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Naturally, as a marketing and outreach organization in the workforce and economic development 
industries, we believe strongly in the need to find many ways to let your customers, partners, the 
general public and legislators know the value of the services you provide.  Quite by coincidence, the 
articles we received for this issue of Solutions provide a very well rounded illustration not only of the 
need for various types of marketing and outreach, but also the many benefits.

Marketing takes so many forms, from the obvious web sites and brochures, to public speaking 
opportunities, newspaper advertising, annual reports, in-kind swapping with partners, and most 
importantly GREAT customer service resulting in word of mouth advertising.  Never has it been so 
important to tell your story.  Here are some fine examples.

WorkOne Connect Magazine was born out of a need to connect jobseekers who may or may not have 
access to the internet with businesses and jobs, as well as to provide information on how to build a 
resume, interview, and other work-finding skills.

A pilot collaboration in Florida partnered economic development and workforce development 
organizations across seven counties to provide outreach and information on available services to area 
businesses.  Read all about it in Southwest Florida Jobs! A Model for Motivating Regional Economic 
Recovery.

NAWDP’s Bridget Brown talks about the importance of informing your local and elected officials about 
the good work you are doing to keep workforce development top of mind as they consider future 
funding and WIA reauthorization in You’ve Earned Your Bragging Rights.

In part four of Larry Robbins’ six part series entitled How Many Business-to-Business Referrals Do 
You Get?, he talks about the WOW factor and absolute importance and benefits of word of mouth 
referrals for your business customers.

And in Social Media and the Workforce Investment System, we highlight some of the many 
workforce organizations that have adopted social media into their marketing and outreach efforts.  We 
invite you to join the conversation on how you are using blogs, wikis, podcasts, and other social media 
by visiting http://socialmediauses.blogspot.com/.

Incidentally, we have some of our marketing/outreach tip booklets left (50 Ways to Stand Out), and 
they are free for the asking.  Email us at kim@workforcemarketing.com.

As always, we hope you enjoy this issue of Solutions, and share it with your friends and colleagues.

Kindest regards, ,
Kerry Brooks and Kim Luedke, Editors

From the Editors
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WorkOne Career Connect Magazine

In the beginning

In December of 2007, I was in the beginning stages of 
creating an outline for a new WorkOne Eastern Indiana 
web site. As I was creating this site, I was going through 
my normal process of research-based identification 
of the market and who I would be targeting with the 
web site. As I began narrowing in on who the current 
WorkOne customer is, I realized that the current 
customer is in a unique situation in their life which 
saw them without a job, dislocated from their current 
job, or new to the job market. At this point in a person’s 
life, they don’t have the extra money for a computer or 
Internet service. Or, as I researched further, the current 
customer may not even be able to use a computer. 

Research

I began looking at what my options were that I could 
use to “talk” to this customer and tell them about the 
services and resources that WorkOne had to offer to 
help them during this difficult transition they were 
in. My research concluded that this customer may 
give up cable and Internet access when the budget 
became tight, but they did not cancel their newspaper 
subscription. So, I knew I could reach them with a 
printed publication…but it had to be free and it had to 
reach them through similar distribution channels as 
their newspaper. 

When you least expect it

They say creative minds never stop and this holds true 
with the events that happened with this particular 
project. I knew I could reach my customer via printed 
media, I knew they picked up the local newspaper and 
kept their newspaper subscriptions even when times 
were tight, and I also knew that, no matter what the 
financial circumstances that one finds themselves in, 
a person has to eat. I concluded that I could find this 
customer at the grocery store. Where did they go 
in the grocery store? In the same door they go out…
that’s where I wanted to be! Alongside the variety of 
newspapers at the entry and exit doors to a grocery 
store are several free magazine publications. Eureka!    

A magazine is born

What began as a magazine aimed at helping the 
unemployed in a multi-county area has turned into 
a model publication for connecting job seekers and 
employers throughout the State of Indiana.
Officials at WorkOne, the employment and training arm 
of the Indiana Department of Workforce Development, 
are marking the first anniversary of WorkOne Career 
Connect, a monthly publication that offers not only 
“help wanted” advertising but also tips for job seekers 
that include building resumes, how to interview and 
make the best of a job fair.

WorkOne Career Connect, a joint effort of WorkOne and 
Gannett Newspaper’s Star Press Special Publications 
Division, also offers a monthly calendar of job skills-
building workshops and classes offered by WorkOne 
and tips on filing for unemployment benefits. 

Mary Vannatta, a recruitment specialist at The Star 
Press, organizes job fairs of the newspaper. Vannatta 
notes she gets calls from job seekers, including one in 
2008 that took her by surprise.

“A displaced worker from a local manufacturer called 
me and said he didn’t know what a resume was,” 
Vannatta said.
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At about that same time, Tracy Dishman, marketing director for WorkOne in East Central Indiana as well as the 
Eastern Indiana Regional Workforce Board, was thinking about ways to reach dislocated workers.
Dishman is a veteran Web designer but knew that approach wouldn’t reach everyone. “People might cut their 
Internet access because of their budget.” she said. Dishman and Vannatta spoke and “it just fell into place after 
that,” Dishman said.

High distribution, high need

The WorkOne Career Connect magazine has racked up some impressive numbers. 25,000 copies of the free 
magazine are distributed at government offices, schools, supermarkets, convenience stores, libraries, and other 
locations in Delaware, Blackford, Fayette, Henry, Jay, Randolph, Rush, Union and Wayne counties in Indiana. “We 
printed 15,000 copies the first six months but we bumped it up to 25,000 copies because demand was so high,” 
Vannatta said.

The magazine, which is distributed at the end of each month, has a high level of distribution. “It has a 90 percent 
pick-up rate, which is huge,” Vannatta said.

Dishman credited Mary Vannatta, designer Jan Gaff, and Tom Rothrock, digital advertising and marketing manager 
at The Star Press, for the success of the magazine. 

Vannatta said she derives a great deal of satisfaction from WorkOne Career Connect.“I definitely think there’s a 
need,” she said. “And the pick-up rate shows that.”

Dishman agreed. “It’s a great tool,” she said, “I hear that from our front-line staff and our employers. People say, “I 
saw it in the WorkOne magazine.”

Tracy Dishman is the marketing director for WorkOne and Eastern Indiana Regional Workforce Board (EIRWB). 
Readers may write to Dishman at P.O. Box 1856, Muncie, Indiana 47308-1856 or tdishman@work-one.org.  Many 
thanks to Keith Roysdon, Business Editor, The Star Press.

“We printed 15,000 copies the first six months but we bumped it up 
to 25,000 copies because demand was so high.”

_____________________________
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Southwest Florida Jobs! A Model for 
Motivating Regional Economic Recovery

The turbulence caused by today’s economic 
storm has led Florida businesses to search for 
resources to navigate their way to recovery. 
With that in mind, workforce and economic 
developers throughout Southwest Florida have 
joined forces to help steer those businesses 
through the difficult waters.

On July 1, economic and workforce developers 
within the seven-county region that stretches 
from Manatee to Collier Counties launched 
“Southwest Florida Jobs! – Retain, Expand, 
Create,” an outreach and assistance program 
focused on providing tools to both facilitate 
economic recovery and encourage business 
expansion. 

The outreach program is a collaboration 
to leverage the resources and program 
capacities of existing economic and workforce 
development organizations. Funded through 
a $185,000 grant from Workforce Florida Inc., 
the program is managed by the Southwest 
Florida Workforce Development Board and the 
Suncoast Workforce Development Board. 

“During this program we will survey a 
minimum of 400 businesses across the region 
in the targeted industries of aviation, health 
and life sciences, computer software and 
services, clean tech, corporate headquarters, 
manufacturing, research and development, 
and wholesale trade and distribution,” said Joe 
Paterno, Executive Director of the Southwest 
Florida Workforce Development Board. “With 
that baseline established, we’ve been able to 
develop a coordinated effort that allows them 
to not only survive, but thrive despite the 
economic downturn.”

Designed after outreach programs organized 
in the past to assist businesses impacted by 
hurricanes, Southwest Florida Jobs is covering 

the cost of deploying business liaisons on 
behalf of economic development organizations. 
These business liaisons personally contact 
local business executives, assess the primary 
challenges confronting their businesses and 
identify local, state, and federal resources to 
address those challenges.  

While a collaborative effort, each one of 
the seven counties engaged in the program 
(Charlotte, Collier, Glades, Hendry, Lee, 
Manatee, and Sarasota) have also created 
individual strategies to enhance their outreach 
efforts, including hosting business assistance 
workshops for broad industry sectors and 
developing workforce skills training programs 
for multiple businesses with common 
workforce needs. 

“This collaboration for jobs and business 
prosperity is allowing us to work with local 
businesses to create a climate that fosters 
significant high-wage, value-added job creation 
and entrepreneurial development in targeted 
industries,” said Tammie Nemecek, president 
of the Economic Development Council of 
Collier County.  “We are focused on innovative 
economic development to support businesses 
that are competitive and entrepreneurial.”

Through this program, business executives 
have been introduced to a number of valuable 
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resources including sources of financial and training assistance, organizations that provide technical 
assistance, jobs skills training programs for both existing and new members of the workforce and Employ 
Florida Marketplace, a state-funded system that assists employers with their job placement needs. 

Southwest Florida Jobs is more than just a regional program, however. Launched as a state pilot program, 
it will run through December 31, 2009. The program is being monitored by Workforce Florida, which 
will consider how well it meets pre-determined performance metrics including the number jobs retained 
and created and the number of businesses that access local and state assistance resources. If determined 
successful, the program may be continued for an additional six-months in Southwest Florida and could be 
expanded as a business retention and expansion model to other regions of the state.
“We applaud the local leaders in Southwest Florida in launching such an innovative program,” said Chris Hart 
IV, President and Chief Executive Officer of Workforce Florida. “If this pilot program accomplishes its mission, 
it could become a model for successful economic development and workforce development in other parts of 
the state.” 

Two months into the program, business liaisons have already connected with more than 100 businesses in the 
region and have introduced dozens of them to workforce training and other resources that is estimated will 
help retain or create dozens of jobs in targeted industry sectors.

For additional information about the Southwest Florida Jobs! Pilot please contact Project Coordinator Mickie 
Valente at mickievalente@earthlink.net. 

_____________________________

!upcominG conFerences
 & events

october 4 - 7, 2009
International Economic Development Council 2009 Annual 
Conference
Reno, NV
http://www.iedc.org

november 9, 2009
Institute for a Competitive Workforce (ICW)
Education and Workforce Summit
Washington, DC
www.uschamber.com/icw/strategies/icwsummit.htm

December 2 - 4, 2009
13th Annual Texas Workforce Conference
Grapevine, TX
www.twc.state.tx.us/events.html

Dec. 6 - 8, 2009
Mid-America Competitiveness Conference
Chicago, IL
www.maedc.net

December 7 - 9, 2009
Youth Development Symposium
Chicago, IL
http://www.nawdp.org

march 6 - 9, 2010
National Association of Workforce Boards 
Annual Forum
Washington, DC
www.nawb.org/forum
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You’ve Earned Your Bragging Rights
By Bridget Brown, National Association of Workforce Development Professionals

When Congress provided additional funding through 
the American Recovery and Reinvestment Act 
(ARRA), workforce development professionals from 
across the nation rose to the challenge.  Whether the 
challenge was building summer youth programs from 
scratch, finding innovative ways to serve the swell in 
adult caseloads, or creatively working around cuts to 
social service programs in order to provide a safety 
net for our most vulnerable customers – our industry 
has proved that we can deliver.

But, the challenge isn’t over yet.  Unemployment rates 
are still increasing, foreclosure rates on homes are 
predicted to get worse before getting better, and more 
American families are relying on public support.   The 
truth of the matter, however, is that we will get out of 
this recession.  And, when we do, we need a strong 
cadre of well trained, highly skilled individuals to get 
our economy back on track.   

We were fortunate that additional funding came 
just in the nick of time through the ARRA.  However, 
this money is temporary.  While it provided a much 
needed boost to youth programs and services for 
dislocated workers, it is designed to run out next year.  
Due to competing priorities, it does not look as if we 
can expect major increases in most of our programs.  
To be sure, there are some exceptions.  But, by and 
large, we are looking at a flat funding line.  What do 
we do about it? How do we build upon our successes?

There has never been more of a need for highly 

skilled, credentialed, and passionate workforce 
development professionals.  YOU are the one who 
coordinates efforts with elected officials, faith-based 
organizations, employers, and social service agencies 
to help mitigate the impact mass layoffs have on the 
community.  YOU are the one who helps guide the 
returning veteran toward specialized services that 
are available to our service men and women.  YOU 
are the one who helps individuals with special needs 
navigate the often confusing array of workforce-
related programs and services.  And, YOU are the one 
who finds employment opportunities for ex-offenders 
who are trying to reintegrate back into society and 
become a contributing member of the community.  
Isn’t it about time we recognize our contributions and 
help others recognize them too?

Your work, your effort, your contribution should 
speak for itself.  Maybe in a perfect world, that would 
suffice.  In today’s world of 30 second sound bites and 
priorities being created based on the latest opinion 
polls, it is time to take a more direct approach.  I’m 
giving you permission to brag.  In fact, I’m asking you 
to brag.    

National organizations such as the National 
Association of Workforce Development Professionals 
or the National Association of Workforce Boards have 
a role to play in working with Congress to create 
favorable public policies and an environment where 
workforce professionals convene and share what 
works well in this new economy.   We must learn from 
the best practices available across the profession and 
use these approaches to meet local needs.  Whether 
at a NAWDP Youth Development Symposium, the 
Southeastern Employment and Training Association 
conference, the NYATEP conference or any other 
state/regional gathering, practitioners should be sure 
to actively seek out opportunities to highlight the new 
and innovative ways you are doing business so that 
your peers can learn from your success.  This peer-
to-peer sharing is so important not only to improve 
services, but also for networking and motivational 
purposes that are important for our own personal 
development.  
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And, of course, we can’t forget efforts to get our message out to policy-makers.  While many organizations and 
centers may not have the resources for a public relations staff, there still are ways to keep your successes fresh in 
the mind of policy-makers.  For example, invite your congressional staff to tour your program when they are in their 
home district.  Send press clippings to your state legislators that detail the positive impact that your youth program 
had on the local community.  Create a fact sheet about how you used your ARRA funds and send it to your federal 
legislators.  Make sure that you include customer testimonials as this will help make the issue more personal for 
legislators.  You may not be able to accurately claim to have single handedly changed the local economy, but you 
certainly can tell them how you transformed the life of this one individual.  

The economy will recover, the workforce system will be stronger, and our citizens will be back on the path to 
prosperity.  It won’t happen overnight.  It will happen one person at a time, one program improvement at a time, 
and one systemic innovation at a time.  Whether your efforts are publically or privately funded; whether you work 
in a career One-Stop center or a juvenile correctional facility; whether you serve older adults or youth; whether you 
align yourself with the WIA system or the TANF system; and whether you are a career counselor or a WIB director – 
you are now, and have always been, part of the solution.  
 
So, let’s work together to increase our emphasis on educating the public about how workforce development can 
help make things better.  Let’s make a commitment to educate legislators how workforce development professionals 
are the ones that help America get back to work.    And, let’s join together to promote – maybe even brag about – the 
success of our profession, our programs and our professionals!     

The National Association of Workforce Development Professionals is the premier organization representing 
individuals on the front-lines of the entire workforce development system.  For more information visit 
www.nawdp.org or contact Bridget Brown at 202/589-1790. 

_____________________________
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How Many Business-to-Business Referrals 
Do You Get?
Part Four of a Six-Part Series By Larry Robbin

In spite of all the money spent on innovative and modern advertising to get consumers to buy products, there 
is still one old fashioned method of sales that generates more purchasing power than any other approach.  Are 
you influenced by internet ads, mail, television, radio, newspapers, and celebrity endorsements or are you more 
influenced by what a trusted friend will tell you about a product, service, or business?  How many times a year 
do you talk up a particular brand, product, service or business to 
someone else? Market research says that the average consumer 
promotes one of these things to hundreds of people a year and these 
people tell even more people. You do this when you are standing in 
a circle of people at a party talking about the great experience you 
just had buying something on an Internet site.  This happens when 
someone asks you where you got your new computer and you tell 
them about the great store you found in the mall.  It happens when 
you send an email to a dozen people telling them about a sale from 
a catalog you love.  Word-of-mouth promotion is the most powerful 
sales strategy and the biggest compliment you can give a business.        

Why does word-of-mouth yield so many sales?  In word-of-mouth the 
reference is coming from a person that does not personally benefit 
from what they are saying.  You would be suspicious about someone 
talking up a car dealership if you knew they worked there than you 
would be if you were hearing the same thing from an unaffiliated 
customer.  In the word-of-mouth situation you can answer questions, 
tailor your remarks to other people’s interests, and respond to their 
points of resistance.  This inter-active feature of word-of-mouth makes it a very persuasive, customer friendly form 
of advertising.  Word-of-mouth also means you are putting your reputation on the line with the business.  These 
are powerful factors and they carry a great deal of weight in motivating people to become customers.

Why do people take the time to promote something?  Why do they care if others also use it?  This is because of 
the wow level impact of outstanding products and customer service.  Wow level means that the customer was so 
impressed by how good their experience was that at some point they said or thought ‘Wow this is fantastic!’  The 
positive feelings from the experience literally overflow and the customer is compelled to tell other people about 
it.  The retelling of the experience makes the customer feel good all over again.   They take joy in knowing that the 
other person will also get a ‘wow’ experience. You don’t get this response with poor, average, or slightly better 
than average products and customer service.  Only very superior experiences bring customers to this ‘wow’ point 
reaction.  ‘Wow’ means more customers for the businesses because they will get more mouth-to-mouth referrals 
than their competitors.
 
Meeting your performance standards in workforce organizations can be done with ‘ok’ services because they don’t 
measure ‘wow’ the same way the percentage of word-of-mouth referrals you are getting evaluates your customer 
service ability.  You can satisfy your funding source with ‘ok’ performance, but it won’t get you word-of-mouth 
referrals from businesses.  
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Are you going beyond meeting your numbers and goals to literally shocking your business customers with 
the amazing quality of your services so they have to tell other business people to get in contact with you?  
Unlike cutting edge private sector businesses almost no workforce organizations track how many business-to-
business referrals come their way.  

Many successful private sector businesses make a point of asking customers how they heard about the business.  
They keep track of how many times people tell them that another customer referred them.  If your workforce 
organization is not getting mouth-to-mouth referrals from the vast majority of your business customers, it means 
that your services might be ok, but it also means they don’t hit the ‘wow’ threshold that should be your goal.  
Organizations that consistently deliver at ‘wow’ levels actually have to do less marketing because their satisfied 
customers are doing it for them over and over again much more effectively than any brochure will do.  Business-to-
business referrals coming to your organization from the recommendations of your business customers means that 
you aren’t just doing ‘ok’, you are really wowing them!

Larry Robbin, Executive Director of Robbin and Associates, has over forty-five years of experience as a public and 
private sector workforce consultant and trainer.  He offers over 250 on-site and telephone workshops for workforce 
organizations including How to Deliver “WOW” Level Business Services!  He can be reached at 510-834-8524 or 
larryrobbin@aol.com.

_____________________________

Doing Great Things 
   for Workforce, Education, and/or Economic Development?

Contact us today at kerry@workforcemarketing.com 
to find out how you can submit an article for a future issue!
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www.workforcemarketing.com
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to industry decision-makers 

workforce marketing
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download details and apply today at 

“Brevard Workforce Development Board, Inc. has 
had great success using the Solutions newsletter as 
a method for promoting our products and services. 
The opportunity to provide articles on our successful 
programs has led to further publication through other 
national level media who have contacted us after 
reading the articles and viewing our advertisements 
in Solutions. We have also heard from prospective 
customers interested in learning more about what we 
have to offer them. We plan to continue exploring and 
using the options Workforce Marketing Associates 
provides us.”  
Joan Van Scyoc, Communications Director
Brevard Workforce Development Board, Inc.
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Vendor Directory

Associations

nAWb - national Association of Workforce boards
NAWB represents the interests of the nation’s Workforce 
Investment Boards that have the critical role of governance and 
oversight of the federal resources that support the operations of the 
national network of taxpayer-supported One-Stop Career Centers 
and federal training investments.
1133 19th St. NW, Suite 400 
Washington, DC 20036 
PH:202.857.7900 
F:202.857.7955
E henrya@nawb.org
www.nawb.org
______________________________________________

Consulting Services

taylor, lombardi, Hall & Wydra, p.A.
Provider of financial and programmatic monitoring, continuous 
improvement services, and technical assistance to Workforce 
Development Boards.
875 Concourse Parkway South, Ste 100
Maitland, FL 32751
Contact: Dalton Hall
PH 407.539.2066
FAX 407.539.2383
E dhall@tlh-cpa.com
www.tlh-cpa.com
Other Categories: Financial/Fiscal Management, Monitoring

Wadley-Donovan Growthtech llc
The Wadley-Donovan Group, founded in 1975, is one of the 
nation’s leading economic-development, workforce-development, 
and corporate-location consulting firms, with international reach 
and reputation.
505 Morris Avenue, Ste. 102
Springfield, NJ 07081
Contact: Sharon Sewell
PH 973.379.7700 ext. 106
F 973.379.7771
E ssewell@wadley-donovan.com
www.wdgtech.com
Other Categories: Economic Development, Labor Market 
Information, Strategic Planning, Workforce Development

______________________________________________

Economic Development/Economic Development 
Agencies 

international economic Development council
(ieDc) 
A non-profit membership organization dedicated to helping 
economic developers do their job more effectively and raising the 
profile of the profession.
Contact: Erin Way, Marketing & Media Relations Coordinator
734 15th Street NW, Suite 900
Washington DC 20005 
PH 202.942.9474
F 202.223.7800
E eway@iedconline.org
www.iedconline.org

Education Providers 

American Hotel & lodging educational institute (ei) 
The Educational Institute is a non-profit organization that 
provides specific skills training in the rooms and food & beverage 
departments of a lodging operation with components that meet 
the needs of workforce development agencies.  Our programs 
work well with at-risk youth, dislocated workers and many other 
workforce clients.
Contact: Faye Gayes
800 N. Magnolia, Suite 300
Orlando, FL 32803
PH 407.999.8100
F 407.236.7848
E fgayes@ahla.com
www.ei-ahla.org
Other Categories: Publishing, Staff Training, Workforce 
Development, Workplace Skills, Youth Services

thinking media/keytrain
A non-profit membership organization dedicated to helping The 
KeyTrain® curriculum, based on ACT’s WorkKeys® provides 
career skills development to enhance common workplace skills. 
Demonstrated success in job selection, GED, TABE, etc.
Contact: Sheila Boyington
340 Frazier Avenue
Chattanooga, TN 37405
PH 877.842.6205 or 423.266.2244
F 423.266.2111
E sheila@keytrain.com
www.keytrain.com
Other categories: Adult Services, Dislocated Worker Services, 
Education Providers, Workforce Development, Workplace Skills

______________________________________________

Fiscal Management 

nonprofit technologies, inc.

NPT is a premier partner for Sage MIP and a Microsoft Gold 
Certified Partner.  We are the software publisher of Gazelle and 
Swipe-IT, web-based applications built specifically for Workforce.
P O Box 7390
West Palm Beach, FL 33405 
Contact: Michael D. Miller
PH 561.659.3570
F 561.658.2770
E mmiller@cpaz.com
www.cpaz.com
Other Categories:  Case Management Solutions, Consulting 
Services, Customer Management, Fiscal Management, IT 
Solutions, Management Information, Performance Management, 
Workforce Development, Resource Management, Accounting, One 
Stop Career Center Solutions

_____________________________________________

Following is a listing of industry vendors.  You will find all of their contact information in their primary category, along with a listing of other 
categories in which they provide products and/or services.  For the most current listing of vendors, visit 
www.workforcemarketing.com/solutions.html.
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Marketing Services

Workforce marketing Associates llc

Workforce Marketing Associates is a full service marketing and outreach firm providing all the marketing support you need - from a simple 
brochure design, to a fully designed and executed marketing campaign.  With over 20 years of marketing, communication, and event 
planning experience, and more than 12 years dedicated to the workforce industry, we specialize in providing these services to workforce 
and economic development organizations.
1831 Amaryllis Circle
Orlando, FL 32825
Contact: Kerry Brooks
PH 407.384.1239
F 321.206.2059
E kerry@workforcemarketing.com
www.workforcemarketing.com
Other Categories: Communications, Event Planners, Web SIte Design & Maintenance

_____________________________________________

Multimedia Services

blackburst entertainment
Blackburst Entertainment, headquartered in Orlando, has been providing high quality, corporate video production for communication and 
public relations managers at Workforce Development boards since 2001.
Contact: Joe Dorsey
1830 Longwood-Lake Mary Rd. #1024
Longwod, FL 32750
PH 407.599.5353
F 407.386.7681
E info@blackburstentertainment.com
www.Blackburst.TV
Other categories:  Communications, Conferences/Trade Shows, Consulting Services, Event Planners, General Services, Marketing 
Services, Service Providers, Staff Training, Technology, Web Site Desgn, Video Production
_____________________________________________

Software Solutions

navient corporation
Since 1994 over 3,000 organizations have relied on Navient’s assessment software to document and match applicant skills, knowledge and 
ability with employment opportunities.
3470 Olney Laytonsville Road
Olney, MD 20832
Contact: Bob Sharron
PH 908.334.8425
E bob.sharron@navientcorp.com
www.www.navientcorp.com or www.tapdancelive.com

 segment 7

Segment 7 is a software company specializing in creating cost-effective, high-return software solutions for government agencies and 
nonprofit organizations.  We take great pride in identifying challenges and finding effective solutions. 
2551 31st Street
Boulder, CO 80301
PH 720.406.8745
www.segment7.com
Other Categories:  IT Solutions, Management Information, Technology

_____________________________
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Social Media and the 
Workforce investment System

Social Media – even a year ago this term was little known 
to our industry, just beginning to be used by the diehard 
techies to aid in their daily work.  Now, the terms blogs, 
wikis, social networking, podcasts, and tweet have become 
a part of our daily vocabulary.  But how exactly is social 
media being used in our world?  And, how can it be used 
to make our lives and the lives of the customers we serve 
better?

In just a short time it is amazing to see how the industry is 
embracing the use of social media.  Industry conferences 
are focusing on this as an important topic of interest.  
Presenters are even beginning to use wikis and blogs to 
support their conference workshops before, during, and 
after the fact (http://gsetaconference09.wikispaces.com/
Technology). 

Especially in such difficult economic times, WIBs and One-
Stops are pulling out all the stops to get their message out 
and to provide new and innovative tools to their customers.  
Following are a just some examples of how social media 
are being used to support work in the field.  

Workforce Development Blogs

Blogs are a great way to provide staff and customers with 
articles, resources, and links that will be updated on a 
regular basis. Blogs can be two-way – inviting feedback 
and discussion on posted topics, or one-way – an avenue 
to post information without feedback.  Following are some 
ways blogs are being used in our industry:

National Association of Workforce Boards (NAWB) 
Industry News Blog – NAWB posts daily articles from news 
organizations around the nation about the positive things 
happening in our industry.  http://nawbindustrynews.
blogspot.com/

Garden State Employment and Training Association 
(GSETA) - A blog that is updated daily to provide resources 
and information to WIBs and One-Stops in New Jersey. 
www.gseta.org

Are you involved in these 
or other social media 
opportunities?  Are you 
interested in learning 
more about how you 
can use them?  Let’s talk 
about it!  Visit http://
socialmediauses.blogspot.
com/ to share your ideas, 
questions, comments 
and information about 
using social media in your 
organization today!
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Workforce Developments – written by a workforce development consultant and blogger.  http://workforcedev.
typepad.com/workforcedev/ 
 
Massachusetts Commonwealth Conversations (Jobs) Blog  -  http://jobs.blog.state.ma.us/ 

Employment Specialist – original advice and links to resources for workforce development staff.
http://employmentspecialist.blogspot.com/ 

WorkSystems Blog – a community forum on workforce issues affecting the Portland, Oregon metro area.   http://
blog.worksystems.org/2009/05/workforce-development-professionals.html 

Workforce Solutions Blog Force – Workforce Professionals offering HR advice to employers and career advice to 
anyone looking for a job.  http://blogforce.wrksolutions.com/ 

Twitter, FaceBook, LinkedIn

Many WIBs and One-Stops are using these social networking sites to share tips, links, quotes, and job leads, hold 
discussions, conduct surveys, and more.  Following are some agencies that are maximizing these resources.  

•	 National Association of Workforce Development Professionals (NAWDP) facilitates discussions through their 
LinkedIn Group at http://www.linkedin.com/groups?gid=167390&trk=hb_side_g 

•	 WorkforceFLA - http://twitter.com/workforceFla 
•	 Wise Workforce Center of Virginia is on both FaceBook http://www.facebook.com/pages/Wise-VA/

Wise-Workforce-Center/56221140673?v=wall&viewas=838039442 and Twitter http://twitter.com/
wiseworkforce

•	 Workforce Solutions Heart of Texas is on Twitter - http://twitter.com/HOTWorkforce 
•	 Workforce Solutions Lower Rio Grande is on Twitter - http://twitter.com/wfsolutions 
•	 WorkSystems is on Twitter - http://twitter.com/Worksystems 

YouTube and Slideshare

YouTube is a video-sharing website and provides a great way for organizations to tell their stories through a different 
medium. Videos can also be embedded into a blog or website. Slideshare is a web site where you can upload and 
share your presentations.

•	 Cumberland County Workforce System created this montage http://www.youtube.com/watch?v=PWcIosO9IcM 
for an End of Year Youth Banquet.   

•	 Huron County Job Store Employment Specialist http://www.youtube.com/watch?v=RlvKmKAWPKg offers an 
introduction to One-Stop services.

•	 Workforce Central Florida Career Center created this video tour of the One-Stop Career Center http://
www.youtube.com/watch?v=Pt2y_vM2bKw. There is also a Spanish version at http://www.youtube.com/
watch?v=HvwXg5QvsOk

•	 Workforce One Southeast created this youth TV commercial http://www.youtube.com/watch?v=cOnvBm8DREI 
•	 Workforce Solutions YouTube Channel - http://www.youtube.com/wrksolutions features videos on 

applications and interviewing.
•	 Wise Workforce Center is uploading presentations to Slideshare http://www.slideshare.net/bdotson3/wise-

workforce-center 
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PodCasts

A podcast is a series of digital audio or video files that can be downloaded from the Web.  Following are just a few who 
are using podcasts.

•	 Centralina Workforce Development Board is using podcasts at http://www.podcastdirectory.com/
podcasts/46048.

•	 USDOL - ETA is producing podcasts through Workforce3One which can be downloaded at http://www.
workforce3one.org/find/podcast.

•	 Wise Workforce Center in Virginia is producing a monthly podcast at http://www.wiseworkforce.org/?cat=48.

These are just a few of the situations where social mediums are being used to aid in daily work.  And there are dozens 
of others sharing these resources for job seekers and employers.  Choose any of these mediums and enter a search for 
“workforce” or “economic development” and you’ll see countless others.  Most require only a simple free registration 
to get you started.

Are you involved in these or other social media opportunities?  Are you interested in learning more about how you can 
use them?  Let’s talk about it!  Visit http://socialmediauses.blogspot.com/ to share your ideas, questions, comments 
and information about using social media in your organization today!

Workforce Marketing Associates is a full service marketing services firm that was born out of the workforce industry.  
Our members have a unique understanding of the needs and challenges faced by organizations in the workforce 
industry and we can help you develop a strategic outreach plan to reach your multiple targets within your limited 
budget and make the maximum impact on your organization and your community.  For more information, visit 
www.workforcemarketing.com or email kerry@workforcemarketing.com.

_____________________________


