
Acquiring "YES":
7 Tips to Recruit Industry 
Partners for WBL

P R O V I D E N C E ,  R I  -  W B L  N A T I O N A L  C O N V E R E N C E

Building Powerful Partnerships
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W H A T  C A N  D A T A  H E L P  S O L V E

Why Should You Care?

1

- 139% program growth in year 1

- 762.75% program growth to date

regarding enrollment

- $1.97 > $8.5 million Econ. Imp.

- $8.26 > $11.90 p/hour

- $5061.89 p/student, p/semester

- Fall 2024:

- Spring 2025:

- 97.3% paid placements

$780,724.06 wages•

$43,374.11 a week•

$1,331,213.43 wages•

$73,956.30 a week•

W
H

Y
 
Y

O
U

 
S

H
O

U
L

D
 
C

A
R

E

3



W H A T  C A N  D A T A  H E L P  S O L V E

Without data, you're just another

person with an opinion

– W. Edwards Deming

Issues that Data 

Can Solve:
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The numbers have no way of speaking

for themselves. We speak for them. We

imbue them with meaning.

– Nate Silver
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T I P  # 1

What Can Data Help Solve?

Communication with

Stakeholders
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Not anecdotal•

Speaking their language•

Community Awareness &

buy-in

•

Recruiting (new partners)•

Program Security•

Marketing & Promotion•
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T I P  # 1

What Can Data Help Solve?

Program Administration
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Student tracking•

Course credit•

Breakage / follow-through•

EoY reports•

WBL Program Eval (Gaps)•

CTE Program Eval (Gaps)•

Automation (multiply me)•

Application + Autocrat•

6



T I P  # 1

What Can Data Help Solve?
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H U S T L E

Inspiration is for amateurs. The

rest of us just show up and get to

work

– Chuck Close

Tip #1:

Hustle

(Put in the Work)
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T I P  # 2

Hustle: (Access)

Congratulations, you're here!

- the first step in your 'Hustle' Journey
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Attend Meetings

- Chamber, Rotary, Development Auth.

- not just the 'fun' ones (be their peer)

Never Turn Down an Opportunity to

Speak

- the first step in your 'Hustle' Journey
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S P E A K  T H E  R I G H T  L A N G U A G E

Show them, don't tell them!

From 'jargon' to value!

Tip #2: Speak 

the Right 

Language
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T I P  3 #

Speak the Right Language
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Have Data

- Quantitative not anecdotal

- Educational Alphabet Soup

What data moves the needle for employers?

Local Development -vs- Philanthropy

(ROI)

Access to Talent -vs- ‘hire our kids’

Talent Retention -vs- ‘to help our program’
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T I P  3 #

Speak the Right Language
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T I P  3 #

Speak the Right Language
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T I P  3 #

Speak the Right Language
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How I use YouScience:

Seeing Data Trends

Quantifying Access to Talent

Target Marketing Students

- for WBL Program

- Specific Employers 14



K N O W  Y O U R  P I T C H

Tip #3: Know Your 

Pitch
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“If you confuse them, you lose them.”

— Donald Miller
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T I P  # 4

Know Your Pitch
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What is the "Value" to industry?

Elevator Pitch

- Have variations for different audiences

- Access to Talent > Talent Retention > Talent Pipeline

- Stop leveraging Philanthropy as the MAIN pitch

- WBL as the "Long Interview"

ROI

- Taxes and sunken costs

“Local Development through access to 
talent and talent retention”
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K N O W  Y O U R  P R O G R A M S

Tip #4:

Know Your Programs
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If you can’t explain it simply, you don’t
understand it well enough.

— Albert Einstein
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T I P  # 5

Know Your Programs:
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Know what they prepare & build

- Standards

- Goals

- Outcomes

- Quality

Don't pigeon-hole to theme

- Recognize all possibilities within a company

- Hospitals are a great example
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K N O W  Y O U R  A U D I E N C E

Tip #5:

Know Your Audience
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“When you talk to everyone,
you talk to no one.”

— Meredith Hill
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T I P  # 6

Know Your Audience
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Listen before pitching

- "No's" are the blueprint for "Yes's"

- Don't lead with the ask, but don't be afraid to ask
Your StoryHere!

Aware of Generations

- Require different approaches

- Value & approaches may differ dramatically

Sample Objections

Student's can't do this work.

We don't have time/resources to babysit.

We can't hire under 18 yrs old.
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F I N D I N G  A L P H A ' S

Tip #6: Finding Alpha's
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The best partners do more than
agree with the vision—they have
enough juice to accelerate it.
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T I P  # 7

Finding Alpha's
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Someone who:

will legitimize your program◦

can move the needle for your program◦

has influence in your community◦

contacts / network◦

provides one of the 3W's◦

workers, wealth, or wisdom◦

Sample Alphas

Mayor, County Commissioner, Police Chief, Chamber President,

Post-Secondary Rep’s., Guidance Counselor, Federal Legislatures,

Congressman/House Rep’s., State Legislature, Econ. Dev.

Authority, Employers, Largest Local Emp., Impact People in the

Community, Civic Club Presidents, etc.

Don't mistake a 'title' for 'influence'
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C U L T I V A T E  R E L A T I O N S H I P S

Tip #7: Cultivate 

Relationships
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“Dig your well before you’re thirsty.”

— Harvey Mackay
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Q U E S T I O N S

Cultivate Relationships
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It takes time

It takes effort

It may not be during school hours

- attend business/industry mtgs

- attend after hours sessions/events

Start Small, Develop POC

It may not be reimbursable

24



Mindset Shift
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If we don’t like the results in work-
based learning, it’s not a student

problem—it’s a systems and
mindset problem.
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Q U E S T I O N S

Mindset Shift

T
I
P

 
#

7
 
-

 
C

U
L

T
I
V

A
T

E
 
A

U
D

I
E

N
C

E

What do you say when someone asks you, "What do

you do for a living?"

Do you reply, "I am in Education"

- This creates more obstacles than it removes

Business/Industry not in a position to trust Education

- Education has broken too many promises

Alternative:

I am in Workforce Development for Economic

Development and Talent Retention in our Community
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Jason Van Nus

jasonvannus@lowndes.k12.ga.us

Questions?
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Other Discussion on these topics

Episode 1 Episode 2 Episode 1
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