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Every Teen with a Dream and a Plan

Every Community with a 

Capable, Ready Workforce

MISSION



Resources from NC3T



www.Amazon.com



www.ACTEOnline.org



www.ACTEOnline.com

• Partnership essentials

• Partnership models

• How to recruit

• Measurement

• Sustainability

• Advisory boards

• Case studies



Today’s Agenda

• How to Find Partners

• How to Recruit Them

• How to Engage Them



How to Find Partners



Most Common Sentiment:

“I don’t know anybody”



Reality:

You’re connected 

to lots of people!



1. Teachers and Administrators

• Who are their partners?

• Who do they know, 

personally or 

professionally?



2. Vendors

• Are they possible partners?

• Who else do they sell to?



3. Current Partners

• Can they do more?

• Who else in their companies 

might be interested?

• What other companies 

or organizations do 

they know?



4. Advisory Committee

• Partnership development should 

be one of your board’s core 

functions

• Leadership? 

• Dedicated committee?



5. Parents

• Where do they work?

• Who do they know?



6. Post/Secondary Partners

• Who do they partner with?

• Can you share resources, 

including a common 

advisory committee?



7. Former Students

• Where do they work? 

• Can they volunteer 

themselves, or help 

you make connections 

inside their companies?



8. Personal Contacts

• Are you involved in civic 

organizations, a church, 

or some affinity group 

(sports, hobbies, etc.)?



9. Established Networks

• Chambers of commerce

• Industry hubs/associations

• EDCs

• WIBs

• Union



9. Established Networks

• Get involved – attend meetings

• Join committees

• Host meetings

• Ask for introductions



Selecting Partners

–Willingness to collaborate: 84.7%

–Interest in measurable outcomes: 67.6%

–Commitment to the project: 64.0%

–Needs of the student body: 48.6%

–Existing relationship: 33.3%

–Accessibility to location: 21.6%

Source: Coalition Leaders Speak Out on Education, DeHavilland Associates, 2007



How to Recruit Partners



What do partners want?



ROI: Customers

• Brand loyalty

• Premium pricing

• Word of mouth

• Influencing the 
Influencers

–Media

–Experts



ROI: Human Resources

• Workforce development

• Increased morale

• Reduced turnover

• Easier recruitment

• Skill/leadership 
development



ROI: Operations

• Government relations

• Vendor relations

• Investor relations



ROI: Individual Outcomes

• Intrinsic reward

• Affinity

• Resume building

• Networking

• Skills development



Partnership “Don’ts”

• Don’t just talk 

about yourself



Partnership “Don’ts”

• Don’t let your partner down



Partnership “Don’ts”

• Don’t move too fast



How Do You Develop 
the Relationship?



The Introduction

• Use an intermediary if possible –

who are your shared 

and trusted 

connections?



The Introduction

• If no shared contacts – shared 

membership?

• If no shared 

membership –

direct contact



Sample Email:

SUBJECT: Guidance on welding instruction needed for [School]

Dear x,

I run the welding program at [School]. I was hoping for a chance 
to meet with you at some point: I understand that your company 
hires welders on occasion, and I’d like to learn what you’re looking 
for in your new employees. We prepare students for this field, and 
we rely strongly on industry feedback to tailor our instruction. 

Would you be interested in connecting by phone? When would be 
a convenient time for you to talk this week?



The First Meeting

• Goal: Identify shared interests

• If possible, 

bring a 

shared contact



The First Meeting

• Try to meet at their location 

–Minimal effort 

on their part

–Opportunity to 

learn about 

their work



The Second Meeting

• Goals: 

–Build on initial interest

–Increase knowledge and comfort

–Identify concrete opportunities to 

work together



The Second Meeting

• Meet at your location 

–Give tour

–Introduce 

to teachers 

and students



Giving a Tour

• Focus on the positive – building on 

strengths, not shortcomings

• Share your 

vision

• People, 

not things



Giving a Tour

• Prepare staff and students

• Not scripted, but on-point



How to Engage Partners



Making the Pitch

• Make sure your pitch reflects their 

interests and their desired outcomes

• Be VERY open to change based on their 

feedback

• Map out proposed roles 

and responsibilities

• Get everything in writing



Once You’ve Started

• Get some early wins

• Start to build other relationships 

within each organization

• Make sure you’re generating data 

on the outcomes they care about



Questions?

Type questions directly into panel box



Upcoming Webinars

Advisory Committees 
May 20, 2015 - 2:30pm CST 

Advisory committees are essential to an effective CTE 
program. This webinar will cover 
the essentials of effective 
advisory committees: How to 
design an effective structure, 
how to recruit members, and 
how to manage your board in 
order to achieve your goals. 



Upcoming Webinars

Partnership Design/Evaluation
June 17, 2015 - 2:30pm CST 

This webinar will introduce the concept of the Logic 
Model, which will help you lay out the thinking behind 
your partnership program by helping you to identify 
your starting point, desired end 
point, and means for bridging the 
gap between the two. We’ll also 
look at some ways that you can 
measure outcomes and evaluate 
your impact.



Thank You!

Brett Pawlowski

Executive Vice President

704-717-2864

Brett@NC3T.com


