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This week we're bringing to life resources from the new
Case Conferencing Tool Bank

12 new resources to improve every aspect of your
case conferencing practice

e Slides from this session—on Wednesday

e Getinfoabouta3-month case conferencing
improvement cohort startingin January 2021



>

Tellusinthe chat:
e Yourname &team
e Howdo you currently choose who tetalk about in

your meeting?




1. Decidewhich clients to discuss in case conferencing
2. Connectthe clients we discuss to our big community goals

3. Doallthiswhile leaving no one behind



About this thinking

e Basedon learning from BFZ communities where it's working
e Produceresultsin large BNLsand complex systems
e Thinkofitasasetof principlesforyoutoapply

e Customizeittowork foryourcommunity, your staff, and your priorities



Pick clients to discuss in the meeting

,'?or COMMUNITY
Zor SOLUTIONS



I Six principles to guide your conversation -

Break up by population

Work with a pre-selected list
Allocate 2-3 minutes for each client
Shrink the change

Align with community goals

o Uk~ W N -

Stay consistent but flexible



I 1. Break up by population _

If you run a multi-population meeting, consider splitting up the attendance or the
time allotted by population



I 2. Work with a pre-selected list _



I 3. Allocate 2-3 minutes for each client -

Use atimekeeper, and stick to a tight schedule
Aim to discuss around 30 clients per meeting
Additional clients may be discussed in other meetings or breakouts of this meeting

Balance quality and efficiency; your goal is to solve problems for each client while
leaving no one behind



I 4.Shrink the change—break it down -

Split up your BNLinto multiple meetings or breakouts of a single meeting

Sample buckets:
ASSESS MATCH NAVIGATE

Problem-solve around preparing Use the group’s creativity and
Complete a standard forhousing, incl. subsidies, experienceto find unitsand clear
assessment and coordinate maximizing income, and barriers to move-in

outreach wrap-around services



I 4. Shrink the change—Dby isolating a group -

Isolate a subset of your by-name list, perhaps fora month ora quarter
Sample options:

e lLongstayers

e Individuals at higherrisk for COVID-19

e C(lientswith high vulnerability scores

e C(lientsyou can challenge yourselves to house this month



4. Shrink the change—mix ‘n match

Break down your BNL and isolate groups to get actionable client lists

Break down a 300-person listinto
3 meetings,

Then focus on the most
vulnerable

Discuss each geographicarea,

Then, within those areas, discuss
clients with high COVID
vulnerability

Focus on long stayers for half the
meeting,

Then focus on a different set of
clientsin the second half




5. Align with community goals

Sample goals and client picks to achieve the goals:

Goal: Reduce unhoused clients at
risk of COVID from 120to 80

How to pick clients: Focus on high
COVID risk status

Goal: Reduce avg. length of time
fromidentification to move-in
from 60 to 30 days

How to pick clients: Split up by
housing stage and set goal at each
meeting

Goal: Reduce from 100 to 50

homeless veterans in 4 months

How to pick clients: Prioritize by
who can we challenge ourselves to
house in the next 30 days




I 6. Stay consistent but flexible _

Whatever structure you land on, keep a testing and learning mindset front and
center. You may choose to prioritize based on certain criteria fora quarter, but that
doesn't mean forever. Consistently measure your practice and adapt based on what
you're seeing.

Signs of a structure working for you are seeing movement on stagnant clients, your
team feeling more focused, and increases in your housing placement rates.



I Apply this self-test as you go _

Equity

Capacity

This is not about cherry
picking, it's about to
challenging ourselves to
house those who aren't
housed yet

What your team can
handle right now?
Work up towhat'’s ideal




Try the decision tree

Want this resource?

Do you hold
population specific
Case Conferencing Tool Bank:

meetings?
= Pick Clients to Discuss

How many people
are on your BNL?

NO

Split up
meetings by

population.
et quide

Consider prioritizing a
subset of the list for a
quarter pased on”

| confident talking

none Consider splitting up

ns/client) into 2-3 smaller
meetings

Do you fee
about all clients i
meeting? (2-3 mi

Long Vulnerability

Consider
sta
yer score

covenn.g alt 9f A meeting for each
your clients In housing stage

one meeting

A meeting for each

geographlc area status

not exhaustive

“This is a list of examples.



What resonated with you here?
Or




Let’s talk to Tucson

Built
For
Zero.



I Tucson structured around a goal _

Key facts:

e Focusedonchronicvets-46 at start
e Success: Saw a big reduction, downto 15 chronicvets!!
e ledtobigreductionsintheirentire veteran BNL, too



Let’s talk to Cook Co.

Built
For
Zero.



I Cook Co. structured around magic math -

Did the math and focused on who they can challenge themselves to house in the
next 30 days

The magic numberto beat inflow was 18 exits per month
They made sure to have 18 target move-in dates every month

Success: Reduced from 59 to 27 vets!!!



e <

How did they come up with that magic
number of 18?



Introducing the

Target Move-In Dates Calculator

Bu
Fo
Ze



I What the calculator gives you _

e Checkifyourteam'starget move-in dates are on pace with goals
e (ontextualize your housing placement rate

e Connect high-level goals to actions that staff can take this week

As you practice, your number of target move-in dates for the next 30 days will begin
to match your housing placement rate



What the calculator gives you

30 Day Target Move-In Calculator

0
Are you on track to house enough ﬂeople to reduce your actively homeless number?
This goal calculator will help you know.

HOWTO USE THIS TOOL
red

COMMUNITY & POPULATION YOUR MOST RECENT 3 MONTHS OF DATA

Esther Tang

CURRENT STATE TARGET STATE

Data Solutions Manager - o
AKA Data Magician




I Make your meeting match Cook Co.’s -

e Doyourmath using the Target Move-In Dates Goal Calculator
e Getyourmonthly goal fortarget move-in dates (and housing placements)
e Findthat many clients to house this month

e Includetheminyournext case conferencing agenda

: _ Client Target Move-In Date
e Settarget move-in dates foreach client
JimDoe |

Jane Doe ‘
Mickey Mouse ‘




Built

For
Zero. SOLUTIONS

COMMUNITY



Start picking clients for your meeting

Try these changes
1. Walkthrough the decision tree

2. Discuss your current goal with your core improvement team and stress-test it
using the Target Move-In Dates Goal Calculator

3. Show up toyour next meeting with a pre-selected list that matches Loy
your goal E
Resources mentioned in this session, now available in the Tool Bank:
e PickClientsto Discuss, Hit Goals,and Leave No One Behind

e Target Move-In Dates Goal Calculator

C— POINT PHONE CAMERA HERE



_

Practice until you
see results

InJanuary 2021, we're starting a 3-month
case conferencing improvement cohort




Thanks for attending.
Tell us how picking clients goes!

Habiba — hrotter@community.solutions



