RAW FILE

 Disability:IN 
    Global Accessibility Awareness Day (GAAD) 
Accessible Procurement
    May 18, 2022 
    12:00 p.m. ET 
    
    
    
Services provided by:
     Caption First, Inc.
     P.O. Box 3066
     Monument, CO  80132
     +001‑719‑481‑9835
     www.captionfirst.com 


*** 
This text is being provided in a rough draft format.  Communication Access Realtime Translation (CART) is provided in order to facilitate communication accessibility and may not be a totally verbatim record of the proceedings.  This text, document, or file is not to be distributed or used in any way that may violate copyright law.
***


 
    
>> Recording in progress.  
>> This meeting is being recorded.  
    
    
>> CELESTE KEANAAINA: Hello, and welcome, everyone, to Disability:IN's inclusive webinar, Accessible Procurement, an essential element of disability inclusion on GAAD and every day.  
    My name is Celeste Keanaaina with Disability:IN.  On today's webinar, you will hear a conversation between Disability:IN corporate partner peers.  Our panelists today are Monica Goel, Executive Director at CVS Health; Larry Goldberg, invited industry expert; and Mike McCabe, Employee Accessibility PMO, JPMorgan Chase.  
    Our moderator for today's webinar will be Jeff Wissel, chief accessibility officer at Disability:IN.  
    Before I turn it over to our panel, for anyone who cannot see the screen or who has dialed in, I will be running through a PowerPoint slide regarding webinar housekeeping items.  As an attendee, you are in view‑only mode, meaning you may watch the presentation and participate in the moderated Q&A.  You cannot share audio or video.  So please feel free to submit your questions for our panel in the Q&A box during the conversation.  They will do their best to address all your questions either throughout or at the end of the webinar.  
    This webinar, as with all webinars in the Disability Webinar Series, is being recorded.  ASL and live captioning are both being provided during today's webinar.  To start viewing the captioning, simply select the CC or closed caption icon in the meeting controls.  Feel free to click and drag the closed captioning box to move its position to the meeting window.  
    We will also post a StreamText link in the Chat box.  Our ASL interpreter video will be spotlighted for the duration of the webinar.  Feel free to also pin the interpreters.  If you need any assistance during the webinar, please feel free to reach out to me directly through the Q&A or Chat box or via email at Celeste@disabilityin.org.  
    I will now take down my housekeeping slides and hand it over to Jeff.  
>> JEFF WISSEL: Celeste, thank you so much.  You are awesome.  Good morning, good afternoon, good evening, everyone.  This is Jeff Wissel.  As Celeste mentioned, I am truly honored to be the Chief Accessibility Officer here at Disability:IN, and I'd like to give an audio description of myself.  I am a white male in my mid 50s, very thin brown and a little bit more gray hair than I used to have.  I am wearing a white dress shirt with a dark jacket.  I am in my home office here in Cincinnati, Ohio.  I always like to say I am proud to say I am legally blind with a degeneral retive eye disease called retinitis pigmentosa.  
    Since our webinar today is open to the public and not injure just our Disability:IN members, I do want to let everyone know that Disability:IN is the leading nonprofit resource for disability inclusion for corporate, and we have over 400 corporations who are members of Disability:IN who look for disability inclusion and accessibility resources through Disability:IN.  
    I am truly honored to have everyone here today for the Procurement Accessibility Webinar, and we have an amazing panel, as Celeste mentioned ‑‑ Monica, Larry, and Mike.  And I am going to start out with our first question for each of our panelists, and as you start, if you wouldn't mind just giving a brief audio description of yourself and then you can state your ‑‑ do your answer.  But Monica, we'll start with you, and then Mike, and then Larry.  And Monica, for the panelists, I would love to know how would you describe procurement accessibility?  
>> MONICA GOEL: Sure.  Jeff, Mike, Larry, and Celeste, thank you all for having me.  It's a pleasure to be here.  I am an Indian 50‑year‑old woman with salt‑and‑pepper hair, more white, more salt than pepper.  I am wearing a dark blue dress with light pale pink stripes and flowers.  And I am sitting in my New York office.  
    Now, as far as what does procurement accessibility mean to me, it's really about ensuring within the organization, whatever we procure, in terms of products, services, build‑out vendor relationships, whether it's in store or for our own colleagues, that everything at every moment, we should consider whether ‑‑ who the audience is and how that product is going to be used and make sure that it is accessible, it is usable for everyone.  Because one of the things that happened when I built my team in CVS was people that joined my team with disabilities, majority of the tools that we had in place were not accessible.  Outside of products that we have from Microsoft or some of the big organizations that, you know, cater to orgs supporting accessibility, the majority of the things, accessibility wasn't covered.  And that constant charge to try to get them access made me better understand what it really means to be accessible and how to engage all the different pieces and persons within the organization to make this ‑‑ to do it right.  
>> JEFF WISSEL: Thanks, Monica.  
    Mike, how about yourself?  What does procurement accessibility mean to you?  
>> MICHAEL McCABE: Thanks, Jeff.  And again, thank you for having me at this panel as well.  
    First, I am a middle‑aged white male, and I am sitting in front of a fake library in my home office.  I have been at JPMorgan Chase for 17 years now, I believe, and about five years ago is when I started focusing in on accessibility.  And that focus was even limited more by focusing on accessibility for employees at JPMorgan Chase and contractors.  So one of the first things we realized is that for employees, we tend to buy more software than we build because if you think about it, it makes sense that a lot of the things you are buying for employees are things with common requirements and common features across different companies.  So it would make little sense for JPMorgan to leverage their development resources to build a travel reservation system or something like that that has common features that don't really provide any kind of benefit for us versus software that we could buy off the street.  
    So when we started doing this, I think Monica made a great point that the idea was that we want software coming into our organization, whether we buy it or build it, that is fully accessible for all of our users, not just people with disabilities.  So it goes a little beyond just meeting WCAG requirements and to factors such as usability and innovation and other things that following those standards and focusing in on the needs of people with disabilities gets you better software by definition.  
>> JEFF WISSEL: Thanks, Mike.  
    Larry, how about you?  What does procurement accessibility mean to you?  
>> LARRY GOLDBERG: Thanks for inviting me, Jeff, and everybody else from Disability:IN.  Good to see my colleagues from the other companies.  
    I am a white male over age 60 with a white beard sitting in a pretty boring home office at the moment.  And my introduction said I was invited industry expert.  In fact, up until a couple of weeks ago, when I decided to rewire ‑‑ not retire ‑‑ I was Head of Accessibility at Yahoo!.  I was at Yahoo! for eight years.  Before that at WGBH public broadcasting in Boston that was a pioneer in accessible media.  
    To me and to everyone who works in these companies that we're partnering with and disability has as its members, we all often say users first.  We care deeply about our customers.  And in fact, we, too, are customers, and we buy lots of things.  And just like anyone who is spending any amount of money on a product or a service, you want to buy things that aren't broken.  And to us, in the field of accessibility, way too often what we are buying for our own customers, for our own employees, is broken in terms of accessibility.  And so to me, accessible procurement really means buying products that work.  And we have been pretty clear what we define as what works.  And it certainly doesn't mean it only works for some people some of the time.  So to me, that's what accessible procurement means.  
>> JEFF WISSEL: Awesome.  Thanks, Larry.  
    And I want to let the audience know, we are going to hold questions until ‑‑ we'll leave about 10 to 15 minutes at the end of the session, but please feel free to click on the Q&A and type in your questions so we can get to those.  And then later, you can also go off, raise your hand and we can call on you as well.  
    I am going to combine two questions into one because you kind of each answered the one question a little bit.  But one of the questions, if there's anything that you didn't mention that you want to add, and that is was there anything that you noticed within your very large organizations that you noticed that prompted you to take action on the procurement?  But what I really want to get to is what were the initial actions or the initial steps that each of you took to launch a procurement accessibility program?  Again, you each work for very large companies, lots of departments, lots of things involved with this.  Can you kind of walk us through a little bit how you start it?  
    Monica, we'll go with you again first, if that's okay.  
>> MONICA GOEL: Sure.  I will be honest, when I first took on accessibility, my mandate was very different.  The mandate was how do we make sure that our customer‑facing products were accessible.  Then what happened, I was very clear I wanted to have a team that was representative of what the society looked like.  People with all abilities, disabilities, backgrounds, ethnicity, everything.  
    The team started to form, people with disability started today join, it just became very obvious that with all the right intents and purposes that CVS had, they didn't really fully understand all of the requirements of technologies and products that were needed and how soon some of those things were needed.  So while we may have the license for screen readers, how soon somebody with a disability could, you know, acquire it had a different timeline.  
    So as more and more people joined and different and different requirements came forward, it became obvious.  What I simply did was I collected that information, went to my leadership, and said we need to do better.  We have all of these challenges.  It takes so much time for somebody with a disability to really be stood up and functioning or be supported in what they needed.  And that just basically became the launchpad, and I started having conversations with our procurement leads.  I started having conversations and identifying all the different areas.  So when we talk about procurement, I didn't just go with procurement, okay, the tools that somebody needed to use when they were joining the organization.  I started looking at, you know, professional services, managed consulting organizations.  Because they were all suppliers.  They are all suppliers.  They are all vendors.  They are all part of procurement.  And the one thing I ‑‑ as much as CVS had the ‑‑ were aware of accessibility, wanted to do accessibility, there were gaps in our contracts, you know, with the accessibility language was being added in for some areas, not for other areas, so we made it standard.  We took time, but we got people together, we did an education, and we explained what it meant.  And then from there, basically, once I was done, got all the leadership approvals to make sure that the language was standard, and then really just started the program of educating and meeting with all of our vendors to make clear where CVS stands as far as accessible procurement is concerned.  What does it mean to us?  It doesn't mean only something that I do for B2B, B2C, or consumer.  It's everything.  If you provide me with some, from a staffing perspective, they should understand that products and services that they are going to build have to be built accessibly.  If you are going to do ‑‑ outsource a project or you are going to do something together with somebody, they must understand where CVS stands and what they believe.  And if you are going to procure anything, products in the stores or products or tools or technologies for colleagues, everything.  So we were able to take all the different pieces and different kinds of things and connect the dots for everybody with different parts of the organization.  And that, when they connected those dots and understood where ‑‑ who was impacted, that's when the picture became clear.  
>> JEFF WISSEL: Awesome.  Thank you.  
    Larry, how about you, and then Mike?  
>> LARRY GOLDBERG: For me, when I was at Yahoo! I was part of a team that was assembled to make sure what we built ‑‑ our apps, our websites ‑‑ was fully accessible.  Prior to my even heading up the team, we had created a very strong list of vendor master terms and conditions.  And it was the contract that all vendors needed to sign.  And it was a model for what we believed we should be holding our vendors to.  
    Interestingly enough, however, when it started going through the procurement process, almost every single time it was redlined, and our vendors started crossing out all the provisions we had built in.  We realized this isn't going to work this way.  And we reached out to our procurement team, and they said well, you know, that contract is the very, very last step when we are buying things.  You need to go much further upstream.  And that's when we realized to really solve the problem systemically, go way back.  Go to the time when you are doing request for proposals, request for information.  Ask the question then:  Have you done an evaluation of your product for accessibility?  Do you know what WCAG is?  Do you have any expertise in that area?  And that's when you might see some red flags.  And that's when you can really begin asking the question, long before you are ready to sign on the dotted line.  And that's what we did.  We created documents that called out our expectations.  Expectations in my mind, when I wrote it up, was soon to become requirements.  But we started a little more gently.  But to flag to the vendors that this was an important aspect of how we vet our potential partners that we buy products from.  And swimming back upstream, starting at the earliest moment, is really what everyone at the organization advised and bought into and embraced.  So that's where Yahoo! is today now, going as early as possible during vendor onboarding to make sure they understand our own needs for accessible procurement.  
>> MONICA GOEL: Yep, I absolutely agree with you, Larry.  That's exactly ‑‑ the clause was where I started, but as working with procurement, we said let's get it into the RFI/RFPs.  We did do that as well.  That's exactly the right ‑‑ yep.  
>> JEFF WISSEL: Awesome.  Mike, how about you?  What were your initial steps in getting your program launched there at JPMorgan?  
>> MICHAEL McCABE: Well, I will go back just to touch one other thing on the what did we notice to take action question that you mentioned.  So you know, and I do want to tie it to what Larry had said previously, too, the notion of buying software that we know is broken, quote unquote.  
    We started looking at this, and one of the things we noticed, obviously, when you buy software from a developer versus develop it internally, there's always that trade‑off involved.  Yes, you may gain a little bit of quantity of scale and speed the delivery because you are buying something that's already out there, but you obviously lose some control over the process that produces the software.  You are buying something, you don't know what the vendor did early on in the process to consider accessibility during their build, during their development, during their design.  And those were things that we were starting to put some influence on within our own development shop.  But we had no idea whether or not that was happening.  So we did need to start thinking about, you know, just what you said.  And I don't know if anybody else noticed, but when you buy software for large corporations at an enterprise level, it's typically not very cheap.  So we were paying fairly high license costs for enterprise licenses or individual seat licenses, however we were paying for them.  But we were buying that software kind of knowing that there was a large percentage of our employees that would have usability issues with that software.  We knew that was going to be a by‑product of going through that process, so that's why we needed to take some steps.  Again, it may sound familiar now already, but the first steps were just saying this is our policy internally.  Our initial steps with regard to accessibility at JPMorgan were all focused on the regulatory side that was initially interpreted as being ‑‑ making sure our product and services were accessible for our customers.  It was only after getting into that a little bit that we realized we needed to take the steps, similar steps, for software and other products being used by our internal employees.  
    So once we set that standard, then we did some of the things that Larry and Monica already mentioned.  First we put it into the contract but realized that was at the end and too far downstream.  So we started to get more upstream as early as possible.  So now if you are a supplier or potential supplier to JPMorgan, you just need to go out to our suppliers page on our main public website, and there is a document that we review and update every year that explains to you, as a vendor to our organization, you need to have an accessible product, you need to meet the WCAG standards, and asking right up front for an accessibility conformance report built on the industry standard VPAT template, volunteer product accessibility template.  Those were created by government‑related organizations so that when they had an RFP and they wanted to evaluate how accessible different products were, they were better able to compare apples to apples in a similar format across multiple potential vendors.  So we are now asking for that up front so people understand our expectations and the format that they are expected to prove they are in.  
>> JEFF WISSEL: Outstanding.  I want to let the audience know again, this session is being recorded.  There will be a transcript available and so forth.  Because there's so much great lived experience being shared here, and this is such an important topic.  So if you don't catch everything, you can always rewatch or have the transcript.  
    The question I want to ask of each of you is ‑‑ and if you know the answer to the quantity of products and services that your organizations procure, that would be kind of interesting.  But we've all heard the phrase, you know, you can't boil the ocean.  I would imagine there's hundreds, if not thousands, of products that your companies each purchase on a yearly basis.  How do you determine what's in scope, or does it apply to everything you purchase?  Any guidance there for our audience that's listening on how do you scope out how you are going to do this?  
    Larry, how about we'll go with you first?  
>> LARRY GOLDBERG: Yeah, boil the ocean or eat an elephant all at once, you hear those wonderful terms.  The fact is it all needs to be dealt with.  But when we focused on these issues initially, along with our colleagues in industry, we realized what do we focus on as a top priority, particularly for our employees with disabilities, and it was clear.  We really need to start with our HR‑related and communications‑related products that we buy.  For those things that people absolutely is essential to do their job, which would be things like where you keep your time, your documents for performance; back in the day when we traveled, your expense reports, how do you submit that; and communications internally.  Our intranet.  Essential information which, if you don't know about, you are going to be falling way behind.  So it means everything that we use for internal comms.  And there are a lot of products now that companies are adopting to talk amongst themselves within our companies; they have to be accessible or else you are really doing a major disservice to your employees, right up there with the kind of accommodations that are required by law for people with disabilities who are working in the workplace.  Our digital ones have to be accessible as well.  So as much as the entire ocean is in danger of being boiled these days, but in fact, we have to start with issues around HR and communications and training.  When people are coming onto the job, when they are being interviewed, and when they want to move up, those kinds of training materials, videos, interactives, again, those are the ones that become top priority.  
>> JEFF WISSEL: Thanks, Larry.  I always like to ‑‑ I kind of joke, my kids, when they were little, I would give them a couple of bucks to help me run some mandatory trainings.  If they weren't accessible, just even clicking the button as a screen reader user could be challenging.  So they kind of enjoyed getting a couple dollars every once in a while with products that I had to use wasn't accessible.  
    Monica, how about you?  
>> MONICA GOEL: Yeah, Larry literally hit every nail on the head.  You know, from your everyday use tools, right, software, to if you need something, if an internal communication comes out on an email or here is your internal colleague portal, all of these things, it's ‑‑ in some ways, some of these things you do have to boil the ocean in each of these areas because it's literally touching you every single day.  If a communication comes out from HR, if it comes out from corporate communications, or if you have a, say, a town hall or you've got a compliance training that comes out and you have somebody with a disability who doesn't have a way to get an accessible transcript.  So there are a lot of ‑‑ many thousands of products, especially for a retail organization and a lot of tools.  While you can't boil everything, some things just have to be, you know, initiated and kicked off and brought to attention, so you know, sometimes just let people with disabilities speak.  At one time, I realized I was collecting all the, you know, issues and then taking it forward to try and get those, and then I realized people were watching incident tickets.  So I said to my team, go open the incident tickets.  Let that be recorded, captured.  I know it's painful.  Let people, when you are recording the incident ticket, let them also be aware that there is a problem with the incident ticket process as well.  So that's how we did.  While I had the information to present to leadership, I told them to do that part and go through the steps of logging those incidents because then it becomes a paper trail to work with leaders of the different areas to say we need this.  
>> JEFF WISSEL: Mike, how about yourself?  
>> MICHAEL McCABE: Yeah, I totally agree, and you are right on the scope.  It's definitely thousands of employee apps for us.  And unfortunately, we don't have thousands of accessibility SMEs in the organization.  So we are faced, like everybody else, with attempting to prioritize somehow.  So it's just ‑‑ it's just the way that we need to do business, unfortunately.  So yes, we use some of the techniques that you are talking about.  
    One of the things that we were able to leverage a little bit is we just have a mechanism within our firm that typically once an application, no matter which organization from the multiple groups within JPMorgan it originates in, once it starts to be leveraged by multiple lines of business within our organization, support typically eventually transfers into one of the central global technology groups.  We still have a handful of those with different specialties.  You know, I am on a team that does focus in on the HR‑related workplace tech type apps as well as productivity apps.  Our global tech organization focuses in on communication tools, like Larry mentioned, but typically it was that.  And then having some level of statistics around just what the usage levels are so that we could prioritize.  Again, kind of a reverse 80/20 rule, where as we aim to get to maybe 10% to 15% to 20% of the portfolio with full attention, that's actually mitigating maybe 70% to 80% of the risk because we are getting the most widely used apps that, like Larry mentioned, are in the areas of most impact.  Definitely things like hiring, training, benefits.  Anything to do with that area.  But then also during COVID and people working from home, those communication tools became absolutely critical.  So one that I don't think it will surprise anybody to mention is one of the core tools that got a lot of attention was the one that we are all using right now, Zoom.  So you know, we had a connectivity tool in place that was useful for the level of usage it was getting back in February and March of 2020, but all of a sudden in late March and early April of 2020, it just could not take the level of people dialing in from outside the organization.  So we had to not only quickly pivot to the new app, but also make sure that application was accessible for everybody, because keeping people communicated and feeling like they were part of the organization, part of their team was more critical than ever with people now working from home a large percentage of the time and still a percentage of time now.  
>> JEFF WISSEL: Absolutely.  I love what you said, Mike, in a previous conversation that we had, JPMorgan sent 250,000 people home in like a two‑week timeframe.  We were all doing accommodations.  It was so fluid.  It was just incredible how that happened.  And thinking about returning to the office is a whole nother topic of how do we take the benefits of the accessibility of these products and apply it back to the workplace that we learned remotely.  
    I want to combine two questions here.  This first question I want to ask how you each gain leadership support.  You each touched on it a little bit, but if there's one or two more things that you want to say, because that's a critically important one.  Because many of the individuals listening to this may not have the big title or things like that, but they recognize the need within their organization.  So if you could touch on a little bit how you obtain that leadership support.  
    At the same time, if you can be thinking and answering, once you have that support and the go ahead, how did you approach training?  Because this is net new for most procurement departments and contracts folks and so forth.  So how did you gain the leadership support, and then how did you train the procurement group?  
    Mike, since you were just up, I'll turn it over to you if you want to start us.  
>> MICHAEL McCABE: Sure.  Well, I'd love to have that question answered in the past tense, as if it's already 100% completed.  But unfortunately, you know, it may be better asked than answered as how are you attempting to gain leadership support in this area?  
    So again, one of the big things is, you know, I alluded to earlier.  First of all, we are a large financial services institution.  So we are heavily regulated.  We are, as a financial institution, typically more risk averse, potentially, than others.  So you know, we use ‑‑ I will go back to the old chestnut data, implementing change at JPMorgan is like turning an ocean liner.  But also, turning an ocean liner in a sea full of icebergs.  So while we do have a central procurement department, they are typically tasked with just setting standards, implementing processes, and giving leadership on systems to use and ways to do it.  But the procurement itself is very distributed in our organization.  So that made it even more difficult.  We are trying to do both at once, both educate that central procurement group so they can use their influence to go top down, but we also, in order to intercept this and get progress quicker than we otherwise would have, we are trying to educate as many people that actually do procurement at the firm as possible.  
    So it's a little difficult, you know, to get that type of change implemented by working both ends, but that's really what we started to do.  And then one of the key things, too, is we are working to implement controls as a regulated industry.  We not only have to have process in place to do something, but we have to have audit‑ready processes in place to do something, whether it's an internal audit or external audit.  So it was very key that we have the expectations for accessible software reflected in controls for both software development and software procurement processes so that we could track not only who was doing it but who wasn't, how long it was taking them to remediate issues, et cetera, and address that.  
    So again, it's a never‑ending process, just like everything within accessibility; right?  We talked a little bit about the large portfolio.  The other part of that that makes it even more daunting is even if they say we have five or six thousand pieces of software that employees use, every year we add another nearly a thousand pieces and roll off nearly the same amount, if not more.  So trying to strategically attack and aim at the set of applications that give us the best bang for the buck in accessibility is really complicated because sometimes it's hard to anticipate when a piece of software is going to need it ‑‑ going to be needed, like Zoom, to come in immediately.  Or whenever another piece of software has issues that cause it to be replaced faster than we anticipated.  So all of those things are difficult when you are dealing with this type of always‑changing technology.  And again, for our customers as well as our employees, these types of things are what provide us with a competitive advantage in our industry.  Whether it's better communications for our teams, whether it's the ability to hire people, that is at a level above our competition, those are all the things that give us strategic advantage.  So if we have software that does that better for people with disabilities, we are going to have a stronger workforce, and more innovation in our processes and stronger end products as a result.  
>> JEFF WISSEL: Absolutely.  I love the big boat and the ocean analogy too.  It's really apropos.  
    Monica, how about for yourself?  How did you gain the senior leadership support, and how did you train the procurement group?  
>> MONICA GOEL: So I am a double‑edged sword, Jeff.  I was also part of the diversity, equity, and inclusion team at the leadership table, so because I had direct line to our chief customer officer or consumer officer, I was able to, as part of ‑‑ and I also had our suppliers vertical for D&I, so how can we increase more supplier diversity for the products and services we have in our stores as well as the ones that support us from a professional services perspective.  So because I had that vertical already, I was able to get both D&I and accessibility efforts together.  So when you present that, and when I presented those findings to our leadership panel, it became clearer how important it was, and because I was already on the table, it was easier.  They supported my efforts to get D&I as well as accessibility language updated into our RFI/RFPs, as well as our contracts.  So I was able to do that.  That was a little bit easier from that perspective.  Not easy in getting the changes in through the organization the size of CVS, but at least leadership backing.  
    And then how did I approach training?  First and foremost, I really needed to understand how procurement works.  Because it was ‑‑ it's not an area that I was familiar with in terms of all the ins and outs.  I knew how procurement works when I needed something, but how does procurement really work?  What are their steps?  And when they realized that this was something that leadership wanted, they were ready to open all of the doors in terms of how their processes work, and then we kind of came together and started with the top down, you know, like spoke to the leaders, explained to them what we were doing and what we wanted to do, and then we kind of created a training internally that helped make the ‑‑ again, connect the dots for them.  What does procurement do, and how does procurement's actions impact everyone?  So that was how we modeled the training, and we used some very specific examples from different parts of the organization in terms of retail, in store, you know, what happens when you procure a kiosk or when you procure a tablet?  What's the impact of that?  If you procure a specific software, especially like as we were talking on Zoom today, you have Webex, you have Zoom, you have others.  What is the impact of that?  So that's what we did, always connecting the dots within procurement.  And within procurement, you always have those verticals that for architecture that analyzes it, then security gets involved.  So this exercise basically got the word out.  You know?  How accessibility touched all areas of procurement and how, in turn, it touched architecture, it touched security, you know, and so on.  
>> JEFF WISSEL: I love that, Monica.  You know, at Disability:IN, we talk all the time about if we procure inaccessible products and services that our employees need to use and their manager needs to get involved, the HR accommodations, sometimes Title I accommodations, IT accessibility, procurement is going to have to get back involved, the business unit.  It just ‑‑ everyone is a spoke in their role of accessibility, and we all impact each other, kind of like what you were saying.  
    Larry, how about you?  How did you gain the senior leadership support, and then how did you approach training of the procurement group?  
>> LARRY GOLDBERG: Well, you know, our companies all like to say that we make decision based on the best data available.  Let's measure the level of effort of the return on investment.  And that all comes down to let's tell some stories.  Yahoo! for one is a media company that tells some stories.  We had some very good stories, one of them being that our vendors would ask us, oh, you want accessibility?  Well, would you evaluate us, and then would you fix it?  And I said well, you know, that's going to cost us another four headcount at least, if not ten, so there's your level of effort and return on investment.  
    But I would like to tell the story, I always talked about this metaphor about imagine you are going out and buying a very expensive car, and you go to pick it up at the dealership after doing so much research into what's the best car, and the dealer says to you, oh, by the way, there may be something wrong with the transmission, but we are not really sure what it is.  So why don't you drive it around for a while, and if you find a problem, tell us about it.  And by the way, why don't you fix it as well.  And when you are done fixing it, tell us how you did it.  
    Now, no one is going into a purchasing situation like that, and yet, that's what we were dealing with with our vendors.  So that began to sink in a bit.  So aside from the data and the cost of having to fix things that we were buying, there's also this notion that, okay, people then understood.  But the best way we did our training was when, at one point, we were hiring a consultant who happened to be blind.  And he was told to use our software that we use for vendor onboarding.  Well, guess what.  Wasn't very accessible.  It wasn't accessible at all, as a matter of fact.  So because he was a friend and someone we knew well, we said hey, would you actually sit down and talk to our procurement team about the bumps that you are experiencing?  We recorded it.  He demonstrated what was wrong with this software, and not just the software, but frequently others.  And boy, did the lights go on there.  And people said, oh, this is what you are dealing with.  Again, it's storytelling, and we recorded that story.  I tell you, that advanced the issue tremendously.  
    So anyone who is trying to get buy‑in from the leaders, you've got to tell the story.  This is a B2B effort.  So the other question we always get from leadership is, yeah, but what's the other guys doing?  At Yahoo! it's what's Google doing?  What's Microsoft doing?  What's Facebook doing?  In essence, our competitors.  In fact, they are all feeling the same pain, and they are all taking the same steps to assure that, among friends, combine our buying power.  We are in the trillions of dollars there.  Once we get the word out widely to our vendors that this is not just an individual corporate interest; it is an entire industry sector ‑‑ and by industry, I mean tech, I mean big pharma, I mean fintech, I mean banks and financial services.  I am thrilled that CVS is paying as much attention.  This is my pharmacy.  So I think the idea that you are among friends, it's B2B, it's not a regulatory issue, it's just business.  
>> JEFF WISSEL: I love that, Larry.  We've all been connected for quite some time, and we talk about while many of us are competitors in business, there's a huge component where we are able to be collaborators in accessibility and to share the best practices like this.  This is no easy undertaking.  But it's critically important to every aspect of employee, you know, hire‑to‑retire space, our customers.  No one of us or no one company has all the answers, but sharing in sessions like this and offline with each other helps to really move the needle on this.  
    We have about 7 minutes left, and there's two questions I want to get to.  The first ‑‑ and Monica, we'll start with you ‑‑ can you just give us an idea of any stories or anything, no specific names of vendors, but what's the response been like?  I would imagine there's a range of the responses that you received from vendors.  Can you talk about that a little bit, Monica?  
>> MONICA GOEL: Yeah, the one that really comes to mind is can you pay for this change to make it accessible?  And my response to that always is can we come up with a profit sharing contract?  (Laughter).  Because at the end of the day, if I am going to, you know, fix your product, then ‑‑ and you are going to sell that product forward, then let's have a profit sharing of your product.  And that quickly turns them around to say no, we will make it accessible.  So I think that's been the biggest, you know.  And the other responses are it's not direct to consumer.  It's B2B.  You know?  Or it's colleague facing.  It's not consumer facing.  Then the education.  That's why one of the things we are doing is literally, we are starting with tier 1 vendors, but we are literally having these sessions with each of the vendors, and we are asking for clear commitment.  We understand you can't fix everything overnight, but if you, you know, good‑faith effort, you present your plans, we are good with that.  We will accept it.  And you report out what you planned for, and you accomplished.  We are good.  I mean, to Larry's point, you know, we are his pharmacy, so we are taking those steps.  It's going to take us time.  You can't take an organization this size and turn it around, but we are making significant steps, and I am so glad that CVS is right along all of the ‑‑ you know, we are number 4 in Fortune 100.  So our buying power, combined with Yahoo! JPMorgan Chase, Microsoft, Google, Apple, whatever you want to do.  I think, Jeff, that's where Disability:IN can come in, where you get to get people to sign up to commit to Disability:IN, I think you should get the major players to come and commit to making their products accessible that are the most commonly used products by all of us.  I'm happy to help.  
>> JEFF WISSEL: Absolutely.  And to tease that out a little bit, we will be talking about that a lot more in the very near future through Disability:IN.  This is such a critically important topic.  
    Mike and Larry, in just a moment, if you could just ‑‑ I want to ask the two of you a different question.  And that is in just a moment each, could you ‑‑ once you have this plan in place, procurement's trained and the wheels are moving, what are some of the benefits?  What's the return on investment but the real‑life things that you have noticed?  What are the benefits that you've seen of this type of program being in place?  Larry, you want to go first?  
>> LARRY GOLDBERG: Well, there's nothing like happy employees, I will tell you, especially in this market.  When we actually roll out software that works well ‑‑ unfortunately because of the history of it not doing so well ‑‑ it's a wonderful delight.  To get a vendor we ‑‑ and I will tell a happy story.  One of our vendors at Yahoo! is Adobe, and Adobe is very up to speed on accessibility.  So forget the VPAT, which can often be old and not up‑to‑date and not refreshed.  Adobe has a process of telling you what the accessibility debt is.  This is the problems we know of, and we are telling you honestly.  Here's our roadmap to fix them.  Could be a quarter.  Could be a year.  But they are sharing with us exactly when they plan.  And then they update us and they get back to us.  That is a happy story, and that is what we want to see with any of our vendors that we use and any of the industry groups.  
>> JEFF WISSEL: Awesome.  And Mike, in 30 seconds, you are employee accessibility.  What are some of the benefits that you have seen when this really works well?  
>> MICHAEL McCABE: I think, again, Larry hit on it earlier, the analogy with the car trying to drive it off the lot knowing that there's something wrong.  Like even within the software concept, we would never, ever accept a vendor saying to us, you know, we heard about this thing called cyber security, and it may be a concern downstream, but we didn't design for that.  We didn't build it in.  We didn't test for it.  If you see anything wrong, just let us know.  Okay?  Would we even think of buying a product with that, and really, would any vendor really think of trying to sell one?  
    So like Larry said, it should be something that's just now considered part of the cost of them doing business.  If they want to sell software to firms of our size, you know, our impact in the industry, that's just something that they need to do.  They'd never put software out there that wasn't tested for cyber security.  They'd never put software out there that wasn't scalable to 250,000 or 300,000 users to firms like ours.  Because they knew if we bought it and it didn't work or it performed poorly, we would get rid of it.  So like ‑‑ but somehow it still seems to be acceptable to them to say we know we are taking these steps to do it better.  We are not going to do it.  We are not going to prioritize it.  So part of it on us.  Disability:IN has been a great advocate in identifying this as something that we need.  Other peers, as Larry said, that we get an opportunity to compete against a lot, you know, we work together on things like this.  And that makes a lot of sense.  So to me, when we talk about things like this, you know, Google and Apple and Microsoft and all the firms that Larry mentioned in the tech space as well as, you know, Wells and Fidelity Investments and others in the financial services space, and big, you know, pharmaceutical and other, you know, retail companies like Walmart and others that are participating in some of these efforts.  You know, that's going to help us eventually turn things around and make people realize this isn't an option anymore.  It's just something that should be expected and is in there.  
>> JEFF WISSEL: Totally agree.  I am getting prompted.  We have a lot of wonderful questions.  I am going to turn it over to Lainey Feingold to lead us in the questions.  Lainey, if you want to introduce yourself real quick then kick us off in the Q&A.  
    Lainey, you might be on mute.  
    Celeste, are you there?  Are you able to do the questions?  
>> CELESTE KEANAAINA: Hi there.  Yeah.  Let's see here.  Let me grab our first question here.  There's a lot of them today.  It's a very popular topic.  
    Our first question is do you agree with this statement:  When companies, governments, and cities require accessibility in procurement, they leverage their purchasing power to drive disability inclusion and create market demand for accessible and inclusive innovation.  
    
>> JEFF WISSEL: Any one of the panelists just want to answer that one?  
>> MONICA GOEL: Absolutely.  Every part of it is absolutely correct.  You do.  
>> JEFF WISSEL: Awesome.  How about the next question, Celeste?  
>> CELESTE KEANAAINA: Yes, how have you managed procurement when none of the alternatives are accessible?  
>> JEFF WISSEL: That's a great question.  Larry, you've got probably the most experience in this.  How would you answer that one?  
>> LARRY GOLDBERG: Yeah, you know, when we work on this issue of exceptions, first of all, we say if we are going to ask for exception to our requirements, it's got to be signed off by a senior vice president, knowing full well what the risk is that we are taking.  If there really, really isn't an alternative or a work‑around, we will go ahead and reluctantly go with that purchase but make it very clear to the vendor we need them to work on this for their next generation.  So not okay, today you might not be fully accessible.  How about a roadmap to success?  
>> JEFF WISSEL: Awesome.  And Lainey, are you back on with us?  
>> CELESTE KEANAAINA: I don't think she is.  
>> JEFF WISSEL: I am sorry, Celeste.  Go ahead.  
>> CELESTE KEANAAINA: Sure.  Next question is I would be interested in learning what human resources information systems are being used at CVS, JPMorgan Chase, and Yahoo!.  
>> LARRY GOLDBERG: I think we are all a little reluctant to talk about stories outside of school or even talk about our internal purchases.  For us, I would say look at the top‑selling products in those fields.  You can imagine who they'd be.  Maybe someone else might want to talk about examples.  
>> MONICA GOEL: I have to agree with Larry.  I am not going to name names, but I will say this.  Over the past year, we have replaced our learning management system.  We are working to move to a better product for the HR systems.  So we are ‑‑ and you know, some of them are launching in early 2023.  So I don't really want to call out because nothing is actually perfect.  Everybody has room for improvement.  But definitely in a much better spot than where we were.  
>> JEFF WISSEL: How about the next question, Celeste?  
>> CELESTE KEANAAINA: Sure.  What are some accessible tools you recommend?  I am in the process of cofounding a company.  As an unseeded start‑up, money's tight.  Accessibility is a core value of the company, so it's incredibly important that this is addressed.  Any suggestions from you?  
>> JEFF WISSEL: Which of the panelists want to answer that one?  I know you all have answers for this one.  
>> MICHAEL McCABE: There are accessibility testing tools, at least, if that's what you are talking about, you know, that are available at freeware or at least, you know, initial use is freeware.  We typically use accessibility testing tools that use ‑‑ leverage the Deque Systems ax core library as part of their functionality, so even though there's multiple tools, the results we get from testing are consistent.  So that would be one thing to look at Axe set of tools.  Again, they range from free to enterprise‑level tools, so you would have to check their website.  Other vendors, tech vendors, Microsoft has a version, Google has a version of that accessibility testing add‑ins to their browsers that you can leverage to see how accessible your software is.  
    Unfortunately, one of the things that we haven't really touched on is the state of accessibility testing automation.  It's not ‑‑ it's still at a level where less than 50% of the things that you are testing for against the WCAG standards can be tested in a fully automated fashion.  So you need to have some experts available to be able to simulate using your software with a screen reader or simulate using your software with a magnifier in order to meet the standards as well.  
>> JEFF WISSEL: Awesome.  Thanks, Mike.  
    Celeste, I am going to ‑‑ we won't have time to answer all of the questions.  Please feel free to reach out to Celeste@disabilityin.org with any additional questions, and we'll try to get responses to the ones that are still in place.  
    If I could ask each of our panelists, in closing, you have given so much great information, but you have such a wealth of experience and knowledge in this space.  I would love to just get last thoughts from you in regards to what would you like to leave the audience with in moving this process forward?  Larry, we'll start with you.  
>> LARRY GOLDBERG: Sure.  It's interesting, with all the work I have done in my career, for some reason, I am really passionate about procurement.  It sounds like a dull subject.  You know, I helped invent closed captioning and video description, but procurement is going to change our world.  And there are powers in numbers.  We are banding together.  And if we stand together and say to vendors:  I am sorry.  You are just way behind the times if you are not accessible.  Then that is what's going to be able to change so many products.  
    I am independent now.  I am helping with Disability:IN.  The resources that Disability:IN has, their toolkit is very valuable.  So I am saying to anyone who is trying to make this happen in their organization, stick with it and stick with the crowd.  We are going to make this happen.  
>> JEFF WISSEL: Monica, how about you?  Your words of last thoughts here?  
>> MONICA GOEL: I am just going to add to what Larry said, so everything Larry, plus you know, just be patient and keep educating.  Because that's the key.  You know, the more socializing, the more people understand it, the better support you will get for it.  
>> JEFF WISSEL: Awesome.  And Mike, how about you?  
>> MICHAEL McCABE: And Jeff, I think I will just follow up with the teaser that you put out there earlier for the Conference and some of the things at that we are currently trying to set the seeds for, you know, potentially additional collaboration on this across some of the companies that are involved at Disability:IN.  You know, that there will be some topics covered during that conference, where more information will be provided on how we are attempting to do that and some of the things that we are looking to isolate and work on and agree on across those potential competitive boundaries.  So I think for me, too, it's obvious that this is a key thing because we are never going to build all of our software.  You know, it just isn't feasible.  It doesn't make sense.  So we are always going to have some component, especially for our employees, that we are going to buy.  If we could make this a normal part of the conversation, at least, every time we purchase software, to at least know where we stand.  I love how Larry said it because that sounds so much like what we do.  As long as they come in and they acknowledge the fact that they need to make their software more accessible and they are willing to work with us, we typically are willing to work with them.  You know, yes, our contract may say you need to be 100% accessible.  You need to meet this 100% of the time.  But if we understand what the gaps are and we understand what their commitment is on a timeline to remediate them, you know, we are definitely going ‑‑ not going to stop the procurement process because of that.  Because we are also realistic, as somebody said, you know, what if every potential alternative you are evaluating just isn't quite accessible yet?  Then how do you purchase it?  It needs to be a factor.  It can't realistically be the only factor.  
>> JEFF WISSEL: Yep.  
>> MICHAEL McCABE: It can't be ignored anymore.  I think that's a key thing we need to work towards.  
>> JEFF WISSEL: We are all on the accessibility journey together.  
    On behalf of Disability:IN, I want to thank everyone for joining us.  I want to thank Peige, Heather, and Janie, our interpreters and captioner.  Larry, Mike, Monica, you are wonderful.  We think the world of you.  Thank you for being such wonderful partners with Disability:IN.  Disabilityin.org, we have an accessibility toolkit, lots of resources if you are not a member of Disability:IN, would like to learn more, please reach out to us, and again, thank you on behalf of everyone, and wishing everyone the best‑ever Global Accessibility Awareness Day tomorrow, May 19.  Thank you, everyone.  
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