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FOYOST COMMUNICATIONS TOOLKIT

Elevator Pitch Cheat Sheet
The right words for the right audience — ready before you walk into any meeting, conference, or hallway conversation.

About This Document
This cheat sheet is part of the FOYOST Communications Toolkit. It gives you four audience-specific elevator pitches — each built around a Hook, a Solution, and an Ask — so you can speak confidently about FOYOST no matter who you’re talking to.
These are not scripts to read verbatim. They are frameworks to internalize. The language is designed to resonate with each audience’s specific pain points — use the phrasing that feels natural to you.
How to Use This Document
· Pre-read before attending conferences, leadership meetings, or any event where FOYOST might come up.
· Find your pitch by audience — each of the four pitches is matched to a specific sender/recipient pairing.
· Follow the Hook → Solution → Ask structure. The Hook opens with a pain point the audience already feels. The Solution introduces FOYOST as the answer. The Ask closes with a clear, low-stakes next step.
· Pair with the matching Warm Intro email template for follow-up after the conversation.

Pitch Overview
	#
	From
	To
	Goal

	1
	You / WSIPC
	ESD Partners
	Recruit ESDs as active rollout partners.

	2
	ESD Reps
	District Superintendents / Directors
	Get agreement to a demo.

	3
	District Admin
	Head Counselors
	Ease initiative fatigue; show time savings.

	4
	You / WSIPC
	CBO Partners
	Show CBOs how FOYOST validates their impact.





	Pitch 1
FOYOST Rep  →  ESD Partners



	GOAL
	Recruit ESDs as active partners in the rollout — equip them to bring FOYOST to their districts.



	THE HOOK
	“We know your districts are drowning in data but starving for answers. They pay for National Student Clearinghouse files, but they rarely have the time or technical capacity to actually clean and use that data effectively.”

	THE SOLUTION
	“We’ve built FOYOST — hosted by WSIPC — to solve this. It automatically ingests and cleans that messy data and turns it into five dashboards that answer the big questions: Is our equity work working? Are our CTE programs effective? Where did our graduates go?”

	THE ASK
	“I’d like to equip your team with a simple toolkit so you can offer this to your districts. It’s a huge value-add service you can bring to them that requires almost zero lift from your team. Can we walk through the toolkit next week?”



	
	Tips for This Pitch
Lead with the district pain point, not your own goals. ESDs respond best when they see themselves as the hero bringing a solution to their districts — not as a distribution channel for yours. The “zero lift” framing is intentional and important.





	Pitch 2
ESD Reps  →  District Superintendents / Directors



	GOAL
	Get a Superintendent or Director to agree to a demo.



	THE HOOK
	“I was looking at your strategic plan, and I know tracking post-secondary success is a priority. Usually, that means waiting months for a consultant report or staring at a messy spreadsheet.”

	THE SOLUTION
	“We are partnering with WSIPC on a tool called FOYOST. It connects your local student data with national college records. Instead of guessing, you can instantly see — by race, gender, or program — which of your students are persisting in college and where they are dropping off.”

	THE ASK
	“It’s already funded for Year 1 onboarding. I can send you a 90-second video that explains it better than I can. If you like it, we can get your data team set up in about 20 minutes. Sound fair?”



	
	Tips for This Pitch
Reference something specific from the district’s strategic plan if you can — even just a goal area like “equity” or “post-secondary readiness.” The “20 minutes to set up” and “90-second video” details reduce perceived risk significantly. Keep the ask small.





	Pitch 3
District Admin  →  Head Counselors



	GOAL
	Prevent initiative fatigue — show counselors this replaces manual work rather than adding to it.



	THE HOOK
	“I know we ask you to log into a lot of systems, and I don’t want to add ‘one more thing’ unless it actually saves you time. Right now, how long does it take you to figure out which of last year’s seniors actually showed up to college?”

	THE SOLUTION
	“We’re launching FOYOST to replace that manual tracking. It gives you a ‘Summer Melt’ list automatically. You can log in on a Monday, see exactly which students stopped out or didn’t enroll, and just focus your energy on calling them — rather than hunting for their data.”

	THE ASK
	“I want you to try the ‘Student Journey’ dashboard for one week. If it doesn’t save you hours of spreadsheet scrubbing, we don’t have to use it. But I think it’s going to be a game-changer for your advising.”



	
	Tips for This Pitch
The opening question (“how long does it take you to figure out...”) is key — let them answer it. Their own answer makes the pain point vivid without you having to assert it. The one-week trial close is low-stakes and hard to say no to.





	Pitch 4
FOYOST Rep  →  CBO Partners



	GOAL
	Show CBOs how FOYOST validates the impact of their student support programs to funders.



	THE HOOK
	“The hardest part of running a student support program is proving it works. You pour time into these students, but once they graduate high school, they disappear into a ‘black box’ and you lose the data you need for your grant reporting.”

	THE SOLUTION
	“FOYOST fixes that black box. We can set up a specific ‘Partner’ view where you upload your student roster. You get the same longitudinal tracking the districts get — enrollment, persistence, and completion — specifically for your cohort.”

	THE ASK
	“This gives you the hard numbers to prove your ROI to funders. Let’s sit down and look at the ‘Program Impact’ dashboard — I think it will practically write your next grant report for you.”



	
	Tips for This Pitch
CBOs are motivated by funder accountability more than operational efficiency. Lead with the grant reporting angle and stay there. The “program impact” dashboard is the hook — make sure you’re ready to demo it specifically for their cohort type.




A Few Reminders for Any Conversation
· Lead with their pain, not your product. The Hook should feel like you’ve been reading their mind.
· Keep the ask small. A demo, a video, a one-week trial — not a commitment.
· Year 1 is fully funded. Say it early and often — it removes the most common objection before it’s raised.
· Follow up the same day with the matching Warm Intro email template from the toolkit.
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