SELLING THE STRATEGY
How to Position CTE Initiatives for Executive and Donor Support
Participant Workbook
	IDEAS DON'T GET FUNDED. PRIORITIES GET FUNDED.



The 45-Minute Journey
	1
	READ THE DECISION ENVIRONMENT
	What is your audience responsible for?

	2
	FIND THE ALIGNMENT
	Where does your idea intersect with what already matters?

	3
	BUILD THE EXECUTIVE FRAME
	Problem → Strategy → Impact → Resources → Ask

	4
	TEST THE PITCH
	Can someone hear the priority, outcome, and ask?

	5
	ADVANCE THE DECISION
	What happens after the meeting?



Start with one real idea.
Use an initiative you are currently developing, funding, expanding, or trying to advance. If you do not have one, use a CTE idea you expect to pursue in the next year.
	The initiative I want to advance is:  
Describe it in one sentence.




	The person or audience I most need to support it is:
President, vice president, dean, board, donor, foundation, employer, or another decision-maker.






1 | The Riverbend Challenge
Riverbend Community College wants to expand its advanced manufacturing apprenticeship initiative. Employer demand is strong, students need more paid work-based learning opportunities, and the program team believes expansion could improve both completion and workforce outcomes.
The program director has three minutes with the president and begins this way:
	"Our apprenticeship program has been very successful, and we would like to hire two additional staff members and expand the program..."



	What does the president still need to know?
What questions would you ask before deciding whether this belongs on the institution's priority list?




	What is the risk of leading with the program's needs rather than the institution's priorities?




	A GOOD IDEA ANSWERS: 'WOULD THIS HELP?'   
A STRATEGIC PROPOSAL ANSWERS: 'WHY SHOULD WE DO THIS - NOW?'




2 | Read the Decision Environment
Your audience is not evaluating your idea in isolation. 
They are weighing it against other priorities competing for attention, money, people, and institutional capacity.
	STRATEGY
	How does this advance something the institution has already said matters?

	IMPACT
	What changes for students, employers, the institution, or the region?

	RESOURCES
	What will this require - and what might it displace?

	RISK
	What could go wrong? What happens if the institution does not act?

	SUSTAINABILITY
	What happens after initial funding, a grant, or a donor investment?



	Which of these factors is likely to matter MOST to your audience?
Why?




	What would make this person say 'not now'?
Name the competing priority, concern, uncertainty, or constraint.






3 | Narrative Landscape Analysis
Before you frame the pitch, understand the audience. The goal is not manipulation; it is to understand the decision environment well enough to explain truthfully why your proposal belongs within it.
	What do they care about?
What outcomes, commitments, or institutional priorities are they accountable for?




	What pressures shape their thinking?
Budget, enrollment, workforce demand, board expectations, capacity, reputation, risk, donor intent?




	What language do they use?
ROI, completion, access, economic mobility, workforce, growth, sustainability, student success?




	What are they NOT emphasizing?
Where might your current framing miss what matters to them?




	Where does your initiative naturally intersect with their priorities?
What is the authentic point of alignment?






4 | Build the Executive Frame
Translate the initiative into the information a decision-maker needs. Keep each element focused enough that it can be understood quickly.
	PROBLEM
What institutional priority, challenge, or opportunity are we addressing?




	STRATEGY
What specifically are you proposing?




	IMPACT
What becomes different if we do this? What measurable outcome matters?




	RESOURCES
What will it take? Existing resources, reallocation, grants, employer support, philanthropy, new investment?




	THE ASK
What exactly do you want this person to do next?




	A PITCH WITHOUT AN ASK IS JUST AN INTERESTING CONVERSATION.




5 | Reframe Riverbend
Compare the original opening with a version framed around institutional priority, impact, resources, and a clear next step.
	PROGRAM-CENTERED OPENING
	EXECUTIVE FRAME

	"Our apprenticeship program has been very successful, and we would like to hire two additional staff members and expand the program..."
	Advanced manufacturing employers in our region are asking Riverbend to increase the number of work-ready graduates, while many of our students need paid pathways to remain enrolled. We propose expanding our apprenticeship infrastructure so more students can earn while completing their credential, with employer and external funding offsetting part of the cost. I'd like your support to develop a three-year expansion proposal with Academic Affairs, Workforce Development, and Advancement.



	What changed?
Underline or note where you hear the priority, strategy, impact, resources, and ask.
adadv



Now draft your 2-3 sentence pitch.
Use the structure as a guide, not a script:
	Because [priority/problem], we have an opportunity to [strategy]. This would [measurable impact], and we believe it can be supported through [resource approach]. Today, I'm asking for [specific next step].




	My pitch:






6 | Test the Pitch
Pair with another participant. Read your pitch once. Your partner should not rewrite it. They should tell you what they actually heard.
	I heard the PRIORITY as...
	_______________________________________________

	I heard the OUTCOME as...
	_______________________________________________

	I think you're ASKING me to...
	_______________________________________________



	IF THE LISTENER CAN'T IDENTIFY THE PRIORITY, OUTCOME, AND ASK, THE PITCH ISN'T READY.



Same initiative. Different relevant frame.
	PRESIDENT / EXECUTIVE
	Does this advance our strategy?

	CFO / FINANCE
	Can we afford and sustain it?

	DONOR / FOUNDATION
	What difference could my investment make?

	EMPLOYER
	Will this help solve a workforce problem?



	What will you revise after hearing your partner's feedback?







7 | From Pitch to Action
The pitch is not the meeting. It is the beginning of a decision process. Leave the conversation knowing what must happen next.
	CLARIFY
	What did you hear? What concerns, conditions, or opportunities surfaced?

	FOLLOW UP
	What information, data, or detail did they request?

	BUILD
	Who else needs to become part of the coalition?

	ADVANCE
	What is the next decision - not necessarily the final decision?



	The next conversation I need to have is with:




	The next decision I need to advance is:




	The evidence or information I need before that conversation is:




	DON'T JUST PITCH THE IDEA. POSITION THE PRIORITY.



What will you do differently in your next executive or donor conversation?
	My commitment:
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