Datasheet Preparation
The datasheets are designed to be a place for you to present the data collected during the reporting period and calculate the achievement percentages of Outcomes and Indicators.  Training schedules are available at www.co.pierce.wa.us/outcomes.
Calculating Outcome Achievement

In order to calculate the outcome achievement percentages, you must select an achievement criteria (this is how you define success or “achievement” of the outcome).  This criteria outlines what indicators must be achieved in order to achieve the larger outcome.  There are five options to choose from: Indicator A only, Indicator B only, Indicator A or B, Indicator A and B, or Other (i.e. Must meet Indicator A and 50% of Indicator B).  The criteria you select for each outcome typically does not change and acts as a foundation for determining which clients are successful in achieving the outcome.
Once you have selected the achievement criteria for each outcome, you can calculate the number and percentage of clients who achieved.  Depending on the criteria you select the process for calculating this information is different.  The process for each of the major four criteria is listed below.  Keep in mind that “N” equals the total number of program participants (if you are not sampling) and “n” equals the number of consumers represented in your sample (use only if you sample).
Indicator A Only:

1. Determine the clients who achieved Indicator A (refer to the instructions on Calculating Indicator Achievement)

2. Sum all program participants who achieved Indicator A.  Because clients only need to achieve Indicator A only, this is the number of clients who achieved the outcome.

3. Calculate the percentage of clients who achieved the outcome by:
· If you are not sampling, divide the number of clients meeting Indicator A (A) by the total number of people served (N).  The math equation is A/N.  

· If you are sampling, divide the number of clients meeting Indicator A by the total number of people in sample (n).  The math equation is A/n. 

Indicator B Only:

1. Determine the clients who achieved Indicator B (refer to the instructions on Calculating Indicator Achievement)

2. Sum all program participants who achieved Indicator B.  Because clients only need to achieve Indicator B only, this is the number of clients who achieved the outcome.

3. Calculate the percentage of clients who achieved the outcome by:
· If you are not sampling, divide the number of clients meeting Indicator B (B) by the total number of people served (N).  The math equation is B/N.  

· If you are sampling, divide the number of clients meeting Indicator B by the total number of people in sample (n).  The math equation is B/n. 

Indicator A or B

1. Determine the clients who achieved Indicator A only and put those clients in one “achievement pile” (refer to the instructions on Calculating Indicator Achievement).    

2. Go through the remaining clients and determine who achieved Indicator B, but did not achieve Indicator A.  Add those clients to the “achievement pile” of clients who achieved Indicator A only.  

3. Sum the clients in the “achievement pile”.

4. This will give you the total number of people who achieved Indicator A or B.  Keep in mind that the total number of people achieving should not be greater than the total number of people served (N) or number of people in the sample (n), or less than the number of people achieving each indicator.
5. Calculate the percentage of clients who achieved the outcome by:
· If you are not sampling, divide the number of clients meeting Indicator A or B (A or B) by the total number of people served (N).  The math equation is A or B/N.  

· If you are sampling, divide the number of clients meeting Indicator A or B by the total number of people in sample (n).  The math equation is A or B/n. 
Indictor A and B

1. Calculate the achievement of the Indicators (refer to the instructions on Calculating Indicator Achievement).

2. Using that information, sort the data into four “piles”:     
· Those who achieved only Indicator A
· Those who achieved only Indicator B
· Those who achieved neither Indicator A nor B
· Those who achieved both Indicator A and B
3.  Sum the clients who achieved both Indicator A and B.  This is the number of clients who achieved the outcome.
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Below is a graphic representation. The shaded area represents participants meeting Indicator A and B. 
4.  Calculate the percentage of clients who achieved the outcome by:
· If you are not sampling, divide the number of clients meeting Indicator A and B (A and B) by the total number of people served (N).  The math equation is A and B/N.  

· If you are sampling, divide the number of clients meeting Indicator A and B by the total number of people in sample (n).  The math equation is A and B/n. 

Calculating Indicator Achievement

Like the outcome achievement, you must select an achievement criteria (how you define success) for each indicator in order to calculate the achievement percentages.  This criteria outlines what change needs to happen before a client “meets” or “achieves” the indicator, i.e. each client must increase their score on the client assessment test by 10 points.  The way you will measure that change is by using your measurement tool.  The criteria you select for each indicator typically does not change and acts as a foundation for determining which clients are successful in achieving the indicator.

Once you have selected the achievement criteria for each indicator, you must calculate the actual number of clients who achieve and related percentage.  Unlike the outcome achievement percentages, the same process is used regardless of the criteria for each indicator.  Again, keep in mind that “N” equals the total number of program participants (if you are not sampling) and “n” equals the number of consumers represented in your sample (use only if you sample).
Process for calculating achievement

1. Identify the total number of people served during the reporting period

2. If sampling, identify what sampling strategy was used and how many clients were sampled (see below for additional information on sampling)

3. In the Data Analysis section, identify the number of the clients who are in each of the following categories:

· Achieved the indicator (using the criteria you select)
· Data could not be found or is missing 
· Haven’t been in the program long enough to evaluate them 
· Left before you could evaluate them

· Did not meet the indicator (using the criteria you select)

4. Total the number of clients in each category.  The total should equal the number of people served (N), or if you are sampling the total number of people in the sample (n).

5. Calculate the percentage in each category by:

· If you are not sampling, divide the number of clients in that category (X) by the total number of people served (N).  The math equation is X/N

· If you are sampling, divide the number of clients in that category (X) by the total number of people in sample (n).  The math equation is X/n. 

Sampling

Not every program can sample.  You are eligible to sample only if the program serves at least 100 program participants during the report period.  If you sample, your minimum sample size must be at least 100 participants.  If you serve fewer than 100 clients and/or cannot get at least 100 points of data, you need to collect data for 100% of program participants.  Each program sampling must establish a sampling strategy for how data will be collected.
Sampling Strategies

The four sampling strategies typically used in Outcome Based Evaluation are:

· Random:  In a random sample, each client should have an equal chance to be included in the sample.  One way to set up a random sampling system is to assign a number to each client and draw numbers at random.  This method ensures that every client has the same chance at being selected.   
· Systematic:  Another way to make sure that each client has an equal chance to be selected is to use systematic sampling.  In a systematic sample, clients are selected at equal intervals starting at a randomly selected point.  For example, you could make an alphabetical list of all clients and pick a number from 1 to 10 from a bag.  Use that number (for example 5) to select every 5th client.  
· Stratified or Representative: Unlike random and systematic, a stratified sample separating out some clients into a smaller group based on similar characteristics (i.e. age) and then randomly selecting within that group.  This method allows you to look at a very diverse population and/or look closely at whether or not the characteristic(s) affect the results.
· Convenience:  In a convenience sample, each client does not have an equal chance of being selected and therefore the results do not statistically reflect the overall population.  This method is typically used when the strategies above are not an option, but it is a good way to gather general information.  A convenience sample is based on the availability of clients.  For example, you select a particular day or public event to gather data.  Only the clients present at that time are included in the sample.  
Sampling Size

You must also identify how many people are in your sample (n).  This number becomes very important in calculating the percentage of clients achieving the outcomes and indicators.  Remember, at least 100 clients need to be in the sample.

Sample Spreadsheets

Another way to calculate the number of clients achieving the outcome is to use a spreadsheet for a visual aid.  This can be done on the computer or put on a piece of paper.  Below are two examples.

Achievement Criteria: Must meet Indicator A or B

	Client ID Number
	Indicator A (Achievement)
	Indicator B (Achievement)
	Outcome (Achievement)

	1
	Yes
	No
	Yes

	2
	Yes
	Yes
	Yes

	3
	No
	Yes
	Yes

	4
	No
	No
	No

	5
	No
	Yes
	Yes

	6
	No
	No
	No


Step 1:  Identify each client by using an ID number or name.  

Step 2:  Record whether they achieved Indicator A by writing “Yes” or “No” and repeat the process for Indicator B

Step 3:  Highlight the clients who have a “Yes” for Indicator A.

Step 4:  Highlight the clients who have a “Yes” for Indicator B.

Step 5:  If there is a “Yes” in either column, write “Yes” for Outcome achievement.  

Step 6:  Highlight each “Yes” and sum.  This is the number of clients who achieved either Indicator A or B.   

Achievement Criteria: Must meet Indicator A and B

	Client ID Number
	Indicator A (Achievement)
	Indicator B (Achievement)
	Outcome (Achievement)

	1
	Yes
	No
	No

	2
	Yes
	Yes
	Yes

	3
	No
	Yes
	No

	4
	Yes
	No
	No

	5
	Yes
	Yes
	Yes

	6
	Yes
	No
	No


Step 1:  Identify each client by using an ID number or name.  

Step 2:  Record whether they achieved Indicator A by writing “Yes” or “No” and repeat the process for Indicator B

Step 3:  Highlight the clients who have a “Yes” for Indicator A.

Step 4:  Highlight the clients who have a “Yes” for Indicator B.

Step 5:  If there is a “Yes” in both columns, write “Yes” for Outcome achievement.  

Step 6:  Highlight each “Yes” and sum.  This is the number of clients who achieved either Indicator A and B.   

� EMBED PBrush  ���








[image: image2.png]Indicator A & B



_1103370577

