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What is Close the Deal?

Program Summary: Close the Deal is a onday program that helps Kentucky high school
students make the transition to college by assisting them with the admission and financial
aid processes. Schools, community leaders and business representatives are recruited to
work with local students in setting and meeting goals for college and their future careers.
Students will hear from community leaders about the importance of having a plan to attend
college or a technical education program. They will also have an opportunity to garpate
in small grouptable talk discussions with: 1) a college representative, 2) a financial aid
expert and 3) a local business leader or school alumnas in mini-conference sessions that
may also include military representatives or other optionsStae education officials can
also be brought in to assist counselors with college/career advising. Close the Deal was
originally designed for high school seniors, although some schools prefer to conduct the
program for students late in their junior year. Fomatting for the program can be
customized to meet individual school needs and preferences.

Background: #1 1 AAOT AA AAT 60 OEA AAEITEOU 1T & ,1 OEO(
paying, knowledgebased jobs, then Mayor Jerry Abramson wanted to challengegh school
students who might not be thinking of going to college to pursue some sort of
postsecondary education or training. His approach,

AAT T AA O#11 OA OEA $AAl ho xAO

designed to counteract the

factors that hinder students

from making the transition from

high school to college by:

creating a collegegoing culture,

improving transitions to

postsecondary education and

providing students and caring

adults with college knowledge.

The success of the initial

program prompted former Lt.

Governor Abramson to crete a

statewide partnership to expand

the initiative to selected high

schools in the Commonwealth.
Former Lt. Governor Abramson at Gallatin County High School

Host agency: In January 2015, the Kentucky Higher Education Assistance Aotiity
(KHEAA) was designated to lead the program. KHEAA is the state agency created to
improve access to college and technical school by providing student financial aid and
distributing information about college opportunities. KHEAA administers a number of
student aid programs, including the KEES program. In addition, the agency provides a
multi -faceted outreach program to middle schools, high schools and adult education
programs across the state to encourage students to pursue higher education.




Helping High School Students Close the Deal on College

In Kentucky,community members, elected officials, college access professionals and others
are joining with secondary and possecondary institutions and business organizations to
help students make the transition from high school to college and othdérigher education or
training. Operation Preparation, the Kentucky College Application Campaign

(formerly Kentucky College Applicati on Month), Close the Dealand other initiatives

are low-cost ways to make a real difference for the future of any community.

Quite simply,Close the Deal:
1 Creates a colleggoing culture that reinforces the connections between enhanced
education and succssful or accelerated career paths.
1 Provides support for and creates a sense of urgenéyr students applying tocollege.
T " OEI A0 OAIT 1 1 thathklpstsiudentd miale hfdbroed choices

As a Close the Deal partner your school team of counselors and administrators will:
Expose your studentgo postsecondary institutions across the state.
Plan and coordinateeducationactivities, fairs and/or celebratory events andto
raise awareness about and enhancki | | OT EAAQOET T xEOE OEA O@AC
institutions.
#1 1 OAET AOA xEOE +(%!'! 60 OACEITAI AT A 11 MEI
presentations, exhibits and/or other activities.
Coordinate with CPE, KASFAA, KDE and KYACAC to enhance collegeness
activities designed to help prepare your students for college or technical school.
Report the number and grade level of students participating in Close the Deal.
Recruit community leaders and officialdo promote Close the Deal.

Elected officials and community leaders
1 Get the message outy attending the Close the Deal everand personally dellverlng
the message about the
importance of going to
college.
Challenge studentgo apply to
at least one institution.

Work with principals,
counselors and studentgo
get them the assistance they
need.

Celebrate and encourage! >
I AET T x1 AACA OO
work and continually
challengethem to achieve.

KHEAA Executive Director Dr. Carl Rollins and keynote
speaker Colmon Elridge at Lincoln County High School



Partner Provisions:

KHEAAand our partner agencies (the Kentucky Department of Education, the Council on
Postsecondary Education, the Kentucky Association for College Admission Counseling and
the Kentucky Association of Student Financial Aiddministrators) will provide:

z Regional and mobile outreach staff, available on a firsiome, first served basis to
help each school staff the event with financial aid and college admissions experts.
This Partner ImplementationGuide with tips, timelines,sample resources and
templates, studentexpectations and more to help each school plan a successful
event.

z Free ollege planning and student financial aid resource materials.

Participating schools provisions :

A planning team of school administratorsbusiness leaders and community partners
who will organize the oneday program.

3PAAA

including Table Talkor mini-conferencesessions and college fair.

Decorations for gym area, table and school.

Staffing of business leaders/elected officials/shool alumni for the formatted Gable
talksoor mini-conference sessions

Lunch for participants (often provided through a Chamber of Commerce member(s).
Data on participating students for program evaluation purposes.

In this Partner Implementation Guideou will find information on how to implement and

manage your ownClose the Deal program. Includedra resources that will help you
connect to representtives

¢ from the Kentucky Higher

Education Assistance
Authority and Close the Deal
partners, plan your Close the
Dealeventsand engage
community leaders and
businesses in building a
college-going culture at your
school or organization.
These resources arsamples
compiled from pastClose
the Deal events and can be
edited, revised, and custom
designed to fit yourschool

IO 1T OCAT EUAQET I

KHEAA Outreach Counselor Candice Johnson conducts a
table talk session with students at Ohio County High School
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Close the Deal Resource Directory

Kentucky Higher Education Assistance
Authority (KHEAA)

MAIN CONTACTE

Kim Dolan

Director of Outreach Services
kdolan@kheaa.com
Phone:502-696-7379

Summer Gortney

Assistant Director of Outreach Services
sgortney@kheaa.com

Phone: 502759-0798

MOBILE UNIT CONTACT:

Kevin Wilson

College Info Road Show Counselor
kwilson@kheaa.com
Phone:502-759-9938

REGIONAL OUTREACH CONTACTS:
CasiBenedict

Northwestern KY Outreach Counselor
(Breckinridge, Daviess, Grayson, Hancock,
Henderson, Hopkins, McLean, Ohio, Union
and WebsterCountieg

cclark@kheaa.com

Phone: 270392-8675

John Bergman

Southwestern KYOutreach Counselor
(Butler, Christian, Logan, Muhlenberg,
Simpson, Todd and Warren Countigs
jbergman@kheaa.com

Phone: 270392-8675

Candice Johnson

Louisville Metro East Outreach Counselor
(Jefferson east ofnterstate 65, Oldham
and ShelbyCountieg
cjohnson@kheaa.com

Phone: 502541-7745

Chase Durrance

Far Western KY Outreach Counselor
(Ballard, Caldwell, Calloway, Carlisle,
Crittenden, Fulton, Graves, Hickman,
Livingston, Lyon, Marshall, McCracken
and Trigg Countieg
cdurrance@kheaa.com

Phone: 270498-8291

Brandon Brown

Eastern KY Outreach Counselor
(Breathitt, Elliott, Floyd, Johnson, Knott,
Lawrence, Magoffin, Martin, Morgan, Pike
and WolfeCountieg

bbrown@kheaa.com

Phone: 606205-8810

Amy Marvin

Northeastern KY Outreach Counselor
(Bracken, Bath, Boyd, Carter, Fleming,
Greenup, Lewis, Mason, Menifee,
Montgomery, Nicholas, Robertson and
Rowan Countieg

amarvin@kheaa.com

Phone: 606776-3030

Bob McDermott

Northern KY Outreach Counselor
(Boone,Campbell, Carroll, Gallatin, Grant,
Henry, Kenton, Owen, Pendleton and
Trimble Counties)
rmcdermott@kheaa.com
Phone:859-630-1030

Tyler Powers

Southeastern KY Outreach Counselor
(Bell, Clay, Harlan, Knox, Leslie, Letcher,
McCreary, Perry and WhitleyCountieg
tpowers@kheaa.com

Phone: 606273-9644
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Close the Deal Resource Directory, Cont.

Audrey Price

Southern KY Outreach Counselor
(Adair, Allen, Barren, Clinton,
Cumberland, Edmonson, Green, Hart,
Metcalfe, Monroe, Russell, Taylor and
Wayne Countieg

aprice@kheaa.com

Phone: 270991-4481

JR Thompson

South Central KY Outreach Counselor
(Casey, Clark, Estill, Garrard, Jackson,
Laurel, Lee, Lincoln, Madison, Owsley,
Powell, Pulaski and Rockcastle Counties)
jrthompson@kheaa.com
Phone:502-229-1147

David Scott

Central KY Outreach Counselor
(Bourbon, Fayette, Franklin, Harrison,
Jessamine, Scott and Woodford Counties)
dscott@kheaa.com

Phone: 859229-0352

Steven Held

LouisvilleMetro West Outreach Counselor
(Bullitt, Jefferson west of Interstate 65
and SpencelrCounties

sheld@kheaa.om

Phone:502-352-5697

Toni Wiley

West Central KY Outreach Counselor
(Anderson, Boyle, Hardin, LaRue, Marion,
Meade, Mercer, Nelson and Washington
Counties)

tmwiley@kheaa.com

PARTNER ORGANIZATION CONTACTS:

Council on Postsecondary Education

GEAR UKentucky
1024 Capital Center Drive, Suite 320
Frankfort, KY 40514

gearupky.org
Phone: 502573-4327

Kentucky Association for _College
Admission Counseling (KYACAC)

2415 University Station
Murray, KY 42071
www.kyacac.org
Phone:270-809-2999

Kentucky Association of Student
Financial Aid Administrators

(KASFAA)

www.kasfaa.com

Kentucky Department of Education

(KDE)

education.ky.gov
Phone:502-564-1473
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Volunteer Table Talk or Mini -Conference Formats

How it works: Close the Deal programming may be presented in a variety of formats. From
the traditional, Table Talk discussions, tanini-conference sessions, to a customized
approach designed by your school team, the important thing is that students are given an
opportunity to connect with a variety of higher education and business professionals that
can help them solidify their plansfor training after high school, effectively Closing the Deal
on their successful futures.

o Table Talk Format Volunteerswill be assigned to a table as a representative from
one of three groups é&dmissions,financial aid, and recent collegegrads/business
leaders). This option allows students to interact in smaller groups. It is
recommended to have 810 students at each table. This format requires a larger

1T O0i AAO 1T £ OAgbAOOGS O11 061 OAAOOR AO 1T A ECG
will rotate three ti mes, so that every student has the opportunity to speak with a
financial aid, college admissions and business or college student representative.

Mini-Conference Session Formawolunteers will be assignedas presenters in
concurrent sessions. At leasbne representativewill be neededfrom one of three
groups (admissions, financial aid, and recent colleggrads/business leaders).You
may also consider inviting military personnel or other representatives to conduct a
session. This option an allow for larger groups and will require a fewer number of
OA@PAOOG OT1 01 OAAOOh AO OOOAAT OO xEII

General Talking Points for Volunteers

Depending on the program format you choose, you may consider allowing enough time for
volunteers to spend a few minutes with their first group orientingthe students to the
activities of the day. Below are talking points and suggestions for engaging dants during
this introductory period:

Volunteers begin by introducingthemselves their organization/university /business
Ask studentswue AO Ai OEAU OEETE | &£ xEAT OEAU EA

Introduce Close the Deal concept

Explain the format of the program and how it will work (Oable talkdor mini-
conference)

What happens after today?: On@n-one interviews with their counselor, help
applying for financial aid, visits from school reps and visits to area campuses
Ask if anyonehasstarted thinking about life after graduation?

.....
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Volunteer “Table Talk” or Mini -Conference Formats, Cont.

Once theintroductory period has concluded, tle programwill begin. At this time,
volunteers should transition into their area of expertise (admissions, financial Aid/[FAFSA,
and college life/business) and begin theitable talk or presentation until the bell rings
again, and they move to their next group.

Admissions/Applications _Talking Points
Choosing the rignt college or university; the importance of collegevisits.
Application processz how it works with schools z similarities and differences.
Essaywriting tips
Dates and deadlineg what they really mean

Housingz do they want to live on or offcampus. What are the available options?

Financial Aid Talking Points

Students CAN AFFORD college!

Types and sources of money for college or technical school

Free Application for Federal Student Aid (FAFS&)how and when to complete.

Scholarshipsand grantsOEA ), 0 EAO T OAO phunn OAET 1 APOI
Affording Higher Eduction and kheaa.comare also great resources.

Deadlines are critical!

ecent Graduates Talking Points
Volunteers open with theirname andtheir alma mater. Brieflydiscuss why they
chose to go tacollege, what the application process was like, etc.
Academics class schedulingcourse intensity, difference between high sclub
classes and college classefgelds of study/choosing a major
Social campus organizations (what wereghey involved in? How didthey make
frlends’? Dorm I|V|ng (mdependence meal plans, roommates)

OEEDDEIT ¢ Al
Ask questions! Whatdo students know about college? What arthey anxious
about?

Z
E
Z
E
Z
R
E
Z
Z
E
Z

Business Leaders Talking Points
Volunteers open with their name, their business and their title.
Volunteers briefly discuss their educational background and how it helps in their
role.
Why is it important to have educated employees?
What skills are employers looking for when they hire new staff?
How importantare OOT £O0 OEEIT | 06 | onOdolhefedsAdefeddatity,i O C
honesty, loyalty, etc.)?
What benefits and opportunities (promotions, etc.) does highreeducation provide in
your business or organization?



http://www.kheaa.com/

Close the Deal Timeline

Given the new early FAFSA filing date of Octobett,Imany schools may opt to conduct

Closethe Deal programs for high school students in the spring of their junior year. Others

i AU ZET A OEAO AAOI U Z£AlI 1 DOICOAI O &£ O OATEIQOO
environment. There is no one scenario that will fit every school, but thaction items below

may guide your team in planning your Close the Deal Program.

The timeline below is fortraditional fall programming , but can be adjusted to suit your
OAET T 180 ET AEOEAOCAT 1T AAAO AT A POAEAOAT AAO(

Late Spring/Early Summer

1 Begin to planClose the Deatventwith your schoolplanning team,KHEAA
regional and mobile outreach counselors;ollegeadmissions personnel and
Close the Deapartners.

Close the Dal school dates are confirmedand added to the school calendar
Introduce Close the Dal to elected officials, community andusiness leaders,
and school administrators.

Fall Semester

1 Bring planning team together andrefresh everyone on event plans.

1 Have senior teachers discuss Close the Deal in class and help prepare students
for the evert.

1 Encouragestudentsto visit kheaa.comto create a MyKHEAA account and
complete their Individual Learning Plans (ILP).

HOLD A CLOSE THE DEAL EVENT!

Assist students and familiesn completing FAFSA forms. (Contactour regional
KHEAA Outreach Counselor for help in assisting students. Find your courmeah
the Contact Directory on @ges 5-6 of this guide or at kheaa.conn the
Counselors section.

Continue visits with college admissions representatives.

Take studens on visits to college campuses.

Counselors follow upwith students to discusstheir plans beyond high schoal
College admissions representatives visit the high school and meet with students
Assist students with completingcollege applications (Find out more about

+ ( %! KehtGcky College Application Campaign &lygoestocollege.comn)
Students should add Close the Deal to college planning activities in their ILP.


http://www.kheaa.com/
http://www.kygoestocollege.com/

Close the Deal Timeline, Cont.
Spring Semester

Participate in Operation Preparation in March

Begin planningCollege Signing Dagvents. Visit kygoestocollege.confor
resources.

Continue visits to college campuses

Hold aCollege Signing Dagvent to recognize students that have been accepted
or received scholarships

Send final data report to Close the Deal partners.

Advice from a former Close the Deal Counselor

(Dne of the best pieces of advice that | couldvg to schools starting thiswould be:

1. Talk to the class as a whole aneixplain the event and theexpectations.

2. Present "tdking points" to the seniorteachers so that theycan reinforce the
expectations. Review how the ILP can help them to set and reach goals for life after
graduation.

Involve others in the preparation (ourwelding class made the stands for the table
numbers, my class officers were the first to know about the program arttiey "talked it
up" with their classmates, the entire faculty heard about the program at a faculty
meeting and they were included in emails as the event nearedd.

Students receive information at the min-college fair at Gallatin County High School




Close the Deal Event Checklist

Inform schoolstaff and administrators with information about Close the Deal
Select a program format or customizeour own event.

o Table Talk Format

A Multiple financial aid experts, college representatives and community
volunteers or college students rotate, approximately every 2@5
minutes, between tables of studentsThis traditional model for Close
the DealisCAT AOAT 1 U EAT Amnasium.Ddpdadirg Apgeri 1 1
the size of your study body, many experts may be required from each
category.

o0 Mini-Conference Session Format

A One or two financial aid experts, college representatives afilisiness
community volunteers or college students, military representatives
and othersconduct brief presentations and Q&A sessions for larger
groups of students. Students rotate, approximately every 280
minutes. This alternative model may work well in areas where
recruiting multiple expert volunteers is more challenging.

Recruit volunteers for Gable talks @mini-conferences sessions or other activities

F Coordinatefinancial aid expertswith your regional KHEAAoutreach
counselor or the financial aid office at colleges or urersities in your area

A (Find your counselor in the Contact Directory on pages 5 -6 of this
guide or at kheaa.com in the Counselors section. )

A (Contact the KASFAA representative in the Contact Directory on page
6 of this guide.)

Contactthe admissions office atollegesin your areato invite
representatives and ensure attendance at event

A (Contact the KYACAC representative in the Contact Directory on page
6 of this guide.)

Contactcommunity volunteers, local college studentsand/or military
representativesto serve as collegdife/community participants .




Close the Deal Event Checklist, Cont.

Inform students of event and expectations.

Create anevent agenda(Sample on page 12 of this guide)

Requestlocal chambers, electedfficials, and sponsordo attend and contribute
(box lunches, door prizes, etc)

Create a diagram of your event space with tables, etc

Confirm volunteer andround table or mini-conference sessiorspeaker attendance
Create student entrance and exit tickis.

Organize communication materials: placarticles about Qose the Deain the school
newsletter, on the website and in materials sent home to parents

Use the allcall or one-call system to make parents aware of the event

Assign someone to direct trdic/help with parking on the day of the event

Set up a registration table for volunteers

Confirm lunch delivery and set up

Create a decorations committee

Create a set up committee

Create a clearup committee.

Contact local media for coverage of thevent.

Ask studentsto prepare a Ist of questions forpresentersand special guests

ADD YOUR OWN ITEMS BELOW:




Event Agenda-“Table Talks " Format -SAMPLE

Close the Deal 10:10am —1:35pm

General Agenda (all times are estimateglthis agenda is to be used as a guideline for time)
10:05am Speakers and special guestseadto the gym

10:10am Bell rings to move to gym

10:15am Principal of your high school welcomes thetsidents
Principal introduces and welcomes theguest speaker

10:25am Guest speakeencourages students to go téurther their education

10:40am Principal or school counselorannouncesremainder of the program day
10:45am Lunch is served(LUNCH SPONSCHECURED BY SCHQOL

11:30am CAAO Ob AOT 1 1061 AENEOOI AAAA O1 OOAAI

04 A Al E 06 : 3 odngsii25 minutes each with 5 minutes to switchtablesz ring bell

or blow whistle

11:35am | AL EOOCEI 1 O O4AAT A 4Al EO

1 Choosing the right college or university for you; the importance of college
visits. Application processz how it works with schools z similarities and
differences. Essay writing Dates and deadles z what they really mean

12:05pm SET AT AEAT ' EA O4AAT A 4A1EDSG

1 What you need to know about financial aid and whyFinancial aid formsz
how and when to complete. Scholarships and grastWebsites

12:35pm 3 OOAAT 680 1 O " OOET A A1 RRA MAOESD 0AOODA

9 Life outside the classroonieed for skilled workforce




Event Agenda-“Table Talks ” Format -SAMPLE, Cont.

1:00pm School ounselor announces Education Fair
1:05pm Education Fair begins

1:30pm Principal or school munselor givesclosing remarks
1:35pm Students leave to return to class

Note: This is a sample schedule. Each school can customize the event as necessary, and
schedules will vary from school to school. One variation may be to start the event earlier
and have theQable talksoor mini-conference sessionsnd college fair prior to serving
lunch.

Room and Table Arrangements -SAMPLE

O 4 A Al As&ddp: Allows students to interact in smaller groups. It is recommended to

have 810 students at each table. This formaDANOEOAO A 1 AOCAO 1 Oi AA
volunteers, as one is needed for each small group. Volunteers will rotate three times, so

that every student has the opportunity to speak with a financial aid, college admissions and
business or college student represetative.

“Table talks” setup




Event Agenda-Mini -Conference SessionsSAMPLE

8:30 Students to Auditorium
8:45 Welcome and Introduction by Principal
9:00 Welcome by Superintendent

9:15 School Counselor dismisses students to first breakout session (assign students
to groups before event and make sure each student has sheet or card with the
breakouts they will attend and in which order)

9:30-10:00 First Breakout Sessions

9 Four Year Public Admissions

1 Ins and Outs of Community College
1 Military Options

1 Paying for College 101 with KHEAA
9 Business Leader Panel Discussion

10:05-11:35 Second Breakout Session

Four Year Public Admissions

Ins and Outs of Community College
Military Options

Paying for College 101 with KHEAA
Business Leader Panel Discussion

11:40-11:10 Third Breakout Session

9 Four Year Public Admissions

1 Ins and Outs of Community College
1 Military Options

1 Paying For College 101 with KHEAA
9 Business Leader Panel Discussion

11:20 Students back in auditorium for Key Note Speaker (community leader, former
student or other motivational speaker)

11:40 Closing Remarks (Counselor or p rincipal)
11:45 Group Lunch then dismissed back to class

NOTE:Mini-conference session setupCan allow for larger groups and will require a fewer
T 01 ARAO 1T £ OA @b Asindents villirdtat® befwkeh Préskentatiod sessions.




Letter to Community Leaders from Superintendent or Principal -SAMPLE

Dear (NAME),

The Kentucky Higher Education Assistance Authority (KHEAAS3 taking the lead to
help communities challengehigh schools with low collegegoing rates to significantly
increase collegegoing and high school graduatiorrates. The team, which includes
regional and mobile KHEAA outreach counselors, partners from other state
organizations andrepresentatives from regional colleges and universities, is offering
to sharetheir successful strategy witha team inour community on what wecando to
motivate, advise and assist high schostudents.

Throughout the Commonwealth schoolshave heldcollege fairs and broughtstudents

ET &£ Of AGETT 11 AAIT EOOEIT T Oh ,EE:DIIégE}KFEAffortAEAh
called Close the Deal, increased the number of students with college acceptancaad
helpedyoung people earnscholarshipsto help pay for education after ligh school

The effort was so successful that | want to invite yoto help usClose the Dealin our
community.

Here is whatpast participants learned from Close the Deal: First, kids look up to and
listen to their community leaders andelected officials;the young people listened
when guest speakergold them that having a degree could mean an additional $1M in
earnings over a lifetime, and paid attention wherthey were challengedto submit at
least one college application. Second, they responded whiexcal leaderstold them

that the community counts on their achieving postsecondary degrees to build the
regional economy, and that people who are qualifietbr and hold 21st century jobs

are valuable, taxpaying citizens who enjoy a great quality of life.

) £ OEAU EAOAT 60 Al OdulséhoolCloeithk Dealiecam WilA I AAOO 1
contact you with information on this program. | hope you will take advantage of this
opportunity to initiate Close the Dealin our community.

Sincerely,




Thank You Messageto Volunteers -SAMPLE

Thank you all for volunteering for our Close the Deal event onDATEIn the gymnasium at
XHIGH SCHOQL

If you are receiving this email,you have graciously volunteered to host a table at the
Education Fair portion of the dayand/or UT O A OA OAOOET ¢ a&k@or mihi-A 1
conference sessionpresenters on admissions, financial aid or college life outside the
classroom/a businesslA A A h&<peative.

The event will begin promptly at XXXX am at X HIGH SCHOOIland we would like
everything to be set up byX:XXam - this includes tables at theeducation fair. We will be
there setting up the remainder of the event ai:XXam, please feel free to come and begin
your set up process anytime betweenX:XX am and XXX am. There will also be a brief
information session atX:XXam wherein details of theA A Wdefts will be given.

If you are spealing at one of our@able talksdor mini-conference sessionshere are the key
points we would like for you to discussduring your time with the students:

Admissions/Applications
1 Choosing the right college or university for you; the importance of college visits
1 Application process- how it works with schools - similarities and differences
1 Essay writing
1 Dates and deadlines what they really mean

Financial Aid
1 What you need to know about financial aid and why
1 Financial aid forms- how and when to complete
1 Scholarships and grarng
1 Websitesand Resources

College Life outside the Classroom/Business Leader
1 College froma recent graduate's perspective
1 The importance of continuing your education froma businessperspective.
1 What skills and qualities business leaders look for when hiringmployees?
9 Continue to use your ILP to search fascholarships and to build your resume

s Perspective

The program will end aroundX:XXpm and at this time you are free to leave and/or begin to
take down your education fair table if you are hosting one.

All volunteers will be provided with lunch on this day!
If you have any additional questions please do not hesitate to let me know!

Thanks again for volunteering your time for this great program!
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Volunteer Contact Information —SAMPLE

Close the Deal Evert[School Name] High School

Education Fair Tables

Representative Name
Admissions
Representative Name
Financial Aid
Representative Name

College Life

Representative Name

School/Organization

School/Organization

School/Organization

School/Organization

Email Address

Email Address

Email Address

Email Address

Phone Number

Phone Number

Phone Number

Phone Number




Faculty Memo-SAMPLE

Teachers: Please SHAREhese expectations to your students in
preparation for CLOSETHE DEAL

Close the Dealwill take place onDATE dl studentswill report to the gymnasiumwhen
they aredismissed fromsecond period.

Students are encouraged to dress up for this event. REMEMBER to use good judgment. No
spaghetti straps, bare mid drifts, or short skirts. If students do not choose to dress ufhey
are expectedto be in dress code.

Sudents will be assigned a table to sit at the luncheohy teachers the Monday before the
event. All tables will be clearlymarked with numbers and placematghat will indicate their
seat.

Xwill be the first person to speak to the lage group. He/she will introduce theguest
speakerwho will speak for about 1520 minutes.

After the speakers address the group, students will bealled (a section of tables at a time) o
to get their box lunchald A OET E8 ! £FO0AO OOOAAT OGrmik-Il EOE AQOE
conference sessionsvill begin.

@ AAT A oGdll Braup sessionsare the heartof the Close the Deal program. For
OO0AAIT A tudeAs will@eimain aOtheir table and they will participate in a total of THREE
20-25 minute discussions. Theadult leading the discussion will rotate to a different table at
the end ofeach discussionSo, students will hear froman admissions professional, a
financial aid professiond, and either a student who has been through the college selection
process beforeor a local business persoin a little over an hour. For mini-conference
sessions, students will move between rooms approximately every 250 minutes,

according to the number of presentations @ailable.

Students are expected to be RESPECTFUL when listening to all speakers. Kegpnd, the
people that are here today are here to helptudents realize theirgoal to attendcollege.

&I 111 xEARI DEGA iGdderende Eessiofsiere will be a college information

fair with representatives of regional colleges anduniversities. Sudents will have time to

ask morespecific questions to the representatives who are in attendance.dfudentsAT 1T 6 O
see thecollege thatthey are interested in attending, pleasehave themwrite their name and
preferencedown for future events and visits

Never underestimate the power of the first impression! From the moment thastudents
walk into the gym, the college representatives will be seeinthem. Help students make the
impression that they leave with them aPOSITIVE ONE!
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Student Expectations -SAMPLE

Close the Deal X HIGH SCHOOL

Close the Dealis a program designed to support high schooltsdents as they transition
AOT I EECE OAETTIT O1T AT 11 AcA®Butratiera9daldng U E OT &
program to get you into college.

OnDATE we are inviting you to a specialluncheoneven8 4 EEO EO O1 i AOEEIT
happen every dayWe will bring important community members,college admissions and

financial aid representatives,recent college studentsand local business leaderso our

schoolthat are availableto help answer your questions about the college admissicend

financial aid processes. ThiswillAA AT T A ET O Al I-confe@dcddedsiorS,A1 E §
allowing you small group time with an area expert.

X HIGH SCHOGO1as chosento be a part of this special program because over the yeavse
have been working hard to increas¢he percentage of students going on to colleggin
fact, for the Class oK z transcripts were sent toX number of postsecondary schools.

The Class oK has set a higher goat EVERY member of the graduating class will have an
official/final transcript s ent to at least one college/postsecondary programm and EVERY
member of the graduating class will also complete a financiald form.

To achieve this goal, we need your helpwe need you to participate. So many of you say
that you want to go to collegeor get additional training after high schoolz and for somez
this is where the conversation stops. This is your chance to follow through and check out
the options for yourself!

The third part of the program involves securing the money so that you can ¢o college.
This is done through the completion of the FASFA (Free Application for Student Financial
Assistance). The first word is FREE and there is a littlesecret that you need to know,
especiallyif you qualify for free/reduced lunchz THERE WILL BEMONEY FOR YOU TO
GO TO COLLEGE!

Right before graduation we will gather once again to count up the money that we have

earned through the receipt ofKentucky Educational Excellence Scholarships (KEES) and
private scholarshipsz or that we have earnedhrough participating in dual credit and

advanced placemenprograms. We will also see where the class #fhas gotten acceptedK

and | want to see your college admission letters of acceptance! We want to know the
scholarships that you have received! We T O UT &6 OiF OxAAO OO0 1 006
asking about scholarships and recommendations to colleges on your behalf!

So you can see that we are really going to work for yqubut in return z you must do 4
things to help yourself in this process.




Sudent Expectations -SAMPLE, Cont.

The EQURthings that we ask of you are:

.DON" T MI SS THI S ReRe OMROAY/NATE) NBULt not just on
(DAY/DATE) zevery day!

. ASK QUESTIONS Be an active participant in the discussions at your table.

. DRESS PROFESSIONALLY'T X has agreed that you can be out of dress tieatalay
Tbuti f you donétithvenywhmustbeinddresssaie au lpeRérase
remember to show respect to our guests and dress professinoaBgging pants, no
inappropriate graphics on shirtsp spaghetti strapdare middrifts, or short skirts.
Rememberlf students do not choose to dress iy are expected to be in dress code.
Keep in mind that representatives of area colleges and local business wilhiedoio
talk to you.

. MAKE POSITIVE IMPRESSIONS! Don o6t wunderesti mate the
that you make from the moment that you walk into the gym on that day. People who hold
your future in their hands will be watching you and they will form opisiohyou. Make
them POSITIVE IMPRESSIONS!

Students hear from guest speakers prior to “table talks” at Campbell County High School
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Student Exit Ticket -SAMPLE

NOTE:Some schools use complete exit tickets like this one to enter students into drawings
for door prized donated by local businesses or sponsors or to document their participation.

Close the Deal College Preference Sheet

-U Al O1 OAI 1. 0860 TAI A EOC

| would like to major in:

-U OAOAAI :AT11AcAd EO

However, | would like to find out more information on the following colleges:

My biggest fear about going to collegeis

| will be the FIRST persa to go to college in my family: yes or no
| would like to work with a mentor who can helpme navigate the College process: yes or no
| expect to enoll in college during the fallfollowing my high school graduation: yes or no

) ACOAA O [ AEA dbseheBdalbi EOI RRDEDE & OET AAOA
72 Use my ILP, counselors and any available resource to help me explore colleges that
match my career interests
Complete (at least one) ollege application and submit my final transcript to the
college of my choice
Access local, regional and college sponsored scholarships and complete and submit
the FASFA (financiahid) that will assist me in locating finances to fund my college
education

| agree to make this commitment on this dayX.

Studentsignature here:




Customizing the Message to Sudents

Thesereports from the ILP can be usedo customize classwide or 1-1 meetings with
students. This information allows you to individualize conversations that are relevant to
each student by focusing on his/her plans for life after graduation and how the school can
help them to reach their goas.

~

1. & 0TI OEA 1 AC IO (11T APACA Al EAE

2. Next click on the reports you would like to print.

Careers of Interest Customize

Military Careers of Interest Customize

Schools of Interest Customize

Scholarships of Interest Customize

Goals 8 Plans

Career Cluster Interests Customize

Post-Secondary Education Goals Customize

Career Planning Activities: Wiew bw Sctivitw Customize

Career Planning Activities: Wiew bw Student Customize

My Jourmnal Report Customize

3. #1 EAE 11 6AOOOI I EUA OEEO OADPI 006 OI
be exported and printed in excel or text.

>> Careers of Interest

Customize This Report Export Data File

Select criteria to define the report for a | Please choose the format that wou
specific vear and/or group of students: would like the data exported to:

() Excel Spreadsheet

= -:j;j:- Text File | ¥

Total Male Female Detail |




Program Evaluation

Plan to evaluate program effectiveness:

1 Only two primary pieces of information need to be collected during your event:
o0 Number of students who participated in a Close the Deal event
o0 Grade level of students who participated in a Close the Daalent

9 Student and Site Coordinator Surveys
o EachOOOAAT O xEI

to complete the Student 8rvey. See the Online Toolkit or contact your KHEAA
outreach counselor for the link to thesurvey. It is most effective to have students
complete the survey before they leave on the day of the event.
The site coordinator or designated individual from your school should complete the
Site CoordinatorSurvey. e the Online Toolkit or contact your KHEAA outi@ch
counselor for the link to the survey.

9 Additional program review at the school level can include:
o Collecing additional feedback from students, staff, and volunteers
0 Hold debriefing meetings with organizers of the event to determine what worked
andx EAO OET OI A AA EIi pOT OAA &£ O OEA OAEITI




Frequently Asked Questions

Q. What is Close the Deal andwhy is it important for my school?

A.Quite simply, Close the Deal
1 Creates a colleggyoing culture that reinforces the connectionsbetween enhanced
education and successful or accelerated career paths.
1 Provides support for and creates a sense of urgenoy the part of students applying
for college.
T "OEI AO OAT I 1 tAaChelpstsiudentd nfalde drined choices about their
futures.

Q. What does my school need to do to be a part of Close the Deal?

A.There are a few steps that will align to many of your current work with idents:
Introduce Close the Deal to elected officials, community & business leaders, and
school administrators.
Recruit admission and financial aid experts, recent college graduates or local
business leaders, military representatives and/or others
Begin to plan your Close the Degrogram with your partners.
Coordinate with your regional KHEAA outreacltounselor.
Secure a sponsor for lunch, if one is to be provided.
Hold a successful Close the Deatogram for students
Have counselors follow up with seniors to talk about their plans beyond high school.
(TTA A O#1 1T OA OEA $AAI e studbntskathdvdieenl A OAT
accepted or received scholarships.
Send final data report toKHEAA

Q. What goes into making a successful event?

A.Be proactive! Work closely and communicate clearly with your team members to engage
outside stakeholders, invite volunteers, plan your agenda and room setup, and work with
teachers to prepare students.

Q.What do principals need to do?

A.Recruit community leaders and officialsto promote Close the Deahnd provide
administrative support to program planners.




Frequently Asked Questions, Cont.

Q.What do counselors and administrators need to do?

1 8 40AAE UT OO0 Keépuptd-date @cordsnOsmoAdass Aize, number of
students who have applied, been admitted, and enrolled in college and amount of
scholarship money received.

Coordinate education fairs and celebratory eventwith help from the Close the Deal team.

Q.How can the local Chamber of Commerce and elected officials help?

A.Get theword out by personally delivering the message about the importance of going to
college.

Challenge students to apply to at least one college or university.

Work with principals, counselorsand students to get them the assistance they need.
#Al AAOAOA AT A AT AT OOAGCAA ! AETT x1 AACA OOOAATROO
students to achieve more.

Q. How much will this cost?

A.The services of KHEAA financial aid experts, college admisssocounselors and

community leaders are free. Many schools work with their local chambers of commerce or
individual businesses to have lunch, door prizes and decorations donated. Other options
may include sack lunches from the cafeteria or potluck itemsdm school faculty and staff.
Since the event is held during the school day, extra transportation and staff costs are not an
issue.

Q. How do we make this sustainable?

A. Due to the low financial burden of Close the Deal, ma@yD schools have continued to

put on events at their sbools yearafter year. Sharing the data and successes of yours and

I OEAOB8O #1171 OA OEA $AAI AOAT 6O AAT AOAAOA AMNOI
facilitate and manage the program in future yes. Have your Close the Deal teams begin

planning for continuing the program before the end of the school year.

For additional FAQs, visit the Close the Deal page on kygoestocollege.com.
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