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Introductions

Who are you? Name, division, role



Some perspective on the challenges of
designing RFPs and contracts... -

How the Department How the Project How the Engineer How the Program How the Department
explained it Manager understood it designed it Manager wrote the RFP Director described it

How the approvals How the Vendor Howthe Vendor  How the grants management What the Department
were documented installed it invoiced it software supported it really needed



Today’s agenda

9:00 Today’s Objectives

9:10 Advancing Strategic Priorities

9:35 Encouraging Innovation

9:50 Preparing for Active Contract Management

10:00 Discussion
10:20 Wrap up

10:30 Adjourn




Coaching structure and today’s objectives

Feb-Mar

Results-driven RFPs and contracts should be crafted, not drafted, to:




Seattle Case Study: Using Contracts and RFPs
to focus on outcomes and drlve performance

Problem

| New approach

1. Specifying performance goals
W |Successiul Diversion Cutcomes
. Milestones o Success
ip Obtained Identification 28 24
fos] Enrolled in Public Assistance 23 24
o) Payment of Arrears 20 24
&y Parmanent Housing Cutcomes 45 38% 48 40% 43%
it
@
@

2. Setting up a data tracking

R B N
St b b

Hausing Stability 87% 95% 85% B6%
Syste m Returns to Homelessness {6 months) 26% 10% | 27% 28%
[Returns to Homelessness {12 months} 32% 10% 32% 30%
[Racial Disproportionality of Households

[AChigving Key Outcomas

3. ImprOVing data collection @ | Housenolds of Color 85% % 82% 9%

4. Actively managing contracts

HMIS Conse
[HMVIS Data Completion
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Using the building blocks of RFPs to advance

strateglc prlorltles

Articulating what you want to achieve - the vision of success -
starts with the following components:

d

U U O O

A clear problem statement: In what ways are you trying to
improve upon the status quo? Why?

Outcome goals: What are you trying to achieve with this
contract? How can this be quantified?

Metrics: How will you measure whether or not you have made
progress on this goal?

A defined target population: Who are the intended recipients of
this product or service? What are their needs?

Other key insights from needs assessment: What other
supporting data/information will most help prospective vendors
craft responses that further the department’s vision of success?



Problem Statements: The anatomy of an
effect|ve problem statement

= “RFP# 7551107

*http://www.purchasing.ri.gov/RIVIP/StateAgencyBids/7551107.pdf



Problem Statements: Crafting an effective
problem statement

f-'izf:ff.gf_'fConnects the depa rtment S_?-p.l‘_l_OI’!tl__
;'_;:_5.;.-;:_-_’_j'outcome goal L

*For further reading, see Nelson P. Repenning, Don Kieffer, and Todd Astor, “The Most Underrated Skill in
Management,” MIT Sloan Management Review, Mar. 13, 2017; online at:
https://sloanreview.mit.edu/article/the-most-underrated-skill-in-management/ 10



Using the building blocks of RFPs to advance
strateglc prlorltles |

Articulating what you want to achieve - the vision of success —
starts with the following components:

A clear problem statement: In what ways are you trying to
improve upon the status quo? Why?

Outcome goals: What are you trying to achieve with this
contract? How can this be quantified?

Metrics: How will you measure whether or not you have made
progress on this goal?

A defined target population: Who are the intended recipients of
this product or service? What are their needs?

J
J
J
J

Other key insights from needs assessment: What other
supporting data/information will most help prospective vendors
craft responses that further the department’s vision of success?

11



Outcome Goals

OUTCOMES?....normallg
W just medsure the height
 of the Files! "

12



Outcome Goals: What do you mean by

> The results, or consequences, of your work!
> What kind of changes came about as an effect of this program?

> What do people think, feel or practice now that they didn’t before
this program?

» How do people behave, act or respond now that they didn’t before
this program?

13



Outcome Goals: Find the outcome goal #1

Which of these examples fi
too narr r Jjust ri

14






Outcome Goals: Find the outcome goal #3

ich of these examples feel too bro:
too narrow, or just right? Why?

16



Outcome Goals: Procurements should clearly
focus on what the agency is trying to achieve

?gfi}fi,;;fR'e'pIace 5|x hlghway ov __rpasses wnthout dlsrups_‘___ng Weekday;
. commuferfraffic’ 0 Ll

Don’t let specs and reqs masquerade a
outcome goals! 17



Using the building blocks of RFPs to advance

strategic priorities

Articulating what you want to achieve - the vision of success -
starts with the following components:

A clear problem statement: In what ways are you trying to
~ improve upon the status quo? Why?

Outcome goals: What are you trying to achieve with this
contract? How can this be quantified?

Metrics: How will you measure whether or not you have made
progress on this goal?

J

A defined target population: Who are the intended recipients of
this product or service? What are their needs?

J

Other key insights from needs assessment: What other
supporting data/information will most help prospective vendors
craft responses that further the department’s vision of success?

18



Metrics: Real-world examples of translating

goals into measurable success

\ Seattle Homeless Investments RFP*

‘ 19
*https://www.seattle.gov/homeless-investments-rfp



Metrics: Real-world examples of translating
goals |nto measurable success

Entnes from homelessness-.-—‘_: yeople in the pr

"omelessness at the ttme off’ e

*https://www.seattle.gov/homeless-investments-rfp



Metrics: How do we effectively articulate

defining what success looks like and establishing a shared understanding of
what you and the providers are working toward.

v Keep it (relatively) simple: If you don’t have enough metrics, you risk
not fully understanding performance. If you have too many, it may appear
that none of them are particularly important and it may be difficult to focus
the provider on specific metrics.

v Balance output and outcome measures: If you only measure outputs
you can’t reliably say if your contract is having an impact on participants.
Including outcome metrics is crucial to understanding program
performance.

v" Be consistent: If you have multiple contracts that are similar or aim to
achieve the same goal, you should use consistent metrics across them. This
will allow you to compare performance between different providers and
combine performance across contracts to understand system-wide impact.

v Leave room to learn: It can be helpful to ask providers for their input on
meaningful metrics. Contracts should also reserve the right to adjust goals
and metrics once programs are up and running. 21



Using the building blocks of RFPs to advance

strategic priorities

Articulating what we want to achieve - our vision of success -
starts with the following components:

A clear problem statement: In what ways are you trying to
~ improve upon the status quo? Why?

Outcome goals: What are you trying to achieve with this
- contract? How can this be quantified?

Metrics: How will you measure whether or not you have made
progress on this goal? |

. A defined target population: Who are the intended recipients of
this product or service? What are their needs?

J other key insights from needs assessment: What other
- supporting data/information will most help prospective vendors
craft responses that further the department’s vision of success?

22



Target Population: Matching the right
people to the right services at the right time

Ways to target and match:

+ Use existing, evidence-based risk/needs-assessment tools
+ Make direct referrals to providers
« Include “"no eject/reject policies”

- Hold provider accountable for outcomes of everyone referred,
not just those served

+ Use payments to reward targeting of the neediest populations

23



Target Population: Example outcomes
framework for unique subpopulations

This figure illustrates the outcomes framework for Department’s anticipated service array.

is not an optior

https://goviab.hks.harvard.edu/files/siblab/files/rhode_island_dcyf_rfp_2016.pdf



Using the building blocks of RFPs to advance

Articulating what you want to achieve - the vision of success -
starts with the following components:

A clear problem statement: In what ways are you trying to
improve upon the status quo? Why?

Outcome goals: What are you trying to achieve with this
contract? How can this be quantified?

" Metrics: How will you measure whether or not you have made
progress on this goal?

A defined target population: Who are the intended recipients of
this product or service? What are their needs?

J other key insights from needs assessment: What other
supporting data/information will most help prospective vendors
craft responses that further the department’s vision of success?

25



Other key insights: Building from the

Needs Assessment Worksheet

xpl

munity:

fa} Consider your agency’ s mission and
the larger program of which the product
ar seryice you're procuring witf be & part.
MNarne gt least three long-term goals this

program Is trying to achieve.

Tb] How will the preduct or service you're
procuring contribute to achieving these
pogls?

[} What strategizs ars you using to
search for potential solutions that could
bring about the resuits your described in
guestion 2%

ib} Based oy your search, what different
approaches exist? Are there any new or
inmovative methods worth considering?

How are you closing the information gap
between your depertment and vendors
regarding the zoals vou described in
guestion 1 the desired resulls you listed
in question 2, and the problems you
identified in question 32

Imagine your department in the future,
reflecting upon @ completely successful
implementation of the product or service
you're procuring. What sre the mast
important results vou'll be celebrating?

la} Howr are you determining which of the
solutions you identified in question 4 are
most appropriate for your context and
mast likely to bring zbout the desired
results? (1.e., research, evidence,
stakeholder inferviews.)

b} Based on thiswaork, what apoearto
he the most promising strategies?

Consider the product or service that's
currenthy in place, or the way it which
yvour depariment imperfectly addresses
these goels todzy. Mame at least three
things thal are going well with this
approach that vou'd like to continue, and
name at least three things thet are not
poing well and need to change.

Haw are you testing the approaches that
vou identified in question 3 {b), and
checking vour assumptions, to validate
which strategiss will work?

What tectics are you using to expand the
riunsher of vendors who are likely to
respond o your solicitation, and also to
get new ideas from existing vendors?

26
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Encouraging Innovation: Finding the “jus
right” balance between specificity & flexibilit




Encouraging Innovation: Wichita Grounds

Maintenance R

FP 2015

: FuII Grounds Malntenance Cycle

This cycle is intended for all parks and public fac:.*

'approved 1n wrlt[ng by the Landscape Supervnsor_'

:Work to be. completed in each cycle includes::

Lo

_ hether more equipment will
a_rded Number of acres, slope areas:an

and achleves the desrred appearance

a visible: contrastlng color with the name of the Contractors company,-uismg mlmmum two
(2") inch; (height) letters. The Contractors company name'is to.be: permanently placed on
the: equment in-a-location - whichis’ hzghly visible to the general pUblIC The: City shall

710 Litter and trash pickup {for total acres ineq

" prohibited and subject to llqmdated dama

.20 Mowing, trimming;-and edging - j
.37 Removal/blowing of grass cllpplngs leav

" 4.:-Removal.and dlspo_s_al of-downed tree limbd

+ 5.“Removal of suckers-and sprouts from main

| approve the equment zdentiﬂcatlon

- fence lines.
;QRemoval of: partlally dead dead damaged
“Park Inspector il

.. Shrub/perennial. bed ma;ntenance -

. ::ZMaantenance of: “vegetat|on free: zones” aro

S "i'chap depth Ifno chips are present the Contractor wnll be respon5|ble ta establlsh ' :_

the muich Iayer subSId:ary to the: contract

_to appllcatlon

. Removal.of plant growth [n cracks Jomts andseams of paved areas, and along

or. d;seased shrubs as |dent|f[ed by a L

und trees n mowed areas

: RIRY 1 g 1
-.processed ina tlmely manner Dan[y contact
“and communication with- Park Inspectors

_' assnsts the C]ty and Vendor m a. successful

Areas shall be. malntamed at this. depth:;f_.

29




Encouraging Innovation: Wichita Grounds
Maintenance RFP 2015

-FuII Grounds Mamtenance Cvcle

This: cycle is intended:for all"parks; and. pubhe fac
- through” Sunday from suririse to. sunset.’ ExceptICj:'

-approved in-writing by the Landscape Supervrsor
. Work to be completed.in each cycie includes:

1. Litter and trash pickup (for total acres in e Contractor's vehnc!es trattors and ¢ thowers (60” deck or larger} aretd be c[early 1r%entrtleci i

Ca'visible contrasting celor

~_prohibited: and subject to I|qu|dated damag
. -Mowing;, trlmmmg, and edgmg BRI

'-and ach:eves the deswed appearance

; : (27 inch {hezght} letters. The. Contractors company name-is to:be permanently placed: on:
;_Removal/b[owmg of grass clippings; Ieaves “the. eqmpment in a'focation ‘which: is: hlghly V|5|bl_" '
..-Removal and. disposal of downed tree limbg-

-approve the equment !dent1f|cat|on.._; A

with the name of the’ {Iontractmrs company, using. minjrmum: ’cwc:)

the’ general public. he_Clty_.shaIE

LOVUTR W

":-_fence imes

i Park Inspector :
.'_.._Shrub/perenmal bed marntenance

_‘_{chrp dep’ch If no ch:ps are present the Contractor wr]l be respons:ble to. establls

= of. the-Contractor iy
8O app_!:cat;_on :

o :Removal of suckers:and sprouts from ‘mainf;
) _cracks JOIntS, and seams of paved areas, and along

- Removal. of part{ally dead dead damaged or dsseased shrubs as |dent|f‘e'd by 4

taliy Menday
m. ThlS dally

‘the zssigned Park. Inspecto
r:;threugh Fnday prlm to 80 r

:z.request for mspectlon
-_‘-_processed in 2 tlmel'

ythe.Contractor at27

ifassnsts the Cxty and 'e'ndor a: SUCCessﬂ_ﬂ

30




Encouraging Innovation: Wichita Ground
Maintenance RFP 2016

SCOPE OF SERV!CES:f': '

e { Q”lar ﬁmﬁ[” {;ategory of"f_f
oo atmm (C[ty LOfS _Park Property, nghi of Ways Property assoclated it Buﬁdmg Propert"
Public Old T £

ol SIrategms The o‘ontractor'; S ba%d o thef}‘
‘ _ it e ing; andthe;]

_ ol ;‘é;x.ghhmﬂz:; itb Howevar proposals‘._.;
i should mclude a Iast of all equa ment antm[pated to be utlhzed f&r ’{he scope of work

31



Encouraging Innovation: Guardrails for
belng specific, not prescrlptlve

« Have providers justify feasibility of program proposals

“Descrlbe_why_ the proposed servrce":mzode is likely to caus the achievement

- .;-‘.j;‘: of des:red ‘-outc_omes for'_t_h targ

“Descrlbe respondent s*’”nor experlence“deil
target populatlon ‘How will resp T2 IS UELVETS
o _4_-.;_:_;'__manner consnstent WIth th'e service modei Lenh

« Point providers to evidence-based models they should consider
and/or consider evidence-bases when Judglng proposal

| sufﬂcren‘tkfor verlﬂcatlon of c1ted-.g-res'ear_":

. Integrate priorities into scoring criteria
32
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Preparing for Active Contract
Management Translatlng RFPs to contracts

There are a few ways we can allgn contracts with outcomes we want
to achieve: -

1. Embed expectations about data and active contract management
with providers

2. Structure payments against desired behavior when appropriate

3. Ensure contract language mirrors goals and key concepts from the
RFP.

N thﬁe' 'most |mportant work for
_ government comes during the course of the
contract ‘when realitlme |m_provements to _th
servnce or product c rive better ¢
o the peopl
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Discussion

What is one takeaway from today that you can incorporate in an
upcoming RFP?

36
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Resources to get your RFP process started

We will follow up via email with:

1. RFP Checklist!

« Guide to the steps
involved in the RFP
procurement process

Checklist: Agency Request for Proposals [RFP) Process

[ 1. Reviewprocuremeantresolrees on the sesney Beencen A L]
The ARCs 2 2entrabized domtion for materials agensies and departments may find helpfal
durtngthepr process, such a¢ RFP abes, checkists, tralning cnaterisis, and
supporing documents. Access the ARC o the Bhvisionaf Purchanss wabsita.

O L lidentifysomoone inyour agency to tead the developmentof the KFP

0 3 Assessyour ogency’s needs end resolve policy quastions related 1o this procurs ment

Ay procurementshould beginwith bulldingundarstandngand consensus srourd the
preblemthat yourteam naedstozolve. By articulating In witlng what success jaaks ke

bafereyou askvenderstahelp petyou thers, youavgids s nbout il
nternally andwith vendass. You are Butter shle to make objective dedsions that bestsarve
your team's needs,

& Ataminimum, considerthe foll owlng gulding questiors:

2. RFP Timeline

« Create a personalized
timeline to help manage
your RFP

Yehonge that this REPwlll address?
teachlave TWhatndli e the benzhtiram

[« thedegree towhich the good or servles
ourteamfaces?

paddress this problarm, ozzimilar probilems,

uestions, and.censtralnts on spending.
prentPlanning Workshaet on the ARS,

Identify those individusis that will lead the development of the RFP.

Complete needs and identify ding policy 2né px

strategy questions.
1derkify important questions around the srocuremant strategy and relatad
policy, Complete the Meeds Assessmant Warkshaat,
Suggested timaframe: 2-¢ weeks ta complete, with jonger time frames for
mors camplex prociraments.

Resolve policy questions and finzlize procurement strategy
Suggested tmeframe: At least 4 weeks to complete, with longer time
Jrames for more complex procurements,

Draftan RFP 2nd tamplate contract
Completz tha AFP Davelopmeant Waorkshest, Uce the completed worisheet
to draft the RFP In the Divislon of Purchases RFP template (avsilabie on the
ARCY. Draft s template of the ¢ontract 1o atlach with the AFP.
Sugpested Umefrome: 4 weeks to complete.

Finalite RFP draft and contract draft

Clreulate RFP for feedback and make suggested changes, Subimbit the flnal
draft RFP and contract dreft with the reguislbon.

L Also available online at the Division of Purchases Agency Resource Center (ARC):
www.purchasing.ri.gov/StateAgencyInfoCenter/Agencylogin.aspx 38
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Next Session: Workshop the development
of your your own RFPs

Next working group, in 2 weeks:

Wednesday, March 7
9:00 - 10:30a
DOA Conference Room B

» Discuss the specifics of an RFP
you're working on

» Receive feedback from peers

» Get guidance on how to make
the leap from the ideas
presented today to an actual
RFP draft

Completing this worksheat aliews your team to osscmisle the necessery bullding blacks o design an RFF that od) divisi

prepares for oviive contract n

1. What problem are you trydng to solve ?

2.What |5 your department abming 1o achlove with the
groducts of services purchased through tis
procurgment? Avticulate it least three clear goals that
paint.a vision of what succass viould look like.

these fons, be sure 16 refer to your "Stritegie Platning for AFPs Gulding Questions” snawers.

UltimaLely, your team’’s answery to thase questions should b reflectad in yaur RFP o resuiting canteacts,

4, Wwho are the Intended reciplents of this service?
Qescribg this target population in as much detail as
perssible. (£ . aumber of individuals, age ranges,
eligibillty characteristles,)

How il the terget population be identified and matched
1o servites?

priotiries, roges i fon and|

7. 2 focus on sutcomes, how can you free dalegates
1o offer nnavative ar unexpeczed solltions by
incorparating sulficient flesibility and limiting prescriptive
reguirements to onlywhat is absolutely necessary?

8. What quastions/evaliation criterla are most impartant
for assessing a bid's potentls! to achieva the gaals you
identified in question 21 HMow ate we Using data on past
performance to Inform thls procurement decision?

. How will you measure whather or not you have
miade prugress an these goals? For sach goal identity
which metricls) you wili usa to determing whether the.
462l has been mat, If apoficable, specily benchmarks
andl targets for thote metrics.

Peas the Information necessary to track this metrie
already exist samewhera? IF nat, how will you use the
cesulting contract ta coflact tls information?

5. What other supporting data/information will most halp
delegates waft rasponses that further the department’s
Mslon of sugeass? Review your pnswers from the
“Strategic Plorning for RFP Success Gulding Questians” in
considering this questlon.

5. What contract and payment structure best allgns.

ondor i ith eost-affective ?
Whare might there kit opportunitios bo link provider
papments to rasults?

6. What are the two biggest rlsks wo this RFFs sutcess?
How can we mitlgete those risks, and maximize the odds
of recelving competling proposals? Review the "Checktiss
Jor RFPs and controcts™ in answerlng this question.

10. what reporting, meeting, and data features should be
embedded In contracts (o $at expectations about active
cantract, and continual

mprovernent?

39



Prepare 2-3 questions for next session

For example:

"I have to re-procure a big technology system. There are a lot of

federal requirements this system needs to comply with. How can

I reconcile the reality of these requirements with your suggestion
to leave more flexibility in the RFP specs?

40
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Metrics: Real-world examples of translating
goals lnto measurable success

- Rhode Island Home- and Placement-Based
Services to Improve Outcomes RFP*

e %W

*https://govlab.hks.harvard.edu/files/siblab/files/rhode_island_dcyf rfp_2016.pdf 44



Metrics: Real-world examples of translating
goals |nto measurable success

._ Massachusetts Pay for Success Contractmg for Adult
' Basic Education*

http://projects.ig.harvard.edu/files/siblab/files/ma-request-for-responses-abe-e28093-service-providers- 45
e28093-february-2014,pdf




Metrics: Balancing output and outcome metrics
helps track progress and performance

Dependlng on avallable data dashboards often Mmix two types of metr:cs

Ult|mate resu[ts a
achleve

g ._j _ £ .then faster to observe or easuer to - program e
“measure than resuits sl f° Can capture whether program has -'j'f:;f.ﬁ':
+ Sometimes necessary to make sure o _l;-{]astlng__i_mpact ar vy

data avallable for. other metncs

_"Weaknesses rf:'-:AIone rarely offer msrght into .
T e ;1-efﬂcacy/opportumtles for lmprovemen_
~ o - «May be misleading because never

S perfeCt]y predlct reSU!tS

e'ntered mto a system.
me.from chlld ref rra_;;_ ;

serv1ces beg|n i



: Sen’-'im?fer r:haﬂ&mn, youth, a;lifﬂii immimiart m’sfk' mfaxpﬂrm;:mg remoyEl

Inthis BFE, THCYF s fe procuving horre-hesed semdcds for childven: o, sod farviliag ot ridk of -
empatiEnring Teatoal that balp famﬂm daﬁla@n ﬂﬁlL Testlmnes apd naturs] siTppErs. 10 aafaly
= TEITRAE) ‘bEEBﬁIEE

Triams ciazay || TA.Sately prevent unmECeSTTY eAiTy Eato wnt nEHoms tare and
LR e ropprerate CATE

| DCYF requeats propma]s fm‘ "upwm wd dervices ‘tﬂh&lp i:ﬂ.,.ﬂ_:_rn mxi

| farmiles open to ] DCYF— inchiding thoss togethier at e cavad for

trough the Familv Bavices Thadt wdmka HWoitoring Umj.ﬁ and- ah;:rsﬁ

| cared ; mmhﬂmp and DOTF faster Moz v may hemmkfar '

| comgrezats cars plazements — ﬁa'i:eiap the skills: TEEOUTIRS, aﬂﬁﬂm

L B@pmﬁthﬂhaﬁ&w Eu:emmm.ec(m enmm wmad‘hnmp carg.
| andior comgrezate care.

Pmteuna] nmgram | Child amdor }:armh counsabing ard therapry, Cans coardination, ciinical
: i -&a‘mrzk, i bm:tp assistance, femaiby edacation and il buildis,
conuTenity montering, Samily SUPPDIT PATHErs, | dadicated razpiie

| rezonvees; andicr other g:mzmuelatwts 5

LB ﬂhﬂdrm and vowt wids developracnisl disabilides

Thl ﬂhildren and ot with cowplin madical needs

O it Vit wizh problses sl behsvior

‘ ;ufi}!j'?%dulw_msmth severe bebaviored and mental healhseady.

&) Families i nduich caresdvers fed m—mmm.qm&gtaum akm:.ﬁ
h __ﬁumem:amim endior seneal heslh needs '

) Famsiliss Tt PSR A WWEHDIL-.WJWJE

B, Prm:tde oppeetnities far contaity of sendces, supports, and
TESOUICEs arrass placement seitings

- &} Presren? repesy meitrestroant -
j121} Preesrrs hopne nlacenisnts ﬁzr vourh gt tizk af remmal

' indepeiidanitls

Eqmp femilies 1o nzfm 5t DCYF oare dnd succe:ﬁfnﬂﬂ fimction:

CMET, FCT, TAT-Copem, TACT, FLL, Triple I, Ps.mmn. Clasges,
f_ Outrearh & Tracking, EFSS, BAPRN

ol I&'E‘fm‘ TR AbmeE ;mrd NEE%&;:' X LBT for Problar En‘:md Bengors.
i “Fimctimna) Faenil ’1'.11&;*313“.i E m@tuﬂﬁm The Brcredibls ™ rseam

& . _I»Bﬂ'bﬂlmeﬂmm}"amﬂx "ﬁem;m r?;n.ﬁEJFT}

mrvbe aﬂ-m’upnm s




Encouraging Innovation: Rhode Island
TANF Services RFP

- SECTION 1: INTRODUCTION __
:'::Tha Rhode I@lzmd Departmgnt Qf__-Admm _‘tratlonwamon .of

https://govlab.hks.harvard.edu/files/siblab/files/rhode_island_dhs_-_rfp_for_ri_works_tanf_-_june_2017.pdf 48



Encouraging Innovation: Evaluating the
eV|dence bases of proposed programs

The strongest programmatlc evaluatlons demonstrate causal effectiveness by
comparing results for clients served by a program against estimates of what might
have happened had the client not received the service.

Methodology Descrlptlon

Considerations

5;’Random|zed _ .
]? Con-t-rol Tnal __'3.;;;frandomly assrgned to contro
and treatment groups
:Participant VS.
Non-Participant

Compare people who
participated to people who did

not participate
Differences in ""'f?%ffCompare changes over tlme for
Differences participants to changes over

. time for non partICIpants

”Before'-a'nd-After Compare part|c1pants to
themselves before treatment
5{ Regressmn . ”Explmt a cutoff |n a program rule 1

f Dlscontlnwty o

Compare individuals who are ,
1-ij_j_I.arge enough samp!e srze can
e -,_::_demonstrate causaltty e

What if participants and non- o
participants differ (selection bias)?

_'_'?'Must assume that “trends:"f.’are_

Thlngs change over tlme' Could |

wrongly attribute changes to the
lnterventlon

the cutoff

Evaluatlons that do not mclude any comparrson group are almost always very

limited in their ability to attribute causal effects to any set of activities.
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Encouraging Innovation: Evaluating the
evidence bases of proposed programs

Regardless of evaluatlo‘n des:gn the':'f:ollowmg factors are lmportant con5|derattonsm|n
determining our confidence that proposed service models are likely to achieve desired
outcomes for the target populatlon

The Pew- MacArthur Resu/ts Ffrst Imtfat/ve has complled research on program effectiveness
from eight national clearinghouses, reconciled the different systems and vocabularies, and
provided the data in a clear, accessible format, Their database is here:

http://www.pewtrusts.org/en/research-and- analvsns/sssue br|efs/2014/09/resultsﬂrst-
clearinghouse-database.




Preparing for Active Contract
Management Embeddlng expectatlons

To embed expectations about data and active contract
management with providers, contracts should include:

O An articulation of the vision of success
O Core metrics on which reporting will be expected

d Expectation that performance may be used to make decisions
for contract extensions, future RFP awards

U Target population description and selection requirements,
and the ability to adjust

[ No constraint on ability to adjust metrics/reporting

d Expectatlon of regular, collaboratlve meetings about
performance
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Data is necessary but insufficient for driving
performance discussion and actions

Percentage of family preservation
~ cases closing with family goals met
successful — what practices do

you think contribute most to this
success?

+ Providers B and C experienced
drops in January - what might
explain these changes?
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