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Operator:  Good day and welcome to this Resna conference call.  Today’s call is being recorded.  
At this time, I would like to turn the call over to Ms. Nell Bailey.  Please go ahead, ma’am.

Nell Bailey:  Thank you.  Good afternoon everyone.  On behalf of the National Assistive Technology Technical Assistance Partnership, NATTAP, we welcome you all.  We are here today to talk about device demonstrations using mobile van units.  As you know, one of the activities that states will implement under their state plans is device demonstrations.

             Quoting from the law, it states that “the states shall directly or in collaboration with public and private entities such as one-stop partners” – and one-stop is defined by The Workforce Investment Act – “demonstrate a variety of assistive technology devices at assistive technology services including assisting individuals in making informed choices regarding and providing experiences with the devices and services using personnel who are familiar with such devices and services and their application.

             The AT Act also states that the states shall directly or through referrals provide to individuals to the extent practicable comprehensive information about state and local assistive technology vendors, providers, and repair services.  A number of you indicated in your state plans that you were planning to implement or considering a device demonstration using mobile vans.

             So, we are pleased today to provide you with information.  And we have the following presenters who will share their experiences about using or not using or how they are planning to use mobile vans for a device demonstration.  We have Sandra Root-Elledge from the Wyoming Institute for Disabilities Assistive Technology Resources who is going to talk about a nationwide study of 29 states that Wyoming conducted.

             Dave Wilkey who is the manager of the AT outreach for Gillette Children’s Specialty Healthcare in Minnesota will talk about going from a motorcycle side car to tractor trailer units.  Mark Schultz Director of the Nebraska Assistive Technology Partnership will talk about his van in which he had a big sign on the door advertising the group who supported his activity in Nebraska and how he’s morphed now into something else.  And finally, Bill Darling, Director of the Assistive Technology of Ohio will talk about how Ohio is planning to implement their mobile van there in their state.

             I’d like to thank all of the presenters for agreeing to talk about their programs.  Now, I’d like to ask Jeremy Buzzell from (RSA) to share his thoughts and comments about today’s topic.  Jeremy?

Jeremy Buzzell:  Thank you Nell.  Hello to everybody.  As Nell said, either through states’ state plans or you know from those states calling us for information you know we know that there are a handful of states who are interested in what I’m going to call mobile units.  And the purposes of those range from mobile units for demonstrations, mobile units to do – to do trainings, mobile units for public awareness.  The idea is though that they’re interested in pursuing – purchasing a van or a truck or some sort of mobile unit in which they’re going to pack AT and drive around and do things with it publicly.

             Our assumption was that if states are still in the planning stages of this in their state plan that they can benefit by hearing from the states that have gone through the experience before, you know the lessons learned, and that also you will be able to now hear “well there’s a state that maybe I’ll call them up and get some more information from them as I’m thinking about this and planning this” which is why we tried to pick a diverse array of stages and types of folks who have been involved in mobile units in one way or another.

             You know, we have Sandra in Wyoming who can present their thought process and the survey that they did which helped them decide whether or not they were going to do a mobile unit of any kind.  We have – you know, we have the folks in Ohio who have decided that they’re going to go ahead.  And they can share with you some of the thinking that went into their planning and what they’re planning on doing.

             In Nebraska, they have had a mobile unit and have found over time that it needed to morph to do a different purpose.  And then, we are joined also by folks from Minnesota who are not affiliated with the (Assistive Technology Act) but who can provide to states a little bit of insight about what it actually takes, logistically, to do a really large-scale – because they – trust me.  If you look at their website, they have a really large-scale mobile unit system in their state and can share some insight about you know if you’re really thinking of doing something on the large-scale here’s what it’s going to take to get that done.

             So, the idea here is – we don’t have a plan to encourage or discourage mobile units one way or the other.  We just want to provide you with information that can help you think as you’re thinking about it to help you connect with maybe some people who have gone through the experience before and talk to them further.  To generate some conversation at the end of the – at the end of the presentations we’re going to open up the lines so that people can ask questions or you know if you have experience doing this you can say you know “Hey we had the exact same issue” or “Well we had – that’s an issue.  But, we overcame it by doing this” or “Well, we didn’t hear somebody bring up this issue and that was an issue for us.”

             So, if you have questions we encourage you to join in.  If you have experience doing this and you want to – and you want to do something to help out those who are thinking about it, we encourage you to join in.  You know, this is just to get people’s juices flowing if you – if you are considering doing one of these mobile units.  You know, it’s just about hearing from those people who have done it or are thinking about doing it you know just to get more thinking about it started.

             So, I’m going to leave it there and turn it back over to Nell.

Nell Bailey:  Thanks Jeremy.  And we’ll begin.  I know that you all are eager.  And we’ll start with Sandra.

Sandra Root-Elledge:  OK, thanks Nell.  What we did in Wyoming was we were seriously considering a mobile van approach but wanted to find out what other states had experienced.  So, in January of last year we called – we attempted to call of the directors from each state.  And it was a telephone survey, fairly simple, but to try and determine what the consequences of their work with a mobile van was or were.

             We were able to get in touch with 29 projects, and of those, 22 did not use the mobile van approach.  So, I do want you to know that the predominance is people – or are people – states that did not use a mobile van or have discontinued the use.  What we asked them were what services and information offered – were offered through the mobile component of your program?  What were the positive consequences of this approach?  What were the negative consequences?  And what were the complications involved?  And what has led to your decision to either continue or discontinue the approach and then, if they had any advice for us using it in – you know what’s considered a frontier setting for Wyoming.

             Again, we only had seven who did use it.  And for the services and information that were offered basically there was a group that used it for fabrication, customization and installation.  Some used it for outreach services including assessments, awareness, education and demonstrations.  And then, some used it for AT fabrication and customization and outreach.

             And so, then we ask you know what were the positive consequences.  And those were that – some of the comments were that it allowed the program to access more rural areas.  And that was certainly one of our concerns.  And that was definitely positive.  Someone reported that it provided education for public on the benefits of assistive technology and increased public awareness of assistive technology.

             So in those cases, those people were reporting that compared to not using a mobile van their awareness and education and outreach was greater.  An interesting comment I thought was that someone reported that it allowed for the building and nurturing of relationships between communities and the AT program.

             Then for the negative consequences of using a mobile van, people listed – reported that it was difficult to load for customizations or fabrications.  They talked about it – they couldn’t get all the materials they needed on one van or those sorts of difficulties – that modifications done in a van caused (pitting) of the windshield and melting of floor mats.  That was one of the reports.

             In space limitation, that’s sort of back to the customization and fabrications.  But, space limits and anchoring of equipment problems caused trouble for a portable demonstration center.  And a negative consequence that came up over and over again – and this is – I’m not trying to report bias but just that many people brought this up – was cost effectiveness.  They felt with the cost of maintaining a van, of all the expenses of the vehicle, things like that, that it – that was more expensive than it was effective.

             When then asked – when they – then they were asked “what was” – “what were the complications?”  Even if their results were positive what were the complications of having a van?  And that was coordinating schedules and trainings, routine maintenance and upkeep of the vehicle, lack of space – and that’s in the vehicle – and difficult to find qualified staff willing to travel that frequently.  The staff issue came up several times.

             Then, what led to the program’s decision to discontinue the approach?  Was basically – one state no longer uses the van for outreach services due to prohibitive cost of travel but still uses the van on a limited basis for clinical evaluations and training follow-ups.  Some states discontinued the van approach entirely.  And one went to many mobile units that could be – in which they could transport equipment and devices in a car or in multiple cars.

             And then, one state just completely doesn’t do mobile van approach or mobile approach at all.  Yet, another replaced a large van with a minivan and began using it for transportation of equipment only instead of having the van function as the actual AT demonstration center.  One state reported that people’s needs could not be properly met by simply using the occasional mobile AT (exposition).  So, they abandoned the site in favor of a more permanent demonstration and training center.

             So then, we asked about any advice for using this approach.  And the advice given was certainly be aware of costs.  Truly this came up over and over again – costs for maintenance, van adaptions, replacement of AT, coordinating the van availability.  Several programs talked about maybe one area or county needing the van and it was somewhere else.  Lack of demand for the actual – for all of that – for having – you know someone might have a demand for something smaller than a whole van with a lot of equipment.

             Space and anchoring was mentioned.  Lack of qualified staff willing to travel – that came up again.  They warned us to be aware that this could still not meet customer needs that whatever they were doing might not have been enough or whatever that it was just meeting some needs and not the needs they were trying to meet, statewide needs, you know in all domains.  And then, over-extending the van to accomplish too much may affect the quality of work or services.  That was a warning to us.

             So then, we asked what were the alternative solutions or what would they recommend.  And the states reported distance training to address needs of a rural community – so just – you don’t go out and do distance training.  Create resource centers around the state and utilize video conferencing.  Look for corporate sponsoring charging area distributors to have equipment on board for specialized demonstrations.  Use private rentals or personal vehicles as alternatives to owning a van and then setting up contracts with existing entities to develop AT access sites.

             So, sort of in summary all of the states mentioned that before committing to the purchase of a van be sure to develop a thorough cost effectiveness study.  The program must know exactly what goals that the program wishes to be accomplished through this approach.  This is a warning that came up several times.  And it was – you know it was just meant to say be sure you know what you’re going to do with the van.  And then, vans used most effectively in programs focused on fabrication or customization and that vans used for outreach were either used minimally or discontinued altogether.

             That is sort of – that’s pretty much the summary of this report.  And I have a written version if anyone wants to get in touch with me or I can get send it to Nell.  People can certainly have the narrative version.

Nell Bailey:  Thanks Sandra.  That would be great if you could send it to me.  What I’d like to do is to post the information up on our website so that everyone can have access to it.

Sandra Root-Elledge:  Sure.

Nell Bailey:  If that’s OK.

Sandra Root-Elledge:  Absolutely.

Nell Bailey:  Just to let everybody know that we’re going to hold all questions until all of the presentations have been made.  So, just jot down your questions so you won’t forget.  And we’ll have a dialogue at the end of all of the presentations.  The next presenter is Dave Wilkey from the Gillette Children’s Specialty Healthcare in Minnesota.  David?

David Wilkey:  Thanks Nell.  Well, let me give you a quick brief history of our program.  We’ve had our mobile outreach program now for 22 years.  It’s grown from a very small program where we went out actually with my own personal vehicles to a few cities in Minnesota a few times a year to a program now where we have three fairly large trucks.  They’re not tractor trailers but they’re business class trucks.  So, they – all three of them have 16-foot boxes on the back of them.  They all have diesel engines in them.  They are – I guess I would describe them as kind of a truck that you would rent if you were going to move your house.

             They key – they key to that is you got to stay under 26,000 pounds.  Once you get over that you start having all kinds of problems with the Department of Transportation.  So, that would be something to consider looking at what your needs are and how big of a truck you need.

             Today, we go to 22 cities. We go approximately anywhere from 10 times a year to 20 times a year to those cities.  So, we’re there on a really regular basis.  We set up what we call clinics.  We bring typically three, possibly four, staff at a time.  We do a lot of orthotics.  We do a lot of custom seating.  We do a lot of augmentative alternative communication evaluations and computer accessed evaluations.  We have in the past done training on (aug com) and computer access.  When we get to a particular town all of our equipment that we have is available for the community to come in and use it and test it.  And sometimes we’ll loan it out if we have – if we have duplicates.

             We see approximately 1,600 clients a year and provide about 2,000 services.  We travel about 50,000 miles a year with our trucks.  And we estimate that we save our families about 350,000 miles of travel so they don’t – coming back to the twin cities for service.  If you think about Minnesota it’s kind of a – it’s kind of funny the way the cities are laid out.  It’s a big state.  It’s the 12th largest state in the United States.  We have clinics that are 7.5 hours north of here.  And we have some clinics that are five hours southwest of here.  Unfortunately, the twin cities are on the – on the eastern side of the state.  So, most of the state is not being served by the twin cities without us traveling out there to them.

             So, going back about 23 years ago some of the decisions that we had to make was what kind of vehicle did we want to drive around in.  And we thought of lots of different options to include a Winnebago at one point.  But, we decided that we wouldn’t do any work in our vehicles.  We decided that our vehicles would be the transportation system that would get our equipment to the site.  And that was a big deal because in Minnesota it gets really hot in the summer.  It gets really cold in the winter.  And there are a lot of issues with trying to work with clients right with – right where the equipment is if you’re going to do any repairs.

             So, we decided that if communities wanted us to come to the community that they could provide us a work space and that our model would be that all the equipment inside the vehicle would easily roll out of the vehicle and within about 15 minutes we could set up an evaluation center, repair center, training center.

             Funding – of course that’s always an issue.  The way we fund it is with a variety of ways.  We have very few grants.  We do some contracts with the state of Minnesota.  We do – we get some money from United Way.  We have some foundation money from some hospitals around the state of Minnesota that fund the overhead to get to the cities.  Staffing, of course, is always an issue.  You do have to have people that are willing to travel.  And in our program, they have to be willing to stay overnight too.  So, a lot of the trips are two/three day trips.  In order to (incentivize) them to stay out overnight, we give everybody a $50 a night bonus for every night they stay out.

             Our program – we have to have a lot of support here in the twin cities.  So, we have schedulers that are very familiar with the kind of equipment we provide.  And clients can call in and schedule an appointment and they actually get an appointment to come in.  We know who’s coming.  We know what kind of equipment they’re looking for or we know what kind of equipment needs to be modified so we can make the appropriate time for their appointment.

             What are some of the (effects)?  Well, I already said we save our families a lot of miles coming back to the twin cities for service.  But, we’ve also been able to – over the years been able to train the community professionals that are out there on some of the higher end assistive technology services.  10 years ago or so there really weren’t very many people out in greater Minnesota that knew anything about (aug com).  And today, there’s a bunch of them.  And I – a lot of that is because they’ve been working with us.

             So, we try to work with community professionals wherever we can.  We will work with local physical therapists, occupational therapists.  So, it begins to be a little bit of a (symbiotic) relationship.

             Let’s see.  I guess that’s about it.

Nell Bailey:  Wonderful, thank you David.  Now, I know that you have information about your program or at least the website we can direct individuals to.

David Wilkey:  Right.  Yes, (gillettechildrens.com).  That will get you on the website.  I’ve got a lot of printed information.  We’ve done, obviously, lots of different studies over the years.  So, if anybody wants to tap into that – or they can call me directly at Gillette.  My number is (651) 634-1904.

Nell Bailey:  Great.  Now Dave, I know that you did a presentation at Resna last year.  Are you going to do that again?

David Wilkey:  Once and done.

Nell Bailey:  All right.

David Wilkey:  No, I’d do it again if somebody wanted me to.

Nell Bailey:  All right.  Thanks very much.

David Wilkey:  You’re welcome.

Nell Bailey:  Now, Mark Schultz from Nebraska.  Mark is going to talk about his morphing.  Mark?

Mark Schultz:  Not me personally.

Nell Bailey:  Clarification.

Mark Schultz:  About 8.5 years ago we had the opportunity to work with vocational rehabilitation and (The Elks of Nebraska) organization to develop some onsite technical assistance services for (voc rehab) consumers.  (Elks) had approached (voc rehab) because they had some funding available.  And (voc rehab) at the time was not fully matching the federal funds available.  So, they saw it as an opportunity to leverage some additional funds.  And (Elks) – all they were asking for was to have their name on the side of something that they wanted to create some PR for their program with that.

             And so, they were looking at either a building or some van of some type.  And so, we looked at what was going on elsewhere.  And we felt with the rural population in Nebraska has access to services was a real issue for rural populations and that the mobile van delivery system of some type would be the best way to go.  So, we looked around to see what other states were doing at the time.

             And looking at those models, we looked at the (cube) vans with the modules.  We looked at the goose-neck trailers.  And we looked at full-size vans and trucks.  And finally, we decided to go with the full-size vans at that time because it gave us enough space that we could customize those to add some shelving and some storage that we could hold power tools and equipment and supplies and use that then to provide some onsite technical assistance and to do some fabrication within the worksites and within homes for (VR) consumers and then also to be able to take equipment along to demonstrate or to provide for trial use where necessary.

             In addition to that then – because when we were looking at what other states were doing and we saw that some of the larger kinds of vehicles that they were using only went out a few times a month, we thought that the cargo vans would also supplement what we were doing for just general travel at the time.  So, we ended up purchasing three vans that were located in an – one was in an office in eastern Nebraska, one in central, and one in western Nebraska so we could minimize the travel time and distances that they would have to go.

             But even in spite of that, we’re still putting about 20 to 25,000 miles a year on each of those vehicles.  And the annual operating expenses for gas, maintenance, repairs and insurance was averaging about eight to $10,000 per vehicle.  And I’ll talk about some issues with that now and why we changed.  But, the vans are shared by staff at each of those offices.   So, they have to reserve those vans.  But, the vans are on the road almost every day.  But, they are supplemented by their own personal vehicles as well as we have some state cars available that are leased and that they can use for transportation or to haul equipment back and forth as well.

             So, we did not go with – we actually looked at a Winnebago at one time, just as Minnesota was talking about.  But, Nebraska actually had purchased one of those in a previous grant and we’re using it to demonstrate independent living equipment.  And they tried – they did that for years.  And they really had problems with staffing, finding someone that wanted to spend that much time overnight on the road.  And eventually, they just stopped using it.  And it was pretty expensive to operate as well.

             We’ve kind of – we started doing that – and primary use was for fabrication and onsite technical assistance.  But, we found that at this point we’re not really doing much fabrication ourselves.  We’re really relying on local vendors and providers to do that.  And when we do do it in rare instances we’re able to – we develop cooperative agreements with some of the state workshops that are across the state and in some cases community colleges to be able to use their facilities to do some fabrication when we need to.  So, we were really having a lot of difficult times you know having the right equipment onsite to do the fabrication.  And we were always bringing things back anyway.  And so, it seemed like it just wasn’t a practical approach to do that.

             We are now using the vans primarily to transport demonstration and loan equipment between sites.  The kind of equipment that we’re transporting are things which we typically can’t haul in a car such as some of the ramps, personal transfer lifts.  We’ve even transported vehicle lifts back and forth.  We’ve done a lot of transporting of donated computers for the recycling program, power chairs and scooters, the kinds of things that we really don’t have another way to transport.  But, it really works well for transporting that used equipment as well as loan equipment back and forth.

             We found the vans to be really good marketing tools because we have the information about our program on the side of the vehicles and the contact information.  But, it also created some problems because when we are working with consumers it’s a real confidentiality issue when you have this big van parked out in front of their house with all this information on it.  It’s pretty clear that they’re receiving some kind of support then from the state.

             The other issue was liability and that concern was primarily from the (Elks) as a sponsor.  And they had a lot of concerns about what liability they would have if their name was on the side of the van and that if we were in an accident.  Now, we weren’t really – from our point of view there was no liability for them.  But, their attorney was really concerned about it to the point where they eventually stopped supporting the service.  So, that’s something else I think to consider.

             Right now because of the cost of gas we – and the fact that we’ve owned these vehicles now for about eight years, maintenance and repair issues are now starting to become a real big issue for us.  We’ve had to replace tires, ball bearings, transmission, brakes, all that.  And it’s all starting to add up.  And in fact, insurance has gone – it looks like that’s going to triple this year from where it was last year.  So, we’re really starting to consider leasing the vehicles and selling the vehicles now that we have.  And it looks like that’s going to be much more favorable than owning our own vehicles.

             The other thing to think about, particularly in Nebraska, we do a lot of east/west travel on our interstates.  And wind comes from the north and the south typically.  And the wind has been a major issue for us with the cargo vans.  Staff have constantly complained about the difficulty in driving those vans back and forth in those conditions.  So, you know it’s kind of surprising that that was something that was a big issue for staff.  So, we are – we are now looking at the minivans and using those primarily to transport equipment back and forth for demonstration and loan purposes instead of the full-size cargo vans.  So, that’s – we’ve kind of come from a full-service vehicle that was equipped to do all of that now to just – it’s another method of transportation for that equipment.

Nell Bailey:  Great.  Thanks very much.  Appreciate that.  And finally, we’ll hear from Bill Darling, Director of the Assistive Technology of Ohio.  Bill, were you planning to implement the mobile unit in Ohio?

Bill Darling:  Yes, we are.  It’s been interesting listening to everyone.  It’s been interesting listening to everyone, their experiences that they’ve had.  We are planning on implementing one.  Right now we’re in the process of just – I have secured three quotes.  And the idea that we had was we were looking at it strictly – well, not strictly – but mostly from a demonstration standpoint.  And so, we were going to load up a van with basically more assistive technology perhaps than any one person might need.

             We looked – one of the things that was interesting from what Nebraska was doing that I think echoes what we’re trying to do is to raise our visibility as well.  We want – we wanted to have this be not only a way to put on demonstrations but to advertise and raise awareness across the state for the – for the programs that we have here.  We weren’t necessarily – I hadn’t thought it out necessarily in terms of the confidentiality going to people’s homes and things like that but more along the lines of going to schools, going to organizations and giving demonstrations at conferences.

             I just wanted to have the van linked – you know basically linked with our organization that people understand when the van shows up that this is from the Ohio (Tech Act) agency and the (Tech Act) program and you know what the van was all about.  You know basically we have – our idea at this point – we are training staff to do assessments.  And it would probably be part of what we’re doing with the van.  But, mostly we were you know going to load the van up with the assistive technology that we have purchased for our device demonstration program along with the technology that is obviously part of the van itself and make that just part of the – of an overall demonstration program.

             We’ve never really emphasized demonstrations across the state as much as we have.  And we looked at the van as a way to really kick-start that part of the – of the services that we’re going to offer.  You know, we feel like our staff is increasing their skill knowledge and will be able to increasingly be able to use the van as a way to do assessments and things like that.  But, right now we’re focused more on just – on demonstrating the different types of assistive technology out there for people with disabilities.

             We also have a computer refurbish and recycle program that – where one of the main expenses for that program is transportation, just running around picking up donated computers, delivering computers that are in the area that we’re able to delivery and not ship and save money that way.  So, we’re also planning on using the van as a – as a way to meet the transportation needs that we can that are associated with our computer refurbish and recycle program.

             So, you know right now – you know I’m kind of in the mode of listening and learning like everyone else.  But, we felt that we had the need to raise the awareness of our agency throughout the state.  And we thought that the mobile van along with meeting the demonstration needs that we’re supposed to provide through this program could also serve as a – as a way to increase our awareness through marketing.

             So, you know that’s what – that’s the way we’re kind of looking at it.  Like I said, we’re just in the process of getting the quotes and going through that whole process.  So, we haven’t actually purchased a van as yet.  That’s all I had now.

Nell Bailey:  OK, great.  Thank you.  And we will open up the lines now for questions from our listeners.

Operator:  I’ll remind our telephone audience all lines will be open from this point on.  We ask that you use the mute button when not speaking to cut down on background noise.  Also if you need to step away from today’s call please do not place your line on hold as doing so may feed music into the entire conference.  At this point, all lines are open.

(Jane):  This is (Jane) from Iowa.

Nell Bailey:  Hi (Jane).

(Jane):  I have a question for Minnesota.  The way you stated that – that you’re doing evaluations that you had contracts.  Are you being paid to do evaluations by education (VR) or Medicaid that are – that’s helping pay for this service or is this saving miles and you’re not charging anything for this?

David Wilkey:  We’re not charge – we don’t charge for consultation or evaluation.  The money that we raise is to help us offset the overhead to get us out there and back.  So, those – that’s what the contract is.

(Jane):  OK.

Nell Bailey:  Another question?

(Henry):  Hi.  This is (Henry) from Louisiana.  Do you have (OTs) and (CTs) on your staff that go out in the vans?

Female:  They said yes (Henry).

(Henry):  OK.

Nell Bailey:  Are you asking a specific state (Henry)?

(Henry):  Well any of the – any of the states that conduct assessments and evaluations.

David Wilkey:  This is David Wilkey from Minnesota.  Kind of both ways – we try to work whenever we can with local therapists.  We feel like it’s really important for us to work with the therapists that are working more closely with the client.  Some of the clinics, depending upon who we have a contract with, we may bring one of our own therapists along.  But, that’s really not very many times.  I’d say maybe two to three percent of the time.

Mark Schultz:  This is Mark in Nebraska.  We have contracts with the Health and Human Service Medicaid Waver Program with (voc rehab), Veteran’s Affairs (voc rehab), and several other agencies to do onsite assessments.  And the cost for those assessments helps to support the expenses to operate the vehicles.  And we do have occupational therapists, rehab engineers, as well as architects on staff that go out on those onsite assessments.

Jeremy Buzzell:  This is Jeremy from (RSA).  And I don’t have a question as much as just for the benefit of everyone on the phone to just reiterate and remind folks that the Assistive Technology Act funds are not – you know doing assessments and evaluations is not one of the authorized activities under the Assistive Technology Act.  So, I know that the folks who are on the line talking about doing assessment activities are doing it using – doing it under contract or using other funds than Assistive Technology Act funds because the Assistive Technology Act funds are just for the seven activities of demonstration, loan, state financing, training, public awareness, coordination and collaboration, device reuse.

             So, I just wanted to – wanted to put that one clarification piece in there for those of you who might be on the phone thinking “Really?  We can – we can buy a van and go out and do assessment with our AT Act money?”

Male:  OK.  Well, thank you.

Nell Bailey:  Other questions?

(Beth Bryant):  This is (Beth Bryant) with Georgia Tech.  I don’t have a question but I’d like to share our experience.  We also had a mobile training unit.  It was used for computer related training teaching literacy to rural communities, mostly adults, some teenagers, and then also teaching literacy practitioners how to integrate technology into adult basic education.

             We chose to purchase and fabricate an (airstream), the 36-foot (airstream), not the silver bullet style but an (airstream) nonetheless.  And we had eight workstations for students, one for a teacher and a wide variety of technology.  And it was quite successful in achieving its goals while it was under contract with our Georgia Department of Technical and Adult Education.  But, I can reiterate everyone’s comments on it’s a – it is an expensive thing to run.

             It was not cheap to build it.  And we designed it and had (airstream) fabricate it.  But, it is – it is more than a notion.  And I would happily throw my hat in the ring to anyone that would be considering doing such a thing to you know call me and I can tell you what’s good and bad about trying to do this kind of thing.  It’s not easy – logistics, expense, training, staff.  It’s more than a notion.

Nell Bailey:  (Beth), do you have information about that particular project available anywhere?

(Beth Bryant):  I use to.  Because we did this back – we’ve been at this a long, long time.  We first started looking at it in 1997, fabricated the unit in ’98 and began rolling with it in ‘98/’99.  So, I don’t have any current stuff.  But, I have pictures that I could you know obviously send to someone and they can look at it.  This unit still exists and is still being managed here at Georgia Tech but under a different program.

             We just – we could not make it cost effective on a fee for service basis which is how – what the – when the contract ended, how people wanted to use it.  It’s like “Well I need you to come down for a week to do this in my county, or my city, or my school.”  And that’s very expensive on a case-by-case basis.  We needed a contract to really make it affordable to hire people and keep the unit going.  So, we actually gave the unit to another department here at Georgia Tech.  And they’re struggling with many of the same things unfortunately.

             But, I don’t have – I mean I can – I can pull together things, blast from the past.  But, I don’t know – I guess people would have to tell me what they specifically might want to know about it and then I can distribute whatever.

Nell Bailey:  OK.  That’d be great.  And I think that on – many of the presenters talked about you know the pros and cons.  And I’d like to hear a little bit more about the pros.  I know that – you know if you look at the con of expense – but doing away with expense, what are some of the other pros of operating or having a mobile demonstration unit?  Dave, I think you had mentioned several of those like covering a huge area and providing – bringing the services to the people so that they wouldn’t have to travel so far.

David Wilkey:  Well, we did about – this is kind of dated information now.  But, about seven years ago we did a study in Minnesota.  We looked at families with four in the state – actually we hired a consultant to do it for us.  We didn’t do the study.  A family of four in greater Minnesota, one with a disability – we wanted to know, you know, what kind of AT services they were getting and what their – you know what their family structure looked like and how much income they had.

             And seven years ago we found out that these people out in greater Minnesota were only making $10,000 a year.  So, they couldn’t even afford a car to get to – to get anywhere to get services.  You know, I’m just – I just know that if we weren’t going out there these people wouldn’t get the service, period.  So, that’s one big benefit I think.  And then, the other thing about saving mileage – not only do we save people mileage but a lot of the kids that we see or the adults that we see, they have to have multiple appointments.  And we’ve been told many times by families that because we come to their town and they don’t have to come all the way back to the twin cities for equipment or to you know look at equipment or whatever that they don’t have to use up their vacation time.  They don’t – a lot of them only get two weeks vacation and they’re spending an awful lot of it traveling back and forth between metro areas to get services.

Nell Bailey:  OK.

(Beth Bryant):  This is (Beth) again.  I kind of also feel the way David does that I think the greatest benefit of a mobile unit is when you have as state that has rural population that are highly under-served then it does bring higher technology and training to those communities.  It also is incredibly visible.  Our unit – you put – you drive a 36-foot you know (airstream) down the road in a small you know southern town here in Georgia I can tell you what.  It doesn’t take long before the whole community knows we’re there.

Male:  Yes.

(Beth Bryant):  And what we do and why we’re doing it.  And it was also incredibly well designed.  It was lift equipped so that it was wheelchair accessible.  And we had of course other kinds of AT loaded on the machine.  Even though the focus was not particularly disability, we could accommodate people with disabilities, which is important in everything we do here.  But, it is an incredibly powerful tool.  I love teaching on that unit.  We had a smart board and we could – you know that’s just really a fantastic device for those of you familiar with it.  You probably know why that’s a great teaching tool.

             But, it’s a large touch-screen essentially so that we had a projector projecting the teacher’s computer onto the screen.  I could touch it and move through you know word processing by you know accessing menus, et cetera, using my fingertips.  I could underline, highlight, whatever.  We had an insight made be (Tech Electronics) that allowed me to put onto all the student workstations what was on the teacher workstation or take a student’s workstation and put it onto you know all others or project it, et cetera.

             It brought to communities that haven’t seen this kind of stuff really a great opportunity and they learned an incredible amount.  And people went out and bought computers.  They got online.  We also had Internet access via satellite that sat on the unit.  So, it’s – there is a cost to it but there is absolutely a benefit.  And I wouldn’t want someone to think otherwise.

Male:  I would like to say another thing about it.  For my staff it’s been an incredibly good experience as far as my staff cross-training one another.  When you’re – when you’re having to travel, maybe spend a couple of nights out with people that work in different disciplines it’s sort of like cross-pollination.  Maybe they don’t know everything there is to know about what this other guy is doing but they know enough about it to make a smart referral.

Jeremy Buzzell:  This is Jeremy from (RSA).  And when we got on the call I was told that there are approximately 13 folks on the line.  Do we have other folks out there that have experience with mobile – with mobile units that want to share any of their perspective?  Do we have – do we have other folks out there who are on this call because they are considering doing a mobile unit?

(Henry):  This is (Henry) from Louisiana again.  We’re just on the call to try to get the pros and cons.  And is there any way to determine the size – does the size of the state matter?  We’re very rural.  If we haven’t done it yet, should we go ahead and do it?  I mean I’ve heard kind of yes and no.

Jeremy Buzzell:  Let me – (Henry), let me interrupt you and see – do we have anybody from Connecticut on the line?  Because, I know that the folks in Connecticut were considering it.  And it would be interesting to hear the perspective of a – obviously Connecticut is not a large state.  It would be interesting to hear the perspective of – is there anyone on the line who is not from a large state that has perspective on mobile demonstrations or mobile units?

Nell Bailey:  I guess we don’t have anybody on the line.  Who is out there?

(Jane):  This is (Jane) again from Iowa.

Nell Bailey:  Hi.

(Jane):  And I am mainly online just to hear if there is anything new or different that we should be considering.  We looked at this quite a while ago.  It was brought up by our original board.  It’s been brought up numerous times over the years.  And again, as we did our state plan our council immediately brought up “is this the time we can fund this?”  And I know the consumers and the community service providers are very interested until we start bringing up the reality of the cost.

             We don’t have a van but one of our subcontractors, (Easter Seals), uses a system of fabrication and picking it up and it becomes again – one of the stories we’ve heard over the years as we’ve supported (Easter Seals) and they’re recycling program is the cost of even having – of using their truck, not a big van or anything but just their staff truck to go pick up donated equipment.

             And you know we’re the same size as Pennsylvania, believe it or not, not as big as Texas or Wyoming.  But, that mileage cost is you know really expensive.  And so, I was here just to see if there’s any new thing here that tripped my trigger to make me think it was possible.

(Jamie):  Right.  This is (Jamie) from Louisiana.  Can everybody hear me?

Female:  Yes.

(Jamie):  OK.  We are on the line for the same reason.  We have talked about it a while ago.  And right now we have a hurricane equipment distribution program and we are faced with the major cost of the van, truck rental, gasoline costs, maintenance, and qualified staff.  You know, so we really would like a mobile demonstration unit.  But like I said, just our hurricane equipment distribution program is showing us just how costly it is.

             And like (Henry) said, you know we have – we have a couple of metropolises like New Orleans which is devastated and then Baton Rouge and then Shreveport and maybe even consider Lafayette and Monroe, Lake Charles.  But, most of our state is completely rural.  You know most of our citizens don’t even have Internet access.  That’s why our recycling database is going to also have to be you know on the telephone.

             So, we just wanted to see the pros and cons of everything.  A lot of the pros sound really good as in raising awareness because you know we’ve had to raise a lot of awareness lately to find out who needs equipment and assistive technology and to get it to them.  But, the privacy – we worry about that.  And we’ll – the funding.  We have no funding.  You know when we do the grants with the hurricane equipment distribution program they’re restricted.  It’s ((inaudible)) to pay the staff.  You know if there’s no staff there’s no program.  But, the grants are restricted to gasoline and truck rental, stuff like that.  But, that’s why we’re on the line.

(Tina Torrents):  This is (Tina Torrents) calling from Florida.  And we actually – I don’t really know that it’s a hot topic for us or that you know that it’s in the works.  But, we’re basically just kind of feeling it out for I think more outreach purposes.  We’re in you know the northern part of the state.  And basically, we’re in a really rural area as opposed to you know Miami, Tampa, Jacksonville.

             But, we also have our regional demonstration centers in those areas.  So, for people who live in those larger cities they have a – you know great access to a lot of the AT.  But for everybody kind of in between, they don’t.  And up here in Tallahassee anyway, you know there’s a – there’s a five-hour stretch from Jacksonville to Pensacola and there’s a lot in between there that’s totally rural.

             So, I think for us it’s more like just kind of getting a – getting a good understanding of what people are using it for, how they’re using it, you know the good, the bad, the ugly, all that stuff.

Female:  Right.

(Sarah):  This is (Sarah) from Kansas.  And the assistive technology program itself doesn’t actually operate a mobile van.  A partner of ours, (United Cerebral Palsy) does in their fabrication van.  So, we’re just on the line – we have the five assistive technology access sites across the state, and as you all guess, a very rural state.  So, we’re just kind of trying to keep our you know minds open and think about alternative ways of getting the word out to even more people.

Nell Bailey:  Great.  Other comments or questions?

(Henry):  This is (Henry) from Louisiana again.  I know there are many variables.  But, is there a way to determine an average cost for maintaining one of these mobile vans?  Like is said, I understand there’s a variation in cost (in terms) between the size of the truck and a lot of other things.  But, there are – will $500,000 fund it for a year, or a million, or will $100,000 fund it?

David Wilkey:  (Henry), David Wilkey here.  I can tell you what we spend on our program per year.  It’s about $402,000.  And that’s – that includes paying the staff, their fringe benefits, the truck and equipment depreciation, lodging and meals, phone, postage, and copying, building utilities where we store the vehicles.  So, there’s three trucks.  And they’re – you know they’re pretty good size trucks.  But, it comes about to be about 400-plus.

(Henry):  Per truck?

David Wilkey:  No, for the whole – for all three of them.

Male:  And Mark, you had some idea of how much it cost you correct?

Mark Schultz:  Yes, the vans – original cost on those was between 25 and $30,000 a piece.  And then to customize those with the shelving and interior storage was another, I think, $2,500 a piece.  And then, the annual operating cost on those just for gas, maintenance, repairs, and insurance was running about eight to $10,000 a vehicle.

Male:  And that doesn’t include the cost of buying the equipment to put in it.  Right?

Mark Schultz:  No, that doesn’t include that.

(Henry):  And these – this is a – this is a minivan?

Mark Schultz:  No, these are the GM and Ford cargo vans.

(Henry):  OK.  And the ones that were more expensive were the larger 24-foot diesel trucks …

David Wilkey:  (Henry), David Wilkey again.  The ones that we’re running are freight liners.  They’re business class trucks.  They’re about 24,000 pound trucks.  The last one we purchased was a truck that can carry five people.  So, it’s got – it’s got a crew cab on it.  It’s got just about every conceivable luxury you can think of you know as far as trucks go.  And they were – they cost us just under $70,000.

(Henry):  OK.  But, it’s not a diesel over-the-road 18-wheeler?

David Wilkey:  No, it’s a – it’s a straight axle truck.

(Henry):  Like six wheels or something?

David Wilkey:  Yes.  There’s two – yes, four on the back – four tires on the back and two up front.  So, it’s just two axles.  And we really – we really had to watch that.  Because once you go over 26,000 pounds then you get into all kinds of issues with DOT like random drug testing and you know there’s a bunch of other stuff that you have to comply with, not to mention the fact that you have to have a commercial driver’s license to drive it.

(Henry):  OK.  So, for the larger truck like that roughly $150,000 a year just roughly – rough figures?

David Wilkey:  Yes, I suppose that’s right.

(Henry):  Just ballpark and for a smaller truck, maybe 70 to $75,000 to buy it and rig it out for a year.

David Wilkey:  I don’t know about the small ones.  But, I know that – the last one that we totally outfitted cost us about $150,000.

Nell Bailey:  Bill, in Ohio you’re looking to purchase one.  Right?  And you’re presently getting quotes.

Bill Darling:  Yes, that’s the stage we’re at.  The quotes are running you know – the van’s probably 25/$28,000.  And we’re looking at lowering the floor and doing all that for ramps and lifts and stuff.  So, you’ll probably double that total cost.  But to be honest, I haven’t even looked into the insurance and things like that.  We’re going to get it custom painted.  Ohio State has a deal on that.  So, we’re certainly looking at other costs.  But, right now we’re just in the – in the stage of (costing) the van out and getting it all (souped) up.

Nell Bailey:  Now, Mark you talked about going from purchasing to leasing.  Do you think you’ll get a better deal through the leasing?

Mark Schultz:  Well, because we’re a state agency yes we think we will.  With our annual operating costs on each of the vehicles being about eight to $10,000, we think that we can probably lease for about the same amount of money.  And knowing that our vehicles now are eight years old and we’ve had to replace one transmission, we expect that we’re going to be doing more than that in the near future.  So, that’s why we're looking at that.

(Henry):  If you – this is (Henry).  If you lease the trucks, can you do any kind of extensive modification on them?

Mark Schultz:  Well, with the state vehicles we have to do that by arrangement.  But, as long as they’re assigned to us I think that we can do that, yes.

(Henry):  Then, when the lease is over you give them back to the lease company or something?

Mark Schultz:  To the – yes, to the State of Nebraska.  They put them back into the pool of loaner vehicles.

(Henry):  OK, thank you.

Nell Bailey:  Other questions?

(Henry):  Well, it’s a – it’s a tough call to say yes or no.  Isn’t it?

Nell Bailey:  Personal choice (Henry).  You have to – we wanted to provide you with pros and cons so that you would make that decision.

Mark Schultz:  Well, this is Mark in Nebraska again.  And I guess whether this is a pro or not – but, transportation is just a huge issue in Nebraska for people with disabilities.  And actually, it’s a huge issue for anyone in a rural area.  So, regardless of whatever or what type of vehicle you go with this is really a good strategy because it allows you – it allows people access to services that otherwise would not have those services available.  To be able to take them out to people is kind of where it’s at and that’s how you get the information out.  If not, they don’t have access to it.

(Henry):  This is (Henry) again.  As a rationale for supporting these decisions, the feedback you’ve gotten from consumers that have benefited from this – has there been any normal – a way to gather this – gather the complements or the feedback from consumers?  Do they – do they like it?  Do they see the benefit in it?

David Wilkey:  (Henry), David Wilkey again.  One of the things that we do is we pass out a satisfaction survey at all the clinics and have everybody fill them out.  And you know, they come back so positive it’s unbelievable.  The last one we looked at 85 percent of the people that filled out the survey said they were completely satisfied, 15 said somewhat satisfied, and nobody said not at all.  So, you know they really love it when you come out to them.

(Henry):  That’s why I was asking because the bottom line on this is you know are services being brought to people who otherwise couldn’t receive them.

Jeremy Buzzell:  Well, the one thing – this is Jeremy from (RSA).  And maybe Sandra if you’re still on the line, I think one of the big points that you brought out by doing your survey was that states said you know we do see a benefit to this; however, you need to (planfully) think about whether or not the costs – whether or not the cost outweighs the benefit or the benefit outweighs the cost.  Correct?

Sandra Root-Elledge:  That’s correct Jeremy.  The points that all the states made were to be sure and do a cost effectiveness study and look at those issues and make sure you know exactly what the goals are to be – that are going to be accomplished through the programs.  Those were the two big points that all the programs spoke to.

Nell Bailey:  Sandra, your study of the 29 states – and those were the AT Act program specifically?

Sandra Root-Elledge:  Yes, they were.

Nell Bailey:  OK.  You didn’t survey anyone outside the …

Sandra Root-Elledge:  No, we didn’t.

Nell Bailey:  OK.

Sandra Root-Elledge:  And this was January of last year.  So, it was before we started, when we were just envisioning a state plan.

Nell Bailey:  OK.

(Henry):  And you’re final decision was to (forego) doing it?

Sandra Root-Elledge:  Correct.  With Wyoming’s – you know the vast expanses and you know we have hundreds of miles between some towns and those are only small towns, we just couldn’t see doing it.  We’d have to put teams on the road for you know a minimum of a week.  And then, so we’d probably have – would’ve had to have two teams – and then, yes it was just – between the personnel issue and the cost of the van – looking at the cost of a van.

             Now, we are still thinking of teaming up with our state training school because they do fabrications with a mobile unit.  And so – but they went to the legislature and asked for $1.9 million.

Male:  I’d like to have that.

Sandra Root-Elledge:  Yes.  So, if they get any success with that down the road we’re looking at teaming with them somehow to – you know some sort of outreach issue or you know addressing that somehow.  And the state use to have a program with (VR) in which they had a van but it got expensive and they parked the van and have not used it since, over a number of years.

Female:  What do you mean by training schools?  What’s the – describe that a little bit more.

Sandra Root-Elledge:  The training school is the – it’s the state institution.

Female:  OK.  For physical?

Sandra Root-Elledge:  No, severely – (MR), severe and profound.

Female:  Really?  OK.

Sandra Root-Elledge:  We only about 96, I think, residents still there.  But, they’re starting to provide especially if the service is feeding positioning and they fabricate all their own seating and positioning devices and forms.  And so, they’re doing outreach with that as well as nutrition that goes with correct seating and positioning.

(Henry):  Will there be a transcript of this teleconference?

Nell Bailey:  Yes, there will be (Henry).  And we will post the information on our website.  There is a replay of it as well and it’s available for two weeks.  I think it will end April – I don’t have the exact date.  But, it will – it’s running for like 14 days.  So, you can call it up, listen some more.  But if you’d like to read, a printed transcript will be available on our website.

(Henry):  That’s the (ASAP) website or Resna?

Nell Bailey:  It is the Resna (NATTAP), or the Resna Technical Assistance website.

(Henry):  OK.

Nell Bailey:  I will send out information once we have it up to let you know exactly where to locate it.  OK?  Other questions?  Well, this has been wonderful and great and lots of good information.  (Henry), I hope you make a decision one way or the other.

(Henry):  Thank you.

Nell Bailey:  And I’m sure you know – the information – you can go back and refer to it.  Sandra is going to make her study available so you can, again, peruse that as well.  I’d like to again thank the presenters – Dave, Mark, Bill, and Sandra – today.  And the next scheduled call is for April 27.  Well, actually it’s not a – it will be a web conference.  And we will be talking about, well, demonstrating the (AT Act system).  (Sarah Sack), Director of the Kansas program, is going to do that.  So, it’s scheduled for April 27 at 3:00 p.m. Eastern Time and …

Male:  Is (Sarah) still on?

Nell Bailey:  I’m sorry?

Male:  Are you still on (Sarah)?

(Sarah Sack):  Yes, I am.

Male:  Do you want – any plug you want to give for the – for the next one when you’re presenting?

(Sarah Sack):  I think Nell did a great job.  Just everybody tune in.

Nell Bailey:  And we will, (Sarah), give you some training before time so that we’ll hopefully work some of the bugs out before the day of the conference.

(Sarah Sack):  That’d be great.

Nell Bailey:  Yes.  So, thank you very much everyone.

Female:  Thank you Nell.  Thank you, Jeremy.

Nell Bailey:  Bye-bye.

Female:  Bye-bye.

Female:  Bye-bye.

Male:  Bye-bye.

END

