Business Education Program Marketing Plan
Jerry Smith
Breathitt County Area Technology Center

Fall 2005-Spring 2006


I. INTRODUCTION

The purpose of this document is to establish a framework for marketing and public relations of the Business Education program at the Breathitt County Area Technology Center.  Currently, the skills and services available at the ATC are horribly underappreciated by most stakeholders, including our feeder schools, students, parents, and the community. This framework shall suggest steps to be taken to show the stakeholders how valuable our program and facilities are to them.

II. STAKEHOLDER ANALYSIS

1. Faculty and Staff of the Breathitt County ATC – We already recognize the importance and impact of what we do, however, we have not taken enough corrective actions to ensure the other stakeholders feel the same way we do.

2. Feeder Schools – We currently have two feeder schools: Breathitt County High School and Jackson City School.  We do not have enough contact with either. Specifically, we have been unable to meet with their guidance staff to explain exactly what we do.  The principals of both schools are cooperative, however, they are not the ones who make most of the scheduling decisions.  There is not as much communication as there should be.

3. Students – We attempt to show the students the value of Career and Technical Education, however, the message has not reached many. 

4. Parents – Surprisingly, the parents of the students feel more strongly about our Business program than any external stakeholders. It would seem this is because many had enjoyable experiences in vocational school in years past. The parents seem to appreciate communication.

5. Community – The community is largely unaware of our immense resources and value to the local economy.  
III. DESIRED CHANGES IN BEHAVIOR PER STAKEHOLDER GROUP
1. Faculty and Staff of the Breathitt County ATC – We need to renew our zeal for the programs that we herald.  Every outsider who walks in our school needs to know we are committed to what we do.
2. Feeder Schools – Firstly, we need to have a detailed meeting with the guidance counselors from both schools. In this meeting, we need to have course descriptions and recommended course sequences, stressing the importance of those sequences for maximum benefit.  The importance of sequence would prevent Business education from becoming something that is tacked on after all other core scheduling decisions have been made.  Communication with the principals could be strengthened. This would most likely have to occur in short stints with burst-style communications because of the frantic and busy schedules that principals maintain.
3. Students – We need to make the students want to come to us.  To do so, we will need to show them the benefits of our Business programs.
4. Parents – Given the generally positive view of our programs by the parents, we need only expand the number of parents who feel this way.  

5. Community – We need the community to come to us when they need our resources and expertise.  Creating awareness is probably the best avenue for fostering this behavior.

IV. 2005-2006 YEARLY PLAN FOR PROGRAM MARKETING AND PROMOTION

August
1. Letters to parents explaining the course(s) their children are taking. In addition to the current course, we will also incorporate future courses the children can take to get an O*Net certificate.

2. Meeting with guidance counselors from all feeder schools with course sequences and detailed course descriptions.

3. Meeting/E-mail to the principals of the feeder schools with our mission statement and schedule of special vocational events.
4. Radio interview(s) with John Bunn, spotlighting as many of our courses and program tracks as possible.

5. More detailed information about course sequences and certificates shall be given to students during orientation.

September

1. Contact guidance/special education teachers regarding IEPs.  Doing so will remind them that we are here.

2. Send the FBLA yearly Program of Work to guidance, the high school principals, and the high school teachers.

3. Do radio interview with John Bunn regarding the FBLA Program of Work.

4. Send out letters to parents of children who are excelling.

5. Send home a newsletter with information about the FBLA Program of Work and what’s going on in the classroom.

October
1. Invite the Air Force to come with their recruitment SUV. Have the event announced on the radio and make sure the SUV is parked outside the building.
2. Follow-up on IEP progress with the high school.

3. Continue with FBLA Program of Work.

4. Begin Thanksgiving Food Drive. Try to get this featured on the local evening news.

5. Sponsor a contest of some kind (Halloween costume?)

6. All faculty should attend the football games. Very important for exposure.
November
1. Send out newsletter detailing FBLA activities.
2. Meet with the program advisory committee and setup a Christmas charity event between the ATC and one of their businesses.

3. Follow-up on IEP progress with the high school.

4. Radio interview with John Bunn about FBLA and Office Tech.

December
1. Continue FBLA activities.
2. Send “Christmas letters” to parents.

3. Meet with the high school principals to discuss the events of the first semester.

4. Purchase a “Merry Christmas” ad on the local radio sponsored by the ATC (using the vending account).

January (Similar to August Because of New Semester Start)
1. Letters to parents explaining the course(s) their children are taking. In addition to the current course, we will also incorporate future courses the children can take to get an O*Net certificate.

2. Meeting with guidance counselors from all feeder schools with course sequences and detailed course descriptions.

3. Meeting/E-mail to the principals of the feeder schools with our mission statement and schedule of special vocational events.

4. FBLA Newsletter to be sent to the parents of all Office Tech students.

5. More detailed information about course sequences and certificates shall be given to students during orientation.
6. Create signs supporting basketball teams, making sure they say “Sponsored by Office Tech”

7. Have an article put in the newspaper about the successes of the first semester.

February
1. Letters to excelling students’ parents.
2. FBLA newsletter featuring more community service projects.

3. Follow-up with guidance/special education teachers with IEP students.

March
1. Contact guidance for career day information.

2. Career day involvement at the high schools.
3. Radio interview with John Bunn to talk about career day.

4. Sponsor a bracket game for the March Madness tournament.

April
1. Car show at the ATC – Jerry Smith and Joe Mayabb will bring their show cars.  While this may seem totally unrelated to Business Education, it does put us in the minds of the students and the community.  Any publicity is good publicity.
2. Sponsor a part of the prom, making sure Office Tech appears on the sponsored item/decoration/banner.
3. Have 2nd program advisory committee meeting.

May
1. Office Tech can help with graduation ceremony.
2. Have a yearly debriefing meeting with the high school principals.
