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>> Good afternoon and welcome to today's webinar.  Disability, Diversity and Intersectionality, Making New Friends and Playing Well with Others.  I'm Carol Eubanks.  This is brought to you by the IL‑NET.  IL‑NET presentation is operated through a partnership research utilization.  National accounts on independent living and Association for Rural Independent Living and Utah State for University Center for Persons with Disabilities with support provided by administration on community living at U.S. Department of Health and Human Services.  This webinar is being recorded and will be available on demand within a few days.  You can go to ilru.org where you will find all the information including audio, video and transcript and anything else that is posted subsequent to presentation.  You will have an opportunity to move ask questions during the webinar.  You should see a bar on the bottom of your screen.  One of them is Q and A and you can type questions at any time and address them during our Q&A breaks.  If you have comment for us, you can use chat feature.  You can have closed‑captioned by opening the CC screen.  You can change the size of it.  If only seeing one line of captioning, you can put your cursor over it and click that arrow to make it larger or display seven or eight lines of text once you do that.  You can view the full screen captioning.  Log into the chat there and enter your questions and respond to them during Q&A breaks as well.  You can find the URL in the chat on main webinar screen.

One final bit of housekeeping, at end of webinar, evaluation form will open in your web browser.  Fill that out.  Short and easy to complete.  We use them to produce work in the future.  I would like to have your thoughts.  Our presenters is Stan Holbrook.  Management consulting firm offering organizational development, diversity and collusion training and strategic planning and capacity building training.  Instrumental in national council of independent living.  Served a chair on NCIL.

>> Thank you for that introduction.  I would like to welcome everybody to the webinar today.  Making new friend and say playing well with others.  Please advance the slide.  The contact information for our presenters on this slide right here so I encourage you if you have questions outside of the webinar to send them an e‑mail.  We would like to keep this dialogue going as much as we can.  So you have the contact information.  Of course, you can write questions in the little box down at bottom of the screen and we will try to answer them today.

I also ask you to visit the website ILRU disability, diversity and intersectionality at cil‑diversity.org.  You will be able to read the information gathered from this project.  Slide 4 please.

I want to give you a little bit of background.  I'm anxious to get the presenters on of the project.  This project was a collaboration between ILRU public research evaluation.  And it was a three‑phase research study.  As you know, entitled disability, diversity and intersectionality.  Study was designed to see how centers for independent living are designing and implementing and evaluating culturally and linguistically competent policies and practices to improve services, programs and outreach for racially ethnically and culturally and linguistically diverse groups.  Slide five, please.

Definitions we will use today is diversity.  Which means differences in culture, ethnic or racial classification, self identification, tribal or clan affiliation.  Nationality, language, age, gender, sexual orientation.  Gender identity or expression, socioeconomic status, education, religion, spiritualty, physical and intellectual abilities and other factors that distinguish one group or individual from another.  Another word you will hear a lot is intersectionality.

That's multiple social group memberships and identities that expose an individual to different types of discrimination and disadvantage.

Slide six, please.

I just like to go over quickly the centers that participated in the research project.  Access living out of Chicago.  Center for independent of disabled in New York.  Susan Dooha.  Center coast center for independent living.  Elsa Quezada who will speak today.  Central Iowa center for independent living.  Community resources for independent living.  Ron Halog who is here today.  Disability link.  Illinois/Iowa independent living center.  Liz Sherwin.  Independent first out of Milwaukee with Lee Schultz and metropolitan center for independent living, Jesse Gomez.

What you will learn today.  Objectives are this.  Disability diversity and intersectionality as a process requires focused time and effort.  Today we are going to focus on how to identify potential partners and collaborators who represent diverse communities and social justice and civil rights organizations. 

Strategies for effective coalition‑building that enhance capacity of all partners, successful outreach strategies with DDI partners for engaging consumers with staff, potential board members and volunteers in diverse communities and strategies for problem‑solving when partners priorities are not in line with your organization.

I want to read a bio on each of presenters and move into the presentation.  Ron Halog is Executive Director of Commuting Resources of Independent Living in California.  Served in disability nonprofit sector for over 35 years.  During his last position of executive director of Alacosta centers his leadership grew the organization in service deliver and financially.  Elsa Quezada has been the ED of Central Coast Center for Independent Living located in California since 1993.  Manages a budget of $1.5 million and has 20 employees.  Has been working in independent living since 1982 beginning her career as executive director of first bilingual center for independent living in California located in east Los Angeles.

At this point, I would like to introduce Elsa Quezada and ask her to begin discussing her story.  Elsa?

>> Thank you, Stan and thank you, everyone, that is joining us on this webinar.  So I was born just about 17 miles from Salinas.  Born and raised in Watsonville, California.  My parents born in Mexico and farm workers with not much formal education and strongly believed in education.  My siblings and I are first generation born in this country.  We have strong work ethic and strong belief in maintaining our language which is Spanish and Mexican our culture.  We have respect for all.  Next slide.

My parents strongly encouraged us to maintain our first language and proud of being bicultural.  My siblings and I all worked in the fields during summer breaks.  My parents wanted us to experience what it would be like if we didn't get an education.  We learned firsthand the hardships and injusts that they experience working in the field sometimes six to seven days a week.

So this led to an interest in social justice.  And I'm fast forwarding.  In 1981 when my husband was 31 years of age, my husband was diagnosed with malignant cancer.  We walked into the world of disability rights.  Encountered all the discrimination, stigma, lack of access to healthcare, et cetera, et cetera.  My path took a different direction at that time and I entered the independent living movement.  I will have celebrated 37 years in our movement in September.  Ron, can you share your story with us?

>> I would love to.  You know, for me, I think it's really important that we actually take a look at where we come from and what makes us who we are.  And so, again, my name is Ron Halog.  I'm executive direct for CRIL.  I was born in Livermore, California and raised in Pleasanton, California.  It was an agricultural community.  I'm Filipino.  My brother and I were actually born in California.

When I was born, my mom and my dad wanted us to learn English.  We didn't want to have that distinction of Filipino.  We wanted to be Americans.  My sister first came out here, she was entering school and didn't speak a lot because basically she was only speaking a different language at the time.  My mom and dad basically said, no, we need to learn how to speak establish if we are going to learn how to certify vive here ‑‑ survive here.  I do not speak the Filipino language.  My journey has shaped my beliefs that person is judged on character and not color of their skin.

For me, I looked at person instead of looking at them from the outside. 

For my parents, speaking the language and education was a high need for all of us.  They all wanted us to go to college, get our degree, and to learn what, you know, America could offer us.  My mom always told me, respect the person first.  If they disrespect you, don't respect them.  That was something hard because, you know, growing up in 50s and 60s, there is some resentment.  A lot of picking of me and especially in a agricultural area was tough I made great friends growing up and people that did not like me because of my ethnicity.  I was called names and picked on.  I have to put everybody in perspective on this one.  When I grew up, Vietnam War was going on.  There was a lot of name calling during that time period.  As I grew up, I learned to fight.  Both physically and verbally.

I remember my first taste of self‑advocacy.  And my mom instilled in that.  From that day on, pretty much been one of my strong points as far as having fairness and treating people with equality and giving people that opportunity to move forward.  What I have learned most of all, we're all different, but we are very similar in wants and dreams.  That's where I think we do need to be solid on how we move forward in this one.  And so can we move to next slide, please?

And so I wanted to ask Elsa, can you share with us how Cecil prepared your journey?

>> I was first executive director of first bilingual cultural center in UCLA at 1981.  I don't know how many of you were working in the field back in those times, early history of the movement was believed to have been led or started by white guys in wheelchairs.  That's what I was told.  That's what I saw.  There were no leaders of color.  And the concept of independent living did not coincide with my Latino culture that is about family and much more focused on the unit as opposed to the individual.

So I prepared the organization by learning and to listen to families.  We listened to families that said that philosophy did not fit with their culture.  And so we began to transform the services that fit the community, that fit the culture that we were working with.  Next slide, please.

So there were educated leaders in our movement that we ourselves were excluding members of our own community.  This is what I would talk about.  That here we are a movement that was about accepting everyone, every culture, every disability.  We were excluding members off the community ‑‑ of the community.  We developed our board and staff to reflect the community.  I'm happy to say that this has changed and I'm seeing it happening in independent living centers throughout the country including California.

We began to involve the community members in making sure that the services address the needs of the community and offered in culturally appropriate manner.  How do you do that?  By engaging them in dialogue.  So it's not just the services.  How are we doing?  Always taking the temperature and listening to community members about what we are doing well, of course, that's great to hear.  What could we improve upon?  What can we improve upon or what are the things that we need to ‑‑ well, yeah, to make better?

Does governance and staff reflect your community.  Challenging to find individuals that understood governance.  You have to do training.  You identify people that have the personal commitment and belief and passion and same with your staff.  Do they reflect the community that you are serving?  All of materials need to be in languages spoken in that community.  Language and culture must be respected as we ask them to respect our language and so forth.

We say in my organization that our community is our office.  Our staff goes out to where people are.  We don't require them to come into to our offices.  They need to see that you are engaged in community.  Need to see you out there.  Not just within these walls.  Do we have our partners?  Are we accessible to everyone?  Next slide?

Can we hear how you, Ron, prepared your organization for the journey.

>> Yeah, for CRIL, we started with our staff.  I wanted to look at how our staff, their ethic breakdown and language combined with county that we lived in.  We found out that there was a little bit of ‑‑ we were not really meeting those numbers.  And so I wanted to find out exactly what staff was doing.  We looked at where they connected.  Are they connected with another organization or with a church or are they using services elsewhere that we should be tapping in to?  Then we looked at Alameda County demographics.  That was eye opening.  We broke it down into each city.  From the cities, even those were different.  So we focused on different cities for one.  Fremont area.  We found out that there was a high Afghan population there.  We didn't have anyone who spoke that language or any of that.  We had to reach out farther.

From there, we took a look and saw what our base was for our staffing and current consumers.  We asked one important question, why are we not serving these people and how come we have not reached out to them yet?

And then after that, third step is to make a plan.  We took definite big steps to hit the shortfall.  We first needed staff who could speak the language.  You know, just having someone here who is important who could answer questions.  We had to take a look at how we are reaching out to them in the community.  For a lot of us, I think we have seen it.  We have hired on staff.  People don't come because we hire staff.  We have to actively actually go out and recruit.  From there, we definitely made sure that we had written material in specific languages all set up for us so that people could, if they requested that information, they could definitely get that from us.  We introduced ourselves to organizations that served that population.  Potential collaborations.  Might not be in the disability world.  Might be something else completely different.  Could be an organization that works with employment or organization that works with housing.  We had to take a look at what specific areas were they focused at, what populations and then, we looked at potential collaborations.

Then we looked at our services and targeted services that could benefit all organizations.  When we did that, we found out that we have a lot of critical services that people in all communities would actually appreciate.  I will talk a little bit more about it.  Disaster preparedness is one of them.  Some of them do device lending libraries.  Perfect match for them.  They had people who needed these services and could benefit from us.  Slides 18 please?

For us, getting to right tables.  And unfortunately I call this uncomfortable time.  I don't want to go to a meeting I'm not known at, you have to.  If you don't have connections there, start going.  Don't feel bad about not knowing anybody.  That's how we started out.  Get out there.  Next bullet I had, flyer is great.  Won't bring people to you.  We come up with all sorts of flyers with different languages and I hate to say it, if you build it, they don't necessarily come.  You have to go out.  That's why I say go out to their tables where they are at.  Community, you have to be out in the community in order to get them.

Word of mouth is always works best for us.  Especially if you find a consumer that has been successful in their goal.  They will refer people over to you over and over and again.  And I think for us, that's our biggest draw for us is that when we put that out there, and then other people put it out there, they reach out to us.  Again, go to people.  Don't wait for them to come to you.

It's hard to do and I eve had staff ‑‑ I've had staff that are not feeling comfortable with marketing.  We are all marketing our services.  We have to do that.  Use your service as a tool.  I talked about device lending library and emergency preparedness.  Our device lending library provides a needed resource for people that cannot afford a ramp or can't afford renovations to their work.  They can relend it out to them for 30 days, free of large.  Great selling point that we can use anywhere we go.  Slide 19, please. 

So I give it off to Stan.   

>> I would like to thank what they shared so far.  We are at our first discussion period.  If you have a question at the bottom of your screen, there is a little tab.  Navigate down there says Q&A.  Type your questions in that tab.  You can use that tab the whole time you are here.  We are hoping to get rich conversation going on.  If we do have a question, it's for either Ron or Elsa.  We have a new E.D. and we are having a difficult time getting him to have these discussions.

I am a community outreach specialist and I'm trying to get out to as many events and organizations as possible.  I cannot get support from management.  What can I do?  Either one of you guys give an answer or both.

>> This is Ron.  I think one of the things.  I know it's tough.  A lot of people are ‑‑ you are going to ask them to step out of their comfort zone.  A lot of people don't like to do the marketing thing.  What I think could help the community organizer is to team up with somebody else that has done this and done it well.  What we found is that having community advocates that are ‑‑ you know, these guys are solid.  They are the ones who are talking most of the time.  If you pair up the community organizer with strong community advocate, they will start seeing some of the differences and pick up on it.  And see quick wins of, hey, this is not that hard at all.

Initial part of trying to get over that hump of I don't want to go out, I don't want to do the outreach, can if you have somebody who you can collaborate with can help and support.

>> Thank you, Ron.  Do you have anything else to add, Elsa?

>> Sounded like the staff person is not getting support from executive director.  Did I misunderstand that?

>> That's correct.

>> That's a little tougher, I think.  I don't know what state you are calling from.  In California we have 28 independent living centers.  I'm wondering in your state are there others that they have a relationship with that maybe use that sort of relationship to have a conversation?  It's ‑‑ that's a tough one, I think.  This is the highest level of your organization.  If they ‑‑ that person doesn't understand the importance of it, I'm not sure how you would approach it.  There is other ways, you could go to the board.  You can bring schedule community meetings with that the executive director would be invited to.  Not focus of it.  Maybe education again and hearing it from community members.  That might change the opinion of the person if hearing the need coming directly from community members.  That's what I would offer.   

>> Thank you.  We have several other questions.  Next question.  Can either of you give examples of what your organizations were not meeting in the community early on?  What benchmarks were they not meeting?  How were they not integrating or welcoming?  How were they not meeting needs of diverse populations?

>> I can offer some information.  Originally again, stats not reflective of the community that we served.  Independent living centers are all about engagement of community, not just service delivery, not just providing services.  Engaging our community.  Yes, we serve them.  We provide whatever needs we have.  We want to invite them and welcome them to join us in the bigger movement.  I saw that.  I saw that we were not seeing representation from our community and had to go through why?  Why is this happening?  Is it ‑‑ and what I found in the early days that there was a conflict in independent living philosophy with speaking, again, of Latino community of how they see independent living.

So when I first started out, I was told because I was a program coordinator in East LA.  When providing services, only talking to consumer.  Conflict there was when you are talking to Latino family, it's the whole family.  You have to make space for the whole family coming in.  And not just the individual where isolating them and trying to work with them.  Saying to them, you need to develop independent living skills.  I would say in the early days, this is not independent living.  This is interdependence.  Can we accept that and make that apart of our dialogue with the community.  If we don't do that, the community would not come into the organization.  It's a conflict with their culture.

>> Thank you very much for that.  Do you have a short answer, Ron?  I have two more questions in the queue.

>> I would say similar to what Elsa was saying too.  Again, I think it is needed to know a little bit of the culture that you are trying to get in to.  That's where some of the staff can help and support.  That's why we started with our staffing.  Especially with just what Elsa was saying, a lot of times you want to do one on ones.  No, got to be with the family sometimes.  That's what they are comfortable with.  If you start throwing this stuff in their face, it's like you are going to losing instead of gaining that momentum.

I think it's very much important that you start from the cultural acceptance and move forward from there.

>> Thank you very much.  There is another question here.  How do you guys make your staff more diverse?  Did you receive additional funding?  Did you wait for natural attrition or turnover?  How do you do that?  I would like one of you to take a stab at that and I will give the other one another one.

>> Can I take this one?  This one cracks me up.  I remember in the earlier years when I talk to my peers, why doesn't your staff reflect the community, they say, we need more funding.  No, you need to have the commitment to diversifying your staff.  That's where it starts.  Not about money.  I will leave it at that.

>> Thank you very much.  Not about money.  It's about commitment.  Another question.  Ron, you can grab this one.  What did you find to be the most challenging issues as you were preparing your organization to be more diverse?  You know, to work with people ‑‑ intersectionality?  What were the challenges ‑‑ what was most challenging thing you had to deal with?  Did you meet resistance with your board and staff?

>> You know, I think the most challenging for us, it takes time.  It takes a lot of time.  Again, I'm with Elsa.  It's not about the money.  It's about the belief.  Has to come from here.  It's so important to hear from where we came from.  If you take someone else who has not come from this environment or this culture.  It's hard to get into it.  For me, it's like one of the key, core, things that I have about fairness and about quality.  And everybody gets that opportunity.

If you don't have that as a core, makes it really tough.  I say time that it was my biggest challenge because took time to get staff that we wanted to have in our system.  I've been without staff for eight months up to a year for times looking for right person to meet that.  I wasn't just taking somebody off, we want you, do a great job.  Yeah, we are trying to diversify and trying to make sure that we are meeting different communities.  It was tough.  Did I get push back from staff and my board?  I think the biggest push‑back is, we need somebody to work with us now.  We cannot wait.

My board was pretty much in support.  They also said same thing.  How long are we going to wait for?  But, you know, to our credit, I think we waited for the right person that was going to be meeting our community's needs.

>> Okay.  We have two in the queue.  I have time for one.  And audience, if I don't answer your question this time, maybe the second Q&A we will get to your question.  Don't be alarmed.  Either one of you can take this.

How would you recommended that marginalized people of color begin the diversity and disability with centers?  How do you think we present the topics of intersectionality and response of reaching of diverse groups to upper management who are not of color?  Who may not see the value of this work because of their privilege?   

>> Elsa, you want me to take this one?  Your mic.

>> Your mic is off.

>> I'll take a stab at this one really quick.  You know, and you are all going to be laughing about this one.  One of biggest things you have to discuss whenever you are talking about diversity and intersectionality that there is a benefit of doing this.  I'm going to be going through this a little bit more.  Quality services ‑‑ you have quality services now.  Now you have to do outreach for it.  One of biggest things that management or, you know, top level people will want to hear is the impact not only on the community but also financially.  They have to start seeing there is a benefit to this because, you know, I'm going to share later on an example how we made connections across the way and how it's actually bringing funding to our programs.  There is always something that they can do that's going to motivate upper management to move forward on this one.  One of biggest things are going to be finances.

>> I like to thank you for that, Ron.  I would like to add another thing.  At our center, we are going through same thing.  I happen to be a person for color.  So is easy for me to say, truth is, it's right thing to do.  It's the right thing to do.  Money and everything, I agree with all of that.  There is a time we have to be right.  As an organization, we are fighting for rights of people with disabilities, we are fighting for rights of all that have disabilities.  For us to do even a true center for independent, everybody that comes through that door that need help should be able to get the same type of service.  So I ‑‑ it's something we have to work on that those that ask the question and we are all working on this.  And I'm just so happy that we are moving forward in this effort.

>> Can I make one more comment?

>> Okay.

>> So I think in addition to everything that is said, training, training, training.  You got to, if you cannot bring that forth, training.  Intersectionality is a relatively new term.  A lot of people don't know what that means.  Train, read, sit around and talk about it.

>> Ron, I would like you to shatter sharing ‑‑ start sharing with us how you found your partners that you work with currently?

>> Again, for CRIL, we started with management staff and board members and consumer connection.  Anybody who is on the board on different groups or connection that is we could tap in to that they are already doing?  For us, it's like I have a staff person who is ‑‑ is retired priest.  And so we tapped into Catholic charities.  That was eye opening.  We tabbed into other organizations and ‑‑ tapped into other organizations and programs that we served.  We started at management staff board member level.  Again, we identified services that we can promote to full community.  And that the groups would actually benefit from it.

One of biggest things that we can do with any collaboration is have win/win situations.  Not about going into these groups and saying, what can you do for me?  It's about actually making sure that we can benefit each other.  Invite ourselves to the table.  Don't wait to be invited.  Just go.  And then for us, we are looking for grants that specify funding for specific groups.  One of the examples is Hindu funding that we received for flu shots.

Again, we are not medical but yet we help.  We want to make sure that we assisting and helping the communities. 

>> Keep going to the meetings making sure to share CRIL's value to its consumers.  I have staffing that are committed.  We go to homeless meetings.  From there, widens out more.  Program management and directors, we will go out to other community meetings just to make sure that they know what CRIL is all about.  One of biggest questions is how many people going to ‑‑ how many people know about CRIL.  They know the name.  They don't know the services.  That is something else we needed to address. 

So when you are there after you've been at a group meeting for a little bit, and feel comfortable with them and they feel comfortable more with you, ask to do a presentation.  Let them know what your organization does.  Again, make it fun.  They will remember you to it.  I have an example here of what I've done in the past.  What I've seen too when I first came on board.  CRIL doing presentation.  These are services that we do.  Make it more fun.  You know, through here, we not only developed the presentation, we are going out to different groups, again, disaster preparedness, as of services.  I have objectives for the presentation they are going to learn about CRIL services.  I'm going to give them access to over $1 million in devices and I'm going to save their life.  They look at me, what kind of organization do you work with?  They see the name CRIL and even at beginning of PowerPoint presentation, I have a picture of krill.  Shrimp guy.  That's not who we are.  Makes it fun for them.  Then I go in to we are community resources for independent living.  They start remembering.

Once I tell them about $1 million access to devices, they love it.  Going in to not only build that relationship with partners, but also it's a give and take.  You are getting the benefit of working with them.  Slide 23, please.

Here is one example.  This was a fun one.  Invited to do a presentation of Tech Ability Conference in Oakland.  That was to be a 1‑hour long track.  I don't know about you if you gone to an end of conference and at end of conference, can be the most tiring, I guess would be, if you are not engaged with these guys.  I made it a point where I was going to make it fun and enjoyable for them.

By the end of the day, I was expecting to get about 60 people.  Half the people were there.  30.  I threw everything I had at them from energy levels to devices and everything.  They left the conference feeling, you know, they got a lot out of it.  A lot of great take aways.  When you start doing this stuff, month later, contacted by Alameda County HR Employee Group.  They liked my presentation.  They loved what we did that they decided to support CRIL during the holiday season and secured over $3,000 in donations for CRIL.  It's not about financing.  It's about making connections.  For me, I spent an hour with these guys and learned so much.  I was on a phone call with them for about another 15 minutes and they loved what we did.

The next thing I heard, this is about another year later, recently, I had gotten contacted by one of them.  And they remembered the device lending library.  They ended up donating a scooter and wheelchair to us.  We had scooter that we are giving out to someone who needs it on temporary basis.  Those types of partnerships.  It's a give and take partnership.

Slide 24, please.  One of the ideas is to volunteer.  Volunteer to support groups.  This is about relationship building.  This is not about letting them know about where your organization does, build that strong relationship with them.  It's a give and get process.  Ask yourself, ask your team how many boards or groups are they currently serving on.  If management team level staff or not serving on any kind of boards or being on any type of meetings, they need to do more outreach.  They need to do more marketing.  Not only for themselves but also for the organization.  And then for staff members, this is a great development technique for them so they can start to get to next level.

How to present.  How to make connections.  That's what we want overall is also supporting the staff to get to that next level.  Slide 25, please.

Again, oftentimes, staff members are one of the best resources to tap in to different communities.  They are already there.  Our staff members do a lot of things outside of their work and sometimes it benefits.  Sometimes they will say, hey, have you ever thought about going to this church and presenting to them.  They have a big congregation of people that needs your types of services or might have a family member that needs those services and that family member might have a group that they are working with.  Take that initiative to move beyond that work and talk to them to see how you can make the community a little bit better.

It's a journey that is ongoing.  Does not stop.  I think it's highly important that you actually move forward and get your teams moving.  Slide 26, please.

And so another example that we have is when a position came available, CRIL Management made that point to have that position as a bilingual position.  Again, biggest challenge that we had was the time.  We will put it out there.  Not necessarily everyone will show up that we want.  We will go through many, many different resumes and applications to find the right person.  Slide 27, please.

So for this person, we had our Fremont site open up.  Looking for someone with diverse background.  One of the things that we saw when we went through our county demographics was that there was a lack of services to the Afghan community.  Especially in the Fremont area roughly 55% are from Asian backgrounds.  We wanted to make sure we reached out the to that group.  We designed a job posting.  We encouraged and ‑‑ encouraged people to apply.  We had bilingual preferred.  Took us eight months to narrow it down to three people.  We did finally find someone that we really liked and that did a fantastic job.

Here is benefit of this one.  We found somebody who is already connected with the Afghan community.  Had been working in the tri‑cities for number of years.  Our numbers in the Fremont area have exploded.  We have gone over our contract goals that we wanted to do.  And it's just been fantastic.  Most recently, we did a disaster prepared training.  I had someone do the transition for us.  Farsi.  They loved it.  They loved the outreach to them.  We learned a lot.  We are going to do it again.  If we don't put it out there, it's hard to say we are serving the community when we are really not.  Slide 28, please.

So some of CRIL's services have support groups.  We have senior services, advocacy groups.  I serve as vice president for the Alameda for the council.  I serve as the East Bay legislative committee.  That has been valuable for us.  Because when we are reaching out to our local legislators, they are asking us, I have constituent that needs support in this area.  If CRIL can help and support them, by all means, we are doing that.  The results of this is that the legislators themselves will start knowing about your services and then start referring these other groups to you that you didn't think about.

For us, nice learning experience that, you know, down at Fremont, we tapped into legislators.  Completely unaware that we had those types of services.  For us, made a big impact to our consumers, our groups, our staff and also to our local edge lay fors ‑‑ legislators.  I'm just ‑‑ keep on getting out there.  One of the hardest things to do is to think that you are doing this outreach.  I've had groups, oh, yeah, we've got the community.  They are doing great.  But then when you look at demographics itself, they are not.  They are doing 10% of what they should be doing and 30%.  Make sure you are putting yourself out there.  Elsa, you are next, right?

>> Yeah.

>> Can you share with us how CCCIL identify with those partners and strengthen those relationships?

>> Thank you for all of those examples you shared.  You have to look at all community partners.  Who are your community partners who would be your community partners.  Or form collaborative partnerships.  I will used word infiltrate and disability issues and recognizing ‑‑ and you have to call out the similarity that is intersectionality.  That's a new term.  People are not using it.  Do not understand it.  You need to educate constantly.  Next slide, please? 

So here is an example.  So CCCIL asked to join the board of a low income housing developer focused on housing for farmworkers.  I'm from a farm working family.  We joined with idea of creating new collaboration with agency building much needed housing and narrowly focusing on farmworker housing.  This is an opportunity to teach them the leadership that many farmworkers who indeed may have a disability.  Many of those residents as consumers who sustained a work‑related injury and now filing workers comp or some of them about to return to work or needed taping or needed to apply for benefits.

We knew family members, children, extended family members who had hypertension ‑‑ had mental health disabilities and did not identify as individual with disabilities and often did not speak English or understand the complex navigation of systems.  So, again, education.  Education.  Constantly.

After serving on this board, after serving as a board member and chair for two years, developer is now I'm happy to say is now designing and thinking about the developments for access for all.  Universal design.  That's what they have in mind.  So it works.  And like anything, takes time.  You need to do education.  You immediate to present people ‑‑ need to present people with information about a community that may not know is out there.

Given the opportunity to address their mission and how then they can expand their services to provide more services to the community.  Next slide.

Important thing I think is work on issues that partners are working on.  May not be your agenda, if you want to create that synergy or camaraderie, you have to demonstrate honesty, commitment and long‑term relationships.  It's not just, let's work together on this because there is a project is receiving funding and my center can get some of that funding.  They will see right through that.  Relationship has to be honest.  Has to be a commitment and got to put in the time.  CHISPA is what I was talking about.  Housing for farm works and included people with disabilities and elders.  Low income houses because now they are able to really expand and open their developments for more than people that our farm workers and all of their units are accessible.  They have community‑service programs.  We get invited to do presentations to their residence.  We are looking all the time for opportunities for this partnership.

So it's not a one‑time thing.  It's continuous.

Other example is medical managed care health plan.  I joined with the idea of recognizing the plan and recognizing how many of their members are people with disabilities and what the services and house services and how they could be made ‑‑ well, they were accessible.  Greater understanding of methods and different disabilities and needs that might be there.  They now have tri‑ lingual services.  Language is spoken in three counties.  They go above and beyond in accessibility and involved in looking at transportation which is say big issue as you ‑‑ is a big issue as you know.  Involvement in ‑‑ that's another example of just being at the table as we said.  You have to be at table and give opportunities for your staff because I see it as leadership opportunities.  We are trying to build our staff as well, right?  And have them go on and be models for other staff and for consumers that might want to join us in our effort.  Next slide, please.

How did CCCIL and sustain this journey through rough roles.  Establish and maintain personal relationships.  When there is a change in leadership, know about it, don't wait to meet that person.  You take the initiative as well as for my staff.  I encourage them whoever they are working with, their colleagues within other organizations to develop these same personal relationships.  This is never ending and is a part of our culture.  CCCIL has partnered with potential projects whether money for CCCIL or not.  Money is equally important or more important than partnerships.  Grants come and go.  Relationships and partnerships last much longer.  Next slide?

So as I said earlier, CCCIL provided guidance to local health clinics about the need for providing accessible exam tables.  CCCIL had been hearing from consumers especially female, that it had been years since they received an annual exam because of lack of access.  We see impact of developing relationships and being at the table.  CCCIL heard a lot about this issue.  Took it back to her office and able to secure funding to purchase them for all the clinics.  When you have a similar goal, money should not be the factor in whether that goal can be achieved.  Takes goodwill and knowing and believing and doing the right thing for betterment of our community.  Next slide.

Ron, tell us your story. 

>> I ‑‑ I'll be honest.  Collaborations can be tough.  Going through potholes and rough patches, I think everybody is going to be meeting and hitting those.  I want to say one thing, collaboration is not always productive, personal relationships that you have in those collaborations are priceless.  And in any situation, if you have a strong relationship with a group or with a person in that group, you can go a lot farther than just the collaboration that it's ‑‑ try to go meet up with.  In some cases, there is not always a win/win situation.  You have to break up, don't burn your bridge.  Try to maintain that personal relationship with the person there.

Things can work out.  Again, funding can help a lot to get you through those potholes and rough patches.  Collaborations make for better opportunity to get funding.  Money seems to strengthen that relationship.

I will always say though, it's not about the money.  It's about the relationship.  It's about what you can do with that relationship that is going to get you through.  The quality of services that you are going to be able to provide are invaluable.  Next slide, please.  When you have strong relationships with people, can turn out to be a really good thing for you.  Relationships not just basing on what ‑‑ that your organization does but on your character.  About who you are.

I want to tell you this one story before we go into the questions and answer sessions.

Recently, contacted by a person that I worked with 16 years ago about an opportunity.  Many people know about HUD housing that you can get if doing housing search.  This one person came to me and said, Ron, you should take a look at this.  This could be a benefit.  You would be working with housing authority of county of Alameda and us and other with housing organizations.  Can support a lot of our consumers into getting with housing.  I had not worked with this pepper for a number ‑‑ person for a number of years.  This specifically kind of came out of the blue. 

Again, we had not met each other for three years.  What we did before was employment services.  But CCCIL had developed this relationship.  We actually put the application in for the HUD grant.  And I don't know if you guys all know about it.  There is 40 housing authorities within the United States that are going to be getting this voucher grant.  What I'm happy to say, you know, on this slide, CRIL is waiting to here if collaboration is going to be beneficial.  I heard as of Friday that CRIL will be receive them.  You don't want to cut off that relationship.  Don't burn your bridge when that happens.  Let them know you are here.  But at the same time, you want to keep that option available.  Next slide, please.

And then you may have one person in the group that you can build a strong bond with.  Take that and they can your wing man when you present something to them.  That way you are not out there by yourself that you can potentially get some support.  We were looking at helping and supporting a transportation bill in California.  The transportation access bill was not completely what we wanted.  We wanted a little bit more stronger so it could have access for people in wheelchairs at transportation network companies.  We didn't want to stifle any of the movement that was going on with it.  Stronger bill but we decide to do make sure that ‑‑ decided to make sure that we kept it uniform where we were not objecting to anything of it.  Sometimes you have to wiggle and make that work for yourself.  Sustaining the journey is long‑term goal.  Always know that.  It's not just about winning.  You have to have that give and take as you go through.

What does each group or person get out of partnership?  Hopefully going to be a win/win for everyone.  Don't burn your bridge on that one.  Next slide, please.  What happens when partners change or players change?  Oftentimes when you see different people leave, that relationship or that collaboration can actually stop.  If you have a strong program, strong service that can actually get you through, people will see the services that you provide more than they will see you.  And so for you, if anything, sell your services.  Let them know how key it is and what quality of service that you have.  Best thing to get you through potholes, quality services for successful outcomes for consumers.  We want to make sure we get those successes and build those services.  Next slide, please.

Stan, going back to you for questions and discussion.

>> We have some questions in the queue.  I would ask Elsa and Ron, get ready.  First question.  With a small staff, how do you prioritize getting out in community to meet potential partners when consumed with often responsibilities?

>> I'll take that one.  That's a dance.  You have to really prioritize, look at what your agency goals are and where you can put in ‑‑ because we have to do a balance of doing community outreach and creating those ‑‑ and consumers that come in and need service.  I bring my team together.  I don't make the decision alone.  If you don't do that, you have to understand and to say, I will have staff that are, I want to ‑‑ transportation is big issue.  Something that is important to them.  They want to be at every transportation meeting.  You cannot do that.  What about services?  Finding a balance and you have to do that jointly, I believe.

>> I agree 100%.  We come together as a management team and also staff and they pretty much let us know what they like to do.  You know, right now, I have one of my staff who is very much ‑‑ she's ‑‑ her passion is homelessness.  She wants to sit on those committees.  We cannot go for one.  We have prioritize what we have to do.

>> Thank you for those answers.  Next couple of questions are strategy related.  Sometimes can take multiple meetings before an organization wants to partner.  What relationship building strategies has your CIL implemented to keep the interest after initial meeting or visit or lunch, et cetera?

>> I guess I would just say you got to keep going to meetings that they go to.  You got to be vocal.  You got to demonstrate that you are in it for long haul and not just short term.

>> I would say that if you do have a collaboration and consumers and staff are building that collaboration, the other organizations will see that, there is a benefit.  And once you have that benefit, they will always come back to you.  And I eve had it again with legislators.  They will throw out, hey, I have a constituent that needs this type of service.  Send them our way, we will talk to them for a little bit.  We talk to them.  We work out a goal.  They are enjoying ‑‑ they are completing their goals and then they actually go back to legislators and tell them, thank you so much for sending me here and before you know it, I have legislators calling me up.  You did a great job.  I got somebody else, can you help them.  It's not only legislators but other organizations you have to go back to.  Keep up great work.  That's what I would say.

>> What is your best advice on branching out on into archbishop environments that are unknown to you.  Where is best place to start?   

>> Jump in.  Just jump in.  There's no real strategy.  Go for it.

>> You are going to be uncomfortable.  You got to do it.  This is about a core value.  If you want to do it, you are going to do it.  It's a choice.  If you want to stay comfortable in doing what you are doing, going to give you the same result that is you have now ‑‑ results that you have now.

>> If you do that, we are not doing our work with our community.

>> Exactly.

>> This is upper management type question.  Maybe you could help coming from staff person.  Sounds like you and your staff really work together and communicate.  In our center, the ED only communicates with the assistant director and the IL team manager.  As the outreach coordinator, I'm usually the last staff person to know what's going on.  Makes it extremely difficult for me to market our services.  Do you have any suggestions?

>> Well, sounds like a management style.  You know, not my management style.  That's not uncommon.  Very topdown.  They must have staff meetings monthly hopefully maybe twice a month.  Speak up.

>> Yeah, I would say this.  Not knowing your upper management or styles or anything like that and not saying to do this because I don't want you to get in trouble for doing anything.  It's easier to ask for forgiveness than permission.  If you want to do outreach on your own, you know, there is a benefit to it.  I connect with my staff to find out what are they doing?  What are interests?  Helped us grow tremendously.  Sometimes you might have to ‑‑ I don't want to get anybody in trouble, Stan.  At the same time, I want to let them know.  If you have connections in the community, build those connections and report it back to executive team.

Hey, look, this is opportunity.  This can help and benefit our consumers and our community.

>> Here is another idea.  I don't know if, Ron, you do this.  At beginning of every fiscal year, all of my staff knows what contracts and grants we have.  What objectives we have.  If community outreach is in there, they know it.  I'm sure every ILC has to do it.  Must be in your grants and contracts.  Learn, ask upper management to contracts you are on.  So you are just doing your job.  So we win because you want to help the organization meet all those deliverables and be able to report back to your funders.

>> Right.  I would say too, you know, for a lot of outreach, some staff, it's hard to do marketing to do that outreach.  For somebody who says, yeah, I want to do it, I would love my staff to do more outreach.  As long as it's coordinated.

>> And a balance.

>> And a balance.  Coordinated balance.

>> They will spend the whole day out in the community.

>> That's true.

>> I have another question.  Thank you for that feedback.  Very valuable.  What strategy does your center use to access partnerships?  And there is a comic great presentation with valuable information, folks.  Thank you for your presentation.  Big question.  What strategy to access partnerships.  I think you touched on it a little bit.  If you could expand a little bit.

>> Access partnerships?  Elsa, you mind if I take part of it?

>> No, go ahead.

>> For us, sometimes I don't want to say we have a precise strategy for it.  It's a lot of times we are going into partnerships because we see a need.  Need in the community could be, you know, right now it's heavy in disaster preparedness.  As a lot of people know, the California fires have taken a ravage on our communities and trying to figure out how to build those supports for them especially for seniors and people with disabilities.  And so for us, easy task of we were not waiting to go and be part of the ‑‑ be ask to be part of that.  Instead, we jumped into it.  If there is a local volunteer ‑‑ disasters or fast team members that are out there that are needed, we are just not waiting.  We are actually just going in and saying, this is a need for community.  Therefore, we need to be there.

>> Don't be shy.  Go ahead.

>> Don't be shy.

>> Another question.  Good one.  What strategy does your office use assess partnerships?  Are you doing outcomes, scheduling with your partner?  Sharing feedback?  How do you evaluate the partnerships you are in or do you?

>> Not in a formal way.  For me, the partnership is one I want to continue or strengthen if I'm seeing impact.  Or me, that's the measure.  Is there a change in community needs.  If we are sitting around and my community is not ‑‑ we are not having an impact, then I'm not meeting my mission.  I don't know if I'm answering the question.

>> I think, Elsa, yeah, I don't do a formal evaluation of our partnerships at all.  I do look at is there a benefit for my time?  And I think or outcomes that we want to move towards.  I have been in partnerships that have been rough.  That you go in and it seems like you are sitting in a meeting to sit in a meeting and not variable to us and not seeing the benefits of it.  How you break it off though, you don't want to burn that bridge.  That, again, that relationship can actually benefit ‑‑ can be of benefit in the future.  You don't know how.  But at the same time, you want to be mindful of the time and commitment that you are giving at that moment when having those meetings.

>> I would say let the partners know if you decide to leave, tell them why.  You know, not a slam on them.  I'm here specifically for this.  Is this group going to move in that direction.  If not, that's fine.  We part friends.  That leadership will change.  Somebody else will come on board in a couple of years and so like Ron said, you don't want to burn any bridges.

>> One last thing on this one.  You are asking are you going to be going in this direction.  There is times that I have been on these collaborations that the leadership will change and then all of a sudden falls on my lap.  Guess who has that leadership?  I can move in a direction that we are wanting to move.

>> Thank you, one last question.  Quick answer.  I need a quick answer.  We would like a certain partner to do more.  How do we approach them about stepping up.

>> Ask.

>> Ask.

>> Just ask.

>> Ask.

>> Okay.  I've seen we answered all the questions.  You guys did a great job answering all the questions in the queue.  There is about 14 questions and I appreciate the presentations.  And I thank you for sharing your expertise.  I would like to let the audience know a preview if we can move to slide 39 of upcoming events.  ILRU webinars.  We are going to continue with journey of disability, diversity and intersectionality.  The next one is called creating a welcoming and supporting CIL for diverse populations.  That's scheduled for September 25th.  And the presenters are Kim Gibson from disability link in Atlanta and Lee Schultz.  And Stan Holbrook.  Next is disability, diversity and intersectionality.  An American journey for CILS.  We are going to go through the pre‑conference workshop at APRIL.  That will be in Denver Colorado.  And the workshop will be 9:00 a.m. to 4:15. We will be going through not only the research project but we have other goodies that fit in well with disability and diversity and intersectionality.  Finally, very important webinar, they all are.  Data mining and community mapping to support disability, diversity and intersectionality.  That will be determined and announced at later date.  I would like to turn this to Carol for wrap‑up.

>> Thanks, Stan.  We can start wrapping this up.  Directly following this webinar, you will see a webinar to complete on your screen.  We take this feedback seriously in order to improve our program.  Just take a few moments to complete that.  And I think that's it, guys.  Thank you so much for joining today.  Bye, everybody.

 >> Note From Captioner:  Meeting is over.  Thank you. 
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