EARS Meeting 3.4.16
Barriers Recap—Themes 

· General Barriers—stand out/priorities:
· Communication—rumors and misinformation, need a better way to address what is actually happening. 
· Asset Based Approach in regards to culture and language
· Parent/Family Communication—conversations about quality
· Cultivation of parents as partners
· Buy-in across the system—in the broadest sense—including providers who don’t accept subsidy. 
· Complexity
· Return on Investment/Time & Money, sense of the lift
· Alignment and lack of alignment
· Timeline
· Media Market challenges—example KUOW emergency preparedness, not enough messaging on the quality and true costs
· Providers choosing not to or not taking subsidy
· Fear (of unknown)
· Lack of translation of materials
· Cultural differences and role of teacher in child’s life
· Get to parents first on things that are coming up—subsidies and EA—providers explaining changes to parents that are inaccurate, so parents get upset. Working on communication with partners. 
· Enrollment
· Licensors don’t have enough knowledge of EA
· More diverse providers needed
· Subsidy reimbursements through EA and DSHS—reimbursements don’t match the current rate—
· Fear of outsiders in the program is different than not wanting to enroll because don’t want QRIS
· Several entities declared licensing as a missed opportunity—licensors could serve as ambassadors—generate excitement. Respect for licensors—whether they like them or not. 
· Return on Investment big here—with the variety of incentives, assumed that everyone would find something enticing—missing the parenting and community message. Peer pressure missing. 
· Have information on tiered reimbursement for providers to see. The bottom line is that providers are businesses—they have to pay the bills and the bills don’t care about quality.
· The parents are the client—they are the audience—they need to be the drivers. 
· Feels like stacking more requirements on providers, feels overwhelming.  How can the process be simplified, step by step, broken down into small increments.
· Private pay parents don’t care. If they already have a relationship and the kids are happy  and their needs are met. They won’t change. They are more concerned about accessibility, transportation, needs being met, happy kids. Experiences of peers.
· Educating parents on importance to early learning. Make this conversation interesting. 
· Don’t have enough licensed care to serve the population already, adding the EA requirement narrows the field. 
· DSHS invoice as platform for information—it’s coming!
· Mechanics of Early Achievers from providers side, vs. parents’ perspective
· Have been talking about importance of early learning for years, in the call center
· We do not have enough of a body of rated sites to provide information on to parents to push the message so much
· It would be great if your provider was involved in quality improvement (rather than they are in or they’re out)
· Tell parents about quality care and about Early Achievers. Parents ask can I see ratings, there aren’t many to choose from. 
· They are not getting information from sites on where they are in the EA process.
· Call center—directors are starting to say that parents are asking them about it. 
· People go to Facebook communities, word of mouth, and google childcare in the  area. Tap into where people are looking up information. 
· Are you in Early Achievers? I know that is what best!
· The point of the system is to close the opportunity gap for children of color and low income children. Make sure we understand that parents who have the resources to give their children every advantage, will do that. They can be a driver in provider interest. Not the focus audience. 
· What is the back up plan? If providers don’t have a lot of subsidy kids, they may just stop taking subsidy kids. Where are those kids going to go? Get the messaging right—quality awards being tied to subsidy kids. Want providers to seek out subsidy kids.
· Location of provider and other factors mean some providers who want to serve subsidy, won’t have subsidy applicants
· Tiered reimbursement—may not be a private pay amount, but a quality award and 12 month enrollment—could be a total package. 
· Signing on by August isn’t about rating. At least, get in and try it. Nothing is going to happen on August 1st, not something terrible happening—will lose a chunk of your business.  If it doesn’t work out for you, can drop out of EA.
· Race to the top, more aggressive timeline. EA more manageable timeline. Myth is there is an unreasonable process with a challenging timeline. 
· Unpack—what will happen on August 1, and what supports along the way. 
· Marketing—what about the families that will have to be looking for other child care?
· Just because folks with higher incomes can pay more, doesn’t mean it’s high quality. Quality should be across the board. Begin looking about broadcasting about Early Achievers so that everyone has the communication about it. What about commercials? 
· Providers believe they are already excellent—messaging around Early Achievers is to help inform you on your practice, not necessarily tell you how to do things, help you improve some areas and inform you with evidence on where you are strong. This is how we can improve our service and be more competitive. 
· We are required to join—big concern is that we are moving toward a uniform system and providers are struggling with things that providers feel are not developmentally appropriate. Former providers opting out of ECEAP because of onerousness of EA process. Thinking about context of expanding the field—how do we preserve community individualization rather than cookie cutter system that could be improved to fit the needs of community.
· Trying EA—and then drop out. If they drop out, what happens to the rating? Will they always be level 2? If they withdraw it will say they are not participating, like they never participated in the first place. How do we inform providers about that. 
· Digestible sound bites—can this go in the DSHS messaging?
· Try it you might like it
· You have nothing to lose but your subsidy
· Tapping into intrinsic motivation—may join with hesitancy. But then realize the value, good data, good coaching, learn a lot about my program. 
· What is the meaningful value that comes from EA participation. 
· Timeline—parents unaware of the importance of EA enrollment and the possibility that the provider could be closed to subsidy. Letters received in English—not read  by many. Recruiting providers serving immigrant and refugee children, immigrant/refugee providers, This may be where to focus our efforts here. 
· Making part of licensing? Everyone is part of it, make people opt out… may be possible down the line. Complexities in system make that difficult at this point. 
· What is our best ROI—access for the children who need it most—subsidy. Rather than talking to a provider who is digging in their heels and may only be willing to take one or two subsidy kids anyway
· Recruiting monolingual providers—licensors involvement really helps this. Providers come into the office—some we go out to them. Different communities like a certain type of engagement and support in it. 
· Percentage of children—looking for care in non-standard hours, low income people serving low income people. Return on investment, needs to be a career lattice and opportunities, compensation for it. Almost all weekend and overnight care is family child care providers—good reminder that when we talk about capacity—not all capacity is equal. Need providers with hour flexibility, in rural areas. All slots are not equal.
· Don’t want to funnel all subsidy/low-income kids in one center
· Increase support coming from subsidies—clear message from DEL and Leg—ensure providers this is a priority 
· DEL has goal of looking at Rate structure, encourage you as constituents to talk to legislators about importance of having dollars to support quality. We count on you as constituents and advocates to move this work forward.
· Teacher education levels increase and if subsidy rates don’t increase, centers won’t be able to pay providers what they deserve, will lose them to OSPI. 
· Advocacy stand point: we are fighting the wave of the legislature saying ,we paid for Early Learning—you helped build a foundation for early learning, now we need to build the house. We have the potential and the opportunity. But a major advocacy push in the coming years. 
· Data System
· Slow in MERIT
· [bookmark: _GoBack]Rating systems don’t have enough support 
