ASSET MAPPING – PREVENTION SERVICES
A. Funding:

What is your funding source?

How much was your award?

What is the funding cycle?

How much money would you need to meet the “actual” need?   

Do you ration the dollars so they last longer or do you disperse them as the need arises?

B. Services Offered:

What type of financial assistance do you offer?

How much direct client assistance can a client receive?

How often can a client receive assistance?

What “other” type of prevention assistance is offered? (Landlord/Tenant Mediation, Tenant Rights, Budgeting, Referrals)

C. Outreach/Information:

How do clients find out about your prevention services?

a. Do you use a brochure, flyer or some other type of informational document?

b. Do you actively conduct outreach activities?

c. Presentations to other organizations/case managers?

D. Access:

Where do people go to apply for your services?

What are your office hours?

Do you provide emergency access on weekends or over the holidays?

E. Eligibility:

Are your eligibility requirements locally defined or do you use predefined criteria such as FEMA guidelines?

F. Application Process:

What documents are required? (Eviction notice, Order to Quit, Lease Agreement, pay stubs, etc.)

How fast can a check be processed, under ideal conditions?

G. Case Management:

Are case management services offered?  If so, to what degree?

H. Client Follow-up:

Do you conduct any follow-up activities on people who receive services

a. What type?

      b. How frequently is contact made?

I. Outcomes:

What performance outcomes do you use to determine if your program is successful?

What have your outcomes been?

J. Staffing:

How many FTEs are assigned to your prevention program?

Do any of the staff deal directly with landlords?

K. Coordination with other Prevention Programs:

Do you coordinate your activities with other prevention programs?  How so?

Do you utilize formal policies, articulated referral mechanisms, memorandum of understanding?
