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Wednesday, December 11

Opening Keynote Address - 8:00 AM to 9:00 AM – Grand I 

Featured Plenary Session - 9:00 AM to 10:00 AM – Grand I

Vince Norton and Dr. Jean Norris - Managing Partners of Norton|Norris

Marketers outside of higher education adapted to the radical change in consumer 
buying behavior long ago. Why haven’t we?
Join us to explore why traditional marketing and recruitment approaches fall flat with 
today’s consumer. More importantly, we’ll focus on proven and innovative 
approaches that build trust and value to engage with more customers (industry and 
students). In this presentation, participants will have the opportunity to:
• Understand the factors contributing to consumer buying patterns/changes
• Explore top marketing strategies to get noticed
• Expand your thinking (and toolkit) to secure more business
• Learn how to build meaningful rapport with anyone
• Explore the role of technology and automation to improve service and maximize resources
• Understand the top areas of opportunity for service improvements (as discovered through 

thousands of college mystery shops)
• And MORE!

Day One

Eric Richardson
CEO of Growth Development Associates (GDA), will address what is by 
far, the largest growth market for college education for students and for 
corporate training programs. (1) In the United States today, 85% of 
people hate their jobs. It’s not because of the work that they do, but the 
result of discord in the workplace. (2) The number one reason that 
people quit their jobs is, “my manager.” (3) One out of every four open 
jobs in the country requires business communication skills for sales and 
customer service. Whether its managing people, workplace 
communication, or customer sales and support, less than 5% of colleges 
today provide these employment-ready skills to satisfy the need for 
students to get hired or for companies to develop their employees.



Wednesday, December 11

NCCET Trade Show - 10:00 AM to 11:00 AM

Featuring Two Exhibition Halls

Expressions I and IIEnchanted Corridor

Wednesday, 
Thursday and 
Friday

Exhibitor Placement within the Halls is NOT final



Hidden Curriculum & Holistic 
Development; Adding Value to 
Your Contract Training

Presenter: Nancy Estergard

Session Description:  

We understand that limiting a training experience 
to a specific skill is no longer enough when 
marketing our training modules to employers and 
community partners. Industry leaders want 
maximum value in addition to their targeted 
training needs being met, needing your help with 
improved leadership development, 
communication, and various "soft skills" for their 
employees. How do you empower entry-level 
employees? How do you stress the importance of 
professionalism while also teaching them an 
entry-level skill? This session explores rationale 
behind including "hidden curriculum" and will 
discuss ways to add value to your contract 
training. Topics covered will include embedding 
leadership development, communication 
strategies, email/technology etiquette, 
generational differences, developing “others,” 
building a strong/diverse workforce, and other 
soft skills. Training can be extremely costly to any 
organization so creating a well-rounded training 
program will give you an advantage when 
marketing your opportunities as well as setting 
your graduates up for job success!

Wednesday, December 11

NCCET Trade Show - 10:00 AM to 11:00 AM

Concurrent Breakout Sessions - 11:00 AM to 12:00 PM

Staff Development Track
Grand III

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Success in the Tech Economy

Presenter: Kirk Smallwood

Serving as VP of Business Development for the 

US Academic Market at CompTIA, Kirk 

Smallwood is responsible for a team working 

with thousands of secondary and post-

secondary school partners. CompTIA’s 

Academy Partner program helps to provide 

classroom and instructor tools, as well as 

special school pricing on CompTIA 

certifications to help with student success and 

to prepare students for IT Careers. CompTIA is 

the largest vendor-neutral IT certification body 

in the world. Kirk is also responsible for 

business development in Latin America and the 

Caribbean.

Session Description:

The IT industry has more than 800K open IT 

jobs and not nearly enough qualified people to 

fill them. Learn what is driving this skills gap 

now and in the future, the various 

opportunities in IT, the growing importance of 

industry-recognized certifications in filling the 

skills gap and some free tools and resources to 

help instructors in student success.

Session Learning Objectives:

• Understand the opportunity in IT careers 

and the key knowledge, skill and abilities 

that employers are seeking.

• Understand the critical role of industry 

recognized certifications.

Review some key free resources that 
instructors can take advantage of to help their 
students.

From CEU’s to Semester Credit 
Hours

Presenters: Denise Flores & Sandra Cortez
Denise Flores is the Workforce & Career 
Services Coordinator for the Continuing 
Education Department. 
Sandra Cortez is the Dean of Community 
Education for Laredo College and has worked 
12 years in various capacities. 

Session Description: 

This session will focus on providing 
opportunities for the nontraditional adult 
student and the under-skilled individual 
seeking to learn a skill to become employed or 
to transition to post-secondary education 
through articulating CEU's to SCH's. We will also 
provide the processes and the challenges of 
serving students enrolled in developmental and 
adult education and how learning through 
mirrored classes can be beneficial. By using the 
Integrated Education Training model, we will 
share success and experiences.

Session Learning Objectives:
• Explore articulation processes
• Understanding integrated education and 

training
• Learning through mirrored classes

Featuring the Exhibition Halls
Enchanted Corridor – Expressions I and II



NCCET Trade Show – 2:45 PM to 3:45 PM

Wednesday, December 11

50th Annual Celebration Luncheon - 12:00 PM to 1:30 PM

Concurrent Breakout Sessions - 1:45 PM to 2:45 PM

Staff Development Track
Grand III

Generate Revenue Track
Grand IV

New Curriculum
Grand V

NCCET National Exemplary Program Awards (EPA) – Part I
Majestic I, II and III

Start There, Get Here: A 
Unique Perspective on 
Community Education

Presenters: Don Tracy & Virginia Garza

Donald Tracy serves as the Director of 
Operations for the Continuing Education 
Division at Austin Community College.

Virginia Garza has served for the past 3 years as 
Outreach & Communications Specialist for the 
Austin Community College Continuing 
Education division.

Session Description: 

The ACC Community Pathways Program is 
dedicated to offering courses that fit the 
schedule, location, and needs of the 
community. We listen, design, and implement.

Session Learning Objectives:
• Identify a new community engagement 

model.
• Understand the challenges and success 

factors.
• Determine opportunities for scaling 

program efforts.

Training Your Own

Presenter: Lee Kotwicki

Lee Kotwicki is the Director, Workforce Solutions, 
State College of Florida.

Session Description: 

Employee training and continuing education are 
an integral part of the success and efficiency of an 
institution's operation and are instrumental to 
employee development within their positions. 
This session will discuss how to go about offering 
such a program at your institution and the 
structure, budget, and benefits that can be 
realized. It is a revenue generating program for 
continuing education departments and is also 
incentive-based for employees.

Session Learning Objectives:
• How to run an internal professional 

development program
• Benefits gained by institution and staff
• Cost of program and budget development

The PLA Accelerator: A Fast Pass 
for Prior Learning Assessment 
Tracking

Presenters: Kristen Himmerick & Jose Cordero

Kristen Himmerick is the Senior Director for 
Higher Education at CAEL, where she launched the 
Learning Counts Portfolio Assessment Services 
and the PLA Accelerator Tool.

Session Description: 

There are 35-40 million adults with some college 
credit and no degree, and offering prior learning 
assessment methods to help students graduate 
faster can be the decision-making factor when 
students are comparing colleges. Like many 
colleges, HCC used a paper system to collect 
experiential learning details and make PLA 
recommendations for students for many years. In 
2018, HCC began using the PLA Accelerator Tool 
(developed by non-profit organization Council for 
Adult and Experiential Learning) to streamline 
their PLA assessment data collection, which 
allowed them to run reports on the number of 
students who are recommended for PLA (and 
those who are not), the types of PLA methods that 
were recommended, as well as the advisors 
making the recommendations.

Featuring the Exhibition Halls
Enchanted Corridor – Expressions I and II



NCCET Trade Show – 5:00 PM to 6:00 PM

Wednesday, December 11

Concurrent Breakout Sessions - 3:45 PM to 5:00 PM

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Featuring the Exhibition Halls
Enchanted Corridor – Expressions I and II

Launching a Corporate College: Planning, 
Implementing and Building a Community of 
Support for a Corporate College

Presenters: Jessica McKee and Ashleigh Thompson; 

Weatherford College launched its Corporate College for over 150 members of 
their community in just 12 weeks from conception to ribbon-cutting.  Your 
college can enjoy the same kind of success in your community.

Session Description: 

The small, medium, and large business in our communities depend upon 
colleges to provide the training necessary for maximizing effectiveness of their 
employees and managers.  This responsibility extends from producing hirable 
candidates through continued workforce development.  Today, over 85% of 
Americans hate their jobs because of a lack of collaboration with their co-
workers.  Attrition rates are at historic highs, and the number one reason 
given by employees for quitting their jobs is, “My manager.”  One in four open 
jobs in our communities is for sales or customer service, and less than 5% of 
the colleges in the US offer career-ready skills in sales or communications 
suitable to fulfill these needs.  The NCCET-Certified Workforce Readiness 
curriculum for member colleges directly addresses these requirements.
In the last 60 days, over 100 businesses, the Chamber of Commerce, the 
Center for Workforce Development, the president of Weatherford College, 
and the mayor all came together to celebrate the opening and ribbon-cutting 
for the Weatherford Corporate College.  Weatherford College has already 
begun conducting classes with the NCCET-certified curriculum for Workplace 
Communication, Sales, Account Management, and People Leadership.   This 
session will share their story and provide you with a step-by-step guide that 
you can use to launch or enhance corporate training at your college.

Learners are Customers: The Future of Workforce 
Continuing Educations

Presenter: Amrit Ahluwalia

Since 2011, Amrit Ahluwalia has been the Managing Editor of The 
EvoLLLution, an online newspaper launched by Destiny Solutions focused on 
non-traditional higher education and the transforming postsecondary 
marketplace.

Session Description: 

The word “student” comes with baggage. We envision a particular kind of 
individual who is not representative of the majority of learners coming 
through the doors of a university today—and especially not representative 
of the students who are looking to enroll in non-traditional ways. 
Unfortunately, that baggage affects the way they’re treated, their likelihood 
to complete (and return!), and ultimately, our ability to deliver effective 
learning experiences.
Amazon doesn’t call its customers “readers”—if it did, they never would 
have grown into the organization they are today. Similarly, community 
colleges shouldn’t call its customers “students”. It’s limiting, both in terms of 
how learners are treated and in terms of the evolving role of the 
postsecondary institution.
This presentation will share insights from EvoLLLution contributors on the 
true nature of the modern learner, and reflect best practices and innovative 
ideas from institutional leaders across North America on how best to serve 
the modern postsecondary customer.

Executive Boardroom and Office – 6:00 PM to 8:00 PM

Available for Customer Sales Meetings 
Advance Reservation Required 

One Hour Increments



Day Two

Thursday, December 12

Featured Keynote Address - 8:00 AM to 9:00 AM

Disney’s Approach to the Customer Experience

Stephen Starks – Keynote Speaker

In his role as a senior account director, Stephen leads the Disney Institute 
account management team, ensuring success by building strong relationships 
through a consultative approach to developing short and long-term solutions 
for clients. His vision and strategic efforts are focused on supporting his team, 
guiding them to develop personalized solutions for clients to help them 
achieve their ultimate goals.

During Stephen’s career, he has led sales and marketing teams for national and 
international companies, operated his own consulting business and was a 
founding executive for a startup financial services company. Prior to joining 
Disney Institute, he was the vice president of sales and marketing for 
Automotive Capital Services, where he led all design, planning and 
implementation activities for the sales and marketing launch, as well as 
completed a national roll-out within 15 months.

Before that, Stephen was the senior vice president for TD Bank group, the 
director and general manager of the Southeast business center for Chrysler 
Financial and a national account manager for Ford Motor CreditCompany.

Stephen has a bachelor’s degree in finance from the University of Georgia and 
a master’s degree in business administration from Michigan State University.

FAVORITE WALT DISNEY QUOTE 
“Courage is the main quality of 
leadership, in my opinion, no matter 
where it is exercised.” 

FAVORITE DISNEY CHARACTER & 
DISNEY INSTITUTE PILLAR THEY 
REPRESENT Stephen’s favorite 
character is Mufasa because he 
represents the classic leader who 
understood the importance of his 
leadership journey - “great leaders 
intentionally write their legacy.” 

ONE PERSON TO SAY “THANK YOU” 
TO... “My grandfather, Coleman 
Starks. He would take me to work 
with him during the summers when I 
was a teenager and taught me the 
value of hard, honest work.”

Get to Know Stephen

As to Disney artwork/ properties: © Disney

Walt Disney parks and resorts is a recognized leader in delivering world-class 
experiences. Want to learn how they do it? Join us and learn how they use 
time-tested business methods centered on leadership, employee 
engagement and service to create a culture of excellence. For over 30 years, 
Disney Institute has helped organizations in a variety of industries apply these 
insights to improve their own customer experiences. This is your opportunity 
to learn from Stephen Starks, Senior Account Director, as he shares business 
insights behind Disney’s success. You’ll leave inspired and ready to unlock the 
magic inside your organization.



Thursday, December 12

NCCET Trade Show – 10:15 AM to 11:00 AM

Concurrent Breakout Sessions – 9:15 AM to 10:15 AM

Staff Development Track
Grand III

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Featuring the Exhibition Halls
Enchanted Corridor – Expressions I and II

Cultivating Partners – Capturing 
Value: 4 Practical Examples you 
Can Replicate with Your Industry 
Partners

Presenter: Nancy Estergard
Nancy Estergard is an alumni of Grays Harbor 
College and has been employed there for 31 
years, currently serving as the Director of Contract 
Training, Community Education, and Workforce 
Support, working on a variety of duties relating to 
management of both Continuing/Community 
Education and Contract Training (credit and non-
credit) in two rural counties on behalf of the 
college.

Session Description: In today’s economic climate, 
we all understand that resources for new program 
start-up are extremely limited. Some local 
industries are also feeling economic pressure with 
changing business climate while the strong 
economy also makes it difficult to find job-ready 
employees. Training can be extremely costly to 
any organization so creating a well-rounded 
training program will give you an advantage when 
marketing your opportunities as well as setting 
your graduates up for job success! But how do you 
convince an employer to hire and train on the job 
with your contract training? Once a need has been 
identified, how do you get started building a new 
program? How have others created buy-in with 
private entities? In this session, we will consider 
four new and practical partnership models that 
have been successful for a rural community 
college and then discuss how similar strategies 
could work elsewhere: 1) Medical Assistant 
partnership with a High School Skills Center; 2) 
Health Career Programs rotated and shared 
among 3 rural colleges; 3) Log Truck safety and 
CDL with partnership from Private Natural 
Resources company; 4) Leadership & Soft Skills 
Development workshops in collaboration with 
large Tribal Partner

Sentiment Analysis: 21st Century 
Data Point

Presenter: Dawnica Jackson
Dawnica Jackson is currently the director of Client 
and Customer Relations at Houston Community 
College. Her office is tasked developing and 
implement strategic initiatives to drive behavioral 
changes, process improvement, and 
environmental changes based on customer 
analytics.

Session Description: Sentiment analysis is key to 
helping organizations find out what their 
customers like and dislike about their products 
and brands. Gathering customer feedback can 
lead to the discovery of a wealth of information 
on what your customers are talking about, and 
this feedback is often harvested from your 
organization’s website and social media channels. 
One of the most well-documented uses of 
Sentiment Analysis is to get a full 360 view of how 
your brand, product, or company is viewed by 
your customers and stakeholders. Widely 
available media, like product reviews and social, 
can reveal key insights about what your business 
is doing right or wrong. Companies can also use 
sentiment analysis to measure the impact of a 
new product, ad campaign, or consumer’s 
response to recent company news on social 
media.

Session Learning Objectives:
• Review the impact Customer Service has on 

student retention.
• Understand what motivates students to 

attend or stay at your college.
• Explore subjective reasons why consumers 

are or are not responding to programming 
and/or marketing efforts -Identify staff 
customer service training needs.

Workplace Communication

Presenter: Eric Richardson
Eric Richardson, CEO and Founder of Growth 
Development Associates, has taught workplace 
communication skills to college staffs and in 40 
countries to employees of companies including 
Apple, American Express, GE, and Microsoft. Eric 
will highlight with you the essence of engaging, 
effective communication that enables successful 
collaboration on your job.

Session Description:  86% of Americans hate their 
jobs, according to the latest Gallop poll.  They 
don’t hate the work… they hate that person they 
have to work with.   And “that person” feels the 
same way about them.  Whether you are brand 
new to the professional workplace or a seasoned 
veteran in your job or industry… your success and 
effectiveness will always be strongly influenced by 
how well you are able to communicate one-on-
one, in a group, in writing, in a presentation 
internally or for customers, or via any of the 
growing electronic media available to us.  No 
matter how capable we are, our effectiveness is 
gated by our communication skills…   regardless of 
the industry or the role you play within our 
organization.   

This course will provide you with skills and 
communications techniques to help you: 

• build and strengthen workplace 
relationships; 

• create interest in your ideas or 
recommendations; 

• question to better understand the people 
you work with; 

• structure your suggestions, 
recommendations and proposals to increase 
understanding and concurrence;

• win others to your way of thinking and gain 
commitment to a plan of action; and

• effectively manage the objections that 
invariably arise from those you work with.



Thursday, December 12

Concurrent Breakout Sessions – 11:00 AM to 12:00 PM

Staff Development Track
Grand III

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Transform Your Team: Intro to 
Process Mapping

Presenter: Travette Webster
Director of Administrative & Student Support 
Services for Houston Community College (HCC). 
Travette has over a decade of Process 
Improvement experience in front office and back 
office operations.

Session Description: This session is excellent for 
members of a departmental team. Participants 
will learn the basic principles of Process Mapping 
as a tool for process improvement. Individuals 
and teams will begin identifying value adding and 
non-value adding steps in their own processes. In 
addition, we will uncover different ways to 
improve efficiencies when complete elimination is 
not an option. This interactive session will lead 
your team through the first step of improving the 
quality of service your continuing education 
program provides to both internal and external 
clients.

Session Learning Objectives
Understand the basic principles of Process 
Mapping. 

• Compare value-adding and non-value 
adding processes.

• Identify immediate opportunities for 
improvement within the department. 

• Challenge departmental paradigms.

The Keys to Success in Earning 
More Business

Presenters: Vince Norton and Dr. Jean Norris, 
Managing Partners, Norton|Norris, Inc.

Session Description: Whether you work with 
business and industry or students of any type, you 
don’t want to miss this session!  The key 
competencies for success in your role have 
remained the same for decades; but the weight of 
importance has truly shifted.  In other words, our 
role must change to serve prospects who need us 
in very different ways than in the past.  

Session Learning Objectives:
• Participants will have the opportunity to:
• Define the 4 Key Competencies for Success 

in Sales and Admissions
• Explore the world of Neuro Linguistic 

Technology (NLP)
• Determine the value of adding Requisite 

Variety to your life
• Expand your skills with another tool to help 

you read and connect with others
• Learn more about expanding your value and 

offerings to prospects

Emotional Intelligence and You

Presenter: Dr. Carrie Root
CEO, Alpha UMi Inc. 

Session Description: Interpersonal interaction is 
a fundamental part of Collaborative Environment 
and Emotional Intelligence (EI) is increasingly 
being recognized as one of the most important 
workforce skills an individual can possess. 
Leaders who develop their EI can have positive 
impacts on their organizations, physically and 
psychologically. EI is the basis for all types of 
productive communication and collaboration, it 
also lays the foundation for resilience. 
Experience part of Alpha UMi’s 5G Leadership 
Skills program, an interactive investigation into 
emotional intelligence to understand its 
importance, see how it can strengthen 
relationships and positively impact stress 
management and work satisfaction

50th Annual Celebration Luncheon - 12:00 PM to 1:30 PM

NCCET National Exemplary Program Awards (EPA) – Part II
Majestic I, II and III



Thursday, December 12

Concurrent Breakout Sessions – 1:45 PM to 2:45 PM

Staff Development Track
Grand III

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Selling is a Process, Not an 
Event; The Inbound Outbound 
Accelerator
Presenter:  Jeff Roth 
Jeff Roth is currently the President of The Learning 
Strategy, Inc. He has dedicated sales, marketing 
and TQM experience consulting with Colleges 
nationwide and employers such as AT&T and 
Intermedia Communications.

Session Description: 
The session will focus on bridging the gap 
between colleges and employers. In this session, 
we will consider how to "stand out" in the eyes of 
the employer by identifying ideal employer 
profile, creating a Valid Business Reason (VBR), 
developing Personal Marketing Resumes (PMRs), 
4P Success Stories, etc. 
Most importantly, demonstrating 2 technology 
platforms for students and employers to find you!

Session Learning Objectives:
• Who is your ideal employer?
• How do you “Stand Out” in the eyes of the 

Employer?
• What sets you apart from the competition?
• Preparation is essential, but so is Persistence
• How networked markets are transforming 

the Economy and how to make them work 
for YOU!

• Higher Ed Technology Demonstrations in 
Employer Attraction and Engagement

So, What is in the Secret Sauce?

Presenter: Tim Giles and Michelle Shideler

It is a great look at successful strategies for 
growing a professional development 
program. The presentation focuses on student 
involvement, community support, faculty buy-in, 
and staff empowerment.

Featured Plenary Session - 3:00 PM to 4:00 PM – Grand I

Carrie Root - Having a Winning Mindset
Leaders who embody growth mindsets have a greater ability to create, learn and 
contribute; they outperform those with fixed mindsets. Mindset drives direction. 
A fixed mindset is limiting versus a growth mindset, with which anything is 
possible. Growth mindset companies have more motivated employees, a more 
innovative risk-taking culture, and resiliency to overcome market setbacks (Senn 
& Delaney—Stanford University, 2012).
Back for a second time after setting records for presentation disruption, the team 
of Nate Hatzie and Carrie Root will again delight in their unusual presentation 
methods to get the message across.

New Curriculum for Students 
and Corporate
Presenter: Eric Richardson
Eric Richardson is the CEO and Founder of growth 
Development Associates, Inc. Eric will share with 
you the four courses that have been viewed as the 
most important enhancement or launch 
curriculum for Corporate College and Career 
readiness programs.  These courses have been 
proven for the last twenty-eight years to address 
comprehensive business skills development.

Workplace Communications Certification
• It takes a comprehensive array of jobs to 

complete staffing requirements for a 
company.  Those jobs are often in conflict 
with each other by necessity: accounting 
wants to keep costs down; sales needs 
advertising dollars. The keys to success are 
the skills necessary for collaboration.

Consultative Selling Certification
• In any city, the largest open job postings by 

far are for sales and customer support.  The 
fundamental skills that companies are looing 
for are consultative selling skills.  Imagine an 
accounting, nursing, or political science 
graduate who also has the skills to sell ideas, 
build relationships, and grow business versus 
any other graduate… who gets hired?

Account Management Certification
• A business’s success depends not on the 

customers they get, but the customers they 
keep.  Account Management develops the 
skills necessary to keep and grow clients for 
life.

Managing People Certification
Performance Planning
• Leadership is not management.  People 

management requires performance 
planning, coaching, counseling, evaluation, 
motivation, recognition and reward.



Thursday, December 12

Concurrent Breakout Sessions – 4:15 PM to 5:15 PM

Generate Revenue Track
Grand III

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Using Alternative Financing to 

Increase Access and Enrollment
Presenter: Heidi Freund, Director of Business 

Development at Climb, a mission-driven alternative 

financing start-up committed to better serving 

lifelong learners.

Heidi Freund has worked with institutions on 

continuing education and career initiatives including 

market research, online program launches, 

enrollment management, curriculum development, 

CBE, PLA, and learner success in a variety of 

leadership positions at companies including 

McGraw-Hill, Blackboard, and Acrobatiq. 

Session Description:  What is alternative financing 
and how can it be a tool to increase access, 
affordability, and enrollments in non-credit courses 
and programs without federal financial aid? What 
new program models are possible to serve learners 
eager to succeed in the new economy if financial 
barriers are removed? The session will cover several 
alternative financing models used by a variety of 
institutions. Creative implementation strategies will 
be shared, including no-cost marketing models to 
scale growth and meet the education and upskilling 
needs of more learners. Applications for new 
program development, badging, and stackable 
credentials will be discussed in an interactive format 
to share ideas so attendees can begin to draft 
actionable plans for their institution.

Session Learning Objectives:  Understand what 
alternative financing is and how it can be structured 
in various ways to achieve marketing funnel and 
revenue growth goals while increasing access for 
more learners
Become familiar with trends in stackable credentials 
and flexible learning paths and draft strategies to 
bridge the gap between the desire to learn and the 
ability to pay for it.
Apply and discuss best practices to uncover and 
harness workforce and upskilling opportunities in 
your local/regional community, using “build once, 
serve many” program design principles to scale 
efficiently.

Best Practices for Maintaining a 
Successful WIOA Relationship
Presenter: Kala Marks and Tommy Maestas
Tommy Maestas has served as the Regional 
Manager of Strategic Partnerships at Career Step 
for the past 10 years. Career Step specializes in 
self-paced online allied healthcare career training 
programs geared towards individuals with zero 
experience in the industry.

Session Description: This session will focus on the 
ins and outs of working with local WIOA offices. 
South Louisiana Community College currently 
serve more WIOA funded students than any other 
college in Louisiana. This funding provides an 
incredible opportunity for residents of Lafayette, 
LA and surrounding parishes. We'll discuss the 
steps taken to become the statewide leader in 
WIOA funded students as well as the steps South 
Louisiana Community College takes to meet 
specific WIOA benchmarks.

Session Learning Objectives:
• Review the approval process with WIOA.
• Learn best practices when reporting back to 

WIOA.
• Discuss how you can better collaborate with 

WIOA to ensure students are successful in 
their program and career.

• Learn how other WIOA offices throughout 
the country measure success.

Knowledge + Experience = 
College Credit – Understanding 
Accelerated Models of Student 
Success: A Competency Based 
Framework using Prior Learning 
Assessment
Presenters: Dr. Terry T. Kidd & Dr. Betty Fortune
Dr. Terry T. Kidd is Dean, Extended Learning, 
Houston Community College
Dr. Betty Fortune is Executive Director Success 
and Completion.  She oversees the tutoring, work-
study mentoring, and Supplemental Instruction 
programs at Houston Community College.

Session Description:  
Student completion and occupational skill 
mastery is the hallmark of any workforce 
education program. As policy makers drive the 
completion agenda and the need to create 
pipelines of talented middle-skilled technicians 
and to meet industry demand, coupled with the 
increased enrollment of adult learners with 
various experiences, institutions look for 
innovative ways to respond to the completion 
challenge. Knowledge + Experience = College 
Credit Prior Learning Assessment (PLA) is a 
process for assessing learning gained outside a 
traditional academic environment. This could be 
learning acquired through military service, 
employer training programs, independent study, 
non-credit courses, open courseware, or 
volunteer or community service. Prior Learning 
Assessment (PLA) is a means of evaluating what a 
student already knows at the college-level 
derived from these experiences for college credit, 
certification, or advanced standing toward further 
education or training. Once assessed and 
documented, students can be awarded college 
credit towards their workforce degree. Learn how 
your institution can implement strategies and 
processes for prior learning assessment.

NCCET Trade Show – 5:15 PM to 6:00 PM

Featuring the Exhibition Halls
Enchanted Corridor – Expressions I and II



Thursday, December 12
Executive Boardroom and Office – 6:00 PM to 8:00 PM

Available for Customer Sales Meetings 
Advance Reservation Required 

One Hour Increments

Evening Fireworks and Dessert - 8:00 PM to 9:30 PM 

EPCOT Germany Prom
Cash Bar

Join us the evening of Thursday, December 12th in Epcot for a private reception and 
viewing of “Epcot Forever”, Disney’s newest nighttime extravaganza.   This exclusive 
gathering begins at 8:00 PM, at the Germany Prom located in Epcot. Guests will enjoy 
delicious desserts, world class fireworks, and the holiday sights and sounds of Epcot.
Guests that have purchased admission tickets to Epcot, may make their way over to the 
theme park on their own, then join us at 8:00 PM for this truly wonderful evening.
Transportation will be provided back to the hotel at the conclusion of the evening for all 
NCCET guests.



Day Three

Friday, December 13

Featured Plenary Session - 9:00 AM to 10:00 AM – Grand I

Closing Day Keynote Address - 8:00 AM to 9:00 AM – Grand I

John Kennedy

Magical Thinking: Become Comfortable 
Being Uncomfortable
John Kennedy will open our day with a dynamic keynote address 
that will wake your body and mind and stir your brain to consider 
innovative options to your routine approach to work and life. There 
is a difference between being creative and being innovative and this 
session will help you become aware of some of your limiting beliefs 
and not just change your behavior, but change your mind about the 
decisions that you make and the thoughts that drive those 
decisions. 
Be ready to be pushed beyond your comfort zone!

Steve Kane 
Executive Director, SpaceTec Partners, Inc.   

Moving Industry 4.0 Forward
Experienced Aviation and Aerospace professional with a 
demonstrated history of successful workforce development 
through industry-education partnerships. 
In his present capacity Mr. Kane manages the day-to-day 
operations of the National Science Foundation Aerospace 
National Resource Center, SpaceTEC Partners, Inc., 501c3 
non-profit corporation providing performance-based 
certifications and workforce development support; and the 
MakerTEC Coordination Network, a collection of resources 
dedicated to supporting job creators with talent supply 
solutions through a national network of over 100 colleges, 
military, government, and industry partners. 



Friday, December 13

NCCET Trade Show – 11:15 AM to 12:15 PM

Concurrent Breakout Sessions – 10:15 AM to 11:15 AM

Featuring the Exhibition Halls
Enchanted Corridor – Expressions I and II

Generate Revenue Track
Grand IV

New Curriculum
Grand V

Sustaining Partnerships and Apprenticeship 
Programs
Presenter: Janell Hills

Project Director, Apprenticeship Training San Jacinto College.  Janell 
has implemented and managed grants over the past 10 years, 
specializing in apprenticeship programs. Janell has been active in 
developing apprenticeship programs and identified employer 
partnerships.

Session Description:  This session will focus on establishing 
partnerships to implement apprenticeship programs. With 
apprenticeship programs driving today's workforce, identifying 
partnership can be a process with many hurdles to overcome, this 
session will discuss how to find the RIGHT employer partner with 
conversations on the importance of establishing processes to meet 
apprenticeship needs and/or grant deliverables.
Session Learning Objectives:

• Identifying the right partner for your apprenticeship program.
• How to navigate through the grant to identify deliverables.
• How to establish apprenticeship programs.
• Lessons learned in identifying partners and implementing 

apprenticeships.

Linking Training Outcomes to Industry Needs
Presenters: Ken Gurka & Carol Ogletree 

Ken Gurka is a Senior WorkKeys® Program Coordinator, has been 
with Houston Community College for over 25 years.

Carol Ogletree is a Senior Industrial/Organizational Psychologist at 
ACT.  She has trained and authorized hundreds of job analysts to 
facilitate the job profiling component of ACT’s WorkKeys® system.

Session Description: Houston Community College (HCC) has a long 
history of partnering with industry to develop customized training 
to provide individuals with the capabilities needed to address the 
demands of emerging occupations. To illustrate, HCC’s RigOne 
program prepares individuals to be knowledgeable, technically 
savvy, and safety conscious potential employees in the oil industry, 
who learn the job using equipment provided by oil companies and 
use curriculum derived from the expertise of industry subject 
matter experts. Upon successful completion of the program, 
individuals earn two industry certifications – International 
Association of Drilling Contractor’s (IADC’s) Rig Pass and IADC’s 
WellCAP – as well as ACT’s National Career Readiness Certificate 
(NCRC). Using comprehensive methodologies, HCC identifies the 
skills needed to enter their various training programs and increase 
students’ likelihood of success. Further, prospective students can 
learn about their readiness to enter this program in order to better 
prepare themselves to meet program requirements. Another long-
term program is HCC’s Corrections Education Program. This 
initiative was the first program at a community college in the 
country to be accredited by the Correctional Education Association, 
and it provides career coursework and career counseling services to 
inmates. Annually, over 3500 students are served by this program. 
In this session, an overview of program enhancement will be shared 
and attendees will walk away with an understanding of how to take 
an initial step of generating estimated requirements to enter a 
training program.

Closing Remarks - 12:30 PM to 1:00 PM – Grand I

Conference Conclusion


