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Potential Partnership Service Delivery and Funding Model Strategies

Exhibit 1 has a number of possible partnership scenarios. In each, John has a Ticket, is placed in a job working at least 11 hours a week, earning at or above Substantial Gainful Activity (SGA) and is being served by a Local Workforce Investment Area (LWIA) that is an Employment Network (EN) and has a Supported Employment Letter of Understanding (SE LOU) with the Division of Rehabilitation Services (DRS).

Exhibit 1:  Potential Partnership Scenarios

	Circumstances
	Service Delivery and Funding Model Strategies

	1) On DIDD Waiting List and has an open case with DRS
	· Career Center completes all DRS payment milestones. DRS pays the LWIA $5,100.
· DRS closes John’s file successfully.  John assigns his Ticket to the LWIA for long-term supports.

	2) On DIDD Waiting List and  DRS Waiting List
	· EN places John and collects Ticket payments as applicable.


	3)Not eligible for DIDD and denied by DRS for services
	· EN places John and collects Ticket payments as applicable.

	4) Receives DIDD Waiver Services and is being served by DRS
	·  John is referred to DRS.
· Career Center places John in a job.
·  John achieves DRS Stabilization on October 1.
· During the first month of employment, Career Center staff trains DIDD provider on how to support John at his new job.
· On October 2, the DIDD provider begins to provide DIDD waiver-based employment supports.
· Career Center completes all DRS payment milestones.
· DRS closes John as a successful placement and pays the LWIA $5,100.
· John assigns his Ticket to the Career Center.
· The Career Center continues to work with John on identifying career advancement opportunities and collects Ticket payments as applicable.

	5) Same as #2
	· Same scenario as in #2. However, the company that has hired John also contracts with the LWIA to serve as their Administrative EN.  Per  their contract, the company and the LWIA share the Ticket proceeds.



Exhibit 1 also demonstrates how providers with limited experience in developing employment opportunities could partner with their local Career Centers.  There has been a track record of success with this model. In 2005, a DIDD provider with a new employment program partnered with the local Career Center. The Career Center placed the person and then trained the DIDD job coach on how to support the person at work.

Exhibit 2 is an example of the potential revenue generated when 12 people who are supported by a DIDD waiver secure employment of at least 11 hours a week.  Unlike Exhibit 1, the model in Exhibit 2 is built on the assumption that each person will not begin to earn substantial gainful activity (SGA) until their eleventh month of work. The model also assumes that DRS paid $5,100 for each person under its SE LOU and that DIDD paid its daily “Individual Rate” of $77.25 for each person. Annualized, $77.25 ($77.25 *243) is $18,771.75, an average of $1,564.31 a month.

Exhibit 2:  Potential Annual Budget with DRS, DIDD and Ticket Funding

	Month each person went to work
	Cumulative # of Placements
	Total  Annual DRS Funding for Each Placement
	Total Annual DIDD Funding Per Placement
	Total Annual Phase II Payments Through the Ticket to Work
	Total  Annual Funding

	January
	1
	$5,100 
	$17,207.41 
	$444 
	$22,751.41 

	February
	2
	$5,100 
	$15,643.10 
	$222 
	$20,965.10 

	March
	3
	$5,100 
	$14,078.79 
	 
	$19,178.79 

	April
	4
	$5,100 
	$12,514.48 
	 
	$17,614.48 

	May
	5
	$5,100 
	$10,950.17 
	 
	$16,050.17 

	June
	6
	$5,100 
	$9,385.86 
	 
	$14,485.86 

	July
	7
	$5,100 
	$7,821.55 
	 
	$12,921.55 

	August
	8
	$5,100 
	$6,257.24 
	 
	$11,357.24 

	September
	9
	$5,100 
	$4,692.93 
	 
	$9,792.93 

	October
	10
	$4,500 
	$3,128.62 
	 
	$7,628.62 

	November
	11
	$4,500 
	$1,564.31 
	 
	$6,064.31 

	December
	12
	$2,500 
	      
	 
	$2,500.00 

	Total 
	12
	$57,400.00 
	$103,244.46 
	$666.00 
	$161,310.46 



If a program did not place any additional people in the second year but simply supported these 12 people, it would generate approximately $250,000. If the program helped these 12 individuals retain their jobs and placed an additional 12 people, annual revenues would be nearly $412,000.  Exhibits 1 and 2 demonstrate how a person could be supported by different partners at various times in the employment process.  Exhibit 3 demonstrates the potential Phase II payments through the Ticket that could be generated from 36 placements and assumes that Ticket Phase II payments begin the eleventh month a person is employed.

Exhibit 3: Potential Ticket Funding (Phase II only) for 36 People
	Calendar Year
	1st Year Placements
	2nd Year Placements
	3rd Year Placements
	Totals

	2012
	$666
	 
	 
	$666

	2013
	$21,978
	$666
	 
	$22,644

	2014
	$23,976
	$21,978
	$666
	$46,620

	2015
	$1,332
	$23,976
	$21,978
	$47,286

	2016
	 
	$1,332
	$23,976
	$25,308

	2017
	 
	 
	$1,332
	$1,332

	Totals
	$47,952
	$47,952
	$47,952
	$143,856



Neither Exhibit 2 nor 3 include revenue from Outcome Payments through the Ticket, a potential of an additional $13,320 for each person, a grand total of an additional $479,520 for the 36 people. The grand total in Ticket payments (Phase II and Outcome) for the 36 people would be $623,376. Because the model assumes all of the 36 people went through DRS, no Phase I payments would be made through the Ticket for the EN. Remember, the EN can either receive payment from DRS or from billing SSA for Phase I milestones. DRS and Phase I milestones cannot be billed concurrently for the same person. However, after DRS closes the person’s case, and the person assigns their Ticket to an EN, the EN may begin billing Phase II Milestones.
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