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Opportunity precedes achievement. Our partnership 
is designed to increase the number of underrepresented 
students who enroll in AP/IB classes next fall. We know 
that students have college aspirations and that they look 
to adults for important decisions about their academic 
trajectory. Our work in schools across the country 
demonstrates that proactive, high quality and focused 
advocacy by adults on behalf of students increases AP/IB 
access, while also ensuring that students succeed once 
they enroll. We hold a fundamental belief in the capacity 
of students to achieve at advanced academic levels. We 
commit to working closely with you through this outreach 
process to ensure it is both transformative and effective.

Yes, this work is about adding students to AP/IB classes.  
However, it is also about changing your school culture 
and creating equitable opportunities that reflect the 
demographics of your building. Be explicit! Don’t assume 
that general agreement about equity automatically leads 
to a capacity to unlock access.

Besides reversing the trend of inequitable participation 
in AP/IB, outreach creates an opportunity for students to 
build meaningful relationships with advocating adults who 
help them align their coursework with their educational 
and professional goals. These are powerful formative 
relationships where students’ “Advocates” are identified 
through our survey process.  Their Advocates play a 
pivotal role in encouraging them to enroll in advanced 
classes for the first time. 

Your Partnership Director is committed to working with 
you to create a practical outreach plan that not only 
identifies qualified AP/IB students but also provides 
some time-tested strategies that will result in productive 
recruitment. This guide provides key steps that 
successful schools take to achieve equity in a single 
year:

1. Establish your Equity Team.
2. Develop a preliminary Outreach Plan.
3. Determine how you will Track Outreach.
4. Finalize the Outreach List and Outreach Plan.
5. Identify and train Advocates for outreach

conversations.
6. Monitor progress while Advocates conduct

outreach.

The Big Picture

AP courses allowed me to come out of my shell… faculty supported and pushed me by letting me 
know I was capable of so much more.”   - Jodeci Tuiletufuga, Federal Way High School student

Click to watch a video of Jodeci

It felt good knowing that I’m at a level 
that AP students are. I have doubted 
myself before, but now I feel confident.” 
- Christian Esplana, 11th grade student

https://youtu.be/opxx2Av5jmI
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Advocacy & Outreach General Timeline
Establishing your Equity Team early is essential to a successful year 
ahead. In addition to being valued collaborators, this mission-critical 
team orchestrates outreach planning to coincide with your enrollment 
calendar. The Equity Team is focused on the “nuts and bolts” of a 
successful partnership with EOS!

With EOS and your school fully engaged in this equity work, critical 
conversations take place and student/staff surveys are administered. 
At this stage, it’s important to consider a multi-layered outreach effort 
leading up to registration, and to identify any programmatic capacity 
issues (more on these topics later).

Surveys are completed and EOS will provide you and your team with 
survey results in the form of an Equity Pathways Report. You and 
your Partnership Director are able to review this and the preliminary 
Student Outreach List. Outreach planning is in full swing with a review 
of effective strategies and an EOS Portal ‘how-to’ for accessing key 
tools.

With your Outreach Plan complete, the Trusted Adults List and the 
Staff Interested in Outreach List are essential tools found in the 
EOS Portal. These tools provide the names of Advocates, who 
with proper training, will make the difference through a one-on-one 
outreach approach to each assigned student. Remember, be explicit 
in your expectations with adults. The goal of outreach is not simply 
to communicate information, but rather to advocate with students on 
behalf of equitable access for all.

Advocates and other outreach team members use Student Insight 
Cards to get to know their identified students and tailor their 
recruitment. At this point in the process, monitoring progress begins in 
earnest. As outreach unfolds, Course Request Gaps Charts become 
available in the EOS Portal or through your Partnership Director. 
These will reveal your team’s progress toward the equity goal. You 
and your outreach team are able to review enrollment projections for 
master scheduling implications so that your work is reinforced and 
first time students stay in the classes they requested. Remember, as 
you monitor progress and continue outreach, to celebrate success on 
many levels along the way!
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Create & Nurture Advocacy
ADVOCATES: EQUAL TO THE TASK
Perhaps the traditional go-to staff for students is the 
counseling team. They undoubtedly play a significant 
role in student academic planning along with providing 
an encouraging, non-judgmental voice. But, when 
students are asked, “Who do you go to for advice?” they 
often select other individuals across the school. We call 
these people “Trusted Adults,” and they can be any adult 
in any role at your school.

So, who is an Advocate? An Advocate can be a teacher, 
sports coach, librarian, assistant principal—anyone who 
will own the responsibility of helping students navigate 
and understand the options for upper level courses. They 
work in partnership with the student, maintaining and 
voicing an unwavering belief that the student has the 
ability to achieve their dream of pursuing a college 
degree by taking the step to enroll in AP/IB courses. 
Most importantly, the Advocate works with other adults in 
the building to eliminate barriers and gatekeeping.

SCHOOL CULTURE MATTERS
What does school culture have to do with students 
enrolling in AP/IB? Does this sound familiar: “This is the 
way we’ve always done it”? Tough as it might be, the 
Equity Team is faced with identifying those policies or 
practices that might be maintaining the “status quo,” and 
through careful examination, opening the pathway for 
underrepresented students to access AP/IB coursework.  
Challenging an existing culture that creates both implicit 
and explicit barriers for access is one of the most difficult 
aspects of this work. Strong leadership from the Equity 
Team is essential throughout this process. 

DOES YOUR SCHOOL HAVE THESE “STATUS QUO” 
CONDITIONS TO ENROLL IN AN AP/IB CLASS?
1. Stringent pre-requisites
2. GPA cut-offs
3. Teacher/parent signature requirements
4. An intimidating AP/IB contract that only holds students

accountable

These "Status Quo" conditions to enroll in AP/IB classes 
often act as gatekeepers for many students. By re-
evaluating conditions to enroll, schools increase 
opportunity and encouragement for enrollment in AP/IB 
classes, expecially for underrepresented students. 

Take the playbook from the principal below who met with 
all the potential AP students and challenged some staff 
through dialogue and discussion. What intrinsic barriers 
can you identify through a frank and open inquiry that will 
challenge the “way we’ve done things”?  

Tip Review your AP/IB drop
protocol and process to 
make sure it encourages 
retention and accountability 
from key administrators.

Belief in ALL students… Analyze data… 
Confront brutal facts.    - Anthony Muhammad

PRINCIPAL'S PLAYBOOK  A high school principal decided to meet with EVERY student on the Outreach
List—yes, 135 of them. His goal: to ensure that every student made it into at least one AP class. How did he 
do this? He met with counselors to discuss his plan, sometimes overriding their objections. Letters went out to 
each family and AP teachers were engaged in dialogue and discussions. He owned his process and drove it 
to completion.
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Develop A Preliminary Outreach Plan
ANTICIPATE & GET GOING
Prior to receiving your Outreach List, your team 
Partnership Director will create a preliminary out
plan. This way, when you receive your final outr
you can have a backbone plan to build upon tha
students' specific needs. 

Soon after your surveys are completed, you will 
an Outreach List of students who might be good
candidates for an AP/IB class. With this informat
Partnership Director will work with you and your
create an Outreach Plan. This plan will be your g
connecting with these students. It will cover plan
training your Advocates, outreach practices and
students and families, and enrollment goals and
deadlines. 

While this plan will be your grounding guide to o
you can also expect outreach plans to be iterativ
and your team receive initial course request data
feedback from monitoring resultes, you many wa
modify the plan.             

OUTREACH PLAN CONSIDERATIONS

PLAN FOR LARGE SCALE OUTREACH EFFOR
Consult your Fall Gaps Chart and note the numb
of students needed to reach equity. Plan to reach
to many more students than the targeted numb
account for those who decline to enroll. Although
target is an important data point, enrolling as ma
underrepresented students as possible will allow
achieve the gap closure goal. Also, plan to reach
underrepresented students already in AP/IB cl
ensure they will enroll again next year. Your Outr
from EOS will provide the information you need t
these goals.

BE PROACTIVE. Conduct initial outreach prior to course 
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registration. Try to reach students before course decisions 
have been made to ensure there’s enough time for 
multiple rounds of outreach. Keep in mind that some 
students who are reluctant to enroll in an AP/IB class  
may need multiple encouraging “taps on the shoulder” 
gain the confidence to enroll.

MULTIPLE INTERACTIONS ARE KEY. Many students on 
the Outreach List may never have been encouraged to 
take advanced classes. It may be a certain adult, setting 
or repetition of a message that has the most impact. 

LOOK BEYOND COUNSELORS. While outreach is 
underway, most counseling staff are occupied with 
the demands of registering students. Given this yearly 
workload reality, enlist your Trusted Adults and staff 
interested in helping with outreach so that all the work 
doesn’t fall on your guidance department. The names of 
these individuals can be found in the EOS Portal. Many 
staff and adults in addition to counselors or deans can be 
Advocates to support long term goals of sustaining equity 
in AP/IB courses. 

CONSIDER CULTURAL RELEVANCE. Students 
may respond and give serious consideration to this 
opportunity if it comes from trusted members of their 
cultural community. Parents, ethnic and affinity groups, 
AP/IB alumni, cultural leaders, current underrepresented 
AP/IB students and other stakeholders of your targeted 
demographic groups can help design and lead outreach 
events. 

BUILD ON WHAT’S ALREADY WORKING. Create 
alignment with existing events and gatherings. What do 
you already have in place to help inform students and 
families about AP/IB course options? Consider how 
these events can be modified or leveraged towards 
recruitment of underrepresented students.
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Three Best Strategies for Outreach
Step 1

Step 2

Step 3

INVITE STUDENTS INTO LARGE GROUP 
MEETINGS
Schools often start with group activities to ensure they reach 
every student on the Outreach List. These have ranged in size 
from grade-level assemblies to small group rallies of about 
50 students. To be successful, these must be celebratory, 
inspirational and convey a genuine belief in students. You and 
your Partnership Director can talk about other strategies that 
will work best in your school. 

SAMPLE RESOURCES: Large Group Agenda, Large Group 
PPT (Royal HS), Large Group PPT Script (Royal HS), 
Exit Slips

ADVOCATES HAVE 1:1 CONVERSATIONS WITH 
STUDENTS
Individual conversations with students generally take place 
following larger group activities, and prior to registration. They 
present an opportunity to address any remaining concerns and 
re-state your belief that the student can be successful in AP/IB, 
and that this is in their best interest. For some students, more 
than one conversation with an Advocate is beneficial.

SAMPLE RESOURCES: Advocate Training Materials, 
Student Insight Card, Sample Student Letter

ENGAGE WITH FAMILIES
Offer families of identified students specific opportunities to 
learn more about AP/IB, and encourage them to talk with their 
student about these courses. Sending letters or making calls 
to families is an important step to congratulate them that their 
student has been selected for this opportunity, and to invite 
them to attend an evening or weekend informational event.

SAMPLE RESOURCES: AP/IB Night Agenda, 
Parent Letter (English), Parent Letter (Spanish)

Tip

o 

 
y 
I think the amazing opportunity t
take AP classes should be 
experienced by all students if the
subject material is something the
are passionate about."

-10th grade student, Sterling High School
Start with group activities 
and then have Advocates 
conduct one-on-one 
conversations to ensure 
all identified students are 
reached.

Feature student voices 
so that students have a 
chance to hear from peers 
about the challenges and 
benefits of AP/IB.

Use an exit slip to gauge 
student interest and 
appropriate follow up after 
each activity.
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Monitoring Outreach Progress

1. Progress Monitoring allows you to monitor 
how outreach activities are progressing, and 
to follow up with Advocates who don’t appear 
to be meeting with their assigned students.

2. Students often require multiple engagements 
before signing up for an AP/IB class. With 
progress monitoring, you can easily identify 
which students need additional outreach. 
Monitoring also provides exit slips and staff 
notes from prior activities that can be used to 
address specific student concerns in the next 
outreach engagement.

3. With a “yes”, comes the next step of 
registering for the class. Monitoring allows us 
to check if students have in fact registered for 
that class. If they aren't signed up, then 
following up with the student and/or the 
registrar is necessary.

4. Monitoring is also utilized to learn about 
student questions and concerns surrounding 
AP/IB classes. We can use the information to 
develop appropriate supports.

5. Monitoring outreach progress sets you up for 
next year. By Monitoring your team's 
outreach activities from this year, you will be 
better able to tailor the processes for next 
year's outreach planning and implementation. 

Click here for more on why tracking outreach is
so important.

The EOS Portal plays a vital role in 
Monitoring Outreach Progress. 

The EOS Portal was created by Equal 
Opportunity Schools, specifically designed to 
display data. It provides a secure place for 
Advocates to log their one-to-one meetings 

with students. Through the Portal, your team 
can also log key elements of your outreach 

efforts, including specific large scale outreach 
meetings, small outreach events, and the date 

of each outreach activity along with the 
student’s response. Your Partnership Director 
will introduce you and your team to the EOS 

Portal, EOS also provides a 30 minute 
webinar that is prepared for your staff. 

WHY WE MONITOR PROGRESS HOW DO WE MONITOR PROGRESS?

EOS PORTAL



Finalize the Outreach List & Outreach Plan
THE OUTREACH LIST
EOS creates and stores an Outreach List for your school in the EOS Portal. 
This list is designed to help you consider and recruit a range of viable 
candidates for AP/IB classes next year. Your Partnership Director will work 
with you to clarify which characteristics are most important to you (learning 
mindsets, barriers, staff recommendations, etc.), and customize the list with 
these preferences. 

The list is created with the goal of closing the projected participation gap 
based on current trends in your Gaps Chart. Keep in mind that not all students 
on the list will be recruited, not all students on the list will enroll, and as 
outreach and enrollment progresses, you may need more students to close the 
gap if benchmark enrollments increase for the next school year (a common 
occurrence). 

With your initial Outreach List in hand, your team can now look at students 
more closely by using the preferred filters and their printable Student Insight Cards found in the EOS Portal (See 
Appendix pg.20). These tools allow your team to have a well-developed rationale for why individual students are being 
recruited to take an AP/IB class in the coming school year. NOTE: The Outreach List consists of students identified by 
the preferred filters, the vast majority of whom are underrepresented students. Consequently, the Outreach List 
comprises students who have the agreed upon characteristics and potential for success. 

Once you have your final Outreach List, it is time to look at your Outreach Plan 
again. First, make sure your recruitment activities are optimally scheduled in 
consideration with your registration timeline and process. Second, your 
Partnership Director will guide you through resources like your Equity Pathways 
Report that can help you modify the plan to best meet the needs of your 
identified students.

The Equity Pathways Report is your comprehensive analysis of the student and 
staff survey responses. It looks at student aspirations and mindsets, and 
highlights staff and student beliefs around AP/IB. Consider the following as you 
tailor your outreach plan even further:

• Does your outreach plan account for the barriers identified by your students?
• Does it take into account influences that have helped current underrepresented

AP/IB students enroll?
• Does it address underrepresented students’ concerns about AP/IB classes?

Tip In the past, how has 
your school assessed 
student readiness for AP/
IB? GPA? Test scores? 
Current courses? Grades? 
Incorporating new student-
level insights will ensure 
you are holistically 
reviewing your students.

Tip MUST DO! 
Submit a final Outreach 
Plan to your Partnership 
Director and the district 
lead so that there’s a 
shared understanding 
of your timeline and key 
strategies.

9

MORE OUTREACH TOOLS IN THE EOS PORTAL

TRUSTED ADULTS LIST: 
Information about which staff are seen as Trusted Adults 
by certain student populations.

STAFF INTERESTED IN OUTREACH: 
A list of staff who indicated interest in  
recruiting students.

FINAL OUTREACH PLAN
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Outreach Conversation Training
ADVOCACY AND TRAINING
Outreach conversations provide the opportunity for 
underrepresented students to imagine their academic 
future in very new ways. The Student Insight Card is a 
perfect tool to start a conversation because it shows the 
student's aspirations as well as personal background 
information.

With the use of EOS' Advocate Training materials 
advocates will have new tools to use in conversations with 
students. During these conversations, aim for a balance 
of the benefits of AP/IB and the rigor of the coursework.

A sense of encouragement should be the guiding 
message of these conversations. Building from that 
encouraging place, advocates can place emphasis on 
college preparedness by sharing specific statistics 
regarding the relationship between college graduation 
rates and  AP/IB course participation. If students only 
hear about the daunting aspects of AP/IB, such as the 
amount of reading, homework and testing, they may lose 
sight of their college and career aspirations, as well as the 
confidence needed to manage the class and succeed. 
These conversations should excite and encourage the 
student to see their true potential.

Remember Monitoring Progress?  After an Advocate 
leaves a meeting with a clear sense of the student’s 
concerns and desires, they will record this information in 
the EOS Portal.  Then your team and advocates can 
follow up to ensure that the student signs up for the right 
class. 

THE TRAINING
Your Partnership Director can help you prepare for this 
training or even help facilitate it using the Advocate 
Training materials. Don’t assume that every adult has 
the same expectations of what a conversation should 
look like. Be explicit. These conversations are designed 
to alter the academic trajectory of underrepresented 
students. Ideally, the training would address the 
following:

• Importance of achieving equity for
underrepresented AP/IB students and why
these particular students have been chosen for
outreach.

• Clarify that the conversation objective is to
understand and overcome student barriers/
concerns, and sign the student up for one AP/IB
class.

• Share expectations and reasons for tracking each
conversation.

Tip With training, Advocates
are more likely to 
get to “yes” in their 
conversations. 

Advocate Training 
Materials are available 
for your use.

Encouragement was the best support I received in my AP 
classes. Even when I thought I couldn't do something, I was told 
otherwise". -11th Grade Student, Sterling High School
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Continuing Outreach
TIMING IS EVERYTHING
Starting Advocate Training and beginning outreach activities well before registration begins gives you the time 
needed to adjust your school's outreach practices and ensures that your goal of closing the equity gap is achieved. 
Most schools need to continue their outreach efforts after registration ends to meet their goals. Be sure to prepare 
your team and school staff to expect a second phase post-registration. 

Your Partnership Director will work with you to create a schedule for 5-10 course request updates throughout the 
registration and enrollment period using the Course Request Upload Information Form. This data will help you assess 
trends in registration and inform any shifts in strategy. For example, do you need to focus more on a particular 
demographic group? Are the students who indicated a desire to take an AP/IB class actually registering for them? Are 
this year’s underrepresented AP/IB students re-enrolling in AP/IB courses for next year?

MASTER SCHEDULE FOLLOW-UP
Depending on when master scheduling takes place, the final Gaps Chart of 
the school year may not reflect actual enrollments for next fall. Some schools 
use a priority matrix to make certain that first-time AP/IB students get enrolled. 
To ensure recruited students are accounted for in the master scheduling 
process, your Partnership Director can share a list of all targeted students 
who requested an AP/IB course. 

If AP/IB capacity is a concern, EOS will provide a capacity analysis to 
identify possible growth areas. 

 SECOND PHASE OUTREACH
   Underrepresented students often need a series of advocacy conversations  
   in order to change their mindset about this opportunity and internalize the 
   meaning of taking this important step. Given this hesitancy, you could still 
   see a significant gap in participation as formal registration ends. The key 
   to success is a sustained advocacy effort using all your outreach tools.

STRONG DROP POLICY
Remember to ensure that you have a strong equity-centered drop policy 
in place by the beginning of the next school year. This will reduce the 
likelihood that attrition from these classes will increase the equity gap again. 
EOS will run an additional Gaps Chart in the fall to help you monitor your 
progress. 

Tip Many times, drop 
practices are confused 
with drop policies, which 
are often approved by the 
school board for the 
entire district. Changing 
practices does not 
require school board 
approval. Work closely 
with your central office 
administration to address 
these issues and shift 
the focus to retention. In 
some schools, a principal 
conference is required 
prior to allowing a student 
to drop a class. This often 
triggers the development 
of a support or academic 
intervention plan for the 
student.

Tip Bolsa Grande High
School has generously 
shared their Course Drop 
Request form.
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Success Speaks

Leadership Commends
Good afternoon NWC Faculty & Staff,

I wanted to give a HUGE thank you to all who participated in the planning and assisted during the EOS (Equal 
Opportunity Schools) outreach assembly yesterday! We had over 200 future AP students in attendance to hear about 
the benefits of taking advanced placement classes in the 2016-2017 school year. Many students in attendance had 
never heard their name in the same sentence as advanced placement, let alone have someone tell them they are up 
to the challenge! Our students asked in-depth questions of seniors who have AP experience and left the assembly 
pumped to take AP classes next year.

Thank you all again for your support of the AP program at NWC!

Jeremy Reichman
Assistant Principal
Northwest Classen High School

Click here to watch “ACCEPT THE CHALLENGE!”, 
a video created by Bethel School District to increase 
awareness about AP across the district.

http://youtu.be/sqEAQJgvk5o
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CASE STUDY:  
Roseville Joint Unified High School District (RJUHSD). Located 30 miles northwest of Sacramento, CA, with five 
comprehensive high schools serving over 6,000 students in grades 9 through 12. District-wide graduation rate: over 95%.  

THE NEED: District Commitment
RJUHSD superintendent Ron Severson, in his third month on the job, opened the initial partnership meeting by explaining 
to his district staff why AP/IB access should be increased: “All students graduating from RJUHSD are not going to 
be doctors, lawyers or even go to college. Yet, all students deserve an opportunity and we are the gate keepers to 
that opportunity.” By the end of the year, 4 out of 5 Roseville schools had closed the equity gap and AP/IB enrollment 
increased by 600 students district-wide.

THE SOLUTION: School Outreach Plan
One school stood out amongst the five, Antelope High 
School (AHS).  AHS served 1,800 students in grades 9 
through 12, with a graduation rate of 97%.  AHS was led 
by the school’s first and only school principal since opening 
in 2009, John Becker.  Assistant Principal Jon Smith would 
serve as the Outreach Coordinator throughout the year 
along with Sandeep Pannu, head of counseling.  

AHS APPROACHED OUTREACH IN SEVERAL STEPS:
1. First, they put together an equity/outreach team to

develop a strategy and a plan.
2.

3.

 They scheduled outreach events to take place in the two
months prior to the enrollment period, beginning with large
informational sessions and then scaling down to small
group meetings to answer students’ specific concerns.
 Counseling staff worked with the Partnership Director
to review the initial outreach list and agree upon 180
candidates based on expanded readiness criteria:
2 or more teacher recommendations, 2 or more assets,
and college aspirations..

4. Each student received a personal invitation from the
principal for lunch to discuss AP. Near the end of lunch,
the counseling staff showed a 5-minute video comprised
of 30-second clips from recent Antelope alumni now in
colleges around the US.

5. Students were pre-enrolled into AP classes at the lunch
event. Students who did not pre-enroll at that time either
met with counselors in small groups, 1:1 or at a home visit.

THE RESULTS: School Leadership
Of the 180 students on the outreach list, nearly 75% 
enrolled in AP. By February 2015, Antelope was the first 
school in RJUHSD to close its gap and had increased its 
overall AP enrollment by 121 students.

Successful School

EOS made us realize that we need to 
look well beyond students’ grades in 
order to judge their AP potential. We 
have never intentionally played “gate 
keepers” to our AP program. However, 
we could have done a better job. Our 
students, who may have not attempted 
AP before this process, are having 
tremendous success in AP courses.”   
- Sandeep, Head Counselor
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Appendix
APPENDIX A 
        OUTREACH PLAN FORM

APPENDIX B 
OUTREACH ACTIVITY MATERIALS

APPENDIX C 
ADVOCATE TRAINING MATERIALS

APPENDIX D

APPENDIX E

APPENDIX F

APPENDIX G

STEP 1: LARGE GROUP AGENDA

ADVOCATE TRAINING OVERVIEW

COURSE REQUEST UPLOAD INFORMATION FORM
AP DROP PROTOCOL

SCREENSHOT OF EOS PORTAL OUTREACH MONITORING PAGE

SAMPLE EQUITY PATHWAYS REPORT

WHY MONITOR OUTREACH?

TEACHER LETTER
STUDENT MEETINGS FOR AP INTEREST CHART

ADVOCATE TRAINING PPT PRESENTATION

STEP 2: STUDENT INSIGHT CARD

STEP 3: AP/IB NIGHT AGENDA

LARGE GROUP SCRIPT
LARGE GROUP PPT

PARENT LETTER (ENGLISH)

STUDENT LETTER

PARENT LETTER (SPANISH)

EXIT SLIPS



Date Activity 
Type 

Activity 
Description 

Resources 
Needed 

Communication 
Method 

Activity 
Leader 

Equity Outcomes # of People 
Reached 

ENROLLMENT TIMELINE ADVOCATES OUTREACH GOALS 

Course Request Start Date Number of 
Advocates to Train 

Number of Students to Enroll in 
AP/IB 

Course Request End Date 

Date for Advocate 
Training 

Number of Outreach Activities 
to Conduct 

Master Scheduling Start Date Number of Outreach 
Experiences Per Student 

District: Click or tap here to enter text. 

School: Click or tap here to enter text. 

Outreach Lead: Click or tap here to enter text.          E-mail: Click or tap here to enter text.

  Phone: Click or tap here to enter text. 

 

Large Group: Assemblies, Group Rallies, Info Breakfast, AP/IB Info Fair, Try AP Week 

1:1: Student Letter, Into Email, Conversation, Lunch, Walk, Advisory Check-in, Trusted Adults/Advocates Reach Out 
Family/Guardian Engagement: Family Letter, Phone Calls, AP/IB Info Night 

Outreach Plan

Activity Types 
Examples 
 

CLICK HERE TO DOWNLOAD AS A FILLABLE WORD DOCUMENT

CLICK HERE TO DOWNLOAD AS A FILLABLE WORD DOCUMENT



Date Activity 
Type 
(see 
above) 

Activity 
Description 

Resources 
Needed 

Communication 
Method 

Activity 
Leader 

Equity Outcome 
(What barrier does this 
address and for which 

students?)

# of 
People 

Reached 

Date? Type? What will take place during 
this activity? 

What or Who 
do you need? 

How will this be 
communicated to 

staff/students? 

Who will 
organize 

this 
activity? 

What barriers does this 
activity address/which 

students should attend? 

How many 
people are 
expected 
to attend? 

01/12 Large 
Group 

Current 10th and 11th grade 
assembly. Introduce what 
AP/IB classes are, have the 
teachers there that teach 

Exit slips, 
AP/IB 
teachers, 
counselors, 

Announcement to 
student body. E-
mail to let teachers 
know, and 
discussion at staff 

 Jenny 
Ablemb 

General Knowledge and 
benefits for AP/IB classes 
and how to enroll 
introduced to 10th and 11th 
graders. For all outreach 

300 

ENROLLMENT TIMELINE ADVOCATES OUTREACH GOALS 

Course Request Start Date 02/15/18 Number of 
Advocates to Train 

10 Number of Students to Enroll in 
AP/IB 

89 

Course Request End Date 05/30/18 

Date for Advocate 
Training 

01/18/18 Number of Outreach Activities 
to Conduct 

8 

Master Scheduling Start Date 03/20/18 Number of Outreach 
Experiences Per Student 

3 

District: Equal Opportunity School district 

School: Charger High School 

Outreach Lead: Devan Myers, Assistant Principal          E-mail: devanm@emailaddress.org

  Phone: 888-888-8888 

 

Large Group: Assemblies, Group Rallies, Info Breakfast, AP/IB Info Fair, Try AP Week 

1:1: Student Letter, Into Email, Conversation, Lunch, Walk, Advisory Check-in, Trusted Adults/Advocates Reach Out 
Family/Guardian Engagement: Family Letter, Phone Calls, AP/IB Info Night 

Outreach Plan

Activity Types 
Examples 
 

Example

CLICK HERE TO DOWNLOAD AS AN EXAMPLE PDF DOCUMENT

https://eoschools.app.box.com/file/244986954493


AP/IB. Exit Slips. meeting. list. 

01/15 Large 
Group 

Homeroom teachers discuss 
AP/IB. Provide students with 
a course catalog of AP/IB 
courses offered at Charger 
HS. 

Update course 
catalog, print 
course 
catalog, staff. 

E-mail staff and
announce at all
staff meeting.

Treven 
Hiait 

General Knowledge for 
AP/IB classes. What 
classes are offered. 10th 
and 11th graders in AP/IB 
classes currently and non-
current AP/IB students 

300 

01/20, 
01/21,
01/22,
01/23,
01/24 

1:1 First round Trusted Adult 
Conversations. One to one 
conversations with current 
students in AP that are on 
the outreach list with their 
current AP teachers. 

Course 
catalog, AP 
teachers, 
trained 
advocates, 
sign up slips. 

E-mail staff, AP
department staff
meeting.

Leah 
Hawkins 

Adult Encouragement. 
School Access. Belonging. 
10th and 11th graders 
currently enrolled in AP/IB 
classes, encourage them to 
sign up again next year. 
Especially targeting 1:1 
suggested strategy 
students. 

38 

01/20,
01/21,
01/22,
01/23,
01/24 

1:1 First Round Trusted Adult 
Conversations. One to one 
conversations with non-AP 
students with their trusted 
adults identified from student 
insight card. 

Course 
catalog, 
trusted 
adults/advocat
ed, trusted 
adults lists in 
the portal 
created, sign 
up slips. 

E-mail staff, All staff
meeting.

Kellen 
Travis 

Adult Encouragement. 
Welcome. AP/IB Belonging. 
College Belonging. 10th and 
11th graders not currently in 
AP/IB classes. Letting them 
know staff believe they will 
be successful, and that they 
belong in AP classes. 
Especially targeting 1:1 
suggested strategy 
students. 

70 

2/10, 
2/11, 
2/12, 
2/13, 
2/14 

Family Letters Home and Calls 
Home. Sending letters home 
to non-AP outreach list 
students’ families and 
guardians. Trusted Adults 
calling students’ homes to 
talk about AP/IB.  

Course 
Catalog or 
AP/IB options, 
trusted adult 
lists. Food. 
Printed out 
Student Insight 

E-mail Trusted
Adults, All staff
meeting.

Leslie 
Brown 

College Belonging Barrier. 
General Knowledge Barrier. 
Benefits Barriers. Outreach 
list students’ parents and 
guardians.  

152 



We will be done after school 
on the following days for one 
hour each. Staff will mark 
their interactions in the EOS 
Portal. 

Cards. 

2/27 Large 
Group 

AP Panel, ask me! 

Current outreach list AP 
students sit at a panel and 
non-ap outreach list students 
can ask any questions that 
they have about AP. Hosted 
by trusted adults (both AP 
teachers and non-AP staff). 

Current AP 
students, 
cafeteria room, 
snack food, 
exit slips, and 
course catalog 
lists. 

Counselors and 
Trusted Adults 
meet with students 
and at their 
meetings let them 
know of this 
opportunity. 

Ahmed 
Rohl 

Ap/IB Belonging Barrier. 
General Knowledge Barrier. 
Outreach list students. 

100 

3/1 1:1 Counselors one to one 
meetings with their students. 

Counselors, 
course 
catalog. 

Homeroom 
Announcements, 
intercom 
announcements 

Ahmed 
Rohl 

Outreach list, sign me up 
students, planning to enroll 
students, students who 
have submitted exit slips. 
Addressing the School 
Access Barrier.  

3/15 Family AP Night. Families can come 
and meet AP teachers, 
counselors, administration, 
and college coaches. 
Message highly to families 
on outreach list. 

AP Teachers, 
admin, college 
reps, course 
catalogs, 
letters home, 
chairs and 
tables. 

E-mail ap teachers,
announce at all
staff meetings,
morning and
evening
announcements,
letters home on
2/20,3/1,and 3/9.

Leah 
Hawkins 

College Belonging Barrier. 
General Knowledge Barrier. 
Benefits Barriers. Outreach 
list students’ parents and 
guardians. 

70 

4/11-
5/11 

1:1 Counselors one to one 
meetings with their students. 

Counselors, 
course 
catalog. 

Homeroom 
Announcements, 
intercom 
announcements 

Ahmed 
Rohl 

School Access Barrier. 
Outreach list students. One 
visit towards 4/11, and a 
second visit towards the 
end of the school year for 
students not signed up yet. 

152 

100 
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Large Group Internal Agenda:
AP/IB Assembly
FACILITATED BY: 
TBD (School Principal, Asst. Principal) 

ATMOSPHERE: Fun, celebratory, festive, inspirational, motivational, validating, reflective

AGENDA:
• Welcome – Congratulate students on being recognized
• The importance of taking AP/IB to achieve college goals

a. Reflect on this question – “Where do you see yourself in five years?”
• Student panel– 4 to 6 diverse students currently in AP/IB (coaching required)

a. What were your general thoughts about AP/IB courses before you took any and what are your thoughts now?
b. What would you say about the idea that AP/IB classes are only for the “smart kids”?
c. How are you supported by your classmates and teachers in AP/IB classes?
d. What would you say to your classmates who are on the fence about taking these kind of classes?

• Presentation from AP/IB teacher(s)
a. Testimony - How students have the ability to do more.
b. Benefits.
c. Describe class structure.
d. Students will be challenged and prepared if they have determination & positive attitude, etc.

• Overview of supports that will be offered to help students be successful
• Turn & talk with your neighbor
• Fill out exit slip
• Q&A with students/staff

OUTREACH PRIOR TO MEETING:
• Letter from principal - notification they have been selected for AP/IB.

THINGS TO CONSIDER:
• What’s the next step?
• Timing: Recommended 2 to 3 weeks prior to the start of enrollment.
• Food: pizza, ice cream and cake.
• Materials: exit slip, presentation/video, handouts (optional).
• Consider providing opportunity to register/make a schedule change on the spot.
• General: open to all who are interested vs. targeted/identified students?
• Other activities, i.e. information booths set up by AP/IB class, student roundtable discussions,

show a promotional AP/IB video.

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/yzps6tecshse4eimcgld9h6rjj36eqqm
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Large Group Power Point Sample

CLICK HERE TO DOWNLOAD THIS PPT PRESENTATION

https://eoschools.box.com/s/fo16d04swsupsh6qvwu5xfa3gzujro69
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Large Group Power Point Script

CAREERS SLIDE
Ultimately here because we care about you. And the academic choices you make are important to us. 

Introduce self, counselors, teachers, other folks. Careers required to go to university

All of you in this room have dreams and goals. Some of you want to be doctors, veterinarians, police officers, 

teachers, computer programmers, game designers, businessmen and women. We are here to tell you there is 

absolutely no reason why that can’t happen.

SLIDE 1 - INTRODUCTIONS (2 MINS)

You have been chosen. And because we believe you can be successful at pushing yourself academically. Take 

a look around the room. There are several adults and staff in here who believe there is greatness in you. 

We only chose 10% of all the students in the school to be a part of this outreach. In your class of 40 students. 

That would mean only four were chosen. 

SLIDE 2 - CARE ABOUT YOU (2 MINS)

Again… we care about you and the choices you are making academically. We brought you here because we 

wanted you to know that we seek you out to present you with an opportunity. 

An opportunity that will open doors for you. So much so that your future self will look back and thank you for 

taking advantage of this opportunity. 

As I move through this presentation I want you to remember this image. I may some things today and you may 

think to yourself this is not me. I can’t do this… When that thought comes to mind i want you to think about this 

image. And then I want you to understand something. 

The first step toward being successful at anything. Whether it’s a math class, driving a car, shooting a 

basketball, or moving up the ladder at a workplace is that you have to believe in yourself. 

Your brain is way too awesome to stop you from accomplishing anything. 

SLIDE 3 - TAKE AN AP/IB CLASS (2 MINS)

If you remember you took a survey earlier in the year. From the survey results you were among only 10% of the 

students identified as someone who belongs in an AP or IB class next year. 

Haven’t been given the opportunity yet.

Answer this question in your mind. Where do you see yourself in five years? Take a moment. 

Are you in college?  If that’s the case, then next year you should be enrolled in an AP or IB class. 

So we are presenting you with this opportunity that can open all kinds of doors for you in the future. We believe 

that you can be successful in our higher level courses. 

Some of you may be sitting there not believing the words that are coming out of my mouth. 

Understand something…The first step towards success is that you must believe it yourself. 

CLICK HERE TO DOWNLOAD AS A PDF (3 PAGES TOTAL)

https://eoschools.box.com/s/o0jdumkob2jo5houbwdvqm7knes9tpnd


Name: ____________________________________

ID: _______________________________________

Circle your interest level below:

Sign Me Up       More Info        Not Interested

Circle the AP or IB classes (up to 3 choices) that are 

the most intriguing to you: 

US History Psychology

Economics  English

Human Geography French

Spanish Physics

Studio Art Draw Calculus

Chemistry Amer. Govt.

Biology Statistics

Math Studies  Sports Med

Comp Science Business 

1. What is your greatest hope about taking an AP or 

IB class next year? 

2. What is your biggest worry about taking an AP or 

IB class next year? 

Name: ____________________________________

ID: _______________________________________

Circle your interest level below:

Sign Me Up       More Info        Not Interested

Circle the AP or IB classes (up to 3 choices) that are 

the most intriguing to you: 

US History Psychology

Economics  English

Human Geography French

Spanish Physics

Studio Art Draw Calculus

Chemistry Amer. Govt.

Biology Statistics

Math Studies  Sports Med

Comp Science Business 

1. What is your greatest hope about taking an AP or 

IB class next year? 

2. What is your biggest worry about taking an AP or 

IB class next year? 

19

CLICK HERE TO DOWNLOAD AS A PDF

Exit Slips

https://eoschools.box.com/s/bqcuhxhi4hq276ubwsdx6vy17iuau1uz
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STUDENT INSIGHT CARD

Chloe Adamson
10th Grader 

(On Outreach List)

2017-2018

Chloe's Educational Goal Four-year college degree

Career Interest Elementary teacher

Trusted Adults at Medrona 

High School (MHS)
Darrin Weismann 

Matthew Purkiss 

Michelle Campbell 

Study Skills Support at Medrona  

High School (MHS)
Jane Olson 

Michelle Campbell 

Staff advocating for Chloe to take AP

Subject Interest Social Studies (History,

Government, etc.)

GPA 2.67

Learning Mindsets & Skills

Would consider taking AP

Demonstrated Assets:

Academic Strategies

Community Leadership

Grit

Growth Mindset

Reported Barriers

No adult encouragement 

Needs more info from staff to enroll in AP 

Feels classes are not adequate preparation for

college 

Courses aren't challenging

Hasn't enrolled in AP because:

I don't know enough about AP classes

I have competing priorities in my schedule (for

example: sports, band, CTE) that prevent me from

taking AP classes

Test Scores
History

Max:

289
600

Science
336

600

English/Language Arts

316
600

Math
322

600

Chloe's Comments
I always try to figure out what I need to pass. But I also 

try to do more than what is expected.

Would like the school to know: I just want to be in AP 

English for one year and see if Ilike it or not

This report has been customized and prepared for exclusive use by Medrona High School staff. Contents of the 

report are based on student academic records and a detailed student and teacher survey. Photo by Muriel 

HEARD-COLLIER CC BY-NC 2.0

Student Insight Card

CLICK HERE TO DOWNLOAD STUDENT INSIGHT CARD

https://eoschools.box.com/s/59l6zq0dtyvzy7js7hdiuedlnprsls0o
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Student Letter

School Letterhead

January X, 2017

Dear _____________,

Congratulations!!  You have been recommended by [_#_] of your teachers this

year to enroll in an Advanced Placement/International Baccalaureate (AP/IB) 

course next fall. These teachers believe that you have the skills and outlook 

necessary for success.  They believe in you!

You’ve expressed a desire to go to college and an AP/IB course introduces you

to college-level coursework before you leave high school. Often you can receive

college credit for passing the end of year exam, and a transcript that includes 

these classes is favorably considered by colleges and universities. These are the

kinds of classes that help you stand out when you start to apply for college. 

We hope you’re excited by this news!  We also know that in making this decision,

you might need more information and support.  Over the next two weeks, we 

plan to meet with you to help you choose the best AP/IB class for next year and 

answer all your questions. 

Sincerely,

P.S. Check out the story of a student who wasn’t sure he belonged in AP/IB.

https://youtu.be/opxx2Av5jmI

CLICK HERE TO DOWNLOAD THIS LETTER IN WORD

https://eoschools.box.com/s/37w5t6n9w5sqdbk7ujmy6l3lnozpz5os
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AP/IB Night Internal Agenda
FACILITATED BY: 
TBD (School Principal, Asst. Principal, or AP/IB Coordinator)

AGENDA:
1. Information about AP/IB (PPT optional)

a. What is AP/IB? Why is it important? What are the benefits?
b. Preparation needed to be successful.

2. Presentation from current non-AP/IB teacher
a. Testimony - How students have the ability to do more.

3. Presentation from current AP/IB teacher
a. Benefits.
b. Describe class structure.
c. Students will be challenged and prepared if they have determination & positive attitude, etc.

4. Student Panel – 4 to 6 diverse students currently in AP/IB (coaching required).

5. Overview of supports that will be offered to help students be successful.

6. Information booths set up
a. Types of AP/IB classes.
b. AP/IB classes can lead to these possible majors in college and careers.
c. Sign-in form at each table: Student & parent name, class interested in taking, concerns/questions,

need more information.

OUTREACH PRIOR TO MEETING:
• Letter home from principal - information to families and notification their child has been selected for AP/IB
• Phone call home (goal of student and parent RSVP) – Personal call from Principal, Robo call, personal call

through Equity Team members or parent groups (PTA).

THINGS TO CONSIDER:
• Resources: Food, child care, translator/interpreters.
• Timing: Recommended 2 to 3 weeks prior to the start of enrollment.
• Open to all who are interested vs. targeted/identified students?
• Split parents and students and give general information.
• What district support is needed?
• What questions might a parent ask?

- If my child takes an AP/IB class, how will you help support them?
- What is the tie to college--does my child get college credit? How much?
- Is there any cost to do this? Any fee waivers?
- How many AP/IB classes should they take at a time?
- Who should I contact if I have follow up questions?

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/kaoba43oxekng1k5tzla04pnof19p1yq
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Parent Letter  ENGLISH

School Letterhead

January X, 2017

Greetings Parents/Guardians:

Congratulations!!  Your child has been nominated to enroll in an Advanced Placement/

International Baccalaureate (AP/IB) course next fall.  This is a great opportunity.  Your child was

selected because we believe he/she has the skills and outlook necessary for success. We want

to encourage you to have a conversation with your child about this option and help them make 

the important decision to take an AP/IB class next year.

We have been working with Equal Opportunity Schools (EOS), a non-profit organization,

to increase student participation in challenging high school coursework so that they can be

better prepared for college and beyond. As part of this work we have researched XHS student

perspectives and aspirations, and reviewed student academic records and other data to better

understand what students need. Through this process we have identified students who we 

believe are ready to benefit from AP/IB based on their skills, aspirations, and interests. Your child

is one of these students.

Advanced Placement/International Baccalaureate classes are some of the most challenging

classes at XHS.  These classes bring college-level academic experiences into the high school.

This opportunity introduces your child to college-level work before they leave high school.  

Colleges and universities look favorably on students who have these classes on their transcripts

and often give credit for taking AP/IB.  These are the kinds of classes that help your child stand 

out when they start to apply for college.

We are hosting a special event for first-time AP/IB students and their parents on (DATE) in XHS

(location).  Please plan to attend this presentation and learn what AP/IB has to offer and have 

all of your questions answered.  For more general information about AP/IB before attending this

event, go the College Board or International Baccalaureate websites.

 
Again, congratulations!!  We are committed to the success of your child.  Registration for fall AP/

IB classes begins (DATE).  Encourage your student to explore this opportunity and sign up!  

Sincerely,

PS.  Your student has been assigned an Advocate to help them with this important decision.

If you would like to speak with the Advocate, please contact us at (telephone # and/or email).

CLICK HERE TO DOWNLOAD THIS LETTER IN WORD

https://eoschools.box.com/s/9feis3sezvbjpicf6s41u8cy72bhfylv
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Parent Letter  SPANISH

School Letterhead

Enero X, 2017

Saludos Padres/Tutores:

Felicidades!  Su hijo(a) ha sido nominado(a) para inscribirse en un curso Advanced Placement/

International Baccalaureate (AP/IB) el próximo otoño. Ésta es una gran oportunidad.  Su hijo(a)

fue seleccionado(a) porque creemos que él/ella tiene las habilidades y perspectiva necesarias 

para el éxito. Queremos alentarlos a que sostengan una conversación con su hijo(a) respecto a

esta opción y lo/la ayuden a tomar la importante decisión de inscribir una clase AP/IB el próximo

año. 

Hemos estado trabajando con Escuelas de Oportunidades Equitativas (EOS), una organización

sin fines de lucro, para incrementar la participación estudiantil  en cursos desafiantes de 

bachillerato para que puedan estar mejor preparados para la universidad y lo que siga. Como 

parte de este trabajo hemos investigado perspectivas y aspiraciones estudiantiles XHS, y 

revisado archivos académicos estudiantiles y otros datos con el propósito de entender mejor las

necesidades de los estudiantes. A través de este proceso hemos identificado estudiantes que 

consideramos que están listos(as) para beneficiarse con AP/IB basándonos en sus habilidades, 

aspiraciones, e  intereses. Su hijo(a) es uno(a) de esos(as) estudiantes.

Las clases Advanced Placement/International Baccalaureate son algunas de las más desafiantes

en XHS.  Estas clases aportan experiencias de nivel académico universitario al bachillerato. Esta

oportunidad introduce a su hijo(a) a una carga laboral de nivel universitario antes de que dejen 

el bachillerato.  Las universidades ven de manera favorable a los(las) estudiantes que tienen 

estos cursos en sus transcripts y a menudo otorgan créditos por haber tomado AP/IB.  Estos 

son el tipo de cursos que ayudan a su hijo(a) a sobresalir y empezar a enviar solicitudes para la

universidad.

Organizaremos un evento especial para estudiantes primerizos(as) de AP/IB y sus padres el

(DATE) en XHS (location).  Por favor planeen asistir a esta presentación y aprender todo lo que

AP/IB tiene para ofrecer y conseguir respuesta a todas sus preguntas. Para más información 

general sobre AP/IB antes de asistir a este evento, visite las páginas de internet de the College 

Board or International Baccalaureate .

 
Nuevamente, felicidades!  Estamos comprometidos con el éxito de su hijo(a). Las inscripciones

para clases AP/IB de otoño comienzan (DATE). Alienten a sus estudiantes a explorar esta 

oportunidad e inscribirse!  

Sinceramente,

PD.  Su estudiante ha sido asignado(a) un(a) defensor(a) para ayudarlo(a) con esta importante

decisión. Si usted desea hablar con este(a) defensor(a), por favor comuníquese al (telephone #

and/or email).

CLICK HERE TO DOWNLOAD THIS LETTER IN WORD

https://eoschools.box.com/s/zqccdtrrn9gsd55ojpzhxzd2n8d2xtow
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         KEY POINTS TO HIT

1. Introduction: Who you are and why we’re here. “Remember that survey you took at the beginning of the year…”

2. Highlight the student’s area of strength – assets, teacher recommendations, career or college aspirations,
comparable GPA or test scores.
“Did you know that two of your teachers think that you would be a good fit for AP/IB?”
“Wow, it looks like your test scores in ___ are comparable to AP/IB students at our school. What do you think about that?”
“You show a growth mindset and grit, which could be very helpful in taking an AP/IB class. Have you heard about
growth mindset before?”

3. Why should students consider taking AP/IB? Consider the barriers they face, linking it to their career and
educational goals. From there, pivot to the class options available and how they can enroll.

4. What classes are the best fit for the student?
“Looking through the offerings for this fall, which 3 or 4 classes most interest you?”
“Since you are most interested in _______________, how about _______________?”
“In your survey you said you would like to become a ____________, have you thought about taking ___________?”

5. [TBD] In closing, next steps for enrolling in the course. If no decision is made, next steps for deciding.
“Thank you for meeting with me today. This is really exciting! A counselor is sitting right over at the table, and
you should bring your sheet over to him.”

“I can tell that you’re not 100% certain yet, which is totally fine. Please think about this more in the next
few days, and your counselor will be following up with you next week to make a final decision.”

Guiding Questions: 
• What do staff members need to know about the school’s
AP/IB program going into a one-on-one recruitment
conversation with a student?

• How do you best communicate in five minutes your
belief in the student’s ability, reasons why they should
take AP/IB and what courses best suit them?

Advocate Outreach Training

Conversations with  Students

Outreach meetings with new AP/IB students are meant to be inspirational and informational. They celebrate the student 
and their selection to take an AP/IB course next year. Underrepresented students benefit from targeted outreach that 
focuses on success and opportunity. These meetings provide time for students to view their academic lives in ways they 
may never have experienced.

SOME THINGS THESE MEETINGS ARE NOT:
They are not designed to scare students away from AP/IB opportunities. Though the difficulty of the task need not be 
hidden, the goal is not to explain the breadth of the challenge or paint a bleak picture.

They are not only to relay information. Students will have opportunities to learn more about specifics. These meetings 
do more than make announcements, they build relationships.

They are not to create further hurdles. These meetings are best when they end with clarity and don’t leave students with 
lots of follow up in order to take advantage of this opportunity.

Purpose PREPARE YOU TO ADVOCATE FOR STUDENTS QUALIFIED FOR AP/IB 
COURSEWORK.
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   KEY THINGS TO KNOW BEFORE OUTREACH

1. How should you use the Student Insight Card in conversations with students?
2. Which AP/IB courses are offered, and what grades are they appropriate for?
3. What classes/teachers are the best fit for first-time AP/IB takers?

Are there any classes you shouldn’t recommend to students?
Are there courses that are filled up or have space?

4. How will students enroll in the course?
How should you keep a record if a student has a second choice?

5. What is the process for following up with students who need more time to decide?
6. What supports are available to students if they need help?
7. What is the process for dropping an AP/IB course?
8. Are there school-specific benefits for taking AP/IB? For example, weighted GPA or access to certain supports.

Advocate Outreach Training CONTINUED

Do Your Homework

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/3kk7on1da9wbi7s77xws8xgag4zdhcri
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Advocate Training Power Point 
Presentation Sample

CLICK HERE TO DOWNLOAD THIS PPT PRESENTATION

https://eoschools.box.com/s/gczmpgq1ede75i8e5awntsf3ad4desrr
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Teacher Letter

School Letterhead

January X, 2017

Dear Teachers,

You might not know this, but you were named as a Trusted Adult by some of our students.

When students and staff participated in the Equal Opportunity Schools Fall Survey, we learned

about the future aspirations and academic readiness of students who could qualify for AP 

classes but need encouragement for making that decision to register.

Included in your packet are the essential tools to help you reach out to the students who have

listed you by name.
• A Student Insight Card for each student

• A script to facilitate an easy conversation

• A guide with suggested talking points 

• A note sheet to capture the interest of each student you talk with

When you have completed your conversations, please return your note sheet to me no later

than XX-XX-XX. 

Thank you for your commitment to our students and their education by being identified as

the one they trust, it speaks to the connection you’ve established and the difference you are

making. 

Thank you in advance for your time to make this outreach successful.

Sincerely

CLICK HERE TO DOWNLOAD THIS LETTER IN WORD

https://eoschools.box.com/s/cwylp5p8muiykhs3p5a0onl4qog7hsh2
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STUDENT INTEREST IN AP/IB MEETINGS

STAFF NAME

NAME OF STUDENT DATE OF MEETING INTEREST LEVEL IN AP/IB
SELECT ONE: 
YES, UNSURE, OR NO

SPECIFIC AP/IB 
COURSES/SUBJECTS 
OF INTEREST

PLEASE RETURN THIS SHEET TO ___________ BY ___________ . 
THANK YOU FOR ENCOURAGING AND SUPPORTING STUDENTS!

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/hr6kt1guk7bf741n87twy119bxqjfkx1
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Course Request Upload Information Form
DISTRICT

DATE 1ST SET OF COURSE REQUEST DATA AVAILABLE:
(COULD BE PARTIAL INFO)

FREQUENCY OF UPDATES IN YOUR SYSTEM:
(AUTOMATIC, WEEKLY, ETC.)

COURSE REQUEST UPLOAD DATES:

1

2

3

4

5

COURSE REQUEST UPLOAD CONTACT

COURSE REQUEST UPLOAD TIMELINE

NAME

ROLE/
TITLE

EMAIL

PHONE

SCHOOL

Course request information allows EOS to send 
progress updates to school/district leaders on their 

efforts to close the equity gap in AP/IB courses. 
These updates also help target outreach strategies 

to specific underrepresented students that still 
need to be recruited.

We recommend pulling course request data 5 
times throughout the outreach and registration pro-
cess. Please identify these dates jointly with your 
Partnership Director to ensure that they align with 
your Outreach Plan, district holidays, and registra-
tion timeline. Uploads are processed on Mondays, 

Wednesdays and Fridays. 

Within 2 business days of uploading your course request data, your school will see updated 
course request charts that show the current status of your equity gap and benchmark rate. 
Individual student AP/IB course request information will also be viewable in the EOS Portal.

Current EOS 
Portal Permissions:

No Access Data Uploader

Full Access Limited Access (outreach tracking)

Note

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/33iwrq0q7zfgeaai8y43trpyhd03o0x0
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AP Drop Protocol

CLICK HERE TO DOWNLOAD AS A PDF

**Form	completion	does	not	guarantee	a	
schedule	change	or	drop	from

	AP	course.		Final	determination	is	

made	by	BGHS	administrative	team.	

Bolsa Grande High

School 

Advanced Placement

Course Drop Request

NAME________________________
_______________	 ID#_____________________	

	
DATE____________________

_________	 GPA____________________	

What	strategies	have	you	used	t
o	

be	successful?	

List	strategies		

	

How	many	times	have	you	met	

with	the	teacher	for	tutoring/h
elp?	

Identify	dates,	duration	and	to
pics	covered	

	

How	many	times	have	you	met	

with	your	AP	study	group?

Identify	dates	and	members	of	your	group	

	

Have	you	completed	the	reading	

and	assignments	each	night?	

Identify	assignments	that	are	incomplete	or	not	understood	

	

How	frequently	you	asking	for
	help	

in	class?	

Identify	number	of	times	each	day	

	

Who	is	your	study	partner?	
Identify	person	and	frequency

	of	course	discussions	

	

Review	the	responses	to	thes
e	questions	with	your	AP	Teac

her,	signature	confirms	that	you	have	done	all	of	the
	activities	

requested	on	the	support	she
et.				**Attach	a	copy	of	trans

cript.	

	
_________________________

___________	 _________________________
______________	

Student	Signature	and	date 	 Teacher	Signature	and	date	

1. Student	must	complete	the	above	activities	for	s
upport	in	AP	courses	and	meet	with	teacher	

prior	to	moving	to	step	2	or	3.	

2. Parent	schedules	meeting	with	counselor,	reviews
	information	from	student	and	teacher.

	

Date	of	Meeting____________________
__________________

	

Counselor	Signature________
_________________________

_	

	
3. Parent	schedules	meeting	with	Assistant	Principal

	to	review	information	from	student,	

teacher	and	counselor.	

Date	of	Meeting____________________
__________________	

https://eoschools.box.com/s/8qht6jpamd34hppedmlz22mbcf675urs
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Screen Shot of 
EOS Portal Outreach Monitoring Page
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Sample Equity Pathways Report
1. Students' College and Career Aspirations

Studies show that students’ college & career aspirations in high school are important predictors of college & career success(1).

Both aspirations for college(2) and attainment of college degrees(3) have increased over the past 15 years among all students. Recent figures
show that 76% of 10th graders aspire to earn at least a bachelor's degree; 33% of 25-29 year olds have completed a bachelor's degree.

Although college and career aspirations are high across almost all students, disparities exist in college degree attainment(4). Compared to 40%
of Whites and 60% of Asians, only 23% of African-Americans and 15% of Latinos aged 25-29 have attained a bachelor's degree(3).

Schools that improve their climate, increase expectations for & participation in rigorous coursework, and provide information about college
pathways help low income students and students of color achieve their college and career aspirations(4).

Students aspire to attend college for career and pro-social reasons.

90% of students want to obtain a two-year,
four-year or advanced college degree.

Gain skills to help others

Make a positive impact

Be able to contribute to society

81%

75%

72%

Students aspire to go to college with personal and
pro-social aspirations

'True' or 'Completely True' for me; Reference line refers to EOS portfo-
lio average %

Would like to go to at least a
two- or four-year college
Will graduate from high school
prepared to succeed at college

77%

70%

Staff Estimate of % of Students that...
Reference line refers to portfolio average %

ZoologistYoutube

Writer

Wrestler
Work with people

Work with others

Work with kids

Work with animals

Work for a company

Woodworker

Womens and gender studies

WildlifeWildifeWHO

Welder

Web developer

Water treatment

Water boy

Water and Power

Visual artsVirologist

Veteranarian

UtilitiesUS MarshallUS Customs

Urban studies
Urban Planner

Universal Studios

United NationsUnemployed

Undecided

UFCTV Personality

TV

Truck driver

Travel industry

Transportation industry

Transportation
TradeTrackToxicologistTire Shoptheripist

Therapist

TeslaTennis

Telecommunications

Technology

Teacher

TaxidermistTattoo artistTargetSWAT

Surgeon

Surf Company

Stunt artiststemStatistician

State Department

Starbucks

Sports medicine

Speech pathologist

Special education

Spanish translator

Spanish

Sound design

Sonographer

Something I enjoy

Software developer

Sociologist

Social worker

Social services

Social security

Social scientist

Social media

Small business owner

Skydiving Instructor

ShipyardShip Building

Sheet Metal Worker

self employment

Seismologist

Secret Service

Sea World
SCUBA Instructor

Scientist

Scientific researcher

Sanitation worker

Saless.w.a.ts.t.e.mRoofingRodeoRobotsRobotics

RN
Research scientist

Research scientist

Reporter

Religious vocation

Red CrossReal EstateRangerRanchRadiologist

Race car driver

Quantum Physicist

PulminologistPublishingPublishing

Public speaking

Public Services

Public service

Public relations

Public policyPTA

Psychologist

PsychiatristpsicologiaProtheticsProstheticsProspector

Project management

Program Manager

Professor

Product Developer

Pro skater

Private Investigaor

Principal

Postal service

Pool cleanerPoliticianPoetPlumber

platform worker

PixarPilotPhysiologistPhysicist

Physician's Assistant

Physician
Physical therapist

Photography

PhlebotomyPhlebotomistPhilosophyPhilosopherPhDPharmicist

Pharmecutical Manufacturer

Pharmacologist

Pharmacist

PETA

Performing arts

Pediatrician

Peace CorpsPathologist

Parks and recreation

ParalegalPaleontologyOwn boss

Otolarynologist

Orthopedist

OrthodontistOptometristOptometrist

Opthalmologist

Optamologist

Ophthalmologist

Oncologist

Oceanographer

Occupational therapist

OB/GYNNutritionist

Nurse pracitioner

Nurse

NPRNonprofitNintendo

Nike

News Anchor

Neurosuegeon

Neuroscience

NeurologistNephrologist

Neonatologist

NCAA

NavyNature

Naturalist

National Transportation Safety Board

NASA

NAACP

Mythologist

Musician & Music Performer

Music production
Museum curator

MuseumMultimedia

Motocycle Mechanic

MorticianModel

Miner

Military

MicrosoftMeteorologistMerchant

Mentor

Mental health

Medical technician

Medical Field

Media production

Mechanist

Mechanic

Mathematics

Mathematician

Masters

Massage Therapist

Mason

Martial ArtsMarketing

Marine biologist

Maravilla

Manufacturing

Management & manager

Makeup arist
Make-A-Wish

Make money

Make a difference

MaintenanceMagicianMachinistLogisticsLocksmithLiteratureLinguistics

Lifeguard

Library sciences

LibrarianLiberal arts

LEGO

Legal systemLegal aidLeadership

Law enforcement

LandscaperLacrosseLabor

Kinesthesiologist

KinesiologistKaiser

Juvenile justice

JudgeJournalistJeweler

Janitor

IRSInvestorInvestigatorInventorInterpreter

International studies

International affairs

Interior designer

INTELInsurance

Information Technology

Industry

Industrial Distribution

Immunologist

Illustrator

IID

IBM

Hunting Guide

HunterHumanities

Humane Society

Human Services

Human Resources

Human behavior

Humaitarian

Hospitality industryHospitality industry

Hospice Care

HorticultureHomemakerHome repairHome DepotHockeyHistorianHematologistHelp othersHealthcare

Hardware development

GymnastGunsmith

Grocery Store

Graphic design

Graduate School
Graduate DegreesGraduate degree

governmentgoogleGood JobGolf proGlobal healthGlass blowerGeologistGeographerGeographerGeneticist

Gastroenterology

Gas Station Attendant

Gaming industryGame developer
FumigationForensics

Foreign relations

Foreign Contracts

FootballFood serviceFlorist

Flight attendant

FitnessFisherman Fish and wildlife

Firefighter

Fine artsFinance

Film industry

FEMA

FBI

FaZe Clan

Fashion industry

Family business

Fabricator

Event planning

Event plannerEtymologyEthicist

Equine Industry

Epidemiologist

Environmentalist

EntrepreneurEntomologist

Entertainment Industry

EntertainerEnglish

Engineer

Energy

Endocrinologist

EMTEmbryologistElectronicsElectricianEducationEditorEconomicsEcology

Drummer

DriverDrawingDonaldson's

DJ

DiverDistributionDisney
Disaster response

Disabled People

DisabilitiesDirtbike Racer

Direct Relief International

DiplomatDigital artistDiagnostics

Designer

Dermatologist

Dentist

Dental Hygienist

DEA

Database Administrator

Dancer

Cyber security

Customer service

Culinary artsCryptologist

Criminology

Creativecowboy

Counselor

Cosmetology

Corrections officer

CoronerContractorConstruction

Conservationist

Computer technician

Computer science

Communications

Commercial fishing

Commercial diving

ComedianCollege

Coach

Climatologist & Climatology

Clergy

City Developer

Cisco & Cisco Networking

CIA

Choreographer

Choral Instructor

ChiropractorChildcare

Chemist

Chef

Cheerleader

CFO

CeramicsCashierCartographerCarpenter CaregiverCardiologistCar DesignerCapital One

Cancer researcher

Cameras

Cable Installer

CabinetryC.N.A

Buzzfeed

Business

Building Inspector

Build Spaceships

Broker

Broadcast journalism

BoxerBowler

Bounty Hunter

BotanistBorder Patrol

Book Publisher

boeingBody PiercerBoat captainBoat buildingBMX

Blueprint Maker

Blacksmith BiostatisticianBiomechanic

Biologist

Bioinformatics

Bill GatesBike shop

Best job that I can find

Behavioral Science

Behavioral analyst

BAUBartenderBanker

Band director, Composer, Conductor

Baker & Baking

Aviation

Automotive industry

Auto sales, Car Dealership, Car Shop

Auto mechanic

authorAudiologist

Attorney

Athletic trainer

Athletic director & Athletics

Athlete

AT&TAstronomyAstronautAstrologistAstrologer

Asian studies

Artist

Artificial intelligence

Art TherapyArctic

Architect

Archaeologist

ArboristArbitraryArachnology

Apple

App Development

Anthropologist

Animator

Animal care

AnesthesiologistAnatomyAnalystAmazonAllergist

Alaska

Air traffic controller

Air MarshallAgriculture

Aerospace industry

AdvertisingAdventurerAdministrator

Administrative assistant

Addictions Counselor

Activist

Acting & Active

AccountingAcademicsA/C IndustryA good job 911 Dispatcher3d printing3d animator

 art

What are your future work/career interests?

Students of all demographics want to go to college.

White & Asian

Med/High
Income Low Income

Hispanic/Latino

Med/High
Income Low Income

Black/African American

Med/High
Income Low Income

All Other Races

Med/High
Income Low Income

n = 84,471 n = 25,957 n = 23,684 n = 51,808 n = 6,933 n = 9,568 n = 3,863 n = 3,094

38%

53%

95%

37%

44%

7%
89%

39%

44%

90%

37%

39%

9%

85%

37%

50%

92%

36%

45%

87%

38%

48%

92%

37%

37%

9%

84%

Student Aspirations for 2-year, 4-year, or Advanced College Degree by Race and Income
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=
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.

n
=
3,
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.

n
=
3,
0.
.

100%100%100%100%100%100%100%100%

0%
100%

%
 o

f..

49%

White & Asian

Hispanic/Latino

Black/African American

All Other Races

Two-year associate's degree

Four-year college degree

Advanced degree

3. Student Perspectives on AP/IB

Across 20 studies of AP and IB student experience, student participation in AP or IB is linked with personal development and

academic preparation.

Common across studies, students report expanding academic identities, developing dispositions and skill sets that are beneficial for college and

career, feeling set up for college access and success, and opening doors in college and beyond(9).

Our student survey data, at your school and across our portfolio, reflect these views.

Students take AP/IB classes for a variety of college and career focused reasons.

AP

106,862

IB
6,880

To receive college credit

Will help me get into college

To receive a GPA bump

Experience a college-like academic experience

Develop study skills

23%23%
33% 34%

28%37%
48% 50%

36%50%

Select the top 3 reasons why you took or are planning to take an AP/IB class

 Top 5 responses. All Students who have taken, plan to take, or are currently in AP/IB. Y1 Schools Only

Students' beliefs about challenge, rigor, and college preparation.

AP/IB
Student

Non-AP/IB
Student

45%

17%

Classes are challenging or very challeng-

ing

AP/IB
Student

Non-AP/IB
Student

71%

62%

Staff hold high or very high expectations

for students

AP/IB
Student

Non-AP/IB
Student

69%

52%

Classes probably or definitely prepare

students for college

Students in AP/IB classes worry less that they will belong in college.

All the time Frequently Sometimes Hardly ever Never

25% 25%

19%

33%

18%

17%

35%

7%

14%
9%

When you think about going to a two- or four-year college, how often,

 if ever, do you wonder, "Maybe I won't belong there?"

11th and 12th grade students, n=89,056

AP/IB Student

Non-AP/IB Student

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/rohryulmurvkk8ddog9tr5igjmgsvr4p
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Why Monitor Outreach?
YOU’LL WANT TO MONITOR YOUR OUTREACH IN THE EOS PORTAL! HERE’S WHY:

MONITOR:
Outreach Monitoring Matters. What you measure, you can 
change. When we have data about what specific actions 
we are taking, we can examine what we want to replicate 
and what we might do differently.

Create transparency about what we’re doing, what we’re 
saying, and how students are responding. This will help 
with future planning and sustainability.

Monitor the process. Are outreach activities happening as 
scheduled? Are trusted adults/counselors doing what they 
said they would? Are outreach activities having a positive 
impact on students?

IDENTIFY BRIGHT SPOTS:
See and share what is working. What key messages seem 
to be most effective with students? How can these be 
shared with outreach team members to better equip them 
for the task and to improve overall impact on enrollments 
of underrepresented students?

Capture and celebrate moments of student and staff 
inspiration. These conversations can often be significant, 
even transformational, to students and teachers. Seeing 
this happen builds investment in the process.

COURSE-CORRECT:
See what might not be working. Are team members 
experiencing challenges that require additional support? 
Are particular outreach activities not working well?
Be able to make real-time, data-informed, and timely 
course corrections if you aren’t on track. Re-calibrate as 
needed as course request data comes in and you see who 
is enrolling in AP and who is not.

FOLLOW-UP:
Reduce the likelihood of students falling through the 
cracks once they’re enrolled.

Identify and develop post-enrollment follow-up actions 
based on what students are reporting about their fears 
going in and what they will need to be successful. Are 
there any students who required follow up? Has this 
happened? Are students’/families’ follow-up needs being 
addressed appropriately?

LOOK AHEAD:
Capture what worked. Next year, outreach efforts can be 
tailored to what worked last year. Having comprehensive 
documentation of what worked and what should be 
replicated will help your team build norms around 
outreach. Your Partnership Director will be able to draw 
important insights from staff (and students) to make 
recommendations for the year ahead.

Position your school to be able to support first-time AP/
IB students next school year. Knowing which students 
were enrolled as a result of outreach will enable you to 
track them as a group and provide additional support and 
encouragement as needed.

CLICK HERE TO DOWNLOAD AS A PDF

https://eoschools.box.com/s/o26e00h1avlfbv5e7fvi4k8847fivaje



