Chivas + Carson HS School

Los Angeles based soccer team Chivas USA is the only Mexican owned team in major professional sports. In
only its fourth year of existence, the sister team of Club Deportivo Guadalajara has achieved remarkable
success both on the field and in the local community. Chivas USA’s many commitments to the Southland
include blood drives, soccer clinics, hospital visits, ticket donations, and other fundraisers. The beloved soccer
team and LAUSD have recently developed an outstanding partnership that gives students an opportunity to
take learning beyond the classroom with internships at the Major League Soccer team’s offices at the Home
Depot Center. Students from the Sports Education Recreation and Fitness (SERF) Small Learning Community
at Carson High School are currently gaining work experience in media relations, sports marketing, and
community affairs. SERF provides students with a rigorous, standards-based curriculum that can lead to a

wide variety of sports-related careers. In addition,a number of the student-interns work directly with the
Chivas USA players in game-day preparation.

Greg Puccia, Carson High School Assistant Principal, expresses his enthusiasm about the project. “We currently have

nine students participating in the Chivas USA internship program from Carson HS. The students are working in different
departments within the organization, gaining experience working in a professional sports franchise. Alicia Mendoza, Senior
Manager for Community Affairs, has indicated the students are doing an outstanding job and exceeding her expectations.”

Ms. Mendoza explained that Chivas USA is a team that depends on the grassroots support of the community and is focused
on drawing passionate soccer fans from all over Los Angeles to support the team. Education is a core value of the Chivas
organization. The partnership with LAUSD started two years ago as an essay contest entitled “Imagine More. Be More!”
Students were asked to submit entries on how the attributes that help athletes excel can also help students succeed in school.
This initial contest led to the idea of internships and career opportunities for local students. The proximity of the stadium to

Carson High and the sports-themed small learning community were a perfect match, and after months of planning, students
began taking the learning beyond the classroom.

Future plans include athletic clinics and opportunities for high school bands to play the national anthem at games. Carson
High is working on developing a sports-themed curriculum with Chivas which complements the career pathway opportunities,
leadership development and the academic requirements of LAUSD. Due to this innovative partnership, expect to see Chivas

players visiting Carson to motivate students in pursuing a career in sports management, and students interning at Chivas
headquarters, as well as working out with players on the field.
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BUILDING

SCHOOL-BUSINESS
PARTNERSHIPS

by: Beverly Ryder, Dale Petrulis, Roberta Moore,

Rebecca Maescher, and Daniel Gray

Business involvement in
education has been an
American tradition for several
decades. Many schools across
the nation are working
closely with businesses to
help improve the quality

of education and enhance
student achievement. Both
the business community

and educators understand
the critical linkages

between good schools, high
student achievement, and a
prosperous economy.

The Los Angeles Unified
School District (LAUSD)

has a legacy of collaboration
and partnership between its
schools and the local business
community. Throughout

the district, businesses are
working with their local
schools to provide financial
and technical resources,
in-kind donations, and
volunteers to work on special
school projects and initiatives,
and as mentors and tutors.

Challenged by stiffer global
competition, the increasing
complexity of student needs,
more stringent national and
state academic standards,
budget shortfalls, and stagnant
or decreasing revenues,
LAUSD realizes that it must
generate greater and more
sustained assistance from
outside partners to meet its
goals. With 76% of LAUSD
students living at or below
the federal poverty level, 35%
English Language learners, and
a district-wide dropout rate
of 34% (or higher at some
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schools), our local schools and
businesses must work even
more closely together to keep
students in school, promote

a college going culture,

and integrate academic
learning with real-world

work experience to meet

the ultimate goal of creating
an “an educated citizenry of
self-sufficient lifelong learners
who have the skills needed to
thrive in the workplace today
and in the future”. '

School districts and
businesses are realizing that
their partnerships must be
raised to a higher level—one
in which the partnership is
mutually defined, has common
goals for student achievement,
and creates measurable
outcomes.

LAUSD is striving to develop
higher level partnerships that
are more sustainable and
integrate the knowledge and
skill levels of the businesses
with academic instruction.
As a first step, the district

is focusing on building

these partnerships with
theme-based small learning
communities and small
schools”at the secondary
level. LAUSD and the Los
Angeles Area Chamber of
Commerce have formed a
joint office to help schools
build and expand these
types of partnerships in all
of the district’s high schools.
This office will help match
businesses to schools, help
build school capacity to
engage partners, and convene

theme-based conferences to
discuss best practices and
attract new partners.

DEFINING A
SCHOOL-BUSINESS
PARTNERSHIP

A partnership is a relationship
between two or more distinct
parties who join together

to pursue a shared vision,
leverage complementary
strengths, and create a

set of common goals with
measurable outcomes. A
school-business partnership
reflects and supports the
core values of the school, and
the goals of the participating
business partners are aligned
with the school’s mission.

There are two types of
School-Business Partnerships:
Level One

These partnerships are
relationships with schools
which are philanthropic or
service related. The school
provides a list of needs and
the business usually meets
the desired need with

cash, in-kind, or volunteer
resources. These are
more informal relationships
and may be intermittent

or ongoing. Examples of

Level One partnerships
include providing food for
meetings, underwriting
support for special events,
in-kind printing, and
donations of books or
computers. Many adopt-
a-school programs, impact
days (school beautification,
volunteer days), or mentoring
programs are examples of
Level One relationships with
schools. These relationships
are valuable first steps
towards forming an ongoing
relationship with a school and
many of these relationships
move into more sophisticated
and enduring partnerships
over time.

Level Two

These partnerships are
more directly integrated
with the academic and
student achievement goals
of the school. In these
partnerships, the school and
business work together to
develop the overall mission
of the partnership (i.e. aligns
with the mission of the
school), a vision of success,
and underlying short term
and long term objectives.
Roles and responsibilities
are clearly defined, and



supporting resources are
identified. The resources
that the partner provides

will be tied to a specific
academic need, initiative,

or projected outcome.

For example, a career day
sponsored by a local hospital
or pharmaceutical company
may be specifically related to
a health-themed small learning
community which provides
students with job and career
options and outlines their
academic requirements. Level
Two partnerships are reform-
oriented; it may take several
years to reach the ultimate
objective of the partnership.
Level Two partnerships
leverage knowledge and
expertise--each partner
contributes resources which
reflect the skills or particular
service of the partner.

KEY ELEMENTS OF
A SUCCESSFUL
PARTNERSHIP

There are several elements
that a school, administrators,
and individual teachers can
provide to enhance the
success of a school-business
partnership.

* Create a Welcoming
Environment in the
School

This is probably the most
important element. No
matter how rich or poor a
school is or its geographical
location, a school culture that
signals that it is an open and
welcoming environment will
attract outside partners. First
impressions of a school are
quickly formed by the way
individuals are treated in the
main office, how students,
teachers and staff greet
visitors, and whether people
are aware of the partner’s
commitment. Perceptions
and signals as to whether the
school is well-run or poorly
managed and whether the
school campus reflects a
disciplined ready-to-learn
environment will influence

a business’s decision to be
part of the school team.
Businesses can be the best
ambassadors or the worst
critics of a school. An
unprofessional environment
will communicate to business
leaders that the school is not
ready for their participation
or will not value the support
and commitment that the
business is willing to make.

An administrator can ensure
that the school demonstrates
a welcoming environment

by: 1) Establishing protocols
for professionalism at the
front office and other key
public areas of the school; 2)
Alerting the front office and
key staff of the frequency of
the partners’ participation;
3) Introducing the key
members of the partnership
to key staff and assigning a
campus representative to the
partnership; 4) Establishing
a sign-in procedure for the
business and representatives
so they can be appropriately
greeted and escorted when
they come on campus.

Teachers can also enhance

this relationship by: 1)
Alerting the front office about
any visitors to their classroom

— who they are and when
they will be on campus; 2)
Making sure someone escorts
them to their location; 3)
Notifying other stakeholders
(i.e. parents) about the
partner; 4) Providing a
student orientation for the
partners’ visit—what the visit
will be about and how the
teacher expects the guest(s)
to be treated; 5) Introducing
business partners to any
participating stakeholders
such as parents or community
members; 6) Following up
with the partner after a
classroom session to ensure
that expectations of the visit
were met.

e Clearly ldentify

the Goals, Roles, and
Responsibilities of the
Partnership

One of the key barriers to

an effective partnership is

the failure, up front, to set
clear goals and objectives of
the partnership. The school
should clearly understand

and be able to articulate its
academic goals and outcomes
for the partnership and the
students, and understand
what the business’s goals and
aspirations are. Mutually
creating a common vision

of the partnership with
aspirations, long, medium,
and short term goals and
outcomes is a critical element
of success. Both parties must
be on the same page about
what they want to accomplish
and have a common definition
of success. Starting small and
being focused is important
and both parties should strive
to think “outside of the box”
as they create roles. Roles
and responsibilities should be
identified in as much detail as
possible and goals should be

set with clear benchmarks and

measurable metrics.
Committing to these in
writing will help the

Ways for Businesses

to get

Involved with

Schools

Job Shadowing

Student Internships at
Businesses

Invite students to lunch
with business managers
Business-Sponsored Field
Trips

Classroom Speaking
Business and School
“Principal For A Day;”
Executive For A—Day
programs

Career Days and Job/
College Fairs

Workplace Mentoring
Professional
Development Workshops
Sponsor Theme

Based Conferences (i.e.
healthcare)
Job-readiness programs
Technology Workshops
for Students/Parents
Work with educators on
curriculum development
Participate on School
advisory committees
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partnership and the
participants clearly
understand what is expected
of them and in what
timeframe.

* Ensure Frequent and
Clear Communication
Between Partners
Another key barrier to an
effective partnership is the
failure to maintain frequent
and clear communications
with each other. Two-way
communications impart a
feeling of inclusiveness and
importance of the partnership
to both parties, clear up
misconceptions, identify

any misunderstandings, and
hone expectations. Short
and frequent messages may
best communicate ongoing
information that will maximize
the time of both parties. The
dates, form of communication,
and style of communication
should be formalized early

in the partnership. Areas

of communication might
include: ) An orientation
about the school, students,
and community; 2) An
orientation by the business
about their products and
services, key community
values, financial outlook, etc.;
3) Introductions and meetings
with key stakeholders of

the school; 4) Planning a
mutual communication about
a particularly successful
partnership can also bring
attention to the school

and leverage the business’s
influence in the community.
Schools should also keep up-
to-date contact lists, websites,
and mailing information that
are sent out publicly.

* Measure Progress
Establishing a way to evaluate
and measure the progress

of the partnership will help
ensure that it succeeds.
Ongoing evaluation should
encompass three areas: |)

a conversation that is more
diagnostic than formal which
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discusses what works and
what doesn’t work. For
example, a teacher who

has had a business speaker
at a career day may confer
with the speaker after the
session to determine what
points made an impact

on students and where

they were not reached; 2)
Periodic assessments which
evaluate progress against
specific goals. Two or

three periodic assessments
should be set each year; and
3) A formal evaluation of
progress at the end of the
year which measures the
performance against goals,
provides discussion on what
worked, lessons learned, and
improvements/changes for
the following year. Clear and
specific metrics against targets
should be used as frequently
as possible.

Celebrate Success and
Recognition

Celebrating success and
recognition should be a
built-in component of every
partnership and should be
planned by the coordinators
of each participating partner.
Continued recognition and
thank-yous are very important
to the success of the
partnership. It is important
to remember that while
business partners and their
volunteers are unpaid and
are willingly committing their
time and resources, thanking
them is a way to acknowledge
that their services were
appreciated and had impact.
One can never thank enough.
Recognition should not

be expensive or elaborate
and can take the form of

a personal note or formal
thank you at an assembly

or on-campus event. Using
parents, parent organizations,
and community members

as part of the recognition
team is a way to involve them
and help them celebrate the
success of the partnership.

Student notes of appreciation with testimonials and examples
of learning are particularly impactful and help underscore the
reason why the partnership exists.

Building enduring and goal-oriented school-business
partnerships is rapidly becoming a necessary part of the
learning environment in high performing schools. If planned
and executed properly, these partnerships can be a joyful

and rewarding journey for all of its participants, as they help
students become college prepared and career ready and well-
prepared for lifelong success.

SCHOOL ASSESSMENT
Determine:

* The needs of the small learning community

» Key goals for student achievement and how the
business can assist the school in meeting the goals

* Needs and gaps in student knowledge

* Staff capacity and readiness - How many partners
can the school handle? Is there a designated contact
person?

* Gaps in teacher and staff knowledge; design
volunteer opportunities to support teacher and staff
needs

* Which activities encourage business support for
classroom curriculum/content

* What expertise the company has that the school
needs

* Expected time and resource needs

* School needs for programs, outside the
classroom, that can be filled by businesses

BUSINESS NEEDS ASSESSMENT

BUSINESS—SCHOOL MATCHING

* ldentify local and national businesses that match school SLC
assessment needs
* Match schools when the school has demonstrated capacity

and readiness to utilize partners effectively/determine if
business availability matches with school needs
* Select schools that are close in proximity-geography counts




ARRANGE SCHOOL-BUSINESS MEETINGS

* l|dentify partnership needs and where businesses can help

* Set a meeting of school and business personnel to develop program-e.g.:
* Provide school and classroom tours
* Engage the potential partner in a dialogue about school needs, partner interests, and resources
* Discuss school needs, but also what benefits the company will receive

* Develop program content
* Determine alignment with SLC themes and curricula
* Create key goals

* l|dentify key points of contact

IDENTIFY PARTNERSHIP GOALS, ROLES AND RESPONSIBILITIES

* Create a vision for success

* ldentify key long term target goals and timeframe for achievement

* Develop interim milestones and benchmarks

* ldentify roles for each partner and identify responsible individuals
Create measurable responsibilities for each partner

PARTNERS ESTABLISH AND SIGN A PARTNERSHIP AGREEMENT

* Develop a written agreement (i.e. a working/operating agreement) between the two partners which identifies goals, program
content, and key roles of each party to the partnership

* Include key operating principles and ground rules and share with all stakeholders (principal, parents, teachers and volunteers)

* Write a flexible document that can change as the partnership evolves

PARTNERSHIP ORIENTATION

Provide an orientation for the partners and key participants (Prepare office staff for the arrival of partners and volunteers)

Share information including school and community cultural environment, current student expectations, support for students with
special needs

Introduce the partner to teachers and students in the small learning community or small school

Allow time for the business partner to provide overview of who they are and what they do, critical information about the business
Orientation to both the staff and community (i.e. parents) about the partner

PERIODIC DIAGNOSTIC EVALUATION
* Assess how well the partnership is working through periodic meetings, email, memos, etc.
* Review progress against the partnership agreement to activate needed changes and to celebrate
benchmark
» Utilize periodic evaluations as diagnostic tools to assess the content, strengths, and weaknesses

FINAL EVALUATION

Engage in an end of the year evaluation by all partners regarding program success
Determine attainment of milestones and benchmarks
Obtain input from all relevant stakeholders (administrators, teachers, staff, students, parents)

Evaluate where benchmarks were missed and met
Determine strengths, weaknesses, key learnings
Review operating principles and make recommendations for next year

RECOGNITION AND CELEBRATION

* Thank all participants in the program
* Celebrate successes
* Provide public acknowledgment of partner’s involvement in the school

* Invite partners to school events to increase visibility of the partnership and to engage partners in
celebration

! “A Joint Platform for Education Reform”, The United States Chamber of Commerce and The Center for American Progress, pg |.
LAUSD high school small learning communities (SLC) are personalized learning environments within a high school which is configured for 350 -500 students. They deliver rigorous,
standards-based instruction around a curricular or career theme (i.e. business, technology, health care). A small school differs from an SLC in that it is a separate physical campus of
no more than 500 students with similar instructional characteristics as an SLC. 23



by: Randy Murphy

The LAUSD Office of Civic Engagement
has recently collaborated with the Los

Angeles Area Chamber of Commerce to
@ create Pillar — an office to partner LAUSD
high schools with L.A. businesses. We
spoke with David Rattray,Vice President of
Education & Workforce Development at

the L.A.Area Chamber, to find out more
BUSINESS AND EDUCATION: about this exciting venture.

What is Pillar?

Pillar is a joint office of the Los Angeles Area Chamber of Commerce (L.A.Area Chamber) and the Los Angeles
Unified School District (LAUSD) to produce partnerships with real results. Pillar builds and supports partnerships
between businesses and schools to strengthen education, develop L.A’s future workforce and build the economy.

What is Pillar’s mission?

Pillar’s mission is to promote and support the development of a more effective public education system in Los
Angeles. It emphasizes business and community partnerships with schools, so that all students have access to
education and training opportunities.

It achieves this by recruiting businesses to engage in opportunities such as job shadowing, internships, classroom
speakers, and other educational activities to create meaningful partnerships between the business and education
communities. The ultimate goal is to help prepare students to finish high school and be college prepared and
career ready.

How will Pillar build effective partnerships that help our students achieve economic and personal
success?

Pillar is committed to helping LAUSD build its Small Learning Community (SLC) and Small School capacity by
engaging business partners. Pillar’s goal is to build 350 to 400 new business/community partnerships in the next
year by matching theme-specific SLCs with the appropriate industry (i.e. pairing an Arts SLC with a theater group).
By allowing students to “test drive careers,” partnerships help support the effectiveness of the schools, increase
student motivation, and decrease the drop-out rate. Real world exposure to a variety of experiences connected to
their learning supports student engagement and success in school and the business world.

How does Pillar get businesses to “buy in’’?

The best way to get businesses to “buy in” is by utilizing the Chamber’s membership and their employee contacts.
They, in turn, act as intermediaries to reach other organizations while supporting their partner school to fulfill their
current and future business needs.

How can educators find out more about how to connect with the staff at Pillar?

The best resource to get your school and classroom connected to a business is to go to Pillar’s website

www.PillarLA.com or to call our direct line at (213) 580-7527. Once contacted, we will work with you to develop
relevant and meaningful business partnerships.






