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Using Data Analytics to Improve 
Outcomes: State and Federal 
Examples
Washington Lean Transformation Conference
October 17, 2017 – 12:45 p.m. - Ballroom D

Presenters: Scott Harra & Robert Shea
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 How the use of data has matured in 
government

 Practical uses in managing organizations

 Moving to a predictive analytics state

 How expectations are changing

Data Analytics in Government
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 Not collected

 Collected, but not analyzed

 Fear that “data will be used against us”

 Used to manage core processes

 Used to identify problems & to take 
corrective action – continuous improvement

 Used as a predictive analytical tool

Evolution of Data in Government
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Running an organization 
without data is like:
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Journey to Data Maturity
Fundamentals Map
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Journey to Data Maturity
Scorecards
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Building up the Scorecards
Connecting the Organization

AGENCY 
SCORECARD

DIVISION 
SCORECARD

OUTCOME MEASURES STATUS TREND STRATEGIC STATUS TREND

O-1 Revenue 

O-2 Total Return to Shareholders 

O-3 Top Quartile EBITDA 

O-4 Cash on Hand 

O-5 Ideas Implemented Per EE 

O-6 Customer Retention 

O-7 Customer Referrals 

O-8 New Product Revenue 

O-9 Volunteer Hours 

O-10 Dollars Contributed 

O-11 Turnover 

O-12 Engaged Workforce 

PROCESS MEASURES STATUS TREND TACTICAL STATUS TREND

OP1 MARKETING

1.1 New Product Ideas Approved 

1.2 Column Inches Coverage 

1.3 Leads Generated 

1.4 Leads Converting to Prospects 

OP2 SELLING

2.1 Prospects in the Funnel 

2.2 Qualified Leads 

2.3 Proposals Presented 

2.4 Win/Loss Ratio 

2.5 Average Deal $'s 

2.6 $ from Cross selling 

OP3 DEVELOPING PRODUCTS

3.1 Project Performance to Spec 

3.2 Project Delivery to Target 

3.3 Project Cost to Plan 

3.4 Cost to Build vs. Est. Costs 

OP4 MANAGING STRATEGIC ALLIANCES

4.1 # Active Strategic Alliances 

4.2 Strategic Partner Ratings 

4.3 Alliance Partn. On-Time Perf 

OP5 PRODUCING PRODUCTS

5.1 Out of Box Failure Rate 

5.2 Actual/Standard Mat. Costs 

5.3 Actual/Standard Labor Costs 

5.4 Production Output to Plan 

5.5 Shipping vs. Commit Date 

OP6 SERVICING PRODUCTS

6.1 First-Call Resolution 

6.2 % Calls Escalated to Eng. 

T10

T8 Cash Conserved

T9 Quarterly Books Close 

Reliably and Quickly

T6 It Ships When We 

Promised

T7 Customer Service Effectively 

Handles  Most Chal lenging 

Technica l  Ca l l s

T4 Business Continuity Plans 

Current

T5 Performance Management

T2 Sales Proposals Effective

T3 Key Financial Controls 

Validated

S4

T1 Cross Selling Adds Revenue
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S2

S3
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New Product Development 
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Creating Capacity to Implement Change

ON THE BUSINESS …We can 
spend more 
time on the 
work that 
delivers new 
value to our 
customers

IN
THE

BUSINESS

If we can 
reduce the 

time we need 
to spend on 

the ROUTINE 
work of the 

business…
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Using Data, Research, and Predictive 
Analytics to Inform Decisions and 

Improve Outcomes
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 Colette S. Peters – former Director of the 
Oregon Youth Authority and current director 
of the Oregon Department of Corrections

 Fariborz Pakseresht – former Director of the 
Oregon Youth Authority and current director 
of the Oregon Department of Human Services

 Paul Bellatty – Manager of the Research Unit 
at Oregon Youth Authority

Credit goes to
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Driving Questions
for the Oregon Youth Authority

 Are we bringing the right youth into the system 
and placing them in the right environment?

 What should the length of stay be in each part of 
the continuum?

 What interventions do youth need to maximize 
their opportunities to be successful?

 How do we know our investments are effective 
and achieving desired results?
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RISK

ORRA-V

OYA Recidivism Risk Assessment: predicts the likelihood a 
youth will recidivate with a felony conviction or adjudication 
within 36 months of commitment to probation or release from 
OYA close custody.

OYA Recidivism Risk Assessment - Violent Crime: predicts the 
likelihood a youth will recidivate with a violent* felony 
conviction or adjudication within 36 months of commitment to 
probation or release from OYA close custody.

ORRA

*Violent felonies include, but are not limited to assault, murder, rape, and robbery.
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Typologies: Groups of youth based on need and protective 
factors to inform assessment considerations, case 

planning, and treatment considerations.

• For males, there are 6 typologies 
that inform the treatment 
decisions made by the staff at 
the Oregon Youth Authority

• For females, there are 4 
typologies
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Typologies
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Predicted Success Rates: The likelihood that a youth will be 
successful in each of three environments.
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Interpreting Scores

Each youth will receive three scores between 0-100 
(one for each environment)

Closer the score is to 100 the more "successful" they 
are likely to be in that environment

• Defining "success": NOT recidivating with a felony conviction 
or adjudication within 36 months of commitment to probation 
or release from OYA close custody.

• Success does not mean engagement in treatment and/or 
school, working, good behavior, etc.
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Scenario: Matt

Matt is a 13 year old who received his first referral for Sex 
Abuse 1. 
• His victim was his younger cousin who does not live in the 

same household as him. 
• He is living with his paternal aunt and uncle who adopted 

him at the age of 3. 
• His biological parents have severe drug dependencies  and 

Matt tested positive for drugs at birth. 
• Matt is very attached to his aunt and uncle who are very 

supportive of his treatment process. 
• Matt is engaged at school and attends school on a regular 

basis.
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Scenario: Matt
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 Grant Thornton and Mass Ingenuity are 
working together using predictive analytics to 
develop an Early Warning System for state 
agencies

 Pilot case study is Arizona Department of 
Corrections

 How to predict prison disturbances before 
they happen

Next on the Horizon
Early Warning System
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 Talking to subject matter experts, we have 
learned there are indicators we can use to 
predict a disturbance before it occurs

• Contraband volume

• Inmate work/program involvement

• Detention bed utilization

• Higher than average meal attendance

• Increased commissary purchases

Early Warning System
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 Predictive analytics will allow state agencies 
to head off problems before they occur

 Saving human and financial costs

Early Warning System
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The Nurse-Family Partnership program provides 
nurse home visits to pregnant women with no 
previous live births, most of whom are:

i. low-income

ii. unmarried, and 

iii. teenagers. 

The nurses visit the women approximately once per 
month during their pregnancy and the first two 
years of their children’s lives. 

The Nurse-Family Partnership
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Three randomized controlled trials – each carried out in a different population 
and setting – found the program to produce sizable, sustained effects on 
important mother and child outcomes. 

The specific types of effects differed across the three trials, possibly due to 
differences in the populations treated. Effects found in two or more trials 
include: 

i. reductions in child abuse/neglect and injuries (20-50%)

ii. reduction in mothers’ subsequent births (10-20%) during their late 
teens and early twenties; 

iii. improvement in cognitive/educational outcomes for children of mothers 
with low mental health/confidence/intelligence (e.g., 6 percentile point 
increase in grade 1-6 reading/math achievement).

Nurse-Family Partnership
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Evaluations show social programs produce 
modest or no impacts on the problems they 
were meant to address. 

But too few are evaluated. 

The importance of rigorous evidence
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The result of discussions on opportunities for better 
using evidence to inform decision-making

Created by legislation co-sponsored by Speaker Paul 
Ryan and Senator Patty Murray, enacted March 30, 2016 
(P.L. 114-140)

Members appointed by President, Speaker of the House, 
House Minority Leader, and Senate Majority and Minority 
Leaders (1/3 on privacy; 2/3 experts on program 
administration, data, or research)

Report submitted on September 7, 2017

Commission on Evidence-based Policymaking
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Major Themes:

 Improved Access to Data 

 Stronger Privacy Protections 

 Greater Capacity 

Commission on Evidence-based Policymaking
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Improved Access to Data –

Establish National Secure Data Service 

Address inconsistencies and barriers in law for better use of existing data 

Streamline process by which researchers access data

Stronger Privacy Protections –

Conduct and disclose comprehensive risk assessments 

Improve protections with better technology and greater coordination 

Strengthen OMB’s existing guidance on maintaining public trust by codifying SPD1

Greater Capacity –

Align capacity for statistics, evaluation, and policy research within and across departments 

Better coordinate these efforts and consider strategies to prioritize evidence building within 
OMB 

Commission on Evidence-based Policymaking
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Robert Shea
Principal
Grant Thornton, LLP

robert.shea@us.gt.com

Scott Harra
Executive Vice President
Mass Ingenuity

sharra@massingenuity.com
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