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 “Close the Deal” Counselors’ Resources
	Here you will find information on how to implement and manage your own “Close the Deal” program. Included are resources that will help you connect to representatives from the Kentucky Department of Education, the Lt. Governor’s Office, and the “Close the Deal” partners; plan your “Close the Deal” Kickoff and Celebration events; and engage community leaders and businesses in building a college-going culture at your school or organization. These resources are samples compiled from past “Close the Deal” events and can be edited, revised, and custom designed to fit your school or organization’s needs. 
· Page 3: “Close the Deal” Committee Contact Sheet. Use this contact list to get your questions about the “Close the Deal” answered and to forge strong connections with the “Close the Deal” partners. 

· Page 4: Helping High School Seniors Close the Deal on College. A one-page informational piece that provides insight into the program and explains the roles and responsibilities of school counselors and administrators, elected officials, and community leaders. Use this sheet when recruiting administrative and community support for your “Close the Deal” program.

· Page 5: Customizing the Message to Seniors. A one-page guidance document for printing ILP reports that are of particular relevance to Close the Deal. This should also be used to individualize meetings with students both before and after the event review what students have saved in their ILP regarding Careers of Interest, Schools of Interest, Scholarships of Interest and Postsecondary Education Goals.

·  Page 6: “Close the Deal” Timeline. The “Close the Deal” Timeline includes chronological steps and suggestions to help you plan and organize your “Close the Deal” program. This timeline will help you take your “Close the Deal” program from the planning stages to your seniors’ high school graduation and college acceptance. 

· Page 7: “Valley Closes College ‘Deal’.” Published in the Courier-Journal, this article documents the inaugural “Close the Deal” Kickoff event held at Valley High School in December 2008. This article demonstrated the initial impact “Close the Deal” had on students at Valley, and showcases the roles of school administrators and community leaders in the program.

· Page 8: “Close the Deal”: A Counselor’s Perspective. Consult this document for advice from a former “Close the Deal” school counselor to ensure that “Close the Deal” is a success at your school.

· Page 9: Letter to Local Leaders and Officials. Sample request letter of public support for “Close the Deal”. 

· Page 10: Thank You and Reminder Email to Kickoff Event Volunteers. Before your “Close the Deal” Kickoff event, send a “Thanks-for-Volunteering” logistics email to all volunteers – financial aid, admissions, and college life representatives. Include in this email more detailed information about the topics they will be discussing, guidelines that they should follow in their discussion, and the agenda for the kickoff event. 

· Page 11: Organizational Chart of Volunteers. Create a spreadsheet to help you organize your volunteers and education fair participants.

· Page 12: Volunteer Round Table Discussion Topics. Provide your admissions, financial aid, and college life volunteers with these discussion topics for their interaction with your students. These discussions can be facilitated as table takes with small groups of students or as a volunteer panel for the entire senior class.
· Page 13: Summary of “Close the Deal” for your School Faculty, and the “Close the Deal” Faculty Memo. Use these documents as the examples of how to prepare your faculty and staff for the “Close the Deal” program. Send a memo to all staff about “Close the Deal”, detailing the program’s history and components and your expectations for your staff’s participation in the program. 

· Page 15: Student Expectations. Prepare your students for the “Close the Deal” program. In an address to all seniors, explain “Close the Deal” and your expectations of the students during the Kickoff events and their responsibilities as participants in the program.

· Page 17: “Close the Deal” Kickoff Event Agenda (SAMPLES). Provide volunteers and guests with an agenda for the “Close the Deal” Kickoff event.

· Page 19: Room Arrangement. These documents include photographs of previous “Close the Deal” Kickoff Events to provide you with ideas for room arrangement and table decorations.

· Page 20: Kickoff Event Student Exit Ticket. Use this college preference form as a student exit ticket from the kickoff event. Ask students and staff to make a commitment to “Close the Deal”.  

· Page 21: “Close the Deal” Data Report. Compile data to help track the success of “Close the Deal” in your school or organization.

· Addendum: “Close the Deal” Pitch PowerPoint. This PowerPoint includes information on the history, purpose, success, and timeline of “Close the Deal”. The PowerPoint is a great tool to use in recruiting volunteer, school and community support for your “Close the Deal” program.
· Addendum: Business First Article on Close the Deal’s Success by Cary Stemle.
Close the Deal
Committee Contact Sheet
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Office of Lieutenant Governor Jerry E. Abramson Staff

MAIN CONTACT: Chad Aull, Special Assistant
Chad.Aull@ky.gov
Phone: 502-564-2611

Shannon L. Tivitt, Chief of Staff
shannon.tivitt@ky.gov
Phone: 502-564-2611 

Ashley M. Parrott, Deputy Policy Director
Ashley.Parrott@ky.gov
Phone: 502-564-2611












Kentucky Department of Education Staff

MAIN CONTACT: Brigette Stacy, Program Consultant
Office of Next Generation Schools and Districts
brigette.stacy@education.ky.gov
502-564-1473  x4072

Jennifer Elliott, Program Coordinator
Office of Next Generation Schools and Districts
jennifer.elliott@education.ky.gov
Phone: 502-564-4201 x4058

Felicia Cumings Smith, Associate Commissioner
Office of Next Generation Learners
felicia.smith@education.ky.gov
502-564-9850

Susan Allred, Associate Commissioner
Office of District 180
susang.allred@education.ky.gov
502-564-5130

















Helping High School Seniors Close the Deal on College
In Kentucky, elected officials are joining with secondary and post-secondary institutions and business organizations to help students make the transition from high school to college and other post-secondary education or training. Operation Preparation and Close the Deal are low-cost ways to make a real difference for the future of any community.

Quite simply, Close the Deal:
· Creates a college-going culture that reinforces the connections between enhanced education and successful or accelerated career paths.
· Provides support for and creates a sense of urgency on the part of students applying for college.
· Builds “college knowledge” that helps students make informed choices about their futures.

As a Close the Deal partner your school will:
· Gain access to post-secondary institutions across the state.
· Receive support in planning and coordinating education fairs and celebratory events and in enhancing communication with the state’s postsecondary institutions.

Your role in Close the Deal:
School counselors and administrators
· Track your students’ success! Keep up-to-date records of senior class size, number of students who have applied, been admitted, and enrolled in college and amount of scholarship money received.
· Coordinate education fairs and celebratory events with help from the Close the Deal team.
· Recruit community leaders and officials to promote Close the Deal.
· Keep careful records of all expenses, receipts, and in-kind donations generated through Close the Deal.

Elected officials and community leaders
· Get the message out by attending the Kick-off meeting and 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, counselors and students to get them the assistance they need.
· Celebrate and encourage! Acknowledge students’ hard work and continually challenge students to achieve more.

 

[bookmark: _GoBack]Customizing the Message to Seniors
Use these reports to customize class-wide 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 goals.


1. From the Advisor Homepage click on “ILP Reports”

[image: ]

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

[image: ]
3. Click on ”customize this report” to filter by grade, gender or ethnicity. Reports can be exported and printed in excel or text.

[image: ]

“Close the Deal” Time Line
Here you will find a basic time line to help you execute your “Close the Deal” program. 
· August	
· Begin to plan “Close the Deal” Kickoff with “Close the Deal” partners.
· “Close the Deal” Kickoff dates are selected.
· Introduce “Close the Deal” to elected officials, community & business leaders, and school administrators.
· Encourage seniors to complete their ILPs and create KHEAA accounts at KHEAA.org

· September or October
· Hold a “Close the Deal” Kickoff event.

· November or December
· Counselors follow up with seniors to talk about their plans beyond high school.
· College admissions representatives visit the high school and meet with students.
· Students receive assistance in filling out college applications.
· Students should add Close the Deal to “college planning activities in their ILP. 

· January, February, and March
· Assist students and families in filling out FAFSA forms.
· Continue visits with college admissions representatives.
· Take students on visits to college campuses.

· April
· Begin planning “Close the Deal” Celebration events.
· Continue visits to college campuses.

· May
· Hold a “Close the Deal” Celebration event to recognize students that have been accepted or received scholarships.
· Send final data report to “Close the Deal” partners.





[image: File:Courier Journal.jpg]
Valley Closes College ‘Deal’
Jenna Esarey, December 8, 2008 
Why would seniors graduating from high school in May consider themselves to be the class of 2013?  That’s how Valley Traditional High School principal Gary Hurt sees them. “That is the year you will graduate from college,” he told 167 seniors last week at an event aimed at getting more students to attend college. 

“College is no longer a privilege for the few,” Hurt told the students. “It is a necessity for the many. In this global age you’re not going to make it with just a high school diploma.” 
The event, called “Closing the Deal,” included representatives from 16 colleges who offered information on the admissions process, financing options and college life. It was sponsored by Jefferson County Public Schools, metro government and Greater Louisville Inc., the city’s chamber of commerce. 

“A lot of times expectations are not set as high as they should be by family and friends,” Mayor Jerry Abramson said. “This is a first-time event for us. … Then the kids have to take the personal responsibility to step up and follow through.” 

Abramson spoke to the seniors about the importance of college. He stressed the significance of a global economy and quoted figures stating that in 10 years only 40 percent of jobs will be available to someone with only a high school education. 

He also touched on the many financing options for students, including Metropolitan College, the UPS program that offers employees a free college education while they work and receive health benefits. 

“There is no one in this room who can say ‘I cannot afford to go to college.’ It’s just not true,” Abramson said. “You may not want to go to college, but you can afford to.” 

Chris Keener, 18, is undecided about his future. If he chooses to attend college, he said, he would be the first in his family to do so. “I might be interested in the culinary arts program at Sullivan University,” he said. “I just really don’t know right now.” 

Other students had goals set coming into the day’s event. 

“I want to go to Morehead State and be a veterinarian,” said Alysha Mattick, 17. “I’m starting to fill out the forms to apply for grants and scholarships. Today I really want to learn more about the Pell grant.” 

Dana Shumate, coordinator of the School District Business Partnerships said, “We’ve spent 11 years training the kids and preparing them for college. We see the event as closing the deal, so that’s what we called it.” 

Hurt, who has been Valley’s principal for two years, agreed. “I’d like to replicate this next year,” he said. “I think the success we have today can spread to other schools.
A Counselor’s Perspective
One of the best pieces of advice that I could give to schools starting this -- would be three-fold. 
1. Talk to the class as a whole - explain the expectations. 
2. Present "talking points" to the senior teachers so that they can reinforce the expectations. Review how the ILP can help them to set and reach goals for life after graduation. 
3. Involve others in the preparation (our welding class made the stands for the table numbers, my class officers were the first to know about the program and they "talked it up" with their classmates, the entire faculty heard about the program at a faculty meeting and they were included in e-mails as the event neared). 


















Letter to Local Leaders and Officials from Mayor- SAMPLE
Dear (NAME), 
Last fall, I challenged all seniors at X High School to go to college or pursue some sort of post-secondary education or training. To support them, we held a college fair and brought them information on admissions, financial aid, and what it’s like to go to college. The effort, called “Close the Deal”, increased the number of students with college acceptances from 20 the previous year to more than 100 by graduation day. And, these young people earned over $200,000 in scholarships. The effort was so successful that I want to invite you, as a fellow elected official, to “Close the Deal” in your own community. 
The state is taking the lead to help elected officials consider a similar outreach to high schools with low college-going rates to significantly increase college-going, and high school graduation rates. The team, which includes representatives from regional colleges and universities, is offering to share our successful strategy with a team in your community on what we do to motivate, advise and assist high school seniors. 
Here is what I learned from Close the Deal: First, kids look up to and listen to their elected officials; the young people listened to what I told them that having a degree could mean an additional $1M in earnings over a lifetime, and paid attention when I challenged them to submit at least one college application. Second, they responded when I told them that the community counts on their achieving post-secondary degrees to build the regional economy, and that people who are qualified for and hold 21st century jobs are valuable, tax-paying citizens who enjoy a great quality of life. 
If they haven’t already done so, in the next week members of the Close the Deal team will contact you with information on this program. I hope you will feel free to contact me if you have questions about Close the Deal, and encourage you to take advantage of this opportunity to initiate Close the Deal in your community. 
Sincerely, 





Thank You Email to Volunteers-SAMPLE
Thank you all for volunteering for our Close the Deal event on DATE in the gymnasium at X HIGH SCHOOL. 
If you are receiving this email - you have graciously volunteered to host a table at the Education Fair portion of the day and/or you are serving as one of our Table Talk presenters on Admissions, Financial Aid or College Life outside the Classroom. 
The event will begin promptly at 10:10am at X HIGH SCHOOL and we would like everything to be set up by 9:45am - this includes tables at the Education Fair. We will be there setting up the remainder of the event at 9:00am, please feel free to come and begin your set up process anytime between 9:15am and 9:45am. There will also be a brief information session at 9:50am wherein details of the day’s events will be given. 
If you are speaking at one of our Table Talks - here are the key points we would like for you to discuss while at the tables with the students: 
Admissions/Applications 
· Choosing the right college or university for you; the importance of college visits 
· Application process - how it works with schools - similarities and differences 
· Essay writing 
· Dates and deadlines - what they really mean 
Financial Aid 
· What you need to know about financial aid and why 
· Financial aid forms - how and when to complete 
· Scholarships and grant 
· Websites 
College Life outside the Classroom 
· College from a recent graduate's perspective 
· Continue to use your ILP to search for scholarships and to build your resume

The program will end around 1:15pm 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!


Volunteer Organization Chart- SAMPLE
Close the Deal Kickoff Event - [School Name] High School 
Education Fair Tables 
	Representative 

Admissions Representative
	School Close the Deal University 
	Email #1 

	
Financial Aid Representative 
	
School Close the Deal University 
	Email #1 

	
College Life Representative 
	School/Organization 
	Email #1 

















Volunteer Round Table Discussion Topics- SAMPLE
How it works: you will be assigned to a table as a representative from one of three groups (Admissions, Financial Aid, recent college-grads). Before the start of the program you will spend 15 minutes eating with your first group. In order to give your students a chance to get acclimated all representatives will spend lunch orienting students to the activities of the day. Below are talking points and suggestions for engaging students during this lunch period. Once the 15 minute lunch period has concluded, the bell will sound for program - and the first Round Table – to begin. At this time, you should transition into your area of expertise (Admissions, financial Aid/FAFSA, college life) and begin your presentation until the bell rings again, and you move to your next group. 
Lunch Talking Points 
· Begin by introducing yourself, your organization/university 
· What do they think of when they hear “college”? 
· Do they know anyone who’s gone to college? What are some reasons to go to			college? 
· Introduce “Close the Deal” 
· Explain the round table discussions (15 minutes sessions, they stay put, who they’ll 	be talking to, etc.) 
· What happens after today?: One-on-One interviews with their counselor, help 	applying for financial aid, visits from school reps and visits to area campuses 
• Has anyone started thinking about life after graduation? 
• Has anyone already visited a college or know where they’re applying? 
· What questions can you think of for the representatives you’ll be talking to? 

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

Financial Aid 
• What you need to know about financial aid and why. 
• Financial aid forms – how and when to complete. 
• Scholarships and grants- the ILP has over 1500 scholarship opportunities. 

Recent Graduates
· Open with your name and your alma mater. Briefly discuss why you chose to go to 	college, what the application process was like, etc. 
· Academics: class schedules (not a 7:40-2:20 environment, etc), course intensity, 	difference between high school classes and college classes (fewer exams, more		 reading, etc), fields of study/choosing a major 
· Social: campus organizations (what were you involved in? How did you make			 friends? Dorm living (independence, meal plans, roommates) 
· Stay away from: “partying”, skipping class. Use good judgment. 
· Encourage them to ask questions! What do they know about college life? What are		they anxious about? 
Faculty Summary-SAMPLE
CLOSE THE DEAL 
DATE 

What is it? 
A program designed to support seniors who are interested in going to college – through all steps of the process. It isn’t just a one day event! 
Who is involved? 
The community, the mayor, area colleges, your counselors and most importantly -- our students will be directly involved w/ the program. 
How does it work? 
Early Fall — Lieutenant Governor Abramson and Commissioner Holliday, and Kentucky Department of Education staff host a “kickoff” event at the school encouraging seniors to apply to college. Resource folks talk to students about: 
• College life 
• Admissions 
• Financial aid 
• College options 

November/December — school counselors interview seniors to talk about their plans beyond high school to prepare, print aggregate report of student goals, careers of interest and schools of interest. 
January — students get help filling out FAFSA and financial aid forms, and begin interviews with college representatives. IT IS MY GOAL TO HAVE EACH SENIOR COMPLETE/SUBMIT A FASFA FORM! 
March — students visit a college campus; college reps meet with students; seniors start filling out applications. 
May — Local officials host an assembly to celebrate college acceptances. 
What is the next step? 
Meeting with teachers, seniors and spreading the word about this IMPORATANT event. 
SPECIFIC TIMES WILL BE SHARED W/ STAFF CLOSER TO THE EVENT 
Faculty Memo-SAMPLE
Teachers: Please READ these expectations to your students  in preparation for CLOSE THE DEAL
 
· Close the Deal will take place on DATE . The event will take place in the gym.
· Seniors will report to the gymnasium when they are dismissed from second period.
· All current seniors will be invited to the luncheon. 
· Students are encouraged to dress up for this event. REMEMBER to use good 	judgment. Denim of any kind is NOT permitted. No spaghetti straps, bare mid-	drifts, or short skirts. If students do not choose to dress up…they are expected	to be in dress code. 
· Seniors will be assigned a table to sit at the luncheon. Senior teachers will		distribute table assignments the Monday before the event. All tables will be clearly		marked with numbers and placemats will indicate your seat. 
· X will be the first person to speak to the large group. He/she will introduce the 	Lieutenant Governor and Commissioner who will speak for about 15-20 minutes. After the Lieutenant Governor and Commissioner/KDE staff speak, students will be     called (a section of tables at a time) to get their box lunch and drink. After students   finish eating, the “table talks” will begin.      
· “Table talks” are the heart of the Close the Deal program. Students will remain at 	their table and they will participate in a total of THREE – 20 minute discussions. The		adult leading the discussion will rotate to a different table at the end of 20 minutes. 	So at the end of the hour, students will hear from an admissions professional, a 	financial aid professional and a student who has been through the college selection		process before. 
· Students are expected to be RESPECTFUL when listening to all speakers. Keep in		mind, the people that are here today are here to help you realize your goal to attend		college. While they may represent the institution they work for – the most 	important thing that they represent is the college experience. Just like us, they want		you to go to college too. 
· Following the “Table talks” there will be a college information fair of the colleges 	represented by colleges and universities in state. Seniors will have time to ask more		specific questions to the representatives who are in attendance. If you don’t see the		college that you are interested in attending, please write your name and preference		down on a YELLOW piece of paper found on your table. 
· Above all remember what X told you during the senior meeting: never 	underestimate the power of the first impression! From the moment that you walk		into the gym, the college representatives will be seeing you. Make the			impression that you leave with them a POSITIVE ONE! 
 
Student Expectations-SAMPLE
Close the Deal X HIGH SCHOOL 
 “Close the Deal” is a program sponsored by Lieutenant Governor Jerry Abramson and Commissioner Holliday. It is designed to support high school seniors as they transition from high school to college. It really isn’t just a one day event – but rather a year long program to get you into college. 
On DATE, the Lieutenant Governor and Commissioner/KDE staff are inviting you to lunch. This is something that doesn’t happen every day! He will bring with him important community members, college admissions and financial aid representatives that are there to help answer your questions about the college admission process. This will not be done in a large group – but rather in small groups of 7-8 students to 1 “college expert.” 
X HIGH SCHOOL was selected to be a part of this special program because over the years, we have been working hard to increase the percentage of students going on to college – in fact, for the Class of X – transcripts were sent to X number of postsecondary schools. 
The Class of X has set a higher goal – EVERY member of the graduating class will have an official/final transcript sent to at least one college/postsecondary program -- and EVERY member of the graduating class will also complete a financial aid form. 
To achieve this goal, we need your help – we need you to participate. So many of you say that you want to go to college – and for some – this is where the conversation stops. This is your chance to follow through and check college out for yourself! 
The third part of the program involves securing the money so that you can go to 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 little secret that you need to know – if you qualify for free/reduced lunch – THERE WILL BE MONEY 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 of scholarships – or that we have earned through participating in dual credit and advanced placement programs. We will also see where the class of X has gotten accepted! X and I want to see your college admission letters of acceptance! We want to know the scholarships that you have received! We want you to “wear us out” in sending transcripts, asking about scholarships and recommendations to colleges on your behalf! 
So you can see that we are really going to work for you – but in return – you must do 4 things to help yourself in this process. 
The FOUR things that we ask of you are: 
1. DON’T MISS THIS OPPORTUNITY! Be here on Tuesday! But not just on Tuesday –every day! 
2. ASK QUESTIONS – Be an active participant in the discussions at your table.
3. DRESS PROFESSIONALLY – X has agreed that you can be out of dress code that day – but if you don’t wish to dress up – then you must be in dress code or better (ABSOLUTELY NO JEANS). Denim of any kind is NOT permitted. No spaghetti straps, bare mid-drifts, or short skirts.  Remember: If students do not choose to dress up…they are expected to be in dress code.  Keep in mind that representatives of area colleges and local business will be on hand to talk to you.
4. MAKE POSITIVE IMPRESSIONS! Don’t underestimate the power of the impression 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 opinions of you. Make them POSITIVE IMPRESSIONS!




















Kickoff Agenda-SAMPLE
“Close the Deal” 10:10am – 1:10pm 
General Agenda (all times are estimated – this agenda is to be used as a guideline for time) 
10:05am	Lt. Governor Abramson and Commissioner Holliday/KDE staff head to the   gym                        
10:10am	Bell rings to move to gym 
10:15am          Principal of your High School welcomes the Students. 
Principal introduces and welcomes the Lieutenant Governor.

10:25am          Lieutenant Governor encourages students to go to college. 

10:40am          Principal or Senior Counselor announces remainder of the program day.                                        Lunch provided by SPONSOR. 
10:45am	Lunch is served 
11:20am	Clear up from lunch; proceed to “Table Talks” 
11:25am         “Table Talks” begin *3 rounds of 20 minutes each, with 5 minutes to switch      tables – ring bell or blow whistle 

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

Financial Aid 
· What you need to know about financial aid and why. Financial aid forms – how and when to complete. Scholarships and grants. Websites. 
Student’s perspective 
· Life outside the classroom 
12:40pm 	School Senior Counselor announces Education Fair 12:45pm Education Fair begins

1:05pm 	Principal or Senior Counselor gives follow-up information 1:10pm Bell rings to return to class 35 

11:30am 	Clear up from lunch; proceed to “Table Talks” 
11:35am	Admissions Presenter 
· Choosing the right college or university for you; the importance of college visits 
· Application process – how it works with schools – similarities and 
· Difference
11:45am 	Admissions Table Talk
12:00pm 	Financial Aid Presenter
· What you need to know about financial aid and why 
· Financial aid forms – how and when to complete . Scholarships and grant websites
12:10pm 	Financial Aid Table Talk 
12:25pm 	Student’s Perspective Presenter. Life outside the classroom 
12:35pm 	Student’s Perspective Table Talk 

12:45pm 	School Senior Counselor announces Education Fair 12:50pm Education Fair begins.
1:10pm 	Principal or Senior Counselor gives follow-up information 1:15pm Students leave to return to class


Room Arrangement and Table Decorations- SAMPLE
[image: ]
[image: ]









Student Exit Ticket - REQUIRED
Close the Deal College Preference Sheet

My counselor’s name is: 
I would like to major in: ___________________________________ 

My “dream college” is: ____________________________________________________ 

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

My biggest fear about going to college is: ______________________________________ 

I will be the FIRST person to go to college in my family: yes or no

I would like to work with a mentor who can help me navigate the College process: yes or no 
YES NO 	
I expect to enroll in college during the fall following my high school graduation: yes or no

I agree to make the commitment to “close the deal” by making a sincere effort to 
· Use my ILP, counselors and any available resource to help me explore colleges that		match my career interests 
· Complete (at least one) college 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 (financial aid) papers that will assist me in locating finances to fund my 	college education 

I agree to make this commitment on this day, X. 


Student signature here: ______________________________
Data Report-REQUIRED
Close the Deal – Tracking Impact 
Expectations are that each high school would gather and report the following comparison data on their senior class. This would provide a “before” and “after” Close the Deal picture. 
Gather now - Class of X: 
· # seniors enrolled 
· # seniors graduated 
· # seniors that applied to at least one PSE (and as % of graduating class) 
· Total # of applications from senior class 
· # seniors accepted to at least one PSE (and as % of graduating class) 
· # seniors enrolled in PSE as of (some date in fall X YEAR) 
· # seniors completing FAFSA on time 
· Total $ in scholarships earned 
· $ scholarships / student 

Gather by DATE: Should be able to gather and report all for X YEAR, and for class of X YEAR, all but the number enrolled.
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