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1. Jobseeker Account evaluation 
 
The Jobseeker Account was introduced in July 2003 and consists of a quarantined pool of funds 
provided to Job Network members based on the numbers and disadvantage level of job seekers 
receiving assistance from them.  This pool of funds is used at the Job Network Members 
discretion for the purchasing of services and products aimed at the individual employment needs 
of their job seekers giving them greater flexibility to provide tailored assistance.  Job Network 
members purchase goods and services for job seekers and may then claim reimbursement from 
the Job Seeker Account for eligible expenditures.  The Jobseeker Account is not an entitlement 
tied to individual job seekers, but a flexible pool of funds to be drawn on by Job Network 
members across their caseload of eligible job seekers, subject to broad principles including 
tailoring assistance to individual needs, a clear employment focus and limited prohibitions.  
Because not every job seeker needs the same type or amount of assistance, there is no overall cap 
on the cost of assistance that a Job Network member can purchase through the account for any 
single job seeker. 

This report provides an evaluation of the Jobseeker Account.  In particular it covers: 
 

• Jobseeker Account usage; 
• changes in usage over time; 
• outcomes; 
• effectiveness and impact; 
• types of training; 
• wage subsidies; and 
• related entity transactions. 

 
Background 
 
The Active Participation Model (APM) and the Job Network 
 
The Job Network helps job seekers into sustainable employment by providing personalised 
assistance that involves ongoing job search and employment-focused activities.  The Jobseeker 
Account forms part of the continuum of assistance provided to jobseekers by Job Network 
members. 

On registration with Centrelink, each eligible job seeker is referred to a single Job Network 
member, who provides services to them as long as they remain unemployed and eligible for Job 
Network services. The nature and intensity of assistance provided by the Job Network member to 
job seekers is based on job seekers’ employment needs and level of disadvantage in the labour 
market and on the duration of their unemployment. The Job Network member continues to 
provide services and maintain regular contact with the job seeker throughout the unemployment 
period, ensuring ongoing employment focused activity.  Services delivered by Job Network 
members to eligible job seekers are classed as either Job Search Support or Intensive Support 
services. 

Every eligible job seeker receives Job Search Support services.  On first contact with their Job 
Network member, job seekers have their vocational profile entered into the JobSearch database 
for daily matching against new job vacancies.  Email, SMS or telephone message bank services 
are used to notify the job seeker of job matches. All job seekers are able to access details of job 
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matches through touch-screen kiosks and a phone service that job seekers can access for the cost 
of a local call. 

Intensive Support services are available to all Fully Job Network Eligible job seekers who have 
been unemployed for more than three months, with early access for certain identified groups 
such as those identified as Highly Disadvantaged and at high risk of long term unemployment.  
Around half of unemployed people who receive NewStart or Youth Allowance (other) payments 
successfully find employment within the first three months through the Job Search Support 
service and without the need for Intensive Support.   

Job Search Training (JST) is normally the first element of Intensive Support.  JST helps job 
seekers to obtain employment through individually tailored assistance that improves their job 
search skills, motivates them for work and expands their job search networks. After participating 
in job search training activities, job seekers should possess appropriate interview skills and be 
able to present themselves favourably to potential employers. Around two-thirds of job seekers 
are required to attend 100 hours of job search training activities (usually three weeks of full-time 
participation). 

Intensive Support customised assistance is delivered by Job Network members to job seekers 
unemployed for at least 12 months, or immediately where a job seeker is identified as highly 
disadvantaged and requiring early intervention, usually at the time of Centrelink referral.  
Customised assistance is provided for six months, and involves the delivery of more one-on-one 
services to address the individual job seeker’s barriers to employment and to tailor the job 
seeker’s efforts in looking for work.  Services which can be delivered under customised 
assistance include: 

o intensive job search directed at particular occupations or locations;  

o specific vocational training tailored to job opportunities;  

o subsidised employment;  

o work experience;  

o career counselling;  

o work preparation activity;  

o participation in other complementary employment and training programmes;   

o other activities determined by the Job Network member and job seeker to best meet 
identified employment needs;  

o monitor job seekers’ activities to ensure that they are actively participating in activities 
specified in their Job Search Plans;  and  

o access the Jobseeker Account to purchase assistance relevant to job seekers’ employment 
needs.  

Before ceasing customised assistance, a Job Network member assists the job seeker to connect 
with a Mutual Obligation activity and link with a Community Work Coordinator or other 
provider/agency, as appropriate.   
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contrast, the allocation of funds into the account was around $40 million a month for the first 
two months declining to between $20 and 30 million a month after that. 
 
Figure 1.5 

Allocation and spending 

0

5

10

15

20

25

30

35

40

45

Ju
l-0

3
Au

g-
03

Se
p-

03
O

ct
-0

3
N

ov
-0

3
D

ec
-0

3
Ja

n-
04

Fe
b-

04
M

ar
-0

4
Ap

r-0
4

M
ay

-0
4

Ju
n-

04
Ju

l-0
4

Au
g-

04
Se

p-
04

O
ct

-0
4

N
ov

-0
4

D
ec

-0
4

Ja
n-

05
Fe

b-
05

M
ar

-0
5

Ap
r-0

5
M

ay
-0

5
Ju

n-
05

Ju
l-0

5
Au

g-
05

Se
p-

05
O

ct
-0

5
N

ov
-0

5
D

ec
-0

5
Ja

n-
06

Fe
b-

06
M

ar
-0

6
Ap

r-0
6

E
xp

en
di

tu
re

 ($
 m

illi
on

)

Allocated
Spent

 
 
Almost half of all Jobseeker Account expenditure falls into the training and employer incentives 
categories (Figure 1.6).  Training includes job search and motivation courses as well as job 
specific skills training.  Employer incentives are almost entirely comprised of wage subsidies, 
although in most cases they take the form of either a small payment at the start of employment or 
a larger payment at the 3 and/or 6 month marks.  Expenditure on clothes and equipment is also 
common, with 80% in the clothes category and 20% spent on equipment.  Professional services 
consist mostly of reverse marketing (80%), and a small component of professional services such 
as the purchase of psychologist services for job seekers with affective disorders. 
 
Figure 1.6 

Expenditure  
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Table 1.2 shows that there were 412,457 training courses, 71,576 employer incentives, 623,390 
clothes and equipment and 297,815 fares and petrol assistance between July 2003 and June 2006.  
The average cost per item, even for employer incentives or training is quite low.  Wage subsidies 
under the Job Seeker Account averaged $2,590 per job seeker, compared with $3,300 under 
JobStart in 1996 (indexed for growth in wages). 
 
Training under the Job Seeker Account averaged around 3 days per course, with an average cost 
of $350.  Significantly, current training is highly targeted and effective, with off-benefit 
outcomes tending to be higher than under former arrangements.  For example, under the 
JobTrain programme in 1996, training courses averaged 8 weeks’ duration and an average cost 
of $2,215 (allowing for inflation).  A good example of the benefits of the current training regime 
is that a typical forklift licence training course under JobTrain took 8 weeks and cost around 
$2,200 adjusted for inflation.  Current forklift licence training courses cost around $291 and take 
just 3 days, with both resulting in the participant receiving a forklift licence.  Under current 
arrangements each placement is considered separately, with training access tailored to individual 
needs rather than block filling of courses to meet commencement targets, an approach which 
occurred under JobTrain. 
 
Table 1.2  

Job seeker Account Expenditure 
Number Average Cost ($)

Bulk 74081 805
Clothes/equip 623390 116
Employer Incentives 71576 2590
Fares/Petrol 297815 41
Interpreter Services 36875 87
JNM Contacts 256569 94
Job Seeker Incentives 30926 136
Other 150336 144
Professional Services 436469 164
Relocation Assistance 6503 369
Self Employment 11513 371
Transport Assistance 146262 230
JNM Transport Costs 26380 168
Training 412457 350
Work Related Licensing 44466 163  

* July 2003 to June 2006.  *Indicates claims for payment.  
*There will be multiple claims for some job seekers. 
*For the Bulk category, expenditure is not linked to individual 
job seekers and therefore numbers and average cost relate to 
claims for payment. 

 
Changes over time 
 
Jobseeker Account spending has also changed over time in relation to the type of assistance 
provided.  Figure 1.7 shows that wage subsidies have risen from almost zero when the new Job 
Seeker Account was first introduced, to around 30% of spending.  On the other hand, training 
has decreased from around 40% to around 20% currently.  These changes broadly reflect the 
strong performance of wage subsidies.  It is also important to note that there are still many more 
training courses offered than wage subsidies, probably as a reflection of lower unit costs of 
training courses.  
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Figure 1.7 
Spending over time 
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The crediting of funds 
 
As noted earlier, funds are notionally credited to Job Network members’ Jobseeker Account on 
the basis of jobseekers reaching a particular point in the continuum of assistance.  It is important 
to examine the link between allocation and spending, as while credits are triggered by individual 
job seekers and thus reflect the size and composition of job seeker caseloads, the credits are a 
flexible pool from which providers can make the decision to spend some or all of that funding on 
other jobseekers in line with their diverse needs and labour market opportunities. 
 
Clients trigger credits at a range of points in the continuum: 
 
• As a job seeker begins Intensive Support, usually after three months of unemployment, $11 

(GST inclusive) is credited to the Job Network member’s nominal Jobseeker Account. 
 
• When a job seeker commences Intensive Support customised assistance for the first time, 

$900 (GST inclusive) is credited to the Job Network member’s nominal Jobseeker Account. 
An additional $450 (GST inclusive) is provided for each job seeker who is identified as 
highly disadvantaged at the time of commencing Intensive Support customised assistance. 

 
• Job seekers who begin a second period of Intensive Support customised assistance during a 

continuous period of unemployment attract a further credit of $500 (GST inclusive). The 
highly disadvantaged job seekers identified prior to this period of customised assistance 
attract an additional credit of $250 (GST inclusive) at this time.  

 
• An additional $11 (GST inclusive) is credited to the account for each job seeker with 

locational disadvantage (that is, for those beyond reasonable travel to a Job Network 
member’s site as defined by Centrelink). For these job seekers, a total of $22 is credited to 
the Jobseeker Account from initial registration rather than at the start of Intensive Support. 
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• The Jobseeker Account is also increased by $225 (the Locational Supplement) for job 

seekers with locational disadvantage as they enter their first period of Intensive Support 
customised assistance. An additional amount of $125 (GST inclusive) will be credited to the 
account for each job seeker who starts a second period of Intensive Support customised 
assistance with locational disadvantage. 

 
In terms of the number of allocations made, as could be expected, around 60 per cent of 
Jobseeker Account credits are for $11 and this has remained consistent over time (figure 1.8).  
Allocations for Customised Assistance-2 commence around July 2004 and remain fairly constant 
after that. 
 
As expected, most of the money credited to the account is derived from Customised Assistance 
commencements. 
 
Figure 1.8 

Allocations amount per month
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As noted above, the Job Seeker Account operates as a flexible funding pool and expenditure is 
not limited to the value of the credits earned by a particular job seeker.  Figure 1.09 shows the 
distribution of spending by the amount allocated to individual clients.  As can be seen, around 60 
per cent of clients allocated less than $50 (usually $11) have no associated spending under the 
Jobseeker Account.  The vast majority of clients with higher allocations had Jobseeker Account 
funds spent on them. 
 
Figure 1.09 

Allocation and spending by individual jobseekers 
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For those with their first Jobseeker Account allocation in 2003 or 2004 and spending up to July 2006.  Excludes the very small proportion of 
people allocated between $51 and $800. 
 
It is also important to consider average spending levels by the amount credited.  While clients 
trigger notional credits based on their level of disadvantage and at certain points in the 
continuum, the money can be spent on any jobseekers on the caseload.  That is, spending is not 
limited to the amount credited to an individual jobseeker and Job Network members are expected 
to maximise outcomes by spending funds where they can make the most difference. 
 
Figure 1.10 shows that those with an allocation of less than $20 (typically $11) on average 
receive around $110 dollars in expenditure.  This increases to around $220 for those jobseekers 
with total credits in the range of $21-800 (typically around $22).  Clients who commence 
Customised Assistance receive average credits of around $1,000 but have around $700 spent on 
them.  Subsequent increases in the notional credits triggered by individual jobseekers have only a 
limited relationship to additional spending on that jobseeker.  Indigenous, Cultural and 
Linguistically Diverse (CALD), mature aged and clients with disabilities have a smaller 
proportion of their credited funds spent on them, with the remainder going to other jobseekers or 
remaining unspent.  While average spending on indigenous and client with disabilities were 
higher than for other jobseekers, these clients had higher allocations as well. 
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Figure 1.9 
Allocation and spending 

0

500

1000

1500

2000

2500

0-20 20-800 801-1200 1201-1500 1500+

Allocated ($)

Am
ou

nt
 ($

)

Allocated
Spent

 
 

The Jobseeker Account decision making process 
 
In the qualitative research, Job Network providers frequently reported that they did not consider 
the APM phase or level of notional credits for a job seeker when deciding to use Jobseeker 
Account funds for that job seeker.  They focused on how the assistance could remove barriers to 
employment and place the job seeker on the path to sustained employment. 
 
Some clients were not given assistance because the Job Network provider believed they could 
obtain work without extra assistance.  Others, particularly highly disadvantaged clients, were less 
likely to receive assistance because providers believed they were “too far from work” to benefit 
from Jobseeker Account assistance. As one provider said 
 

“When someone walks through your door there is a percentage who are the cream of the crop, who are 
highly motivated, job ready and marketable.  Then there are the more difficult clients where they have 
layers and layers of issues.  Our money (the Jobseeker Account) is sort of in the middle.” (3.5 star provider) 

 
The decision of many providers to assist an individual job seeker with the Jobseeker Account 
was based on the job seeker’s: 

• level of engagement with their Job Network member, and/or 
• demonstrated commitment to job search and motivation to obtain employment. 
 

In general, Job Network providers believed that Jobseeker Account expenditure was not the 
solution to barriers such as poor motivation, attitude or severe inter-personal problems.  They 
believed some clients had such significant barriers that Jobseeker Account assistance was not 
spent where there were no realistic job prospects, and that the Jobseeker Account needed to be 
managed to maximize job results for the greatest number of job seekers on their caseload. 
 
Many providers reported that they placed a high priority in using the Jobseeker Account to get 
job seekers “over the line” into a job and to actively support job seekers in the early months of 
employment so as to prevent them becoming long term unemployed. 
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Determining the level of expenditure 
 
Consistent with the above, the qualitative research found that Job Network providers have taken 
advantage of the flexibility that exists under the purchaser/provider and Jobseeker Account 
Notional Bank models.  The level of Jobseeker Account expenditure they apply to a job seeker is 
based on their assessment of the job seeker’s need for assistance taking into account a wide 
range of factors that may not have been observed or disclosed previously.  
 
Decisions about how much to spend on an individual job seeker are influenced by: 

• whether expenditure will make it more likely that the job seeker will get a job, and 
• the likelihood that the job will result in an outcome payment for the provider.  

 
Providers were willing to invest modest amounts of Jobseeker Account funds to a make a job 
seeker more employable, for example, for interview clothes, fares and petrol support, transport 
assistance or job search or work related training, but this expenditure was unlikely to continue if 
the job seeker did not then obtain a placement. The existence of a tangible job opportunity was 
also an entry point into a package of Jobseeker Account assistance based on the specific 
requirements of that job and the interests of the prospective employer.  
 
The qualitative research noted a range of other factors that also shaped Job Network members’ 
Jobseeker Account spending decisions:  

 
• The preferred service delivery philosophy and history of the Job Network provider 

influenced the way the site used the Account.  Many sites worked within carefully 
considered strategies or operated within a “comfort zone” of tried and true decision 
making criteria and types of expenditure.  Wage subsidies, for example, were in the 
“repertoire” of some high performing sites, while other high performing sites never used 
them or used them infrequently. 

 
• The organisations’ internal authorisation processes meant that spending more than $1000 

on an individual client often had to be justified to the external management of the 
organisation.  It was therefore “easier” to risk spending modest amounts (less than $500) 
on the majority of job seekers as this could be approved at the site level. 

 
• Providers were slightly more prepared to spend the Jobseeker Account on clients who 

could potentially generate a $4400 interim outcome payment, even in the absence of a 
recorded job placement.  Conversely, some considered that the fee structure provided a 
weak incentive for Job Network providers to take risks with the very longest term 
unemployed Customised Assistance clients. 

 
 
Jobseeker Account expenditure strategies have, however, evolved over time.  While some 
providers started spending the Jobseeker Account from early on in the third employment services 
contract, others took longer to integrate the Account into their servicing strategies. At the 
beginning of the contract period, sites had a large amount of Jobseeker Account funds available 
so many providers decided to support all the more work ready to secure outcome payments. 
Halfway into the contract period, many sites described themselves as turning their attention to 
the stock of harder-to-help job seekers.  As the contract matured, providers became more 
experienced in what they could fund and were influenced by DEWR advice about how to spend 
the Jobseeker Account and business and performance imperatives associated with Star Ratings 
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and rollover of business to the contract extension period.  There was also some evidence of 
providers taking a harder line over time with expenditure that would improve a jobseeker’s 
quality of life while they remained on benefit, in favour of interventions clearly focused on job 
prospects. 
 
Job Seeker Account Expenditure Guidelines 
 
As mentioned above, the Job Seeker Account can be used to purchase a range of goods and 
services, including training courses, work clothes, equipment and wage subsidies.  Expenditure 
guidelines have been provided to Job Network Members to ensure that the Jobseeker Account is 
spent appropriately.  The expenditure guidelines, for example, state that the expenditure must be 
‘directly related to a job seeker securing an employment outcome’.  
 
Revised expenditure guidelines were provided to Job Network Members in March 2005.  These 
prohibited certain types of assistance being funded under the Account, including mobile phones 
and certain self-employment expenses.  Revisions to the guidelines were issued to reinforce the 
fact that the Jobseeker Account was linked to outcomes and to ensure that it could withstand 
public scrutiny.  
 
The revision of the guidelines led to a change in Jobseeker Account spending patterns (Figure 
1.11).  There was an observable decline in the proportion of the Jobseeker Account spent on 
transport, fares, self-employment and job seeker incentives.  Although the proportion of 
Jobseeker Account being spent on wage subsidy assistance has increased over time, the change 
in guidelines does not appear to have influenced the relative level of that expenditure. 
 
Discussion with providers, however, indicated that some believe that the revised guidelines are 
too restrictive.  These providers interpret them to mean that Jobseeker Account funds cannot be 
spent unless the expenditure is directly related to a job offer, which has led to some providers 
incorrectly believing that they should focus more heavily on their more job-ready clients. 
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Figure 1.11 
Allocation of Jobseeker Account expenditure 
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The overall level of assistance provided 
 
Based on research undertaken as part of the evaluation of Job Network ESC2 2000-2003, a key 
objective of the Job Seeker Account was to increase the assistance provided to Job Seekers, 
particularly during the intensive phase of assistance.   
 
Interviews with site managers revealed mixed views on this issue.  Some Job Network providers 
reported that their servicing practices had not changed significantly between the second and third 
employment services contracts, and that the Jobseeker Account had only led to changes at the 
margin.  Many, however, indicated that they now felt less constrained in terms of their ability to 
spend on jobseekers as the funds were not coming off the organisation’s ‘bottom line’. 
 
A comparison of the type of assistance received by job seekers in Intensive Assistance (ESC2) 
and Intensive Support Customised Assistance (ESC3) suggests that there has been an increase in 
the number of job seekers provided with assistance1.  The 2001 and 2005 job seeker surveys 
(Table 1.3) found a similar number of job seekers2 reported receiving training, wage subsidies, 
petrol or fares assistance and relocation assistance before and after the introduction of the 
Jobseeker Account.  Significantly more job seekers, however, reported receiving clothing and 
equipment assistance after the introduction of the Account (increased from 12% under ESC2 to 
25% under ESC3).  It is also important to note that Customised Assistance lasts for a maximum 
of only 6 months compared to 12 months for Intensive Assistance and that these figures relate to 
the number of job seekers who receive assistance and do not take into account the level of 
expenditure.  Importantly, job seeker survey data do not measure changes in the value of 

                                                 
1 Care must be taken with these figures as they tend to understate actual levels of assistance received.  For example, in contrast to the 25 per cent 
of respondents who indicated that they received clothes and/or equipment, some 41 per cent of those who commenced Customised Assistance at 
least 12 months previously received clothing and/or equipment.  Similarly, reported ESC2 training levels (or job seekers’ reports of remembering 
receiving training) would seem to be, at best, around half the levels reflected in administrative data. 
2 Job Seekers surveyed in 2001 were job seekers who had recently completed Intensive Assistance and the Job Seekers surveyed in 2005 had 
recently completed Intensive Support Customised Assistance.  
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expenditure over time– at a total of over $600m in Jobseeker Account expenditure on job seekers 
since 2003, it is highly likely that expenditure levels provided to each job seeker increased after 
the introduction of the Jobseeker Account. 
 
Table 1.3  Assistance provided to job seekers in Intensive Assistance (ESC2)/Intensive Support 
Customised Assistance (ESC3) 1 

Type of Assistance 
ESC2 

 (2000 to 2003) 

ESC3 

(2003 to 2006) 

 % of job seekers reporting 
assistance 

% of job seekers for whom 
JSKA reimbursements were 

claimed 
Training2  24 25 
Wage subsidies3 12 10 
Clothing and Equipment 12 25 
Petrol or fares  29 32 
Relocation  5 2 
1: Job seekers may have received more than one form of assistance 
2: Training excludes Job Search Training courses to ensure that the responses do not include referrals to the Job 
Network programme ‘Job Search Training’.  
3: 25% of job seekers in both 2001 and 2005 survey did not know whether a wage subsidy was offered. 
4: While Intensive Assistance goes for up to 12 months, Customised Assistance lasts for only up to 6 months. 
Source: Surveys of Job Seekers 2001 and 2005.  
 
Outcomes 
 
Figure 1.12 shows off-benefit outcomes for the various types of assistance.  As can be seen, 
outcomes are highest for employer incentives and, of the other main categories, clothes and 
equipment.  This would be expected as employer incentives are only relevant for people who 
find a job.  A more detailed breakdown of the types of assistance is shown in Figure 1.13. 
 
Figure 1.12 
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Figure 1.13 

12 month off-benefit outcomes 
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For all categories of expenditure, outcomes have risen over time.  Figure 1.14 presents outcomes 
levels at 3, 6, 12 and 24 months following assistance.  Significantly, while outcomes rose faster 
for those forms of assistance with lower outcomes levels initially, there was still substantial 
variation in outcomes levels even 2 years following assistance.  
 
Figure 1.14 
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Table 1.4 presents further disaggregated data on outcomes by type of expenditure.  Of particular 
interest here are the low outcomes levels for mental health assistance and drug/alcohol 
rehabilitation.  Job Network transport costs also showed low outcome levels, possibly reflecting 
that these costs are typically incurred for job seekers in small and isolated communities serviced 
by outreach or visiting services.  Outcomes for reverse marketing were low at 3 months, but 
much higher at 24 months, raising questions about its value as a strategy given that it is typically 
employed in relation to clients with good long term employment prospects. 
 
Table 1.4 

3, 6, 12 and 24 month off-benefit outcomes 
 3 month 6 month 12 month 24 month 
Clothing 43.9 48.1 52.5 57.2 
Equipment 34.8 38.6 42.4 48.7 
Other Emp. Incentives 56.9 56.7 59.8 61.5 
Wage Subsidy 59.0 58.5 60.3 66.6 
Fares 33.0 38.2 42.8 47.7 
Petrol 38.8 44.0 50.3 52.9 
Interpreter 16.8 22.2 29.0 37.9 
JNM Contacts 35.8 41.6 46.6 50.3 
JNM Transport 25.0 29.9 36.1 44.1 
JS. Incentive 48.2 52.2 56.5 61.9 
Drug/Alcohol 25.8 29.3 32.6 38.8 
Medical 33.6 38.4 43.5 49.5 
Mental Health 18.0 23.7 30.4 38.3 
Reverse Marketing 31.1 38.7 45.8 54.1 
Voc. Counselling 24.9 31.6 39.2 47.8 
Voc. Rehab 19.5 27.0 34.5 41.9 
Relocation 49.0 50.0 49.5 55.9 
Self emp. Bus. Essentials 44.6 49.7 54.4 56.9 
Self emp. Mentoring/Support 32.4 37.7 42.3 49.8 
Training -Books/equipment 31.5 38.5 46.8 54.0 
Training 25.4 34.5 43.3 51.5 
Transport costs 31.7 37.7 43.4 48.5 
Driving Lessons 33.7 41.1 48.5 55.8 
Transport Purchase 36.2 39.0 41.8 46.5 
Work Licensing 33.3 42.9 50.8 57.5 
Other 32.7 39.2 45.9 51.8 

 
It is also important to consider longer term outcomes.  The available data allow for an 
assessment of changes in the status of individual jobseekers over a 2 year period following 
assistance.  At this stage, 24 month is the maximum that can be considered, because even clients 
assisted in the first year of APM will only have had enough time to achieve 24 month outcomes 
by June 2006.  In this case we examine 3, 12 and 24 month outcomes. 
 
Figure 1.15 presents the results.  In general, outcomes appear fairly sustainable.  Around 31 per 
cent of job seekers assisted through the Job Seeker Account were off benefits 3 months 
following Jobseeker Account assistance.  Of these, 74 per cent were still off benefits at 12 
months and 61 per cent remained off benefit at 24 months.  This suggests that outcomes achieved 
under the Jobseeker Account are sustained over time at a level equivalent to other programs such 
as Customised Assistance, Job Search Training and Work for the Dole.  Significantly, some 43 
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per cent of those who were on allowance at 3 months left benefits prior to the 24 month post 
assistance mark. 
 
Figure 1.15 
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2. Effectiveness and impacts  
 
As the Jobseeker Account is an integral element of the APM, it is not really possible to isolate 
the effects of the Jobseeker Account in a traditional net impact study3: 
 

• While Job Network clients who did not receive Jobseeker Account assistance could be 
used as a comparison group, a key reason people may not receive Jobseeker Account 
spending is that they find a job quickly, and this would lead to substantial biases in the 
results.  This, and the high levels of selectivity and targeting practiced by Job Network 
members in administering the account limit the ability to measure net impacts 
appropriately through such a comparison group.  

 
• While it would be possible to use people who did not participate in Job Network at all, 

using this approach would mean that it would not be possible to isolate the effect of the 
Jobseeker Account from other aspects of Job Network assistance. 

 
• Many jobseekers receive multiple and relatively inexpensive forms of assistance.  A 

jobseeker, for example, may receive training and, six months later, assistance with fares.  
The potentially long time periods involved mean that finding appropriate control groups 
is complex and that any results obtained will be difficult to interpret. 

 
That is not to say that it is not possible to provide other measures of effectiveness.  Firstly, as 
reported earlier in this report, the net impact of Job Network services overall has been assessed 
and found to be highly positive.  Secondly, it is possible to examine the mix of assistance 
provided under the Jobseeker Account to see which elements are the most effective in terms of 
assisting jobseekers into work.  For these purposes, two alternate potential approaches are 
available. 
 

• It is possible to relate provider Star Ratings to the allocation of Jobseeker Account 
spending between categories.  It is possible, for example, to assess whether high 
performing providers were more likely to use particular categories of spending such as 
wage subsidies or training.  This approach inherently controls for client demographics 
and local labour market differences through the calculations of Star Ratings themselves. 

 
• It is also possible to regress outcomes on the type of assistance provided in addition to 

information on client demographic and local economic conditions using just people who 
have received spending under the jobseeker account.  While not a full net impact study, 
such an approach will provide valuable insights into the most effective types of 
assistance. 

                                                 
3 Notwithstanding the comments above, a net impact study of the Jobseeker Account was attempted using clients who had received assistance in 
September 2004.  Job seekers included in this net impact analysis were those who received only one item of Jobseeker Account assistance in 
September 2004 (eg, a job seeker in the training category only received training in September 2004).  The control group was based on job seekers 
who were active in Job Network in September 2004 and who did not receive Jobseeker Account assistance in September 2004.  The net impact 
methodology controlled for the possibility that job seekers received Jobseeker Account assistance prior to September 2004. The control group’s 
outcomes were determined by whether in the 12 months from September 2004 they generated a 13-week employment outcome.  In applying the 
net impact analysis, a distinction was made between those who received non wage subsidy assistance and who already had a job placement when 
the claim was made and those who received non wage subsidy assistance and did not have a job placement at the time the assistance was claimed.  
Qualitative work suggested that non wage subsidy assistance provided around the time a person obtains a job placement was made on the basis of 
securing or increasing the likelihood of a 13 week outcome. The regression model used to control for the possible differences in characteristics 
between the programme and control groups was largely based on the approach of previous departmental net impact studies.  Given that the 
qualitative work showed that Jobseeker Account was more likely to be allocated to people who had fewer breaches, were more reliable at 
attending interviews and had less time exempt, and who had employment in the previous 12 months, these factors were controlled for (ie, the 
number of breaches, reliability at attending interviews, time exempt and amount of reported earnings in the 12 months prior to receiving 
assistance were included in the regression model).  Ultimately, the results showed typical net impacts of between 10 and 30 per cent for 
assistance as modest as bus tickets and new clothes.  While such results, if valid, would be very positive indeed, it appears highly likely that some 
bias effects were at play. 
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Effect on Star Ratings 
 
As noted, it is possible to relate usage patterns at the provider level to the provider’s Star Rating.  
As providers operate with different strategies (some, for example, may favour wage subsidies 
while others favour training or professional services), it should be possible to isolate the 
strategies associated with the highest levels of performance (Figure 2.1).  In order to assess the 
impact of these strategies, it is also necessary to control for a range of other factors associated 
with provider performance, such as staffing strategies and employer servicing strategies.  
Regression analysis was used to control for the influence of such factors.  The results of that 
regression are reported more fully in the Job Network Best Practice Report.  This report contains 
only those findings related to the use and effectiveness of the Jobseeker Account. 
 
Regression analysis indicates that additional spending on employer incentives was highly 
correlated with higher Star Ratings, together with fares/petrol vouchers and clothes and 
equipment.  The results also showed that professional services, which largely represent reverse 
marketing, were only half as effective as spending on clothes and equipment and less than 40% 
as effective as employer incentives. 
 
The regression analysis showed no significant difference in the performance levels of providers 
regardless of their use of training, but this is complicated by the fact that spending on training is 
usually at the expense of wage subsidies as these two items comprise around half of Jobseeker 
Account expenditure.  Significantly, the type of training was found to be significant, with 
spending on job search training/motivational courses strongly correlated with high performance.  
While the exact reason for this is unclear, it is interesting that of the training courses, job search 
training/motivation courses achieve lower outcome levels, but that providers using them tend to 
be high performers.  The exact causal factors underpinning these outcomes are difficult to 
determine but it may be that such courses get high compliance effects for those who are referred 
but do not start, or it could be that such courses are aimed at the most disadvantaged. 
 
Figure 2.1 
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Comparative assessment of outcomes 
 
As noted above, it is also possible to compare the effectiveness of elements of Jobseeker 
Account using regression analysis.  The regression analysis uses 12 month off-benefit outcomes 
as the dependent variable, and the type of assistance, client demographic characteristics and local 
labour market variables as independent variables.  As the outcome variable is dichotomous, 
logistic regression was employed.  The data utilised for the regression analysis included around 
1.5 million items provided under the Jobseeker Account between July 2003 and June 2005.  
Outcomes were measured between July 2004 and July 2006.  This approach, however, is limited 
in the extent that it can control for selection biases. 
 
The results of the regression can be seen in Figure 2.2.  Expenditure items with high impact 
levels, (eg Employer Incentives) were shown to be the most effective, while those such as 
Interpreter services were shown to less effective.  The full regression results are shown in Table 
2.1. 
 
Figure 2.2 

Effectiveness of Jobseeker Account spending 
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Table 2.1 
Regression results – 12 month off benefit outcomes 

Standard Wald
Estimate Error Chi-SquarePr > ChiSq

Intercept 0.9483 0.2562 13.6977 0.0002
Clothes/Equip. -0.1461 0.00495 872.7623 <.0001
Emp. Incentives -0.51 0.0118 1858.038 <.0001
Fares/Petrol 0.0302 0.00564 28.751 <.0001
Interpreter 0.7154 0.0167 1834.034 <.0001
JNM Contacts 0.0368 0.00627 34.4346 <.0001
JNM Transport 0.3323 0.0162 420.4056 <.0001
JS Incentive -0.3284 0.0123 717.7402 <.0001
Other 0.089 0.00678 172.6102 <.0001
Prof. Services 0.1587 0.00546 845.8255 <.0001
Relocation -0.1808 0.0302 35.7362 <.0001
Self Emp. -0.3065 0.02 234.1097 <.0001
Training 0.1904 0.0055 1199.68 <.0001
Transport 0.0764 0.00717 113.6471 <.0001
CALD -0.0762 0.00545 195.5671 <.0001
Age 0.00339 0.000919 13.6296 0.0002
Age squared 0.000131 0.000013 104.9263 <.0001
Male -0.1057 0.00362 854.0905 <.0001
Local UE rate 0.019 0.000612 966.3216 <.0001
Emp Growth 0.00131 0.000278 22.2037 <.0001
Agriculture, Forestry and Fishing -0.0184 0.00259 50.4338 <.0001
Mining -0.0232 0.00326 50.724 <.0001
Manufacturing -0.00723 0.00265 7.4286 0.0064
Electricity, Gas and Water Supply -0.00258 0.00431 0.3573 0.55
Construction -0.0373 0.00294 160.4964 <.0001
Wholesale Trade 0.00923 0.00348 7.0243 0.008
Retail Trade -0.0272 0.00281 93.4202 <.0001
Accommodation, Cafes and Restaurants 0.012 0.00345 12.0577 0.0005
Transport and Storage -0.0256 0.00293 76.0931 <.0001
Communication Services 0.00162 0.00442 0.1351 0.7132
Finance and Insurance 0.0274 0.00363 56.9758 <.0001
Property and Business Services -0.0332 0.00274 146.8633 <.0001
Government Administration and Defence -0.00778 0.00298 6.8062 0.0091
Education -0.0548 0.00308 317.284 <.0001
Health and Community Services 0.0187 0.00315 35.2957 <.0001
Cultural and Recreational Services -0.0248 0.00327 57.5141 <.0001
Indigenous 0.2861 0.00614 2171.954 <.0001
Disabled 0.6805 0.00449 22945.83 <.0001
<Year 10 0.6792 0.00586 13443.2 <.0001
Year 10 0.4082 0.00489 6959.711 <.0001
TAFE 0.3759 0.00528 5060.357 <.0001
Degree 0.0905 0.00799 128.3005 <.0001
Metro -0.2953 0.00666 1965.959 <.0001  

Note: Negative coefficients indicated a higher probability of gaining an outcome.  Base type of assistance is Workplace Licensing. 
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Targeting of assistance 
 
Analysis of variation in the type of assistance provided by jobseeker characteristics indicates that 
there appears to be only limited targeting of the type of Jobseeker Account expenditure. 
 
As noted above, the Job Seeker Account is intended as a flexible funding pool to be tailored to 
the identified needs and labour market opportunities of individual job seekers.  Reflecting this, 
use of the Job Seeker Account is not determined by pre-set categories, that is, it is not based on 
job seekers’ income support type, membership of a particular target group, or unemployment 
duration.  Rather, Job Network members in operating the Job Seeker Account seek to overcome 
individual barriers and best capitalise on labour market opportunities so as to maximise job 
results for their job seekers. 
 
Job Network members’ success in using the Job Seeker Account and other service strategies to 
maximise job results for their job seekers flows on to measured performance under the Star 
Rating system and, in turn, to progressive adjustments to contracted business levels.  As noted in 
the discussion of regression analysis, the Star Ratings methodology rewards Job Network 
members whose strategies, overall, deliver the best results for more disadvantaged job seekers.  
While there is little evidence of targeting of Job Seeker Account expenditure by job seeker 
characteristic, this needs to be considered in the context of the significant improvements in job 
outcomes rates achieved by Job Network, including for disadvantaged groups. 
 
Analysis indicated that the mix of assistance provided under the Job Seeker Account to the very 
long term unemployed, for example, was almost identical to that provided to the short term 
unemployed (Figure 2.3).  Similarly, the mix provided to Disability Support Pension (DSP) and 
sole parent pensioners was similar to that provided to unemployment benefit recipients (Figure 
2.4).  The greatest variation appeared to reflect differences in educational attainment with those 
with degrees more likely to have been given training courses (see Appendix B).   
 
Figure 2.3 

Jobseeker Account service offer by duration 
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Figure 2.4 
Expenditure on pensioners 
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These results nonetheless point to opportunities for future improvement (as was reported to Job 
Network providers in the Best Practice study).  There is scope, for example, for Job Network 
members to use the research findings to capitalise on differences in outcomes levels associated 
with different types of assistance for different job seekers.  Table 2.2 and Appendix B show, for 
example, that employer incentives are most effective for the very long term unemployed together 
with clothes and equipment, additional contacts and reverse marketing (professional services).  
Yet those unemployed for 5 years or more achieved only a 16.5 per cent outcomes level when 
given training, while the short term unemployed achieve around 47 per cent.  Similarly, 
employer incentives were shown to be almost as effective for the short term unemployed when 
they were quite modest (under $1,000 and as low as $150 given when a placement occurs).  This 
suggests there is scope for providers to improve the allocation of assistance.  For example, it 
might be possible to produce a suggestive allocation tools similar to the Job Seeker 
Classification Instrument (JSCI), to focus on the most effective forms of assistance for each 
client. 
 
Table 2.2 

Off benefit outcomes by expenditure and duration (%) 
Emp Incentives 

(large)
Emp Incentives 

(small) Training
Clothes/ 

equip
JNM 

contacts
Duration on benefits 
(month)
0-11 69.8 61.7 46.8 55.3 52.5
12-23 67.6 55.0 34.8 46.2 41.9
24-35 65.2 52.6 30.3 41.7 36.7
36-47 59.9 48.6 25.8 37.9 32.5
48-59 58.5 45.1 22.8 33.5 30.8
60+ 57.9 41.0 16.5 28.4 22.8  
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Job seeker perceptions of assistance 
 
Prior to its introduction, one concern regarding the use of the Jobseeker Account was that the 
‘squeaky wheels’ would get assistance ahead of those job seekers most likely to benefit from the 
Jobseeker Account.  The survey of job seekers found that around a quarter of the job seekers 
assisted by the Jobseeker Account had indeed requested that assistance.  It is not possible, 
however, to determine from the survey whether Job Network members would have provided this 
assistance anyway and without the request, nor how often Job Network members refused 
requests for assistance.  The qualitative interviews with providers, however, suggest that 
providers indeed often refused the jobseekers’ requests if they did not believe that the assistance 
was appropriate, especially where the request was based on another jobseeker receiving similar 
assistance. 
 
More than half of the respondents to the job seeker survey who had been employed in the six 
months prior to being surveyed and had received assistance from the Jobseeker Account believed 
that the assistance had contributed to them finding work.  Not surprisingly, job seekers who had 
been funded for licenses or certificates or been provided with special clothing or equipment were 
more likely to believe that assistance had contributed to them finding work (69%). 
 
For respondents who were not employed in the previous six months, 60 per cent believed that the 
assistance provided would help them find employment in the near future. 



Jobseeker Account Evaluation Report 

 31 

3. Training 
 
As training comprises around a quarter of Jobseeker Account spending it is particularly 
important to examine the types of training delivered and their effectiveness.  This section 
examines the types of training provided and their associated outcomes.  The analysis is based on 
DEWR administrative data and covers the period March 2004 – July 2005.  A sample of just 
over 14,000 training courses funded by the Jobseeker Account have been classified under the 
following 17 categories4: 
 
• Job Search Skills 
• Hospitality 
• Information Technology 
• Construction 
• Warehouse and Storage 
• First Aid 
• Office and Administration 
• Occupational Health and Safety (OH&S) 
• Health and Community Services 
• Transport 
• Retail 
• Security 
• Hair, Beauty and Massage 
• Basic Education 
• English as a Second Language (ESL) 
• Environment, Science and Agriculture 
• Other 
 
In considering the types of training delivered under the Jobseeker Account, it is important to 
remember that most training was aimed at those with high levels of disadvantage, with 80 per 
cent of those receiving training being long term unemployed. 
 

Types of training  
 
Training courses aimed at providing job seekers with Job Search Skills were the most common 
type of training provided with just under 30% of courses, followed by Hospitality, IT, OH&S 
and First Aid (Figure 3.1).  Courses such as Health & Community Services and Construction 
were provided much less often.  Hair, Beauty & Massage, Environment, Science & Agriculture 
and English as a Second Language (ESL) all had relatively low levels of usage. 
 

                                                 
4 Some examples of courses coded under each category can be found at Appendix A 
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Figure 3.1 
Participation by Course Type 
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Course types exhibit substantial variation in average unit costs.  Figure 3.2 shows that courses 
such as OH&S, First Aid and ESL averaged under $200 per placement, while Hair, Beauty & 
Massage averaged around $800 per placement and Health & Community Services also had a 
high average placement cost of around $640.  On the whole, however, average unit costs were 
quite low, with placements costing around $350. 
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Figure 3.2 
JSKA Expenditure per Course by Type of Training (Average $ per course) 
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The majority of courses were short, with 34% being for 1 day and 72% being for two weeks or 
less (Figure 3.3).  Only 1% of courses were a year or more in length. 
 
Figure 3.3 

Course Length 
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Areas of training which had a relatively high number of longer duration courses were English as 
a Second Language, Health & Community Services, Hair, Beauty & Massage and Basic 
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Education (Figure 3.4).  This may partially explain why courses such as Health & Community 
Services are relatively expensive in terms of average cost per placement.  Similarly, the 
relatively short length of Occupational Health and Safety and First Aid courses may explain their 
low average unit costs.  While there is some correlation between the cost and length of courses, 
there are many cases where it is not the length of the course which determines how much 
expenditure is required.  ESL had the highest proportion of courses which were 29 days or longer 
and yet has quite a low average cost per placement of around $210.  In this case it is likely that 
the Jobseeker Account is being used to fund items such as textbooks and equipment rather than 
the actual training course which may be offered without cost to the job seeker by other state or 
federal government programs.  Security and Construction courses have quite a high average unit 
cost of around $540 but relatively few have a length of 29 days or more.  This can perhaps be 
explained by the large amount of equipment, supplies and/or licences required to undertake such 
training.  Security related courses were more likely to have medium length durations with 75% 
of courses between 3 and 28 days long. 
 
Figure 3.4 

Course Length by Type of Training 
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Patterns of participation changed slightly over the year to end June 2005 with relatively more job 
seekers participating in Job Specific courses and fewer in courses aimed at providing Job Search 
Skills (Figure 3.5).  Job Specific courses include those undertaken in Hospitality, IT, 
Construction and Office & Administration related areas. 
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Figure 3.5: Participation by Course Type Overtime 
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Since March 2004 average course costs have fallen steadily with a higher proportion of courses 
costing less than $200 and fewer costing in excess of $500 (Figure 3.6).  In July 2005, 60% of 
courses undertaken cost less than $200 as compared to 40% of courses in March 2004. 
 
Figure 3.6: Course Expenditure Over Time ($ per course) 
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Alongside the fall in expenditure there has been a fall in the average duration of courses.  Of 
those courses commencing in March 2004, 23% were for 1 day compared to 43% of courses 
commenced in July 2005 (Figure 3.7).  
 
Figure 3.7: Course length over time  
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Figure 3.8 depicts Star Ratings of the provider by course type.  Five star providers had 
proportionally fewer job seekers participating in Job Specific training courses and more 
participating in Job Search Skills courses.  The difference is, however, quite small.  So while off-
benefits vary according to course type, there is no observable impact on provider performance.  
We have seen elsewhere, at Figure 2.1, that, overall, higher performing providers used training 
less often. 
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Figure 3.8 
Course Types by Star Rating of JN Provider 
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Demographic Breakdowns 
 
Overall, most of those who received training under the Jobseeker Account were Long Term 
Unemployed5 (LTU) with only 20% unemployed for less than a year. 
 
Little variation was apparent in the types of courses undertaken by clients with various durations 
of unemployment (Figure 3.9).  Around 10 percentage points of difference was evident in the 
proportion of participants who were LTU in Hair, Beauty & Massage (lowest proportion of 
LTU) and Other (highest proportion of LTU).  More variation was seen when looking at the 
Very Long Term Unemployed (VLTU).  Sixty per cent of job seekers who participated in a Hair, 
Beauty & Massage course were VLTU as compared to 77% of those who participated in an 
‘Other’ course.   
 

                                                 
5 LTU covers those job seekers who were on income support for more than 12 months at commencement of the 
course. 
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Figure 3.9 
Course Types by Unemployment Duration 
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Significant variation is apparent when course types are broken down by gender (Figure 3.10).  
Not surprisingly, course types such as Hair, Beauty & Massage have a very low proportion of 
male participants while course types such as Construction, OH&S and Transport have higher 
proportions of male participants.  OH&S courses typically involve areas such as Chemical use, 
Farming, Electrical and Construction safety courses which generally attract more males.  Overall 
more males (56%) than females participate in training, consistent with participation in other Job 
Network services. 
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Figure 3.10 
Course type by Gender 
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The types of courses undertaken also vary by the age of the Job Seeker (Figure 3.11).  Hair, 
Beauty & Massage had the highest proportion of young job seekers with 37% of participants 
aged 20 years or less.  Most participants undertaking ESL and IT courses were aged 35 or more.  
Areas such as Hair, Beauty & Massage, Hospitality and Retail are likely to attract and take on 
younger job seekers. 
 
Figure 3.11: Course Types by Age (years) 
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The type of training varies by Job Seeker education levels with relatively more highly educated 
job seekers participating in courses such as Office & Administration, Health & Community 
Services, and Security (Figure 3.12).  For ESL on the other hand, 32% of participants had less 
than a year 10 education.  
 
Figure 3.12 

Course Types by Educational Attainment 
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As is to be expected, ESL courses had the highest proportion of Culturally and Linguistically 
Diverse (CALD) participants with only 28% of participants born in an English speaking country.  
Apart from ESL, Security had the highest level of CALD participation at 22% of participants 
(Figure 3.13).  OH&S has the lowest level of CALD participation at just over 5% of participants.  
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Figure 3.13 
Course Types by CALD* 
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*Excludes ESL courses  
 
While indigenous clients were substantially less likely to receive training under the Jobseeker 
Account than other jobseekers, this was largely due to the funding of training under Training 
Accounts for indigenous jobseekers.  Otherwise, Indigenous jobseekers received roughly the 
same distribution of assistance as other jobseekers. 
 
Outcomes 
 
To measure how well Jobseeker Account training courses are performing, outcomes are 
considered in terms of 6 month off-benefit outcomes (Figure 3.14).  Six months after completion, 
courses in Security based training have the highest off-benefit rate of 47%.  Warehouse & 
Storage courses have the second highest 6 month off-benefit outcomes level of around 44%, 
similar to First Aid courses.  On the other hand, IT and Job Search Skills courses had relatively 
low levels of off-benefit outcomes with only around 33% of participants off income support 6 
months after completing the training course.  These results suggest that Security, Warehouse & 
Storage and First Aid courses may be the most useful in getting job seekers off-benefits, 
although care must be taken as these courses may be provided to those who already have a job 
offer. 
 
As noted above, Job Search Skill courses are used often and were associated with high Star 
Ratings performance.  While six months off-benefit outcomes were relatively low, this may 
reflect the fact that Job Search Skills courses may be being used to generate compliance effects 
by forcing job seekers to attend who previously may not have been actively participating in job 
search, or by forcing employed job seekers to declare their employment.   
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Figure 3.14 
Six Month Off-benefit Outcomes6 
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Long term outcomes 
 
Figure 3.15 shows that around 3 months after the training course, some 24 per cent of jobseekers 
were off benefits.  Of these over 60 per cent remained off benefits for the next 21 months.  For 
the 76 per cent of training course recipients who were on benefit 3 months following the course, 
many subsequently found work.   
 

                                                 
6 Some course types such as Hair , Beauty & Massage cannot be reported here as there are too few observations. 
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Figure 3.15 
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4. Wage subsidies 
 
Wage subsidies are a key and growing element of the Jobseeker Account.  This is consistent with 
longstanding research showing that wage subsidies can be very effective.  For example: 
 

• A 1997 DEWR study of JobStart showed an employment net impact of around 28 
percentage points, with wage subsidy participants gaining over twice the outcomes 
achieved by a control group.  A limitation of this study was the use of unemployment 
benefit recipients in the control group.  The use of such a control group ignores the 
selectiveness of the wage subsidy group in that wage subsidy participants had to find an 
employer willing to take them.  Under JobStart, the optimal length of wage subsidies was 
found be up to 26 weeks.  Longer subsidy period generally did not help. 

 
• The Indigenous Employment Programme Evaluation Stage 2 (DEWR, 2003) showed that 

Wage Assistance achieved a net impact of 11 percentage points or a 28.2 per cent 
improvement in employment levels.  This study, while focusing on Indigenous Australian 
job seekers, used a control group that was 90 per cent Indigenous people placed in non-
subsidised jobs under Job Placement and 10 per cent Indigenous unemployment benefit 
recipients. 

 
• Previous international evaluations have also reported good results from targeted wage 

subsidies, for example, 2001 OECD Grubb, D. What works and for whom.  
 
Two key issues in their use have, however, emerged from past evaluation findings: 
 

• Wage subsidies need to be highly targeted to avoid deadweight losses as employers 
demand subsidies for people they would have hired anyway; and 

• Subsidies need to be linked to a real job with the employer paying a significant portion of 
the wage. 

 
The New Work Opportunities program (1994-1998), for example, effectively provided a 100% 
subsidy in a job creation scheme. This program was very expensive (around $143,000 per net 
impact outcome) and very ineffective.  Under Jobstart (1985-1998) only 50 per cent of people 
stayed with the placement employer, meaning half were terminated prior to or at the end of the 
subsidy.  If high subsidies (over 50 per cent of the raw wage) are to be used they need to be 
phased out over the subsidy period.  Subsidy periods should be relatively short, generally no 
longer than 13 or 26 weeks. 
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Wage subsidies currently account for around 30 per cent of Jobseeker Account expenditure and, 
as noted above, their use has expanded over time. Between July 2003 and July 2006 some 
152,700 payments were made in respect of around 71,500 jobseekers.  Incentives tend to be in 
two categories, either small payments made at the time a jobseeker starts work, or a larger 
payment when a 13 week outcome is achieved.  A small proportion of wage subsidies are paid 
on a weekly basis.  Figure 4.1 provides a breakdown of the size of subsidies provided to 
individual jobseekers.  
 
Figure 4.1 

Wage subsidies 
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Links with Star Ratings 
 
As noted earlier, there is a strong link between the use of wage subsidies and Star Ratings.  
Figure 4.2 shows that 4 and 5 star providers spent a considerably higher proportion of their 
Jobseeker Account funding on wage subsidies. 
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Figure 4.2 
Wage subsidies and stars 
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Wage subsidies are provided across a wide range of industries and occupations.  They are over-
represented in the Manufacturing and Retail Trade industries (Table 4.1), and are under-
represented in property and business services.  A substantial proportion of subsidies go to 
labourers and related workers (Figure 4.3), matching the general share of such jobs found by Job 
Network members. 
 
Table 4.1 

Wage subsidies and industry 
Wage subsidies All jobs

Agriculture, Forestry and Fishing 5.6 8.4
Mining 0.5 0.6
Manufacturing 21.5 17.3
Electricity, Gas and Water Supply 0.2 0.2
Construction 9.5 7.5
Wholesale Trade 5.3 3.8
Retail Trade 15.1 13.2
Accommodation, Cafes and Restaurants 8.5 7.9
Transport and Storage 3.6 3.8
Communication Services 0.9 1.2
Finance and Insurance 0.5 0.8
Property and Business Services 14.6 21.4
Government Administration and Defence 1.0 1.1
Education 1.5 1.8
Health and Community Services 4.9 4.5
Cultural and Recreational Services 1.5 1.6
Personal and Other Services 5.2 4.9

Wage subsidies All jobs
Agriculture, Forestry and Fishing 5.6 8.4
Mining 0.5 0.6
Manufacturing 21.5 17.3
Electricity, Gas and Water Supply 0.2 0.2
Construction 9.5 7.5
Wholesale Trade 5.3 3.8
Retail Trade 15.1 13.2
Accommodation, Cafes and Restaurants 8.5 7.9
Transport and Storage 3.6 3.8
Communication Services 0.9 1.2
Finance and Insurance 0.5 0.8
Property and Business Services 14.6 21.4
Government Administration and Defence 1.0 1.1
Education 1.5 1.8
Health and Community Services 4.9 4.5
Cultural and Recreational Services 1.5 1.6
Personal and Other Services 5.2 4.9  
All jobs relates to those recoded on EA3000. 
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Figure 4.3 
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Table 4.2 

Wage subsidies and occupation 
Wage subsidies All jobs

Managers and Administrators 1.3 1.6
Professionals 2.5 4.1
Associate Professionals 5.6 5.4
Tradespersons and Related Workers 11.8 9.1
Advanced Clerical and Service 0.6 0.6
Intermediate Clerical, Sales and Service 13.0 13.2
Intermediate Production and Transport 10.9 11.0
Elementary Clerical, Sales and Service 11.3 11.7
Labourers and Related Workers 43.0 43.3

Wage subsidies All jobs
Managers and Administrators 1.3 1.6
Professionals 2.5 4.1
Associate Professionals 5.6 5.4
Tradespersons and Related Workers 11.8 9.1
Advanced Clerical and Service 0.6 0.6
Intermediate Clerical, Sales and Service 13.0 13.2
Intermediate Production and Transport 10.9 11.0
Elementary Clerical, Sales and Service 11.3 11.7
Labourers and Related Workers 43.0 43.3  
All jobs relates to those recoded on EA3000. 
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As expected, the size of the subsidy varied with occupation, with higher subsidies most likely to 
go to higher skilled jobs (Figure 4.4).  This suggests that providers are able to balance the need 
to place large numbers of jobseekers into work while being selective about providing the largest 
wage subsidies for cases where is it needed. 
 
Figure 4.4 

Wage subsidies by occupation 
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All JP jobs relate to all job placements under the Job Network, not just those which were subsidised. 
 
Job Network members are able to pay subsidies both for vacancies they source themselves and 
those where the jobseeker finds the job.  Figure 4.5 shows that around 70 per cent of wage 
subsidy vacancies were found by the Job Network member while 30 per cent were found by the 
jobseeker, and that the proportion did not vary much by the value of the subsidy. 
 
Figure 4.5 

Source of Vacancy 
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Sustainability 
 
Previous research has shown that wage subsidies can have 2 main benefits: 
 

• They may lead to an increase in the number of people who get jobs; and 
• They may lead to an increase in the sustainability of jobs. 

 
Previous studies of JobStart and IEP-Wage Assistance have shown that around 70-90 per cent of 
employers report they would have hired the same person with or without the subsidy.  Some care 
should be taken with these results as they are based on employer interviews and employers may, 
ex-poste, rationalise their decision to hire successful staff as independent of the subsidy.  On the 
other hand Job Network members are more likely to try to minimise deadweight loss given the 
performance framework under which they operate.   
 
In contrast to the difficulties in obtaining data on whether a subsidy played a role in the decision 
to hire a particular person, measuring the sustainability of wage subsidies is somewhat more 
straightforward.  As such, the current analysis does not consider the issue of deadweight loss but 
rather examines the sustainability of Jobseeker Account wage subsidy jobs. 
 
The results have shown that wage subsidies produce sustainable jobs.  The 12 month off-benefit 
outcomes rate for wage subsidies was found to be 59.2 per cent while the 24 month off-benefit 
outcome rate was 71.1 per cent.  Table 4.3 reveals how sustainability varied with the size of the 
subsidy, with larger subsidies achieving slightly higher sustainability levels. 
 
Table 4.3 

Outcomes by size of subsidy 

 
12 month off-benefit 

outcomes (%) 
24 month off-benefit 

outcomes (%) 
Subsidy amount ($)   
0-299 53.0 61.0 
300-999 52.3 61.6 
1000-1999 60.5 69.8 
2000-2999 64.4 77.5 
3000+ 58.5 76.0 

 
 
Figure 4.6 shows that around 3 months after the subsidy period, some 56 per cent of jobseekers 
were off benefits.  Of these over two thirds remained off benefits for the next 21 months.  For the 
44 per cent of wage subsidy recipients who were on benefit at 3 months following the subsidy 
period, many subsequently found work. 
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Figure 4.6 
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Regression analysis 
 
Regression analysis was employed to determine whether the sustainability of wage subsidy 
outcomes was better than that for Job Placement jobs in general.  The regression controlled for 
factors such as age, gender, education level, duration on benefits, local economic conditions, 
disabilities and Indigenous status.  The results show that wage subsidies of $1,000 or more were 
associated with sustainability levels some 5 percentage points higher at 12 months than job 
placements in general.  Subsidies of $999 or less, which made up only 28% of wage subsidies 
and 5% of total Jobseeker Account wage subsidy expenditure, were associated with jobs that 
were actually less sustainable than job placement jobs in general by 5 percentage points. 
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5. Other forms of assistance - clothes and equipment, fares and petrol, and reverse 
marketing 
 
This section covers the main forms of assistance provided under the Jobseeker Account other 
than training and wage subsidies.  The items examined in this section include clothes and 
equipment, fares and petrol and reverse marketing. 
 
Figure 5.1 shows that the provision of clothes and equipment was consistent with good outcomes 
levels at 3 months, and that such outcomes were sustained in the long term.  It is possible that 
clothes and equipment are provided to jobseekers after they receive job offers in some cases, so 
the higher than average outcomes levels could reflect inherent selection biases.  Equally, the 
ability to receive this assistance may indeed be critical to the job seekers’ success in securing the 
job offer available to them.   
 
Figure 5.1 
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Fares and petrol assistance (Figure 5.2) also lead to reasonable results with 32 per cent off 
benefits at 3 months and good sustainability levels.  Around 60 per cent were not off benefit at 
the 3 month mark, suggesting that some assistance may have been given to those with limited 
employment prospects.  Significantly, the use of this form of assistance has dropped substantially 
over time. 
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Figure 5.2 
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Reverse marketing 
 
Reverse marketing activities comprised around 5 per cent of overall Jobseeker Account 
expenditure, with 107,165 job seekers receiving on average 3 reverse marketing interventions at 
an average cost of $129. 
 
Discussion with Job Network site managers indicate that reverse marketing has been delivered in 
a variety of ways.  Strategies ranged from allocating a small caseload to a reverse marketer and 
turning over the case load every fortnight, to placing clients on the reverse marketer’s caseload 
until they found work.  Caseloads varied markedly in size.  Some providers used the definition of 
reverse marketing loosely with some even calling any individual job search activity, reverse 
marketing.  Most JNMs charged around $100 an hour for reverse marketing activities.   
 
Figure 5.3 suggests that outcomes from reverse marketing overall are moderate.  As with wage 
subsidies if reverse marketing is to be effective its impact would be expected to be seen quite 
quickly following assistance.  Unlike training, reverse marketing is unlikely to lead to increased 
employability for clients who do not become employed while being assisted directly by the 
reverse marketer.  The low short term outcomes and higher longer term outcomes of reverse 
marketing clients suggest that the reverse marketing caseload was relatively less disadvantaged 
than average and that reverse marketing was of limited value in helping them find work in the 
short term. 
 
Overall, while reverse marketing was found to be a moderately effective strategy, it was not as 
effective as other strategies, so a careful balance is needed to ensure that outcomes remain the 
key focus.  Reverse marketers tended to work with fairly employable job seekers while more 
difficult members of the caseload were often kept off the reverse marketing caseload, meaning 
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that these job seekers, who could potentially benefit the most, often received less access to 
vacancies. 
 
It is often not understood that Star Ratings measures the difference between expected outcomes 
levels and actual outcome levels.  The effect of this is that it is more advantageous to place a 
very disadvantaged job seeker into work than a less disadvantaged job seeker because the 
difference between expected and actual outcome is lower where the expected outcome rate is 
higher.  This suggests that placing the most disadvantaged job seeker possible into any vacancy 
if often an optimal strategy, while reverse marketing basically works the other way around, 
maximising outcomes for the most job ready within the caseload.  Not surprisingly, these job 
seekers are the most likely to find their own jobs, and if they don't, issues such as motivation are 
likely to be significant.  In this sense, reverse marketing must be very carefully targeted to ensure 
that it does not cannibalise vacancies that could be used for the most disadvantaged job seekers.  
This is consistent with earlier research that showed that the net impact from programs such as 
Intensive Assistance were highest for the most disadvantaged job seekers.  In simple terms this 
means that while the least disadvantaged clients achieved higher raw outcomes levels the largest 
improvements in outcomes were seen for the most disadvantaged job seekers. 
 
Figure 5.3 
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6. Related entity transactions 
 
Related entity transactions occur where a provider buys assistance delivered by itself or a related 
entity.  This may be because the JN provides relevant goods or services, such as Job Network 
members which are also Registered Training Organisations, or under the provisions of the 
Employment Services Contract which permit Job Network members to obtain reimbursement 
from Jobseeker Account for services over and above those covered in the contract price (for 
example, costs of transport to visit isolated job seekers or communities, where these are not 
covered in the mandatory contract services and related pricing).  
 
In principle there is no problem with related entity transactions.  They may actually lead to better 
outcomes if they enable more tailored assistance, either in content or timing, to be delivered.  
Related entity transactions typically occur in relation to JNM transport, JNM contacts, 
professional services, training and Other categories.  Such transactions are generally not possible 
for transactions such as wage subsidies, fares, petrol and relocation assistance.   
 
As part of the ongoing risk management framework applying to the Job Network, the department 
routinely monitors Job Network members related expenditure Jobseeker Account usage.  This is 
to ensure that providers use Jobseeker Account funds in accordance with the contract 
requirements, and so not, for example, seek to channel funds into their own organisation by 
providing in-house training or additional contacts that jobseekers may not require.  This study 
also considered related entity transactions from this perspective. 
 
Figure 6.1 shows that most providers used only a small proportion of related entity transactions. 
 
Figure 6.1 
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In total, around 25 per cent of Jobseeker Account expenditure is allocated to related entity 
transactions.  Figure 6.2 shows that most related entity expenditure consisted of training, 
professional services (including reverse marketing) and additional jobseeker contacts.  The 
remainder consisted of JNM transport and other transaction types. 
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Figure 6.2 
Related entity expenditure 

Training
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services
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For professional services related entity transactions were largely accounted for by reverse 
marketing.  Professional services also covered assistance from in-house allied health 
professionals or counselling services for job seekers with more complex barriers such as mental 
health barriers, or drug or alcohol abuse. 
 
For training a more complex picture emerged.  In contrast to most other forms of assistance 
which are either largely all delivered in-house (eg reverse marketing, additional contracts) or  
entirely by non related entities (wage subsidies, fares, petrol, clothes etc), training can be 
delivered either in house or by unrelated providers or a mix of both, depending on the training 
interventions sought for individual job seekers.  Around 40 per cent of training appears to be 
delivered by related entities.  This may, in part, also reflect that many organisations delivering 
Job Network services have a background in the community services or training sector and many 
hold credentials as Registered Training Organisations.  Since training accounted for the largest 
proportion of related entity Jobseeker Account transactions the study looked, in particular, at the 
types of clients assisted, the types of training delivered, course costs and length and outcomes. 
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Figure 6.3 shows that there was no difference in the demographics of clients assisted in related 
entity and other training courses. 
 
Figure 6.3 

Training courses : related entity 
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The use of related entity training did, however, vary by the type of training delivered (figure 
6.4).  Over 80 per cent of job search courses were in-house, while around 70 per cent of 
presentation courses were in house.  In contrast, almost all security courses were delivered by 
unrelated entities. 
 
Figure 6.4 
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There were only modest differences between related entity and other courses in terms of the 
length and cost of the training (Table 6.1). 
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Table 6.1 

Average cost Average length
($) (days)

Other 243 3.7
Related entity 240 3.5

Training course – average cost and length*

*  For courses <= 30 days  
 
The real test of the appropriateness of related entity transactions is their cost-effectiveness.  
While outcomes do not directly measure effectiveness, related entity courses appear to achieve 
somewhat lower outcomes.  Figure 6.5 shows that outcomes are around 5 percentage points 
lower at both 3 and 6 months after assistance.  This difference could not be explained by client 
demographics as the difference in outcomes was similar across most groups (Figure 6.6).  The 
difference is largely explained, however, by the differences in the types of courses purchased 
from related entities and non-related sources.  Job Network members purchased more job search 
training from in-house rather than external providers and, as noted earlier, job search type 
courses achieve lower outcomes, possibly because they are used to deliver compliance outcomes 
as well as improved jobseeker skills.  
 
Figure 6.5 
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Figure 6.6 
3 month off-benefit outcomes 
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The use of related entity transactions does not appear to influence a provider’s Star Rating 
(Figure 6.7), showing that the use of related entity transactions does not affect performance.  
Low performing 1 Star providers were somewhat more likely to use related entity training.  For 
Job Network members at all other Star Rating levels, related entity usage levels were similar.  
 
Figure 6.7 
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Overall, the study concluded that there is no reason to believe the current use of related entity 
expenditure is not appropriate. 
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7. Qualitative research  
 
Around 50 case studies covering the Jobseeker Account were conducted including for both the 
Jobseeker Account study and the Job Network Best Practice study. 
 
Overall view of the Jobseeker Account 
 
Job Network member staff generally thought the Jobseeker Account was an improvement on the 
previous model in that they no longer felt “guilty” or constrained about spending even quite 
small amounts of money on jobseekers because the funds no longer came directly from the 
organisation’s bottom line.  Most, however, also commented on the high levels of administration 
involved. 
 
Focus on jobs 
 
A key aspect of high performers was a strong focus on jobs, reflecting the fact that Star Ratings 
rewards providers for placing clients into work.  While servicing job seeker and employer needs 
is important, the key focus for high performers was to view job seekers and employers as inputs 
to the ultimate goal of producing job outcomes.  The Jobseeker Account was used within that 
framework, rather than as a tool to make unemployment a more comfortable lifestyle choice or 
to deal with demanding jobseekers.  
 
In high performing sites all staff were focused on finding jobs.  Employment consultants had a 
skill set that, while enabling them to show empathy with job seekers and identify barriers, still 
had a strong focus on finding jobs.  Such consultants dealt with employers on a daily or weekly 
basis, and worked closely with Business Development Officers (BDOs), regularly meeting to 
discuss how to place clients into work, including but certainly not limited to, Jobseeker Account 
spending decisions. 
 
Use of Complementary Services 
 
High performing providers often did not see themselves as providing an holistic range of 
services to job seekers, quickly referring clients on to complementary services where necessary.  
Many personal issues were best dealt with by relevant professionals paid to deliver suitable 
services and this enabled the development of a professional relationship between the consultant 
and the job seeker.  This allowed providers to: 

• focus on ‘getting a job’, rather than being distracted by other personal needs of clients; 
• describe participation reports as necessary to encourage a faster transition into 

employment and as such, a contractual requirement; 
• stop consultants from burning out or spending excessive time with a few high need job 

seekers; 
• stop some individuals dominating group sessions; and 
• deal sensitively with issues such as personal hygiene and dress standards.  

 
Such an approach meant that the Jobseeker Account was often not the first choice for helping 
clients with more complex needs where alternate professional services existed outside the 
organisation. 
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Key Performance Indicators  
 
Jobseeker Account expenditure exists within the framework of the Job Network, and can be seen 
as a tool to help providers achieve their overall performance objectives.  Successful providers 
were very focused on overall Job Network KPIs such as interim outcomes which were aligned 
heavily with Star Ratings.  The Jobseeker Account was utilised as a key element of that focus.   
 
Providers kept a strong focus on exactly where they were in terms of performance against the 
KPIs and set individual and team targets that related strictly to numerical performance against 
the KPIs.  For example, successful providers were very clear on the higher weighting provided in 
Star Ratings for assisting the long term unemployed into jobs that qualified for interim outcomes.  
Job placement and intermediate outcomes were still seen as valuable in terms of building on the 
results achieved against interim outcomes, but performance with the long term unemployed and 
highly disadvantaged clients was paramount.  Aside from individual targets for long term 
unemployed job placements and interim outcomes, common measures included large white 
boards tracking the status of cohorts of job seekers, computer systems that tracked outcomes 
status and daily or weekly meetings that covered numerical performance targets. 
 
On occasions the focus on outcomes produced seemingly counter-intuitive results.  In several 
cases providers had stopped dealing with large labour hire companies which, while providing 
many vacancies, usually did not achieve many long term jobs.  Providers were willing to forgo 
the Job Placement fees in order to focus on long term jobs that could achieve interim outcomes.  
In some cases this attitude extended to Job Placement Licence Only (JPLO) organisations, with 
most providers making little effort to seek out such vacancies. 
 
For the Jobseeker Account this meant that staff were very focused on linking larger amounts of 
expenditure to either outcomes or improved job prospects.  An example of this is the relatively 
small amounts spent on individual training courses as compared to the larger amounts available 
for individual wage subsidies (on average 10 times as much). 
 
Autonomy 
 
Most providers adopted sensible strategies in terms of autonomy.  Individual staff made most 
operational decisions themselves, sometimes with approval from the site manager, even in large 
sites.  Poor expenditure decisions were seen as uncommon and quite often site managers had to 
encourage staff that amounts as low as $1,000 could still represent a valid expenditure where the 
job seeker was not guaranteed a job.  Staff appear in general to be quite conservative in terms of 
even relatively small amounts of spending. 
 
Significantly, high performers were more likely to approve spending of their own funds in 
addition to or in place of Jobseeker Account funds.  It is unclear, however, whether the higher 
income from outcomes fees allowed them to do this, or if the extra care inherent in providers 
spending their own cash was a factor.  As an example, a number of 5 star providers had 
relatively low levels of job seeker account spending, preferring instead to hold job seeker 
account funds in reserve for when they were needed.  These providers, however, generally 
reported high cash flow from outcome payments. 
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Rural/regional 
 
In terms of Jobseeker Account expenditure, rural and regional providers adopted similar 
strategies to metropolitan providers, with two general exceptions.  In small towns word of mouth 
about individual job seekers could be a quite influential and potentially negative, so vouching for 
such clients and providing limited subsidies or trial periods was a priority.  Transport costs were 
raised as an issue.  For remote clients successful providers actually went out and visited the job 
seekers, even at their homes, but realised the importance of bringing the client to the job rather 
than the job to the client.  
 
Private/community sector 
 
There appeared to be little difference in the use of the Jobseeker Account between private and 
community sector organisations, with for-profit private providers slightly more likely to use 
professional services and slightly less likely to use self employment assistance.  The research 
also found limited differences outside the use of the Jobseeker Account, with the exception of 
staff-to-caseload ratios which appeared to be higher in community sector organisations.  
Significantly, both types of providers generally adopted similar strategies, although the 
underlying motivation and rationale were sometimes different.  For instance, private providers 
were likely to focus on profitability as an end in itself, while community sector providers were 
likely to see profitability as a means to staying in business and potentially funding other services.   
 
Contacts, drop in 
 
High performers encouraged drop-in clients and frequently saw their clients much more 
regularly than stipulated by contractual requirements.  Job seekers were often able to see 
consultants for a few minutes at any time, even after hours.  Measures to attract drop-in clients 
included relaxation lounges, newspapers, tea, coffee and barbeque areas.  While these were not 
funded from the Jobseeker Account, additional contacts were sometimes charged to the account.  
On the other hand good providers took measures to discourage job seekers becoming dependent 
on particular staff or spending all their time at the site.  These included regularly changing 
consultants where attachment was becoming a problem. 
 
Service models 
 
The case studies found a range of approaches to delivering Jobseeker Account assistance and 
identified 4 core models of assistance delivery: 
 

• Employment focus 
− typically with a focus on wage subsidies. 

• Additional contact 
− typically using additional contacts 

• Professional assistance 
− With a strong focus on reverse marketing 

• Industry needs 
− With a focus on a range of assistance such as training 

 
Significantly, the case study analysis could not find performance differences between these 
strategies and found that all were valid if implemented well.  Other key findings of the case 
studies were that: 
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High performing sites use the Jobseeker Account in many different ways: 

• Combinations of assistance seem to work best; 
• Funding from the Jobseeker Account is not a “magic bullet” to fix the problems of job 

seekers; 
• High performers use the Jobseeker Account well because they use high quality internal 

management practices; and 
• Low performing JNMs need to look at their internal management if they wish to 

maximise opportunities provided by Jobseeker Account. 
 
High performing sites ensured all parts of their service work together:  

• Jobseeker Account adds value to other assistance provided under the contract;  
• Wage subsidies are accompanied by high quality pre- and post-placement support; 
• Work related training tied to employment in the region; 
• Hard-to help job seekers receive individualised services; 
• More placements and modest spending from the Jobseeker Account and improved 

outcomes go hand-in-hand; and 
• High performing organisations persist in repeatedly placing highly disadvantaged and 

long term unemployed job seekers. 
 
High performers spend modest amounts of the Jobseeker Account (at least $750) on a greater 
proportion of their caseload: 

• Money cannot be used to help other job seekers if excessive amounts are spent on some 
job seekers; 

• Avoid high spending on clients with few barriers; 
• Refer to complementary programmes if these are better for clients; 
• Low performers more likely to purchase assistance which is not directly linked to 

improving employability; 
• High performers more likely to purchase assistance because it is needed; 
• Mix of spending on job seeker groups- need to tailor assistance to individuals and OK to 

spend nothing on some; 
• Frequent and consistent contact with job seekers seems to work for the most 

disadvantaged; 
• Combinations of assistance often appear to be most effective; 
• Assistance should be focused on local employer needs; and 
• Assistance from the Jobseeker Account should be closely integrated with other assistance 

provided by Job Network members. 
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Conclusion 
 
The Jobseeker Account has been shown to be an effective tool in assisting jobseekers into work.  
In particular, it has been shown to contribute to the very strong overall performance of the Job 
Network.  Aside from a few months at the start of APM, spending has consistently been around 
$20 and 30 million a month which generally matches the amount credited in notional balances 
each month. 
 
Jobseeker Account spending was found to be focused on wage subsidies and training, with a 
move over time towards the more effective forms of assistance such as wage subsidies.   
 
Training assistance tended to be relatively inexpensive.  The average cost of training, for 
example, was just $287 a course.  In addition, the training was very targeted, with courses lasting 
a few weeks at most and most being for less than a week.  This practice has led to significant 
benefits as jobseekers have been able to maximise their job search activities while obtaining 
valuable skills and licences.  Previous training programs such as JobTrain and SkillShare were 
much longer and more expensive and achieved lower outcomes levels. 
 
Wage subsidies were found to be a very effective form of assistance with high outcomes.  
Significantly, while care was needed in their use to limit potential deadweight costs, higher 
performing providers spent a greater amount of their Jobseeker Account funding on wage 
subsidies. 
 
Overall, outcomes for Jobseeker Account assistance were high, with a significant proportion of 
those assisted leaving benefits.  This ranged from 59 per cent for wage subsidies at 3 months 
after assistance to 16.8 per cent for interpreter services.  Sustainability has also been achieved, 
with around 74 per cent of those who achieved 3 month outcomes remaining off benefit to 12 
months and 61 per cent remaining off benefits until at least 24 months. 
 
Providers have adopted a range of different strategies and practices in terms of the Jobseeker 
Account.  In particular, some delivered high numbers of wage subsidies, while others focused on 
training, additional contacts or professional services.  Wage subsidies have been shown to be the 
most effective form of assistance.  High performing providers were more likely to use them and, 
encouragingly, their use has been increasing over time.  Reverse marketing was found to be only 
a somewhat effective strategy with many elements of the Jobseeker Account apparently more 
useful in terms of improving jobseeker employment prospects. 
 
Providers appear to be using related entity Jobseeker Account transactions appropriately, with 
similar costs and little apparent wastage. 
 
Overall, the results show that the Jobseeker Account is performing strongly, and contributing to 
the growing outcomes levels achieved by the Job Network. 
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Appendix A:  Examples of Courses 
Job Search Skills: 

− Job Search skills training for CA 
− Mock interviews 
− Resume preparation 
− Motivational Workshops 
 

Hospitality: 
− Bar skills  
− Café operations 
− Food and beverage training 
− Responsible service of alcohol 

Information Technology: 
− Computer fundamentals 
− Excel 
− Internet and email 
− Microsoft office 
 

Construction: 
− Welding course 
− Bricklaying 
− Engineering 
− Woodwork 

Warehouse and Storage: 
− Fork lift course 
− Basic warehousing 
− Loader driver 
 

First Aid: 
− Basic first aid 
− Advanced first aid 
− CPR 

Office and Administration: 
− Accounting 
− Bookkeeping 
− Budgeting 
− Keyboarding skills 
− Mail-out 
 

Health and Community: 
− Childcare 
− Nursing 
− Aged care 
− Community services 

 

OH&S: 
− Manual handling 
− Green card certificate 
− Chemical users 

 

Transport: 
− Truck driving 
− Heavy vehicle 
− Drink driver education 
− Car licence 
 

Retail: 
− Customer service 
− Retail sales training 

Security: 
− Crowd control 
− Security and first aid 
 

Hair, Beauty and Massage: 
− Acrylic nails 
− Beauty therapy 
− Make up 
− Hairdressing 
− Waxing 

 

ESL: 
− English for employment 
− Literacy and numeracy 
 

 

Basic Education: 
− General education 
− Tertiary preparation 
− School certificate 
− Maths for living 

 

Environment, Science and Agriculture: 
− Horticulture 
− Forestry 
− Pruning 
− Animal care 

 
 

Appendix C 



Jobseeker Account Evaluation Report 

 65 

Appendix B 
Share of Jobseeker Account expenditure
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Gender
Female 12.9 17.5 4.7 3.0 0.5 4.1 0.4 1.3 11.0 0.3 0.6 6.3 25.9 5.7 0.6 5.1
Male 14.1 20.1 4.8 3.3 0.4 3.8 0.4 1.2 9.5 0.5 1.3 5.5 20.0 8.4 1.8 4.7
Age
15-19 16.9 15.1 5.8 3.3 0.1 4.4 0.5 1.1 10.5 0.4 0.1 4.3 25.0 7.4 0.8 4.5
20-24 14.1 19.4 5.7 3.2 0.1 4.1 0.4 1.3 10.3 0.3 0.3 2.3 25.1 7.7 1.2 4.5
25-44 14.6 19.9 4.7 3.3 0.5 3.5 0.5 1.3 9.4 0.5 1.3 2.0 23.6 8.4 1.7 4.8
45-54 11.4 19.7 4.0 3.1 0.9 4.1 0.4 1.2 10.4 0.5 1.6 11.2 18.7 6.2 1.3 5.3
55+ 9.3 18.6 3.9 2.9 0.8 4.9 0.4 1.1 11.3 0.3 1.5 25.6 8.1 4.7 1.3 5.1
Duration on benefits
0-11 months 17.6 7.6 3.2 4.2 0.5 4.4 0.5 1.5 9.6 0.6 0.7 6.8 26.8 7.7 2.2 6.3
12-23 months 14.2 10.8 3.6 3.1 0.4 4.7 0.4 1.3 11.2 0.5 1.1

Share of Jobseeker Account expenditure
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Gender
Female 12.9 17.5 4.7 3.0 0.5 4.1 0.4 1.3 11.0 0.3 0.6 6.3 25.9 5.7 0.6 5.1
Male 14.1 20.1 4.8 3.3 0.4 3.8 0.4 1.2 9.5 0.5 1.3 5.5 20.0 8.4 1.8 4.7
Age
15-19 16.9 15.1 5.8 3.3 0.1 4.4 0.5 1.1 10.5 0.4 0.1 4.3 25.0 7.4 0.8 4.5
20-24 14.1 19.4 5.7 3.2 0.1 4.1 0.4 1.3 10.3 0.3 0.3 2.3 25.1 7.7 1.2 4.5
25-44 14.6 19.9 4.7 3.3 0.5 3.5 0.5 1.3 9.4 0.5 1.3 2.0 23.6 8.4 1.7 4.8
45-54 11.4 19.7 4.0 3.1 0.9 4.1 0.4 1.2 10.4 0.5 1.6 11.2 18.7 6.2 1.3 5.3
55+ 9.3 18.6 3.9 2.9 0.8 4.9 0.4 1.1 11.3 0.3 1.5 25.6 8.1 4.7 1.3 5.1
Duration on benefits
0-11 months 17.6 7.6 3.2 4.2 0.5 4.4 0.5 1.5 9.6 0.6 0.7 6.8 26.8 7.7 2.2 6.3
12-23 months 14.2 10.8 3.6 3.1 0.4 4.7 0.4 1.3 11.2 0.5 1.1 5.0 27.8 7.9 1.7 6.1
24-35 months 13.8 13.1 4.1 2.9 0.5 4.6 0.3 1.3 11.6 0.4 1.1 5.2 25.7 7.5 1.6 6.1
36-47 months 13.3 15.9 4.4 2.9 0.5 4.8 0.6 1.3 11.2 0.3 1.1 5.1 23.8 7.1 1.7 6.1
48-59 months 13.3 16.1 3.5 2.7 0.6 4.7 0.5 1.1 11.7 0.3 1.1 5.3 23.4 7.4 1.5 6.9
60+ months 12.2 14.5 3.8 2.7 0.5 4.8 0.5 1.1 12.2 0.3 1.2 6.2 24.7 7.3 1.5 6.6
Education
<y10 14.8 20.9 5.1 3.2 0.8 3.8 0.8 1.1 9.0 0.5 1.0 6.1 18.4 8.6 1.5 4.6
y10 14.0 20.3 5.1 3.2 0.2 3.7 0.4 1.2 9.9 0.4 0.8 4.8 21.5 8.2 1.5 4.9
y12 12.1 19.4 4.6 3.3 0.4 4.2 0.3 1.4 10.8 0.3 1.1 4.3 25.1 6.6 1.4 4.8
Trade 12.8 18.7 4.2 3.1 0.3 4.1 0.2 1.3 10.7 0.4 1.8 7.1 22.3 6.3 1.5 5.1
Degree 10.9 12.8 2.7 3.4 0.5 4.5 0.2 1.7 12.3 0.6 2.6 9.5 25.9 4.5 1.2 6.6
Transport
Own 13.2 20.8 4.8 3.3 0.4 3.5 0.3

5.0 27.8 7.9 1.7 6.1
24-35 months 13.8 13.1 4.1 2.9 0.5 4.6 0.3 1.3 11.6 0.4 1.1 5.2 25.7 7.5 1.6 6.1
36-47 months 13.3 15.9 4.4 2.9 0.5 4.8 0.6 1.3 11.2 0.3 1.1 5.1 23.8 7.1 1.7 6.1
48-59 months 13.3 16.1 3.5 2.7 0.6 4.7 0.5 1.1 11.7 0.3 1.1 5.3 23.4 7.4 1.5 6.9
60+ months 12.2 14.5 3.8 2.7 0.5 4.8 0.5 1.1 12.2 0.3 1.2 6.2 24.7 7.3 1.5 6.6
Education
<y10 14.8 20.9 5.1 3.2 0.8 3.8 0.8 1.1 9.0 0.5 1.0 6.1 18.4 8.6 1.5 4.6
y10 14.0 20.3 5.1 3.2 0.2 3.7 0.4 1.2 9.9 0.4 0.8 4.8 21.5 8.2 1.5 4.9
y12 12.1 19.4 4.6 3.3 0.4 4.2 0.3 1.4 10.8 0.3 1.1 4.3 25.1 6.6 1.4 4.8
Trade 12.8 18.7 4.2 3.1 0.3 4.1 0.2 1.3 10.7 0.4 1.8 7.1 22.3 6.3 1.5 5.1
Degree 10.9 12.8 2.7 3.4 0.5 4.5 0.2 1.7 12.3 0.6 2.6 9.5 25.9 4.5 1.2 6.6
Transport
Own 13.2 20.8 4.8 3.3 0.4 3.5 0.3 1.4 9.0 0.5 1.7 6.6 19.9 8.0 1.7 4.9
Public 13.3 17.7 4.3 3.1 0.5 4.5 0.4 1.1 11.7 0.3 0.6 4.6 24.4 7.0 1.2 5.2
Equity group
Disabled 13.5 16.8 4.0 3.0 0.7 3.9 0.4 1.1 13.0 0.4 1.0 6.5 21.2 7.8 1.4 5.2
CALD 9.4 17.3 3.1 3.6 3.2 4.3 0.1 1.6 11.4 0.3 2.4 6.6 23.2 6.1 1.4 6.0
Indigenous 17.0 21.5 4.6 3.0 0.0 3.2 1.8 0.9 7.3 0.7 0.3 19.0 6.3 8.3 1.2 4.8
Other benefits
DSP 18.0 10.5 3.1 2.8 1.2 3.7 0.6 1.0 13.1 0.5 1.2 6.6 23.5 7.9 1.7 4.7
Parenting Payment (partnered) 15.3 17.5 4.9 2.7 1.3 2.7 0.5 0.9 6.9 0.4 0.9 5.0 27.2 8.0 1.3 4.4
Parenting Payment (single) 15.2 16.9 4.1 2.4 0.2 2.9 0.5 1.2 8.5 0.4 0.6 5.0 28.4 7.9 1.1 4.7
Includes Training Account expenditure  

Jobseeker Account 6 month off-benefit outcomes
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Gender
Female 44.8 64.6 52.6 39.2 21.1 40.2 26.6 49.9 36.1 54.1 42.8 25.9 33.4 36.3 41.0 37.3
Male 46.2 64.2 53.9 40.4 24.4 40.4 32.6 49.7 37.5 48.0 44.4 27.7 35.1 39.1 42.5 38.9
Age
15-19 47.5 69.0 56.8 47.1 44.0 48.9 41.1 54.0 44.6 47.6 17.2 39.5 43.5 45.5 53.4 44.2
20-24 48.8 67.6 55.8 44.7 36.1 47.9 39.1 54.1 42.8 48.6 51.0 33.2 39.5 40.3 47.3 43.9
25-44 45.1 62.8 51.6 39.7 26.5 41.0 29.0 49.8 37.3 48.7 49.1 32.3 33.7 37.1 41.9 39.1
45-54 42.9 64.2 53.0 34.6 20.5 32.5 26.1 45.4 30.5 54.0 38.4 25.9 26.3 34.4 37.5 32.8
55+ 41.2 61.2 54.1 30.9 15.8 29.1 19.8 39.9 26.7 46.8 35.0 23.2 24.0 31.4 35.5 27.1
Duration on benefits
0-11 months 55.3 69.8 61.7 50.6 31.7 52.5 40.7 57.6 48.6 58.4 54.6 37.7 46.8 49.3 53.3 50.1
12-23 months 46.2 67.6 55.0 40.2 23.8 41.9 33.7 50.8 39.6 51.6 50.1 26.7 34.8 39.5 42.5 40.1
24-35 months 41.7 65.2 52.6 35.4 21.0 36.7 28.9 47.6 34.9 43.1 42.0 24.0 30.3 34.9 38.0 34.3
36-47 months 37.9 59.9 48.6 32.0 18.3 32.5 26.3 40.0 30.3 48.0 39.2 19.8 25.8 31.5 33.1 28.9
48-59 months 33.5 58.5 45.1 25.8 18.8 30.8 16.7 40.0 27.4 31.2 39.3 15.3 22.8 26.5 29.0 25.7
60+ months 28.4 57.9 41.0 21.7 13.3 22.8 17.0 30.5 20.8 29.4 28.3 12.4 16.5 22.3 24.3 20.7
Education
<y10 37.0 57.5 45.6 32.5 20.2 31.1 25.0 40.3 29.9 39.5 41.9 22.7 27.0 32.0 35.9 29.6
y10 43.2 64.1 52.3 37.2 24.4 37.9 28.9 46.4 35.7 46.1 40.0 26.2 32.2 37.6 41.5 35.6
y12 52.2 68.4 58.6 44.7 24.2 45.2 40.8 56.5 40.9 55.0 46.1 29.4 38.1 42.6 46.3 44.6
Trade 50.8 68.1 57.5 43.4 27.2 41.5 33.8 52.6 37.9 49.5 45.4 27.6 35.5 41.5 43.4 40.3
Degree 54.4 66.2 59.7 46.5 26.6 45.1 33.6 52.9 40.0 80.1 50.8 25.3 37.7 41.6 41.9 41.4
Transport
Own 48.9 66.7 57.1 41.3 23.4 41.4 32.1 53.0 39.0 55.6 46.4 27.0 35.8 39.8 44.0 40.5
Public 40.7 61.2 49.1 36.2 22.0 36.5

42.0 24.0 30.3 34.9 38.0 34.3
36-47 months 37.9 59.9 48.6 32.0 18.3 32.5 26.3 40.0 30.3 48.0 39.2 19.8 25.8 31.5 33.1 28.9
48-59 months 33.5 58.5 45.1 25.8 18.8 30.8 16.7 40.0 27.4 31.2 39.3 15.3 22.8 26.5 29.0 25.7
60+ months 28.4 57.9 41.0 21.7 13.3 22.8 17.0 30.5 20.8 29.4 28.3 12.4 16.5 22.3 24.3 20.7
Education
<y10 37.0 57.5 45.6 32.5 20.2 31.1 25.0 40.3 29.9 39.5 41.9 22.7 27.0 32.0 35.9 29.6
y10 43.2 64.1 52.3 37.2 24.4 37.9 28.9 46.4 35.7 46.1 40.0 26.2 32.2 37.6 41.5 35.6
y12 52.2 68.4 58.6 44.7 24.2 45.2 40.8 56.5 40.9 55.0 46.1 29.4 38.1 42.6 46.3 44.6
Trade 50.8 68.1 57.5 43.4 27.2 41.5 33.8 52.6 37.9 49.5 45.4 27.6 35.5 41.5 43.4 40.3
Degree 54.4 66.2 59.7 46.5 26.6 45.1 33.6 52.9 40.0 80.1 50.8 25.3 37.7 41.6 41.9 41.4
Transport
Own 48.9 66.7 57.1 41.3 23.4 41.4 32.1 53.0 39.0 55.6 46.4 27.0 35.8 39.8 44.0 40.5
Public 40.7 61.2 49.1 36.2 22.0 36.5 33.0 43.5 33.0 40.3 37.7 23.3 30.4 35.7 37.4 34.0
Equity Group
CALD 52.6 63.2 53.6 44.4 23.2 40.7 38.1 50.6 36.6 50.0 61.7 21.9 34.4 41.8 41.0 42.5
Disabled 34.0 54.7 42.9 27.4 19.3 26.5 21.7 34.4 24.1 34.4 31.8 20.0 24.2 28.5 32.5 27.3
Indigenous 40.7 61.6 49.7 36.7 12.7 37.7 22.5 42.6 37.3 47.0 36.6 33.6 32.0 37.1 41.0 32.5
Total 45.7 64.3 53.5 40.0 23.3 40.3 30.7 49.8 37.0 49.4 44.0 27.1 34.5 38.4 42.3 38.3
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Glossary 

 
Active Participation Model (APM): the APM was introduced in 1 July 2003. The APM seeks to 
engage job seekers through Job Network and other complementary employment and training 
programmes to maximise their chances of finding work as quickly as possible. Job Network 
services are closely linked with mutual obligation activities through the APM. 
 
Customised Assistance (CA):  provides for six months of assistance tailored to the job seekers’ 
individual needs and to available jobs opportunities.  Job seekers who are most disadvantaged (as 
determined by their JSCI score) receive immediate access to CA.  Other job seekers will be 
eligible to receive CA assistance after 12 months of unemployment. 
 
EA3000: the DEWR database on which Job Network members are required to record events and 
claim payments. 
 
Found Own Employment (FOE): indicates that a job seeker has been employed in a vacancy that 
was not on the Job Network members books. Such outcomes typically occur where job seekers 
contact employers directly.  While the Job Network member will not have sourced the vacancy, 
they may have contributed to the outcome, for example, by providing training or other assistance 
to support job seekers’ own job canvassing success.    
 
Intensive Support (IS):  provides individually tailored assistance for eligible job seekers.  Under 
IS a job seeker can have access to the general IS assistance, Job Search Training and/or 
Customised Assistance. 
 
Job Network member/provider: an organisation providing assistance to job seekers under the Job 
Network contract.  There are around 109 organisations that provide Job Network services at over 
1,000 sites across the country. 
 
Job Placement services: includes referring suitable job seekers to vacancies and canvassing and 
listing job vacancies on the Australian Job Search database.  DEWR licensed recruitment 
agencies, Job Placement Organisation (JPOs), are in a position to provide Job Placement service 
to eligible job seekers. Job Network members are licensed as JPOs. 
 
Job Search Support Only (JSSO): refers to those job seekers, irrespective of their income support 
status, who are eligible for only Job Search Support services and no other form of Job Network 
services.  JSSO job seekers can renew their registration as unemployed every three months with 
either Centrelink or their Job Network member. 
 
Job Search Training (JST):  provides training in job search techniques and job application skills 
to give unemployed people the skills and confidence to improve their job search skills, 
motivation and expand their job search networks.  JST is normally delivered over 100 hours over 
three weeks, part-time or refresher JST can also be delivered where applicable.  Mature age and 
Indigenous job seekers have immediate access to JST on registration for unemployment 
allowance.   
 
Job seeker Classification Instrument (JSCI): a measurement of a job seeker’s relative 
disadvantage in obtaining employment based on their personal circumstance and labour market 
skills.  It is used to determine the amount of labour market assistance required. 
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Jobseeker Account:  a fund that can be spent on job seekers to help them find employment.  
Spending can include items such as training, wage subsidies, clothes and equipment, professional 
services and transport.  Funds are notionally credited to a Job Network member as job seekers 
reach certain milestones such as when job seekers commence Job Search Training or Customised 
Assistance.  While funds are placed into the job seeker account on the basis of individual job 
seekers reaching a milestone, once there the funds are pooled and can be used for any eligible 
job seeker. 
 
JobTrain: a training program that ceased in 1998 which provided training to job seekers. 
 
Paid Outcomes:  Job Network outcomes are classified as either interim or intermediate.  For 
most participants, interim outcomes occur where a job seeker gains employment that takes them 
off income support for at least 13 weeks.  Intermediate outcomes include employment that 
results in a 70 per cent reduction in income support over 13 weeks or certain types of study.  
Those participants with reduced work capacities have correspondingly reduced outcomes 
requirements.  Final outcomes occur where a job seeker has remained in employment for 26 
weeks. 
 
Referrals: referrals to either a job interview or a program place. 
 
Registered Training Organisation (RTO): organisations accredited by State governments to 
provide certain types of training.   
 
Reverse marketing: involves Job Network member staff actively searching for employment 
opportunities for selected job seekers, for example by cold calling employers in the industry a 
job seeker wishes to work. 
 
Star Ratings: a system of rating providers at the site level on the basis of their performance.  The 
Star Ratings are a relative measure of all JNMs, calculated on a “like to like” basis taking into 
account job seeker characteristics and labour market conditions.  It is used extensively in 
contract management and tendering. 
 
Vacancies: job vacancies found by the Job Network which are registered on Australian Job 
Search. 
 
Vocational Profile (VPs): created for each job seeker during their initial interview and includes a 
resume, along with other information such as job preferences and skills. 
 
Wage subsidies: subsidies paid to employers to assist job seekers into work.  They can be paid 
weekly or on meeting some requirement, such as the job seeker remaining employed for 13 
weeks. 
 
Work for the Dole (WfD): involves a job seeker participating in a WfD activity for up to six 
months over a 12-month period. Activities are designed to be of value to the community and 
include projects such as landscaping, construction, web page design, caring, office work, retail 
sales and information technology. 
 


