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I ntroduction

Our ERA (employment, retention and advancement) program “Moving Up” operated in a
rural six-county area of South Carolina, called the PeeDee. The program began in
September 2001 and ended in May 2005. The Moving Up pilot was part of an ERA
research demonstration program sponsored by the DHHS Administration for Children and
Families (ACF). Animportant feature of “Moving Up” was that sample members drawn
from eigible welfare “leavers’ in the Pee Dee were randomly assigned to either a treatment
group or a control group, for evaluation purposes.

In our Moving Up program, our case managers, called “ career consultants’, contacted
former FI (Family Independence) clients in the treatment group, and tried to engage them in
the program. Almost half of the people in the treatment group were engaged in the program.
Our career consultants worked with clients on employment goals and were able to offer
financial incentives to help people reach their goals. Funding was also available for training
and education programs, support services (such as transportation) and support groups, and
referrals to other treatment providers for problems such as substance abuse, if needed.
(Additional program description is provided in Appendix 1).

Moving Up clients had the full range of personal barriers, job skill and experience problems,
and educational deficits as welfare clients everywhere else. 1n addition, the Pee Dee faces
high unemployment rates. In five of the six Moving Up counties, the unemployment rate
has been in double digits the last few years — and two of the six counties often occupy two of
the highest unemployment spots in the state, at or near 20%.

Over the five-year pilot, we have learned from our weaknesses as well as from our strengths
and successes. We have generated knowledge throughout this pilot project that is valuable,
and can help others manage programs designed to help clients find employment, retain their
jobs, and/or advance in their careers. The purpose of this paper is to share that knowledge
with those who design and implement ERA programs, and with ERA case workers.

First and foremost, the most important lesson is to hire the right people, offer them good
training programs often, and actively supervise what is going on in their cases. Where this
is done, we believe the program can be of significant value to clients. We provide
recommendations in this paper for ways to hire the right people, and then, recommendations
for providing good training.

ERA casework is very demanding, and requires the proactive and purposeful efforts of
mature, skilled and caring individuals. Even then, progressis usually slow, as Ruby K.
Payne (1996, Bridges Out of Poverty) describes. "Adults assisting individuals from the
culture of survival should not be discouraged if the impact on the majority of their clients
seems to missthe mark. Short-term goals, small steps that stretch into larger
accomplishments, little celebrations of new insight or mini-successes.... these are the
milestones of the low-income adult who takes on the challenge of transcending economic
class. And these also must be the benchmarks for those who assist them. Perhaps the
journey isjust asimportant as the destination."




We provide guidelines for managing cases well, and recommendations for managing the
casework process through automation. Our systems for automating the dictation process
through ERACTS, and for managing the notifications processes through our ALERT
system, are described in the paper (and in Appendix 2.)

We are putting what we have learned from our ERA pilot program into practice by
integrating the ERA model into a TANF program in Marion County. A description of how
that will be accomplished concludes the paper.

Examples of inadequate case management (Appendix 3) show how resources can be spent
and efforts can be made that do not improve employment prospects, stabilize families, or
make meaningful differencesin client lives. Our examples of good case management
(Appendix 4) illustrate how much a client can benefit from the efforts of a capable case
manager.



Hiring Staff

If the people you hire to be case managers have the right characteristics, your programis
off to the best possible start. Our experience tellsusthat in a demanding program like
ERA, itisalmost impossible to correct for inappropriate hiring decisions (other than by
replacing workers). Here are some considerations and recommendations that should help
you hiretheright staff, and get off to a good start.

Use a skilled person or team of persons to evaluate and hire workers based on desired
education, characteristics, and skills, such as those listed below. Use behaviora questionsin
interviewing® (pose situations and ask what the interviewee would do in each situation). Set
minimal educational requirements, such as degrees in psychology, socia work, counseling
or similar areas. Make sure that you hire someone who is effective interpersonally and has a
strong desire to help clients. Hire staff that can facilitate groups or canbe trained to facilitate
groups. Bottom line: Hirethe very best person you can get for the job.

Characteristicsand Skills of an ERA Career Consultant
When you conduct interviews, look for these characteristics and skills.
1 Good “common sense” and maturity.

2. Strong helping attitude.

3. Good interpersona and relationship-building skills. Relates well to clients and to
employers, and works well in ateam.

4, Conscientious about doing a good job, a* get-up-and-go” kind of person, and not a
procrastinator.

5. Organized and professional.
6. Problem solver and innovator.
7. Skilled in assessment and in counseling.

8. Skilled in setting goals and in follow-up.

! For in-depth information about Behavioral Interviewing, and how to use these techniques
to hire the best person, we recommend the articles you will find at these web links:

http://www.ksu.edu/hr/emp_eff _behav_inter.html
http://denver.bizjournals.com/denver/stories/1997/11/17/smallb2.html
http://www.nfib.com/object/|O_16988.html




10.

11.

12.

Capable and conscientious about documentation.
Capable in required computer skills, including online research for jobs.
Willing and able to work flexible hours.

K nowledgeable about community resources and how to make an effective referral.

I nterview Outline

1.

7.

Explain job duties and go over job description.

Discuss benefits and saary.

Explain that the job requires a vehicle; go over rules for use of state vehicles.
Discuss training requirements.

Review past experience and jobs.

AsKk if there will be any problems with a SLED (law enforcement) check.

Go to questions about skills and abilities.

Questionsabout Skillsand Abilities

Ask for real examples or training experiences whenever possible. Remember, you are
looking for mature, “ personable” individuals with good common sense. You need to feel
confident that they will be proactive and caring in their client contact, and thorough and
organized in managing cases.

1.

How would your previous supervisors describe you as a worker? (Ask them to give
examples of why the supervisor would say what they said, and request specifics).

What type of skills do you bring to the job? (Request specifics and get examples of
each skill or ability.)

Areyou ataker or alistener? Describe.

Have you held jobs where you worked as a member of ateam? Give some examples
of how you have used teamwork to get things done.

Did you get any awards for performance in former jobs? Did you come up with any
innovations in your last job to do things better?

How would you describe your writing skills? (Request a sample, if available).



10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

How would you rate your organizational skills? (Request examples of past work.)

Describe your approach to keeping up with large amounts of work. (Ask how ghe
would keep up with 60 home visits per month.)

If you had a deadline approaching and you saw you might have a problem mesting it,
what would you do?

How well do you do in keeping up with paperwork? (Request examples)

In any type of job, most people have some type of conflict. Can you give an
example of how you have successfully handled conflicts on the job in the past?
(What would your past supervisors say about how you handle conflicts?)

If you worked with clients in a past job, describe the work you did. How well did
you relate to the clients? Please describe specifically how you helped them.

Would you rather interview clients in their home or in the office?

How comfortable would you feel talking to an employer about helping a client get a
job, or about a problem your client was having on the job?

Describe your computer skills. Do you know how to look up jobs on the Internet?

Do you think you would prefer using a computer or writing to keep up with notes
from your cases (i.e. dictation)?

What would you do if your job placements were not as high as other workers?

What would you do if you were having trouble getting clients to come to the door
when you made home visits?

If you observed a situation where a client’s children were being neglected or abused,
what would you do? If aclient had a medical problem that kept them from working?
Needed medicine? Had a problem with an older adult? Had a problem with domestic
abuse?

Clients may be at our front door at 8:30am in the morning to see their caseworker.
How would your former supervisors rate you in being on time in the morning and/ or
in keeping appointments with clients?

Occasionally we have to work overtime. |s there anything that would prevent you
from doing this? How do you feel about working after hours?



Training Staff

Training should be on-going, and should take place often enough to reinforce
information and skills over time, such as (ideally) every month or two months. However,
it is better to provide top quality trainers and excellent curricula less often, than to bring
in mediocre trainers who will bore workers, and end up wasting time.

Two training consultants we recommend are Jodie Sue Kelly of Cygnet Associates and Liz
Fabiano of the Cognitive Connection. Jodie Sue Kel ly trained Moving Up staff in
“Marketing To and Engaging Post-TANF Clients” and in “ Advancement and Retention
Strategies’. The Cognitive Connection provided intensive training in “Motivational
Interviewing”, and “ Negotiating Behavior Change”. Thistraining focused on developing
relationships with clients, talking to clients using specific techniques, and helping clients
set goals towards new jobs or higher paying jobs.

1. Train staff on how to engage clients, market the program, and motivate clients.
2. Train staff on the computer software set up to record activity and contact data.

3. Train staff on worker behaviors that help people obtain jobs, keep their jobs or
advance. Train staff on interventions to help overcome obstacles such as problems
with supervisors, support services and referrals.

4, Use role- modeling and other “active” training techniques, including on-the-job
mentoring, so that new workers have a clear idea of what successful case
management looks like, and can learn new skills through modeling.

5. Staff should be trained in developing written short-term and long-term goals with
clients. Low-income clients need short-term, step-by-step written goals to progress,
and they also need specific praise and recognition for meeting those small goals.
We found that verbal praise helped motivate clients to higher levels of achievement.

6. Three “must-read” books for staff working with clients in poverty are "Framework
for Understanding Poverty"”, "Bridges Out of Poverty: Strategies for Professionals
and Communities’, and "Hidden Rules of Class at Work", by Ruby Payne.

“The American Dream” by Jason DeParle is aso highly recommended. This book

follows the casework experiences of three clients in Milwaukee, Wisconsin, and
illustrates the experience and costs of inadequate case management.

Setting Strong Perfor mance Standar ds

1 Set performance standards, and ensure that caseworkers understand the performance
that is expected of them.



Ensure that supervisors are reviewing caseworker performance against the standards
on aroutine basis and are providing clear guidance and feedback to caseworkers.
Supervisors should read caseworker notes and dictation to evaluate case progress, in
addition to discussing (and “brainstorming”) the case withthe worker.

The ERA program coordinator should ensure that supervisors are keeping up with
their responsibilities, and that they have the authority and support they need to
enforce job standards.

Be willing to move staff out of the program early in the project if they do not meet
performance standards and/ or do not appear to understand, or benefit from, training.

M anaging the Program

Ensure that the project’s Policies and Procedures are clearly articulated in a manual,
including specific and detailed policies on allowable Support Services, i.e. “what can
the project pay for, on behalf of clients?’

Develop aworkflow process for engaging and working with clients, with worker
standards for processing clients through the system.

Provide responsive technical support for PC’'s and for software problems and
guestions.

A program supervisor should be readily available to answer questions about policies,
procedures, and allowable activities and/or expenses, and to get things fixed quickly
or make referrals.

Make sure supervisors receive the same training as workers. Supervisors should
have similar educational background and skills. Supervisors should be performance-
oriented and knowledgeable of and efficient in the use of the project’s software
programs. Train supervisors on the importance of consistent implementation of
policies and procedures.

Have monthly or bi- monthly meetings with staff, with a strong training agenda as
well as an opportunity for staff relationship strengthening and support. Meet
regularly with project supervisors.

Develop a plan for staff turnover and for training new staff.

Require that project staff islimited to project duties only. Project management
should have control over the use of staff.



0. Program budgets should be centrally managed, rather than by individual counties,
(assuming that program sites are located in different counties).

Automating Records and Recor d-K egping

1 Use PC software to automate recor d-keeping tasks, such as ERACTS
(Employment, Retention, Advancement Case Tracking System) - our networked
computer program. Arrange for case workers to use PC's for dictation of service
delivery and description of case progress (including client contacts, referral tracking
and client follow- up, described below). Keep paperwork to a minimum.

2. Systems such as ERACTS that allow review of worker dictation are very
powerful in monitoring and evaluating staff performance. ERACTS alows
Moving Up Career Consultants to enter dictation quickly and easily. Short-term
and long-term goal s should be noted in the case dictation, along with timelines.
Case notes provide a history of where the client and worker have been in the
process and where they are going. It provides an order for moving from step to
step in the process and allows worker to keep up with and manage numerous
cases - to know what they did on each case and how they need to proceed.

Recording “the client’s next step” and “the worker’s next step” help workers to
keep on track with the client’s progress towards their short-term and long-term
goas. When aworker is unable to visualize the next step for the client or what
they need to do next for the client, consultation with and direction from a
supervisor is clearly needed.

Any TANF/ ERA program manager should be able to read the case dictation, and
tell where the client has been in the process and where they are going. From a
management standpoint, it allows supervisors a convenient way to review cases
and to make suggestions for improvement. When dictation isinput on a PC,
supervisors can see patterns of service delivery throughout the worker’ s casel oad,
enabling them to see if the worker is discerning important issues and managing
cases effectively. (See examples of case dictations in Appendices 3 and 4).

3. Client and service tracking: In addition to recording dictation, ERACTS allows
workers to track caseloads, employments, referrals to other agencies, expenditures
for services, and client demographics. From a management standpoint, ERACTS
provides an easy way for the “Moving Up” project coordinator and supervisors to
review progress in alarge number of cases within a short period of time —
compared to wading through stacks of paper files and manually pulling records.

The Moving Up project coordinator can check approximately 800 active records
in three days, facilitating feedback to workers and staff about service issues.
(Make sure that services are categorized, in records of service delivery.)



4, Automated client follow-up using Alert software. Thisisavery powerful casework
tool when caseworkers are responsible for keeping up with many different types of
follow-up actions with clients. Coordinating follow-up is especialy important when
caseloads are large. Trying to keep up manually with the tremendous numbers of
tasks that need to be completed can be overwhelming to staff and can slow progress
for clients. Failure to follow-up with clients usually results in poor program
outcomes. Using a PC program that alerts workers to follow up with clients can
mean the difference between an effective and an ineffective program.

L ear ning about Jobs
1 Develop a systematic method for disseminating available jobs in your area.

2. Have a centralized person gather job information (Internet) and disseminate to staff
on aweekly basis. (One person saves alot of man-hours collecting and dispersing
job information)

3. Make sure staff are using the job listings and getting information to clients on a
regular basis.

4, Have staff establish relationships with not only large industries, but also, with small
businesses - especialy in rural areas.

5. Have staff share information about jobs from county to county.

Newdetters

Use newdletters to “advertise” success stories and market the program to clients and top
management. Share the project’s accomplishments through the newdletter, and distribute it
every two to three months to clients, prospective clients and staff. We used the newdletters
to share “human interest” stories that reflected the program’ s success in improving the lives
of clients and families. Many clients were motivated to become active participants because
of the success stories they read in the “Moving Up” newdletters. The newsdetter was a tool
that yielded significant results with this program.

Case Management Guidelineg

Providing Good Assessmentsin Employment Services

Effective ERA caseworkers are able to evaluate the reasons why clients aren’t working,
or why they work sporadically.

A skilled caseworker should be able to understand why a client went through 10 jobsin a
two-year period, or why aclient can’t get ajob in the first place. Developing atrue
understanding of these reasons takes good communication skills, the ability to establish



trusting relationships and experience with the problems faced by the client population.
The use of assessment tools may also facilitate this process, such as health inventories,
substance abuse diagnostic tools, and risk assessments in the home.?

Casaworkers who are not just “going through the motions’ understand that there are
reasons why clients can’t get jobs or can’'t keep them, usualy involving more than “a bad
attitude” or low skills and education. Effective caseworkers understand that assessing
these reasons is an important part of their job. Failure to address these issues wastes
program resources, clients' time, and the efforts of everyone involved. The opportunity
to refer the client for needed treatment or for some other type of assistance is lost.

Barriers to employment may be hard to get at, such as whether the client has suffered abuse
or domestic violence leading to depression and difficulty in functioning. It isimportant for
caseworkers to understand the effect of family problems, mental or physical health problems
and intellectual or functional disabilities on gaining or maintaining employment. We are not
suggesting that caseworkers function as psychiatrists or psychologists. However,
developing good relationships with clients and an understanding of their behavior and
history, and effectively ameliorating barriers are all part of the job.

Guidelinesfor successful case management

Providing your case managerswith these guidelines should help them understand the
importance of a proactive and involved approach to their work with clients.

1 Establish a good working relationship by helping the client understand you really
care and will help them any way you can.

2. Thoroughly assess the client’s work history, and social history so you will know
what types of jobs might work out best. Assess his or her emotional and physical
health and history. Refer them for professional assessment or treatment, if needed.

3. Be curious about client problems. Help them with decision making and
brainstorming solutions, not only with jobs, but also with needs such as home repair,
finding a new apartment or help with their children’s school or other problems.

4, Ask clients about their fields of interest, and listen carefully, so you can route
them into jobs that will match their interests and skills.

5. Coach and encour age clients with the positive message that they can get a
meaningful job (or at least a better job) and that will help them and their family.

6. On theinitial visit, complete the Plan for getting ajob. Thiswill save an extra
visit and eliminate having to make another appointment with the client to complete

2 For ahelpful review of assessment issues and tools for working with TANF and ERA clients, see:
Kramer, Fedrica D. (2001) “ Screening and Assessment for Physical and Mental Health | ssues that | mpact
TANF Recipients' Ability to Work”, Welfare Information Network |ssue Notes, Val. 5, No. 3.

10



10.

11.

12.

13.

14.

15.

the Plan. Workers should immediately begin working on the Plan (to get and keep
the client’s interest) with the client that day or the next day. Follow up with the
client to see whether he/she followed through with his or her responsibility.

Praise and positively reinfor ce clients when they follow up or do things that help
them progress in their plan. If they call you, praise them for calling. Encourage
good behaviors through positive praise and conversation.

Help clients get training in skills that will help them get a good paying job or better
job. If the client doesn’'t have a GED or high school diploma, determine whether this
is areasonable and useful next step — given the client’s work interests and abilities.

Help clients access community resour ces and remove barriers through the
provision of support services, such as childcare, transportation and Medicaid.

Help clients with specific tasks. Don't just tell the client what to do or where to go.
Actively assist them, or even do it for them, to model the behaviors you want them to
learn, and to show them that they can trust you. By establishing trust, you can
influence clients to make better decisions. Y ou can move responsibility for tasks to
them over time, to foster independence and self-confidence. Take the client to
available resour ces and “advocate”’ for the client. Agencies may ignore clients who
come in on their own, while you can get their attention and help with services.

Do immediate follow-up and then, follow up with clients weekly about progress.
Make sure you stay in regular contact with the clients to keep them from losing
interest and momentum. Periodically reinforce the fact that you are concerned about
their well-being and are interested in helping them.

Contact clients at the times when they are supposed to be home. Caseworkers
may need to call after hours or give clients a pager or cell number to call after hours.
Staying in contact with the client is very important, to show personal concern and
interest for what is happening in the client’s life. If you leave a message on an
answering machine or with someone else, make sure to specify the reason for
your call. If you leave a message and the client does not call you back, call again.

Make sure clients have well-designed resumes. The worker should write the
resume with the client, so that the client learns how to do it.

Instruct and coach clients on what to say and what not to say during interviews.
Do this (again) right before they have an interview.

Pull up all available jobsin the areaand help unemployed clients explore these
jobsto seeif they qualify. This should be done on aweekly or bi-weekly basis.
Make sureyou are very knowledgeable about the types of jobs available locally.
Encourage and help clients to get training in those fields.

11



16. Call area employersto seeif they have any openings. Thisis especially important
with small businesses that do not post with Job Service.

17.  Takeclientsto Job Service and One-Stop Offices and “wak” them through the
process.

18. Establish a relationship with the “temp” agencies and call themperiodically about
hiring.

19. Encourage clients to network in the community about available jobs. Workers
should also network with community contacts to find out about available jobs.

20. Beon thewatch for new construction that would indicate new businesses coming
to town and find out who will be doing the hiring and when. Contact them.

21. Establish Job Support Groups.

Use Job Support Groups to network jobs, promote the program with clients, and
engage clients.

Make sure caseworkers are well-trained in Support Group facilitation.

Provide child care, and transportation if necessary. Provide refreshments and ensure
that the meeting room is reasonably comfortable.

Conduct follow-up with clients who attend, to see what could be improved about
how the support groups are conducted, where and when, etc. Use thisinformation to
improve operations and attendance.

I ntegrating the ERA model into TANF Programs

We learned in Moving Up that retention and advancement services can be effective and
can improve clients' outcomes over the long-term. Getting ajob isonly afirst step —
maintaining the job, and moving up in wages, benefits and stability is what ERA was
designed to do. While employment services are offered in FI (Family Independence,
South Carolina’'s TANF program), services addressing retention and advancement have
not been offered, nor has there been an FI outreach program to clients once their cases
close.

Marion County (one of the six Moving Up counties) is innovating an important change in
the way the FI program operates, based on what was learned in the ERA pilot program.
The ERA caseworker (called a Career Consultant) will assist the Family Independence
E&T (employment and training) staff with finding appropriate employment for Fl clients
who are assessed as “ready to work”. When the client’s FI case closes dueto

12



employment, the ERA Career Consultant (hereafter referred as the CC) will make face-
to-face contact with this individual.

The purpose of the meeting will be to begin to establish the same type of working
relationship that was created in Moving Up in order to assist the client to obtain or retain
employment, and/or advance in employment. The CC will review available support
services, determine client and family needs and will serve as aliaison to both internal and
externa service providers. The frequency and intensity of contact will depend on client
needs, generaly ranging from weekly to monthly.

The goals are not only to help stabilize the client in employment and to move towards
career advancement, but also, to prevent areturn to the Fl program. Sometimes
intervention services are needed when problems arise at work, at home, or with health.
Helping employed clients over these “bumps in the road” can prevent disruption of
employment, and a subsequent return to the FI program. With the CC providing services
and support to the former Fl client, the goal is for the client to stay in the job market and
not to return to active Fl status.

The costs are high when former FI clients return to the program. They “start over” and
must again comply with FI program requirements or risk sanctions. Clients expend more
of their months towards the State's 24-month time limit (in a tenyear period) and the
Federa five-year limit (in alifetime). Once these months are spent, the client is faced
with obtaining and retaining employment without the support of the FI program. From
the state's perspective, the FI program is expensive, given monthly stipends, and staff
time and resources to administer the program and to fund or provide support services.

The Marion County ERA program will retain the use of support groups, which were
important in the development of the Moving Up program. As previously described,
Moving Up clients met monthly to discuss job opportunities and to share their thoughts
and experiences on the challenges of working and of the work place. The groups offered
clients a comfortable forum for support and validation. The CC will continue to meet
with the membersof the MU group that wish to participate and will add FI / ERA clients.

The implementation plan for Marion County FI/ ERA isto first engage clients who left Fl
due to employment, and then returned to FI. Next, the program will reach out to clients
who exited the program due to time limits. The post-welfare wages of time-limited
clients are much lower than those who left for earned income, reflecting the fact that
clients who reach time limits are more disadvantaged (i.e., less able to work, and/or less
ableto earn a“living wage”). Thiswill be a challenging group to work with, but clearly
agroup likely to benefit from post-welfare services. Finally, another relatively
disadvantaged group, sanctioned clients, will be offered assistance through FI/ ERA.

Recidivism in the FI program is assessed by tracking the number of clients that leave the

program and subsequently return. In order to assess the effectiveness of the FI/ ERA
program in Marion County, we will determine if the FI/ ERA program is effective in

13



reducing recidivism over time, and for which type of clients. We will also track
employment, retention and advancement data for program clients.

We believe that the Marion County program will serve as a model to the rest of the state,

and that we will see other counties implementing and experimenting with their own ERA
services as part of “the second phase” of TANF.

14



Appendix 1

“Moving Up” Program Description

“Moving Up” was an Employment, Retention, and Advancement demonstration project
of the SC Department of Social Services and the US DHHS Administration for Children
and Families (ACF) to help former welfare clients find jobs, retain their jobs, or advance
in their careers. Evaluation by MDRC will answer questions about "what works best" in
contributing to long-term gains for low-income families. Moving Up combines strategies
such as post-welfare employment training, counseling, follow-up and supportive services
to help members gain self-reliance. The program began in June 2001 and, as of February
2005, was serving 2,413 membersin six “Pee Dee” counties of South Carolina.

Program activities focus on “getting ajob - keeping ajob - getting a better job”. Services
include:

Qualified job referrals
Job-placement counseling
Solving transportation and child care problems
Retention strategies
Job advancement planning
Education and training such as:
Work readiness training
On-the-job training
GED preparation
Continuing education courses at technical schools
Referrals and assistance:
Treatment for substance abuse, mental health problems, domestic violence
Vocational rehabilitation
Money management
Medicaid, physical heath problems
Legd Aid
Follow Up Services
Financia incentives for engagement, and for meeting training, retention and
advancement goals

Members could not choose to "join” the program. The 2,413 igible members were
randomly selected and invited to participate by one of the career consultants in the six
Pee Dee counties: Marlboro, Marion, Chesterfield, Darlington, Dillon, and Florence. To
receive support services, the family income had to be under 250% of poverty and the
member had to have dependent children in the home. Members were helped to recognize
and solve problems in maintaining their current employment. They were assisted in
developing skills and strategies that may have led to a better position, better wages, and
working conditions, job satisfaction and benefits.
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Data on the “Moving Up” Project
(June 1, 2001 - February 1, 2005)

Asof July 1, 2003, the “Moving Up” caseload was 2,413, and remained at that level until
February 2005. One hundred members were added to the project each month (10 per
Career Consultant) until the program reached the maximum caseload level.

Over 70% of the members that we were able to locate participated as active members at
some point in the project.

Clients in the experimental group obtained 1,860 jobs since being added to the
program.

Members that moved them from a previous job to a new job with better wages
obtained 636 jobs.

Job Support Groups were successfully implemented in Chesterfield, Darlington, Dillon,
Florence, Marion, and Marlboro counties. These groups provided peer support to share
job information and resources, to find out what works from successful peers to find jobs
and advance to better jobs. Over 700 clients participated in the Support Groups.

Some of the Positive Aspects of this Research Project to Members.

1 Over 30% of the February 2005 Active caseload was clients that were Sanctioned
or Time Limited cases in the Family Independence Program.

2. Approximately 17% of these Moving Up cases were either current CPS (child
protective services) cases (as of February 2005) or former cases that received CPS. The
program has helped provide work-related services to these clients.

3. Had an economic impact on children and families by helping clients obtain jobs,
keep their jobs, or help them advance to higher paying jobs or jobs with benefits.

4, Provided short-term training that will have a long-term impact on members and
families.

5. Provided a model for future employment-related service activities at SCDSS and
tested services such as the Job Support Group; (“Moving Up” provided one of the first
trials of this method in employment-related services at SCDSS.)

6. Assisted clients who were not successful in the Family Independence Program
due to participation or other requirements.

7. From aresearch standpoint we are finding out what works in engaging clientsin
services that they cannot connect to on their own or with their own resources. We are
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finding that many former welfare clients must be helped and assisted through the system
to be successful.

8. We are discovering that many clients that repeatedly lose jobs over short periods of
time have severe barriers such as drug abuse, acohol problems, learning disabilities, or that
they were abused as children (and/ or as adults) and suffer from menta health problems such
as post-traumatic stress syndrome, anxiety disorders or depression.
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Appendix 2|

The Employment, Retention, and Advancement

Case Tracking System
(ERACTS)

ERACTS is a unique database system that is run on a network through Lotus Notes. All
“Moving Up” Career Consultants had laptop and desktop computers that were networked
to enable them to enter client data. The system was set up as a paper-less system. (Due
to the necessity to use other forms, however, this was not entirely the case.) Client-
identifying data was downloaded into the system by State office staff. Career
Consultants were then able to enter and record all contacts with client, which required
minimal data entry. Workers could view their contacts either by client or by date. There
are fields on the database that allow extra notes and documentation.

Staff also recorded:

Benefit Information
Employment Information
Services

Expenditures

Incentives

Extended Memo documentation

P Q0 oW

System activity and reports have been available for management staff online at any time.
Information can also be exported to spreadsheets and other databases to view data.
Thisis avery important tool for managers to monitor service activity, either through
monthly reports or by viewing individual client service delivery. When workers

document cases thoroughly, managers can readily track client progress (or lack of
progress), enabling them to better staff cases and promote positive outcomes.
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Appendix 3]

Examples of | nadequate Casewor k

We illustrate inadequate casework by reproducing three sets of dictation on (recently)
active clients, below. Y ou can readily see the problems with these cases by reading
through the dictation. In some cases, it appears that caseworkers “drop in” on people's
lives and record some of what is happening over a period of time, without offering any
real assistance (other than incentives.) Again, it isup to supervisors and County
Directors to pay attention to these cases, and correct the problems. Sometimes correcting
the problems may involve reassigning caseworkers to another type of work.

DICTATION ONE

A plan was started in this case, but there was no plan of action asto what the client wasto
do or what the worker needed to do to complete the plan. There were no next steps, no
mention of service delivery by the worker, no mention of helping the client get a GED, no
mention of any other barriers, and no mention of her present situation at work - whether she
wanted to stay or find another job. No follow- up on transportation problems, despite the
fact that the program offers support services. There is no dictation as to the disposition of
the case, and no comment on what they found out from the FS case.

Date: 05/06/2003

Contact: Mail

Success. Yes

comments. Invitation letter mailed.

Date: 05/12/2003
Contact: Other Contact
Success:

comments

Date: 05/12/2003

Contact: Face to Face - Home

Success. Yes

comments. Ms. B was home. She work part time at Champus in housekeeping the
company name is One Source. She just started working about a month age. Has no
transportation she has to relied on some one to take her back and forth to work.  She was
getting ready to leave when | got there. 1 told her that | could come back another time.
We agreed to meet on May13, 2003 @ 10:00.

Date: 05/13/2003

Contact: Faceto Face - Home
Success. Yes
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comments. Plan was signed Ms. B works she wanted to go back to school to get her GED or
High School Diploma. She would like to go into the Medical Field. She understand that
get into the Medical Field she must have her High School Diploma or GED.

Date: 05/20/2003

Contact: Mail

Success. Yes

comments. Referra information.

Date: 07/16/2003

Contact: Mall

Success. Yes

comments. Mailed group invitation |etter.

Date: 07/17/2003

Contact: Face to Face - Home

Success. No

comments. Home visit, Ms. B was not at home, | talk with her daughter, | left some
information for her with her daughter.

Date: 08/13/2003
Contact: Mail

Success. Yes
comments: Mailed Group Letter

Date: 09/08/2003

Contact: Telephone

Success. No

comments. Telephone disconnected or no longer in service. Last time | talk with Ms. B she
was working part-time. Food stamp case is open with income so it appears that sheis still
employed.

Date: 09/17/2003

Contact: Mall

Success: Yes

comments. Letter for the group meeting.

Date: 09/24/2003

Contact: Face to Face - Home

Success. Yes

comments. Ms. B was home, said today was her only day off and she was slegping late,
will call me back later. She did tell me that she change jobs. She now work at
Southland still in housekeeping.

Date: 10/08/2003

Contact: Mail
Success: Yes
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comments: Newsletter.

Date: 10/21/2003

Contact: Face to Face - Home

Success. Yes

comments. Home visit Ms. B was home said she work part-time at Health South on South
Dargan she walk to work. Would like to go to school but work on a as need basis. she pick
up extra hours when some oneis out or on sick leave. She would still like to go into the
Medical Fieldshe needs to get her GED or High School Diploma.

WNote: | will try and send her some information from Poynor as to when they give the
GED Pretest.

CNote: She also need to contact Poynor about the class.

Date: 11/06/2003

Contact: Mail

Success. Yes

comments. Letter mailed letting her know that | have a gift card for her for becoming a
MUP member.

Date: 11/06/2003

Contact. Faceto Face - Home

Success. Yes

comments. Home visit no one was home.

Date: 11/17/2003

Contact: Face to Face - Home

Success: Yes

comments. Home visit. Ms. B was home | gave her gift card for singing a plan and for the
initial home visit. She was give a $20.00 gift card.

Date: 11/24/2003

Contact: Face to Face - Home

Success. Yes

comments. Home visit was made | went to give Ms. B Gift cards that were due her because
of employment. She given atotal of $150.00 for working 1 months, 3 months and 6
months. She hopes to soon get full time.

Date: 11/24/2003

Contact: Telephone

Success: Yes

comments. Ms. B call said she receive the note | left for her the other day and she was on
her way home.

Date: 12/05/2003

Contact: Mail
Success. Yes
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comments: Invitation to Group Meeting

Date: 12/11/2003

Contact. Faceto Face - Home
Success: No

comments. Ms. B was not home.

Date: 01/22/2004

Contact: Other Contact

Success: Yes

comments: Chipshas a new address for client

Date: 01/22/2004

Contact: Face to Face - Home

Success: No

comments. Home visit was made it appears that no one lives in the apartment. | ast talk to
her late November or early December 2003.

WNote: Check CHIP to seeif she has an open Fl or Food Stamp case and see if thereis
another address.

DICTATION TWO

The following example shows that the caseworker tried to use the telephone, rather than
to set up personal face-to-face contacts. It is hard to see where the worker tried to help the
client address or overcome employment barriers. The worker took ten months to finally set
up aface-to-face interview. The worker should have been making home visits in the first
month to contact the client, or should have called after working hours to set up an
appointment. Follow-up was not timely. Months passed between contacts.

Substantively, this client reported significant problems with transportation over the course of
the case, which were never addressed. Eight months after initial contact, reference is made
to a CPS (child protective services) case, but there is no further mention of the situation.

Ten months into the case, the worker reflects in dictation that the client has a profoundly
disabled child. The child isinawheelchair and cannot speak. Many services are available
for caretakers of disabled children. If the career consultant did anything to help with either
transportation or with support and services for the child, that was not recorded in the case
notes. In addition, TANF benefits are available for adult caretakers of disabled children.
The caseworker should have noted why this client lost her TANF benefits, and why she
(apparently) was not qualified to go back on TANF.

Date: 01/06/2003

Contact: Mail

Success. Yes

comments. Initial Letter Sent.

Date: 02/10/2003
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Contact: Mail
Success: Yes
comments; Sent info RE 2-19-03 Job Fair at Florence Civic Center.

Date: 03/06/2003

Contact: Mail

Success: Yes

comments: Sent info RE MB job fair

Date: 04/03/2003

Contact: Telephone

Success. Yes

comments. Clt left message. She's interested in transportation assistance.

Date: 04/04/2003
Contact: Telephone
Success. No
comments. No ans

Date: 04/04/2003
Contact: Telephone
Success: No
comments. No ans

Date: 04/07/2003

Contact: Telephone
Success: No

comments. Line not working

Date: 04/07/2003
Contact: Telephone
Success. Yes
comments:. No ans

Date: 04/09/2003

Contact: Telephone

Success: No

comments. Phone not working

Date: 08/07/2003

Contact: Other Contact

Success. Yes

comments: Per Gail, CPS caseis closed.

Date: 09/23/2003
Contact: Other Contact
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Success: Yes
comments: FS worker gave employment info

Date: 10/03/2003

Contact: Mail

Success. Yes

comments. Re-engagement |etter sent.

Date: 10/06/2003

Contact: Telephone

Success: Yes

comments: Clt called in response to re-engagement letter. Cz she works at Heritage
Nursing Home. She's been there for about ayear. Cz she'd liketo go to aresidential
home. Cz she doesn't have GED; she was going to school for GED but transpo was a
problem. Cz she hasacar but no driverslicense and car needs repairs. JY A to do HV
on 10-7-03 to complete plan.

Date: 10/07/2003

Contact: Face to Face - Home

Success: Yes

comments. Plan completed. Clt has 1 1/2 yr exp in housekeeping; she has been at current
job for 6 mo. Transpo is problem -- clt doesn't have license; she has car but it needs repairs.
Clt's son isdisabled physically & mentally. Clt doesn't have GED.

Date: 10/08/2003

Contact: Face to Face - Home

Success: Yes

comments:. Plan completed. Clt has been doing housekeeping at current job for 6 mo. Clt
completed 8th grade. Clt would like to work in a nursing home setting. Clt has car but no
driver's license; car needs repairs. Clt has adisable child -- heisin awheelchair and can't
talk.

Date: 11/14/2003

Contact. Faceto Face - Home
Success: No

comments. No ans

Date: 01/14/2004

Contact: Other Contact

Success: Yes

comments. Alt # -- the person that answered said that | had wrong #.

Date: 01/14/2004

Contact: Telephone
Success: No

comments: Alt # -- Wrong #
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Date: 01/14/2004

Contact: Telephone

Success: No

comments. Number has been changed to a non-published number.

DICTATION THREE

Thiscaseis similar to the preceding case, in that thereis no evidence of an action plan,
no next steps, little assessment of barriers. No help was offered to the client in returning
to school. No follow up of services other than information on IDA, newdletters and
invitation to a support group.

Date: 10/01/2001

Contact: WMail

Success: No

comments: invitation letter mail ed.
WNot e:

CNote:

Date: 10/10/2001

Contact: Tel ephone

Success: Yes

comments: Was able to contact Ms. C by tel ephone. W schedule a face
to face for Cctober 12, 2001

WNot e:

CNote:

Date: 10/12/2001

Contact: Face to Face - Hone

Success: Yes

comments: Ms. C was at hone. She wants to participate in the program

Her only incone is fromchild support. She states she will reapply
for fi benefits. No HI gh School Diplom. She wants to return to
school. Maybe ni ght school
WNot e:

CNote:

Date: 11/13/2001

Cont act : Mai |

Success: Yes

comments: news letter mail ed
WNot e:

CNote:

Date: 11/28/2001

Contact: Tel ephone

Success: Yes

coments: Spoke with Ms. C.  Asked if she decieded if she want or was
going to reapply for for FI benefits and she said she had al ready

appl yed. Check chip system on application since August 2001
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WNot e:
CNote:

Date: 12/13/2001

Contact: Mail

Success: Yes

comrent s: SEASON' S GREETI NG.
WNot e:

CNote:

Date: 01/31/2002
Contact: WMail

Success: Yes

comrent s: NEWS LETTER.
WNot e:

CNote:

Date: 03/26/2002

Contact: Mail

Success: Yes

comments: Information about the | DA Program
WNot e:

CNote:

Date: 10/07/2003

Contact: Mail

Success: Yes

comrents: Invitation Letter / Newsletter.
WNot e:

CNote:
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Appendix 4

Examples of Good Casework

Summary 1 — Good case wor k

(This case was summarized by caseworkers supervisor:) The client called Caseworker x
for help in finding ajob. They discussed her work experience and Caseworker x asked her
what job she liked the best. The client told Caseworker x her best job was at Shoney's
working as awaitress. Sheredlly liked it but had problems getting along with the supervisor
so she ended up quitting (note: she received no help there with job problem resolution). She
had had other jobs in the past but just didn't like them as much. Caseworker x discussed
with her why she liked it at Shoney's and talked to her about reapplying there. The next day
she called Caseworker x as the client had gone by Shoney's, applied for a job, and had gotten
the job to start that Monday. It is unlikely that she would have reapplied, if Caseworker x
hadn’t encouraged and helped her.

Some workers would have sent her to Job Service or perhaps provided ajob list, but it is
active and involved casework that counts in thisjob. It takes a worker who will listen and
then give helpful advice and encouragement, as well as providing support servicesin an
active way.

Liz Fabiano (The Cognitive Connection) says that if you do it right, clients will think they
got the job on their own.

Summary 2 — Good case wor k

(This case was summarized by the caseworker)

Presently client is an active MU member with DSS. Client became active in the MU
program on 10/4/01. At that time, client was a single parent of two small daughters.
Client was unemployed and was living with her parents. Client did not have her High
School Diplomaor GED, but completed the 10™" grade.

During the first year that client wasin MU, it was observed that she seemed to have
difficulty making basic decisions (changing her mind) and with job search. Also, it was
observed that she made little eye contact and seemed somewhat withdrawn (hung head
down or put hand in front of face asif to hide) when talking with MU Career Consultant
(CC) about employment. The MU CC placed client on several jobs. However, the client
maintained the jobs only for a short while before quitting. After counseling with client
about retention and job skills, it was felt that client seemed to have difficulty working
with people due to her being so withdrawn and shy and would become discouraged and
fearful to continue the job.
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During a staffing of the case it was decided that the worker needed to explore the client’s
past in more detail to try to find out what could be behind some of her behavior. It was
decided that MU CC would show the client all the jobs she had gotten and lost over the
last two years.

After talking and counseling with client at her home, client was able to express her
feelings and share with MU Career Consultant that she had been sexually molested at the
age of ten years old by a male relative (not immediate family) that was 19 years old and
that she still thinks about the incident. While talking about the sexual abuse, it was
observed that client became very emotional (crying) with no eye contact and head down.
Client stated that she felt “shameful”. Client stated that she did tell her mother about the
incident, but that her mother wanted the client to be quiet about the sexual abuse.
However, client stated that she did tell her siblings, who in later years ridiculed the client
if she were to mention the incident.

Client agreed that she had difficulty concentrating, staying focused and making basic
decisions and agreed to a Psychological Evaluation. The evaluation indicated presence of
alearning disability along with post-traumatic stress disorder, related to her dysfunctional
childhood. Client was then prescribed medication to help with the post- traumatic stress
disorder and was referred for out-patient treatment. The medication helped but the client
refused other treatment, such as counseling or therapy.

Since then client has not worked, but married a man that client states has a good job and
is able to support her and the children. MU CC met with client’s husband and observed
that he seemed very nice and a good provider for client and children. Client and husband
had a new baby in October 2004 (three daughters). Also client received her High School
Diplomawith Cornerstone Correspondence School. Presently client is home with new
baby, but plansto try job searching again after baby is older. Currently, client seems
happily married and is financially stable, but it is recommended that she receive treatment
for post- traumatic stress disorder. Client states that she is doing much better and will get
treatment when she feels ready. It seemsthat client remainsin denia about how much
the abuse affects her in many areas of her life, but until sheis ready, she will probably
remain very busy taking care of her children.

An Example of Good Casework Dictation

Dictation Four

This case started off with a Moving Up worker who documented contact with this client
for over a year without any apparent understanding that the client was heading into a
child protective services case; fifteen monthsinto the Moving Up case, the client’sthree
children were removed from the home. The first caseworker left the program 18 months
after beginning this case. The first caseworker does do a good job of “documenting
contacts’, which in many programs, is counted as “participation”. A second caseworker
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picks the case up, and immediately begins offering services effectively, in a proactive and
thorough manner.

Date: 12/02/2002

Contact: Mail

Success: Yes

coments: initial invitation mailed
WNot e:

CNote:

Date: 12/05/2002

Contact: Mail

Success: Yes

comments: sent invitation to 3rd Moving Up Support G oup Meeting
schedul ed for Decenber 9th

WNot e:

CNote:

Date: 12/09/2002
Contact: Tel ephone
Success: No
coments: no answer
WNot e:

CNote:

Date: 12/09/2002

Contact: Tel ephone

Success: No

comments: line busy...conti. effort
WNot e:

CNote:

Date: 12/10/2002

Contact: Tel ephone

Success: No

comments: no answer // cont to try to contact by phone al so send
follow up letter out

WNot e:

CNote:

Date: 12/11/2002
Contact: Tel ephone
Success: No
conments: tried in evening...still no answer
WNot e:

CNote:

Date: 12/11/2002

Contact: Tel ephone

Success: No

comments: |ine was busy...now no answer
WNot e:
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CNote:

Date: 12/17/2002

Contact: Mail

Success: Yes

comments: followup letter nailed in an effort to engage nenber
i nt erest

WNot e:

CNote:

Date: 12/18/2002

Contact: Tel ephone

Success: No

comments: tried calling the nunber found in lcis// it is
di sconnected//

WNote: cont. efforts// mail out a contact letter again

CNote:

Date: 12/18/2002

Contact: Tel ephone

Success: Yes

coments: answering party stated that this was not nmenbers hone, she
was not a family menber nor did she have any information that could
help me, she did not know nenbers nunber// will try the only other
nunber found so far

WNot e:

CNote:

Date: 12/19/2002

Contact: Mail

Success: Yes

conments: nmiled another contact notice, offering incentive to cal
and expl aining that she would be a part of the project even if she
chose not to contact, however there were benefits available to her for
partici pation

WNot e:

CNote:

Date: 01/24/2003

Contact: Mail

Success: Yes

comments: sent nenber contact in hopes of either engaging or re-
engagi ng nenber's interest in the program

WNot e:

CNote:

Date: 02/06/2003

Contact: Mail

Success: Yes

comments: nmailed invitation to nenber for MJ support group neeting to
be hel d nonday

WNot e:

CNote:
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Date: 04/16/2003

Contact: Mail

Success: Yes

comrents: invitation to join us at the support group neeting was sent
to nenber

WNot e:

CNote:

Date: 06/20/2003

Contact: Mail

Success: Yes

coments: mailed letter trying to engage nmenber interest in program
WNot e:

CNote:

Date: 06/23/2003

Contact: Tel ephone

Success: Yes

comrents: nenber called and we arranged a f/t/f visit for wednesday at
230

WNot e:

CNote:

Date: 06/25/2003

Contact: Face to Face - Hone

Success: Yes

comments: finally met with nenber after last nmiling brought a
response// discussed the program and she is very intersted// she has
just started work in housekeepi ng at Ranmada, but has deep interest in
CNA and later LPN training// she is also scheduled to interview and
tour Harbor freights next week

WNot e:

CNote:

Date: 06/30/2003

Contact: Face to Face - Hone

Success: Yes

comments: went by and tal ked to nmenber about cna classes and | pn
school // she al so had sonme problens on her new job that we needed to
di scuss// she has not quit but not sure if she will stay

WNot e:

CNote:

Date: 07/01/2003

Contact: O her Contact

Success: Yes

comments: checked with sheriffs dept and got memnbers crinminal history
for her process with ol sten// nenber has several itenms on there, nostly
bad checks from | ast year

WNot e:

CNote:

Date: 07/02/2003
Contact: Tel ephone
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Success: Yes

conmments: nenber called and said that when she called in to find out
about working today she was told she no | onger worked there// she had
called and told nme about sone trouble that happened sunday.// she said
that her boss's wife called sunday and accused her of not cleaning any
of the rooms she was assigned// she was upset saying that she had

i ndeed cl eaned those roonms// she states she vaccuned and did the beds
and dusting as required, but they were saying the bed was not even
made.// she says that the enpl oyer said they woul d not pay her for the
wor k she had done// she has worked there for 6 days// the enployer was
not there but would be back in tonight// i suggested she call him and
talk with hi mabout her wages and what it is that they were unsatisfied
with//

WNot e:

CNote:

Date: 07/07/2003

Contact: Face to Face - Hone

Success: No

coments: went by to pick up nenber but was told she wasnt hone//
told themthat she was expecting me and to have her call nme if she
woul d

WNot e:

CNote:

Date: 07/07/2003

Contact: Tel ephone

Success: Yes

comments: nenber called and we are going to go to olsten this
afternoon to try and get her on at harbor freight// she will start
wor ki ng at Super 8 tonorrow in the neantinme// she said she got her
check fromthe Ramada and they had paid her, but not all of it// at
| east she did get that

WNot e:

CNote:

Date: 07/08/2003

Contact: Tel ephone

Success: Yes

comments: nenber called and said she would be starting her job in
housekeepi ng again tonorrow / she will call on wednesday and schedul e
her newtime to apply with olsten and will call and let nme know how it
went

WNot e:

CNote:

Date: 07/11/2003

Contact: Tel ephone

Success: Yes

comments: nmenber called and stated she had her interview with ol sten
today to apply for job at harbor freight..

WNot e:

CNote:

Date: 08/18/2003
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Contact: Tel ephone
Success: Yes

comments: general check in// menber is still working // she is
interested in the cna course that is going to be given at Dillon
Applied Tech// she will have themfax ne the information on it tonorrow
when she goes to register

WNot e:

CNote:

Date: 09/24/2003

Contact: Mail

Success: Yes

comments: sent a personal letter to nenber touching base
WNot e:

CNote:

Date: 09/29/2003

Contact: Tel ephone

Success: Yes

comments: nenber called to | et ne know she is no |onger working // was
| ai d off because things got too slow/ she is suppose to be going to
Huddl e house in the norning for an interview/

Vot e:

CNote:

Date: 10/20/2003

Contact: Mail

Success: Yes

comments: letter inform ng nenber of change in CC for Dillon//
requested nmenber call me before end of next week if possible to close
out anything that m ght need taken care of before | go

WNot e:

CNote:

Date: 10/22/2003

Contact: O her Contact

Success: Yes

comments: faxed referral letter to Staffing Alliance for nmenber to try
for position at Quickie, a plant in Lunberton

WNot e:

CNote:

Date: 10/22/2003

Contact: Tel ephone

Success: Yes

comments: nenber is not yet working// she is trying to get on thru a
tenp service at Quickies in Lunberton//she needs a letter of referra
WNote: fax letter of referral to Star Alliance at 910-739-6352

CNote:

Date: 10/27/2003
Contact: Tel ephone
Success: Yes
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comments: called nenber to nake sure we were still suppose to go over
tomarion this norning// she said yes, as we are trying to get her into
housi ng there//

WNot e:

CNote:

Date: 12/03/2003

Contact: Tel ephone

Success: Yes

comments: CC received a voice mail nessage from Ms. L and returned her
call. M. L wanted to inquire about taking the GED prep classes. CC
got some advice fromM. J who stated Ms. L is to register for the GED
prep classes, the adult education office will give her a bill and Ms. L
is to bring the bill to DSS and the Myving Up project will pay the
registration bill. M. L said she would do this.

WNote: Pay the GED prep registration fee when the bill is submitted.

CNote: Register for adult education classes and submit the bill to the Moving Up project.
She is then to attend her classes.

Contact: Face to Face - Ofice

Success: Yes

comments: Client cane by office to conplete application for

Cor ner st one Correspondance school Test packet. Conpleted application
Informed for client to call when she recieves test. Client stated that
she will. Gave client Marl. cc 's nunber to call

WNote: Submitted 1269, application and birthcertificate to support
service for check process. (Mrl. cc)

CNote: Plansto notify cc when she recieves test.

ate: 12/10/2003

Contact: Tel ephone

Success: Yes

comments: Client called to informthat she will not be able to cone by
office until 3;00 pmtoday. Reminded client to bring her birth
certificate or drivers license so that cc an nmake copy to attach to
application for HS Di pl ona Test packet. Client stated that she wll.
WNot e: Reschedul ed appt. to 3:00 today to assist with conpleting
application for test packet.

CNote: Plansto come at 3;00 today rather than 1:30 to compl ete application for test

packet.

Date: 12/10/2003

Contact: Tel ephone

Success: Yes

comments: Client called to informthat she wants to take the HS

Di pl oma test with Cornerstone Correspondance School. dient infornmed
that she has the application and wanted to see if MJ can assist with
the cost of $65.00. |Inforned for client to cone by office with

application so to to sign 1269 form and make copies today at 1:30 pm
(Marl. CO)

WNote: Meet with client to assist with conpleting application for
Cornerstone HS Di pl onma test packet.

CNote: Plansto come by office to complete application for test packet with Cornerstone
Correspondance School.
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Date: 01/14/2004

Contact: O her Contact

Success: Yes

comments: Talked with Marion cc at Dillon office to get another nunber
for client. CC gave another nunber , but called and it was a wong
nunber al so.

WNote: Plans are to mail letter asking for client to contact Marl.cc
about her test from Cornerstone.
CNote:

Date: 01/14/2004

Contact: Tel ephone

Success: No

comrents: Called client to follow up with her getting HS Di pl oma test
from Cornerstone, but both nunbers have been di sconnect ed.

WNote: Plans are to contact Dillon office to see if they have another
nunber to contact client.

CNote:

Date: 02/04/2004

Contact: Tel ephone

Success: Yes

comments: CC phoned Ms. L and informed her for her request for gas
service connection to be considered she will need to submt a bill or
i nvoice fromthe gas conpany confirm ng the amount of the connection
fee in her name at her present address and submit it to the
receptionist at the Dillon County DSS office. CC told her that her
request woul d be staffed and she would be notified of a decision
regardi ng her request.

WNote: When Ms. L submits confirmation of her gas connection service
fee, staff it with Ms. J.

CNote: Submit confirmation of the expense to have her gas service connected so her
request for assistance to pay the fee can be considered.

Date: 02/04/2004

Contact: O her Contact

Success: Yes

conments: CC consulted with Ms. J and was referred to Ms. K who
referred CCto Ms. C. M. Creviewed the list of those individuals who
had requested utility and housing assistance in the past and Ms. L's
nane was not anmong those who had received assistance during the past
year and a half. CC was instructed to contact Ms. L and ask her to
submt a copy of her bill for the connection of her gas service and her
request woul d be consi dered.

WNote: Contact Ms. L and ask her to submit a copy of her gas
connecti on expense.

CNote:

Date: 02/04/2004

Contact: Tel ephone

Success: Yes

comments: CC received a voice nmail nessage from Ms. L and returned her
call. M. L said she would |ike sone assistance in connecting her gas
service and the deposit is $200.00. CC advised her CC does not know
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t he procedure for such service in Dillon County but would inquire of

Ms. J about the procedure for assisting with utility services in Dillon
County.

WNot e: Consult with Ms. J regarding the Dillon County DSS Movi ng Up
project being able to assist Ms. L with her gas service connection

CNote:

Date: 03/15/2004

Contact: Tel ephone

Success: Yes

comments: Client called the office to she if she was still eligible
for child care assistance. Client believes she has nont hs of
transitional CC |eft.

WNote: Check with CC worker on child care for client. Call client back
with an answer.

CNote: Find other alternatives for child care,(relative or friend). Check with day care
centers about pricesif can't receive transitional.

Date: 03/16/2004

Contact: Face to Face - Ofice

Success: Yes

comments: Client requested assistance with her nmoved in the amount of
$235.00. Moving Up has not assisted her in the past with rent or
lights. Through further investigation it was discovered that client has
an open CPS case at Dss which was investigated on 01-20-04. She is in
treatment as of 3-5-04 with CPS worker Ms. D. Client is still enployed
at the present.

WNote: Assisted her with rent for March 2004. Encouraged client to
budget herself carefully and to pay her rent on tinme, maintain

enpl oynment. Follow up with CPS worker on client's progress.

CNote: Follow instruction from MU worker, stay in touch with MU, Abide by the
guidelines set forth by the CPS worker.

Date: 04/15/2004

Contact: At Work

Success: Yes

comments: Worker transported client fromwork because | ack of
transportation. Client has been walking 5 mles to and fromwork each
day . work hours begins at 6a.m each day.

WNote: Try to help find transportation for client and provide
assi st ance. .

CNote: Search for transportation along with career specialist.

Date: 05/17/2004

Contact: Face to Face - Hone

Success: Yes

comments: Transported client to a job interview at Wlco Plaza. Cient

is still employed at Bojangles part tine. Told client to stay on job
until she is hired at WIco.
WhNot e:

CNote: Keep her present employment at Bojangles until sheis hired at Wilco.

Date: 05/19/2004
Cont act : Face to Face - Hone
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Success: Yes

comments: CC and client will neet with manager at Wlco for a second
interview for enploynent at 11:30 a.m.

WNote: Work with client on interview skills for enploynment. Encourage
client to answer questions truthfully that will be asked by the

i ntervi ewer.

CNote:

Date: 06/17/2004

Contact: Tel ephone

Success: Yes

comrents: CCcalled client to tell her that she may want to speak with
the manager of Wendy's in Dillon if she plans to nove to NC because it
may be possi be that she could be transferred to a Wendy's in NC. Client
stated she will talk with the manager when she go to work today.

Vot e:

CNote:

Date: 06/17/2004

Contact: Tel ephone

Success: Yes

comments: Client called requesting that MJ purchase a bus ticket for
she and her children to relocate to Charlotte, NC. Client do not have
enpl oynment in NC and | told her we would only nove her if she was going
to a job. Client stated she just wanted to |leave Dillon. Told client to
et me know if she decide to nove out of state.

WNot e:

CNote:

CHI P: 850866

Date: 09/30/2004

Contact: Tel ephone

Success: Yes

comments: Client called back to informthat she called the Waffle
House about a job and that they said they were hiring, but that client
will need to take phone survey before conpleting application for job
Reviewed with client possible survey questions pertaining to job

i ssues. Wshed clietn good luck and to keep cc updated. Client stated
that she will call back tonorrow.

WNote: Follow up with phone survey for possible job

CNote: Plansto call Waffle House tomorrow for phone survey for possible job.

Date: 09/30/2004

Contact: Face to Face - Hone

Success: Yes

comments: Client cane by office to follow up with MJ letter that she
recieved. Client inforned that she is going to VR in the Wrk

Adj ust ment program After talking with client, client inforned that
she is a CPS client and that her 3 children are in Foster care with
famly. Counseled with client about priorities of getting children
back in hone. Cient stated that she needs a job. After review ng
clients work history with client, it was observed that client seens to
have difficulty keeping a job. Counseled with client about the

i mportance of keeping a job as it relates to advanci ng and pay
increase. Also it was learned that client did take HS Di pl ona test
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wi th Cornerstone, but did not pass 3 areas on test. Client stated that
she coul d get nobney to take test again. Encouraged client to follow up
with retaking test. Also suggested that client get drivers |icense
since she has had permt for 2 yrs. E xplained howthis will help her
with job since client |ost several jobs due to transportation. Cient
stated that she was interested in pursuing this also. Informed that cc
was here to help her. Client becanme very enptional (crying) because we
tal ked about how her children being renoved affects them and her as
their nother. Tal ked about cc working with CPS case nmanager so to
assist client in plan for getting children back. Client stated that

it would be fine for cc to talk with CPS case nmanager. Reviewed again
what her new goals are and tal ked with her being ready to change to
meke this happen. Client stated that she is ready and plans to foll ow
up with goals; sending noney order to ger HS diploma test to retake

job search(follow up with |leads at Tiger mart) and try for drivers
license. After talking with cleint, cc transported client to clothes
shelter where she was able to get a |ot of clothes for herself that she
could wear to work when she gets job. Transported client to severa
enpl oyers to submt applications. Then transported client hone.

Client gave cc copy of her resume from VR for case record and revi ewed
with client, her HS diploma scores from Cornerstone. Expl ai ned

process for client mailing in noney order along with formfrom
Cornerstone. Informed for client to keep cc updated. Cleint stated
that she will.

WNote: Follow up with goals and plan to talk with clients CPS case
manager about clients situation and plans while in MJ.

CNote: Plansto job search, follow up with leads, get money order for Test from
Cornerstone to retake, try for drivers license when car isis out fron the shop. Keep cc
updated..

Date: 10/01/2004

Contact: O her Contact

Success: No

conments: Called clients CPS case manager to follow up and informthat
client is participating in MJ and to get info that could possibly help
client with goals, but case nanager was not in office. Left nmessage
asking to call cc back

WNote: Call back if doesn't return call

CNote:

Date: 10/01/2004

Contact: Tel ephone

Success: Yes

comrents: Client called cc back today to informthat she passed phone
survey with Waffl e House and that she is scheduled to cone into
conplete application for job. Client stated that she has
transportation and will keep cc updated. Wshe dclient good |uck and
encouragled clietn to do her best.

WNote: Follow up with possible job at Waffl e House.

CNote: Appt at Waffle House on Monday to complete application for possible job. Keep
cc updated.

Dat e: 10/ 04/ 2004
Contact: Tel ephone
success: Yes
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comments: Client called back to informthat she got the job and has to
meet with the District manager on Thrusday to pick up shirts. Cient
stated taht she will need to get black pants and bl ack tennis shoes for
job. Informed that MJ can pay for uniforms. Client stated that she
will be working 3rd shift at $6.25.per hr. plus tips. Cdient stated
that she doesn't have transportation until she gets her car out from
shop. Client stated that it will cost $227.00 for repair. |Infornd for
cleitn to get bill so that cc can submit to see if MJ can pay car
repair since client needs car for work. Clietn stated that she will
bring it Thrusday after meeting. Also infornd that cc will take cleitn
shopping for pants and shoes for job. Informed that cc will arrange
for DSS driver to take to neeting on Thrusday and then bring client to
office so that cc can take shopping for unifornms and getting car out
fromshop. Client stated that she will. Congratulated client and
rem nded her to do her best on job and keeping job as it relates to
advancenents and her possibly getting her children back from Foster
care. Rem nded client about the work incentives.

WNote: Follow up with clients new job and arrange transportation with
DSS driver for Thrusday. Follow up with MJ paying for car repair bil
so that client can drive to work and purchasing uniforms and shoes for
client. Meet with client Thrusday at Dillon office.

CNote: Plans to meet with District Manager on Thrusday to pick up shirts for job and
then come by office for cc to assist with car repairs bill and uniforms for job.

Date: 10/04/2004

Contact: Tel ephone

Success: Yes

comments: Called client back to informthat DSS driver plans to
transport client to job interview at the Waffl e House and for her to be
ready in 20 mins. Reviewed interview ng techniques ans informed that
she needed to dress appropriatly for interview Gave suggestions.
Informed for client to give resune at interview and to nake sure she
had SS card, IDto submt. Wshed client good |uck and asked for her
to call cc back after interview and is home. Client stated that she
will.

WNote: Follow up with job interview

CNote: Job interview at the Waffle House. Call cc back after interview.

Date: 10/04/2004

Contact: Ot her Contact

Success: Yes

comments: Called FI supervisor at DSS to see if DSS driver can
transport client to the Waffl e House for interview FlI supervisor

stated that she will have to |locate driver and will have her transport
client. Gave clients address, directions and phone nu, nber. FlI
supervi sor stated that it will be about 20 mins. Informed that cc will

call client to be ready for van.
WNote: Call client.

CNote:

Date: 10/04/2004

Contact: Tel ephone

Success: Yes

conments: Client called to informthat her job interview at the Waffle
House is this norning, but does not have transportation. Cient stated
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that her arrangenents fell through with friend. Inforned tat cc will
call Dillon DSS to see if DSS driver can transport and will call back
WNote: Plans are to call DSS to arrangre transportati on and cal
client back.

CNote:

Date: 10/07/2004

Contact: O her Contact

Success: Yes

conmments: Visited clients CPS case nmanager to follow up with clients
treatnment plan for CPS. Case manager inforned that client needs to
focus on being stable. Case nmanager stated that client seens to nove a
| ot from house to house thus causing the children to have to change
school s and therefore getting behind in school work. Inforned tht
client needs to display stablility before the children can be returned.
Di scussed clients MJ plan along with infornting that she did get a job
starting on Monday , plans to retake HS diplom test and get drivers
license. Inforned that cc plans to work closely with client, teaching
and nmentoring to hopefully teach client the inportance of keeping a job
as it relates to advancenents on job. Informed that cc will also work
with client in |learning to be stable by not noving around so nmuch so to
hel p provide a stable home for her children. Plans are to counsel with
client along the way to hopefully help client in changing her

lifestyle. Case nmnager stated that she will keep cc updated.

Infornd that cc will keep updated.

WNote: Keep clients CPS case manager updated

CNote:

Date: 10/07/2004

Contact: Face to Face - Hone

Success: Yes

comments: Client cane by office after job interview Cient inforned
that she got the job and starts on 10/11/04 working 3rd shift at

$5. 15. per hr. However, client stated that supervisor informed that she
coul d possible nove up to $6.25.per hr. if she could learn to cook
also. Cient stated that she indicated to supervisor that she would be
interested in cooking to nove up. Counseled with clietn again about
the inportance of keeping job as it relates to noving up on job

Client stated that she understood and that she knows in the past, she
has had problens with keeping a job, but wants to change. Client also
i nformed that she did get the noney for HS diploma test to retake and
mai |l ed to Cornerstone. Encouraged client to keep up the good work and
to keep cc updated. Client stated that she will. Subnmitted 1269 and
voucher for $130.00 to get car out fromshop after repairs so that she
wi |l have own transportation to work. Transported client to Vlmart to
purchase pants and shoes for new job. Mechani ¢ working on clients car
stated that client needs a | ot of work done on car. Cient stated that
her Uncle is a nechanic and coul d possibly help work on her car
Encouraged client to talk with uncle . Informed that her CPS case
manager has not returned call, so cc plans to talk with case nanager
today to i nform about clients job and MJ plan. Client stated that che
will call cc on Tuesday after her first day on job to give follow up of
job. Wshed client good |uck

WNote: Follow up with clients new job.
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CNote: Plansto start new job on 10/11/04 at the Waffle House, retake HS diploma test
with Cornerstone and try for drivers license. Keep cc updated about new job.

Date: 10/07/2004

Contact: Tel ephone

Success: Yes

coments: Called client to informthat DSS driver will be picking up
cleint to transport to job interview at the Waffle House at 10: 00.
Client stated that she will be ready. Wshed client good |luck and that
cc will see her after interview

WNote: Follow up with client after interviewto see if she got job for
sure and then assist client with paying for car repairs so to have a
car to drive to work. Also will need to assist client with work

uni forms and shoes for job

CNote: and job interview at the Waffle House. Plans to come by office after interview.

Date: 10/07/2004

Contact: O her Contact

Success: Yes

comments: Checked with FI supervisor to follow up with DSS driver
picking up client for job interview FI supervisor stated that it has
been arranged and is planning to transport client.

WNote: Plans are to call client to informthat DSS driver will pick up
and for her to be ready.
CNote:

Date: 10/12/2004

Contact: Tel ephone

Success: Yes

comrents: Client called to informthat her 1st day on the new job went
well. Client stated that she enjoyed her work. Client stated tha ther
car was doi ng okay, but that her dad and uncle were still going to help
her with nore repairs. Encouraged and i nforned clident that CC was
very proud of her and for her to keep up the good work.

WNote: Continue to follow up with new job.

CNote: maintain job (retention), get more car repairs done , waiting to hear back from
Cornerstone for HS diploma test. Keep cc updated.

Date: 10/21/2004

Contact: Tel ephone

Success: Yes

comments: Client called to informthat she conpleted her training on
job yesterday at the Waffle House. Client stated that job was going
wel | and that car was driving good. Client stated that her Uncle is
still helping fix up her car. Client stated taht she is getting al ong
better with her father and that he has been nore supportive. Cietn
stated that she keeps her CPS case nmanager updated about MJ and job
Encouraged cleint to continue calling her CPS worker to keep her
updated so that she can be working towards getting her children back in
home. Client stated taht she will. Encouraged cleitn to keep up the
good work. Client stated that she has not conpleted HS diplom test
from Cornerstone. Informed for her to try and conpl ete by next
Thrusday and then cone by office for cc to mail. Client stated taht
she will.
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WNot e:  Containue to follow up with CPS case nmanager for client working
towards getting her children back, follow up with job, housing , car
and HS diploma test. Meet with client next Thrusday to mail test back

CNote: Maintain job (retention). Keep CPS case manager and cc updated. Plansto call
next Thrusday to schedule time to come by office.

Date: 10/25/2004

Contact: Tel ephone

Success: Yes

comments: Client called to informthat she has conpleted her training

on job and worked on her own today. Client stated that she thought she
did a good job. Encouraged client to keep up the good work and to keep
cc updated. Client stated that she is still working on her HS di pl oma

test and plans to bring by office on 11.4.04 for cc to mail.

WNot e: Continue to follow up with job and HS di pl ona test.

CNote: Maintain job (retention) and complete HS diplomatest and bring by office on
11/4/04 to be mailed. Keep cc updated.

Date: 10/28/2004

Contact: Tel ephone

Success: Yes

comments: Client called to just check in with cc. Clietnstated taht
she had to work | ast night on he day off because they called her to
come in. Reinforced client that she did good by offering to come n
when they call her. Infornmed that this is the way to advance on job
Encouraged client to keep up the good work and keep cc updatd. Cient
stated that she will.

WNote: Follow up with new job.

CNote: mmintain job (retention) and work overtine or when called to
hel p with advancnent on job. Keep cc updated.

Date: 11/03/2004

Contact: Tel ephone

Success: Yes

comments: Client called to informthat she was upset because her ex-
husband cane her house for client to visit with her 6 yr. old son
(father of child). She stated that he said that she shouldn't live
there in the country because her car may not be reliable since it needs
sone nore repairs. Client stated that he was maki ng her feel bad by
saying things that put her down. Client stated that he is wanting her
son to stay with himand his famly. Reinforced client that she was
doi ng good and that her CPS case manager will neke sure that everything
will be suitable for the children to return home to her and for her not
to worry about what he says. Encouraged client to keep up the good
work. Client stated that her father and uncle are still helping with
her car. Reminded client that cc will see her tonorrow in Dillon

WNote: Meet with cleint tonorrow to take to clothes shelter to get
clothes for her children when they are returned.

CNote: maintain job (retention) and meet with cc tomorrow to get clothes from shelter
for children.

Date: 11/22/2004
Contact: Tel ephone
Success: Yes
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comments: Client called to follow up with cc. Cdient informed that
job was still going well and that they have reduced her food stanps due
to her increase in pay. Client also stated that she is planning to
talk with her CPS case nmanger about possibly getting children back
next week. Encouraged client to keep up the good work and to keep cc
updated. Client stated taht she wll.

WNote: Follow up with clients CPS case manager about client possibly
getting children back from Foster Care next week. Continue to follow
up with job.

CNote: maintain job (retention). Keep cc updated about CPS case and job. Plansto
come by office on 12/2/04 to complete HS diplomatest and mail.

Date: 11/29/2004

Contact: Tel ephone

Success: Yes

comments: Client called to follow up. Client stated that job was stil
going well and that her waitress tips have been increasing. dient

al so stated that she has been trying to follow up with CPS case manager
to report that her son fell at the foster hone he is staying at and
that she feels case nanager needs to see childs face due to it having a
long cut fromlip to ear and was swollen. Stressed that client needs
to inform CPS case amanger. Client stated that she plans to cal

today. Also client stated that she is planning to possibly get
children back on Friday, 12/3/04. Counseled with clietn about the

changes that will take place in her Iife when she gets children back
and that she will need to be ready to make the change. dient stated
that she will be ready and has already followed up with child care for

chil dren when she is working. Also counseled with her again about the
i mportance of positively reinforcing her children so to build their
sel f confidents and remnmi nded again the effects fromrenoving the
children fromher that her children endure. Client stated that she
under stood and plans to work on being a good nmother. Client stated
that she doesn't want the children renoved again and plans to do be a
better nother to avoid this happening again with her children
Encouraged client to keep up the good work.. Infornmed that cc plans to
call CPS Case manager about client getting children

WNote: Follow up with client and call CPS case nanager about cli eNT
getting children back

CNote: Possibly plansto get children back from CPS on 12/3/04. Maintain job
(retention). Keep cc updated.

Date: 12/02/2004

Contact: Tel ephone

Success: Yes

comments: Client called to follow up with her work incentive.

Informed that her incentive will be due on 12/9/04. Inforned that cc
will followup with incentive at that tine. Client stated that job was
still going well. Encouraged cleitn to kee up the good work.

WNote: Follow up with job and CPS case. Plans are to talk with client
CPS case nmmnager today to follow up with clietn getting children back

CNote: Maintain job (retention). Keep cc updated.

Date: 12/03/2004
Contact: O her Contact
Success: Yes
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comments: Called clients CPS case manager to get update about clients
children returning home to her. CPS case manager informed that it
woul d probably be in January due to themwanting to see if clients work
hours will remain the same and not decrease after the holidays so that
client can support children.

WNote: Continue to follow up with clients job and her children
returning home to her

CNote:

Date: 12/06/2004

Contact: Tel ephone

Success: Yes

comments: C;lient called crying stating that she talked with CPS case
manager about children being returned before the holidays. Counseled
with client about the possibility that CPS was wanting to wait to
assure that her work hours will remain the sane after the holidays so

t hat she can support the children. Cient was very upset, but after
talking with client about her setting up visitation with her ol dest son
since she is not allowed to visit himat the the home he is staying
through DSS, client cal med sonewhat. Counseled with client about the
i nportance that she maintain her job and that she let her children know
that she | oves themand visits themthrough the holidays even though it
hurts her (indicated by client) to say good bye until the next visit.
Encouraged client to be strong for her children and to | et them know
that she | oves them Suggested that client call DSS and talk with her
CPS case nmmnager about arranging a visit with her ol dest son since she
has not been allowed to see hone recently due to client calling CPS
case manger about client son cutting his face fromfalling down.

Client stated that she will. Informed for her to keep cc updated.
WNot e: Follow up with CPS case and job to assist client.

CNote: Maintain job (retention) and plans to call CPS case manager to have her arrange
visitation with her oldest son. Keep cc updated.

Date: 12/08/2004

Contact: Tel ephone

Success: Yes

conments: Client called to informthat they have increased her working
hrs. at the Waffle House. Reninforced and encouraged client to keep up
t he good work. Talked with cleitn about her talking with CPS case
manager about arranging visitations with older son through DSS, but
client stated that she plans to call Monday to talk with Ms. L in CPS.
Rem nded clien that her work incenitve is due tonorrow and for her to
call cc in the norning so that cc can submt voucher and 1269 for
incentive. Client stated that she will.

WNote: Follow up with client arranging visitations with ol der son

t hrough DSS and follow up with job

CNote: Plans to talk with CPS case amager on Monday about visitations
and call cc tonorrow about incentive.

Date: 12/09/ 2004

Contact: Tel ephone

Success: Yes

comrents: After reviewing client work incentives, it was observed that
clients 9 nb. incentive is due 12/18/ 04 and not 12/9/04. CC call ed
client to informand client stated that she understood.



WNot e:  Continue to follow up.
CNote: Maintain job (retention). Keep ccupdated.

Date: 12/16/2004

Contact: Tel ephone

Success: Yes

conments: Called cleitn to informthat her 9 nb. incentive will be due
on 12/18/04 and that client will need to cone by office on 12/20/04
after cc verifies that client is still working to pick up incentive.
Cleint stated dthat she will. Client stated that job was still going
well. Also client stated that she still has not been able to set up
visitation with ol der son. CC suggested that client talk with CPS
Supervisor to ask what are her legal rights in visiting with her child
so that they can assist client with this natter. Client stated that
when she calls her older son, they will not let her talk with him
Encouraged client to talk with CPS supervisor to get info about talking
and visiting with her older son. Cient stated that she will and will
keep cc updat ed.

WNote: Follow up with job and her talking with CPS supervisor about
visiting rights.

CNote: Plansto call CPS supervisor about arranging visitation with older son and talking
to him on the phone. Keep cc updated.

Date: 12/20/2004

Contact: Tel ephone

Success: Yes

comments: Called client back about cc calling the Waffl e House to
confirmthat she is still working for her to recieve incentive.
Counseled with client about her mssing too many days at work and
expl ai ned to her about the inportance of having good work habits as it
rel ates to keeping and advancing on job. Cient stated that she plans

to to do better. [Infoend that cc contacted DSS about processing her 9
no. incentive and that she will need to call DSS office |ater today or
tomorrow to arrange to pick up incentive. Client stated that she will
and will keep cc updated.

WNote: Follow up with client inproving her attendance record at work.
CNote: Plans to improve attendance at job. Pick up incentive and keep cc updated.

Date: 12/20/2004

Contact: O her Contact

Success: Yes

comments: Called Dillon DSS and talked with FI supervisor to informto
process clients voucher and 1269 for cleint to recieve her 9 no.

i ncentive.

WNot e:

CNote:

Date: 12/20/2004

Contact: O her Contact

Success: Yes

conments: Called the Waffle House to confirmthat client is stil
working . Talked with cleitns supervisor whominfornmed that client s
still working, but has been m ssing too many days of work |nforned
that cc plans to talk with client about this problem However,
supervisor did stated that client is a good worker.
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Verified that sheis still
employed;

Date: 01/04/2005

Contact: O her Contact

Success: Yes

comments: Verified w Jim- Minager, that she is still enployed;
WNote: Since | was unable to get her, send letter asking to respond;

CNote:

Dat e: 01/ 04/ 2005
Contact: Tel ephone
Success: Yes



conments: Phoned today and, only able to | eave a nessage; The phone
listed has been di sconnected
WNote: Call Waffle House

CNote:

Date: 01/19/2005

Contact: Tel ephone

Success: Yes

comments: Client called to informthat her job at the Waffl e House was
still going well, but that she has just obtained another parttine job
that will increase her incone. Client stated that she is working 20
hrs. with Boatwight Construction per week cleaning at $5.15 per hr.
Encouraged client to keep up the good work and that she needs to inform
her CPS case manager. Client stated hat she will. Inforned for client
to keep cc updated. Client stated that her CPS case manager i ndicated
that she may be getting her children back home in March if she proves
to be stable with job and home. Encouraged client to keep jobs and do
not nove from home.

WNote: Follow up with jobs nonthly.

CNote: maintain jobs (retention) and keep cc updated.

Date: 01/25/2005

Contact: O her Contact

Success: Yes

comments: Called clients new parttinme job at Boatwight Cobstruction
to verify that client is working. Talked with manager who confirned
that client is working parttinme. Manager stated that client was
wor ki ng out very well. Explained MJ program and asked if cc can call
to follow up with clients progress. Manager stated that he would be
glad to assist MJ

WNote: Notify clients CPS Case Manager that client is also working
parttime along with working at the waffle House.

CNote:
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