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"GATOR MIKE"

WORK HARD. HAVE FUN. GET THE JOB DONE.

STARTED AS A BUCKET LIST.
ENDED UP AS A LIFESTYLE.
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Washington County School District
Work-Based Learning 

Coordinator
 

Utah ACTE 
Work-Based Learning 

'22-'23 Division President
 

Utah State Board of Education 
Work-Based Learning

Policy Committee Member
 

Southern Utah Workforce Development 
Committee Member 

 

Education to Workforce Trainer
MDSG Services LLC
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WORK HARD. HAVE FUN. GET THE JOB DONE.
Program Credit Score

Maicey Hunt  
SEP Series Host | Secondary Education Major | Passionate about helping others

I love to be around family 
I love helping others succeed
I am very outgoing and open

I love being out doors



✅  Key member in bringing
LinkedIn to Utah for students in our
K-12 secondary education system. 

✅ Mentored 75+ school
districts across 13 states

providing specialized training
related to their education to

workforce systems. 

WORK HARD. HAVE FUN. GET THE JOB DONE.

✅  Voted #1 in Utah

Program Credit Score



5 COMPONENTS OF A CREDIT SCORE 5 COMPONENTS OF A CREDIT SCORE 
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5 COMPONENTS TO YOUR PROGRAM CREDIT SCORE5 COMPONENTS TO YOUR PROGRAM CREDIT SCORE

Program Credit Score

C1C1

Matching The
students to the

experience
 

(Match Maker Rep)

CONDITIONS

Ability to generate
experiences that
meet employer

needs
(Access vs Buy-in) 

C2C2

CAPITAL

C4C4

Track record of
managing

experiences
 

(Social Proofing Brand) 

C3C3

COLLATERAL

C5C5

CAPACITY CHARACTER 

The economic
contribution of the

program
 

(Economic Impact)

Parents, Students,
Admin, and other

 
 

(Stakeholder Buy-in)
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YOUR NAME
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WHAT 
YOU DOWHO 

YOU ARE

WHAT 
YOU DO

WHAT 
YOU DO WHO 

YOU ARE
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5 SUB TOPICS/CATEGORIES

Program Credit Score



CATEGORICAL STORIES
LIFE EXPERIENCES | YOUR AUDIENCE | AUTHORITY, TIPS STRATEGY | CURRENT EVENTS | HYPOTHETICAL

X X X X X 
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WHAT 
YOU DO

Job
Connection

LIFE EXPERIENCES
 YOUR AUDIENCE

TIPS STRATEGY
CURRENT EVENTS

HYPOTHETICAL

YOUR
 NAME

Resume
+ 

Interview

X 

Professional
Develoment

Podcast

LIFEEXPERIENCES
 YOUR AUDIENCE
TIPS STRATEGYCURRENTEVENTSHYPOTHETICAL
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C1CONDITION 

CONDITIONSCONDITIONS
(MATCH MAKER REP)(MATCH MAKER REP)C1C1

QUESTION

I f  two people are single and

looking to date...  

Are they an automatic
match?



Before you can set ANYONE
up, You need to figure out

what THEY want. 

Employer Wishlist

CONDITION C1

EMPLOYER
TIER FORM
EMPLOYER
TIER FORM



Consider the phrase: 
"There are plenty of fish in the sea". 
This is a go-to statement for many 

right after facing rejection or breakups to
help point to the fact that there are plenty

of other options.  

USE THE 2:1 RATIO

CONDITION C1

MAKINGMATCH

In Baseball: 
Coaches put their pitchers on a "pitch

count" in order to keep their arm
fresh and generate more wins. 

As a School:
There are plenty of employers in the sea, ensure your

employer-to-student ratio is 2:1 and keep your employers
on a pitch count to preserve their participation and

generate more student opportunities.



WORK HARD. HAVE FUN. GET THE JOB DONE.
CONDITION C1

WBL Database
Download Free

PHP CODE



ACCESS VS BUY-INACCESS VS BUY-IN

CAPACITY

CAPACITYCAPACITY

C2

C2C2



ANYTHINGANYTHING
DIFFERENT?DIFFERENT?

CAPACITY C2



ACCESS BUY-IN

Permission to participate

Acceptance

Active Support

Willingly Participate

CAPACITY C2

ACCESS VS BUY-INACCESS VS BUY-IN

Just like dating, there is more to it than just being single. 

In Work-Based Learning, there is also more to it than just
giving employers access. 

There must be intentional buy in



Just like dating, there is more to it than just being single. 
In Work-Based Learning, there is also more to it than just giving employers

access. 
One proven way to develop high-quality employers is through cross-selling your

activities  

Cross Selling

ACCESS
BUY-IN

CAPACITY C2

START WHERE THEY ARE COMFORTABLE
THEN INCREASE THEIR INVOLVEMENT

START WHERE THEY ARE COMFORTABLE
THEN INCREASE THEIR INVOLVEMENT



"No" Blue Print

WRITE DOWN THE NO'S

BUY-INACCESS

CAPACITY C2

THE "NO" BLUEPRINT

USE POLICY TO FIX THEM

Health Science Example

Student is under 18
Don't want to pay for
workers' comp
Concerned about the
unknown

hipaatraining.com/
schools.utah.gov/cte/wbl

Pol icy
LinkedIn

Proofing the unknown The student is under 18

Don't want to pay for workers'

comp

Concerned about the unknown



CAPACITY C2



WORK HARD. HAVE FUN. GET THE JOB DONE.
CAPACITY C2

Remember "TV Dad" is always
right (Employer is TV Dad).

Get a job offer for your student in
front of students
Show the numbers ($$$) of your
past student success
Understanding local LMI

Tie curriculum to job boards on
Indeed and LinkedIn

Helps with current trends
Updated Industry terminology
Understanding local LMI



CHARACTER

CHARACTERCHARACTER
 (SOCIAL PROOFING YOUR BRAND) (SOCIAL PROOFING YOUR BRAND)

C3

C3C3



Increase QualityOvercome Stigmas

Natural RecruitingNetwork Growth Increase Employers

Increase Policy
Awareness

BENEFITSSOCIAL PROOFING

CHARACTER C3



How many reviews do you read 
BEFORE 

making a purchase on Amazon? 

SOCIAL PROOF

CHARACTER C3



CHARACTER C3

Save time, post instead of email



CTE TEACHERS

BANNERS

LINKEDIN
LUCK

RECRUITING 
EVENTS
PERSONAL BRAND

EmployersWORK-BASED LEARNING 
PROGRAMS

CTE PATHWAYS

SCHOOL COUNSELORSSTUDENT SUCCESS

INSTAGRAM FOR 

EMPLOYERS STUDENTS
FACEBOOK FOR PARENTSCLASS PRESENTATIONSWORD OF MOUTH

CTE INTERNSHIP

POSTERS FLYERS
QR CODES

WORK HARD. HAVE FUN. GET THE JOB DONE.
CHARACTER C3



CTE TEACHERS

BANNERS

LINKEDIN
LUCK

RECRUITING 
EVENTS
PERSONAL BRAND

EmployersWORK-BASED LEARNING 
PROGRAMS

CTE PATHWAYS

SCHOOL COUNSELORSSTUDENT SUCCESS

INSTAGRAM FOR 

EMPLOYERS STUDENTS
FACEBOOK FOR PARENTSCLASS PRESENTATIONSWORD OF MOUTH

CTE INTERNSHIP

POSTERS FLYERS
QR CODES

Without sequential planning, 
time will get away from you

resulting in shortcuts and compromise 

CHARACTER C3



You can't hit all of your targets in one shot. 
Choose one until you are comfortable, then add one more. 

(Ask me after about Canvas Calendar as a solution) 
CHARACTER C3

Categorize Audience 

EMPLOYERS
Instagram 
LinkedIn 
Website

Past Interns 
Presentations 

Chamber events 
???

STUDENTS
Class Presentations 

Booths
WBL Activities 

Counselors
Website
Posters
Flyers

???

TEACHERS
Posters

Staff Meetings 
Emails

Class Presentations 
Success Stories

???
 

PARENTS
Facebook

Success stories

Back to school nights 

LinkedIn

???



Your calendar will be your biggest friend or
worst enemy. Once you have made time,

here are some easy approaches. 
 

I do option 1 for small towns and option 2
for larger cities

WORK HARD. HAVE FUN. GET THE JOB DONE.
CHARACTER C3

Begin Sequential
Planning

You could walk into a chamber meeting and say 
"I have 3 welders, 2 framers, and 5 graphic designers who are interested?".

TWO APPROACHES TO CONSIDER

RECRUIT 
EMPLOYERS.

RECRUIT 
STUDENTS. 

IDENTIFY 
INTERNSHIPS
THEY WANT

IDENTIFY 
INTERNSHIPS 
THEY'LL OFFER

GO TO THE
SCHOOLS

GO TO THE
CHAMBER 

RECRUIT 
STUDENTS

RECRUIT 
EMPLOYERS

Imagine walking into a health science class and saying "I have 2 physical therapy & 4 nursing internships 
next semester with Intermountain Healthcare who's interested?". 



WORK HARD. HAVE FUN. GET THE JOB DONE.

We mass recruit students in October
We mass recruit employers in March

CALENDAR
RECRUITING

EVENTS

CHARACTER C3



63CHARACTER

Example

Step 1: Get a "conditional approval"
Step 2: Create an opt-in form



CHARACTER C3

Step 3: Use it as a tool 



Banner $20

NEWSLETTER $0

CHARACTER C3

Tri-Fold Design $0



52

Tri-fold design $0

CHARACTER C3

YOUTUBE CHANNEL $0

INSTAGRAM $0



1

Interviewed
Faculty across
9 high schools

Interviewed 
Students 

acrossed 9 high
schools

2

STUDENTVOICES

CHARACTER C3



CAPITAL
 

CAPITALCAPITAL
(ECONOMIC IMPACT)(ECONOMIC IMPACT)

C4

C4C4



CAPITAL
 

C4

INDEPENDENTSECTOR.ORG



CAPITAL
 

C4



75 interns x 1,095.60 =    $82,170  

$27.39/hr x 40 hours =     1,095.60 

$82,170 x 2 semesters =   $164,340  

CAPITAL
 

C4



Volunteer Savings

$164,340  

Interesting Thought Box

CAPITAL
 

C4



Volunteer Savings

$164,340  

Interesting Thought BoxWho pays for  the materials
at  the internship site?

Answer:  
The Employers

150 Student Interns x Cost = ???
 

CAPITAL
 

C4



Volunteer Savings

$174,840  

Interesting Thought Box

Materials  Cost 150 Interns

$EMPLOYERS

Economic SWING

$5,592,504.84

CAPITAL
 

C4



COLLATERALCOLLATERAL

COLLATERAL 

(STAKEHOLDER BUY-IN)(STAKEHOLDER BUY-IN)

C5

C5C5



If you don't have admin 
support to use these 

resources, then you don't
have buy-in. 

Build your "NO" blueprint  and f ix i t  using
social  proofing methods

COLLATERAL C5



Program Credit Score

There is no shortcut.  

C1C1

Matching The
students to the

experience
 

(Match Maker Rep)

CONDITIONS

Ability to generate
experiences that
meet employer

needs
(Access vs Buy-in) 

C2C2

CAPITAL

C4C4

Track record of
managing

experiences
 

(Social Proofing Brand) 

C3C3
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CAPACITY CHARACTER 

The economic
contribution of the

program
 

(Economic Impact)

Parents, Students,
Admin, and other
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WORK HARD. HAVE FUN. GET THE JOB DONE.
CHARACTER C3



LET'S 
Phone Number
435-817-5714

Website
mikehassler.com

LinkedIn
linkedin.com/in/mdhassler

Thank You

CONNECT

https://www.linkedin.com/in/mdhassler/

