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YOLANDA HARRIS:  Good afternoon.  My name is Yolanda Harris, training specialist in the Office of Professional Development.  I would like to welcome you today to our webinar event, which again is entitled – I’m sorry, which again is being hosted by the Office of Apprenticeship.  And today’s focus will be on, again, exploring the 2010-2011 education and outreach strategy.  
Just a few – just one note for safety.  Please note your fire exits in your viewing room and make sure you are aware of where they are.  In the national office, of course, they are behind us.  
Marisa Nixon has provided evaluations and sign-in sheets for everyone.  We ask that you would fill those out and if you would fax them back at the end of the session to her attention at 202-693-3799.
I’ll turn it over to Gary Gonzalez and he will give you instructions regarding any questions and answers for the chat features and things of that nature.  Thank you.  
GARY GONZALEZ:  Thanks, Yolanda.  And I’m putting Marisa Nixon’s number up in the chat window at the lower left hand of your screen.  It was actually one of the things I wanted to point out to you on your display or on your monitor.  
That chat is available to you throughout today’s session.  So if you have any questions or comments for our speakers, go ahead and use that chat at any point.  We’ll be placing them in a queue and I think we have a couple of – or a few dedicated Q&A breaks to address the questions that have come in.
At the top left I’ll be moving an attendee list and it’ll be displaying a list of everyone who’s logged into the session.  And then to the right you should be seeing today’s PowerPoint, which we’ll be diving into in just a sec.
Just want to let you know your lines have been muted, so you can use that chat window at any point to submit your questions.  
And with that I’m going to turn things over to John Ladd.  He is the administrator for the Office of Apprenticeship.  John?

JOHN LADD:  Great.  Thanks, Gary.  Good afternoon, everybody, and welcome to the third in our series of these monthly webinars.  I hope you’re finding them helpful and informative and a good use of your time.  
I know that the folks here have worked very hard on not only the presentation but I really want to thank Joe and all the members of the team that really worked so hard on this effort.  They’ve done a tremendous amount of work in a short amount of time and they’re really excited about this plan and I think it’s going to be something exciting to share with all of you.  So again, welcome to today’s webinar.  And again, thanks to the entire team for pulling this together.  
I’m going to be pretty brief.  I’m going to turn it over to Joe in a minute.  But I did want to raise a couple of points right up front and really want to highlight them for everybody’s attention.  
We’ve been talking about education and outreach – I’m sure those of you that have been around much longer than me, we’ve been talking about it forever.  And we’ve certainly been talking about it pretty consistently since I came on board and we’ve done a lot of things in this area, from rebranding to developing a marketing plan around this.  But it continues to be an area that we really need to think through how we go about this.  
And we’ve had some success.  We’ve had some setbacks in some areas or we haven’t had as much success in some of the areas that we’d like to move into.  But this continues to be an important goal for us.  It’s part of – one of our strategic goals.  It’s in our operational plan.  It continues to be part of our performance standards that are in my standards and cascades down to everybody.  
And really does support the broader agency goals that if we can get people to understand apprenticeship as a model of how people acquire skills, then people can see how that can be applied to a whole range of industries, including those in the green economy, in health care, transportation and others.  
So we’re excited about the opportunities and the potential, but we really need to be more strategic about how we move into these new areas.  So this is an important goal, continues to be an important goal and something that we bring up at the highest levels of the administration as well as our advisory board to help us think about how we might do this.
And for those of you that are following the debates and the issues that certainly circulate here within the Beltway, everyone’s talking about where are the jobs?   How do we grow more jobs?   How can the training that ETA provides, more generally, translate into employment opportunities for individuals?

And again, I think some of our success tends to get overlooked.  And when you look back at what we were able to do last year – which again, these last two years have been some of the most trying economic times that our country has seen – we were still able to register over 100,000 new apprentices last year.  That’s 100,000 jobs last year that were registered through us or with our SAA partners, which means 100,000 people either found or returned to work.  
And when you think about 100,000 jobs in the slow job growth that we’re facing in the country today, that’s not an insignificant number.  And it only leads us to think about what we can do as the economy recovers and our traditional sectors in construction and manufacturing recovery and rebound, as well as the really tremendous opportunities that exist in health care and transportation and in other areas.  
But I do think that for us to do this we’re going to have to be smarter more strategic about how we do it.  We seem to have a lot of success in some areas and not some success in others.  And we don’t always seem to have a specific plan and focus for how we’re going to go about some of these areas.  
We can’t be all things to everybody and we’re not going to be a good fit in every situation.  So we really have to think about where does apprenticeship make sense?   Where are there good opportunities?   And once we recognize where those opportunities are, what’s the best way to try to go about them and the best way to approach these industries?   Who are the key stakeholders?   Who are the decision makers?   Who are the influencers?   Who are the third-party intermediaries that we can reach out to and try to have the biggest bang for our buck?   
Because we are going to have limited resources as we move forward.  I think if anybody was watching the news, it’s pretty clear that government’s entering a very – a time of very limited resources where everyone’s going to be asked to justify their expenses and to be smarter about how we use our resources.  And we’re going to be no exception to that.  And I think wherever we can continue to promote innovation within our system, be seen as innovative, that’s going to be an advantage for us.  
So this is an incredibly important aspect of what we’re trying to do and where we need to go.  I really do think that the work that we do – again, when you go back to that 100,000 jobs, when people are asking where the jobs are and we can point to those 100,000 jobs, people can really look to us as that kind of a resource, that by connecting with us and working with us they’re providing opportunities to individuals who want to return to work, get back on their feet and have a chance to have a real career that can sustain them and provide a pathway back to the middle class.  
So the work that you all do, the work that this plan represents is incredibly important not only for the office but for the broader ETA and departmental goals.  So thank you again, for Joe and his team for pulling this together.
And I’m going to turn it over to Joe for the rest of the presentation.  Joe?

JOSEPH JENKINS:  Thank you, John.  I think John was very clear on what the realities are today.  And I think that’s one of the reasons as we put this together we really looked at what is the best approach.  
We also got a lot of information from the education and outreach team, which the members are – you can see up above.  I’d also like to add John Cantrell to that team as well.  We don’t have him on the list but John contributed quite a bit in this.  
One of the things that the team made very clear to us, that regardless of what kind of plan we put together, the plan really had to be of mutual benefit, that they had to really see those things that we could do to help them and those things that they could do to us and help us in order to reach those goals.  
Looking at the realities, it looked like it was going to have to be a real structured teamwork, something where everybody kind of knew who was on first, who was on second and so forth.  So these are the team – these are the guys that really kind of kicked this off and we want to make sure that we thank them for all of the hard work.  And look forward to the continuing work as we bring this plan to life.  
John talked a little bit about what we’ve done in the past and we certainly have come a long ways.  But we spent most of last year and the year before really concentrating on getting something in your hands when you went out to see the employers.  
We concentrated – John mentioned our branding.  We concentrated on developing messaging.  We really spent a lot of time looking at how to increase ways of getting our story out – or really our message out.  We’re probably in the story stage as we go into this year.  But we had a great deal of success in that.  Many of you remember that and was very much a part of that.  
Also, one of the things that happened with the revisions of the regulations 2929 is that we really looked at increasing new features for our product.  And this is one of the things that we want to talk about because they are.  It’s kind of like we heard the employer community, we heard the stakeholder community and we looked at really flexible training options.  
So we kind of varied the features:  the time-based, competency-based and hybrid options.  Also the credentials, looking at a way in which we could meet a certain part of the market.  And we realized that our business was being highly driven by technology-based learning, which kind of – in many ways is a part of each one of these models.  
Certainly the part of enhanced accountability – see, all of these we look at as key features in selling our system:  the enhanced accountability, the consistency and quality, the program performance, even the provisional registration.  And as we go along, we’ll talk about why these things are important to look at as we put our package together to go out and to actually market and sell – I’m not supposed to use that word – market education and outreach to our communities and to our stakeholders.
We were very happy with what we got as far as the teams that – the messages that we got from the teams that we put together in order to get our message out.  They were very clear what education wanted, what the apprentices wanted, what the employers wanted.  And also, it really was able to, along with that – and focusing on the community of practice to get our message out and to get materials out in the hands of all of our stakeholders.  And that became like a major force of last year.  
And Kirk Jefferson is going to talk about that because I think the role that the CoP played in the distribution of the education and outreach materials was critical.  
KIRK JEFFERSON:  Good afternoon, everyone.  First I’d like to give thanks to – (inaudible) – team.  They know who they are.  
The CoP has increased messaging and communication to the workforce network through chatting and blogging.  Also, there was an attachment that you all received to – (inaudible) – the webinar that has the statistics of the CoP.
If you look at the CoP for when it first started was only one member to now 3,779 members.  Also, we looked into the CoP – is that it turns a lot of improvements with SAA staff and OA staff for giving out well-designed, targeted educational materials and being able to be one of the most resourceful websites for SAA staff, OA staff and the workforce network.  
Also, when we look at the CoP we looked at resources and blogs are like the top two priorities people go into CoP for.  
Now, the CoP is also used for the action clinics.  (Inaudible) – action clinics are sharing ARRA information.  
Joe would like to talk to you about the future that – holds for us.
MR. JENKINS:  One of the things that we did is we looked at those things we did in the past and we now know how to incorporate in what we think is now, which is the future.  And there are some key elements.

One of the things that we realized as we assessed the plan of the last two years, it was a nice solid plan but really not well connected and not really well coordinated.  It really responded instead of being proactive.  And this time we’re looking at putting together a nationally-coordinated plan that has – that’s coordinated with all of the regions where it has information flow back and forth.
We understand the realities of the work today.  And John has kind of made that clear.  There are tight budgets and that’s for sure.  There is limited travel and that’s for sure.  But how do we make the most of what we’ve got?   And we’ve looked at that and technology is one of the ways in which we think will help us close that gap.

We also realize – we’ve talked so much about working with – on the economy and looking at effect on jobs.  The clear illustration John gave on that was very clear.  But it also tells us that we are a very key part in that whole approach to getting America back to work.  The partnerships that we’re developing for the apprenticeship system is solely concerned with making sure, yes, the expansion of apprenticeship but certainly getting America back to work and making sure that we increase those number of jobs when people and the system is ready to get going.
We also wanted to make sure that we had a clear strategy.  We’ve all – we talk so much about ETA and coordinating with us.  The question is, how do we make sure that we are coordinated with ETA?   And as a result of that, we see them as a valid – or ETA sees us as having valid partnerships and valid keys to what we’re doing.

One of the approaches that we’re looking at is whenever we go out to look at a particular customer, we have more than just apprenticeship as our key.  We also represent ETA and all the very facets and all the things that ETA offers to the employment community as well.  
Our coordination with the workforce development system is going to have to be key.  We don’t just do partnerships for the sake of partnerships.  We are leveraging apprenticeship but we also are utilizing resources that may be valuable to the customers we serve.  That strategy has to be clearly defined and we’ve got to get better with how we go at our targets.  We’ve got to get better systematically but we’ve also get to get better – we’ve got to make sure that we’re getting a bigger bang for the buck.  
We believe that even though these are some tough times that each area – both the national office and the region – working together with the sound use of data and technology that we can close this gap and get the expansion that we need for the calendar year.  
Now I’d like to introduce Kim Jones to talk about the approach.

KIM JONES:  Thank you, Joe.  Hello, everyone.  Everyone has already heard Joe mention about some of the key elements.  In terms of some of the key approaches that we’re going to take to reach some of those goals or that will develop – (inaudible).  
Everyone can see on this slide we’re going to develop some models and templates as well as continue the whole webinar to help enhance the strategy plans that are going forward with the plan.  We’re also going to be highlighting again the national guideline standards and new occupations.  
We are working on a matrix that will help share information and contacts.  And you’ll see an example of that later in the presentation.  
We want to enhance our communication system so that information flows both up and down throughout the system.  We also want to look at standardizing our consultative sales approach.  And you’ll hear Dave talk about that later in the presentation, as well as increase the partnership that we have with workforce development.  I know a lot of folks have already established their relationships with workforce but we’ll work on enhancing what’s presently existing also.  
We’ll also – from the national level we’ll be developing a data warehouse to help collect and disseminate information and make that available to everyone out in the field, as well as the national office initiating contact with entities and making those referrals down to the field level and regional level offices.

So as you can see, we have various approaches that will be employing to promote the information sharing and – so that we can also – we can enhance our education and outreach plan.  
So with that I will turn it over to Stephen.

STEPHEN SAGE:  Thank you, Kim.  And good afternoon, everyone.  My name is Stephen Sage and I’m an apprenticeship training representative here in the national office.  
And in touching on one of the key approaches that Kim had just mentioned, the national office is looking for creative ways to market and expand registered apprenticeship.  And the national office has determined that one of those ways is by promoting the concept of both national guideline standards and new occupations to industry and key apprenticeship stakeholders.  
So one of the things that we’ve developed is a marketing checklist that basically identifies those different options for reaching out to various target audiences.  And these options will basically be based on both the skill and implications of the standards and the occupations that are developed.  And here are some of the different options.  
The first one is issuing departmental press releases.  And these are – (inaudible) – actual guideline standards and occupations that are of national significance.  These releases will be issued for variable high-profile options, in which we want to reach as broad an audience as possible.  And we also have the option of issuing one-page summaries for new occupations and standards that are general interest.  One-page summaries will also target a broad range of stakeholders, including national industry associations, ACA members and workforce partners.  
And we’ll also be issuing bulletins for guideline standards and occupations that are of interest to the existing registered apprenticeship community.  And also, we have the option of using the community of practice website for reaching out to market the guideline standards.  
And then finally, we also have – we’re going to be putting together a listing of industry and association partners that we can target as well.  
Okay.  To further the registered apprenticeship model into the 21st century, we’re looking to expand into several key industries beyond those that have been typically associated with the registered apprenticeship model.  And based on DOL’s strategic plan and – (inaudible) – operating plan, these key industry targets have already been identified.  And they include the following five industry sectors.  And they are:  transportation; health care, including public health; green jobs; advance manufacturing; and energy.  
And in addition to the five industry sectors, we’re looking towards targeting key government organizations at the federal, state and local levels to expand registered apprenticeship.  And examples of such organizations would include the Department of Veterans Affairs and Health and Human Services.  
While the key industries that have been identified for 2010 and 2011 have been identified, basically each of the regions will have the opportunity to determine the specific industries that are going to be targeted for development.  And to assist the regions in identifying the specific companies that are going to be targeted, the national office has created a database listing of major companies that are broken down according to industry sectors.  And we’re going to be showing an example of this database in a little bit.  
And then finally in terms of identifying key industries for the future, the national office is currently working towards – working on establishing a data model will both assess and determine new and emerging industries to be targeted for fiscal year 2011 and ‘12.  
And with that, I’m going to turn it back over to Joe.  
MR. JENKINS:  Okay.  Let’s talk about a key – (inaudible) – plan.  Before I do that, one of the things that I think that’s been very cleared up – one thing we did mention in the past, we basically had one person in the national office and everybody outside could be gathered up to look at education outreach.  
Fortunately at this time going in, there are three people actually working in some facet on education outreach along with gathering people again to do this, along with the teams.  But it has made a significant difference, I think, in our ability to look at this whole picture and look at what we can do from the national office and how we can work with the field in various aspects.  
I’m going to go really quick over the first – the two – four – the key elements of the plan.  What we realized – one of the things that we’ve got to do when we start reaching out to businesses and other organizations – first, we have to have better planning.  But we have to have better diagnosing of their pain points.  
We have to really look at what people really need from us; what are the things they need to elevate their business; what are the things that they need to be able to compete?  And what are the internal things in their organization that’s driving them toward training and/or registered apprenticeship?  We’ve done some things in the past and set processes up that will help us do that.  But we’re also looking at data in doing that as well.  
Better use of information and technology.  There’s all kinds of work being done in that area.  Alex will talk to you a lot about that, not just in the education outreach but other areas.  
And we’ve got to find a way to share information.  And I’m going to touch on this, sharing information, because I think it’s very key.  One of the things that we talked about – and we’ll talk about it more in the cascading plan – is that we are doing a lot of great things all over.  But we’re not sharing that information, at least on a timely basis in many cases.  
I’m going to use the case in point where John Delgado is doing some great things in Indiana with Cummins Engines, and those things have really come to light.  As we started talking to Cummins on a national level, and find out that Cummins is almost all over the country everywhere and they’re doing a lot of things and want to do some other things with us.  And I’m going to talk a little more specifically about South Carolina in a little while.  
The other is development of new approaches to marketing and sales, and new approaches to the way we share those practices, in a way that we do share, once we’ve gone through contacts and looked at those – contacts that can be passed on or can be shared with different parts of the country.  
And I’m going to turn this over to Dean Guido and let him finish up on the rest.  Dean?

DEAN GUIDO:  Thanks, Joe.  
On the education outreach communications, one of the key components of this plan is for all of us to do a better job telling our story and sharing our information.  The marketing of national guideline standards – using national guideline standards, as you all know, could assist staff in developing new programs.  And we’ve been doing that for a long time.  
The quarterly webinar is based solely on education and outreach best practices, or webinars just like this that we’re going to continue to hold, as John mentioned earlier in this webinar.  
Developing new industry contacts.  This will provide all of us better opportunities to promote apprenticeship.  
And strategically marketing to targeted and new industries and organizations.  This plan will assist in the strategic approach to target industries.  
Now, I’m going to turn it over to Alex.  
MR. SAGE:  Thanks, Dean.  
ALEX JORDAN:  And thank you, Dean.  
The data and technology team was tasked with finding electronic tools that would hopefully help make everyone’s job just a bit easier.  Despite the fact that OA has identified several industries that are ripe targets for creating new apprenticeship programs, getting footholds in these industries has often come down to flipping open the yellow pages, guessing and then making cold calls.  
On top of that, various people in the field often don’t know what their colleagues, which occasionally leads to unnecessary duplication of effort, continued efforts directed at companies that we’ve already found to be unresponsive or missed opportunities with companies that our colleagues may have already had success with.  
As a result, the data and technology team has put together a rough outline of a model that uses online tools to better inform decision making and solve many of these problems.  The model was put together by Massachusetts’ own Paul Cleary, and what it does is combine national estimates for growing occupations and industries with corresponding opportunities in your local area.  The model’s still being tweaked, and for the time being it will reside in the national office; meaning that when it goes live we’ll be in charge of running it for you folks in the field and updating your leads on a periodic basis.  
Also, our first priority right out of the gate is going to be calibrating it for focusing on high-growth industries that we’ve already identified.  But in the meanwhile, I’ll explain in broad strokes how it works so that you can try it out on your own if you so choose.  
First, you look up the national employment trends at the Bureau of Labor Statistics website, where you can view lists of both the fastest-growing industries and employment and output by detailed industry.  Using those projections, you can then go to your state’s labor market information – or LMI – website and use it to see what jobs are available that either:  A, match the growing occupations you saw on the national trend on BLS; B, match the industry growth you saw in the national trend; or ideally, do both.  
Now, I say “ideally” because not all LMI websites are created equal and some won’t be as powerful or helpful as others.  To cover for this, we’ve identified several free-to-use or free-to-register websites, such as manta.com and Webster’s Online, where you can search for companies by state and industry.  We recommend these sites because they also provide handy addresses and contact information, meaning that you don’t need to sift through the yellow pages anymore or call every single branch of a facility in your state, trying to find someone good to talk to.  
And as I said, we’ll continue to tweak this model and we’ll begin running it for you in the near future.  But for those of you that want to take a quick crack at it, the links for several of these tools are listed on this slide at the very bottom.  The national link, as you see, is www.bls.gov.  And the local links are – BLS’ link to state LMIs, manta.com, and again, webstersonline.com.  So feel free to play around with those.  
In addition to the model, the national office is looking at a method of communicating between our colleagues in the field so that we can collaborate to identify potential industries, clients and customers.  Also, it would also to note that if someone has luck with, say, Acme Corporation in Maryland, another one of our colleagues in Delaware will find out and decide to have an informed conversation with Acme’s Delaware branch; things like that.  
As it stands right now, we don’t have a sophisticated system for maintaining a log of these contacts and outcomes that we’ve been talking about.  We’ve looked into using a system like community of practice but that’s accessible by the public, which isn’t a really good idea if we’re going to be sharing PII or potential business information in these talks.  That means I’ll have to look into getting a secure portal so that everyone can talk in privacy.  Putting a portal on RAPIDS might work, for instance, but we’ll have to get back to you on that one.  
Now, I’d like to turn you over to Bob Laudeman, the REA for region two.  Because we can talk for hours about abstract tools and models and because for all you know, I might just be making all of this up, Bob will tell you about the success that our friends in region two have had using a specific tool in their region and Bob’s idea to make this more relevant for everyone in the future.  
ROBERT LAUDEMAN:  Thank you, Alex.  
As Joe and Alex have explained, the goal of the data and the technology team is to draft a plan on how to use technology to identify growth industries that potentially will utilize registered apprenticeship to address their workforce education needs.  
To do this, we want to first identify and share best practices.  Asking the question, how do we best identify leads for new apprenticeship sponsors?  How do we best network with an industry sector?  How do we best establish these networks?  
Data from the Bureau of Labor Statistics and Bureau of Economic Analysis will help us to identify national, regional, state and metropolitan service area trends.  Once we know that an industry sector is experiencing growth, we need to make contact with local businesses within that industry.  We have our networks within government, education and industry associations.  
Region two has had good experience utilizing the Harris Directory and Harris Directory Online to identify leads for apprenticeship sponsors.  Members of the education and outreach team have been in contact with the senior solutions consultant for Dunn & Bradstreet Government Solutions, the parent company for Harris Directory Online.  Dunn & Bradstreet products are used in DOL, by the Bureau of Labor Statistics, the Wage & Hour Division and the Office of Federal Contract Compliance.  
Our plan is to invite the Dun & Bradstreet senior solutions consultant to the Office of Apprenticeship in Washington to do a presentation for John Ladd, Joe Jenkins and other members of the education and outreach team.  Tom Bydlon, Pennsylvania state director, who has experience with both the Harris Directory and Harris Directory Online, will also attend this meeting.  We are targeting February.  
The plan is utilize Dun & Bradstreet technology to demonstrate how to identify leads for apprenticeship sponsors.  Region two OA staff are ready to do a pilot project in Pennsylvania, Virginia and West Virginia with the Dun & Bradstreet products.  
This is one of the examples of how we plan to utilize technology at the regional, state and local level.  
Stephen Sage will now provide additional information about the data and technology team.  
MR. SAGE:  Thank you, Bob.  
Okay.  And before I give specific examples on some of the systems that we’re going to be working on using, there are many things that the Office of Apprenticeship would like to do in order to reach out and develop new customer leads.  Understanding the current budgetary issues that are affecting us – for example, travel limitations – we have to step back for a moment and do a reality check in order to get a clearer sense as to what we can realistically accomplish.  
So as John had touched upon earlier, we need to think both more strategically and focus on different ways on how to maximize available resources that are at our disposal.  Consequently, we’ve determined that the effective use of data and technology is one of the best ways to identify and share relevant information on leads and contacts in a way that’s both cost-efficient and expedient.  
So the national office is looking towards serving basically as a central warehouse for new lead and contact information.  And we plan on maintaining and updating this information here through the various matrices and databases that we’re working on.  And we’ll be making these systems accessible to the regions in order to better assist you in selling the registered apprenticeship model to employers and organizations.  
So with that being said, what we’re going to be doing is compiling customer and business contact information; developing a contact listing of our workforce development partners; assembling listings of key organizations and associations contacts; and identifying key business and trade journals.  
Okay.  And moving on to the next slide we have here is a sample customer database that’s been developed here in the national office in order to identify potential companies that are targeted in those five previously identified key industries.  Now, one thing to keep in mind about this database is that it is a work in progress and it will be fine-tuned as we move along.  We have here a sample listing of five Fortune 500 companies that are within the transportation sector.  And just keep in mind that this listing has been culled from a larger one.  
And the spreadsheet lists each company’s Fortune 500 ranking, its yearly revenue and profits, the total number of employees and the percentile change for each of these data fields from the prior year.  Also listed is major corporate contact information.  
Basically, we’re trying to identify large companies with either a national or multiregional presence that will be able to give us the most bang for our buck in establishing new registered apprenticeship programs.  The national office will be making contact at the senior corporate level and marketing registered apprenticeship, with the goal of establishing national guideline standards that are ultimately to be implemented at the regional level.  So this approach constitutes the initial phases of what we call the cascading effect that Joe will present on shortly.  
The national office has already made some initial contacts with some companies using this model – Cummins, Incorporated being one of them – and we’ve had some promising results thus far.  And we’ll provide further information on those shortly.  
We do want to issue one caveat here.  We don’t want you to be directly contacting these employers on this listing, as we don’t want employers to be receiving multiple or duplicative contacts from OA staff.  The database is going to be maintained within the national office and is going to be forwarded on a periodic basis to the regional directors, who in turn will determine the specific companies that are going to be contacted, based upon availability.  
Okay.  And the next slide is a similar database that is for the energy sector, and again, listing a sampling of five companies.  The only change in this slide is we’ve identified the key states that these companies are actually operating in.  
And then the next slide that we have is a sample project matrix that was developed for Charles Vaughan, state director for New Hampshire.  And the national office intends to use this matrix to identify, track and follow up on prospects – (inaudible) – of new apprenticeship training programs.  And we’re basically going to be making this matrix available to you in the future for you to identify any opportunities that are within your reach.  
So now I’m going to turn it back over to – (inaudible).

MR. JENKINS:  Yep.  Okay.  I’m going to be real quick on this.  One of the things that – the sole purpose of a lot of this, guys, is lead generation.  We are looking at what’s the best way to get to where we want to go and give you the advantage.  And as we talk about cascading – we’ll talk about you getting that information out, giving us the advantage on any type of sales process that we initiate.  
I want to quickly turn this over to Linda, because what we’re really into now what’s really important?  What’s really important here is not only telling our story, but also the recognition for what we do and how we do it internally as well as externally.  And Linda’s going to talk about that.  
LINDA MILLS:  Good afternoon, everyone.  Thanks, Joe.  
We’ve talked about some of the key elements of the plan.  We’ve also talked about data and technology and giving you examples of the contact listing.  So let’s now take a look at highlighting our successes.  That’s us telling our story.  
First, we’re going to look at conducting quarterly webinars.  These quarterly webinars will highlight one key regional office on each webinars.  The webinars are for the sharing of information on industry and contacts throughout the national and regional offices.  Also, we’re working on a plan to develop and rewards individuals and/or staff or the regional offices.  That’s a reward for tangible education and outreach activities that have been accomplished.  
And we’re going to establish these rewards through the development of a national award or bonus pool.  It’s going to be given out on a regularly quarterly basis.  Again, keep in mind it’s only for tangible accomplishments and/or on the individual basis you have accomplished during that quarter period.  That’s something that we can actually see results from.  
Also, we’re going to be looking at recognizing apprenticeship person of the month as well as we’re going to recognize the best practices of employers and the sharing of non-proprietary best practices and information.  
And lastly, let’s not forget.  We’re going to use our key customers to help us to our story, as well as the stakeholders, because they are a vital part of our sales and outreach process.  
Thanks.  Now I’m going to turn it back over to Joe.  
MR. JENKINS:  Linda, that was exactly – these are the highlights of the things that we’re looking at.  Keep in mind these are still a work in progress.  I don’t want anybody running out, saying, hey, they already got a bonus pool and all that.  These are things that we’re looking at possibilities, I think, that we think may be onboard.  I mean, we are actually going to ask you later on for other ideas that we could also start fulfilling.  
I’m going to go through the cascading.  There’s been so much talk about it.  And this is not going to take long because we’re really running up on time here.  
But the cascading effect, if you will look at the chart, really just involves coordinated efforts between the national office and all of the regions all the way down.  And by the way, before I go any further, I would like to put out kudos to regional managers – our regional directors, I’m sorry – who were intimately involved in looking and shaping this plan and asked some very poignant questions about the operation of it and how it would affect the regions as well as what’s going to be the impact on the national office.  
And as you look at this, it has to be – and this is one of the things everybody says – it has to be two-way plan.  It can’t just be the national office trying to dictate what’s going on.  It’s the national office serving as a facilitator and a storehouse of information and a distributor of information and contacts; where the regions are basically doing the same thing.  The whole idea is the expansion of the registered apprenticeship system.  
I’m not going to go through each one of these, but it clearly lays out – and this is one of the things that we were asked very clearly by the organization – what is the national office going to be doing and what are the regions going to do?  And I think the key for the national office is going to be that we’re going to be the facilitators of that information.  We’re going to make sure that you have the systems – or we’re going to develop the systems that’s going to support you.

We also will be intimately involved in the sales process.  We will be going directly to companies, making those calls, mail-outs, whatever it is, because we also have some of the same constraints you have.  But whatever we can do, we want to do it very effectively and generate those leads, both for the national office – which is for you – and for the regional office.  Also, our chief interest is not in national programs.  Our chief interest is in national guideline programs where these programs can be – you know, the contacts can be made; the regions can manage those programs and the regions will be intimately involved in the securing of those programs.  
I’d like to turn the rest of this over to Dean Guido.  
MR. GUIDO:  Thanks, Joe.  
One of the things to keep in mind is that this is a structured plan, capturing the best of what we’ve done in the past and adding new ways and new approaches for the future.  It’s also a living document, from time to time, that will be changed and improvements will be made.  So keep those in mind.  Some of what the regions are going to be doing is sharing information on key industries.  And you’ll see more about this in the case study with Cummins Diesel on the next couple of slides.  
We’ll be sending data to the national – involved in national guideline standards.  A good example of that, as Joe talked about, the Cummins Diesel program and what they had done in Indiana.  And we used John Delgado’s work in Indiana on Cummins Diesel to help develop the national guideline standards for Cummins Diesel.  
We’re going to highlight some of the key programs.  You’ll get a chance to showcase some of your exemplary programs.  We’ll highlight key partnerships and best practices.  Potential sponsors certainly want to hear what other organizations are doing that work with us.  
To participant with national office in quarterly sharing of marketplace activities, the regions will get the opportunity to quarterly share marketplace activities.  There’ll be a selection of the awards, the top demonstration projects of the quarter for the regions.  We’ll let you know more on that as we go.  
And we’ll be assessing and following up on the lead contact information provided by the national office, and the regional office will share that information and assign it to staff to work on; which is top-down, which really helps us in promoting apprenticeship.  
We’ll be developing strategies and relationships with workforce.  The regions will start or continue to improve on partnerships with workforce.  We know we’ve got some excellent working relationships with workforce and we’re going to continue on that.  And we’ll be sharing key initiatives and best practices.  And again, that’s the key component of this plan:  sharing information with the apprenticeship community, getting the information out to all of you folks.  
I want to thank you for listening, and I’ll turn it over to Steve now.  
MR. SAGE:  Thank you, Dean.  
Okay.  Joe and Dean have just discussed the concept of the cascading effect as it takes place in both the national and regional levels, and we’re now going to give you an example of a real-world scenario demonstrating the cascading effect from a national level.  
And looking at this chart, we can see that from the national office, what we did was we utilized our contact listing and directly contacted Cummins at the corporate level, determining basically whether or not they’re going to be establishing national guideline standards or a national program.  And we’re leaning towards the national guideline standards.  So in that case, we are going to filter this down to the regional level and put the regional level in contact with Cummins at their regional facilities to basically implement guideline standards.  
Now, in the event that Cummins was not interested in establishing additional apprenticeship programs at this time, what we want to do is speak with them and refer them on to ETA, and if need be, maybe the regional workforce system for any sort of assistance with their training and development needs that might be outside of the realm of apprenticeship.  
And basically what we’re trying to do here, we see our role as basically being that of brokers, and connecting employers that have a national and multiregional presence with the OA regions.  And one of the ultimate aims of the cascading effect is to expand registered apprenticeship by providing superior consultative services to employers like Cummins.  And the idea behind this is that by servicing these companies’ workforce development needs, they in turn will reciprocate and be willing to conduct outreach on our behalf and promote us to other employers; basically, serving as a pool of champions.  
MR. JENKINS:  You can see – the next slide Stephen’s going to show you – is the case study.  One starts at the national office and comes down.  The other one starts at the region and goes up.  And you’ll also see that there’s not – it can also be cross-regional, which you can see the lateral impact.  
I want to make one thing really clear on Cummins, though, because I don’t want to steal any thunder from Ron Johnson in that region, where they were doing a very good job working with Cummins.  And we called the national headquarters and found that there were some hiccups there, and were able to work with them on what those hiccups were; then, talk to the community college in South Carolina – Ron gave us that information – and talked to key people there.  And now we’ve got that back on board.  
This has led to a Cummins regional vice president meeting with us on Monday of next week to talk about other possibilities in – I guess Memphis is their southwest – in the southwest, in Tennessee, looking at that territory as a possibility for doing business with the national apprenticeship system.  So this thing has already been kind of tested.  There are several pilots going on.  
MR. SAGE:  Okay.  So this second slide basically examines the cascading effect on the regional level as it emanates either upwards or laterally.  So we’re looking at – if you’re dealing with an employer at the regional level, basically it should be your responsibility to determine whether or not this prospect has national implications or multiregional implications.  And if that’s the case, you’d basically be alerting the national office and we would be going from there to develop national guideline standards.  
If it’s not – if it does not have national implications – it may have regional or multiregional implications.  So what you can do is share amongst each other out in the regions and contact each other to move the process forward.  
Okay.  And with that I’m going to turn it back over to Joe.  
MR. JENKINS:  Well, which goes to Dave Gaither, which Dave’s at the key – the whole thing centers around the sales process and Dave’s going to talk to us about that.  
DAVID GAITHER:  Thanks, Joe.  Good afternoon, everyone.  
We have given you a fairly broad stroke of what our strategic plan is for outreach and education within the Office of Apprenticeship for the coming year.  But as we all know, eventually it comes down to a one-on-one meeting with a point of contact.  And for us in the Office of Apprenticeship, that means that we need to understand that the Office of Apprenticeship is basically a sales organization.  
And to do that, we are going to have to hone our skills in these sales processes.  And if you would go back to your training as consultative sales processes from a few years back, we have the five fundamental selling skills – of connecting and encouraging and questioning and confirming and providing for these points of contact.  And also, to remember that we need to focus on the three driving principles any time we have a sales meeting with a potential customer – to focus on that customer; to persuade the customer; to involve them in the conversation; and then earn the right to advance.  
We can utilize these techniques as we go out to sell via time-based programs, competency-based programs or hybrid programs to these various entities.  And we need to again hone these skills and make ourselves the best possible representatives of the agency that we can.  
We also want you to embrace your skills in the area of job task analysis and assist these programs, these contacts that you have, with developing competency-based programs.  It’s not that we’re going to sit there with them for hours and days at a time.  But we can give those folks some skill sets – some minimal skill sets to assist them as they start to develop a list of competencies that might be needed for a new occupation or a new way of doing an old job.  The same could be said for the hybrid approach.  
We also want to make sure that we utilize our national guideline standards; make sure that we’re referring back to our list of principal occupations and the new occupations that are coming out periodically throughout the year.  We have had a few new occupations within the last year that address green specifically.  One is the wind turbine technician, the other is the energy auditor.  So be aware of those things if you go out to consult with these prospects.  
Also, as you go out to visit with regional, multiregional, multistate organizations, make sure that you coordinate up with your regional office and with the national office so that this cascading effect that Joe’s been talking to you about can really be implemented.  
And for those of you that feel like you need a refresher on consultive sales or just need some guidance on the use of marketing techniques, the national office has submitted that they were make that training available through the use of technology – webinars, conference calls, whatever the case may be – trying to conserve on resources, certainly.  But we certainly also want to make sure that that training is made available to you.  
And with that, I’m going to turn it back over to Joe or Gary to finish the section.  
MR. JENKINS:  Actually it’s going to be John finishing the session.  I just want to make sure that I touch base on those summary sheets here for us.  If you’re noticing and you just look at the diagram, it has to do with the connected plan, the communications network, the results and recognition, the warehouse of data, maximizing resources.  And in the center of it all is the sound data and technology systems, planning registered apprenticeship and the consultive sales technique.  
And I’m going to turn it over to John.  
MR. LADD:  Well, rather than hearing from me, we want to hear from you.  So I think Gary’s got some poll questions set up.  And then I think we have to end it here right on the hour.  So I’ll wrap it up at the end.  But let’s hear it from you all first.  
MR. GONZALEZ:  So the first question we have for you is, “What is the best way that the national office can assist the regions or the states in finding your points of pain in expanding the registered apprenticeship model?”  
And the options you have to choose from are providing regular updates utilizing matrix listing current industry contacts; or better sales and technical support; or a more effective data system t to assist in targeted selections.  You can only select one.  So of those three, which is the best?  
MR. SAGE:  This isn’t Chicago, Dean.  (Off mic.)

MR. GONZALEZ:  And the way you participate is you just mouse over, left-click the radio option to the left.  So sort of where that green arrow’s pointing towards.  So we would like you to be able to choose more than one, but you can only pick one.  Which one would it be; A, B or C?

And it looks like most of you are saying a more effective data system to assist in targeted selections.  That’s kind of what the majority of you say, followed up by better sales and technical support, with providing regular updates utilizing matrix listing current industry contacts taking up the tail end.  
MR. JENKINS:  Okay.  Very good.  
MR. GONZALEZ:  Thanks for participating.  We have one more question for you.  And the question is, what would be the best way to reward Office of Apprenticeship regions or staff for demonstrated activities that have produced definitive results?”  And you can only select one – (chuckles) – recognition awards, certificates or plaque, time off or monetary awards.  (Chuckles.)

I think the majority of you are weighing in on monetary awards, with number two being time off, which is kind of like money in the bank, I guess, if you take time off.  And then the other is certificate or plaque.  (Chuckles, off mic.)  Most everybody’s saying monetary awards.  Okay.  
Well, thanks for playing.  And I’m going to close out that poll and turn things back over to John.  
MR. LADD:  Okay.  Is it Joe?  
MR. JENKINS:  (Inaudible, off mic.)  It’s me here, but I’ve already gone through that.  
MR. LADD:  You’ve already gone through that?  Okay.  Well, I’ll wrap up real quickly here.  And if we have time we’ve got a couple questions coming in through the chat that we’ll try to take.  
But if you’re anything like me, your head’s probably swimming with all the great information that the team provided.  I know it probably sounds a little bit overwhelming when you try to see it all in one session in a short amount of time.  But I think Joe really boiled it down to its basics, that this is all about generating leads.  And we’ve had some great results in the past year.  And a lot of this is going to be directed towards how do we translate some of those results – and particularly, how do we expand apprenticeship beyond our traditional base?  And that’s where I think this strategy’s going to come most into effect.  
But we’ve got to be more strategic about this.  We’ve got to know where we want to target our efforts, where we can use data better and where we can really zero in on places that we’re likely to have the greatest success.  So at its core, it’s a very intuitive plan for what we’re trying to do, and I think it should resonate with what we all probably do anyways.  But this is trying to put it into a framework and trying to think about it more organizationally than individually.  
I do want to point out that, while there may not be specific resources available for apprenticeships directly, there are new resources coming down the pipeline.  And one was just released today.  It’s called – it’s a horrible acronym.  It’s TAACCT.  It’s basically the Trade Adjustment Assistance Community College Training initiative, which I believe is a couple hundred million dollars; hit the street today.  We are one of the strategies that’s front and center in terms of what’s being promoted through this SGA.  It’s directed primarily at community colleges, but there’s a lot of opportunity in there for earn and learn strategies generally, and apprenticeship, more specifically.  
So again, thanks to the team.  They did a fantastic job pulling this together.  It’s a lot of information.  This webinar’s going to be available in an archived version if you want to kind of go back and review it.  
But we really do welcome your feedback.  We’d like to know where you see this , where it might not work, how it could be tweaked, how it could be improved.  And just the feedback that we got through the polls I think is very helpful to know, that technology and the database and those kind of tools are what’s particularly helpful to you all.  
So with that, I think we’ve got two minutes – close to three minutes left here before we have to sign off and we have a couple of questions coming in.  So why don’t we try to take a couple quick questions?  
The first question that we see is about leveraging green opportunities, but don’t have the approved programs in our apprenticeable occupations list; will there be additions to implement programs such as solar panel installation and wind turbine technician?  
Yes.  I should have Franchella answer that.  But yes, we are working on that.  There’s a couple coming down the pike.  But there isn’t a tremendous number of requests in on this.  You know, I think this is an area where apprenticeship tends to lag behind a little bit.  We’re not setting the market.  We’re waiting for the market to kind of settle out.  And green is an area that has a lot of unsettling dynamics in it right now.  
So there are a couple areas where it’s clear that this is an occupation, that it’s apprenticeable.  And we’re moving forward and working with those occupations.  And as they come out, we definitely highlight anything that’s green and we try to get that information out to you.  So they’re coming.  It’s probably not hundreds of occupations coming down the pike, but there are a few.  And as we get them, we’ll get those out to you.  
“What’s the Webex technique?”  I don’t – 
MR. JENKINS:  Yeah.  It’s a technique that we got introduced to by UPS.  It’s where you have audio and video – I mean, they can actually do the same thing we’re doing on the webinar.  We can talk back and forth.  We can ask questions.  And they can go back over the slides; different things.  It’s just – our first introduction with it was UPS at the ACA meeting.  And we found out – at least tentatively – that we do have those capabilities.  We don’t know the cost of them or anything else yet, so that’s something we’ve got to follow up on.  
MR. LADD:  Okay.  Great.  Our last question – probably the last one we’re going to be able to take right now – is a great suggestion from Colleen (sp).  She suggests that we use employment websites and search on key terms like “will train.”  Or when there are new apprenticeable occupations, that you use those key terms to search employment websites and identify employers that fit into these new categories, and that that’s generating some great leads for Colleen.  So that’s a great technique and something that we can look to incorporate into the plan.  
All right.  Well, with that, we need to sign off.  But we welcome your feedback and suggestions.  And once again, thanks for participating in these webinars and we’ll talk to you soon.  
MR. GONZALEZ:  I just want to remind everybody to go ahead and fill out their evaluation forms and their sign-in sheets that were, I believe, e-mailed to you, and fax them back to Marisa Nixon – which I’m putting that fax number up in the chat window at the lower left-hand of your screen.  
And remember, we have recorded today’s session.  So if you came in late or if you missed something, if you want to go back and review it or push the link on to a colleague, we’re going to be posting the recording in about two business days.  
All right.  Don’t want to keep you much longer, so we’re going to sign off.  And we hope to see you on future sessions.  Bye now.  
(END)
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