'll actually tie in. It's not one and done. If you stop by 
and it's not there, don't be afraid to go back. Don't go back the next 3 days in a row because then you're 
going to become a pest, and they're going to be like, "Oh, my God." Looking at the security camera, 
they're going to be like, "Don't open the doors." But if you go back in a timely manner, it's just like 
whenever a lot of my students and I teach them, it's the same thing with follow up. When they submit a 
resume, submit an application, don't hound them. Don't call them 3 days in a row and say, "Hey, I 
submitted an application and I haven't heard anything." Well, yeah, you haven't heard anything yet 
because they haven't gone through it. Wait a couple weeks. Go back. Just say, "Hey, I'm just following 
up. I wanted to know if you've had a chance to think, if the information about the so-and-so" ... You'd be 
amazed at how often you go in, you drop of the information with a secretary. You go back 2 weeks. 
Guess who still has the information? The secretary. It never made it off the desk. So now you say, "Is so-
and-so there?" And they say, "Yeah." "Well, here. I didn't get a chance to give it to him. I got swamped 
whenever you left. I completely forgotten about it." So now it's fresh in her mind. It's the same thing 
with resumes. You call them up, resumes, they don't talk, right? So it's pretty much the same thing. Have 
success stories ready. Success stories are great selling pieces. I'll give you one that I can roll right off the 
top of my head. This happened probably, I would say, 6 years ago. Six years ago I had an individual that 
came into my program. Finding employment wasn't the only thing with the out-of-school aspect that I 
actually worked with. The GED prep and everything else was one of the big things. This person walked in 
the door, no GED. The dropped out 3 years prior at a 10th-grade level. We worked with them almost 7 
months straight on a Monday-through-Friday basis. That allowed them to gain the information that they 
needed to grab their GED. By the time they got their GED, we placed them in a paid work experience. 
The paid work experience was actually at a manufacturer, which was ACPI, which, back then, I believe 
was Armstrong. Prior to that it was Triangle Pacific. It's a cabinet manufacturer. We placed them there 
for, I believe, at the time, it was a 6-week work-based learning or, actually, paid work experience. So it 
allowed them to go through that training period because a lot of your manufacturers are going to have 
that 90-day probationary period. So we enabled that sell to come out to them to actually pull this 
person in, and was able to say, "Hey, here is a free opportunity for you to get a new employee, go 
through that probationary period, not have to worry about the insurance, not have worry about the 
wages, and you train them. If you like them, keep them. If you don't like them, send them back." It 
sounds terrible. I know. It's not like a package where UPS comes, and I say, "Oh, I didn't order this. I'm 
going to put it back in the box." But that was part of our rule. If it didn't work the first time, we'd try a 
different business. But always try to place that person that is wanting to go in that field. Well, this 
person went in, did exceptionally well. They got hired after their 6-week paid work experience. I called 
them up last year, and they're now a supervisor for a night-shift line. So they took that opportunity to go 
through the paid work experience even though they dropped out, thinking it's like, "Oh, man, life is not 
getting any better." Well, now they're all but making more than I am. Well, they probably are making 
more than I am, great insurance and everything else, and here I am thinking, "God, I just helped them do 
that. Hmm. Okay." But giving that story to an employer helps tremendously because not only that, but, 
hey, a lot of employers in rural areas, what are they going to do right off the bat? They're going to come 
up. It's like, "Hey, Sue, I know you're HR at Triangle Pacific. I heard this story. Is it true?" And they're 
going to be able to validate your story. And they're going to be able to actually tell them. It's like, "Yeah, 
the program was great. The person was great. The connection was great." And that builds that trust 
between the programs. 
 
>> Yes.  
 
>> Hi, I have a question.  
 



>> Yeah.  
 
>> You said that we go to them and we say we have something risk-free for them. 
 
>> For my program. For my program.  
 
>> How did you pay that workmans comp for them? How did that happen?  
 
>> That's actually written into the grants. Prior to, actually, whenever I took over for vocational 
instructor with the program prior, it was actually written into the grant for the paid work experience. 
And so the workmans comp and everything else, and actually it was really covered through the ... 
 
>> That grant was written through the Workforce board, right?  
 
>> Yes.  
 
>> Yeah.  
 
>> But the workmans comp and liability insurance was covered through the company that actually 
applied for the grant. So back then, it was actually Henkels and McCoy, I believe, wrote for the grant, 
and it actually fell back on their workman's comp and liability insurance.  
 
>> Are those the TANF grants that you're speaking of, the TANF grants? 
 
>> Yes.  
 
>> Okay. And OVR can help assist with that, right?  
 
>> Like, as in how? Like, what are you ...  
 
>> Like, I mean, well every district is going to write something different for the grant, so they might now 
write in the worker's comp or for the paid [INAUDIBLE]  
 
>> Yes.  
 
>> Mm-hmm.  
 
>> Paid or whatever. But there is an OVR program that will pay for the wages, right?  
 
>> The work-based learning experiences, yes. The work-based learning experiences and the paid work 
experiences are very, very similar. Theirs was 6 weeks. This is 90 hours, the minimum wage thing. Well, 
it's $10.15 now with the governor's thing. But yeah, they're very, very similar. And when I was a  
counselor, Jared and I had some customers that overlapped, and during the summer, he would send 
them to that program because that was before we had work-based learning experiences. It was a sweet 
deal. 
 
>> ... grant in order to get what you're talking about, but there are programs ... 
 



>> Mm-hmm.  
 
>> Now with ... Mm-hmm.  
 
>> And that's another thing. That's just trying to figure out what's available within your area. You might 
have three different agencies within your area that offer the same thing, but not really. They might 
offer, like, with OVR, the one, the work-based learning experiences, whereas previously, with WIOA, it 
was paid work experiences. It's just knowing what you're able to partner with. Partnerships are great ... 
 
>> Mm-hmm.  
 
>> ... for rural areas. What was it? 
 
>> I can't. 
 
>> Oh.  
 
When somebody asks a question, if they could repeat it so that we could get it on.  
 
>> Got it.  
 
>> Oh, yeah. It's being recorded, if everybody didn't know. 
 
>> Sorry. This session is being recorded.  
 
>> So the question was, I believe, back there was the first one. What was your question again? 
 
>> I just wanted to know how your program's current [INAUDIBLE] business pass ...  
 
>> Okay. So the question was ...  
 
>> ... how you ...  
 
>> How my program ... Okay. The question was, initially, how did my program previously cover the 
workmans comp and liability insurance, correct? 
 
>> Correct.  
 
>> Okay. And then the other one was ...  
 
>> I didn't really have a question, I just wanted to clarify ... 
 
>> Okay.  
 
>> ... that your program is under a grant. Those are OVR benefits, too, that are separate. So ...  
 
>> Yes. And I think they got that one.  
 



>> So the OJT and the work-based learning experience are risk-free to the employer. One is 90 days. One 
is 90 hours, correct? 
 
>> Yes. Well, it varies. It varies. It all depends, and that's the thing between ...  
 
>> Repeat the question.  
 
>> Oh.  
 
>> She's ... 
 
>> This is going to be terrible.  
 
>> The session monitor is going to come around with the mic. It'll be easier if you guys just ask the 
question on the mic. Sorry.  
 
>> So she can come right up behind you, and then you can re-ask the question.  
 
>> So both OJT and WIOA are risk-free, but one is 90 hours, and one is 90 days. Is that correct? 
 
>> As of now. But it all depends. Within the duration of a year, whenever I was actually employed as 
vocational instructor, it varied. It went from 6 weeks.  Sometimes it was 3 weeks. We had a summer 
program that varied between year to year, which was TANF-based, and it went from 2 weeks to 3 weeks 
to 5 weeks, back down to 2 weeks. So it all depends. And that's where it bounces back to know what 
your program offers or know what the programs offer whenever you're, especially, trying to go in for it.  
 
>> So let me go back to your question. With the work-based learning experiences, OVR has contracted 
with providers. So again, this goes back to checking with who's in your district office. So like, we have 
providers that are contracted through the Harrisburg district office, and actually it's their liability 
insurance. It's not OVR's liability insurance. Am I correct? Yeah. So ... 
 
>> So I'm a part alliance.  
 
>> Okay.  
 
>> If we are the providers ...  
 
>> If you're the one doing the work-based learning experience and you're taking the student out, then 
yes.  
 
>> So I need workmans comp.  
 
>> Yes. To my knowledge. 
 
>> Oh. So that means we factor it into our processes ...  
 
>> Through the agency, yes.  
 



>> But the pay for the participant at the employer is not. It is paid by OVR.  
 
>> Yes. Yeah, we're paying their wages at 10.15 an hour.  
 
>> You're not [INAUDIBLE] 
 
>> Well, and then that goes back to there's also the stipend program. So there's also a work-based 
learning experience, and then there's a stipend. So it gets ...  
 
>> So first of all, after [INAUDIBLE] consideration, so we pay the student first and they reimburse us.  
 
>> Yes. 
 
>> Yes. Or the employer can be the one that's paying, and at that point, it would be their liability and 
their workmans comp, and then we would be reimbursing.  
 
>> Has anybody had any success in getting an employer to hire somebody for 90 days? I mean ... 
 
>> It's not easy, but there is that option out there.  
 
>> Because a summer employee, probably 200 hours, you know, I mean, if I waste 30 hours training, 90 
hours, I just don't see why. [INAUDIBLE], but at risk-free, steal.  
 
>> Mm-hmm.  
 
>> So the stipend, what? Could you elaborate on the stipend?  
 
>> The employer would be paying, and we would be reimbursing the employer.  
 
>> Oh, okay. Thank you. 
 
>> For the stipend. So, I mean, that's one option. Like I said before, with the Workforce Investment 
Boards, the regional areas, just figuring out what is available within your area, that's going to be another 
one of the big points.  
 
>> Just a comment for effect, because I know that we might all be coming from different places. I am 
from this district, and I know our school contracts, like, when I go out to meet with an employer, in our 
contract, it states that the student is covered under ... This is work-based learning, so they're technically 
still in school even though they might be getting paid by the employer, maybe not, maybe by the 
employer. But the liability falls back on the school.  
 
>> Yes. 
 
>> If the student is hurt in their establishment, that is our student.  
 
>> Yes, and that's the way, whenever I previously, as a vocational instructor, that's the way it worked. So 
with Henkels and McCoy, the liability insurance was held by Henkels and McCoy even though our 
program was classified as Tech Bridge, which was the program back then, it was covered by Henkels and 



McCoy. So when I went to a CPI, I told them Henkels and McCoy covered the liability and workmans 
comp insurance. And a lot of the time, that's written into the grant by whatever agency is actually 
applying for it. So but then again, it doesn't fall back onto the employer themselves. So, I mean, a lot of 
places may have those programs within their area that they can actually touch bases with because I 
know I haven't found a single agency that wasn't willing to collaborate with, piggyback on or whichever 
because the main goal of the majority of the schools, the programs, the agencies was to make sure that 
the placement was a success.  
 
>> And that goes back to the whole thing of knowing your program and just knowing these pieces when 
you're going into it, knowing who's doing the liability, who is paying what, just knowing those pieces, 
and that's kind of what we're talking about because every district, every office, every situation, every 
scenario is going to be a little bit different. Even if it's just a smidgen bit different, every student is 
individual, and they're going to be different, so just knowing all of those pieces going into it.  
 
>> And it goes back to being a salesman. You have to know what you're selling before you can actually 
walk in the door and sell it. If I don't know my program, how am I going to get somebody else to 
understand what I'm offering? Okay? Yes.  
 
>> Yes. I actually have two questions. The first one is in regards to the paid work experiences that you're 
doing for students. Does that cover job-coach support? Is that something that you can ...  
 
>> No.  
 
>> Okay, so ...  
 
>> Job-coach support with the program that I ran through WIOA and TANF was not covered with job 
coach. But a lot of the times ... A little bit more of a background, I worked probably a total of 15 
different jobs throughout high school, college and everything else, all the way from a bartender, 
construction worker to drilling water wells in Potter County. So, I mean, I've run the gamut. A lot of the 
employers, if need be, and I go to check on a participant, if I can lend a hand, I'm more than willing to 
lend a hand. We had a local Head Start that actually employed five of our participants, two of them in 
the office to prep for the upcoming school year, and then three of them that actually worked with 
maintenance. I helped them tear out a playground, build a playground, remulch and everything else 
because I did not care. Guess who calls at the end of the year every single year for the last 6 years? That 
Head Start. And they typically take anywhere between six to 10 individuals for the summer program. So, 
I mean, it's just tying in. I mean, it's putting in the effort, trying to get things to become successful, 
making sure there's no issues, dealing with issues as they come and being able to collaborate and make 
everything a success. Does that answer your question? 
 
>> I had a second.  
 
>> Okay.  
 
>> My second question is, I'm actually a transition coordinator for a provider, so what we do is we take 
[INAUDIBLE] we also work with adults, but we take students and contract with schools, but then we take 
liability and then provide the services.  
 
>> Mm-hmm. 



 
>> My question is how do you determine your wages? Because I'm just curious of how other people are 
doing it to see [INAUDIBLE]. 
 
>> I believe with OVR it's standard, right?  
 
>> It's the 10.15 per hour.  
 
>> For everyone?  
 
>> Yeah. Now, previously ...  
 
>> Our providers are supposed to be paying 10.15 an hour. 
 
>> Even if it was, like, a McDonald's, then the rate is ... 
 
>> Yes.  
 
>> Yes. 
 
>> And that's where you run into an issue. I found you run into an issue. As a provider we pay $11, or 10. 
I think, one year, it was 10.25 for our workers, and I had somebody working at a convenience store. That 
convenience store then wanted to hire them on, and then, all of a sudden, they went from 10.25 to 
making minimum wage. And it's like, ah, head butt. They don't want to drop from that wage to that 
wage, so it was always a struggle because the wages that we as providers or districts or anything else 
struggle with finding a happy medium where we can fill those positions and make them work and then 
being able to make everybody happy. Now, with the convenience store, they were still happy. They still 
called every 6 weeks. Why'd they call every 6 weeks? "Hey, we want another employee that's not going 
to cost us anything." But you know what? It was a win-win situation. That employer was still getting that 
person that they were training, that they were mentoring, to do that job. And we were finding a place to 
actually put a participant that was interested in retail, that was interested in possibly working a cash 
register because there's a ton of them. Anybody else's area popping up with Dollar Generals and Family 
Dollars? We've got 10 within the last 2 years. You see them breaking ground. Next thing you know, 
they're hiring. They're popping up everywhere. So this allowed us to actually put them through that 
pace. And actually, Family Dollar and Dollar General, I believe, offered a little bit more than what they 
were offering. But we were still able to collaborate, and I was able to give them participants. They were 
able to get the training that then allowed them to put that on their new resume and use them as a 
professional reference and say, "Hey. Yeah, they worked for me for 6 weeks. They did a great job, 
showed up on time, knew how to work the point-of-sale system, great customer service and everything 
else. And two of them, I believe, ended up getting hired at one of the newer Dollar Generals as well. So, 
I mean, it's a win-win.  
 
>> I was just wondering. How do you deal with Social Security benefits in this? 
 
>> There is. 
 
>> We will actually get into that. That's going to be one of the issues that comes up.  
 



>> As OVR counselors, do you encourage them when you contact businesses to encourage the business 
to have the buy-in from the business to provide the wage? Because not only but before you were talking 
about, with, you know what? Let's say they're getting paid the 10.15 with the stipend, and then they go 
back down to minimum wage. You also have some students who are working along for people who may 
be permanently making less than [INAUDIBLE] ... 
 
>> Mm-hmm. 
 
>> Mm-hmm.  
 
>> ... and it's coming into the work experience. And I often don't mention the stipend, only as a last 
resort, to get the buy-in from the employers to know that business relationship.  
 
>> Mm-hmm. And that does work a lot of the time, but then, especially with the smaller businesses, 
though, that tie-in, or their putting up the wages, actually deters them from actually initially wanting to 
take that first step. What I've done in the past, though, is I've used the stipend where I've used the paid 
work experience for the first couple, and then, after that, it makes them a little bit more willing to do 
that with their own funds, with their own wages, to actually build it up. But initially, I've struggled, 
myself, in my area, with trying to get them to put forth the wages right off the bat. But it's once that 
relationship is actually built and that trust is established that I'm not giving them somebody that's going 
to rob them blind, that makes them a lot easier to trust in what we're giving them. Yes. 
 
>> Are their any tax incentives if these businesses hire these individuals? 
 
>> Well, in our area, one of the big things that we always did was we did, like, an appreciation where we 
had the participants with the business owner and everything else, took a picture, put it in the paper. I 
mean, there's not great, great incentive, at least not from the standpoint that I've placed it. It's more of 
a pride incentive because it allows them to pass on what they're doing. It allows them to train somebody 
from start to finish. So it allows them. In my area, it actually was more successful than anything else, just 
allowing them to know that they're going to be that main point of reference.  
 
>> Three are some federal tax incentives out there, and you can get in contact with the business service 
people in your district office, and sometimes, they can help you through some of those tax incentives 
and selling points that you can give to a business. Okay. If we can move on, we do have some question 
slides in here.  
 
>> Initial approach. I'm trying to get back on track. Now it's going to take a couple slides. Initial 
approach, call the business and find out who your contact is going to be. Cold calls, as they often say it, 
going in and actually having a name that you can actually put whenever you're stopping in there, saying, 
"Hey, I know the human resources person. Can I speak with Tom?" That allows us to actually get in the 
door. Visit the business with information prepared, again, going in with your business cards, going in 
with your pamphlets, going in with your flyers or anything else to try to make it more professional. Meet 
business owners and HR prior to needing a place for a participant. It's a lot easier to walk in and explain 
your program than walk in and explain your program and say, "Oh, by the way, now, can you take Suzy? 
Can you take Tom? Can you take Dan?" It allows them to actually be able to sit down and think about 
the program, the benefits to them, the benefits to the student, the participant and know a little bit 
about your business and how your program or the students can help. If I walk into that business ... In 
Lewistown, there is a Philips plant. A lot of times, prior to actually taking a tour of the plant, I always 



thought it was light bulbs, Philips light bulbs. Lo and behold, they don't make light bulbs. It's actually 
hospital equipment. So if I walk in there and say, "Yes, this person knows a lot about lights." they're 
going to look at me like, "What?" So just knowing what they manufacture, what they make, being able 
to tie in and knowing about the business allows you to place your participant, your student or anybody, 
place them better. If I have somebody, again, that's in horticulture, I'm not going to put them in a 
cabinet place. If I have somebody that's interested in automotive, I'm not going to put them in a kitchen 
because it's not going to be a successful marriage. That person is going to get bored. They're not going 
to do an adequate job, and if that person starts doing an inadequate job on us, what's that make your 
program look like? It makes your program look inadequate. So place your people in the correct spots. 
We had a couple different instances where somebody said they wanted to do something, and then they 
were placed. It was not a successful marriage, and it ended up terminating one of our partnerships 
because they said that they wanted to try it. And then, whenever they tried it, instead of saying, "Oh, I 
don't like this," they just did a poor job. So just knowing what your people want to do, your participants 
or students, what they want to do and placing them in the situations that are going to be successful, is 
one of the key things. And it's what makes the partnerships last longer because that employer is always 
going to remember, "Yes, that kid did a wonderful job. That student did a wonderful job. They're still 
here, by the way."  
 
>> I think we've covered most of those.  
 
>> Yes. So employer benefits real quick, we covered the first three, first four, molding community 
youth's work ethic. Work ethic, anymore, especially with these generations that are coming up through, 
it allows the employers to try to get them away from text-based, LOL, whatever the other ones are. I 
text, but I text in full sentences. It annoys a lot of people whenever they actually have to sit down, and 
they have to read it, and they scroll down, and they read it more. This whole two, three letters drives 
me nuts. But it allows that employer to actually train them, to educate them, on what is ethically 
required of them as a employee because a lot of the ones that are going in now, especially as a new, 
bless you, that are going in as a first-time employee, they have no clue. They still think they're in high 
school. They still think whatever program is ready to see the direction they're coming into. They still 
aren't thinking as the employee-based system. So they think sending out a text in the middle of the day 
or stopping in the middle of a conveyor line because they have to use the restroom is ethically 
appropriate. There's protocols. There's steps. There's, "Hey, boss." There's different steps and 
guidelines, and it allows these employers to make that connection. It allows them to create a successful 
employee for either themselves or for somebody down the line. Again, with maintaining your employer 
relationships, find the student that fits the spot. It's like a jigsaw puzzle. We all have pieces that are 
going to fit. All employers have employees that either fit or they go to a different puzzle. It's as easy as 
that. Everybody has a spot in a puzzle. It's just finding out that right fit. So if you put the right piece with 
the right puzzle, it's going to be a great fit, and it's going to be a great partnership. It's going to be a 
lasting partnership. Again, approach the employers more frequently when participants are available. In 
my previous program, some of the problems that I ran into was I had employers, no participants. I had 
participants, no employers. So it's one of these. Ah, well, it's just trying to figure out, when you have 
participants, if the employers are available. Yes.  
 
>> You talk about finding the right spot ...  
 
>> Hold on. We need ... 
 
>> Yes.  



 
>> We need the mic. Hold on.  
 
>> Oh.  
 
>> But they can't pick it up on the ...  
 
>> So when you talk about placing the right student in the right type of spot ...  
 
>> Mm-hmm.  
 
>> ... like placing a puzzle piece into a puzzle, do you find that particular spots work for young adults 
with autism-spectrum disorders or Asperger's syndrome?  
 
>> I would say I had one individual previously, as a vocational-instructor position, I didn't deal a lot, but I 
had actually two students who were in school yet that had Asperger's. Finding what keeps them 
motivated, I guess, or keeps them interested allowed me to actually put them ... One of them was really 
into tinkering with small engines, I mean, tearing them apart, putting them back together. I was able to 
find a steel shop which dealt with chainsaws, Weedeaters, Toro lawn mowers and everything else, and 
the business owner and his son were the only two employees. I spoke with the business owner because I 
myself own a chainsaw, so I dealt with him frequently, whether it was buying chains, tuning up my 
chainsaw or anything else. He agreed. It was a great partnership because the student was able. All they 
did all day was tear apart motors, separate the pieces, and then they'd come back through, and they'd 
inspect the carburetor and everything else. But they were doing something that kept them busy, fine 
motor movements and everything else with the interiors of the carburetors. So that is a successful 
marriage and they've actually taken, I think, two or three other students as well. But they looked at it 
more as that mentorship, and that's improving that person's lives through proper overseeing of their 
ethics and that they show up on time, and if they didn't, they wouldn't scold them but they would 
educate them that, "Hey, clock punch at 8 o'clock. You've got to be here at 8 o'clock." So I, myself, I 
found it to be successful to actually tailor-make what they wanted to do. Make sense?  
 
>> One of the things that I'm really excited about now is in doing the work-based learning experiences, 
like you're talking about, collaborations and how important that is. Even in the beginning stages, the 
parents, the student, the OVR counselor or the BSR, they're all talking about what the student is 
interested in. And the student has such a big piece in it, what the student is interested in, where that 
student may like to work, the places, and, you know, pulling all those people together of what 
relationships are already forged and what relationships can be built. Kind of, even though it's not what 
the student's career would be, like you're saying, they're learning about all these different things and 
the employer. So I think that's a really good and important piece to it, too, that, you know, all the people 
talking about it were helping students who have autism, Asperger's, or, you know, any other, you know, 
vary of disabilities really find a meaningful first job experience with the assistance of a job coach, with 
getting paid. It's just I'm so very happy. I, you know, I'm with OVR, disclaimer. But I think it's a great 
thing, and I'm really seeing a lot of successes, so we're hoping to grow that.  
 
>> Yeah, I think the more people you have at the table and the more opinions and the more people that 
know that person, the more information you can get, the more successful it's going to be, in the long 
run.  
 



>> Be social. Patron the business if you're able. Make conversation if you see them outside of the 
business. With this, first off, my background is actually elementary education, believe it or not. So I 
always portray be social. Patron the business, Don't act like your first grader when they see you outside. 
Be like, "Oh, my God. They have a life outside of the school, right?" Approach them. Ask them how their 
day is. The more they see you, the more they become familiar with you, but not only that. When they 
see you, they're attaching the program with you. You're always carrying that on your back, especially in 
the smaller areas, because you're going to see these people a lot more at the community carnivals, at 
the local fairs and everything else. You're going to see them. Approach them. Make small talk. Make 
conversation. That's all you can do. And the one thing I always tell everybody else is when you walk into 
that business, what's the worst they can do? It's say, "We're not interested." So approach them. Be 
approachable. Know what your employer wants. If my employer wants somebody that can swing a 
sledgehammer to break up concrete, I'm going to give them somebody that can swing a sledgehammer 
and break up concrete. I'm also giving them somebody that wants to swing a sledgehammer and break 
up concrete. I'm not going to give them somebody that wants to snip stems off of long-stemmed roses. 
That will not be a successful marriage. A lot of times, I know, with a lot of the agencies and a lot of the 
grants and the programs, you're always under those time crunches of, "I need X amount of numbers, 
and I need them now. I need to place this many people, or we lose our money." When you end up 
starting to do that, where you're just starting to bulldoze everybody into a single category, that's where 
you start running into problems, and you start scaring off businesses. One business in a small area will 
contact another business. That business will contact another business. It's a snowball effect. So you keep 
them happy with placing the right people with them.  
 
>> Ooh, questions.  
 
>> Now. One of the two question slides. Any questions more? Oh. So we'll continue with answering as 
they come. So you can start going over this, maybe.  
 
>> Is it going to go?  
 
>> It's nice to see you look at a slideshow.  
 
>> Hmm.  
 
>> Slides.  
 
>> PowerPoints, you've got to love them. 
 
>> Nope. 
 
>> Close out of the presentation and then ... [INAUDIBLE]  
 
>> I don't want to go completely out of the PowerPoint ... 
 
>> Right. 
 
>> ... because I need to be able to pull it back up.  
 



>> While they're trying to figure that out, I'll explain a little bit. Is anybody familiar with this website, 
www.workstats.dli.pa.gov? This actually can be broken down into your own areas. We're just going to 
go through, and we're going to ... This will really highlight the employer base that's actually present 
within each individualized areas.  
 
>> I don't want to completely close out of the ...  
 
>> Just close out of the presentation.  
 
>> It's on her computer screen. It's just not showing up.  
 
>> Right, but if she closes it out of the presentation ...  
 
>> What do I have to click to close out of the PowerPoint? 
 
>> Just hit escape.  
 
>> I did hit escape. See? It's not coming up.  
 
>> [INAUDIBLE] 
 
>> Do you need your presentation?  
 
>> Here's my PowerPoint.  
 
>> Okay. You need to just get out of that. Just close that, and then go to ...  
 
>> A-ha. 
 
>> Hey! 
 
>> Thank you! 
 
>> You're hired. 
 
>> I know, right?  
 
>> See, it's happening already! 
 
>> [LAUGHTER]  
 
>> That's good. 
 
>> It's amazing what we can accomplish when we work together. 
 
>> Yay! 
 
>> Thank you! 



 
>> All right. Now if I can just get back to the PowerPoint. So one of the things that we wanted to show 
you, and we actually did pull up, these are the Juniata County statistics because that's where he's 
working out of.  
 
>> Can you see that little red dot up there? It's that little sliver. Now we're not the smallest county, but 
we're long and narrow.  
 
>> This is actually on the WorkStats Department of Labor and Industry, so pa.gov. And this is actually, 
there's a link to this in the resources at the end of the PowerPoint. But it gives you a lot of good 
information about your areas, so you kind of know what you're going into when you are looking. Like the 
unemployment, it talks about manufacturing, construction, trades. It also talks about your population by 
age. So OVR does deal with the 14-to-21-year-olds, and you can see, like, 7 percent of the population 
falls into the 18-to-24 category. And the total population, females, males, and I can't get, I guess. The 
occupations and wages, which are some good statistics to look at, that's all of them. I thought that this 
page had the ... Oh, yes, it does.  
 
>> Look right here, top 10.  
 
>> The top 10. So we're actually going to show you a top 50 page and how to get to that, too, but as you 
can see, the top 10 employers, he just had mentioned ACPI, which is the AC Products Incorporated, 
Empire Kosher, Juniata County School District, the Weis Markets, Zimmerman Trucking, state 
government, which really kind of surprised both of us, and Juniata Valley Bank, Brookline at the 
Mifflintown, Incorporated, First National Bank of Mifflintown and Plain and Fancy Custom Cabinetry. So 
those are your top 10 employers, and you had people employed at Empire. You had people employed at 
ACBI. Who else did you ...   
 
>> School district, First National Bank. So just my actually tying up individual interests and wants and 
needs of different individuals, I was actually able to partner with, let's see here, five of those top 10 
employers within Juniata County. So I mean, it's just, where there's a need, if I have that fulfillment, I'm 
going to fill that need if at all possible. And if not, whenever I do, I will make sure that I call them back up 
and say, "Hey, I have somebody that I think is of interest." And one of the things that I really like is 
Brookline Manor, I don't even work with the same company or same program, agency, that I did when 
we were partnered, but they still e-mail me. They'll still e-mail me and say, "Hey, we're looking for 
somebody that can help out in the kitchen. We need somebody that can be a dietary technician 
assistant. So I still receive the e-mails from them, and that was a partnership last made, actually, I placed 
somebody there 3 years ago. But they're still calling because they were such successful partnerships 
with that place that they still want more. They still rely on the clientele, the participants, the people that 
were placed there because they know that I'm not going to place somebody there that's going to be 
inadequate. Now we may need to go back in and really explore this.  
 
>> Was there anything else that you wanted to talk about in this thing? I think that was one of the big 
ones we wanted to talk about.  
 
>> Yeah. And like I said earlier, too, the good thing about this site, all you have to do is click on your 
county. Click on your county. I mean, you can go through, and you can see what the labor force is. The 
labor force in Juniata County is 12,200 people employed, or 11,700, leaving 500 unemployed. So there's 



500 people within Juniata county that can be potential for individual agencies or programs or anything 
else. So it's a real good asset.  
 
>> What do you do with students that have had OVR denial letters? Because it sounds like a lot of the 
stories you're talking about are people that are eligible for OVR services. But sometimes, in my 
experience, all the people that we support have had an OVR denial letter. So what type of options do 
you offer them? 
 
>> If they have OVR denial letters, I mean, that could open up WIOA. Depending on age, I mean, that 
would open up TANF funds. They don't have to have OVR acceptance in order to receive some of the 
funds, the Workforce Investment Act, or, I believe, occupation. Is that right?  
 
>> Opportunity Act.  
 
>> Opportunity Act. Thank you. I got out of it before it changed. That doesn't require the OVR 
acceptance, that's just based on, I believe, it's one or two disabilities, or it could be income-based. So 
disabilities for WIOA, I believe, still stand as pregnant or parenting teen, in the judicial system, homeless. 
So, I mean, there's different factors that can actually enable and open up these different programs. Not 
all programs are OVR-based.  
 
>> Well that and it's just knowing your customer, too.  
 
>> Exactly.  
 
>> And, like, as an OVR counselor, I mean, you should know your area and your territory, too, and know 
some of the resources in that area and now just be like, "Oh, sorry, you're not eligible." You know? It's 
being able to give them some resources of, "Hey, try the TANF program," and being able to hook them 
up with people you may know. I'm not quite sure the scenarios of the people that were denied, I mean, 
so, without getting into details, I mean, so there should be other programs that they should be able to 
be resourced to.  
 
>> I actually work with a provider, so we're a non-profit agency that provides supports. Basically, what a 
lot of the students that we get have OVR denials, and it's usually closer to graduation because they're 
working on transitioning from, you know, like, youth services to adult services. So we're an agency that 
provides, like, day, and we have a variety of different options. But what we're seeing is the majority of 
those transition students that we're getting are the ones that you guys, you know, have OVR denials. So 
then we're working with some minimum wage and trying to work around those parameters to try to get 
them experiences to build them up to the level that they need to be to go back through OVR and, you 
know, go through the process to get employment or to try to figure out a way to employ them on our 
end. So it just seems like a lot of the services or a lot of the funding is more geared to people that are 
able to go that route, whereas when you're trying to work with people that have less skill and try to 
build their skill up, I'm just curious of what other funding options there are.  
 
>> I misunderstood your question, and I was taking a completely different route. So you're talking 
rejection letter because of skill level. Okay. 
 
>> Inability. But the push is employment first.  
 



>> Yes. 
 
>> So trying to get them there kind of seems like, you know, the in-between is hard to, you know, find 
those connections for them.  
 
>> It is.  
 
>> And you know, Mike, one of my coworkers is here. We, recently, we went to an employer who was 
interested. And, like, what we do is our agency does a contract with other employers and then we build 
them a rate based on the productivity. Basically, like, we had someone say to us, "Well, what's my 
incentive for this?" Like, he blatantly just said, "What am I going to get out of this?" So and he said, 
"Why would I choose you, whereas I can choose anyone to outsource to?" So just curious of how ...  
 
>> And there may be tax incentives. 
 
>> Yeah, we didn't know how to respond because this is all new, so ...  
 
>> Uh-huh. And that could be where your relationship with OVR is just us helping you figure out what 
the tax should be, that you could sell that program. 
 
>> Yeah, it seems that one of the handouts from one of the sessions has some tax incentives.  
 
>> Mm-hmm. 
 
>> But do those tax incentives, are they only for if you employ the person? Like, are there tax incentives 
for if you're, you know, doing that work experience for someone who is coming through a program like 
us? 
 
>> That would be something for our business service team.  
 
>> Okay.  
 
>> I couldn't. That specific, I can't answer.  
 
>> Okay. Just curious.  
 
>> Yeah. 
 
>> I'm staying for the remainder of the conference as well because there's still gray areas that I'm not 
familiar with. So, I mean, definitely one of the questions that hopefully gets answered later on.  
 
>> I think he had more questions.  
 
>> Yes.  
 
>> I just wanted to say I am with OVR.  And there isn't actually an OVR denial or rejection letter. That's 
sometimes what it gets called, but someone may be deemed ineligible for services. So no, the people 
that you're referring to, they were ineligible due to the severity of their disability, perhaps? 



 
>> [INAUDIBLE]  
 
>> Right. Okay. So what happens is through assessments, it's determined that, at that time, they cannot 
be competitively employed, yeah. So it's an ineligibility letter. But what I would say is that you will need 
to find out what the resources are within your community, but also, OVR, we have services now, in 
particular, discovery and Customized Employment that are geared towards people who may have been 
ineligible, excuse me, in the past. And they're actually designed for people with more complex 
disabilities and more severe disabilities. So that will be changing, you know, with OVR. But within your 
community you would want to touch base with what other programs are out there in terms of day 
programs and whatnot.  
 
>> Well, we offer day programs, but we're also in [INAUDIBLE] services, we don't have workers. So we're 
kind of with a lot of the students that are in between. They're not fit for days, they're not appropriate 
for their higher-skilled day programs, but not quite ready for [INAUDIBLE]. So we're trying to help those 
individuals gain some skill and experience and do that and try to work towards being OVR-eligible and 
having [INAUDIBLE]. 
 
>> Are you familiar with Discovery and Customized Employment? 
 
>> I've heard of it, but we don't offer that service. We do [INAUDIBLE].  
 
>> Okay.  
 
>> That's one of the big things, too. A lot of the smaller areas will have, like, agency meetings. Much, 
much appreciated whenever all agencies collaborate together because then, I mean, there's still 
functions of different programs within my community that I'm still not completely aware of, and not 
only that. I mean, grants change on a daily basis, so, I mean, what one thing can happen one year might 
not be offered the next year. So it's just constantly staying in touch with not only different agencies but 
also staying in touch with different employers.  
 
>> Is there a transition unit that you can join? Oftentimes providers, school districts, OVRs, council.  
 
>> Yes. See? 
 
>> Yeah, she's ... That's why she's in charge.  
 
>> [LAUGHTER]  
 
>> That can be a really good place to kind of get more information and link up and, you know, 
collaborate and find out how other people are navigating students that meet that same criteria. Council.  
 
>> All right. We're going to ...  
 
>> Can I also, I just want to make sure that we add I'm a ... I shouldn't assume. Are these folks that are 
enrolled with the intellectual disability system?  
 
>> Oh, yeah. Yeah.  



 
>> Okay. So for those folks, what people need to understand is that the Center for Medicare and 
Medicaid services, that the waiver regulations requirements have changed so that now providers, within 
a certain time period, are going to have to do, like, the Discovery and the Customized Employment 
training.  
 
>> Yeah, we are. We ...  
 
>> Good.  
 
>> We do the custom [INAUDIBLE] already and offer those students the information, but some people 
just weren't ready. They're just not there yet. So in the meantime, as an agency, we're trying to figure 
out how we can still provide the services.  
 
>> Well, and it's through Customized Employment and Discovery. I mean, that's the strategy that's being 
used for that group of folks. And it will be really helpful as, you know, time goes on, and most agencies 
will have to have people who are certified in those strategies, which is going to be really good moving 
forward.  
 
>> Speaking of that, my agency is doing a grant to train people for Discovery and Customized 
Employment. We just got through our first phase. We're going to start a second phase. If anybody wants 
my card, I'll stand here afterwards because it's free for the agencies to participate with us to do it, and 
it's a great workshop. KenCrest. It's a great workshop. We're writing the grant right now if anybody 
wants to hop on with us, KenCrest.  
 
>> And good point, too. We've still got a few more slides. If we get done in time, feel free to mingle and 
collaborate amongst each other. I'm going to try to zip through everything else so I can get you out of 
here early because lunch is right after. So that way, individual agencies that have questions with other 
agencies can actually touch base, swap cards, give information, exchange numbers, etc. All right. The top 
50 employers in Juniata County. We're actually, since this will take us out of sight again, we'll skip over 
that. But successful placements for 2017 in Juniata County that I've gone through was Empire Kosher, 
Tractor Supply, which is a new one, Ernest Hill Kennels. I skipped over SYGMA. Anybody familiar with 
SYGMA? SYGMA, it's a sister corporation of Sysco foods, food distribution center, also a previous 
employer of mine, another one. SYGMA is actually outside of Linglestown.  
 
>> It's in Dauphin County.  
 
>> Yes. It's in Dauphin County. So, I mean, it's nowhere near Juniata County, but we're still able to touch 
base. You'd be amazed at how many former employers look at you as a professional standard of what 
your program is going to offer them. We actually set it up. I called down, talked to a previous foreman of 
mine and was able to set up job shadows. And one of my participants decided. It's like, "Hey, while I'm 
down here, let's fill out an application." They wanted to hire him the next day, and he had to say, "I 
can't. I'm not graduated yet." The day after he graduated, he went through his orientation. So it was a 
successful job shadow that led into a placement. So, I mean, use what you have done in the past to 
benefit the ones that you're now assisting. Just a few more,Stella Jones, Champion Modular Homes, 
ACPI and John E. Groninger. I can tell you now. Three out of the four there are former employers as well. 
I worked a lot over the summers. So being able to just touch base, I mean, walking in and talking to old 
foremans, talking to HR that you see on a daily basis while you're employed there is highly beneficial. 



Growing up in a small community where that's pretty much the only employment opportunities you had 
as a youth back them benefited as well. I mean, more densely populated areas have a lot more 
opportunity, but that leads back into cold calls, finding out who to talk to, going in and introducing 
yourself, leaving packets of information and cards.  
 
>> Do you want to go out of this and navigate through that?  
 
>> Nah, I think we have a ...  
 
>> So that is the website. You can actually go on there, and you can pull up your county. There's a 
plethora of information on there to look at your counties of where your school districts are, to look at 
the employers, look at the top 50. It's all on that website. Questions?  
 
>> Barriers.  
 
>> Key things. I can tell you now. Transportation was a big issue. My former office, before I moved into 
the school district, I would always give directions. It's in the parking lot of the Family Dollar, right next 
door. They were literally tied together, same building. There was no sidewalks. There was no sidewalks 
from ... I think the closest sidewalk was going to the junior high, which was a quarter mile down the 
road. So you needed a vehicle. You needed a car. There is no taxicab. There is no bus system within 
Juniata County. There is nothing. So and we'll get to the solution of those. Child labor laws, that's a big 
one. When you're going through, especially if you're in the school system or you're working with, like, 
ISY or you're working with OSY funds and your individuals are below 18, knowing your labor laws. If I 
have somebody that's 17 years old, I can't place them in a sawmill. Why? Because I'm not allowed saws. 
If I have somebody who's 16 I can't put them with a lawn maintenance. Why? Because they can't 
operate a lawn mower or a Weedeater. There's a lot of things that our youth cannot do now that most 
of us probably would have done back whenever we were still in high school. I worked in a sawmill when 
I was 14. Shh. So, I mean, there's definitely things that have changed, but knowing the child labor laws. 
Location of employer is one of the big things for transportation. If I have a individual that lives close to 
an employer, and they're a close fit, I will try a job shadow there first. I will do an accompanied job 
shadow with that individual. I will pick them up because that was actually written into part of my 
program that I'm doing now. I will take them from the school to the employer, sit there, mediate, ask 
questions, see how they like it. And if it's in walking distance, great. If it's in bike-riding distance, great. 
There's also opportunities, especially with Empire, to litigate transportation because Empire Kosher is 
walking distance from the high school in Juniata Juniata High School, not East Juniata. That'd be, 
probably, a 6-hour walk. So from the one school we're actually able to have them, as soon as school is 
done, walk down there because they created a 5-9 shift. Childcare is another one of the youth barriers. I 
think the next slide has everything that ...  
 
>> Mm-hmm.  
 
>> Clearances, anybody running into clearances issues? All the time, right, and government programs, 
how to negate them. One of the big things is assistance with the DMV website, just having them walk 
through the DMV, knowing how they can find the driver's manual, that the test questions are there 
because some of the participants or the students that we actually work with have no way to actually get 
to their closest DMV. Our closest DMV is in Willistown, which is a 30-minute drive from the closest point 
of 322 in Juniata County. You go to the far ends, it's about an hour. So having them actually being able 
to work on the DMV site, walking them through it, helping them with the test questions and then being 



able to mediate between a parent or guardian on getting transportation to go up there because that's 
one of the big things. A lot of the students within my area live in a one-vehicle household. So they can't 
take off work to take Johnny up to the DMV to take his permit test.  
 
>> There's also an app, now, that the DMV has, so to be aware of that. So not too many kids nowadays, 
even in rural Juniata, don't have a smartphone.  
 
>> Yeah. 
 
>> So there's an app that they can download which is very, very helpful, and that's on the DMV website.  
 
>> Driver's training courses. Our area now, for a fee towards the parents or the students or, depending 
on the programs that are offered within your area, will actually pay for it. We have an outside agency 
come in. They come in, they do the driver's training, and they actually transport the student, once the 
driver's education portion is up, or it's done, to the driver center to actually take the test. And they 
actually mediate the test with them. Now my previous program, it was written into part of the grant as, 
oh, I can't remember exactly what it was titled as. I think it was under transportation. But we were 
actually able to pay for that cost, which made it a lot easier for a lot of our participants to gain a driver's 
license.  
 
>> Yes.  
 
>> Thank you. Do you know of any actual driving classes in your area? Because I have a guy that just got 
his permit, and I was looking around to try to find an actual, like, driving school, or any kind of actual ...  
 
>> Isn't it J and D?  
 
>> ... driving around ...  
 
>> D & D driving education is Don and Dick Spangler ...  
 
>> ... over in Lewistown.  
 
>> Yes, he does Lewistown. 
 
>> I tried to get ahold of him, and he didn't get back to me.  
 
>> Um, let's see. Tuesday, I will actually be back at Juniata High School, and he's actually doing the 
education portion of it right now.  
 
>> This is a guy, he's out of school, though, so I don't know if that affects ... 
 
>> He already has his permit? He just needs the driver's training?  
 
>> Yes. Yes. 
 
>> And the good thing about Don is he actually drives to the participant, picks them up, does the driving 
and drops them off ...  



 
>> Okay.  
 
>> ... if it's within a reasonable distance.  
 
>> Okay. What's the best way to contact him? Because I believe I tried to call him and I sent him an e-
mail. Is there any ...  
 
>> At the end of this, I will actually pull up his information on my phone. 
 
>> Okay. 
 
>> And we'll get ahold of him. All right? 
 
>> All right. Thank you.  
 
>> I have a semi-related question. If you have a student who has a physical disability and they might 
need vehicle adaptations, some kind of assistive technology to make it possible for them to drive, can 
you connect students up with that? 
 
>> Yes. That would fall ...  
 
>> OVR can assist with some of that, but we usually do that, like, depending on whether they're 
graduating high school or whether they're going on to college. We usually do that, like, towards the end 
of that because our whole goal is employment. So it would be right before they were getting ready to 
get a job, we would start. And for my area, Hershey Medical Center does the driving evaluations, and so 
they can go through all of that, but they have to have their permit first. It's a lengthy process.  
 
>> We have 10 minutes. We're going to zip through the rest of these slides, and then we'll answer any 
and all questions at the end. Let's see here. Communication with the CAO, County Assistance Office. 
That pertains to childcare. If you have individuals that have children and need childcare, your local 
County Assistance Office can actually mitigate. They usually have lists of approved providers, and they 
can actually help with the childcare aspect.  
 
>> And we have that in our resource.  
 
>> Yes. It's OVR as well. Reimbursements for costs and clearances, depending on if it's within your grant 
or within your means, they apply for their clearances, gain their clearances, and you can reimburse them 
for the cost because now, with the FBI, child abuse and everything else, it's not nearly as cheap was it 
used to be with only having to get your FBI once every, what was it, 5 years?  
 
>> Yeah. 
 
>> So it's a little bit more expensive now.  
 
>> Well, It depends on the job.  
 
>> Yeah.  



 
>> So OVR can help with the clearances, too, as long as that person has a job and that's part of, like, for 
childcare. It's, like, so if somebody is going into a childcare position, that's something OVR can help 
because they have to have those clearances as part of their employment.  
 
>> Knowing the impact of other government programs and funding, this applies, which, actually, I think 
it ties into the next slide as well with SSI and how employment and employablilty aspects will actually 
affect the receiving of the SSI. Knowing job responsibilities, again, this is just going through and placing 
the right participant with the right occupation. I guess it's not. SSI was on here someplace, I believe, 
wasn't it?  
 
>> It's, I think, on the next one.  
 
>> Next slide?  
 
>> Yeah. So these are just some of the transportation resources like he had talked about earlier. The 
county assistance office, they can also help with ... 
 
>> Vehicles as well. They have a stipend, used to be, is anybody in county assistance in here? So okay. I 
believe, last time I checked and actually used that's it, it was $600 towards a vehicle, I think, either 
towards a vehicle or towards vehicle ... 
 
>> Repairs. 
 
>> ... repairs. It's not there anymore? Okay. Might be one of the things to see if there's anything else 
that's actually able to be offered, then. Driver's training and testing, that's just at the DMV.  And then 
PETS services, you know ...  
 
>> Yeah, we can. OVR can also help with the driver's training. We won't pay for all of their hours, but we 
can assist with some of that stuff, especially, like, with the students that are in your area because it's 
Juniata, there is no other transportation other than for them to be able to drive. So if it's going to help 
them to be employed, again, that's what we're trying to do is help these students get employed.  
 
>> Past successful strategies, real quick. Location, especially in my area, it's all about location, finding 
businesses that are within walking distance. I mean, even if it's one or two employees, or it can be 350 
employees like ACPI. It's just finding the right fit for that person within the right distance.  
 
>> This is about the clearances.  
 
>> Okay. Solution for some of the clearances, especially with our area, does anybody have this in their 
jurisdiction, vicinity, SEAC, Students Exploring Across the Community? I used that this year with my new 
program because I had a young lady that was going to be working at a daycare, and she needed all the 
clearances. She couldn't afford the, what is it now, 50? She couldn't afford the $50 for all three 
clearances. So we went through, and this is actually provided through the school,l and it's also SEC 
students. I can't remember that acronym. But the school districts often have programs within their 
bounds to help with those clearances as well. So it differs based upon different schools. Inclusions and 
grants ... 
 



>> We talked about that. 
 
>> Like I said before, if it's written into the grant or you know that it's written in somebody else's grant 
and you can tie those together to get those paid for, that's great.  
 
>> And then we talked about the OVRs, that if a student has an open case and it's, like, leading to their 
employment such as the childcare, that's something that we can look at helping that student with. 
Here's the ... So the government benefits we were talking about earlier, about the SSI and Access, 
Medicaid, those programs. For SSI, there is a thing called student earned income exclusion. We've got 5 
minutes. 
 
>> Yep.  
 
>> That allows the student to be able to work without those wages being counted against the family's 
income. But again, that goes back to knowing your programs, working and collaborating. You need to 
make sure you know about these things before you put a student in a job. I've actually heard stories of 
where it's affected the family's income, and they've lost their benefits and things like that. So we 
definitely don't want to put a student in that situation. So just making sure that you know about all 
these programs and making sure the families know about these programs because sometimes SSI won't 
even tell you about them, so just making sure you know about these and that the family doesn't end up 
in a bad position in the long run because that's not what we want. Knowing the other programs ...  
 
>> This is just, like I say, with agency meetings, you might not be able to offer something that another 
agency can offer. You might be offering the same thing that another agency is offering, just knowing 
what your area or your areas coverage can collaborate with or tie in. 
 
>> The  WIPA counseling. That's, in my area, it's through Goodwill, but you can also use that website, 
that link. It will give you who your providers are in your area. WIPA counseling, anybody that's getting 
ready to get a job that they're on Social Security, they can talk to a WIPA counselor, and they can let 
them know what the benefits, how things are going to be impacted, and it's a really good source. It's a 
free service, so I always highly suggest anybody that's on Social Security and getting ready to work, that 
they have WIPA counseling.  
 
>> We'll skip through these. These are several success stories of not only participants, but business 
owners that have tied in not only with OVR. Well, I think they're all with OVR ...  
 
>> They are.  
 
>> ... all through OVR collaborations, and how the placements were actually successful within their 
business. 
 
>> So if you don't, if you're currently starting up a program, and you don't have a success story, here are 
three that you can use. The first one is a Finner's Drive, the York district office did that with the Finner 
Drive, which was a business. The second one is the #mywork. The Pittsburgh office actually teamed up 
with what Jared was talking about earlier with municipalities. That's the word I was looking for. So it's 
the municipalities, and the mayor is actually talking on that video. The third one is called Dance Happy. 
There's a little girl in that one that she loves dance, and she actually teamed with somebody who was 
doing some screen printing and designing some stuff, and she's actually been able to get involved in 



that. So there's three success stories, and it's on the PA OVR YouTube website. So there's more on there 
than that. So you can actually go in and utilize those.  
 
>> We'll tap through all those. These are just some of the resources. Most of us should have these. If 
not, the child labor laws, PA Department of Labor Statistics, the success stories, it gives you the direct 
links, so it lists all of the YouTube OVR success stories within the child network for CCIS. That's for the 
childcare, a lot of the times, through the county assistance office as well. Workforce Investment Board.  
 
>> Done! 
 
>> And I think that's the last one. All right. So now we've got, like, 3 minutes. If you have any questions 
now, feel free. If your questions are answered and you want to collaborate with other agencies... 


