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Golden Knights
Compete in the

11th World Cup of
Champions

Two soldiersfromtheU.S.
Army Parachute Team,
“GoldenKnights’ participated
inthe 11th World Cup of
Championsheldin Lucenec,
Slovakia Sixteen countries
participated in the champion-
ships.

ARISS — Major New Release
Scheduled

In November amajor new releasefor the
Recruiter Work Stationwill befielded. This
System Change Package 5 providesa
number of enhancementsand
changesto the RWSand the Top
of System.

Working with Colleges
The Postsecondary
SchoolsRecruiting
Program was es-
tablished to in-
creasevishility of
the U.S. Army at
collegesacrossthe
nation. MAJ Jo-
seph Miller, Hous-
ton Battalion, shows how hisbattalion took the program
to peak effectiveness.




2 Commanding General

3 CSM

4 Chaplain

8 Pro-Talk

13 The Way | See It
22 Field File

26 News Briefs

30 Salutes

32 The Test

18 Who in HQs USAREC
Conducts Unan-
nounced Inspec-
fions? What are They
Looking For?

The Enlistment Standards
Divisionisresponsiblefor
checking the enlistment process
to ensure applicantsjoining the
Army and Army Reserve are
qualified moraly, mentally, and
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Finally Gets Medals

Although CharlesA. Cook, 82, was
discharged from theArmy asasecond
lieutenant onthelast day of 1945, hewas
just awarded seven medalsfor service
to hiscountry inWorldWar I1.

15 The Origins of Veterans Day

Memorialsto the unknown soldiersof WW | took place on November
11, giving universal recognitionto the cel ebrated ending of WW I fighting
at 11 am., Nov. 11, 1918 (the 11th hour of the 11th day of the 11th
month). The day becameknown as“Armistice Day.”

16 The Greens

The Greens, SFC Elizabeth Green and SFC James Green
areauniquesister/brother guidance counselor team. They
joined theArmy together. Both left the ActiveArmy for
theArmy Reserve. Both areassigned tothe MEPS at the
LosAngelesBattaion.
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PaY S started out with only a
few corporations. However,
within the past year PaY S
has grown to 30 partners,
expanding the number of
locations across America as
well asincreasing the variety
of specialties.
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using ARISS.



From the Commander

WHAT A YEAR!

ow! What ayear! Aswereflect back on the recruit
Wi ng year just completed, we cannot help but feel a

huge sense of satisfaction for the individual and
team accomplishments that the year has brought. It isonefor

the record books, and every member of the command enjoysa
share of the credit.

USAREC familiesal so deserve our thanksfor enabling the
achievements of recruiters, stations, companies, and battalions.
Thanksto strong USAREC families, the family readiness groups
that sustain and nurture them, and every member of the team
who was able to devote the time, energy, and attention neces-
sary to provide the Army’s strength. We can never thank our
USAREC familiessufficiently.

Aswe reflect on the past three years of recruiting success,
we cannot help but conclude our gaze with a glance toward the
future. The healthy entry DEP (healthiest since 1996) affords us
flexibility and predictability such as many on recruiting duty
today have never known.

Asmany have heard me say, to me, a 35 percent entry DEP
spellsquality of lifefor Army recruiters, whileit meansa
metered, steady flow of manpower for our Army. That’'sawin-
win situation by any measure. Yet, we must not be naive
regarding the implications of such alarge entry DEP, nor the
possible impact world events might have. My experiences as a
recruiting battalion commander during Desert Shield and Desert
Storm lead meto bevery optimistic. However, asformer Chief
of Staff General Gordon Sullivan would often say, “Hopeisnot
amethod.” Neither isoptimism.

While we posture ourselves for another great year of
recruiting, we are laying in aseries of new toolsthat will assist
recruiting leaders to sustain the great young men and women in
our'03 DEP. Key among thoseisArmy Knowledge Online
(AKO) accessfor soldiersin DEP. In mid-November, we expect
to beginissuing AKO user accounts to soldiers already in DEP
aswell as new contracts.

Along withthe DEPAK O account, wewill inaugurate anew
Web page devoted exclusively to new soldier information and
training. New soldier (DEP) AKO accounts are not intended to
take the place of face-to-face interaction with recruiters and
station commanders. Instead, its purpose is to make those face-

MG Michael D. Rochelle

to-face interactions more meaningful and purposeful. Face-to-
face time can now be spent reinforcing and building upon those
tasks introduced viathe Web, and for critical basic training and
other skills not provided through that medium.

Most know that the large entry DEP also means the average
timein DEPduring FY 03 will bedoublethat for FY 02. While
this factor alone should give us pause, it is not the most
troubling of variables potentially impacting FY 03 retention rates.
The most troubling isthe lack of consistent DEP leadership and
follow-up that we see at station level. More than anything else,
poorly planned DEP functions, inconsistent follow-up, failureto
involve key influencers (parents, spouse and others) represent
our greatest vulnerability. Enough said.

Again, congratulationsto all for amagnificently successful
year, and best wishes for good recruiting throughout fiscal year
o3

“As we reflect on the
past three years of re-
cruiting success, we can-
not help but conclude
our gaze with a glance
toward the future.”
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Success in Fiscal Year

2002 was a team effort

column turned in by thefirst of each month. | knew |

would miss this month'’s suspense since there was only
one subject | wanted to focus on, which meant first closing out
September and FY 02. Well, the year isover and my notes are
complete.

What afinish! Yesterday alone, the last day of the FY, we
wrote 1,188 RA and 320 Army Reserve contracts. For RSM
September, USAREC achieved 102 percent of itsgross RA
mission and 129 percent Army Reserve.

USAREC had an extraordinary year in 02. We closed out the
fiscal year RA accession mission at 79,585 — plus 85. Our
quality marks should balance out at 91 percent HSDG, 8.9
percent NSDG, 68 percent I-111A and lessthan 1.4 percent test
Category IV.

We exceeded entry DEP expectations and start FY 03 with
42 .3 percent. First quarter isaready full and January will be
soon. Our challenge this year is DEP retention as we continue to
extend the length of the delayed entry period.

The Army Reserve Accession Mission

The USAR accession mission closed at 31,315 (plus 2,490).
The Chief of Army Reservewill appreciatethis. Our Army
Reserve quality was exceptional — 94.7 percent HSDG, 5.2
percent NHSG, 69 percent I-111A and lessthan .6 percent test
Category |1V. We made the FY OCS and most of the other special
missions.

Our hedlth carerecruiting forceasodid well in FY 02. We
achieved or exceeded most mission categories. Thereisstill
much to be donein FY 03 on Reserve and Active Duty dentists
and Active Duty nurses.

I’ ve used the word we several times with good reason.
Successin FY 02 was ateam effort. It was the combined efforts
of every recruiter, leader, staff (military and civilian), contractor,
and family member. But it’'sthe recruiter, the noncommissioned
officer at the pointy end of the spear who the Army relies on to
provide the strength. That's exactly what they’ ve done.

The number of stations, companies, and even battalions
achieving mission box were too numerousfor thisarticle. All of
you deserve recognition. Believe me when | say you have the
CG’sand my deepest appreciation and thanks. The tough part
liesahead as battalions, brigades, and USAREC select FY 02's
best of the best.

T he Recruiter Journal staff always asks meto have my
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Army’s First Annual Board Held

Speaking of which, theArmy held itsfirst annual NCO and
Soldier of the Year board in September. Therewere 22 NCOsand
soldiers representing MACOMs around the Army. Thisyear’s
winnerswere SFC Jeffrey Stitzel of the Old Guard and SPC
Justin Brown of the 95th Maintenance Company, Baumholder,
Germany.

The board was all about standards. There weren't any twists
or angles. Every soldier had to meet and exceed Army standards
—APFT, marksmanship, land navigation, CTT, and basic
military knowledge. They faced aroad march, NBC tasks, a
demanding board, and alot of stress. SFC Jerry Paris, FY 01
USAREC Soldier of the Year was runner up thisyear at
TRADOC. | expect thisyear’swinner to win Accessions
Command, TRADOC, and Army. No pressure.

On Sept. 26, aUSAREC hoard of sergeant majors considered
eight AGR master sergeants for fivefirst sergeant positions.
Although | was disappointed in the number of master sergeants
who volunteered for this tremendous opportunity to wear the
diamond, | was not disappointed in the quality of the candidates
who did. The top five selections represent each of the five
brigades.

They will attend the Army Reservefirst sergeant course at
Fort McCoy, Wis., and the USAREC Phase at Fort Jackson, S.C.
Our five newest first sergeantsare M SG DebraLiles, MSG
Joseph Malcolm, MSG Brian Little, MSG Anthony Miller, and
MSG Jerry Schmaljohann. | am confident they will perform
admirably.

The New Year is Here

The New Year ishere and that’swhere our focuslies. Still, we
must take the time to recognize all those who contributed so
much to USAREC's success. The annual training conferences
will bethat vehicle. Bring your families, enjoy the camaraderie,
and be safe.

Thanks again for agreat year, look forward to a better one,
good recruiting.



We Build Too
Many Walls
and Too Few
Bridges

t could be said that we are all in the

construction business. In our human

relationships, we have opportunities
to build bridges of trust and friendship
each day, just as we have occasion to
construct walls of enmity and fear.

Sometimes it's easier to construct walls of denial
than to face faults and work at better relations with
others.

Perhaps that's why the great scientist Sir Isaac
Newton noted, “[We] build too many walls and not
enough bridges.”

The courage required to build bridges is the
essence of maturity. When we genuinely extend
ourselves, not knowing whether our kindnesses will
be received or our weaknesses accepted, we begin
to build relationships of trust.

Yes, it's easy — and rewarding — to reach out to
those who are generous, pleasant, and friendly.
Thoughtful deeds are appreciated and almost
immediately reciprocated; even small gestures give
way to lasting bonds of friendship.

But the bridge building that tests our mettle and
challenges our approach to life is the kind that is
performed amid the troubled waters of insecurity
and selfishness.

When our efforts to love are not appreciated or
even acknowledged, when the affection we do
receive is conditional upon our performance, bridge
building takes on a whole new dimension.

Chaplain (LTC) Jim Stephen

To patiently continue giving to those who are
blind to the gift takes courage, inner strength, and
of course, a healthy measure of wisdom.

Bridges are built of sincere efforts to responsibly
reach out. And there is something inside each of us
that loves a bridge or a bond with another person,
that is mutually enriching. Let us consider the
kind of construction we are about. Are we building
walls or bridges?

The national holiday of Thanksgiving offers most
of us the opportunity to spend some quality time
with friends and family. Now would be a great time
to consider building new or repairing old bridges.

So, as we celebrate the national month of the
military family, let us show the rest of the country
and the world the resilience and determination
necessary to tear down walls, build bridges, and all
the while accomplish the mission. Please send
your comments to James.Stephen@usarec.
army.mil.
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11th World Cup of Champions

By SGT Mellissa M. Novakovich, U.S. Army Parachute Team,
Media Relations

wo soldiersfromthe U.S. Army Parachute Team, “ Golden
Knights’” participated in the 11th World Cup of Champi-
onsheldinLucenec, Slovakia, July 28-Aug. 3.

Sixteen countries participated in the championships. Only
those who have been proven as best in their nation are invited
to attend the competition.

“There aren’t as many competitors as you would find at a
typical meet,” said Mark Jones, Golden Knights Style and
Accuracy team coach. “ Only one male and onefemalefrom
each country isinvited to attend, supposedly the best of the
best.”

Shawn Callahan and Elisa Feldt, who were 2001'sU.S.
National Championsin style and accuracy, traveled to Slovakia
to represent the United Statesin the elite skydiving meet.

Callahan placed second in accuracy and fourth in the style
competition, earning him fourth placein the meet overall.
Callahan missed the bronze medal in style by only six one
hundredths of a second.

“1"'m happy with the results of the competition,” Callahan
said, “for me, because of the Basic Noncommissioned Officer’s
Course, it wasthe first meet of the year.”

Feldt brought home the bronze medal in the accuracy event
and placed fifth in the style competition allowing her to take
third place overall. “ The hardest part for me was getting over
my own lack of confidence, being there against all the best
peoplein theworld and realizing | belonged there,” she said.

TheWorld Cup of Champions offers stiff competition to
competitive skydivers. “This meet isavery good indicator of
what could happen at the World Skydiving Competition.”

In the style competition the parachutist wears a specially
designed suit, similar to that of adownhill skier, to streamline
airflow around the body. A parachutist competing in the style
event also uses a smaller parachute container so that he is more
flexible and hasless drag.

Judges use atelemeter camerato film parachutistsin the air
whilethey perform six different maneuvers against the clock.
Judges give the jumpers the sequence of turns. Each competitor
had 16 seconds to complete two 360-degree turns, a back-loop
and two more 360-degree turns followed by another loop. The
timer starts as soon as the jJumper begins movement. The
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jumper who executes the moves the quickest is the winner.

Timeisadded to acompetitor’s score for finishing aturn off
heading or for under-rotating or over-rotating on the loops. For
accuracy events, jumpers must land on an electronic scoring
pad.

In order to achieve a perfect score, the jumper must place his
heel in the center of the pad on athree-centimeter circle, a
target about the size of a quarter.

Shawn Callahan, U.S. Army Parachute Team, uses an
accuracy trainer in preparation for the World Cup of
Championsin Lucenec, Slovakia. Callahan earned fourth
place in the meet overall. (Photo by Mark Jones)



MSG Steven E. Cardwell is a USAREC Functional
Representative. (Photo by Joyce Knight, HQs USAREC)

By MSG Gary A. Kimbrough, USAREC Functional Representative

Station will befielded. Thisrelease, commonly referred to

as System Change Package 5, provides a number of
enhancements and changes to the RWS and the Top of System.
The changes and enhancements scheduled for SCP 5 are
broken down into three basic categories, RWS, TOS, and
interface.

There are several new functionalities or enhancements made
to the RWS. Thelist below is not al inclusive, but represents
those major changes that will increase the recruiter’s ability to
successfully use ARISS. These changes were based on
feedback fromthefield force, aswell asyour functional
representativesat HQs USAREC.

Recruiter Work Station

One of the most exciting changes to the RWS are the
changes to the create list functionality. There are five new
“search for” choices. e-mail address, results code, unopened or
new records, and updated records. Once thelist is created we
also added several new columns to the display screen. The last
action date, source name, disposition code, and e-mail address
will be displayed on all lists created by the user.

In addition, we added the ability to create alist of possible
duplicates and then from that list, tag the records that are
duplicate. Thiswill eliminate the recruiter having to open each
record to select duplicate as the disposition.

T his month, amajor new release for the Recruiter Work

-Major Ne

There are three main changes to the current “ Find Screen.”
First, we added the component code to the header row. This
should help the recruiter and station commander in managing
both RA and Army Reserve records. We also created a DPR
process “radial button” that will allow the station commander to
DPR without having to go to any additional screens. The
station commander will be able to approve/disapprove and give
guidance, all from the same screen, which will save valuable
time. The last change was to simply not close the Find Screen
when arecord is opened. The Find Screen will remain open (just
like the create list) until the user decidesto closeit. Again, this
will savetime.

There are three changes to the “ Contact History Screen.”
We automated the status code (lead, prospect, and applicant).
The change was necessary to help certain reports populate
correctly. The status code will automatically change from lead
to prospect when the recruiter selects one of the following next
actions: Initial Appointment, House Call, Office Visit, or DEP/
DTP Function. The status code will change from lead or
prospect to applicant when the recruiter selects one of the
following asthe next action: Test, Physical, Med Read,
Conditional Release, or Test/Phy. We also added an action
required block. Thischangewill allow the station commander to
tag arecord that needs somekind of action. Thiswill allow the
recruiter to easily distinguish records that need action. We also
added three disposition codes, which will help in managing
“split shippers’ attending Phase I, completed Phase |, and
pending Phase II.

Finding a school should be much easier with the new school
filter box that will allow the user to find a specific school based
on city, state, or ZIP code. No more searching through the
entire database.

On the lead information screen we added seven new lead
source drop down values which will allow the recruiter to give
proper credit to the Recruiting Support Battalion. The values
are: Rockwall, Mobile Exhibit Vehicle, CinemaVan, Adventure
Van, Army Marksmanship Unit, Golden Knights, and RSB
Conventions (AMEDD only).

Since arecruiter must project all applicants, we have added
two projection values, walk-in and same day processor walk-in.
Thiswill help the recruiter project an applicant evenif itwasa
late projection.

There were necessary changes made to the Drug and Moral
Screens, which will prevent the double population of UR Form
1104 and the EPSQ.

We added two updated forms. The Medical Prescreening
form (DD Form 2807-2) and the Police Record Check (DD Form
369).
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N Release Scheduled

Top of System Reporis

There are seven new or enhanced TOS reports. The new
“Current RWS Status” Report will giveall leadersaquick
snapshot of a subordinate unit’s database. The report will show
the total number of records, total number of recordswith afinal
disposition (not yet approved by the station commander), total
leads, prospects, applicants, DEP/DTP, COI/VIP, and other. This
report will givethe visibility necessary to ensureall recruiters
have an equitable number of leads to make mission.

The“Tested Non-Enlisted (TNE) Report” isnot new to
USAREC; however, itisnew to ARISS. The TNE report will
allow the user to view all applicants who have tested but have
not yet enlisted. It will show all basic applicant information, test
version, AFQT, line scores, last disposition and aremark
section.

The new “Final Disposition White Pages’ was modeled after
the current Joint Recruiting Advertising Program, White Pages,
and the old terminated file. Thiswill allow therecruitersand
station commander to view and regenerate afinal disposition
record, which will prevent the loss of time duplicating arecord
that already existsin the system. It will also give back the
possibility to find that quick contract when you need it most
(terminatedfile).

The enhanced “MEPs Processing List” was designed to
replace thewidely used GC Web processing list, which will go
away when GCRisfielded in January 2003. Thisreport will
show all basic information concerning processing.

The new “Mission Accomplishment Plan” (MAP) isafully
automated report, which will allow leadersto build, analyze, and
plan their attack on accomplishing the mission. The MAP may
not be new to USAREC; however, itisnew to the ARISS
System and should prove to be a valuable tool in mission
planning.

The new “Milestone Tracking Report” was built to allow
leaders the ability to manage the contact milestonesin UR Reg
350-6. Thisreport will show basic school information, total
number of leads available, total number of contacts, milestone
standards and current status in the L ead-Reports application.

The enhanced “ Delayed Entry/Training Tracking Log” will
replacethe current DEP/DTP Tracking Login ARISS. The new
report added several new columns, which should help in better
managing the DEP/DTP.

Interfaces

There are three changes to the Interfaces. The Rapid Lead
Assignment Program (RLAP) will replacethe“Hot Leads”
currently received from the Total Army Personnel Database —
Active Enlisted (TAPDB-AE). Theseleadswill be processed
through the Army Recruiting Information Support System and
filtered to the Army Reserve recruiter associated with the leads
Z1P code.
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Theinterfaceto Ad Hoc Bulk Leads application has also
been changed to allow the user to select one ZIP code that all
imported leads will be distributed to. This should prevent
recruiters receiving leads wholivein their areabut goto a
different recruiter’shigh school.

Thelast interface will hold all underage leads at the TOS and
then every 30 days check them for qualification. Once the lead
reaches 16 years 9 months, the lead will be sent to the recruiter.

For the most up-to-date information, including UR Pam 601-
32, logon to Recruiting Central and click onthe ARISSlink @
http://apps.usarec.army.mil/im/ariss/arisy.

Why Is It Important to Replicate?

Replication is the process that transfers information
fromtherecruiters’ and station commanders' laptop
(LEADS Report application) to the different databases
supporting ARISS. Besides your laptop database
(better known as an extract) there are three other
databases that must be updated and in sync with each
other. Replication isthe process that performs this
function. Every timearecruiter or station commander
replicates they are updating the other databases with
the changes they recorded in LEADS Report. At the
sametimetheir LEADS Report databaseisbeing
updated with new information or changes sent down
by the other databases.

Dos and Don’ts on performing replication

* Doreplicatedaily. Recommend at |east twice aday.
If you arereceiving alarge amount of data, replicate
continually until itisall received.

* Do monitor the TOS Replication Detail Report to
ensure you are replicating successfully.

* Don't open any record that is pending reassignment.
* Don't try to update any record that has afinal

disposition and is station commander pending
approval.




Pro-Talk

The

and

of

Establishing Rapport

By SFC James Bibbs Sr., HQ USAREC Training

he average recruiter spends most of hisor her time

prospecting. Face-to-face encounters, telephone calls,

and other types of lead generation are worked each day
in pursuit of prospects.

Your prospecting achievements are not only important in
achieving the mission, they are also the basis for your personal
confidence. Establishing personal confidence in your abilities
isessential, if your intent isto accomplish the mission.

Giventhefact that we realize our own confidenceisimpor-
tant, where does that leave the confidence the prospect has in
us? That question requires little consideration to the experi-
enced recruiter. The confidence (faith, trust, and credibility)
that the prospect has makes the difference between getting the
enlistment or not. A lack of trust in your abilities, candor, or
truthfulness perceived by the prospect will lessen any positive
action you attempt to take.

The Rapport Phase

The rapport phase is probably the most critical part of the
sale. The prospect’sfirst impression of you normally deter-
mines how theinterview or telephone call will progress. You
must do everything in your power to ensure the prospect feels
comfortableand relaxed.

We understand that telephone calls are often an interruption
to the prospect and his or her family members. They may bein
the middle of dinner, doing homework, spending quality time
with family or just relaxing in aquiet place. The key to estab-
lishing rapport on the telephone is to come across as positive
and upbeat.

While talking to the prospect, you should be alert to how he
or she responds to you about the Army. In some cases, you
may have some information about the prospect. If so, try to tie
it into your opening remarks. For exampleyou might say,
“Congratulations on making it to your senior year!”

Keep in your mind that if you use such remarks, you should
have no doubt that the information is accurate and you have
enough information to carry on a brief conversation about
them.

It would not be good for your rapport building process if
you called and congratulated someone on making it to his or
her senior year, when in fact they were scheduled to repeat
their junior year. This approach could also be devastating if the
prospect thinks that you are telling him what he or she wants
to hear instead of being truthful. If you do not know anything
in particular about the prospect continue to be positive and
upbeat and make a smooth transition into establishing needs
and interests.

Do not rush yourself or the prospect, because there is no
specified amount of time to spend on each phase of the
telephone call. It isimportant to remember that every prospect
is different. For instance, some prospects are outgoing and
enjoy engaging conversation, while others are to the point or
may not havetimefor idle talk. Whatever the situation, you
must listen carefully, and take your lead from the prospect.

You want the prospect to be at ease in the conversation and
you want them to like you. People rarely buy from someone
that they do not like. The more the prospect likes you and the
more at ease you and the prospect become, the easier it will be
to get the information you need to get while probing TEAMS.

It would be a mistake to try to probe a prospect without
establishing rapport — sure some prospects will make it harder
than others — but when you really think about it, just being
niceisan important part of establishing rapport.

Remember, people who are nice
In character ssmply make more
friends than those who are not.
We like to be around and talk to
people with a pleasant
disposition.

Rapport that has been established carries over until you

speak with the prospect again, so in actuality the rapport that
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you established over the telephone should carry over into the
salesinterview. A good way to measure the rapport that you
established prior to the interview isto just try arecall — what
you remember about the conversation. If you can remember
pertinent details, you probably did a good job of establishing
rapport.

It becomes your responsibility to build on the initial rapport
that was established on the telephone when conducting the
sales presentation. The best way to assure that you have put
yourself in a position to do thisis to document the results of
thetelephonecall inARISS.

It becomes your responsibility to build on the initial rapport
that was established on the telephone when conducting the
sales presentation. (Photo by Walt Kloeppel, Associate
Editor, RJ)

Thiswill enableyou to accurately recall information that
was given to you in the telephone call, thus building on the
rapport by showing the prospect that you were listening to
what he or she was telling you on the telephone.

When the prospect arrives for the appointment, do not
become alarmed if he or she seemsto be apprehensive; that is
anatural reaction for the prospect. It does not mean that you
did not do a good job of establishing rapport on the phone.

The prospect is apprehensive because he or she has a fear
of the unknown. This can be overcome by reestablishing and
maintaining the rapport that you built earlier.
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Pro-Talk

TheFirst Impression

If the prospect is coming to the recruiting station, the appear-
ance of the recruiting station should be a clean, professional
appearing workplace. It iscritical that your uniformisimmacu-
late and professional in appearance. The way you look in the
uniform and the appearance of the recruiting station isimpor-
tant in the rapport building process. How many times have you
heard seasoned professionals say, “First impressions last along
time?’ By making agood first impression you are making a
good start of selling yourself and the Army.

Giving the Handshake

The way you shake hands with the prospect is another spoke in
the wheel of establishing and maintaining rapport. Never
underestimate the bonding qualities of afirm handshake. It
sends a strong message to the prospect that you are confident
and someone they can trust.

Do not overdo the handshake by squeezing the prospect’s
hand; on many occasions that can be viewed as a challenge,
therefore losing the rapport previously built. Nor should the
handshake be limp or lazy; this sends a message to the prospect
that you are not confident about what you are doing. A good
rule of thumb for the handshake is shake the prospect’s hand
the way you would the hand of afriend you had not seenin a
while.

Making Eye Contact

Making and establishing eye contact with the prospect is
another part of establishing rapport. Growing up we were taught
that it was common courtesy to look a person in the eye when
addressing them. This gives the prospect the sense that you are
sincere about doing business.

Be careful that in establishing eye contact that you do not
develop a stare. A stare can have the opposite effect, causing
the prospect to feel uncomfortable or challenged.

Your overall demeanor and attitude
Iswhat isgoing to gain or lose
rapport with the prospect. Nobody
wants to buy from someone they do
not like.

If you present yourself asafriendly person who is
considerate of others, half the battle of establishing and
maintaining rapport has already been won. Building and
maintaining rapport isan ongoing process that will always make
good things happen for recruiters.

A recruiter who has established rapport in his or her
community ismorethan likely to get referralsfrom othersin the
community.



Audrey Hernandez of Katy Texas receives enlistment information from SSG Christopher Perez

of the Tomball recruiting station, Houston Battalion at the Tomball Community College. Photo

by William Grimes

Working with Colleges

I nterview by Walt Kloeppel, Associate Editor, Recruiter Journal

The Postsecondary Schools Recruiting Program, PSSRP, was
established to increase visibility of the Army at colleges across
the nation. The following interview with Education Support
Specialist, MAJ Joseph Miller of the Houston Recruiting
Battalion, shows how his battalion took the program to peak
effectiveness.

Theresults were evident in the battalion’swriting 645
college contracts as of August FY 02, an 82 percent increase
from the previousfiscal year. This was one of the largest
increaseswithin USAREC in college production for FY 02.

RJ: Why is Houston’s college penetration program successful
and how isit unique?

MAJ Miller: It createsamutually beneficial relationship that
produces contracts for us.

When you read USAREC Reg 601-104, it statesthe PSSRPis
asales campaign and that the AD ESS leads the effort. Many
units conduct their COI functions in a nonproductive way.
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They spend money on a big lunch, go over the education
programs the Army offers their students and then leave with
good will abounding. Thisisawaste of time and money.

What we do istell the college staff and faculty how we can
help them, what the Army offerstheir student, not just educa-
tion programs, and what they can do to help us.

RJ: How isthisimplemented?

MAJ Miller: We conduct our college penetration in adeliberate
attack that iswell planned out. First, we talk and listen to the
expertsin the business. The USAREC Education Division staff
of Bill Kunisch, Terry Backstrom, and Brian L abashosky; the
Concurrent Admissions Program Project Manager, Ben Buckley;
and the 5th Brigade Education Services Specialist, Larry
Haefling, all have years of experience and wisdom from whichto
draw. Second, you must know your customer, find out their
needs and understand how you can fill those needs. This
means you must know how many non-returning students they
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have and how much money the Army is spending in their
college. You also need to know the major courses of studies
they offer. Then we conduct our attack in four phases.

Phasel: TheAD ESSand the primary recruiter for the
college meet with adean, counselor, or vice-president in
admission, student services, or financial aid. We sell that
person on our program and have them agree to afollow-up
meeting with the rest of the faculty and staff.

Phasel1: The company commander, with therecruiters
present, conducts the briefing. They sell them on our program
and goimmediately into Phaselll.

Phaselll: Build the partnership by giving them things no
one elseis giving them. Provide them aweekend-scheduled
drill. Coordinatea’ College Day’ for them. The college can
conduct a 30-minute presentation to the Reserve soldiers on
what they offer. Over 70 percent of the E-1to E-4 reservistsin
the 90th RSC are college students. Thisisavery good market
for the colleges. Assist the college in contacting the IRR
soldiersin the area. There are hundreds of veterans who have
money for education. Thisisanother fertile market for the
college.

Offer them the Concurrent Admissions Program. No one el se
offers them a program that takes their young students who are
not yet ready for college and recycles them as mature and
focused veterans.

And last, provide them the means to join the colleges who
support the eArmyU Program. These colleges can receive
tuition from thousands of soldiers across the world, who are
taking distant learning courses.

Phase | V: Prospect. Thisiswhen the recruiters conduct P3
from late September to early December and late January to early
May. The recruiters have seen the BLT and CLT open the doors
on the college campus. They also have seen the college faculty
and staff view them not as a threat to steal students but as
partnersto aid the college in increasing their graduation rate,
decreasing their student drop-out rate and providing their
collegemore money.

Therecruitersfeel welcome and are comfortable when they
conduct P3 and P1 prospecting. They understand they have a
great product to offer the school and the students.

At the same time the recruiters are prospecting and conduct-
ing their weekly campus milk runs, we are supporting him or her
with the above items plus volunteering as guest speakers to
student organizations and giving them flyers and books to
distribute.

RJ: What elseisinvolved in Houston's college penetration
program?

MAJ Miller: There aretwo key factorsto successfully carrying
out this plan. Number oneis good, hard working people. Our
recruiters, station commanders, CLTs, BLT, and brigade staff
and leadership are al working together to make this happen.
The second factor is documentation. If ahigher ranking NCO
or officer visits a station and asks to be briefed on the station
commander’s penetration plan, then the station commander can
say, “Hereismy plan and thisis how my recruiters are carrying
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it out.” The school folderstell astory of involvement through
the monthly notes, 1199s, 1200s, and 1201s. They show what
the recruiter did in the previous, present, and future quarters.
School catalogs and semester schedules are also present along
with a color-coded map that depicts where the COls are located
and what areas are good for prospecting. Documentation
provides validation and continuity between the outgoing and
incoming recruiters.

RJ: Does the high school penetration program fit into the
college penetration program?

MAJ Miller: Yesit does, without asolid high school program
we're behind the power curve. First to contact, first to contract
remainstrue. It'simperative to conduct P1 or call one hundred
percent of the juniors and then repeat that with the seniors. We
also visit the priority high schools once aweek. That way if the
young person goes to college and finds out college isn't for
them, they will remember their recruiter becausethey arefamiliar
with their recruiter and will contact him.

RJ: Where can other battalions obtain a copy of your presenta-
tions, scripts and other materials for their use?

MAJ Miller: They can contact Larry Haefling, the 5th Brigade
ESS. He and DianaAcostawill be more than happy to share
everything we have. It's my intent thisinformation may help
others achieve their mission.

“Assist thecollegein
contacting the IRR
soldiersinthearea
Thereare hundreds
of veteranswho have

money for education.
Thisis another
fertile market for the
college.”

—MAJ Joseph Miller
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World War |l Veteran
Finally Gets Medals

Story and photos by Garry G. Luke, Syracuse Battalion

[though CharlesA. Cook, 82, was discharged from the
Army as asecond lieutenant on the last day of 1945, he
was just awarded seven medals for service to his
country duringWorld War 11.

Cook was quite humbled at the attention he received during
the ceremony at the Veterans Memorial at the New York State
Fairgrounds proclaiming that he and amillion othersdid the
same thing so that our country could be whereit istoday. He
said, “l am glad that | served our country, and | did what | had
to do.”

LTCTimP. Kiely, Syracuse Recruiting Battalion commander,
made the presentation, with the help of retired LTC CharlesF.
“Pappy” Patchin, Onondaga County Veterans Services director.
Nate Collier, legislative aide to State Rep. Hal Brown, also took
part in the ceremony.

LTC Tim P. Kiely, Syracuse Battalion Commander,
presents Charles A. Cook with a shadowbox of
medals he earned while participating in the two
theaters of World War Il

Hisdaughter, Marjorie McCullagh, Fargo, N.D., initiated the
search after she started doing some geneal ogy work. When she
got into her father’s military history for his decorations, she saw
all he had done and asked if he got the medals he earned. He
said, “No, | didn’t.” Those words started the ball rolling on
what turned out to be a yearlong mission for her father’s
recognition of his serviceto America.

She wanted to ensure her father got recognized for his
service that included 42 months overseasin Africa, Italy, then
after the Germans surrendered, the Pacific Theater, which was
based in Manila.
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Cook was awarded the European-African-Middle Eastern
Theater Medal with five stars; Asiatic Pacific Campaign Medal;
Distinguished Unit Badge; World War 11 Victory Medal;
American Defense Service Medal; Good Conduct Medal; New
York State Conspicuous Service Star, and the New York State
Medal for Merit.

In November 1940, Charles Cook enlisted into the New York
National Guard, the 209th Coast Artillery (Anti-Aircraft)
Regiment. In 1941, hisunit wasfederalized and he transferred to
the U.S. Army. He subsequently went to Camp Stewart, Ga.,
(now Fort Stewart) for basic, motor transportation, wire
communication, and Bailey bridge construction training.

The well-rounded soldier was promoted to staff sergeant and
served asacommunicationsNCO. In May 1942, heleft the U.S.
for Northern Ireland, via the Queen Mary, then traveled to
London, where he took a ship to North Africa, which arrived in
January 1943. Three monthslater, he was promoted to first
sergeant with the 335th Searchlight Battalion.

By November 1943, hisunit arrived in Italy then hetrans-
ferred to the 337th Engineering Combat Battalion with adminis-
trative and operational duties. There he remained until he was
discharged as an enlisted man. He then received afield promo-
tion to second lieutenant, where he was a combat engineering
unit field commander.

Three months | ater, he became an officer of platoonin
supply. His next assignment was Manila. He arrived there
shortly after Japan surrendered — ending the war. LT Cook
arrived stateside in late November and was released from
active-duty Dec. 31, 1945.

LTC Tim P. Kiely, Syracuse Battalion Commander, left, and
Charles A. Cook, center, listen to retired LTC Charles F.
“Pappy” Patchin describing the many responsibilities
Cook had while serving in the Army during World War Il.
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Vision implies change. Change is upon us. We are Please be as detailed as possible when citing
better off to participate in change and to help shapeit than  examples for improvement. Recruiters, support staff, and
to be dragged along by change. You can help shape the family members are encouraged to use this space to voice
future and make it better. You know your job better than ideas and concerns. If you desire a direct response to
anyone. What are your ideas for improving operations? your comments or suggestions, please include your name
Share them on the space below and mail thisaccordingto  and address. Names are not required.
the instructions on the back of thisform, postage free.

Dear Chief of Staff:

Teamwork: Working together as a team, we can mand. All forms are mailed to and received directly by the
accomplish morethan working asindividuals. Share your USAREC Chief of Staff, Fort Knox, Ky.
vision for the future of the U.S. Army Recruiting Com-

HQ USAREC Fm 1825, Rev 1 May 98 (Previous editions are obsolete)
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The Origins of
Veterans Day

In 1921, an unknown World War | American soldier wasburied
inArlington National Cemetery. Thissite, on ahillside over-
looking the Potomac River and the city of Washington, became
the focal point of reverence for America's veterans.

Similar ceremoniesoccurred earlier in England and France,
where an unknown soldier was buried in each nation's highest
place of honor (in England, Westminster Abbey; in France, the
Arc de Triomphe). These memorial gesturesall took placeon
Nov. 11, giving universal recognition to the ending of World
War | fighting at 11 am., Nov. 11, 1918 (the 11th hour of the
11th day of the 11th month). The day became known as
"Armistice Day."

Armistice Day officially received itsnamein Americain 1926
through a Congressional resolution. It became a national
holiday 12 yearslater by similar Congressional action. If the
idealistic hope had been realized that World War | was “the
War toend all wars,” Nov. 11 might still be called Armistice
Day. But only afew years after the holiday was proclaimed, war
broke out in Europe. Sixteen and one-half million Americans
took part. Four hundred, seven thousand of them died in
service, morethan 292,000 in battle.

Armistic Day
Changed to Honor
All Veterans

An answer to the question of how to pay tribute to those who
had served in thislatest, great war camein a proposal made by
Rep. Edwin K. Rees of Kansas: Change Armistice Day to
Veterans Day, and make it an occasion to honor those who
have served Americain al wars. In 1954 President Eisenhower
signed abill proclaiming Nov. 11 as Veterans Day.

OnMemoria Day 1958, two more unidentified American
war dead were brought from overseas and interred in the plaza
beside the unknown soldier of World War |. One waskilled in
World War 11, the other in the Korean War. To honor these
men, symbolic of all Americanswho gavetheir livesinall wars,
an Army honor guard, The 3d U.S. Infantry (The Old Guard),
keeps day and night vigil.

A law passed in 1968 changed the national commemoration
of Veterans Day to the fourth Monday in October. It soon
became apparent, however, that Nov. 11 was adate of historic
significance to many Americans. Therefore, in 1978 Congress
returned the observance to its traditional date.
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National Ceremonies
Held at Arlington

Thefocal point for official, national ceremoniesfor Veterans
Day continues to be the memorial amphitheater built around
the Tomb of the Unknowns. At 11 a.m. on Nov. 11, acombined
color guard representing all military services executes Present
Arms at the tomb. The nation's tribute to its war dead is
symbolized by the laying of apresidential wreath. The bugler
playstaps. The rest of the ceremony takes place in the
amphitheater.

Veterans Day ceremonies at Arlington and elsewhere are
coordinated by the President's Veterans Day National Commit-
tee. Chaired by the Secretary of Veterans Affairs, the committee
represents national veterans organizations.

Governors of states and U.S. territories appoint Veterans
Day chairpersonswho, in cooperation with the National
Committee and the Department of Defense, arrange and

b T
Veterans Day 2001 at Arlington NationalCemetery.
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Green Team

Sory by Walt Kloeppel, Associate Editor, Recruiter Journal

reen and SFC James Green of the LA Battalion together,
might be the wrong one. They are not married.

“1 tell them, look at the nose!” jokes Elizabeth, older sister of
James. Thereisastriking family resemblance of thisunique
sister/brother USAREC guidance counsel or team.

Elizabeth and Jamesjoined the Army together in 1987. James
wasasenior in high
school and Elizabeth
had graduated. It was
adecision that made
their mother quite
apprehensive about
what the future held
in storefor her
children.

“He (James) talked
meinto joining, that's
the beginning to my
life,” said Elizabeth.

“When | joined, |
wasreally excited and
it wasn't hard for me
because| left with him
(James).”

Elizabeth and
Jamesarefirst
generation Mexican-
Americans. More or
lessit was expected
for themto get ajob
intheir small high

‘ irst impressions by many who first meet SFC Elizabeth

family closetogether.

“It was very hard for my mother to let go,” said James. Hard
enough to let go of ason, let alone, a daughter. But sister and
brother made the decision to have arock steady career, and
they did it together. In fact and in irony, many steps of their
military journey resulted in thisdynamic duo remaining
together. They were stationed together in Germany during their
first two years. After traveling around the world on different
duty assignments, they’re both back together again in the LA
battalion at the MEPS. They a so both came down on the same
E-7 list together.

Their sibling love for one another is evident.

“Big sister, she watches out for me” said Jameswith asmile.
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d t town of SFC James Green, MG Michael Rochelle, and SFC Elizabeth Green at
. . the CG’s All Stars Conference, August 27, in Skokie, Ill. (Photo by Walt
Ridgecrest, Cdlif., in . .
Kloeppel, Associate Editor, RJ)
order to keep the

They finally went separate ways when Elizabeth got PCS
ordersfor stateside. It was severa years before the two were
assigned together again. She went to Fort Devens, Mass., for
two years as a unit supply specialist and then PCS'd to Fort
Carson, Colo. She then came down on ordersfor Somaliain
1993, arriving there shortly after the 18 U.S. Rangerswerekilled
during an all night gun battle with Somaliamilitia. Her mission
at the International Airport in Somaliawas supporting the
logisticsto clean everything up in order for U.S. troopsto pull
out.

The assignment left
Elizabeth with lasting
impressions.

“What | could take
from all that wasthe
sadness, the poverty, the
people ... that makesme
appreciate this country,”
said Elizabeth.

“1've always been
patriotic but | think I’ve
changed alot [after
Somalia).”

James's career took
himto Mannheim,
Germany, in1987. From
there, he went to Fort
Ord, Calif. until the post
closed and then back to
Germany. Kuwait washis
next duty assignment
and from there, James
deployed to Bosnia, to a
small villageinthe
mountains just outside
Sarejevo, known asthe
Wolf’sDen. Hewasin
transportation and their
main mission wasto haul U.N. meal vansfrom thereto Tuzla.
What stuck most in James' mind was“all thelittlekids,
anywherefrom 7to 12 yearsold, all over the place.”

“My main thing was to give them something to eat
everyday,” said James, “A lot of those little kids were in charge
of their families, because their dad was dead, so they were the
man of the family now.” Many a case of MREswas given daily
for these children to take back to their families. The kidsalways
insisted on bartering for the food, sometimes offering soldiers
Bosnian bayonets for MREs ... they didn’t have much elseto
offer.

Therewas onelittle kid named Bosashel ski who James
‘adopted’ ashisfriend.
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“Everyday he'd say ‘hey, | want your sunglasses’ every
day, every day,” said James.

James told him he would give him his sunglasses when he
|eft Bosnia. Meanwhile, he continued to give Bosashel ski
MREs. He was one of the smaller children but would scrap with
others much bigger in his group in order to establish his
position in the hierarchy of this fatherless group. He was well
respected.

When James' time to PCS came, he saw Bosashel ski one
moretime. Jamestold him, “You know what?1’ m going home
now.”

“Does that mean | get your sunglasses?’ asked
Bosashel ski.

“You suredo,” said an emotional James. He gave his
sunglasses, a couple MREs, and a hug, wishing him good luck
and to take care of himself. It was the last he saw of him before
returning to stateside.

Elizabeth ETS d after eight yearsand joined theArmy
Reserve. After less than two yearsin the Army Reserve, she
decided to come back full timeasan Army Reserverecruiter.
JamesETS d at 10 yearsand joined her inthe LosAngeles
Recruiting Battalion, where he recruited in Van Nuys and she
recruited in Santa Monica

“Throughout the past five years | have been in recruiting, |
still have tons of these soldiers coming back to visit me —
young ladies, seniors, that | put in. Most came from the inner
city of Los Angeles, Hispanic, black, white, that needed the
money for college. They reminded me alot of me. They were
growing up in familieswhere they weren't going to be allowed
to do anything other than get a job after high school. They
were pretty independent, pretty strong, but they said they
wanted to do something different. | would tell them you have to
get something underneath your belt that’s going to make you
successful and competitive against everybody else. That's
been the best for me, them coming back and letting me know.
They’ ve made me part of their family.”

James also finds hisjob asarecruiting NCO rewarding.

“For me [the best] was to be able to share some of the
knowledge | had as arecruiter to some of the new recruiters
coming in. For them to call mein the afternoon and say
‘Sergeant Green, | have aquestion” ... hey, that's a good
feeling. You' re still mentoring these people as anon-
commissioned officer.”

Elizabeth was 1999 Army Reserve Recruiter of the Year and
both of them were among the CG'sAll Stars this past August.
They attribute their success to attitude, a character quality
influenced by their mother.

“My mother was very hard on us, she didn’t believein
mediocrity ... doitright thefirsttime,” said James.

What one thing would they change about recruiting today?

“We were fortunate enough to sit at the table during the All
Star Banquet with General Rochelle. He had atieclip that said
‘attitude.” Attitude makes things happen. The United States
Army isasking you to go recruit for three years to help the
Army out, so go do it! And have a good attitude about it,” said
James.
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SFC Elizabeth Green preparing to fly into Mogadishu for
supplies. (Photo courtesy of SFC Elizabeth Green)

Elizabeth added, “My big thing istraining. If these new
recruiters aren’t trained, they’ re not going to be able to do the
job. | remember coming out asanew recruiter; | didn’t have
anybody to train me. So I’ m going to train those people, | don’t
careif | haveto take a Saturday out of my month to doit.
“[Attitude] ... itisinfectious. You meet someonethat is at the
top, you want to be like them, you want to be successful. Being
successful fostersit to the rest of your stations, companies, and
battalions.”

Atthe CG’'sAll Star conference, MG Michael Rochellewas
impressed with the Greens and their positive impact on fellow
recruiters. He raised the bar that evening, asking all recruitersto
be committed to being contagious, spreading their zeal for
recruiter excellence.

"Attitude makes things
happen. The United
States Army is asking you
to go recruit for three
years to help the Army

outf, so go do ifl*

— SFC James Green

J
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Who in USAREC Conducts
Unannounced Inspections?

By MSG Sindy Barnette, Enlistment Standards Division

listment Standards Division, Recruiting Operations
Ei rectorate, isresponsible for checking the enlistment
rocess to ensure applicants joining the Army and Army
Reserveare qualified morally, mentally, and physically. In
addition, because they are the eyes and ears of the command,
they generally look at other issues, such as College First and
ARISS.

ESD wantsto know if the battalion is enforcing standards.
In June 2001, BG Robert Gaylord directed that ESD stand up
and conduct unannounced inspections of all 41 battalions as
time permits. Inspections are unannounced in order to see
actual recruiting practices. The inspectors review battalion
residuals, DEP IN enlistment packets, and shipper packetsto
get aflavor for the quality of the packetsthat the field recruiter
is sending to the guidance counselors. In addition, reviewing
the packets hel ps determine if packet quality control isbeing
done to standard.

Inspections generally last no more than five days. The first
day is oriented toward the battalion and recruiting stations, day
two is concentrated on the MEPS, days three and four are
review of packets, and day fiveisthe AAR and outbrief to the
BLT and other staff members.

On thefirst day of the inspection, the ESD team chief and
NCOIC inbrief the BLT on who they are, why they arethere, and
give an overview of theinspection. Following the inbrief, the
team chief will conduct his/her inspection of the battalion
executive officer and support staff, focusing on enlistment
standardsand in particular, theVOL Il report. The VOL |1 report
captures both positive and negative trends within the battalion
and isavailable on the Business Intelligence Portal, BRIO.
USAREC produces this document monthly, and it is up to the
BLT to analyze and disseminate the findings. Simultaneously,
the team NCOI C conducts his’her inspection of battalion
operations. The inspection consists of a thorough review of
waiver procedures, DEP separations, quality control of residual
packets, ENTNAC procedures, police agency listing, approved
Tier 1 battalion school directory, erroneous enlistment reports,
and exceptions and renegotiations.

A list of enlistment packetsis given to battalion operations
and the senior guidance counselor, so there istime for the ESD
team to conduct a thorough sampling of the battalion’s quality
control process. The number of packets pulled can range
anywhere from 150-300, depending on guidance from the
Director of Recruiting Operations.

In addition to the inspections listed above, we inspect six
recruiting stationsfor compliancein recruiting improprieties,
regulations, DEP management, testing procedures, and school
directory compliance. Things specifically looked for include
forged or pre-signed documentsin either paper or on the
computers, applicant source documents, unauthorized ASVAB
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study materials, current regulations, and Tier 1 school lists.

On day two, we conduct a thorough inspection of the
MEPS/GC shop. A review of the quality control procedures,
ENTNAC, EERs, Recruiter Change of Credit, RI/SI reporting,
and REQUEST requirementsis conducted. Additionally, we
review 20 DEPIN packets at the MEPSfor trends and select 100
plus packetsto review at alater time.

Finally, on day five, aformal outbrief is presented to the BLT,
selected operations personnel, and the senior guidance
counselor that addresses the overall results of the inspection,
identifying both positive and negative trends. Also, based on
our packet review and the inspections, we will turn over any
recruiting and suspected improprieties to the battalion for
investigation. We also provide the battalion our administrative
error matrix to assist intraining and error correction. For every
packet we review, weidentify administrative errors and provide
that list to the battalion so they can develop the training it takes
to better the packet QC process. A draft AAR isleft with the
BLT and the battalion has 60 days to reply by endorsement on
identified shortcomings.

There have been several e-mailsto the field that discussed
thetrendsidentified since October 2001. Here are afew of the
highlights.

Battalion Staff trends

* Maintaining, analyzing, distributing VOL |1 data(UR
600-35, appendix B)

* Maintain ESPfilesin onelocation (UR 600-35,
paragraph 3-3)

* New recruiter ESPtraining (UR 600-35, paragraph 1-4)

Battalion Operations trends

¢ |ncomplete QC by the OpsNCOs (UR 601-96,
appendix C, paragraph C-3)

* Many 72-hour positive match interviews not being
completed (UR 601-96, appendix J)

¢ |_ack of tracking matches, which get through the
system (UR 601-96, appendix J)

* Orders for separations not being completed in a
timely manner (UR 601-96, appendix L)

* DAT losses being held over to next RSM — reserva-
tion must be cancelled the same day they become positive
DAT. (UR 601-96, appendix M, M-5)

* DEP |osses missing proper support documentation
(UR 601-96, appendix L)

* UF 986 not being signed by the DEP (UR 601-56, ch 3-
1,cande)

* PoliceAgency Listing outdated (UR 601-9, para. 5n)

¢ Battalion ESS not ensuring that recruiting stations,
MEPS and operations have the current battalion approved
Tier 1 school listing (UR 600-101)
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Guidance Counselor Shop/MEPS trends

* DEPs being promoted without proper documentation
(AR 601-210, ch 2, para2-20, USAREC message 00-003

* SL RP missing proper documentation (UF 1232) (UR 621-
1), message 02-097

* Improper recruiter credit changes (UR 600-22, paragraph
5a(1)(c)

® Packets missing copies of QUALS, ZHM 1 and 3for
proper tracking of ENTNAC procedures (UR 601-96, appen-
dix J, USAREC message 01-056

e 7-30 days before ship QC not being completed until ship
date (UR 601-96, appendix C, ¢-3, q

* Pre-signed DD Form 1966/3, being signed before date of
schooal letter (UR 601-45)

* Recruiterstaking shortcuts and falsifying DD Form 372,
Request for Birth Verification (UR 601-45)

® Guidance counselors sending only copies of soldiers
documents; i.e., birth certificates, dependents’ birth certifi-
cates, and marriage licenses. Soldiers cannot enroll depen-
dentsin DEERS or be authorized BAH when he/she arrives at
training base without original dependent birth certificate and
marriagelicense (UR 601-96, appendix J, j3d)

* UF 1227, UF 1228 not being completed on all MOSsthat
require secret clearance (UR 601-96, appendix J, j-5 para. j)

® Special tests not being completed within 10 days of DEP
IN (USAREC message 02-050)

* EERsnot being tracked or trained (UR 601-96, paragraph
C,c-7(d)and (e)

Trends in the recruiting stations

* Pre-signed USMEPCOM 714A€'s(UR 601-45)

* ASVAB study materialsfound (UR 601-45)

e |ack of knowledge of available resources on the
Intranet and how to access

¢ QOutdated regulations

* No current Tier school list on hand (UR 601-101)

* UF 986 still indicating apathy for request (USAREC
message 02-009)

MSG Sindy Barnett and
MSG Garry Cole,
Recruiting Operations
Directorate, discuss
items that need to be
inspected. (Photo by
Sara Keller, Milwaukee
“| Battalion)

Special Emphasis Items

In addition to inspecting the battalion in ESP, we also cover
areasthat are of interest to the command like College First,
SLRP, ENTNAC, citizenship, and LEADS/ARISS.

Special emphasisitemsin USAREC at thistimeinclude
battalion adherence to current ENTNAC procedures of UM 02-
084 and UM 02-105. Also, UM 02-046 statesthat all MOSs
requiring aconfidential, secret, or higher security clearance
require the guidance counselorsto complete UF 1227 and 1228.
Thiswill prevent the soldier from having his/her contract
renegotiated at the training base due to not qualifying for an
MOS that requires a clearance.

All pilot programs, i.e., College First, GED Plus, PaY S, Special
Forces, etc., are closely monitored with HQDA to ensure that
these test programs are within enlistment standards.

Citizenship is also a concern throughout the command,
particularly since Sept. 11, 2001. Guidance counselors must
ensure that guidelines are being met on aliens enlisting in the
Army IAWAR 601-210, Chap 2.
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UF 1232 covers everything that a soldier should under-
stand about the loan repayment program. Many soldiers
arrive at the training bases without proper documentation.
USAREC messages must be pulled off the guidance counsel or
Web page daily for battalions to be current on the rules and
regulations that effect our recruiting process.

We have found that most battalions are not paying close
attention to USAREC messages that are available on the
USAREC Intranet. Several itemsthat have beenin placefor
some time, such as apathy being used as the reason for a DEP
loss, continueto appear. Itisclear in USAREC message 02-
009, that using “apathy” as a narrative reason for aDEP lossis
not authorized, yet we till seeit. Additionally, USAREC
message 02-001 dated Sept. 27, 2001, statesthefollowingin
paragraph 12, “ The Operations Section, S-3, will perform a20
percent random packet check on all enlistments and 20 percent
verification of shippers each RSM. The operations officer
conducting these checks will initial in the upper right hand
corner and date packets checked. A list of packets checked
and verified will also befiled with the USMEPCOM 727 for that
RSM. However, we have found that battalion operations are
not completing this to standard.

These arejust afew examples. USAREC operatesina
rapidly changing environment so it’s essential to have a
mechanism that providesinformationto thefield. USAREC
messages posted on the Intranet is one such way of informing
thefield of policiesand procedures. Additionally, all USAREC
messages will be posted. USAREC messages are posted in
REQUEST and to the GC Web page asthey occur. Guidance
counselors can access messages for the past three years on
the guidance counselor Web page. The Web page address is
http://gcweb. All guidance counselor and operations NCOs are
reguired to read USAREC messages posted. SGC and Senior
OpsNCOs arerequired to include current USAREC messages
as sustainment training when time permits.

Bottom line: We are responsible and accountabl e for
ensuring we are recruiting with integrity, bringing in only
thosefully qualified applicantsinto our Army. Furthermore, if
the standards aren’t being met, it isalso our mission to train
those areas that are deficient. We are pleased to report the
trends show we are putting only the most fully qualified
soldiersin the right positions across our command, but we
must continue to work on the small percentage of short
comingsin our enlistment process. ESD existsto help units
and soldiers elevate those efforts.

You may call MSG Sindy Barnette, (502) 626-0739 or e-mail
Sindy.Barnette@USAREC.army.mil if you have questions.
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The PPowrer of PaYS

By Shae Warzocha, PaYS Marketing Team

are sparkling and your booth has just the right location to

get the widest visibility. Now, imagine you are sharing the
booth flanked by Fortune 500 companies that only want to talk
to candidateswith Army experience.

Alternate universe you may be thinking? No, it’'sthe Army’s
Partnership for Youth Success.

Let'ssay you'rein
the home of a high
school senior, and mom
and dad aren’t crazy
about their pride and joy
shipping off to the Army
and points unknown.
You jumpinand explain
how an Army enlistment
today could phase into a
career with corporate
Americatomorrow. And
if you'relucky enough
to haveaPaY S partner-
ship company in your
recruiting area, you can
offer the possibility that
their offspring could

I t's career night at your biggest high school. Your ClassAs

mately onethird of first-term soldierswill not re-enlist. It's
simple math — the 10 percent cap on PaY Siswell under the
percent of soldierswe know will not re-enlist and cannot,
therefore, impact retention numbers.

Where PaY S can positively impact the command isin DEP
retention. Let’s go back to mom and dad in the living room.
With support from her parents, your DEP soldier has just
informed you that she has
changed her mind about
shipping off to basic
training. You begin the
probe to find the real reason
for her apprehension. If she
hasthe PaY S program, you
have additional leverage.

The partnership com-
pany has aready sent your
DEP soldier aletter of
intent, stating that they
only want the young
woman as afuture employee
if she hasthe Army training,
experience, and maturity an
honorable discharge
provides. Losing the

return home to work . . opportunity with the Army
after theArmy. The mem.odrandu.m F:f agreegentt.thai aIFI) P&gnelrghlp Cc;rllwptankl)es means losing the opportu-
Companiesthat were sign provides priority consideration to PaYS soldiers. (Photo by nity with the PaY S partner-

not taking applications
or granting interviews have opened the doors to their human
resource departments for PaY S soldiers. This expedited system
puts a PaY S soldier’s resume ahead of literally thousands of
other applications, guaranteeing an interview threeto six
months before the soldier’sETS. That’sthe power of PaY S.
Initially held to 94 military occupational specialties(MOS),
PaY Sisnow opentoal initial entry MOSs. Providing an
increased opportunity to enlisting soldiers, this expansion also
brings different industries to the partnership. PaY S started out
with only afew corporations, predominantly in the East and
South. At that time, many soldiers entering for technical
specialties sought positions closer to their Army training and
passed on the PaY S option. However, within the past year PaY S
has grown to 30 partners, expanding the number of locations
acrossAmericaaswell asincreasing the variety of specialties.
PaYS$S and the Retention Argument
If you are adetailed recruiter or an officer who recently joined
the Recruiting Command, you have probably heard comments
that PaY S hurts Army retention. Here are some facts that refute
that claim. Currently, PaY Sis capped at 10 percent of the
accession mission or 7,950 enlistments. We know that approxi-
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Julia Bobick, Public Information Specialist)

ship company. What was
once a career path to the future is now at risk. The impact of
losing apromising civilian career aswell asall the benefits
associated with an Army enlistment will givetherecruiter
another tool asthe DEP soldier isre-sold.

The Benefits PaYS Offers to Prospects

Getting an interview with many of our partnership companiesis
a benefit that cannot be bought, traded for, or pleaded. How-
ever, aPaY Ssoldier isguaranteed an interview with their PaY S
partnership company.

All PaY S partnership companies are educated on DD 214s
and possible RE Codes. Any training failure, bad conduct
discharge, or general discharge codes will be identified and the
PaY Sinterview terminated. Each PaY S partnership company
receives areport every two weeks. Each PaY S soldier’s statusis
updated each reporting cycle. If aPaY S soldier doesn’t gradu-
ate from high school and isremoved from the active DEP, that
DEPsoldier’snamewill automatically show up on the corporate
partner’s loss report.

All of our PaY S partnersrecognize the quality and value of a
successful Army enlistment, so much so that many partners
reduce or eliminate stringent hiring tests and requirements.
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“1 thought our filtering process at Deere was detailed until |
saw the Army’s screening,” offered Steve Wohlwend, former
Senior Vice President of Wage Employees with John Deere and
Company.

Here’s How It Works for Recruiting

Each Partnership Company sends awel come package with
various coupons, hats and company information to their
soldiers. From then on, all the partners have different methods
to stay in contact with their soldiers. Generally, partner compa-
nieswill maintain ayearly contact with their soldiers.

We provide current address using ITAB-DB, DEERS, and the

Worldwide Locator, and we give our Corporate Partners an

Army Knowledge Online (AKO) account to help keep in contact

with soldiers.

“We want to establish arelationship with our PaY S soldiers
immediately. We want them to know Pepsi Bottling Groupisa
high-energy, great placeto work,” said Sherry Nolan, Human
Resource manager at PBG headquartered in New York.

Note: It isthe soldier’s responsibility to set up the interview
with the corporate partner, by contacting the person or office
their partnership company designates, usually someone in
Human Resources. For the Regular Army, this should be done
threeto six months prior to ETS. Terminal leave will be granted
for thisinterview. Army Reserve soldierswill interview after
completion of AIDT.

The memorandum of agreement (MOA) that al partnership
companies sign provides priority consideration to PaY S
soldiers; it does not guarantee a job. Variables such as plant
closings, company downsizing, and recession requireflexibility
ajob contract could not provide.

The MOA also protectsthe soldiers’ options, alowing them
to re-enlist, continue education, or work for another corpora-
tion.

“Lockheed Martin is delighted to support the U.S. Army’s
recruitment objectives while aso gaining access to a pool of
talented people whose skills are among those fundamental to
our success, and to that of our customers,” said Vance D.
Coffman, Lockheed Martin chairman and chief executive officer.
We Doubled the Number of Partners
There have been amazing leapsforward for PaY Sinthis, its
second year. Doubling the number of corporate partners has

meant an increasein variety of job skillsand awider selection of

locations.

Perhaps the most significant improvement for the partnership

wasintegrating the PaY Sjob database directly into REQUEST.
Guidance counselors no longer have to toggle back and forth
from the PaY SWeb siteto REQUEST and back again. This
connectivity reduces the time it used to take to pull areserva-
tion with PaY Sfrom 20 minutesto less than five minutes.

Counselors can easily scroll through the various corporate
partners associated with each MOS the applicant is interested
in. The default battalion will be the battalion receiving contract
credit.

If the guidance counselor wants to search another battalion
area, adropdown menu will display all battalionswith matching
PaY S jobs providing the applicant the option of returning home
or selecting another location. Thisleap in technology is directly
responsiblefor PaY S contractsincreasing daily by 75 percent.
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Reserve PaYS Now Offered

Starting FY 03 theArmy Reserve PaY S program will be
launched. More than 11,000 positions have been |oaded for
enlisting Army Reserve soldiers. Currently, six of our PaY S
partners have loaded both Regular Army and Army Reserve
positions. Several other current PaY S Partnership Companies
are considering expansion to include Army Reserve soldiers.
TheArmy Reserve needs about 26,000 recruitsto makeits 2003
recruiting goal. PaY Sis uniquely positioned to assist in this
mission by offering prospective soldiers an inside track to the
civilian jobs of their choice when they enlist.

Building on the success of the Regular Army PaY S program,
Army Reserve PaY Sis expected to provide an important new
tool for Army Reserverecruiters. Army ReservePaY S, unlikeits
Regular Army counterpart, will not have acap on the number of
recruitswho can enlist for thisprogram. Ideally, al Army
Reserverecruitswill participatein PaY S. PaY Sisexpandingits
job coverage to many regional and local partners with job
locations closeto Army Reserve Troop Program Units (TPU).

TheArmy Reserve REQUEST system searchesa50-mile
radius from the applicant’s home of record. PaY S partnership
companiesare also linked to the same 50-mileradius. All too
often Reservists, unableto find afull-timejob in the unit area,
will moveto larger citiesto find full-timework. Thismeansthe
TPU must replace the soldier and incur the cost of training
again. It isexpected that aPaY SReservist withaPaY Sjobin
the samelocation asthe TPU will be moreinclined to stay with
that unit for the entire contract obligation.

Originally, only very large companies or Fortune 500
companieswere invited to partner with PaY S because we have
found that smaller companies can offer only one or two
positions per location. With safety in numbers, larger compa-
nies are better equipped to forecast hiring needs four to six
yearsout, aswell as having overall larger number of positions.
But smaller companiesbecomeideally suited to fill theArmy
Reserve TPUs specific, smaller, and localized needs.
Resources for the PaYS Program
Training packages and tutorials are located on the USAREC
Intranet page (http://hg.usarec.army.mil/payshelp/PaY S l.asp).
Recruiters can view a PowerPoint presentation that covers
basic PaY Seligibility. Battalions can download PaY S presenta-
tions designed for potential PaY S partners. Frequently asked
guestions are addressed in the Getting Started and \Welcome
Packet sections. You will also find PaY SRPIs, thetext of the
USAREC PaY S message, and alink to the Web site for Human
Resource Magazine, which published an article about PaY S.

Recruiters are encouraged to connect with local PaY S
partnership companies for joint recruiting events, community
events, or center of influence events. Contact your leadership
team and we will provide point of contactsto you. Please do
not directly contact PaY S partnership companies. Often our
PaY S contacts are with the headquarters personnel and they
will contact local representatives.

In March 2003, thefirst PaY S soldier becomesaPaY S
veteran, ready to interview with his PaY S partnership company.
PaY Sis now a success story, afoundation for establishing
regional partnershipsto expand market opportunities. Rewriting
recruiting’sfuture that’s the power of PaY S.
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Milwaukee Battalion recruiters catch robbers in the act

By Sara E. Keller. Milwaukee Battalion

Threerecruiters madeit their mission to foil the robbery of a
Milwaukee restaurant Sunday evening, Aug. 25. Armed with
only acell phone, the three soldiers called 911 and followed the
two suspects through downtown Milwaukee until police
arrived and made the arrests.

While stopped at atraffic light, SFC John Arvan, SSG
Christopher Voldarski, and SSG Joel Olson observed several
employees of Edwardo’s Natural Pizzaexiting the building
through a side entrance. The employeeswere calling for help.
In response, the three soldiers contacted 911 while pulling up
to the front of the restaurant to see what was taking place
inside.

“It was like something from amovie. The two suspects were
dressed in black and wore white masks with black hoods,”
explained Arvan. But once the suspects fled the restaurant,
they removed their masks and left the scene on foot. “We
wanted to take action to prevent their escape but were told by
the employees that the men were carrying guns,” said Olson

who was driving the car. “We decided to follow them and
continued to relay our location to the 911 dispatcher.”

All three soldiers are assigned to the U.S. Army Recruiting
Battalion in Milwaukee and are stationed with Iron Mountain
Company in the upper peninsula of Michigan. The three
soldiers serve the communities of Escanaba, Ironwood, and
Marquette.

Company commander, CPT David Patton, expressed his
satisfaction with how the soldiers handled the situation but, at
the same time, could not contain his surprise. “My initial
reaction was one of disbelief,” remarked Patton. “1’m just
surprised they waited for the police. It would be more their style
to wrestle the suspects to the ground and hold them until the
policearrived.” Hisreaction was qualified with some back-
ground on the soldiers. Prior to accepting his current recruiting
assignment, Arvan was an Army Ranger. Voldarski has applied
for Army Special Forces, and Patton is sure he will succeed in
thisgoal. “ They definitely have unique training and are capable
of handling such a situation. But, they put safety first and kept
acool head. That isto be commended.”

U.S. Army, Charlotte-Mecklenburg Police partner in

recruiting program

By Diane Phillips, Raleigh Battalion

Representativesfor the U.S. Army Recruiting Command and
Charlotte-M ecklenburg Police Department have agreed to a
partnership that will provide priority hiring statusto qualified
soldiers participating in the Partnership for Youth Success
(PaY S) program.

USAREC Deputy Commanding General (East), BG LedlieL.
Fuller and Charlotte-Mecklenburg Police Chief, Darrel
Stephens, officially signed the Memorandum of Agreement on
Aug. 29 at the X V111 Airborne Corps Headquarters at Fort
Bragg, N.C.

“The U.S. Army is excited about the partnership with the
CMPD,” said Fuller. “We are proud of the partnershipslikethis,
that enable our recruiters to offer young men and women
quality employment opportunities during and after their Army
service.”

The PaY S program gives applicants the opportunity to work
for the CM PD when they return home following their Army
enlistment.

“This important partnership between the department and the
U.S. Army allowsusto identify potential future employees and
begin to build arelationship with them,” said Stephens.

PaY Sisastrategic partnership between the Army and a
cross-section of U.S. industries and public sector agencies,
such asthe CMPD. Charlotte-Mecklenburg is the second police
department to enter into this partnership. PaY S was devel oped
to help the Army attract, train and deploy talented young
people who want to serve their country, but also want to help
secure their future success once their Army service is complete.
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BG Leslie L. Fuller, USAREC DCG (East), and Police Chief
Darrel Stephens, Charlotte-Mecklenburg Police Depart-
ment, sign the Memorandum of Agreement on Aug. 29 at
Fort Bragg, N.C.

Under the terms of the agreement between USAREC and
CMPD, enlisteesinterested in gaining law enforcement job
training and qualificationswill receivethat training whilein the
U.S. Army. As part of the enlistment process, recruitssign a
letter of intent to work for CMPD upon completion of their term
of service. Asthey near the end of their enlistments, the soldiers
will have the opportunity to interview with CMPD for a specific
jab.

“Each year thousands of young men and women develop
valuable skills and gain experiencein abroad spectrum of Army
jobs. They are motivated, have professional work habits and
high standards of conduct. This partnership is one way we can
help ensure our soldiers continue to achieve success after
leaving the Army, and that American industry benefits by
gaining quality employees,” Fuller said.
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Oath of enlistment has special
meaning as father enlists son

Sory and photo by SFC Paul S.Hoffine, Seattle Battalion

“...sohelpmeGod.” Thefinal words of the oath of enlistment
had special meaning on July 12 for one new DEP soldier and his
family. Darryl Blood, asenior at West Valley High School in
Spokane, Wash., spoke these words as he faced his father who
was administering the oath of enlistment.

BruceF. Blood, aretired Air Force major, had the honor of
enlisting hisyoungest son into the U.S. Army as hiswife, Carla,
and daughter, Katie, looked on. Also present at Darryl’s swearing
in was his paternal grandfather, Fred Blood, who served in the
U.S. Army during the World War 1. Also, it was Darryl’s 18th
birthday. Darryl was the first young man from his graduating
classtojointhe Army, according to hisrecruiter, SGT Tammy
Striedl, Opportunity Recruiting Station.

As he administered the oath, Bruce Blood, a Washington State
patrol officer, looked at his son and said, “While thiscomes as a
surprise, we, your family, are very proud of you and admire your
decision.” The surprise was Darryl’sresolveto join the Army. His
mother, Carla, said that Darryl had spoken to all the branches of
the Armed Forces and when he reached his decision, it was very
quick and he would not be swayed.

“We gave him every option, even telling him it was OK to
change his mind, but he stuck to hisguns,” said Carla Blood.

Both of Darryl’s grandfathers were overjoyed that Darryl
chose to serve his country. Both men served during World War 11

Larry Hengy, (left) maternal grandfather, was in the Navy
and Army Air Corps during World War Il, Bruce F. Blood (cen-
ter), is aretired Air Force Major and Fred Blood (right), pa-
ternal grandfather, was in the Army during World War IlI.
Seated is Darryl Blood.

and were proud that Darryl wanted to follow in their foot-
steps. Grandfather Blood was especially proud of his
grandson and flattered as well. Wanting to be just like
Grandfather Blood was Darryl’s primary reason for joining the
Army. “Hemeansalot to me, and | want to make him proud,”
Darryl told hisfamily.

Darryl enlisted asaFood Service Specialist and will be
leaving for Basic Training at Fort Jackson, S.C., on June 25,
2003. For agraduation present, Darryl’sfamily will betaking
him to Disneyland before he leaves.

He could have been anything,
he chose to be 18X

Story and photo by Judy Poland, Albany Battalion

Ayman Tahais ayoung man with aworld of choices. Upon
earning his masters degree in economics, he has no college debt.
Hehasno law violations. At 28, heisarticulate and physically fit.
He looked into the Army by going to goarmy.com, found the
nearest recruiting station, walked in to the Greenfield, Mass.,
recruiting station, and told SFC Gerald Girard that he wanted to
jointheArmy.

A recruiter’sdream, right? Well, there was one challenge. At
that time Tahawas not acitizen. Girard told him to come back
when he had obtained his citizenship.

Taha, bornin Sudan, came to Americawhen he was 2 years
old. Hisfather, Abdel-Rahman, worksfor the Royal Bank and was
transferred here. After timein England, where he graduated from
high school, Taha returned to the U.S. to attend college at the
University of Massachusetts at Amherst. “Americais home to
me,” he says.

When he was 8 years old, he saw John Wayne in “The Green
Berets.” He says now, “ That was it. That’s what | wanted to be.
As| got older, | put it on the back burner, but | never forgot it.”
He wanted to join the Army anyway, but then the 18X enlistment
option became available. Histime had come.
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Ayman Taha“hangs” with
the cutouts of two Special
Forces soldiers he may
have the opportunity to
meet in person. Heis now
at basic training. Tahare-
ceived a $20,000 enlist-
ment bonus for his 5-year
enlistment.

He applied and obtained American citizenship and looked
up Girard again, who had been re-assigned as the battalion’s
first on-campus recruiter to the Amherst campus.

Taha's paperwork came through April 10; he was at the
MEPS processing onApril 26. He departed for his extensive
18X training Aug. 5. “Mom was surprised when | joined the
Army. Shefigured me for an academic type. But she and my
father support my decision,” he says.

TahaisAlbany Battalion'sfirst 18X enlistee sincethe
inception of our “ Operation Green Beret” initiative. Our
challenge is to keep the high standard he sets.
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Food, Glorious Food!
By Rae Nola Smith, Salt Lake City Recruiting Battalion

Why was everyone gathering at the U.S. Army Recruiting
booth at the Montana State Fair? It wasn’t Emeril LeGasse, but
if it had been, he couldn’t have attracted more attention.

Participation at the fair isan annual occurrence for the Great
Fallsrecruiters, but thisyear SSG Jerry Powell and hiswife,
Jessica, wanted it to be different. They wanted to show the
people of Montana that there is more to the Army than guns
and tanks.

Hiswife helped contact the health department, plan a menu,
and a demonstration schedule. He arranged to get a Mobile
Kitchen Trailer (MKT) from the 889th Quarter Master Battal -
ion and used a five-ton truck to maneuver the kitchen in place.
The public would have an
opportunity to see a
mobilekitchen and taste
some great food.

Crowdsranged from
veteransto children of all
ages. Alocal TV news
teamdidaliveinterview,
followed by increased
interest thefollowing
day. Each demonstration
wasremarkable, people
didn’t know the Army ate

likethis, or that asoldier

could cook likethis.
Keeping the MKT clean was a At the enq of the
must for SSG Jerry Powell. seven-day fair, he had

completed 14 demonstra-

i e
SSG Jerry Powell, a Great Falls recruiter, stirs up
one of his winning recipes for the crowd at the
Montana State Fair.

tions and served more than 2,100 people. Dishes varied from
blueberry pancakes with sausage, to honey teriyaki pork with
spring onions, or salmon fettuccine with cabbage. When he
wasn't cooking, visitors were invited into the kitchen to ask
questions.

This booth was unique and alot of hard work, but worth the
timeand effort. People still recognizetherecruitersfrom thefair.
Their estimate isthat between 2,500 to 3,000 people stopped to
talk, visit or snack.

Powell is quick to give recognition to those who supported
the booth. He especially gives credit to hiswife, Jessica, and
son, JR, for their help. Everyone, including therecruiters, fair
staff, board of health, and community helped contribute to the
booth success.

Thereal “icing on the cake” isthat Powell got two contracts
from thefair and isworking on athird.

The American Spirit
Concert for Patriot
Day, Sept. 11, 2002

The Honorable Mayor Lee P. Brown,
City of Houston, (center) waves a flag
provided by U.S. Army Recruiting
Command during the American Spirit
Concert for Patriot Day, Sept. 11.
Grammy Award winning gospel singer,
Yolanda Adams, sings “God Bless
America” during the concert held in
the Miller Outdoor Theatre, Houston,
Texas. (Photo by Linda Thatcher)
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“Tribute by the Sea” in
Lavelette, N.J.

Photos by Lenny Gatto, Mid-Atlantic Battalion

Students from different grades at the Lavalette Elementary
School, created an American flag of red, white and blue
seashells on a mound of beach sand.

More than 200 people attended “ Tribute by the Sea” in
Lavalette, N.J., honoring six local WTC victims. Army
recruiters provided the Color Guard.

Despite strong winds, Mid-Atlantic Battalion recruiters SSG
Luis Santiago, SSG Michael Gautier, and SGT Michael Wilson
provide adignified Color Guard during a 9/11 Memorial Ser-
vicein Lavalette, N.J.. The mayors, councilmen, clergy and
residents of the surrounding towns of Seaside Heights, Sea-
side Park, and Lavalette honored the families of six World
Trade Center victims, who frequently vacationed at these
famous Jersey Shore communities. The Army recruiters all
work at the Toms River, N.J., recruiting station.

Meeting with governor PaYS

By Andrew G. Entwistle, Battalion Executive Officer, Albany
Battalion

Albany, N.Y., Battalion Commander LTC Christopher P. Costa
recently met with Connecticut Gov. John G. Rowland to thank
him for his support of theArmy’srecruiting effort.

The Governor, who isastrong supporter of the military,
sends a personal letter to each Connecticut applicant who joins
the Delayed Entry Program. Gov. Rowland has also been
instrumental in increasing recruiters accessto schoolsin his
state.

The meeting was facilitated by the Connecticut CivilianAide
to the Secretary of theArmy (CASA), Nicholas Fanelli, who has
been a steadfast supporter of recruitersin the state.

Costawas accompanied by CSM Donald Schmidt and the
two company commanders, CPT Timothy Duffy and CPT
Charles Bolles, who divide the state’s area between them, as
Governor Rowland expressed his desire to see Connecticut’s
young men and women returning to the state after military
service. Hewants his state to benefit from the skills, maturity,
and work ethic that the military instillsin young citizens.
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Albany, N.Y. battalion commander meets with Connecticut
Governor. (left to right) Civilian Aide to the Secretary of the
Army Nicholas Fanelli, Hartford, Conn.; Company Commander
CPT Timothy Duffy; Albany Battalion Commander LTC Christo-
pher Costa; Connecticut Gov. John G. Rowland; Albany Battal-
ion CSM Donald Schmidt; and New Haven, Conn., Company
Commander CPT Charles Bolles.

This goal meshes neatly with the objectives of the PaY S
program and the Albany Battalion plans to address this issue
with the Governor and the Connecticut business community in
the future.
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News Briefs

AMERICA’S

ARMY

The Army Game and Army
Recruiting Go Hand in Hand

By Martin Reimer, Army Game Contact

By now you should have received the
Army Gametraining CDs. The purpose
of this CD isto inform and educate you
onitsuse asarecruiting tool. Nearly
400,000 were shipped to brigades,
battalions, companies and to the
interested public. Each recruiter received
about 50 copies of theArmy Game CD
and every CD must account for alead —
no freebies here.

To stay up-to-date on the latest Army
Game news, go to Recruiting Central.
Also, be sureto check out www.americas
army.com for the latest devel opments,
news, patches, and game information.

Facts to Know

m Every Army Game CD must
account for alead

m Usethe CD asatool to educate
the public about the Army

m Thegameisaway for young
Americansto explorethe Army’svirtual
soldier

m America' sArmy introduces young
peopleto different Army schools, Army
training, and Army life

m Game tournaments started at the
end of October. The tournamentswill be
held at 60 locations across the U.S. with
lots of prizesand goodies. Recruiterswill
be contacted if there isatournament in
their location.

Detailed Recruiter Assignment
Preference Program — DRAPP
PERSCOM hasimplemented achangeto
the Assignment Satisfaction Key, or
ASK, that will affect detailed recruiters.
When detailed recruiters access the ASK
screen, aDRAPP screen will appear
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which gives detailed recruitersthe
opportunity to volunteer for three
follow-on assignments.

To participatein the DRAPP, detailed
recruiters must update their assignment
volunteer locations by using ASK, which
isavailable through PERSCOM onlineat
https://www.perscom.army.mil. Sincethis
isasecuresite, Microsoft Explorer must
be used to obtain access. An Army
Knowledge Online, AKO, user ID and
password are required for access.

Three volunteer locations in any
combination of CONUS or OCONUS
must be selected. If volunteer locations
are not selected, then assignment
preferenceswill be considered. If no
preferences are selected, an assignment
will be made based on the needs of the
Army.

Volunteer locations and assignment
preferences can be updated at any time
during adetailed recruiter’s 36-month
tour. PERSCOM can make assignments
for detailed recruitersasearly as12
months from completion of arecruiting
tour. Do not miss this opportunity to
influence your next assignment.

Policy Change Increases
Tuition Assistance Rates

by Michelle Bard, Army News Service
Soldiers now have more money to pay for
their education because of changes to
the Department of Defense’ s tuition-
assistance policy.

Beginning Oct. 1, theArmy’sTuition
Assistance program will pay up to the
new cap of $250 per semester hour of
credit and an annual ceiling of $4,500 to
soldiers enrolled in a post-secondary
school. The policy also covers textbooks
if they are included in the school’s tuition
rates.

Under the old policy, the tuition-
assistance grant was up to 75 percent of
tuition, capped at $187.50 per semester
hour and $3,500 ayear.

“This policy offers greater opportuni-
ties for those who want to continue their
education,” said Janice Yoo, Tuition
Assistance program manager, Total Army
Personnel Command, Alexandria, Va

The increase was in response to
changesmadeinlaw, 10 USC 2007, two
years ago. A revision to Army Regulation

621-5iscurrently being staffed officials
said.

Yoo said the policy could not be
implemented immediately when it was
enacted.

“We couldn’t snap our fingers and
changeit,” Yoo said. “Additional funds
had to be programmed to support the
change.”

There is a misconception that the new
tuition assistance will always cover 100
percent of tuition, Yoo said. However, the
Army will pay 100 percent only if the
institution’s fees are $250 per semester
hour or less.

If thefees exceed $250, the Army will
not pay moreto cover the difference,
she said.

“If you are really strapped for cash,
federal grantsare available. You can still
apply for Pell grants,” Yoo said.

Enrolled soldiers may also draw funds
fromtheir Montgomery Gl Bill.

Active-duty soldiers can receive up to
$32,400 for 36 monthsor more of service
effective Oct. 1.

Soldiersenrolledinthe MGIB and who
have also been on active duty for at least
two years, can elect to use part of their
MGIB entitlement to cover tuition costs
which exceed the Tuition Assistance cap.
This add-on benefit is called “ Top-Up.”

The Tuition Assistance Program was
introduced in 1947 to showcase the
Army’scommitment to educating its
soldiers, officialssaid.

Survey Shows Soldiers’ Job
Satisfaction on Rise

Army News Service

Soldiers’ satisfaction with job security,
retirement benefits, and basic pay is
increasing, according to the Army’s
latest poll.

TheU.S. Army Research Institute for
the Behavioral and Social Sciences,
known asARI, conducts the “ Sample
Survey of Military Personnel” each
spring and fall to provide Army |leaders
with information to assess soldier and
family well-being.

From Spring 2001 to Spring 2002,
soldiers' satisfaction with their jobs and
quality of life hasimproved significantly
for about half of the 58 satisfaction items
measured.
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“It'simportant for soldiersto know
that Army leadership listensto soldiers
concerns’, said Dr. Zita Simutis, the
acting director of ARI. “Although these
SSMP findings are encouraging for the
Army, SSMPresults are also used to
identify issues that the Army needed to
address.”

When asked, “Based on your Army
experience, how satisfied or dissatisfied
areyou with” job security, retirement
benefits and amount of basic pay, soldiers
participating in the survey answered
using afour-point scale, ranging from
very satisfied to very dissatisfied. The
percentages of soldiers who were
satisfied or very satisfied are shown
below for three years over a10-year

period.
Job Security
1993 1998 2002
Enlisted 56% 67% 84%
Officers  46% 64% 87%
Retirement Benefits
1993 1998 2002
Enlisted 44% 29% 56%
Officers  55% 36% 65%
Basic Pay
1993 1998 2002
Enlisted 35% 29% 38%
Officer 61% 58% 64%

Personal morale and perceptions of
unit morale also improved significantly
among enlisted soldiers, and are on a
slight upward slope for officers.

Congress has responded to the Army
by providing significantly larger pay
raises than those in the mid-1990s. The
change in the retirement system enacted
in 1999 also helped to reverse the trend of
growing dissatisfaction, personnel
officialssaid. They said changesin
TRICARE and the privatization of
housing have also made adifferencein
quality of lifefor soldiers.

TheArmy isdoing alot to improvethe
quality of lifefor soldiersand their
families, officialssaid. Althoughitisstill
in the developmental stages, the Army’s
well-beinginitiativewill track quality of
lifeissues and identify when and where
changes need to be made. The Army staff
has developed 50 functions to organize
services and programs that contribute to
well-being and readiness.

Approximately 8,600 soldierscom-
pleted the most recent SSMP. Armywide
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samples of 10 percent of officersand 2-3
percent of enlisted personnel who are
permanent party and available for duty
are selected for the survey, using the
final digits of soldiers’ social security
numbers.

Although the survey booklets are
serially numbered, the responses cannot
betracked back to individuals. Only
group statistics are reported, ARI
officialssaid.

“The Army began polling soldiersin
1943 with the Personnel Survey of the
Army,” according to Dr. Morris Peterson,
chief of the Army Personnel Survey
Officeat ARI. Thesurvey was renamed
the Sample Survey of Military Personnel
in1958.

“By getting results twice ayear on the
58 quality of lifeand job satisfaction
measures, we can help top Army leaders
keep a‘finger onthe pulse’ of the active-
duty Army,” Peterson said. “When
attitudes change, wetell Army leaders
about the changes as soon as we can.”

(Editor’s note: Information provided
by PERSCOM Public Affairs.)

4 CSM Michele
S. Jones

9th Command Sergeant Major
of Army Reserve Selected

By LTC Randy Pullen, Chief, Army Reserve,
Saff Group Office of the Chief, Army
Reserve

The selection of the next Command
Sergeant Mgjor of the Army Reserve was
announced August 28.

CSM Michele S. Jones has been
selected to become the ninth Command
Sergeant Major of the Army Reserve.
Sheiscurrently serving asthe Command
Sergeant Mgjor of the 78" Division
(Training Support), Edison, N.J. Sheis
the first woman in the Army’s history to

News Briefs

serve asaDivision Command Sergeant
Major Jones isthefirst woman to be
selected as the top noncommissioned
officer intheArmy Reserve, aswell as
the first woman to be chosen as the
senior NCO in any of the Army’s compo-
nents. Shewill succeed Command Sgt.
Magj. Alex Ray Lackey, who has been the
Command Sergeant Major of theArmy
Reserve since October 1999. Hewill
retirein October 2002, ending a 32-year
active Army and Army Reserve career.

Asthe Command Sergeant Mgjor of
the Army Reserve, Joneswill serve asthe
principal enlisted advisor to the Chief,
Army Reserve. Shewill take office
effective October 28, 2002.

Joneswas born in Baltimore, Md., and
entered the Army in 1982. She attended
Basic Training at Fort Jackson, S.C.,
Advanced Individual Training at Fort
Benjamin Harrison, Ind.

Jones has held every key NCO
position, to include squad |eader, platoon
sergeant, first sergeant and command
sergeant major. She wasthefirst woman
to serve as class president at the United
States Sergeants Major Academy (Class
49).

Additionally, she was selected by the
Chief, Army Reserve, to serve asthe U.S.
Army Reserve representative for the
Chief of Staff of the Army, Army Devel-
opment System X X1 Task Force and was
subseguently chosen as the Core Team
Leader for the Enlisted Personnel
Management System section of the task
force.

Her recent previous assignments
include Command Sergeant Major, 3d
Battalion, 78th Regiment, Baltimore, Md.,
and instructor, Sergeants Major Acad-
emy, Fort Bliss, Texas.

She has an Associate of Arts Degree
in General Studiesand aBachelor of
Science Degreein BusinessAdministra-
tion from Fayetteville State University.
Sheis currently completing her Master of
Artsin Management and I nternational
Relations.

Her awards and decorations include
the Meritorious Service Medal, Army
Commendation Medal (with 3d Oak L eaf
Cluster), Army Achievement Medal (with
3d Oak Lead Cluster), Good Conduct
Medal, and National Defense Service
Medal.
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Sharpshooters Can Try Out for
Army Pistol Team

U.S. Army Marksmanship Unit
Public Affairs Office

TheU.S. Army Marksmanship Unitis
looking for afew good shooters.

The highly competitive unit is putting
out itsannual call for soldierswho are
interested in competing in pistol compe-
titionsin the summer of 2003.

Soldiersin therank of staff sergeant
and below with fewer than 15 years of
service who obtain approval from their
commanders can travel to Fort Benning
inApril at the expense of the Marksman-
ship Unit to participatein theinitial
training. The soldiersaretrained in
advanced marksmanship skillsand will
participatein the I nterservice Champion-
ships in June and the National Matches
inJuly. After thethree-month tour,
soldiersreturn to their units with
invaluable marksmanship training that
can be harvested by unit trainers to
improve the marksmanship skills of their
soldiers.

Interested soldiers can contact SFC
Charles Gibbs, noncommissioned officer-
in-charge of the USAMU Service Pistol
Team, at (706) 545-7022 or 545-3893 or
DSN 835-7022 or e-mail: Charles.Gibbs@
usarec.army.mil.

VEAP Converts to Montgomery
Gl Bill May Lose Benefits

by Tesia Williams, Army News Service

Soldierswho converted from the
Veterans Educational Assistance
Program to the Montgomery Gl Bill are at
risk of forfeiting their contributions and
losing their benefits, officials said, if they
don’t make their payments. Soldiers have
18 months from the time they signed the
Montgomery Gl Bill, Department of
Defense Form 2366, to pay the manda-
tory contribution of $2,700, personnel
officialssaid.

Many of the 5,000 soldierswho
signed up for the program may have
already missed their deadline, according
toofficialsat the U.S. Total Army
Personnel Command

“Program participants need to contact
their finance office and make sure the
contribution will be paid within the 18-
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month deadline,” said John Rizkallah,
chief of the Education Incentives and
Counseling Branch at PERSCOM .

If soldiers are not able to pay the
$2,700intimeby using monthly allot-
ments, they have the option of combin-
ing the allotment with alump sum or they
can make asingle lump sum payment,
Rizkallah said.

“The law states that if participants
don't pay the contribution in full within
the deadline, they forfeit anything they
contributed to VEAP and will not be
eligible for any education benefits
through the Veterans Administration,”
Rizkallah said.

Itisimperativethat soldierslook at
the date they signed their DD Form 2366
and ensure that they have the contribu-
tion paidin full within 18 months of that
date, Rizkallah added.

“To date, the VA has not made any
exceptionsto the deadline,” he said.

VEAP wasfirst enacted by Congress
for post Vietham-erasoldiers. It was
designed to attract high quality men and
women to the all-volunteer Armed
Forces.

Congress signed the VEAP conver-
sionlaw on Oct. 30, 2000, making it the
second conversion opportunity since
October 1996.

(Editor’s note: Tesia Wiliamsisa
member of the PERSCOM Public Affairs
Office)

Native American Heritage is
observed during November

Partnership for Youth Success
Expanding to the Army Reserve

By Julia Bobick, USAREC Public Affairs
The Partnership for Youth Success

(PaY s), the U.S. Army’s successful
recruiting program that provides youths
the opportunity to serve their country
while preparing for their future career
success, expanded to the Army Reserve
Oct. 1.

Soldierslearntechnical skillsrequired
by industry, along with work ethics,
teamwork, communication and leadership
during an enlistment inthe U.S. Army.
Once they complete their service obliga-
tion, they receive hiring preference at the
company they select during their
enlistment process.

Theprogram, availableto all eligible
Reserve applicantsin addition to other
enlistment incentives such as the
Montgomery Gl Bill and |oan repayment
program, is expected to provide an
important new tool for Reserverecruiters.

“The ReservePaY Sprogramis
uniquely positioned to assist in this
mission by offering prospective soldiers
aninsidetrack for civilianjobs of their
choicewhen they enlist,” said LTG James
R. Helmly, Chief of theArmy Reserve.

The Army Reserve must recruit about
26,000 young men and womenin 2003 to
meet its end-strength requirements.

“Each year thousands of young men
and women enlistinthe Army Reserveto
develop valuable skillsand gain experi-
ence while serving their country part-
time,” Helmly said. “Thispartnershipis
one way we can help ensure our Reserv-
ists achieve success in their chosen
civilian careersaswell asin the Reserve.
American industry gains quality employ-
ees who are motivated, have professional
work habits and high standards of
conduct.”

Retention is also expected to improve
due to the stability of PaY S soldierswith
jobsinthelocal area. Additionally,
preliminary dataindicateimprovement in
Delayed Entry Program losses for the
Regular Army and this should hold true
for Army Reserve Delayed Training
Programaswell.

Morethan 12,000 Reserve PaY Sjobs
with many current PaY S partners became
availableto qualified Army Reserve
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recruitsOct. 1. TheU.S. Army Recruiting
Command PaY Steamisalready working
to expand the program to more partners.

Building on the success of the Army’s
two-year-old PaY S program, Army
Reserve PaY Swill work much the same
asthe active program, which has more
than 7,000 sol diers participating.

Army ReservePaY S, however, hasno
[imit on the number of recruitswho can
enlist under this program and isfully
integrated into the Army’s automated
personnel recruitment system. All
eligible Army Reserverecruitscan
participatein PaY S.

Since most Army Reserve soldiers,
unliketheir active Army counterparts,
stay in or near their hometown during
their term of service, Reserve PaY Sjobs
aregenerally located within a50-mile
radius of a Reservist’s home of record.
PaY Sjob coverage is expanding to many
regional and local partnerswith job
locations close to Reserve TPUS.

After anenlistee qualifiesfor PaY S,
the Army guidance counselor matches
hisor her MOSwith apartner’sjob
listing. Therecruit’'sPaY Sjob selection
is reported to the partner company by
the PaY Steam. The statement of
understanding between the soldier and
the partner becomes a permanent
document in the soldier’s personnel
record.

Within 30 days of completing initial
entry training, the Reservist interviews
with the PaY S partner company or
agency selected during the recruiting
process.

Reservists gain more than just a
military job whenthey enlistinthePaY S
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Attention Recruiters Who
Have Served in the Times
Square Recruiting Station

If you served at the Times Square
New York recruiting station and
desireto talk with aFort
Monmouth, N.J., writer about
your experience, you may contact
LTC RenitaFoster at (732) 532-
1510. Her e-mail addressis
Renita.Menyhert@us.army.mil.
Foster iswriting a history of the
Times Square Station for the Fort
Monmouth newspaper.

program. They have the opportunity to
gainthejob skillsfor acareer for life.

Check out Army PaY S and the new
Army Reserve PaY Sat www.armypays.
com.

TheArmy’sPaY Spartnersinclude
Southwest Airlines, EDS, SearsL ogistics
ServicesInc., Halliburton, HCA, The
Pepsi Bottling Group, Charlotte-

M ecklenburg Police Department,
DynCorp, Caterpillar, Johns Hopkins
Health Systems, Rush Enterprises,
Schneider National, BellSouth, John
Deere, Lockheed Martin, RUAN Trans-
portation Management Systems, General
Dynamics, NTB, Goodyear, Blue Dot and
State Farm | nsurance.

Program Offers Long-Term
Health Insurance Program
Army News Service

Service members and federal employees
who might need lengthy or even lifelong
assistance with daily living due to
illness, injury or severe cognitive
impairment now have insurance to help
pay for it.

Congress authorized the Federal
Long-Term Care Insurance Programin
the Fiscal Year 2001 National Defense
Authorization Act. Coverage beginsfor
those who sign up in October.

Asthe program’s executive agent, the
Office of Personnel Management
launched the insurance plan in March for
federal employees, aswell members of
the uniformed services.

Eligibleindividuals can enroll through
Dec. 31.

Those eligible include active-duty
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members, retirees, reservists, federal
civilian employees, their spouses,
parents, step-parents, parents-in-law, and
adult children.

The insurance is offered by John
Hancock and MetLifeand isadministered
by Long Term Care Partners, ajoint
venture between the two companies.

“1 think it may be avery good deal,”
said Ann Pratcher, program manager at
the Community Service Financial
Readiness Program in Fort Benning, Ga.
Pratcher added people should remember
that Medicare and Tricare only cover
l[imited amounts of long-term care costs.

For moreinformation, call (800) LTC-
FEDSor visitwww.LTCFEDS.com

Increases in the Montgomery
Gl Bill and Army College Fund
By Willian Kunisch, USAREC Education
Division
The second incremental increase
authorized under the Veterans' Benefits
Improvement Act of 2001 took effect on
Oct. 1. Thethird increase will take effect
in October 2003.

Thenew MGIB, Chapter 30, figuresfor
the active Army are asfollows.

Individual Government MGIB
Enlist Contributes Contributes Total

Monthly
Payment

2-yrs  $1,200 $25,152 $26,352 $732
3-yrs  $1,200 $31,200 $32,400 $900
4-yrs  $1,200 $31,200 $32,400 $900

Thetotal amounts of the Army College
Fund enlistment incentive are asfollows.

MGIB/ACF  Monthly

Enlist MGIB ACF Total Payment
2-yrs $26,352 $148 $26,500 $736.11
3-yrs  $32,400 $600 $33,000 $916.66
4-yrs  $32,400 $7,600  $40,000 $1,111.11
4-yrs  $32,400 $17,600 $50,000 $1,388.88

The Selected Reserve MGIB, Chapter
1606, increaseis based on the Consumer
PriceIndex. EffectiveOct. 1, MGIB-SR
increased to $9,936. Thismeansafull-
time student will receive $276 amonth for
36 months; a student going three-quarter
timewill receive $207 amonth for 48
months; and a half-time student will
receive $138 amonth for 72 months.

The Selected Reserve MGIB Kicker
providesatotal of $22,536 (Selected
Reserve MGIB + Kicker) for reservists
assigned to critical skill positions or
critical units. The monthly payment for a
full-time student i s $626.
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Gold Badges

RSM SEPTEMBER 2002

ALBANY
SSG Andrew Marshall
SSG Freddie Blackman
SGT Michael Therrien
SGT Douglas Robbins
SGT Christopher Klett
CPL Adam Carbery
ATLANTA
SSG William West
SGT Perry Woodbury
BECKLEY
SFC Jordan Miller
SSG Kenneth Burgett
SSG James Grady
SSG Matthew Bentley
SSG Jason Barrier
SGT Brent Owens
SGT Kevin Scarberry
CPL Dalton Smith
CHICAGO
SFC Lloyd Cossey
SSG Keith Hemenway
SSG Keith Tunstall
SSGEricVann
SGT EddieLakes
COLUMBIA
SFC Dannie
Cheeseboro
SFC CalvinCole
SSG Jerome Chestnut
SSG Odler Childress Jr.
SSG Tony Conyers
SSGTally Long Jr.
SSG Meélvin Sanford
SSGFitimao
Siaosigarrick
SSG Donald Thomas
SSG CarneiliusWooden
SGT Timothy Bare
COLUMBUS
SSG Jeffrey Scheib
SGT Clayton Callahan
SGT Christopher Kelley
SGT JamesMinda
SGT Jared Wrench
GREAT LAKES
SSG John Barber
SSG Michae
Grabenbauer
SSG Richard Henry
SSG Michael Schmidt
DENVER
SSGWilliam Graham
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HARRISBURG
SFC Barton Maddox
HOUSTON
SFC Timothy Dubois
SFC James Smalley
SSG Raymond Gonzalez
SSG Jonathan Miller
SSG Cesar Soto
SSG Jorge Tamez
SSG Ramon Valadez
SGT Michael Evans
SGT Curtis Jones
SGT Christopher
Papandrea
JACKSON
SSG Stephon Johnson
SSG Christopher Mills
SSG Terry Peterson
SSG Thomas Reed
SGT Roy Stumpe
SGT MélvinTackno
JACKSONVILLE
SFCRichard Williams
SSG MirandaGutierrez
SSGArnold James
SSG Danid Martinez
SGT Henry Ayala
SGT BejetaDriver
SGT Mark Lee
SGT Jean Timothy
KANSAS CITY
SSG Paul Burk
SSG Robert Gaskins
SSG Darrell Lowe
SSG Donnéll Mizzd
SSG Daniel Nuhn
SGT EricBowman
LOS ANGELES
SSG JamesCole
SSG Ezequid
Platasantos
SSG Claude Sturm
SGT JoseAcuna
SGT DaneBenroth
SGT Michael Dennis
SGT Sang Pae
miami
SFC Bernadette Wright
SSG ElkeArrufat
SSG Jose Diaz
SSG Calixto Montes
SSG Claudio Ramirez

SGT MariaEstremera
MID-ATLANTIC
SFC Rabert Hymes
SSG Robert Metzger
SSG Mark Teal
SSG Edward
Vazquezzapata
SGT Calvin Oneal
MILWAUKEE
SSG Eric Brouse
SSG Christopher Collier
SSG Michael Cook
SSG Roger Cross
SSG Wayne Denny
SSG Richard Gorman Jr.
SSG Todd Hughes
SSG Michael Lahaye
SGT Brian Demerath
SGT Weston Irwin
SGT Jeffrey Lofquist
SGT Karen Piette
SGT Douglas Smith
SGT Robert Strozewski
SGT Robert Wallace
MINNEAPOLIS
SGT Andrew Schmidt
SGT Danny Smith
MONTGOMERY
SFC Antonio Arrington
SSGAlfredrick
Cambrick
SSG Dexter Daniely
SSG John Goforth
SSG LeonHood
SSG Raph Tranreno
SSG Galen Wadddl |l
SGT Laguan Jenkins
SGT CharlesWhitetree
NASHVILLE
SSG Eric Powdl
NEW ENGLAND
SSG James Couto
SSG Marc Grandia
SSG Gregory Grayson
SSG Victor Haven
SSG Glenn Josephides
SSG Jason Luhrs
SSG Timothy Roth
SSG Vincent Smith
SSG Richard Trevisone
SSG Francis
Whitworth Jr.
SGT Troy Bartlett
SGT Friedrich Blanke
SGT ClarenceHarada
SGT Peter Shelton

NEW ORLEANS
SSG Charles
McGoogan
SSG CharlieWilliams
SGT Jonathan Everette
SGT Troy Hill
OKLAHOMA
SFC Michael Strand
SSG Marshall Cowell
SSG Able Manrique
SSG Gary Norris
SSG Darrell Richards
SGT James Gregory
PHOENIX
SSG Michael
Colonmateo
SSG Ray Jimenez
SSG Terrance Ming
SGT Hugoberto Barrera
SGT Jeffrey Johnson
SGT GerddVdle
CPL Brian Shumway
PITTSBURGH
SSG Ricky Bassette
SGT Michael
Eichelberger
SGT Jason Frommelt
PORTLAND
SFC Mark Foss
SSG Arthur Frazier
SSG Todd Manes
SGT Jason Lopez
RALEIGH
SFC LindaPerry
SSG DeirdreBell
SSG Kenneth Diaz
SSG Sonny Evans
SSGJmmy Leazer
SSG Dondld Littlgjohn
SSG StevenKelly
SSG Denise Robinson
SSG Daniel Wimmer
SSG Clifton Woods
SGT CharlesWilson
SACRAMENTO
SFCYaroLola
SSG Trevor Bacio
SSG Pongsuk Feronti
SSG Michael
Hosemann
SSG Jack McCarthy
SSG Ronald Quock
SSG Michael Singleton
SGT Danny Chong
SGT NicholasEstrada
SGT Seth Thomas

ST. LoUIs

SFC Kenneth
Schoelhamer

SSG Troy Bleyaert

SSG Matthew Dennis

SSG StevenKidd

SSG Douglas L edbetter

SGT ThomasBryson

SALT LAKE CITY

SFC Jeffrey Lyon

SFC Gary Victorson

SSG Edward K ester

SSG Scott Kuhn

SSG Kenyon Schmieder

SGT MarcusLaird

SAN ANTONIO

SFC James Chambers

SSG Michael Jackson

SSG William Laurido Jr.

SSG Christopher Solis

SGT Benito L opez-
Fondeur

SGT Jeffery Nash

SOUTHERN

CALIFORNIA

SFC Ricardo Buddle

SSG Anthony Eriquez

SSG Kim Ferguson

TAMPA

SFC Erwin Jamieson

SSG Brian Bearddey

SSG Michael
Chambless

SSG Ricardo Ibanez

SSG Edgardo Ortiz-Cruz

SSG Jose Pardo

SSG Ngji Shaheed

SSGAllen Silva

SGT Angelo Henderson

SGT DariusRamos

HQS USAREC

AIRBORNE RCTG

SFC Michael Tracey

USAAC SUPPORT

BRIGADE

SFC Carl Colvin

SFC Terry Peveyhouse

SFCWilliam Towery
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Morrell Awards

RSM SEPTEMBER 2002

ATLANTA

SFC Steven Crager
DENVER

SSG Brent Jagger
CHICAGO

SFC Clayton Schmidt
SFC Gilberto Goyco
SSGAIlbert Lampkins
HOUSTON

SFC Perry Baumann

KANSAS CcITY
SFC Christopher Boily
SFC Benjamin Wiley
SSG Ricky Paige
INDIANAPOLIS
SFC Jeffery Peconge
LOS ANGELES
1SG Raul Llorente
SSG Michael Rector
NEWENGLAND
SFC Todd Hendricks

PITTSBURGH
SFC David Gunn
PHOENIX

SFC Todd Blanton
SFC Christine Nelson
SFC Mark Themer
RALEIGH

SFC Calvin Boyce
SALT LAKE CITY
SFC Clifford Cook

SOUTHERN
CALIFORNIA
1SGWilliam Mercado
SFC CharlesAtwell
SFC Adam Gonzales
TAMPA
SFCWilliamRivera
2D AMEDD DET
SFC ThomasDaily
SSG Nelson Holcombe
SSG MartaRuiz

Recruiter Rings

RSM SEPTEMBER 2002

ATLANTA

SFC Rhuel Pringle
BALTIMORE

SFC Jon Trice

SFC Shane Ross
SSG Steven Jones
SSGKevinMyers
SGT Keith Saunders
CHICAGO

SFC Jeremy Burton
SFC Shirley Dukes
SFC Thomas Janis
SFC Eured Lowe
CLEVELAND
SFC Jason Powell
SFC Byron Robertson
COLUMBIA

SFC Timothy Turner
SSG George Carter
SSG DondraCue
SSG Russell Hopkins
SSG Frank Mays
SSG Lawrence Miller
SSG Tyrone Smith
DALLAS

SFC Lilawilder-Brantley
SSG Don Grigshy
SSG Gary Mcknight
DENVER

SFC JeromeLister Jr
SFC Mark Sireno
SFC Hector Montalvo
SSG James Doster

GREAT LAKES
SFC Mark Bivins

SSG Steven Anderson
SSG John Delk 111

SSG Lawrence Roberts
SSG Shealon Berry-Simpson
SSG William Wetts
JACKSON

SFC Randall Gentry
SFC Patrick Murphy
INDIANAPOLIS
SSG Scott Ford

SSG Joseph Guilfoyle
KANSAS CcITY
SFC John Burke

SFC Fred Hermstein 1
SFC Henrey Lasker
SFC John Orginales
SFC Darrell Thompson
SSG Kurt Hopson
SSG Richard Loss
LOS ANGELES
SFCWilliam Costello
SFC Michad Grijalva
SSG William Mendoza
SSG Todd Pooler

SSG JuanitaWillis
miami

SFC Michael Davis
SFC Jose Garcia

SFC Edward Sanchez
SSG Gilberto Cuberopinzon
SSG Wigberto Diaz
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SSG Irving Domenech
SSG JamesGuerra

SSG Heriberto Marrero
SSG Juan Medina

SSG Michael Ross
SGT Edwin Perez-Lopez
SGT Daniel Rodriguez
MILWAUKEE

SFC Wayne Manion
SFC Gregory Witte
SSG Lane Goldfarb
SSG BrianKern

SGT Michael Wichgers
MINNEAPOLIS
SFC Mark Schoeppner
MONTGOMERY
SFC Bennett Ballard
SFC Donnell Green
SFC Max Mclaughlin
SFC Travis Tate

SFC Terrance Whitfield
SSG John Byars

SSG DonnaSmyre
SSG Michael Tappin
OKLAHOMA CITY
SFC Lawrence Nelson
SFC Gregory Walker
SSG Justin Maloney
PHOENIX

SFC David Chatfield
SFC Shannon Rice
SSG Tod Corrigan
PITTSBURGH
SFCWillieRichardson

SFC George Hocker
SFC Joseph Albrecht 111
PORTLAND

SFC Natanael Lebron
SFC DennisLien

SSG LorenLarkins
ST. LoUIsS

1SG KeithMcWilliams
SFC Eloy Martinez
SSG Christopher Figura
SSG Kenneth Swank
SALT LAKE CITY
SFC Matthew Hoerner
SFC Douglas Romero
SSG Kelly Jones
SEATTLE

SSG Darren Longmore
SSG Dillard Remines
SGT Roberto Flores
SGT Jeffery Borden
SOUTHERN
CALIFORNIA

SFC JamesBanks

SFC Daniel Gingles
SFC RenneaMyree
SSG EImo Polite
TAMPA

SSG TinaTrotman-Shaw
HQ USAREC

SFC Todd Floersheim
SFC Aubrey Hawkins
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1. Which of thefollowing cannot bean HRAP participant?
a AHSDG
b. A GED holder with 15 clock hours
¢. A GED holder with 15 semester hours
d. A GED holder with 23 quarter hours

2. Veteran recruitersin anew recruiting zonewill not use
conver sion data brought with them from another recruiting
zone.

a True

b. False

3. When an applicant hasbeen terminated placea“T” inthe
CodeBox of the UF 539.

a. True

b. False

4. L eadslisted on paper-based L RL scheduled for appointment
should be coded .

a 200

b. APPT

c. ARISS

d. RWS

5. ADEPIlossof acourtesy shipper issubtracted from whose
production?

a. Original station

b. Original recruiter

c. Courtesy ship station

d. Courtesy ship recruiter

6. Whoisauthorized todo high school verification telephoni-
callyfor DEPiIn?

a. Battalion operationsNCO

b. Guidance counselor

¢. Commissioned officer

d. All of the above

7. Applicantswith associate degreesand only 46 semester
hourswill beenlisted asan E-2.

a. True

b. False

8. An applicant with afour- year college degreewho can pass
voiceaudition may beenlisted asa46R ACASP.

a True

b. False

9. When completing packets, DD Form 369isrequired
for

a. Admitted offenses that afine was paid

b. All admitted offenses regardless of disposition

c. Only offensesthat are current

d. Only offensesthat require awaiver

10. A prior serviceNavy applicant whoisa 30- year old
sergeant and hasbeen in theArmy Reservefor fiveyearsis
required togotobasictrainingupon entering activeduty Army.
a True
b. False

11. On a1:50,000 scalemap, thedistanceon theground is

usually 50,000 inchesand the compar ed distanceon themap is

equal to
a 1meter
b. 1mile
c. linch
d. lyard

12. Whichisnot an M 16riflefiring position?
a Prone
b. Foxhole
¢. Kneeling supported
d. Standing supported

13. Which isnot oneof thesix basic colorson amilitary map?
a Black
b. Green
c. Yellow
d. Red-brown

14. On a25-meter range, given an M16A2rifleand 18 rounds
of 5.56mm ammunition, which zerotarget isused?

a 150 meters

b. 250 meters

c. 300 meters

d. 400 meters

15. How many minutesdoesa per son haveto achieve M OPP
Level 4?

a. eight minutes

b. nine minutes

C. Six minutes

d. seven minutes
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Mission Box
TheAchievements of Onethat Contributeto the Success of the Team

1ST 2D

Briade Brigade

3D 5TH 6TH

T

Brigade Brigade Briade

RSM September 2002

Top Regular Army Recruiter

SSG Daniel White SFC Joe Lee
New England Tampa

SFC Robert Gomes

SSG Kenneth Fauska SSG David Curtin SSG Steven .Forcum
Indianapolis Dallas Salt Lake City

Top Army Reserve Recruiter

SSG Fitimalo Siaosigarrick SGT Brian Demerath  SSG Calvin Lamont SSG Lisa Osgood

Milwaukee Dallas Los Angeles

Top Limited-Production Station

Baltimore Columbia
Flatbush . L exington East
New York City M ontgomery

SFC Alfonso Boyd SFC Leland Smith

Pigua Gladstone South Salt Lake
Columbus Kansas City Salt Lake City
SFC Scott Brandenburg SFC Dale James SFC Mark West

Top On-Production Station

Big Stone Monroe

Beckl

ey Columbia

SFC Donald Laurence SGT Michael Card

Harrisburg Lexington
Harrisburg Nashville
New England Tampa

West Bend Batesville Bountiful
Milwaukee Oklahoma City Salt Lake City
SFC William Ida SFC James Norris ~ SFC Charles Perry

Top Company

Marion Overland Park Salt Lake
Columbus Kansas City Salt Lake City

Top Battalion
Milwaukee Oklahoma City Salt Lake City

Top Army Medical Department Detachment

Southeast Carolina Chicago San Antonio Rocky Mountain
Answers to the Test
1. b. UR 350-6, App M, para M-3a(2)
2. a. UR 350-6, App J, para J-3h 9. b. AR 601-210, 210-(5) changes
3. b. UR 350-6, App E, Table E-1 10. a. AR 601-210, 5-20b (1) (a)
4. c. UR 350-6, Para 3-15¢ 11. c. STP 21-1-SMCT, Task 071-329-1008, page 53
5. b. UR 350-6, Para 5-2c 12. d. STP 21-1-SMCT, Task 071-311-2007, page 78, Table 11
6. d. AR 601-210, 2-7,a(1) changes 13. c. STP 21-1-SMCT, Task 071-329-1000, page 24, Table 6
7. b. AR 601-210, 2-20,f. changes 14. b. STP 21-1-SMCT, Task 071-311-2030, page 121
8. b. AR 601-210, Table 7-1 changes 15. a. STP 21-1-SMCT, Task 031-503-1015, page 376
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