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EMPLOYER ENGAGEMENT DISCUSSION TALKING POINTS
for DOL ETA Region 6 All OJT NEG Grantee Conference Call
November 30, 2011 from 1:00 – 2:00 pm

1.	Train case managers to see partial matches between job seekers and job descriptions (not only complete matches) and refer these people and businesses to business services reps (BSR) for on-the-job training (OJT) marketing.  When a BSR meets with employers they should connect them in that meeting to a phone screening of the OJT candidate to speed up sealing the OJT deal.

2.	Market OJT to employers that have hired from you in the past without using OJT.  Market this as a new exciting product.  

3.	Develop a bundled incentive package including OJT for new business owners you track down through business license postings.

4.	Teach job seekers to market OJT.  Develop a do and don’t form and a letter they can give to employers.  Role play marketing OJT in interviews.  Run workshops on OJT marketing by job seekers as a tool to make them more competitive.

5.	Market OJT to the vendors your organization buys things from.  Where do you get office supplies, building services, computer repair, coffee, vending machine products etc?  If we do business with them they should do business with us.  That is a private sector perspective.

6.	Sell OJT from the perspective of buying the training businesses provided to new hires, not from a wage subsidy approach.  The buying training model is much more business like.  They have a product and you have money to buy it.  It’s a sales arrangement.

7.	Streamline the contract in layout and language to make it as short as possible.  Use a bulleted outline cover page that summarizes the content so you can talk them through it easily.  Make sure everything in the contract is absolutely necessary and get rid of excess verbiage.

8.	Reaffirm that business people have the management right to fire someone on OJT.  Just like they can hire them before the OJT is over.  Business people worry that with government involvement they won’t be able to fire people.

9.	Sell OJT using reference lists and telling success stories not describing every detail of the process.  Business people want to know if this has worked for other businesses.  Once they’ve been sold on OJT you can take them through the process, but don’t try and make the process part of the sale.  The process is a barrier to the sale.

10.	Form a Speed of Delivery Task Force with BSR staff and management to look at every way to speed up business services and OJT authorization.  Speed is of very high value in the private sector but not  in public sector funded agencies.  We often lose businesses with OJT and other services because we aren’t fast enough.
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