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	The Educational Approval Board (EAB) is a postsecondary education agency that employs a regulatory model focused not only on compliance, but also institutional effectiveness.  To facilitate an environment in which schools seek to be effective organizations that improve over time, the EAB requires schools to submit evidence appropriate planning has been conducted.  Although similar to a strategic or business plan, this information will enable the EAB and school officials to engage in a dialogue over time about the future of the school.

Schools that already have some type of strategic or business plan (e.g., schools that have either a corporate or accreditation plan) must adapt these documents to the following requirements and focus on Wisconsin operations and students.   The EAB does not expect any school to divulge any sensitive, proprietary business information.  The information must address the five elements identified below and provide the information requested.

	I. SCHOOL INFORMATION

	Name of School: 

 Sabertooth Commerical Driver Training Insititute, Inc.    


	II. PLANNING ELEMENTS

	A. MISSION.  Describe your school’s mission and vision, which identifies its purpose and its core values.
 To provide those entering the driving fraternity with the skills, knowledge and understanding needed to become a safe and productive member of the group. 

This includes enhancing the new member's grasp of what is necessary to succeed in all current facts of the industry. 

Vision Statement: 

Within the next 5 years to be recognized as the developer of a premier driver training system. Providing connections between people, companies and government agencies in ways that increase success rate for all those involved. 
  

	B. MARKET.  Discuss the nature of your school and the business in which it is engaged.  Describe who your existing and/or potential customers are and what motivates them to enroll in your school.  Explain how you let these customers know you are in business.  Finally, identify who your competitors are and how you are different from them.
Sabertooth Commercial Driver Training Institute Inc.  provides training for drivers of all different levels.  Customers will include those wanting to enter the profession of driving.  The customer base also includes existing drivers for the purpose of remeidal training along with driver trainers involved in helping drivers build a bridge between their existing educational levels and the educational level necessary to succeed with the fleet they are currently working for.  


	

	C. MANAGEMENT.  Describe your management team and how it functions to lead, administer and position the school.  If your school has advisory boards, describe how the school uses them for program and school improvement.
The team is made up of School Director, Instructor, and School Owner  with a comnined experience of over 40 years.  In addition, the school also leans on both the experience of Sabertooth Enterprises Inc, and a group of fleets currently taking students from the training programs the school supplies. 

The management team uses fleet conections along with relationship with the Workforce Development, UMOS, FSET, DVR, and other third party funding managers. The school management team can help in placing the students with fleets operating closer to the expectation of the new driver while helping the state miximize use of training funds. This helps positon the school in a favorable light with students, fleets and funding managers. 

The school also runs a Train a Trainer program for fleets extending the training process for students coming out of the training program. Feedback from these trainers is added to feedback from the fleets, students and funding managers to complete feedback loops. 



	D. SWOT ANALYSIS.  Identify your school’s strengths, weaknesses, opportunities and threats (SWOT).  Based on the results of this SWOT analysis, provide the following:

· 3 to 5 goals for strengths/weaknesses and how they will be addressed by your school.

· 3 to 5 goals for opportunities/threats and how they will be addressed by your school.

The goals should have specific objectives, defined results, a timeline for completion and metrics (some type of evaluation or measurement) by which the institution can evaluate/measure their success.  In developing its goals, the school may wish to refer to the Elements of Effective Institutions graphic that is included on the back page of this form.
Strengths/Weakness

1. Programming- The programming is strength. Programming does cover issues mandated in 49CFR 383 as it relates to training and the programming does fit into the PTDI standard. It can be improved not only by enhancing the content to fit current day applications such as Electronic On Board Recorders, also to enhance the delivery methods to include more CBT training. The goal is to provide each student with 15 hours of use of CBT training to meet the PTDI allotment of time. This will also enhance the student’s skills in use of computers. This skill enhancement will also help to meet the goal of meeting current day applications. These systems were put in place in the past year. 

2. Pricing-Currently pricing may be seen as a weakness as it is higher than current averages. Internally this has been justified by the curriculum content and the quality of the student the program graduates. Measurement of whether this justification is reality is based on the programming being able to maintain capacities. 

3. Expertise- Instructor and Director at the school have a combined 10 years.  The purpose in finding individuals of this caliber is to be able to use this experience not only in the teaching environment but in further expansion of the staff of the school. This strength of experience will allow the school to be better prepared when the projected time comes to be able to hire instructors of the best possible backgrounds. The growth plan calls for the school to add 1 instructor and one road unit for the beginning of the third quarter of 2018. Measurement of of success of this plan is based on finding a successful candidate and completion of hiring process for the mentioned time frame. 


	

	D. SWOT ANALYSIS (continued)  
4. Placement Process- The process used to enroll and place students is a strength. Setting up a process whereby an incoming student can have an appropriate DOT application on file in a database accessed by recruiters at fleets working with the school allows these recruiters to pre-hire and maintain connections with the student. This should set the student up for faster job placement with the fleet along with a better understanding of what the fleet requirements are. This should lead to more successful relationship between employee and employer. Measurement of success should be reflected in the fleet retention information gathered on the student population. 


	E. FUTURE THINK.   Describe your school 5 years from now.  What will it look like and how it will be positioned in the market place.
We belive this school project will be positioned as on of the premier programs available for driver training. We expect both our success rate as measured by CDL road test passage in the initial test along with better than average retention rates of students within the fleets will provide us with the reason to grow and to continue. We expect to be the choice of fleets when the conversation between the recruiters and the prospective students gets around to the question of where to go for training. 

Further posturing of the school would be related to the request made by FMCSA to participate in the development of the younger driver program. This development will posture the school in a proprietary position when the program triggers off.



	III. SUBMISSION

	I hereby certify that the information contained on this form and any attachments to the form is true and correct to the best of my knowledge.

	Signature of Authorized School Official: 



	Print or Type Name and Title of Authorized School Official:

     
	Date: 
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