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Commanding General

Mission Accomplished!

hank you for giving this mission your very best

effort. Whenever you walk off thefield, completely

exhausted and without an ounce of energy left,

you know that you've given it your all. No one can

ask for more than that. Congratulations on ajob
well done.

As we approached the end of the year, | used afootball
analogy in saying that we were behind, and it was latein the
fourth quarter. We gave the field an operational mission; thank
you for responding in the tremendous way that you did. In
reality, therigorsof military life and the missionsthat we face
arefar more challenging than anything on the football field or in
any other athletic endeavor. Soldiers, at times, are asked to
serve in harm’sway to defend their country. But thereisa
connection between what we do and some of the lessons
learned in sports. Gen. Douglas MacArthur captured it best
when he said “Upon thefields of friendly strife, are sewn the
seeds, that on other days, upon other fields, will bear the fruits
of victory.” Placing the mission first, never quitting, never
accepting defeat, never leaving afallen Soldier behind ... the
Warrior Ethos strikes at the heart of what makes Soldiering
specia and elevates it above any athletic endeavor.

Aswe look back on this past year, it isimportant to reflect
upon the reasons for success. Several thoughts come to mind:
great Soldiersand civilians working together, resources,
incentives and bonuses, technology and training, policy
changes, and support from higher headquarters.

We have been blessed with a great increase in recruiters.
Many of these Soldiers did not come to Recruiting Command as
volunteers. Nonetheless, they are Soldiers and professionals,
and they are giving it their best effort. More than 50 percent of
new recruiters are combat veterans, most of them straight from
Iraq or Afghanistan. They bring with them a strong Warrior
Ethos— they are making adifferencein their attitude, their
enthusiasm and their will to win. They areworking in concert
with our 79R Soldiersand making adifference.

Our civilians both on the staff and those involved in recruit-
ing or supporting the command as contractors are also making a
difference. Each Soldier that we pull from the operational Army
has an impact on our ability to maintain afresh fighting forcein
theater. We have civilianized a number of positions, and the
civilians in those positions are essential to our success.

We have received the benefit of funding and incentives and
bonuses provided from Congress, Department of Defense and
Department of the Army, and from our higher headquarters. The
support received was outstanding during this most challenging
year. Programslike the $44 million plus up this summer, the
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$40,000 enlistment bonus, $1,000 referral, agelimit increaseto 42
and Recruiter Incentive Pay have all made adifference. Policy
changes such as tattoos, Assessment of Recruiter Motivation
and Strength, volume mission and many othersall had an
important impact.

Aswe close out the year, many will ask about our successes
and our challenges. Speak freely to the media, centers of
influence, Future Soldiers and others. Tell your story. | was
delighted to see Staff Sgt. Mark Wood from Quincy, Mass,,
station, appear on CNN. He did an outstanding job representing
all recruiters. Thiswasan excellent way to communicate the
Army’s message to the American public. In preparing for these
mediaengagements, it isimportant that we all havethe USAREC
key messages ready when asked to speak with the media. Carry
this one-page document in your uniform, so that you can
quickly refer toit.

| want everyoneto take sometime off, relax and be with your
family. We have abrief timeto relax, catch your breath and then
we're off to another year that promises to be even more chal-
lenging than FY 06. Our assigned missionsfor FY 07 are 80,000
for theactive Army and 26,500 for the Army Reserve. During my
travels, one Soldier mentioned that he had served in recruiting
for 12 years and never knew where USAREC stood asthe
months of the recruiting year rolled by. | think it istremendously
important that each team member have the opportunity to see
thebig picture. Every Soldier, civilian and every applicant
counts on this team. We need everyone in the fight.

Finally, I want to thank you and your familiesfor your
untiring support for thismission. I’'mreal proud of al of you. It
isan honor to serve by your side. Thank you for your service.

Continuing the mission ...



Introducing ...
Command Sgt. Maj. Martin Wells

ommand Sgt. Maj. MartinR.
ells enlisted into the
ArmyinMay 1983 from
ockville, Md. Hefirst
served asalLance Missile
Crewmember at the8thU.S. Army Field
Artillery Detachment in Steenwick,
Holland. Following this assignment, he
served as an Instructor at the Field
Artillery Center and School at Fort Sill,
Okla

In 1988, Wellswas selected for
recruiting duty and assigned to Las
Vegas Company. His additional assign-
mentswithin Phoenix Battalion included
small and large station commander and
operations noncommissioned officer.

Wells was selected to become an
instructor at the U.S. Army’s Recruiting
and Retention School at Fort Jackson,
S.C.,in1995.1n 1997, he becamethefirst
sergeant of New Haven Company and
then returned to Fort Jackson as division
chief for the Recruiting and Retention
School from 2000 to 2001. After graduat-
ing fromthe U.S. Army Sergeants Major
Academy in 2002, he was assigned as the
command sergeant major of Des Moines
Battalion, a position he held until May
2004. Before he becamethe USAREC
command sergeant major in September, he
served as the commandant of the Soldier
Support Institute NCO Academy at Fort
Jackson.

WEells holds amaster’sdegreein
business management from Webster
University and abachelor’s degree from
Auburn University. His accomplishments
include being named the 1994 USAREC

Soldier of theyear, 1995 Recruiting and
Retention School NCO of the year and
1999 Albany Battalion first sergeant of
the year. He has also earned the Recruiter
Ring and the Glenn E. Morrell Award.

Wellshasgraduated from all NCOES
courses and several USAREC courses to
include the Sergeants Major Course, First
Sergeant Course, Station Commander
Course and Guidance Counselor Course.
His awards and decorations include the
Meritorious Service Medal with four Oak
Leaf Clusters, Army Commendation
Medal with four Oak Leaf Clustersand
Army Achievement Medal with eight Oak
Leaf Clusters.

Wellsismarried to theformer Gertrude
Cabreraof the Bronx, N.Y. They have
threechildren: Rosalie, 12, Jeremiah, 11
and Noah, 6.

Command Sergeant Major
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Chaplain

NO excuses!

came across thislist that could prove very useful if you are
ever caught asleep at your desk. Thefollowing isalist of
excuses you could possibly use:

* “They told me at the blood bank this might happen.”
* “Whew! Guess| left the top off the liquid paper.”

* “| wasactually doing a“ Stress L evel Elimination Exercise
Plan” (SLEEP) | learned at thelast training | attended.”

Now those are meant to bein fun, but there was a recent
articlein amajor newspaper that gave out actual notes that
parents had written to schools so their children could be
excused for their absence.

“Please excuse Lisafor being absent. Shewas sick and | had
her shot.”

“John has been absent because he had two teeth taken out
of hisface.”

And my favorite, “ Please excuse Jennifer for missing school
yesterday. We forgot to get the Sunday paper off the porch,
and when we found it Monday, we thought it was Sunday.”

Someone has said that excuses are like belly buttons.
Everybody has one. We excuse ourselves from alot of things. If
we misswork we give an excuse. When we are stopped for
speeding, many of ustry to give an excuse. When we forget an
important date or forget an important milestonein our marriage,
wemake an excuse. Pretty muchin all thingswherewe are
negligent wetry to make an excuse.

Let'sfirst clarify that not all excuses are bad. They can be
valid and reasonableif our intentions and motives are pure, and
if they are genuinely based upon what we believe to be the
truth in that given circumstance.
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We all make mistakes and we all make excuses. We even do
thisin our relationships. Many excuses come when our expecta-
tions are not being met in our spouse or other family members.
We believe we know how things should bein our own families.
So we make excuses for them when they do not meet our
expectations.

One of these areas of expectationsis that our spouse will
share our view on how to show love. Some will interpret the
giving of gifts asasign of love while others prefer hugs and
kisses. These different interpretations can cause many marriages
to falter and the excuses why begin anew. To grow a healthy
relationship without excuses requires sharing our expectations
and being honest in our communications.

These subjects are further discussed in the marriage enrich-
ment, family wellness and single Soldier retreats sponsored by
your brigade chaplain and chaplain assistant. Each Brigade Unit
Ministry Team is available to assist you to put away your
excuses and begin working toward a healthy relationship with
your spouse and family. You can call them at any time. They are
availableto help without excuse.

Asthe professional golfer, Chi Chi Rodriguez, says, “Don’t
look for excusesto lose. Look for excusestowin.”



Citizenship Issue

Dear Chief of Staff,

Theway | seeit, arecent operational
changeto AR 601-210 Chapter 2 (para-
graph 2-4 €) is placing an undue restric-
tion on some of our naturalized citizens
applying to the U.S. Army. The change
requiresanaturalized citizento go
through the embassy or consulate of the
former country they were acitizen of and
provide proof that he/she has renounced
his/her citizenship of that country. | do
not understand why an American citizen
would have to do this because this was
done aready when the oath to become a
citizen was administered.

My station recently had a 16K GMA
applicant denied enlistment because he
did not have the required documentation
to meet this operational change. On his
return from MEPS, he contacted his
embassy and was told that the process
would take almost ayear to complete,
cost him $400 as a processing fee, and he
would need to travel to the embassy in
Washington, D.C., and do it all in person.
Thisisalot to ask of acitizen to become
amember of our Army.

| cannot understand why we would
place such arestriction on an American
citizen. By regulation, | can contract a
“legal resident” holding an I-551 card
whoisstill acitizen of aforeign country
without any additional paperwork or
time; however, | cannot contract some-
onewho went the extramile and received
citizenship.

Theway | seeit, this operational
change hurts our naturalized citizen
applicants and the Army by slowing, if
not compl etely eliminating, contractsfor
theU.S.Army. Itishard asarecruiter,
station commander, Soldier to look an
American citizeninthefaceand tell him/
her that becoming acitizen isn’'t enough,
that the Army needs more. We need to
look hard at this policy and determine
why the oath of citizenship and becom-
ing acitizen of the United States of
Americaisn’t enough to become a
Soldier when anoncitizen hasto do less.

Sgt. 1st Class Michael Forcier

The Chief of Staff Responds

Dear Sgt. 1st ClassForcier,

Thank you for your response to The
Way | Seelt program. Your e-mail
pertaining to the enlistment of dual
citizensoutlinesavalid concern.

Army Regulation 601-210 disallowed
the enlistment of dual citizenson the
basis of security concerns. Asyou
pointed out, even permanent resident
aliens (who hold no U.S. citizenship)
wereallowed to enlist with minimal
documentation.

Your letter emphasized the negative
impact that the new change to the AR
601-210 was causing thefield. Thiswas
not the intention of the changes. Upon
further review, it was decided that certain
restrictions on dual citizens was unnec-
essary, and the paragraph could be
amended to minimize confusion and
facilitate a smooth transition into the
United StatesArmy.

Thanks to your response to The Way
| See It program, the regulation now
reads, “ Applicants with dual citizenship
may enlist; however, they may not be
enlisted into an MOS that requires a
security clearance.” We hope that this
may prove helpful in the processing of
qualified Future Soldiers.

Once again, thank you for responding
to The Way | See It program. If you have
any further questions, please refer them
through your chain of command. Please
continue to let us know how we can
better support you and your fellow
recruiters. For further information
contact Sgt. 1st Class Kenneth Kispert at
(502) 626-0428 or Kenneth.kispert@
usarec .army.mil

Prospect by ZIP Code

For college lists there needs to be away
tojust view and work particular ZIP
codes. Thisis especially needed for large
public universities.

Sot. 1st Class Jack Smith

The Chief of Staff Responds

Dear Sgt. 1st Class Smith,

Thank you for your input to The Way |
See It program. The question you
submitted isinreferencetothe ALRL.
You stated that you would like to be able
tojust view and work particular ZIP
codes while prospecting.

In response to your concerns on
prospecting from the ALRL by ZIP
codes, you can currently prospect by
ZIPcodes using the ALRL viewer. When
you select the school you want to
prospect from, bring up the list and click
on the hyperlinked header named ZIP on
thetop of thelist. Clicking onthe ZIP
will sort all the leads by the ZIP code.

For further information, contact Sgt.
1st Class Joseph R. Flores at (502) 626-
0218 or joseph.flores@usarec.army.mil.
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Bridges to Communities

By Mary Kate Chambers,
RJ associate editor

Aninformal survey of USAREC
recruiters and leaders finds that
few are aware of a source that
can be a bridge to your commu-
nity: Army Reserve Ambassa-
dors.

Through speeches, personal
contacts and association with
local, state and county govern-
ment, these private citizenswork to establish lines of communi-
cation in your communities. Ambassadors educate
organizations, community leaders and citizens about the
capabilities, skillsand value of the Army Reserve. They also
work with local leadersto recognize and support Army Reserve
Soldiersand their families.

In other words, recruiting leaders should develop a partner-
ship with these Ambassadors because their efforts help the
USAREC mission.

Using their staturein the local community and interest in
military affairs, Ambassadors are tasked to provide advice to
the chief of the Army Reserve about public attitudes toward the
Reserve, aswell as maintain contact with recruiting battalion
commanders. They are asked to disseminate information about
the Reserve's objectives, roles, requirements and programs.

Michael Kavanaugh has been a Reserve Ambassador in
Virginiafor morethan 15 years. He hasworked closely with
Beckley Battalion in the recruiting effort, even attending the
battalion’s annual training conferences.

“1 have presented Ambassador coins to the top AGR
recruiter and the captain and first sergeant of the top Reserve
recruiting company,” said Kavanaugh. He also said he tries to
work asaliaison between AGR recruiters and operational Army
Reservists.
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“1 am continually working to build relationships between
AGR recruiters and the Reserve unit personnel, by trying to be
sure that both are making use of local events for exposure of
our Army and Army Reserve,” he said.

The chief of the Army Reserve appoints Ambassadors from
nominations submitted by the Regional Support Commands.
Two Ambassadors are generally appointed for each state, one
for the District of Columbiaand onefor Puerto Rico. They
servethree-year termsthat are renewable.

An orientation that focuses on Army programs and annual
conferences help keep the Ambassadors informed.

For purposes of protocol, the Ambassadors carry the rights,
privileges and status of a major general. As such, recruiters
should go through their chain of command if they feel an
Ambassador could be of assistance at an event or through a
speaking engagement. Communi cation with the Ambassador
should be at least at the battalion commander level.

For Recruiting Command, Ambassadors can help by:

* assist in telling the Army story

¢ open doors to educators and PaY S

¢ visit almamater (high schools and colleges)

¢ promote the Army to youth and influencers

* visit recruiting battalions

e support Future Soldier events

“Army Reserve Ambassadors are extremely valuable to the
Army and to therecruiting mission,” said Mgj. Gen. Thomas
Bostick, commanding general of USAREC. “| want our leaders
to become familiar with them and | want these folks to be used
by our leaders.”

A roster of Army Reserve Ambassadorsis on the G5 page
on the USAREC portal. Go to Outreach and click on CASAY/
Reserve Ambassadors.
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Story and photo by Len Butler, New Orleans Battalion

Proclaiming a“new beginning,” New OrleansBattalion held its
grand opening in Baton Rouge with aribbon cutting ceremony
Aug. 18.

Lt. Col. Eric B. Keys said the odyssey that began when
Hurricane Katrinaslammed into the Gulf Coast last year has
cometo aclose.

“It'shard to believe thisday isfinally here,” he said. “Last
year the lives of many of the folksin this battalion were
changed and turned upside down by Hurricane Katrina. We
were forced to leave our homes, leaving behind the places that
we had in our hearts.

“Through it all we persevered,” he added. “We dealt with
the stress of lost homes, lost cars, even lost loved ones. We
took it all and madeit to thisgreat day.”

On aday that celebrated the Gator Battalion's new home, the
ceremony was just as much about resilience of the staff and
recruiters. Keys said that with so many of them not even sure
what to make of their homes or possessions in the New Orleans
area after they evacuated, the battalion was still able to mission
box in October and November.

“We never stopped conducting our mission and we kept
on,” he said.

When Hurricane Katrinaleft the Gulf Coast, six of the eight
New Orleans Company stations were destroyed or damaged.
On the north shore of L ake Pontchartrain, two recruiting
stations were knocked off line for weeks.

The battalion set up temporary headquarters at North Fort
Polk inametal building with bare concretefloors, partial walls

Col. Dorothea Wallace,
USAREC deputy commander,
Col. Frank Carponio, 5th
Brigade commander, New
Orleans Battalion Com-
mander Lt. Col. Eric Keys and
Hampton Grunewald, execu-
tive assistant to the Baton
Rouge mayor-president, open
the headquarters in Baton
Rouge.

ew - Or e Heattalion .

gettles in Baton REIEE

and no insulation. Operations were quickly resumed.

Threeweeks|ater, Hurricane Ritamade landfall near the
Texas-Louisianaborder. The Lake Charlesareaand coastline
were devastated. It affected Fort Polk and the Deridder station,
knocking power out inthe areafor aweek. Hurricane Rita
created aripple effect through L afayette Company. Recruiting
operations from Lake Charlesto L afayette to the east were
suspended for aweek before operations resumed. The Lake
Charles station didn’t come back in service until November.

Despite the trouble, the battalion didn’'t lose focus. Shreve-
port and Monroe companies kept the battalion competitive.

In his address at the grand opening, Retired Sgt. 1st Class
Michael McNaughton, who lost aleg in Afghanistan and now
works with disabled veterans, said what he learned after his
injury was to never give up and try to make the most of a
situation. He said New Orleans Battalion has shown this same
attitude.

“| tell Soldiersat Walter Reed and Brooke Army Medical
Centersto never give up,” he said. “I've had in my head that
never-quit attitude. Just because a hurricane hits doesn’t mean
you stop the mission and just give up.”

U.S. Army Recruiting Battalion
10101 Park Rowe (5th Floor)
Baton Rouge, LA70810
(225) 769-8715
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Pro-Talk

Nashville Battalion Testing
Mapping Tool

By Sgt. 1st Class Steve Austin and
Sgt. 1st Class Mark Sireno, USAREC G2

The Graphical Accession Mapping and Analysis Tool is anew
Web tool that gives station commanders and company |eader-
ship team members accessto their el ectronic map.

GAMAT gives the station commander and the company a
way to visualizereal time performance. It aso givesthem the
ability to mandate and provide direction for their recruiters
prospecting through a visual display of leads, applicants,
Future Soldiersand VIPs. If
needed, other information deemed
critical in an areaof operation may
also be viewed. Comparison of
current leads and performance can
also be viewed against current and
historical market share.

GAMAT is designed to assist
station commanders with a
situational awareness board that
will bring live data, as entered from
arecruiter’' SARISS box, to the
station commander. Thisallows
timely assistance to recruitersin
developing an adequate prospect-
ing plan. With this tool the station
commander and recruiter will be
ableto track real world live data on contracts, leads, high school
and college locations as well asArmy Reserve and National
Guard units. The station commander will have control of the
view to direct recruiters for prospecting and processing for the
day in question.

When a station commander clicks onthe GAMAT link from
the portal, he or she will see the station boundaries. 1t will
contain current data that has been selected from the “control”
drop down menu. The tool consists of layers, just like the layers
that are on the situational awareness board, however, these
layers are digitally produced. Each layer consists of state/
county roads, highways, towns, schools, businesses and even
creeksand rivers. Each item’sname will become more prominent
and will appear asthe user “drills” down the view.

The station commander will be ableto turn recruiters on or
off, eliminating acluttered view. The station commander will also
be able to see locations of Future Soldiersin relation to their
leads and prospects, which will assist recruitersin their daily
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“milk run.” The station commander will be ableto print, high-
light and direct their recruiters to those names that have been
identified as critical to mission success, before the recruiter
leaves the station to conduct business.

The default display of GAMAT will show amap of the
station area and will have the station RSID and name at the top
of the page. The default map will display the most current Army
and Army Reserve contracts, high
schools, colleges and major roads.
This data has been obtained from

the Accessions Command Data

m \Warehouse and is consistently

B updated to reflect real world data.
A legend on the | eft side of the
screen defines the color of the
“dots” shown on the map (in
accordancewith USAREC Reg 601-
87). Thelegendisdynamic, which
meansit will change asyou
manipulate the layers and screens
to display, personalizing the view
to reflect recruiter productivity and
guidancefor maximumdaily
recruiter output.

GAMAT also allows usersto “mouse over” data points (i.e.,
asymbol representing a contract, school, lead, follow-up, etc.)
to get a pop-up window containing details about the point (see
graphic). The pop-up displayscritical ZIP code and performance
data, allowing the station commander and recruiter to adjust
efforts to ensure mission success. The data displayed is real
time data, once again ensuring that adjustments on the “ battle-
field” are warranted and beneficial to the station’s accomplish-
ments.

GAMAT iscurrently being tested in the Clarksville and
Nashville companies of Nashville Battalion. Oncefield testing
is complete and comment questionnaires are returned from the
participating station commanders, changeswill be made to make
the product more efficient and easier to use and understand.

The final phase of the test is being done in Atlanta and
Columbia battalions. When testing is complete and funding is
granted, the remaining stations should see this new tool in their
stations, ready to go, by the end of FY 07.



Recruiter Zone
IS Coming

By Sgt. 1st Class Michael Nelson,
Technical Support Division, USAREC G3

eads management, the first of athree-phase update to
the LEADS system, will provide a Web-based process
for aleads record to be developed, duplicate checked and
prioritized. The prioritization isbased on the lead’slikelihood to
conduct an appointment. It will also give the recruiter achoice
towork either online or offline.
The Recruiter Zone system will be released in three phases.
Phase |, leads management, will be rel eased this month.
Phase |1 is the processing phase and which is currently
under development.
Phaselll isthe Future Soldier
Management part of Recruiter
Zone.

What It Does for You - .

* Provide one location and one | | ==
copy of alead — no more RA and =
AR copies. T —

* A lead can be worked by any =
recruiter in the station.

* Allowsthe recruiter to use e-
mail campaignsto send selected
Recruiting Publicity Items, with
the recruiting station telephone
number and address.

* Check out leads for a period up to 10 days, which allows
the lead to be downloaded to the Recruiter Work Station.

* Assist the recruiter in goal setting by allowing the recruiter
to build atwo-week plan and a detailed prospecting plan.

* Provide new automated reports which will:

-analyze conversion data

-compare recruiter accomplishmentsto station and
command standards

-provide analysis by prospecting method (P1 to P4)
and best time of day to make phone calls.

* Indicate propensity of lead to agree to appointment

* Provide an online planning guide

The Recruiter Zone application will benefit the recruiter and
station commander by displaying the leads in the order of
propensity to agree to an appointment. There is also a robust
CreatealList typefunction, similar to today’s Createa List with
the added feature of prioritized search results. Oncethelist is

T T 11y usaac.army.mil/portal /dit/
T T e |52 ©C/HQ/G3/Enlistment_

created, recruiters can update the contact history and log any
attempts or contacts to the record on the same screen. If a
recruiter has e-mail addresses for a group of prospects, he or
she can send them information through an e-mail campaign.

This method of prospecting could also be used when
sending specific guidance to counsel an individual to determine
their goals and aspirations. It can be donein a simple four-step
process:

1. Select the campaign type of e-mail or mail,

2. Target the group of names,

3. Select the RPI

4. Send totheindividual .

All that is needed isto select a specific electronic RPI and
send showing the recruiter’s name, the station address and
telephone number. For guidance on how to use the e-mail
campaign refer to USAREC Message 05-071 and 05-104. Thereis
also auseful “how to” link for e-
mail prospecting at http://

Eligibility_Processing/
PolicyBranch.html
Therecruiter will havethe
ability to create a prospecting plan
or prospecting method, area or
phone list and the time frame to
accomplish goals. Thisplanis
then sent to the station com-
mander for review to seeif the
plan isappropriate and will ensure
that the station reaches its goals.
Once the station commander has
reviewed theplan, it will be
returned to the online planning guide, either approved or
disapproved. Thisnew calendar feature will allow arecruiter to
keep track of prospecting plans, scheduled events and manage
follow-ups.

Once the recruiter’s plan has been approved and conducted,
there are several reportswithin Recruiter Zone which measures
results and adjusts as necessary. These reports will allow users
to compare the recruiter’s achievements and standards to the
station and command standards. These reports will display the
station and recruiter achievements by category (All, Grad,
Seniors or Others) by number or conversion percentage.

Recruiter Zone leads management Phase | streamlinesthe
recruiter’swork by checking for duplicate |leads and by giving
common accessto al leads for the station. This, along with the
lead being displayed in the order of its propensity, will reduce
the number of telephone calls made by recruiters and result in
an increased number of contracts and a better quality of life for
therecruiter.
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By Len Butler, New Orleans Battalion

ost people who join the Army can only imagine what

it would beliketo servein Irag. Jackie Purrington

saw it firsthand as a civilian project manager for the
U.S. Army Corps of Engineers.

That's when she had an epiphany of sorts. Working closely
with Soldiers, she witnessed the austere conditions and the
typical 16-hour days, with little time off. However, she also saw
the camaraderie, the dedication to duty, and what it felt like to
bein the Army family. Then she saw her futurein uniform.

At the grand opening ceremony of New Orleans Battalion's
new headquarters Aug. 18, Purrington was commissioned a
second lieutenant in the Army Reserve. At 42, the New Orleans
native became another one of the dozens of over-40 Americans
from across the country who have answered their call to duty.
Moreover, she becamethefirst officer to be direct-commis-
sioned by U.S. Army Recruiting Command.

Purrington’s journey began when she volunteered for the
Iraq assignment and arrived in Baghdad in July 2004. Asa
project manager for the U.S. Army Corps of Engineersbased in
the Green Zone, sheinitially worked on sewage and water
projects. Purrington said the experience of working with
dedicated Soldiers and Iragis gave her the feeling that she was
part of something special, which provided her with the motiva-
tion to become an Army officer.

“You felt like you werereally contributing to something that
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was much bigger than yourself and that whole blend is what
got me,” shesaid. “My Army friends there referred to it astheir
‘Call to Duty’ and it got to the point to where it was something
| feltl would liketo do.”

Her timein Iraq didn’t come without its share of learning
experiences. Shortly after she arrived, she met Command Sgt.
Mgajor Jeffrey Mellinger of the Multi-National Force—Irag.
Mellinger noticed Purrington’suniformin disarray and pro-
ceeded to give her a stern lecture that only a sergeant major
could provide. It gave her alesson she never forgot.

“It was over 100 degrees and | had not had any training on
the wearing of the uniform,” sherecalled. “| was so hot | took
my DCU jacket off and Sgt. Maj. Mellinger, who was nearby,
assumed that | was a Soldier. | have never worn the uniform
wrong again since that day.”

The encounter with Mellinger aside, Purrington said she
integrated with Soldiers quickly. She worked and lived the same
lifethat the Soldiers did aswell as shared in the same dangers.

“1 worked side by sidewith [Soldiers], working in the same
offices,” she said. “I went on convoys with them and even took
(enemy) weaponsfire on occasion, as well as some rocket and
mortar attacksin and around our compound.”

Along the way, Purrington met and worked with the man

[



who would later become one of her strongest supporters —
Corps of Engineers Gulf Region Commander Brig. Gen. Thomas
P. Bostick. She said they quickly established a strong working
relationship.

“Heand | arrived in the Gulf region at about the sametime
and | worked closely with him — in particul ar with the battle
update briefings,” Purrington said. “We were working very
hard to get reconstruction projects started and he came to see
us pretty frequently to check on the progress of the projects
and helped us get these projects off the ground.”

Purrington said she and Bostick worked more frequently
together when she was assigned as the Corps of Engineers
liaison to the Multi-National Security Transition Command -
Iraq, which assisted in the rebuilding of police stations and
military basesfor the Iragi security forces. Astheliaison, she
was in contact with Bostick almost every day. It was also
during that time she confided to him her desire to be a part of
theArmy.

“When wewerein Baghdad, | told Gen. Bostick, ‘ You know,
| kindalikethismilitary thing.” Helaughed and said, * Aren’t
you alittle old for this?” sherecalled.

Purrington said nothing more was spoken about her joining
and she didn’'t pursue the thought any further. She eventually
returned to New Orleans and several months later, Hurricane
Katrinamade its assault on the Gulf Coast. Purrington said
Bostick contacted her out of concern but also with some
interesting news.

“1 received an e-mail from Gen. Bostick after Hurricane
Katrinawanting to know how | was doing,” she said. “Then he
mentioned our conversation in Irag and asked if | was still
interested because the age to join the Army had been raised, so
| jumped on the opportunity.”

In the aftermath of Hurricane Katrina, Purrington said she
again worked with members of the military almost exclusively.
The 15-year veteran of the Army Corps of Engineersin New
Orleans had frequently worked with the military members of the
Corps. Following the storm though, she became akey member
of arecovery teamin New Orleans— working with newly
called up Reservists and National Guard Soldiers. She said the
atmosphere of the recovery effort brought back memories of
what it waslikein Iraqg.

“| was the battle captain in our TOC working side-by-side

with themilitary again,” she said. “Katrinawasamajor re-
sponse for me as a civilian because our operations were so
military based (as opposed to civilian recovery operations).”

Drawing on her experiencein the Corps of Engineers,
Purrington will report to the Officer Basic Course at Fort Riley,
Kan., where shewill earn her branch classification asan
engineer. She was assigned to the 377th Theater Support
Command, based at Belle Chasse, La., near New Orleans.

Though she looked younger than her years, Purrington said
she has never felt her age more than when she was preparing
herself for her commissioning. With the help of her co-workers
in the Corps, however, sheimproved her fitness, which in-
cluded aweekly five-mileroad march in which she carried a30-
pound rucksack. She said her fitness and maturity will help her
tackle whatever she encountersin the Army.

“1"ve always worked out regularly but I’ m in better shape
now than I’ve beenin along time,” she said. “Even though I’'m
older, you go through difficult partsin your life and being in
themilitary isn’t going to be easy but I’ m looking forward to
the challenge.”

In February 2005 Jackie Purrington received the Superior
Civilian Service Award from Brig. Gen. Thomas Bostick in
Baghdad, Irag. U.S. Army photo
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By James Woodruff, USAREC Security

A re you smarter than your smart card? Hopefully the answer
isyes. That is, if you know what a smart card is and what
it meansto you.

Your smart card isjust asimportant asyour driver’slicense,
acredit card or bank debit card and must be safeguarded in like
fashion. The information contained in and on these cardsis
about you. Should someone else gain possession of this
valuableinformation, identity theft and material |oss may occur
causing you serious difficulties and even place others at risk.

By now, all Soldiers, civiliansand contractorswithin
Accessions Command and USAREC have the DoD Common
Access Card. Let'sreview what asmart card is and what the
design features are.

Takealook at your CAC. It'sasmart card. A smart card,
identical in size and feel to a credit card, stores and processes
information on a chip (integrated microprocessor) located
within the body of the card. The chip holds a variety of
information and may include monetary — valuefor retail and
vending machines, rapid check out, aswell as applications for
access to information systems and facilities.

The CAC isacontact smart card that meets prescribed
standards for integrated circuit cards for electrical integrated
microprocessor chip. Contact smart cards must be inserted into
asmart card reader and have a contact plate on the face, which
makes an el ectrical reading from and writing to the chip when
inserted into the reader. The CAC contains 32K of data storage,
alinear bar code, atwo dimensional bar code, a magnetic stripe
and a color digital photograph. These features and functions
permit multiple applicationsfor bar code readers, magnetic
stripereadersand ICC readersaswell asproviding flexibility for
use with various existing smart card infrastructures including
accessto Information Systems (which includes e-mail identity
and encryption certificates).

The CAC isthe standard ID card for active duty members of
the uniformed services, selected Reserves, DoD civilian
employees and eligible contractors. The CAC may also be used
to enable access to buildings and controlled spaces, access to
computer networks and systems, and |D data for entitlements/
benefits.
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Have you wondered what information isin embedded in the
chip, the magnetic card and bar codes? Here's the answer:
Public key infrastructureinformation, card expiration date, card
issue date, card security code, expiration date of the chip, full
name, social security number, gender, blood type, government
agency, branch of service, duty status, pay grade, pay cat-
egory, rank, date of birth, organ donor status, height, weight,
hair and eye color, address, photo, phone humber, nonmedical
and medical benefits dates, and various other “codes’ (includ-
ing DoD contractor function, meal entitlement, exchange,
commissary, MWR and civilian health care entitlement). This
information comesfrom the Defense Eligibility Reporting
System which is populated from source data from the services
and DoD civilian personnel systems. That’sabit moreinforma-
tion than on your driver’slicense or debit card.

You may be wondering, “What is the relationship of the
CAC card and security?’ I’m confident that most of uswould
not intentionally place or leave our driver’slicense or credit/
debit card somewhere for someone else, who just might happen
by, to secureit for you. And, of course, no one puts their PIN
code on or near their credit/debit card either.

Consider the potential risksif you loose your driver’'s
license. Someone can pose as you, get another license or use
the same license with modification to take on your identity.
Lose or have your credit card or bank card stolen and it won't
be long until you may owe more than you ever thought
possible or soon discover that the funds that you once had are
gone.

Take another look at your CAC card. Can you think of the
ways it could be used by someone other than yourself? What if
your PIN was known to the other person? Although the CAC
card’s |CC ismore secure than any other card technology, the
PIN isthe key to security. A person would have to know the
PIN to access this data. An individual would have to resemble
the person’s photo on the CAC for use as identification.
However, one should always be aware that there are those that
find it achallenge to compromise and defeat security protocols
in order to capitalize on the data that can be obtained, just for
fun but mostly for their profit.

The CAC and the PIN should be treated as sensitive items
and kept in the possession and control of the individua at all
times. Leaving the CAC in the desktop or |aptop reader while
away for just amoment is an unwise practice. Report alost or
misplaced CAC to your supervisor or security representative as
soon as possible and return to the issue site for a replacement.

Be as smart asthe smart card. Safeguard it and the PIN to
prevent risk and possible consequences of loss to yourself,
facilitiesand information systems.
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Enhanced EX:LNs
Event Support Site

By Lori Mezoff, America’s Army public relations director

“America’ sArmy,” the Army’s own computer game sensation,
isatool for recruitersto sustain Future Soldiers’ enthusiasm
and to capture the interest of potential recruits. In 2004, the
“America’ sArmy” team launched an Event Support Siteto
support recruiters’ game events endeavors. Since its debut, the
“America’sArmy” Event Support Site provided tools, materials
and support to more than 1,500 recruiters and publicized more
than 2,000 successful “America’sArmy” events. Now, recruit-
ers have access to an enhanced Event Support Site.

The“AmericasArmy” Event Support Site (http://events.
americasarmy.com/index.php) providesrecruiterswith the
information and assets they need to leverage the “America’s
Army” brand in support of their recruiting objectives at
recruiting and Future Soldier events. The site offers a step-by-
step plan for recruiters who wish to use the “America’s Army”
games to open adialog and establish rapport with young
Americans. The“America’sArmy” Event Support Site hasan
extensivelibrary of resourcesthat will facilitate the creation,
planning, promotion and rollout of America’ sSArmy eventsof all
types and sizes.

Recruiterscan visit http://events.americasarmy.com/index.
php to use the following resources:

Planning

The Event Support Site offers detailed instructions on how to
plan, promote and execute acommunity or school-based
tournament or event. To ensure a successful and well-attended
event, the ESS offers the following resources:

* Creative ideas and case studies for using the “America’s
Army” game. These example eventsare designed to fit awide
range of budgets and needs.

* A step-by-step activities checklist for hosting a variety of
events. This planning tool offers materialsranging from lists of
possible event partners and venue suggestions to instructions
on how to set up computers at the events.

* A calendar of al of the* America’sArmy” events currently
in progress. This events calendar serves as both a resource for
recruiterslooking to plan an event, aswell as apromotional
tool for communicating with civilians about upcoming events.

» Tipsand advice from experienced event planners.

* Information onthe“ America’sArmy” game, including the
latest news and versions of the game.

Putting it together

Once recruiters have designed their event, the ESS has an array
of resourcesto facilitate the event, including:

* Posters and printouts

* Promotional downloadsincluding online promotional
visuals, press releases, posters and banners.

» ESS Store, whichisfreeto recruiters, and allowsrecruiters
to order avariety of T-shirts, hats, game discs, prize kits,
banners and posters.

* Event partners who offer their expertise to assist recruiters
in the planning, preparation, and execution of events.

* MobileLAN Kitsthat offer recruitersacomplete
“America’ sArmy” tournament on wheels. The MLK includes
an“America sArmy” branded trailer packed with high-end PCs
and network hardware, aswell as“ America’ sArmy” staff to
help conduct the event.

Promote

The“America’sArmy” Event Support Site offersamultitude of
useful tools to help promote and run events.

» An online events calendar that helps recruiters create,
manage, publicize and track events.

» A Web site builder for creating promotional Web sites for
events. These Web sites can also be used to register players.

» A Weblog builder for creating promotional Weblogs for
events.

* Customizable public relations materialsincluding press
releases, fact sheets, frequently asked questions, etc.
Playing
Once the event day has arrived, recruiters can take advantage
of:

* A selection of event management tools to assist recruiters
in all aspects of event coordination and execution from set up
to awarding prizes.

* Trackable player stats and team standings via automati-
cally generated live tournament brackets

 Event Support staff to attend and assist in events. Staff is
available depending on size of event and priority.

In addition, the Army will also incorporate portions of the
“America’sArmy” Event Support Siteinto the Local Recruiting
Support System in order to provide more game and event
information to recruiters.

Battalion APAs wishing to have their event highlighted in
the press should contact L ori Mezoff at |ori.mezoff @us.army.
mil or (301) 879-9030.

For more information on hosting game tournament contact
Kristin Winters (kwinters@ignitedminds.com) or Nick Gross
(ngross@ignitedminds.com) or call Ignited Minds, Inc. at (310)
754-3200.

The project director and deputy director for the“ America's
Army” game (located at the OEMA offices as West Point) can
bereached at (845) 938-3599.
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Educators
Tour Fort
Leonard
Wood

Story and photo by Jimmy McDowell,
Des Moines Battalion

es Moines Battalion hosted an educators’ tour at Fort
L eonard Wood, Mo., home of the Army’s Engineer,
Chemical and Military Police commands.

Their first stop was at the Maneuver Support Center. Mark
Premont of Planning, Analysis, and Integration gave the
educators an overview and explained that Fort Leonard \Wood
has three training brigades and a Maneuver Support Center
consisting of the Engineer, Chemical and Military Police
commands.

Then it was off to the 43rd AG Battalion (Reception) Center.
Lt. Col. Wendy Bechtel, commander, gave educators awelcome
and Sgt. 1st Class Daren Baker instructed educators on the
stations for a Soldier when in-processing, from ID card issue to
new uniforms.

Stem Village, better known asthe Military Police School
Training and Computer Weapons Training Center, was the next
stop. Sgt. 1st Class Scott Wildman gave educators a tour of the
mock military police station. He explained how they create a
training environment simulating what an MP would find on a
military installation and the situationsan MPwill experiencein
redl life.

Educators ate lunch with Soldiersfrom lowaand Nebraska
who were attending basic training and talked with them about
their training experiences.

The group spent the afternoon touring the Chemical
Defense Training Facility. John Morrisy showed avideo, which
included the history of Army chemical operations. They visited
the chemical training classroomswhere alive nerve agent is
used in atraining environment.

“Asacivilian, | would never have had the opportunity to
seeachemical training center,” said Vicki Terronez, aKirkwood
Community Collegeofficial. “ Seeing and hearing about the
equipment and gas masks was extremely informative.”

The Joint Driver Simulations Facility was next. Thiscom-
bined service facility provided hands-on experience with
driving smulators.
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Sgt. 1st Class Paul King, drill instructor and group tour guide, explains the
plumbing trades classroom to several of the battalion’s COls.

“Drivingthe FMTYV tactical 5-tonwasan experiencel will
remember,” said Davenport Central High School guidance
counselor Carol Daniels. “ It wasinformational, inspirational,
entertaining and beneficial in many ways.”

The educators spent the next morning at the Truman
Education Center. Lou Stewart, director of the center, provided
an overview of educational opportunities offered at Fort
Leonard Wood.

“We have six colleges working on post with us. They offer
over 250 different eight-week courses and work hard with
Soldiers on class attendance to complete their course work.”

She explained that the colleges at Fort Leonard Wood teach
with amemorandum of agreement to ensure that they provide
the type of coursework the Soldiersrequire.

“Wealso are very involved in Basic Skills Education to help
Soldiersdevelop individual skillsto increase their duty
performance,” said Stewart.

The group viewed the Drafting and Survey course, whichis
a 14-week course. Students were using the latest in Auto CAD
software to produce quality projects for the Army. Other areas
included a materials testing classroom and high tech, hands-on
survey training for upcoming projects.

At the end of the tour was the plumbing trades course. Sgt.
1st Class Paul King, drill instructor and tour guide, explained to
educators how the Army feels about Soldiers today.

“The Army spendsalot of time, effort and money to make a
Soldier successful,” he said. “No one wants a Soldier to fail,
not adrill instructor, not ateacher, nor aleader. We all set every
Soldier up to succeed.”

“Theentiretour wasexcellent,” said Jim Gale, AlgonaHigh
School counselor. “I especially enjoyed the opportunity to
learn about the schools and comparable civilian careers and
educational opportunities available. | have come away with a
tremendous sense of pride and respect for what the Army has
to offer and for the opportunitiesit provides to our young
people as Soldiers.”



Pedestrians pass by thgsA
Center in Hollywood, Ca&

Story and photo by Steven Donald Smith,
American Forces Press Service

ollywood Boulevard may be better known for itsglitzy
“Walk of Fame” and seedy nightlife than asaplaceto

recruit servicemembers, but theArmed Forced Career
Center issigning up recruits aplenty.

“Wherever there's alot of foot traffic, it’'sgood for a
recruiting station,” said Sgt. 1st Class Bryan Williams, the
station commander.

People who never previously thought about joining the
military seethe Hollywood recruiting station and stroll in with
guestions, Williams said. Since the station islocated in a high
tourist and transient area, about 40 percent of its recruits reside
outside of California.

The station also generates untold numbers of recruits for
other stations, he said.

“What this office doesis embed the Army in tourists’ minds.
They may stop in on vacation and go home and think about it
more,” Williams said. “ The person might not join at this station,
but they may join at another station in another state just by
visiting here.”

Asan example, hereferred to ayoung Farsi-speaking couple
at the station Aug. 18 talking to arecruiter about enlisting.
Linguistsarein high demand, especially Farsi and Arabic
speakers, Williamssaid.

“They’ relooking to make adifferencewith their life,” he

said. “They haven't made a decision yet, but we' re showing
them what the Army hasto offer.”

He said people have different reasons for joining, and his
recruiters go out of their way to determine potential recruits
goals and interests.

Williams said recruits at his station come from all walks of
life

“Not everyone who graduates from (the University of
Californiaat LosAngeles) hasajob. Not everyone who
graduates from (the University of Southern California) hasa
job,” he said. “We' ve had plenty of people from UCLA and
USCjointheArmy at thisoffice.”

Potential recruitsare given afive-year projection compari-
son between life in the private sector and the Army.

“What company can you go to who will pay back your
student loan or pay you while you go to school 7’ he asked.
“1"ll tell you: nobody.”

Williams, a 16-year veteran who's donetwo toursin Irag,
said hisjob isto make sure applicants are satisfied with what
they get. “ Therecruiting station istheir first taste of the Army,”
he said.

Every two weeks, the Hollywood station holds preparation
classes for recruits so they’ Il know what to expect when they
arrive at basic training. “We just don’t send them off to training
without teaching them alittle about the Army, so they can
adapt to their new environment,” Williams said.
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Future Soldier
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tatives Patricia
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Medinaand John
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inthe Future
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Army photos

Center Links Future Soldi

By Walt Kloeppel, RJ associate editor

ruitersworking with their Future Soldiers are getting
R;come added support viaa pilot program that is currently
availablein 10 battalions.

The Future Soldier Center has spun off from Cyber Recruit-
ing to be an online chat strictly for Future Soldiers.

“Alot of peoplearefamiliar with goarmy.com and the chat
rooms, links and interaction there. Futuresol diers.com focuses
on the Future Soldiers. We provide information and we prepare
them mentally, physically and emotionally for basic training,”
said John Dunlosky, branch chief of the Future Soldier Center
at Fort Knox, Ky.

“We also provide information for family members, spouses
[and] links to various supporting agencies. We can show them
how to do AK O registration, which ismandatory by CG's
policy.”

Future Soldiers now have a site they can call their own.
From packing lists of itemsto bring to basic training, to
physical fitness assessment, Future Soldiers have a direct link
to get the information they seek. They can even link up with
other Future Soldiers who are going to the same basic training
location and get to know them online before they arrive.

“They can talk to us, they can talk to arecruiter, but now, we
can even pair them up with someone who is going to be
training with them,” said Dunlosky. “[It’s] good to have
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someone you' re already familiar with when you get to basic
training.”

Dunlosky’s staff of subject matter experts monitor the site
through seven terminals Monday through Friday from 10 am.
to4p.m. EDT.

Itis Dunlosky’s opinion that keeping the program going will
be based on getting the word out to the stations to use it.

“1 just recently was afirst sergeant in arecruiting company,
and | really wasn’t aware of the whole potential or capabilities
of the FSC and what it could do for us,” said Dunlosky.

An added benefit is that once a Future Soldier has estab-
lished an AKO account, their spouse may also contact the site
to find out what to expect as an Army spouse and what is
availablein benefits, such as housing, medical and commissary
privileges.

The Future Soldiers Center is also able to do some
“gpecia” chats, such as the recent one for 63A and 63M MOS
series (M1 Abramsand Bradley maintainer). Future Soldiersin
those MOSs were able to chat with the drill sergeants who will
train them and talk about the equipment they will be trained to
maintain.

“The drill sergeants did fantastic. They just grabbed it. They
were right into chat, giving direct answers, which isn’t the
‘book’ answer ... lots of quality feedback,” said Dunlosky.



ers with Army

Doesthe Future Soldier Center help Future Soldier reten-
tion?

“Asarecruiter and afirst sergeant — definitely — because
any positive influence that you can put on a Future Soldier
preparing to ship reaffirms your commitment and reassures

LR

that, ‘hey, thiswasagood idea,’” said Dunlosky.

While cyber recruiters chat with those who are interested
injoining the Army, the Future Soldier chat is specifically
geared for those already in the system. It covers concerns such
as pay, direct deposit and what they need to do to ship.

“That’'swhy we try to make the site specifically not only to
help the Future Soldiers, but to help the field and help the
recruiter accomplish what he needs to do. We actually have a
step-by-step breakdown of theinitial orientation on this. It
makes the Future Soldier aware of what to expect, what to
preparefor. It helps keep therecruiter on track with the CG
requirements. It will take the Future Soldier all theway to * ship’
day,” said Dunlosky.

“You’ re keeping them engaged and focused on what we're
trying to get them to do, which is stay out of trouble and take
care of personal situations, [and] get ready for basic training,”
said Dunlosky.

Sgt. 1st Class James Grider, program manager for the Future
Soldier Training Program, hit on the retention improvement with

some numbersfor the 10 battalions within the program.

“Commandwide right now we have about a9 percent loss
rate. For those who have been contacted on aregular basis by
the Future Soldier Center, they’ reat 0.7 percent. It’sworking,”
said Grider.

Grider isresponsible for the regulatory guidance on how
Future Soldiersaretreated. Guidelinesincludethat recruiters
must contact Future Soldiers between three and 10 days after
initial orientation. Thereisamandatory telephonic follow-up
once every other week and a mandatory face-to-face once a
month, which becomes weekly when the Future Soldier gets
within 45 days of shipping. While the Future Soldier Center
givesthe Future Soldier extra contacts for information before
shipping, in no way should it be construed as replacing the
recruiter’sregulatory guidance when it comesto recruiters
executing their Future Soldier maintenance responsibilities.

“One of the things that recruiters need to do is ensure their
Future Soldiers have AKO accounts and know how to get on-
ling; it’smandatory” said Grider. “The CG saysafter 10 days
every Future Soldier will have one. It’s something that the CG
has taken note of and put command emphasis on.”

Dunlosky encourages input from the field on ideas and
implementations which could be incorporated into the Web
site. Contact him at fsc@usarec.army.mil or (502) 626-1460.
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The meat and potato
National Security |

By Lt. Col. Bill Spadie, USAREC deputy chief of staff

transition manager, my roleisto oversee

USAREC's conversion to thisnew civilian personnel
system. The civilian workforce and their supervisors (both
military and civilian) must beginto familiarize themselveswith
its components. As the first step in this training process, all
supervisors are required to complete the online NSPS 101
Course, and all civilian personnel are encouraged to do so as
well (Tasker# G3T06-08-00). Aswe move closer to implementa
tion, further guidancewill be provided in USAREC civilian
personnel newsl etters, Recruiter Journal articles, briefings,
training from human resource providers, etc. Rebecca Parish,
USAREC civilian personnel officer, serves as deputy NSPS
transition manager. We are working together to ensure that our
employees and supervisors receive the training needed to
thrive under this new system. An NSPS overview follows. You
are also encouraged to access the NSPS website at http://www.
cpms.osd.mil/nsps/.

As USAREC'sNational Security Personnel System

What isNSPS?

NSPS providesastreamlined, flexible civilian personnel system
for Department of Defense employees and their supervisors. It
isthe most significant change to civilian personnel since the
1978 Civil Service Reform Act. DOD developed NSPSin
conjunction with the Office of Personnel Management, which
was signed into law on Nov. 24, 2003. DOD employees, supervi-
SOrs, managers, senior leaders, union representatives, Con-
gress and public interest groups provided input into the
development of NSPS.
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What isthe purpose of NSPS?

NSPS alows DOD to carry out itsmission in today’s environ-
ment by allowing swift response in an environment of ever-
changing national security threats. It relieves managers and
employees of the outdated, cumbersome General Schedule
system and replacesit with aflexible, market-based one that
allows placement of employeeswhere needed, at thetime
needed, while maintaining merit system protections.

When do employees convert to NSPS?

Some DOD employees have already converted to NSPS under
Spiral 1.1 and others are scheduled to convert under Spiral 1.2
between October 2006 and January 2007. USAREC employees
have been slated under NSPSin Spiral 2, projected for October
2007 — January 2008. On June 16, the secretary of the Army
directed aggressive NSPS implementation and the addition of
organizations/employeesto the NSPS Spiral 1 deployment plan.
By thetimethisarticle appears, it isanticipated that Spiral 1.3
organizationswill have been announced, which may include
some USAREC organizations commandwide.

How do employees convert to NSPS?

Conversion will require no action from employees. Supporting
human resource providerswill convert employeesto NSPSwith
no lossin pay. Actually, employeesat Steps 1 —9 will receivea
salary increase to their base pay, based on a prorated payout
for their within grade increase which is being eliminated under
NSPS. The employees' payout will be based upon thetime from
their last within grade increase to NSPS conversion. Employ-
eesat Step 10 areineligiblefor aWIGI and will not receivethe
conversion payout.



es of the

Personnel System

How does classification change under NSPS?

The GS grades will be replaced by less restrictive pay bands.
Instead of over 400 OPM GS classification standards, there will
be 15 job standards. Because NSPS classificationisless
specific, itisalso lessrestrictive— allowing easier movement of
employeeswithin bands. Generally, employeeswill be con-
verted on the same position description to which they are
currently assigned.

What is the pay band system?

Jobs are classified into major career groups, pay schedules and
pay bands. The career groups comprise four major groups of
work: i.e., standard, scientific and engineering, medical and
investigative/protective services. The vast majority of
USAREC positions are within the standard career group which
contains four pay schedules: i.e., professional/analytical,
technician/support, supervisor/manager and student. Each pay
schedule (except student) is made up of a pay band for entry
level, full performance, or expert work. NSPS pay tablescan be
found at http://www.cpms.osd.mil/nsps/paytables.html.

How isrecruitment changed under NSPS?

Under NSPS, recruitment becomeseasier. For example, the
“rule of three” iseliminated for external recruitment, allowing
managers to select from more than three candidates when all
recruitment sources are considered. Veteran's preference and
merit systems protections are maintained. Career conditional
statuswill nolonger exist, but employeeswill still servea
probationary period upon entering federal service.

How is performance managed?
Under NSPS, performance will closely tie compensation to

mission. First, supervisors and employees work together to
develop job objectives which are measurable and closely
aligned to USAREC goals/mission. During therating cycle,
supervisors communicate with employees to ensure job
objectives are current and work meets expectations. At the end
of therating cycle, the employeeis assigned arating ranging
from 1 (unsuccessful) to 5 (role model). An automation support
tool aids this performance management process.

Note: Employees with a successful or greater rating under the
TAPES system will convert to NSPSwith a 3 rating until the
next appraisal cycle.

Under NSPS, the supervisor may recommend a bonus,
increasein base salary or acombination for an employee who
has successfully met job objectives. Once the appraisal cycleis
complete, the supervisor submits employee ratings to a pay
pool panel with recommendations for payoutsin the form of
increase in salary or bonuses. The pay pool reviews recommen-
dations to ensure equity and consistency in ratings and
payouts. It reconciles the payout distribution and submits for
final approval to the pay pool manager, who determines the
final distribution.

What isthe biggest change under NSPS?

Market-based compensation may be the biggest change under
NSPS. Compensation will be based upon several factors. First,
the secretary of defense adjusts pay ranges within bands each
January. There isno longer a cost of living increase; instead,
the secretary of defense sets Local Market Supplements. For
example, the secretary of defense sets aworldwide base pay in
the standard career group. Then, an LMS may be added for
specific occupations and/or high cost-of-living areas.
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Family

Recruiting: It’s
a Team Effort

By Maria Gallegos, Dallas Battalion

t. Rick Frank hastaken Lewisville Company by storm.

‘ Hetook command June 23, at the Fort Worth Naval Air

Station and Joint Reserve Base, with agreat anticipation
of making hiscompany number onein Dallas Battalion.
According to his recruiters, he shows high motivation and
strives to turn the company around. During the many phases of
planning and executing, he first recognized the importance of
having the recruiters’ spouses involved in the recruiting efforts.
To gain involvement, he coordinated the Spouse Appreciation
Luncheon, July 8 in Grapevine, Texas. The event was long
overdue, according to Frank.

“The spouses of recruiters need to get a better understand-
ing of what the recruiting world isall about,” said Frank. “The
more they understand, the more they will comprehend why their
spouses are working long hours and come home stressed. If
they have more knowledge of the monetary benefits and the
new RIP program that is offered to the recruiters, they might
even get more involved in getting their spouses motivated to
make mission box every month—it'sa
team effort. | want thelunchto bea
Recruiting 101 for thewives.”

Karen Brazel, the Dallas Battalion
Family Support coordinator, wasan
attendee who provided information about
Tricareand family support. Frank and 1st
Sgt. John Milsap explained the mission of
recruiting, the recruiting calendar, the new
Recruiter Incentive Program and how it
can put more cash in the recruiters
pockets, and discussed upcoming events.
Catherine Milsap, the wife of thefirst
sergeant, shared her experiences as a
recruiting spouse on support, exchanged
information with other spouses, and gave
insight into being a recruiter spouse. The
event concluded with spouses winning
gift certificates to restaurants and a grand
prize giveaway of a spamassage.

“I’'m so glad that | attended. | met alot
of great people, had alot fun and look

Spouses from Lewisville Company gather at the Spouse Appreciat_ion Luncheon,

“| encourage every spouse to take
opportunities to join the team and to
get to know each other in the com-
pany — spouses are a multiplier in the
recruiting force,”

— Capt. Rick Frank, Lewisville
Company

“1 want to get the wives and children more involved with the
company,” said Frank. “1 want to build atighter closer company.
That’'s why we're doing what we can to bring the spouses
together.”

Upcoming events for spousesinclude: The Oct.6 Safety Day
training — self defense class followed by a potluck, and the
Nov. 17-18 Annual Training Conference.

“1 encourage every spouse to take opportunities to join the
team and to get to know each other in the company — spouses
areamultiplier intherecruiting force,” said Frank.

e

forward to the next event,” said Tara
Green, wife of Staff Sgt. Timothy Green.
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July 8in Grapevine, Texas, to make new friends within the company and get a
better understanding of what the recruiting world is all about. Photo by Karen
Brazel



By U.S. Army Combat Readiness Center
Photos by Walt Kloeppel

fingers and toes, broken bones and joint injuries each
year due to improper use of lawn mowers, according to
the American Academy of Orthopedic Surgeons.

About 80,000 Americans go to hospitals with [awn mower
injuries each year, with the majority of theinjuries affecting
children 15 and younger and adults age 60 and ol der, as stated
in arecent study by researchers at the Johns Hopkins

ﬁloomtgegguool of Public Hegalth.

The most common injuries are those caused by debris

T housands of Americans are suffering deep cuts, io§s- k.

propelled by the spinning blades, but more alarming isthat more

than 800 children are run over by riding mowers each year,
according to the U.S. Consumer Product Safety Commission.

“A lawn mower definitely hasthe potential to become an
extremely dangerousinstrument when it’s used carelessly or
without the proper safety precautions,” said Marie Lozon, M.D.
division director of the University of Michigan Health System
Pediatric Emergency Medicine. “ The vast mgjority of lawn
mower injuriesare preventable.”

To prevent youngsters from being injured by lawn mowers,
the American Academy of Pediatrics recommends parents
restrict children younger than 16 from operating riding mowers
and restrict children younger than 12 from using push mowers.

Reportsindicate that many lawn mower injuries occur on
dlopes, particularly when the ground is damp, in poor lighting
conditions and among inexperienced mowers. To avoid such
injuries, officialsat Walter Reed Army Medical Center recom-
mend operators push mowers parallel to the slope and drive

riding mowers up and down slopes to prevent them from tipping

over. Officials also recommend operators wait for wet grassto
dry because it may clog the chute or cause riding mowersto
dip.

But to help prevent and limit those injuries caused by debris
propelled by the spinning blades, the answer is quite simple,
according to Dr. David Bishai, an associate professor of
population and family health sciences at the Johns Hopkins.

“Thereisreally an obvious countermeasure that everyone
can do, whichisto suit up,” Bishai said in anews release. “ Get
the goggles on and wear long pants and work boots. These are
machines with sharp blades spinning at 160 miles per hour just
inches away from our feet and hands. Everyone needs to
respect the dangers and use common sense.”

i, W

The Outdoor Power Equipment Institute Education and
Research Foundation offers the following tips to protect
yourself before mowing:

¢ Know how to operate your equipment

* Dress properly

¢ Handle gas carefully

* Clear the area before starting

* Never take anyonefor aride on ariding mower
* Operate carefully and follow safety procedures
¢ Keep hands and feet away from moving parts
* Wear hearing and eye protection

The mower’s business end: Blades spinning up to 160 miles
per hour pose athreat to those who do not heed caution.
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Field File

Sky Soldiers Cobra Helicopter Demonstration Team at Dayton Air Show

Story and photo by Kim Martin, Columbus Battalion

TheArmy Aviation Heritage Foundation’s Sky Soldiers Cobra
aerial demonstration team hel ped draw a crowd to Dayton
Company’s exhibit space when they debuted at the Dayton Air
Show on July 29.

“Our mission isto connect the American Soldier with the
American public as an active, accepted and admired member of
the American family through the story of Army Aviation,” said
Michael Brady, president and CEO of AAHF.

“The Cobrawe have on display in the exhibit areais one of
the four that is used during the aerial demonstration,” Brady
said. “ The majority of the Cobrasin our demonstration have
been used in combat and all of our pilots are highly experienced
with the majority having combat experience aswell. Thisisthe
real deal.”

Thefour AH-1 Cobra helicopters, freshly paintedinthe U.S.
Army’s signature black and gold, demonstrated the maneuver-
ability of the attack Cobra. The crowd, totaling about 150,000in
two days, could not help but want to check out the helicopter
up close and personal.

“These guys have been a fantastic draw to our exhibit area,”
said Tony Miltenberger, arecruiter in Dayton Company and the
NCOIC of theevent. “Mike (Brady) and the other members of
the AAHF have just been great to work with.”

The AAHF has been operational for about nine years. The
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pilots and others volunteer their services.

“We do this because we love it,” Brady said. “Many of us are
retired Soldiers and some of usare still in the Reserves. We
think it’simportant to bring the real Army aviation experienceto
the general public.”

USAREC seemsto agreewith Brady. TheAAHF Sky Soldiers
are anew test asset available to Army recruiters.

“There's nothing like the unmistakabl e sound of a Huey,”
Brady said. “ Thanksto movieslike Platoon and television
showslike MASH, the general publicisvery familiar with that
sound and associates it with the Army. Our organization offers
the public an opportunity to experience aflight in aHuey that
they would otherwise not be privy to.”

The Hueys used by the AAHF have been restored to ook
and perform exactly asthey did in Vietham. These aircraft have
performed many rolesin combat situations including deploying
airborne cavalry troops and medical evacuations. The experi-
ence people receive at the hands of the Sky Soldiersisas
genuine as possible for civilians.

“We are excited to be part of the Army’srecruiting team,”
Brady said. “If our efforts help open people’'s minds to the
possibility of joining the Army, we would be doing even more
good for our country than we could have imagined.”

L earn more about the Army Aviation Heritage Foundation and
the Sky Soldiersat www.armyav.org/fly.

Cobra Team
pilot Judd
Lewis, a
former chief
warrant
officer who
now is a
civilian flight
instructor at
Fort Rucker,
Ala.,letaboy
getan up

M close look at
the aircraft.



Field File

After Months of Work, Overweight Applicant Takes Advantage of ARMS Test

Story and photo by Kim Martin, Columbus Battalion

Joining the U.S. Army means shedding the fear of the unknown.
It also means shedding any doubt that this country is worth
fighting for. But in the case of an 18-year-old woman from
Pandora, Ohio, it a'so meant shedding 60 pounds.

“1 don’t think my family or friendsrealized how serious| was
about joining the Army,” said Casey Stant. “But when | showed
up to school on career day wearing fatigues, | think they finally
realized how serious| really was.”

Stant’s family has a history of serving the country in both
civil serviceand inthe military. Her father, Scott Stant, isthe
chief of policein Pandora. Also, both of her grandfathers served
inthemilitary.

She decided it was her turn to do her duty for her country.

Sgt. 1st Class Joseph Watern, arecruiter at Limastation,
conducted an interview with Casey in August 2005.

“1 had originally met Casey’sfather who wasinterested in
joining the Army Reserve,” Watern said. “Unfortunately he had
too many medical issuesthat madeit impossiblefor himtojoin,
but it did open the door for Casey.

“1 knew she was going to have to lose some weight before
she could qualify to join,” Watern said. “Many people would
have given up when they found out they had such an obstacle

" . Rl
Casey Stant receives a plaque from Sgt. 1st Class Joseph
Watern during graduation rehearsal.

in front of them. But Casey never gave up.”

Neither did Watern.

With the support of her parents, Stant worked with a personal
trainer three days aweek. Shewoke up at 5 a.m. every day to go
running and then went to the gym every evening for an hour or
two.

Scott Stant said his daughter is living out adream he always
had but was never ableto fulfill.

“We have always tried to teach our girlsthat if you want
something bad enough and are willing to work hard to get it,
you will be successful,” he said.

“We just want her to take advantage of every opportunity
she possibly can,” said her mother, Cindy. “Asa Soldier, a
civilian, and as astudent, if she just works towards her goals,
there's nothing she can't do.”

While Stant lost asignificant amount of weight, it still was
not enough to meet the Army’s height and weight requirement.
As the end of the school year approached, Watern suggested to
Stant that she take the Assessment of Recruit Motivation and
Strength test to qualify for the Army. At thetime, the ARMS test
had only been available at the Columbus MEPS for afew weeks.

“| passed it on thefirst try,” Stant said. “1 didn’t think it was
that hard, but | think it was mostly because of how much
exercising | had been doing over the last nine months. Plusl’m
in marching band and on the basketball team.”

Stant joined the Army for fiveyearsasaMilitary Policeman,
received a$2,000 bonus and the $71,424 Army College Fund.
She shipped to Fort Leonardwood, Mo., on July 26.

She has not yet decided whether or not she will make the
Army her career, but if she does, she may want to spend some
timeinrecruiting.

“1"d like to be able to give more people the chance to hear
about serving in the Army from awoman’s perspective,” Stant
said. “Plus, Sgt. 1st Class Watern has really been agreat friend
and mentor for me. He'slike the big brother | never had.”
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Field File

Columbia Battalion Visits
All-American Bowl Combines

Story and photos by Vernetta Garcia, Columbia Battalion

“Push it out, you can do it, just one more,” was the mantra of
the day. Recruiters cheered and encouraged football players as
they went through drills during one of the many All-American
Bow! Football Combines across the country. Players endured
the South Carolina heat as they ran through pro-agility, 40-yard
dash, vertical jump and bench press.

In July six combines were held at high school s throughout
South Carolina. Thelargest turnout of 92 football players came
at White Knoll High School in Lexington. The other five sites
were also well-attended.

“We' ve seen some pretty amazing talent since we' ve been
here,” said Chris Dombrowski, acoordinator with SportsLink,
the company that organizesthe U.S. Army All-American Bowl.

Before starting the
combinedrills, football
players take a moment

to listen to Staff Sgt.
Jose Rivera.

Players take a moment to
check Army materials and
to talk with Sgt. 1st Class

s Edwin Butler, MEV exhibi-

tor.

Scoults for professional football teams use these combines to
provide astandard format in which to compare players. For the
Army, the combinesare an extension of the U.S. Army All-
American Bowl gameweek, giving recruitersan increased
presence in their schools, especially with football coaches and
players.

Playerswere eager to display their talents. Beforethedrills
began, recruiters were given an opportunity to talk with players.

“We just want you to know that we support you,” said Staff
Sgt. Jose Rivera, recruiter in the Columbia Downtown station.
“Football players share many of the same values aswe —
Soldiers—do.”

As the event came to a close, players gathered around the
Army’s Multi-Exhibit Vehiclefor afriendly push-up contest.
MEV exhibitor Sgt. 1st Class Edwin Butler encouraged players
to do 50 push-ups and receive an Army promotional item.

“It's great to see our fine Americans work so hard,” said
Butler.

Dallas Recruiters Take Part in AFL Football Coaches clinic

Story and photo by Kim Levine, Dallas Battalion

After alargely successful record-breaking season, the Dallas
Desperados, an Arena Football L eague team, concluded their
year by teaming up with local Army recruitersto host aclinic for
high school football coaches June 24 at Texas Stadium.

More than 50 coaches attended the event to learn skills and
drillsfrom Desperados coaching staff, including the 2006 AFL
coach of the year, Desperados head coach
Will McClay.

During the clinic, participants rotated
through stations focusing on strength
training and conditioning, passing, receiv-
ing, offensiveline and defensive line. Army
recruiters were on hand at each station to
assist the Desperados coaches and interact
with the high school coaches.

McClay commented on the partnership
between the Army and AFL.

“You have to have character in the Army
and on the field to carry out your assign-
ment,” McClay said. “It'sagreat team.”

Desperados Chief Operating Officer Shy
Anderson was also on hand to meet and
greet the coaches.
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said. “ They are one team with one goal, and that’s what Coach
McClay emphasizesto our team all thetime.”

Reinforcing the shared values, such as|eadership, teamwork
and the Warrior Ethos, between football players and Army
Soldiers, Lt. Col. Bob Bond, Dallas Battalion commander,
encouraged the high school coaches to accept recruiters’ offers
to help them with their students on and off the field.

Dallas Desperados coach James Fuller demonstrates the fundamentals with Sgt.
“Welearn alot fromtheArmy,” Anderson Jonathan Lewis, arecruiter in Mesquite station. Photo by Kim Levine



Field File

Tampa Gators Take Educators on Tour of Ranger Training

Story and photos by Dana Walker, Tampa Battalion

“Giveway together!” became the battle cry as Tampa Battalion
hosted an educators tour to Camp James E. Rudder, Fla,, to
witness firsthand Ranger training in awaterborne environment.
Lt. Col. Dean Shultis, battalion commander and Ranger, knew a
firsthand look at training would have a greater impact on the
local educators and COls than anything his recruiters would be
abletoillustratein the classroom. Along with battalion Educa-
tion Services specialist Charles Wilson, Shultis put together a
tour that would demonstrate up close and personal the rigors of
Ranger Floridaphasetraining.

Escorted by Capt. Jim Horn and Master Sgt. Bo Barnett, the
group was quickly immersed in training usually reserved for
some of the best Soldiersin the Army —Rangers. After aquick
introduction and overview of Camp Rudder, the educators
observed a cadre jump. Barnett gained the trust and confidence
of the group with his quick humor and ability to relate Ranger
doctrine to their personal and professional experiences.

Barnett explained how Florida phase evolved from atragedy
in 1995 where several Rangers became casualties of hypo-
thermia.

“1 was amember of that class,” he said. “ And because of that
experience, | am ableto relate to current threats, make assess-
ments and implement change that will prevent future accidents.”
Barnett gave a detailed tour of a state-of-the-art operations
center that tracks weather and warns the cadre of any inclement
westher.

“I’m amazed at the Ii'
level of sophistication
and close monitoring
that occurs for Rangers
intraining,” said Natalie
Tarr, guidance counselor
for West Hernando
Middle School.

The educators saw

Members of the educator group
how the cadre reacted to pose with a Ranger instructor after

anincoming lightning completing arope bridge.

storm, which caused the

Rangers-in-training to stop in place and delayed the group’s

observation of the Rangers moving in atactical environment.
The group was filled with questions concerning the “ peer

evauation” aspect of training.

“I"'m interested in how | can apply those principles not only in
the classroom but on the football squad aswell,” said Mark
Buchanan, football coach for Indian Rocks Christian High
School. “The ability to bring peer pressure to bear in a positive
manner, to allow students to see what their peersthink of them,
their teamwork and their abilitieswill beavaluabletool, that |
plan toimplement,” Buchanan said.

The group also saw many of the reptiles native to the region,
including various venomous snakes and the resident alligators,
Stump, Hillary and Spike. Thiswasof particular interest to

Shultis because the Tampa Battalion
mascot isthe Gator.

For many the highlight of the tour was
when the group hit the water and experi-
enced Ranger operations firsthand. Under
Barnett's tutelage, the group was first
shown apractical exercise of building a
rope bridge. Barnett formed a group of
volunteers and allowed them to cross over
arope bridge spanning the Yellow River. It

Y Lt. Col. Dean
was at this juncture that Barnett taught the Shultis and Spike,

group its most impressionable lesson, to the mascot.
“give way together.”

“The most important phrasel’velearned inlifeis‘giveway
together,”” Barnett said as he herded his group of volunteers
into the black ‘zodiac’ boats Rangerstrain with. Talking the
group through a series of commands that would allow an
experienced coxswain to safely navigate the small craft, Barnett
showed how that lone term encompassed the teamwork all
Rangers must havein order to accomplish their mission.

“No one Ranger is going to effectively navigate this boat,”
Barnett said. “ It takes teamwork to move the boat quickly,
quietly and effectively in order to get eight or nine Rangers, two
Ranger instructors and all their equipment from the point of
embarkation to the point they want to go.”

“Giveway together” means each Ranger isrowing forward, in
unison with histeam, all with the same goal in mind.

“These Rangers are sleep deprived, operating on a reduced
diet and fatigued. L et one Ranger have hisfoot dragging in the
water as the team attempts to move forward and you' I quickly
see how one person can hold the entire team back,” Barnett
said.

Thislesson struck a cord with the educators who were awed
and humbled by witnessing the Rangersin training.

“1 had no ideawhat these Soldiers go through,” said Kristie
Weiland, guidance counselor for Sarasota High School, whose
son recently shipped to basic training with a Ranger optionin
his contract. “| feel privileged to experience firsthand the
training my sonwill receive,” shesaid.

Asthe group departed Camp Rudder, Horn had one last
surprise: astatic display with examplesof U.S. aswell as
common OPFOR weapons that Rangerstrain on. The group
fired an M-249 and M-240 with blanksto givethem afeel of
what the weapons are capable of .

“Thisisan unbelievable experience,” said Kelly Wortman,
account executivefor Cox Radio in Orlando. “The ability to
come here, see firsthand how our special forces Soldierstrain
and what they have to endure is just an unbelievable opportu-
nity. To seeit — it'sjust awesome, but to actually fire aweapon
and participate in similar training — now that’saoncein a
lifetime experience.”
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News Briefs

AAFES Web site
makes uniform
ordering easy

By Army News Service

The latest addition to the
Army and Air Force Exchange
Service' sExchange Online
Store makes ordering and
assembling uniformseasier.

Thevirtual exchange'snew
“Uniform Ready-to-Wear” site
lets Soldiersorder uniforms
with such add-on items as
boots, belts, T-shirts and
socks. Nameplates, rank,
insignia, badges and patches
can be sewn on by local
alterations contractors. Orders
are then shipped to the
Soldier’sdoor ready to wear.

“Thisis agreat opportunity
for active and Reserve
Soldiersin remotelocationsto
purchase their ACUs,” said
AAFESArmy Program
Manager, Military Clothing,
Mg. LulaHart-Evans.

“ Assembling acomplete
uniformisnow assimpleas
using apull down menu.”

Operational since July 24,
the“Uniform Ready-to-Wear”
siteisat www.aafes.com.
Select “Military Uniforms
Ready-to-Wear” fromthe
Shop by Department menu.

Army Suggestion
Program awards
cash forideas

By Jim Paszek,
USAREC Suggestion
Program coordinator

Start FY 07 with abang:
submit an Army suggestion.

FY 06 wasabanner year for
suggestions. USAREC had
more than 300 suggestions
submitted that resulted in 10
suggestions approved. Total
(tangible) savings for the
command was $166,000.
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USAREC paid $8,280t0 10
individuals. All they did was
recognize a problem, suggest
a solution and show the
benefits to the command.

What isthe Army Suggestion
Program?

The program solicits,
processes, approves, adopts,
implements and pays cash
awards for adopted ideas.
Thisisthe only programin
the Army that pays cash to
Soldiers. However, monetary
awardsarelimited to active
duty Soldiers and appropri-
ated-fund civilians.

Howdol submit anidea?

All suggestions are
submitted online at https:.//
armysuggestions.army.mil. In
order to access the system, a
valid AKO usernameand
password is required.
Additionally, you must select
USAREC asyour parent
organization.

What dol need toincludein
the suggestion?

* Explainthe current
situation
® Describe your proposal

® Describe and quantify the
benefits (cost savings, morale,
safety, other)

Who deter minesif theidea
will beapproved?

The suggestions are
evaluated by subject matter
experts and approved by the
functional proponent.

For moreinformation,
contact Jim Paszek at (502)
626-1190 or james.paszek
@usarec.army.mil.

Officer Personnel
Management
System changes

By Lt. Col. Maura A. Gillen,
U.S. Army Human Resources
Command

The Army has announced a
revision of the Officer
Personnel Management
System that will align
branches and functional areas
under three Functional
Categories.

“We're building on a
proven system, but adapting
to the emerging realities of the
21st century security environ-
ment and the capabilities
required of acampaign-
quality, joint and expedition-
ary Army,” said Col. Pat
Stallings, chief of the OPM S
Task Force, U.S. Army Human
Resources Command.

The OPM S Functional
Design, announced viaan All-
ArmyActive(ALARACT)
message, was effective Sept.
5, but most officerswill not
see an impact until spring,
said Stallings.

HRC assignment officers
will beginidentifyingasmall
number of officersfor broader
assignment next summer, with
notifications beginning as
early as January. Thelieuten-
ant colonel selection board
that convenesin February will
be the first to use the Func-
tional Categoriesas promo-
tion categories. HRC will
announce procedural changes
for officer evaluations (report
and support form preparation
and processing) and Func-
tional Designation boards via
MILPER messages.

“The Task Force reestab-
lished the periodic review
process to recommend
changes required for manage-
ment and development of the
Officer Corps, to develop

skillsrequired, today and
tomorrow, and group skills
functionally to meet Army
requirements,” said Stallings.

Therevised OPM S design,
he said, is better aligned to
the critical joint functions
required of the Army than the
four Career Fieldsof OPMS3,
and provides broader officer
development. “ This design
directly supportsthe Army’s
strategy of growing adaptive
leaders,” he stated.

“We are not changing the
core features of the OPMS
system that make it so good
today,” noted Stallings. “We
will continue to develop and
promote functional special-
ists, and we will maintain our
absolute focus on developing
officers warfighting skillsin
their branch.

“We've always had multi-
skilled officers,” he said, “but
are now seeking to develop
theminamoredeliberate way.
OPM Simprovements provide
theframework to build future
senior leaderswho are multi-
skilled and better prepared to
operate as part of joint and
interagency teams.”

The new Functiona
Categoriesare: Maneuver,
Fires and Effects; Operations
Support; and Force Sustain-
ment, which includesthe
special branches. Functional
Categoriesarefurther divided
into Functional Groups that
link branches and functional
areaswith similar battlefield
functions.

Lists of branches and
functional areas by Functional
Group and Functional
Category are available at the
HRC-AlexandriaWeb site,
www.hrc.army.mil, under
Officer Personnel Manage-
ment Directorate.

Stallings noted that thereis
no longer a“3” or “I11" after



News Briefs

G1 News: Fitness club membership update

By USAREC G1

One of the most pressing well-
being issues identified by our
recruiters and their leadership is
the need for paid fitness club
memberships for Soldiers stationed
away from installation support.

Each brigade identified one
battalion to participate in a pilot
program using Army Recruiting
Initiative funds to test the benefit of
purchasing unit fithess club mem-
berships for Soldiers. Beckley,
Miami, Cleveland, Dallas and
Denver battalions will participate in
this pilot program. USAREC is still
working through acquiring the ARI
funds, and hope to begin the pilot
during the 1st or 2d quarter of
Fiscal Year 2007.

Installation support

In June, Maj. Gen. Thomas
Bostick, USAREC commanding
general, sent memoranda to
commanders of Army installations

“OPMS;” it'san evolutionary

thanking them for their continued
support to our recruiters, and asking
them to give our recruiters and their
families priority when visiting facilities
such as medical, dental, legal,
identification card and vehicle registra-
tion offices. Bostick asked for the
installations’ support so recruiters
could quickly return to their mission.

Despite the challenges Army
installations have with supporting
increased mobilization requirements,
they have been responding favorably
to this request. Let your chain of
command and Soldier and Family
Assistance Program Manager know
how this is working. If you are experi-
encing difficulties, let them know so
that they can work with your servicing
installation on this initiative.

Citizenship

On June 22, Army G1 rescinded the
U.S. citizenship recruiter qualification
requirement. Human Resources

Command supported this change
for both Regular Army and Army
Reserve recruiters. All recruiters
must still be a U.S. Citizen, U.S.
national or an alien who has been
lawfully admitted to the United
States for permanent residence.

Two Soldiers who are not U.S.
citizens have already graduated
from the Army Recruiting Course
and are pending assignments to
recruiting battalions. Both
have highly desired linguist abilities
(Korean) that will be helpful in
communicating the Army opportu-
nity to applicants. USAREC G1
takes special care to ensure the
gaining battalions know about their
special skills to ensure they
are placed for success. USAREC
G1 is working with Human Re-
sources Command to leverage the
policy to improve USAREC's
linguist recruiter personnel fill.

system, without numbered
versions.

Reserve-component leaders
are committed to the same
objectivesfor growing 21st
century officers, Stallings
said, and are reviewing the
functionally aligned OPM S
design to determine applica-
bility within their personnel
management systems.

DoD focuses on
electronic voting
options

By Sgt. Sara Wood, American
Forces Press Service

The Defense Department is
focusing efforts to ensure
servicemembersknow their
optionsfor voting in the 2006
elections.

The Defense Department is
responsible for ensuring the
right to vote for military
membersand their families,
and alsofor U.S. citizens
living overseas. It accom-
plishes this through the
Federal Voting Assistance
Program, said Michael L.
Dominguez, principal deputy
undersecretary of defense for
personnel and readiness.

DoD has launched a Web
site outlining electronic
voting options for residents
of each state. The Integrated
VotingAlternative Site
includesinformationfromall
states and territories on the
electronic ballot requests and
delivery alternativesavailable
to U.S. citizens overseas
covered under the Uniformed
and Overseas Citizens

Absentee Voting Act, said
Scott Wiedmann, deputy
director of the Federal Voting
Assistance Program.

Most states allow at least
part of the voting process by
fax, and states are slowly
embracing the use of e-mail
for ballot requests and
delivery, said Polli Brundli,
director of the Federal Voting
Assistance Program.

DoD has developed two
Web-based tools that states
can use in the voting process,
Wiedmann said. Both involve
an online, automated version
of the Federal Post Card
Application, whichistheform
used for voter registration and
request of absentee ballots.
Both are designed for
individualswho are already
registered to votein their

home states. Thefirst tool
would allow registered voters
covered under the overseas
act to log into a secure Web
site, fill out automated Federal
Post Card Applications, and e-
mail themtotheir local
election officials, Wiedmann
said. The second tool would
allow registered votersto
upload the completed
applications to a secure
server, wherethelocal
election officials canlog on
and download the forms and
then possibly upload blank
ballots to the same site for the
voters to access, he said.

Brunelli also said she has
been encouraging officialsto
them to send ballots out early,
SO oversess voters have
plenty of timeto complete and
return them to be counted.
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News Briefs

USAREC
transformation
Initiative

By Maj. Gen. Thomas Bostick,
USAREC commanding
general

NOTE: taken from CG memo
dated Aug. 17.

All military and civilian
personnel are advised of a
proposed transformation
initiative within the command
whichwill impact our com-
mand and control structures.
This transformation has a
projected implementation date
of Oct. 1, 2007.

For thisto occur, many
actions must be accomplished
toinclude, but not limited to:
coordination between brigade
and headquarters manage-
ment and process action
teams to address functiona
workload assessments,
process changes and report-
ing requirements using Lean
Six Sigmamethodology;
briefingswith higher-level
echelons to relay PAT results;
and development of specific
milestonesto ensure atimely
implementation. My intent is
to keep you informed of
progress made as we move
forward.

Whilethere are several
impending forces driving the
proposed transformation, the
primary driversare:

Mission success. USAREC
needs to reorganize function-
ally and structurally to
improve our effectiveness. To
achievethis, the existing five
brigade headquarters would
focus on planning, opera-
tions, training and compli-
ance; the establishment of a
new sixth brigade headquar-
terswould improve the
existing span of control.
Administrativeand logistical
support functions historically

28 | RECRUITER JOURNAL | OCTOBER 2006

performed in brigade head-
quarters would be consoli-
dated at anew Recruiting
Support Center located at Fort
Knox, withthe goal of
providing nationwide support
to our subordinate command
elements. | also anticipate a
more streamlined headquar-
ters staff as some functionsin
directorates and special staff
elementsrealign to the Human
Resource Center of Excel-
lence, anew three-star
command being stood up at
Fort Knox under BRAC, and
theRSC.

Army-driven strength
management. Across the
Army, 14,000-plusmilitary
positions must transfer from
the institutional to operational
Army to meet the needs of our
Army at war. To meet both
TRADOC sand USAREC's
specific requirements,
restructuring must occur to
support this top-driven
mandate.

Asfunctional reviews are
performed, | will have more
information about the specific
impactson military and
civilian positions at brigade
headquarters, battalion and
headquarterslevels. We will
staff thisinformation with all
necessary parties to include
applicable human resources
and union representatives
and, most certainly, shareit
with the workforce through
variousforms.

Intheinterim, | understand
that uncertainty and the
prospect of change can cause
anxiety. | can assureyou | am
sensitive to your concerns
and committed to your
welfare. Tothisend, | will use
all toolspossibleto minimize
the impact of these proposed
changesto the USAREC
workforce.

| extend my thanksto each

of you, and to your families,
for the contributions you
maketo thiscommand every
day. Without a doubt, our
most important resourceis our
people. | remain dedicated to
doing what isright for our
Soldiersand civilians, while
also making the changes
necessary to meet USAREC's
challenging mission and the
Army’sdemand for adynamic
force.

Army to begin
utility billing for
privatized housing

By Army News Service

Somefamilieslivingin
privatized housing on Army
installations became respon-
siblefor their utility consump-
tion beginning Sept. 1.

Residential Communities
Initiatives began billing for
electricity at fiveinstallations
where ayearlong mock hilling
program was recently
completed. Themock billing
program established a
baselinefor electricity
consumption through
consumption patterns,
housing type and size.

Residents who use less
energy than what was
established by their baseline
will earnarebate or credit.
Those who exceed their
baselinewill berequiredto
pay the difference. Residents
should seetheir first bill on or
around Oct. 1.

The installations where
billing began are Fort Carson,
Colo.; Fort Hood, Texas; Fort
Meade, Md.; Fort Lewis,
Wash.; and Fort Campbell, Ky.

Only those residents living
in new and fully renovated
houses receive energy bills.

“These homes feature
Energy Star appliances, as

well asadditional insulation
and energy-saving windows,”
said lvan Bolden, RCI
Assistant for Policy and
Program manager. “ Energy
Star is the housing industry’s
highest energy-saving rating.

“The majority of old homes
arenotindividually metered
so it would be difficult to
gauge energy consumption,”
he said. “But once they are
fully renovated, they will be
includedinthebilling
program.”

Congress passed the
Military Housing Privatization
Initiativein 1996, allowing the
servicesto privatizefamily
housing. Guidance published
by the Office of the Secretary
of Defensein 1998 required
servicemembersin privatized
housing to be responsible for
the utilities they consumed.

Thebilling program was
established by the Depart-
ment of Defense to conserve
energy and track energy
usage. Eventually all military
brancheswill require residents
living in privatized housing to
be responsible for their
energy use.

Under the RCI program,
morethan 72,000 family
housing units at 33 Army
installations have been turned
over to private developers.
The companies manage the
housing and collect rent
through Soldiers Basic
Allowancefor Housing. In
return, the companies provide
property management
services, renovate existing
homes and build new hous-
ing.

Dollars saved through
conservation will mean more
money for construction of
new homes and community
facilitiesat theinstallation;
the savings will stay local.



News Briefs

Senator
announces
predatory lending
ISSue at battalion

By Julie M. Lucas,
Kansas City Battalion

Soldierswill be protectedin
the future from businesses
preying on them and their
familiesthanksto Missouri
Sen. Jm Talent.

Talent recently helped to
co-sponsor an amendment to
aSenate Bill on Defense
Authorization to include the
protection of military families
from predatory lending
abuses. During a stopover in
western Missouri, Talent
dropped by Kansas City
Battalion to makethe an-
nouncement to the local
media

“Predatory lending has
been a staggering problem in
Missouri and around the
country in areas where our
servicemen and women are
stationed,” said Talent.
“These businesses prey on
young military personnel and
charge upwards of 800
percent APR on small loans.”

Onein five active-duty
military personnel were
payday borrowers last year.
Theamendment will limit
annual interest ratesto 36
percent for loans made to
military families, allowing
Soldiersto keep more of their
pay.

“We have to step in and
stop these predatory lenders
from making aquick buck at
the expense of the livelihood
and future of those defending
our freedom,” Talent said.

During hisvisit, Talent
spoke with morethan 20 new
recruiters going through
orientation training. Many of
these NCOs are veterans of

thewar onterrorism. Talent
listened intently to the
Soldiers' concernsand fielded
guestions and concerns from
theSoldiers.

“For the Soldiers, thisis
something long overdue,”
said Command Sgt. Maj. Mark
Boles, Kansas City Battalion.
“These people are leeches
and have sucked the blood
out of our Soldiersfor too
long.”

Caffie becomes
Army Reserve’s
top enlisted
leader

By J.D. Leipold
Army News Service

Command Sgt. Mgj. Leon
Caffiewasswornin asthe
10th U.S. Army Reserve
command sergeant major by
Lt. Gen. Jack C. Stultz,
commander of theArmy
Reserve, at aceremony in the
Pentagon’s Hall of Heroes
Aug. 30.

The ceremony also marked
thefirst timethe Army
Reservewill have adouble-
hatted command sergeant
major. Inthe previous
structure, there were two
command sergeants major —
one served as the enlisted
|eader of theU.S. Army
Reserve Command at Fort
McPherson, Ga., while
another served as the enlisted
|eader for the Chief of the
Army Reserve in Washington,
D.C.

“We've changed that to
one position,” Stultz said.
“Thisis symbolic of not only
bringing in new leadership,
but a'so of the fact that we're
transforming the reservesinto
an operational forcefroman

old-legacy force.”

Stultzinterviewed 16
candidates for the position,
and sought advice from Sgt.
Mgj. of theArmy Kenneth O.
Prestonand TRADOC's
Command Sgt. M. John
Sparks on what qualitiesto
look for in aprospective
command sergeant major.

“They told me‘you’ll know
whoit will bewhenyou fedl it
inyour gut,’” and that’s what
happened when | interviewed
him,” Stultz said. “He genu-
inely cares about Soldiers. |
think Soldierswill follow him
anywhere — not because he
cuddles them; heisvery
demanding, strict on disci-
pline and standards.

“Hewon't tolerate sub-
standard performance and
that’swhat Soldiers appreci-
ate — the fact that he
demands and lives up to that
warrior ethos and doesn’'t ask
anything of a Soldier that he's
not willing to do himself.”

In hisnew position, Caffie
will lead morethan 153,000
enlisted Reserve Soldiers and
serve as the chief advisor to
Stultzon al enlisted Soldier
matters with respect to
training, leader development,
mobilization, employer
support, family readiness and
support and quality of life.

Following the acceptance
oath, Caffie spoke briefly to
the audience, thanking his
wife, Sylvia, for her support
throughout 35 years of
marriage, and Stultz for giving
him the opportunity to serve
as the command sergeant
magor.

“The most important part of
thisjob that I’mlooking
forward to isthe interaction
I'll havewith Soldiers,” he
said. “My primary purposeis
to take care of those young
Soldiers, the young impres-

sionable minds of the 18- and
19-year-old men and women
who volunteered to join our
Reserves ... It'smy pleasure
to be able to share with them
some of the wisdom and
experiencel’vegained
throughout the years.”
Caffiebegan hisArmy
career when he was drafted in
1970. After servinginVietnam,
hejoined the Army Reserve.

He holds an associate's
degree in general education
from Santa Fe Community
College, in Gainesville, Fla.,
and abachelor’sdegreein
communicationsfrom Regents
College, Albany, N.Y.

Caffie hasalso completed
numerouscivilian law
enforcement courses and
certifications, and graduated
with distinction fromthe FBI
National Academy, Quantico,
Va

Heretired asamajor from
hiscivilian position with the
Alachua County Sheriff’s
Officein Florida, wherehe
served as director of Law
Enforcement Operations.

Attention
In South Dakota

The legidlature of the state
of South Dakota has enacted
thefollowing:

Any person who is actively
serving in the armed forces of
the United States, and who, at
thetime of registration, is
stationed for active duty in
the state of South Dakota,
qualifiesfor resident tuition
rates at the institutions
controlled by the Board of
Regents. The provisions also
apply to the spouse of such
person.
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Salutes

Gold Badges

AUGUST 2006

CHICAGO

SFC Richard Wooten
SSG Reginald Johnson
SSG Gilbert Morales
SSG Justin Perry

SSG Gerald Smith

SSG Christopher Tasker
SSG Jeffrey Thompson
SGT Larry Williams
COLUMBIA

SFC Larry Brewton
SFC Roger Harris

SSG Walter Love

SGT Lemue Hashim
SGT David Stricker
SGT John Tate
COLUMBUS

SFC Margarito Vasquez
SSG David Ammerman
SSG Donald Graves
SSG Paul Joyce

SGT GeorgeMcCaulla
SGT Eric Swinehart
SGT Danny TorresDiaz
CPL Trevor Jacob
DALLAS

SSG Richard Szabo
SSG MorrisTate

SSG JamesWilliams
SGT Joseph Cole

SGT Christopher Rodriquez

SGT Ryan Warpinski
SGT Kenneth Wesley
DENVER

SSG Todd Dimmock
SSG Ronald Shelly
SSG LanceWilson
SGT Jason Callan
SSGAlezander Perez
DES MOINES

SFC Jeremy Gatens
SFC JamesParry

SSG Aaron Christensen
SSG Brandon Horton
SSG Nicholas Johnson
SSG Michael Raab
SSG Ricky Rankin
SGT Mitchell Dolan
GREAT LAKES

SFC Michael Bell

SSG John Barton
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SSG Theodore Curry
SSG Paul Krueger
SSG Billy Montgomery
SSG Jason Noggle
SSG ChrisPetty

SSG Michadl Steele
SSG Deon Tabron

SSG Randdll Traxler
SSG Nicholas Traud
SSG Mubota Watson
SSG EricaWilson

SGT JamesBedford
SGT Andre Fontenot
SGT Kenneth Johnson
SGT John Maess

SGT Jeremiah Rapmund
SGT Karen Slancauskas
CPL Kelvin Borchardt
CPL Joseph Jackson
CPL ErikKing

CPL Cory Rush
HOUSTON

SFC Jerry Dickerson
SFC Larry Mulkey
SSG David Carillo

SSG Richard Harrigan
SSG Christopher Kelly
SSG Damon Lindsey
SGT Floyd Candace
SGT IshaGuerrero
SGT Jason Hooper
SGT Leif Johnson
SGT Jeffry Smith
JACKSON

SSG Christopher Green
CPL John Thrasher
JACKSONVILLE

SSG Michael Crook
SSG Michael Dupree
SSG EricLowery

SSG Fernando Tomlinson

KANSAS CITY

SGT Eugene Cemper
MINNEAPOLIS

SSG KevinBergan
SSG William Bryan
SSG Jay lversen

SSG Thomas Johnson
SSG Terry Mattke
SSG Eric Potter

SSG Corey Watts

SGT Tyler Arnold

SGT RichardsKerns
SGT Nathan Lolley
SGT Scott Mackedanz
SGT Corey Schilichter
CPL lan Pieper
MONTGOMERY

SFC DemetriusCullers
SFC KevinHommel
SFC Adrian Turner
SSG James Cadwell
SSG Michael Waryas
SSG Walter Watkins
SSG Kennon Weaver
SGT KemeshaRichardson
CPL Matthew Halfaker
NEW ENGLAND

SFC Scott Arispe

SFC Joseph Callahan 111
SFC Troy Dotterweich
SFC Colin Stoeckel
SSG William Crouthamel
SSG CarlosGreen

SSG Apostol os Gregorious
SGT Stephen Bozich
SGT Patric Lepene
SGT Derek Partington
SGT Michael Seery
NEW ORLEANS

SSG FineshaBanks
SSGMarieGarcia

SSG DorisGuidry

SSG Dwayne Spates
SSGAliceToleafoa
PITTSBURGH

SFC Michael Foor

SSG AdamAtherton
SSG Michael Epstein
SSG Steven Downey
PORTLAND

SFC Ronald Favela
SFC Faataui [uli
SFCDavidLee

SSG Steven Mance
SSG Cory Montgomery
SSG Christopher Primose
SGT GabreyaleHyman
SGT Eric Rynearson

SAN ANTONIO

SFC EsmeraldaGraciano
SFC Greggory Trenery
SSG Carmen Halcomb
SSG Joaquin Nava

SSG Gilbert Navarro
SSG Miguel Rables
SSG Ricardo Zamora
SGT Hugo Chavez

SGT Jose Nietocarreon
SOUTHERN
CALIFORNIA
SGTAdam Diehl

SGT Rigoberto Garcia
SGT Jacob Garza

SGT Jmmy Graves

SGT Hector Herrera
SGT Gregory Molespske
SGT ReneValdiviamoreno
CPL Erik Cruz

ST. LOUIS
SFCVitaBaker

SFC Michael Spurgeon
SFC Seschaun Taft

SSG Michael Alexander
SSG Joshua Staple

SGT CharlesLovingood
SGT Jeanne McGallagher
SGT Jonathan Myers
SGT Thomas Piper
TAMPA

SFC Joseph Tomlin

SSG Rabert Jones

SSG Robert Padilla

SSG Jaddiel Perez-Colon
SSG LizaZonata



Salutes

Recruiter Rings

PITTSBURGH
AUGUST 2006 G Teon Allman SSG Patrick Filegar
2D AMEDD DES MOINES ; SSGBilly Bailey SSG Raymond Seib
SSG Christopher Heffner SFC CharlesFrizell SSG Joseph Grens SSG Jeffrey Vittorio
BALTIMORE SFC Benjamin Smith SSG Alphonso Johnson SSG Craig Wright
SFC Johnnie Chamberlain SSG PdlasCryer-Harris SSG Steven Vickery PORTLAND
SSG Brad Russell SSG Raobert Fender SGT Heather Brando SFC Joseph Cruz
SGT Antonio Batang SSG Richard Miller SGT Eugene Cemper SAN ANTONIO
SGT George White Jr. GREAT LAKES SGT Gerald Christensen SSG Eddie Cervantes
CLEVELAND SFC David Garrett SGT Bradley Summers SSG William Spratling
SSG Jeremy Demarb SSG William Boettcher SGT William Willoughby SGT Bryan Escamilla
COLUMBIA SSG Roderic Pittman LOS ANGELES SGT Felix Villa
SFC Cesar Tricoche SSG Matthew Toth SFC Brian Martinez SEATTLE
SSG Bert Feltner HOUSTON SFC Renato Sampaga SSG Joshua Yost
DALLAS SSG Jason Massie SGT Ronald Whitehead Jr. SOUTHERN
SFC David Green INDIANAPOLIS MIAMI CALIFORNIA
SFC Danny Potter SFC Moses Wilson SFC Carlos Quinones SFCBrianRadl
SSG Winston Castillo SSG Jonathan Emerick MONTGOMERY ST. LOUIS
DENVER SSG Jason Sauder SFC Scott Steele SFC Geoffrey Deremiah
SFCAlvin Perezcolon JACKSONVILLE SFC Keith Thornton SSG Darrell McKinney
SFC Timothy Rohloff SSG Wenceslao Garrastegui SFC Robert Welborn TAMPA
SFC CurtisWolf SSG Jacob Tarrant NEW ORLEANS SFC Hector Rivera- Vel azquez
SSG Robert Munger KANSAS CITY SFCKerry Bradley SSG Jermaine Ross
SSG Greg York SFC Mark Chrisman SSGArchie Breaux SSG JamieWest

Morrell Awards

AUGUST 2006

1ST AMEDD MIAMI

SFC David Clark GREAT LAKES SFC LuisPacheco

BALTIMORE SFC JamieHollen MINNEAPOLIS

SFC Jere Smith HOUSTON SFC Jimmy Franqui SAN ANTONIO

SSG Jason Bannick SFC Wayne Bates MONTGOMERY M SG Joseph Downs Jr.
SSG MichelleTaylor SFC Daryl Mumford SFC Galen Waddell SFCEric Jackson
BECKLEY SFC James Smalley NEW ENGLAND SFC Gilbert Navarrette
SFCHarry Unroe INDIANAPOLIS SFC David Ballard SFC Booker Newton
COLUMBIA 1SGLarry Lee SFC Eric Whitfield SSG Robert Mayberry
SFC John Sanders JACKSON SSG OtisMcMillan SORB

DALLAS Beverly Flores NEW ORLEANS SSG David Beard

SFC Paulino Villanueva KANSAS CITY SSG Earnest McGowan SOUTHERN

SSG Ricardo Delpozo SFC JoshuaMcClure PITTSBURGH CALIFORNIA

SSG Gary Vaughan SFC Walter Parrish SFC CharlesHinson SFC Kim Ferguson
DENVER SSG Dustin Goddard SSG Brent Barr SYRACUSE

SFC Raymond Garcia SGT Eugene Cemper PORTLAND SFC Andrew Hodnett
SFC Jamie Perry LOS ANGELES SFC Joel Calanayan TAMPA

DES MOINES SFC LisaOsgood SSG Nelson Jack SFC CarlosAlvarez-Velez

SSG Matthew Vlahovich SSG LaurinaWatford SSG Joseph Salas SFC Darick Smallwood
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The Test

1. For Soldiers to understand USAREC and its mis-
sion, they should think of it as a sales organization.
a. True
b. False

2. A prospect will trust a recruiter who

a. Leads or counsels a civilian as they would a subordi-
nate Soldier.

b. Compromises during the interviews.

c. Embodies the Army values.

d. Doesn'’t ask tough and honest questions.

3. What leadership style should a recruiter rely on
heavily to lead someone to join the Army?

a. Personal

b. Transformational

c. Interpersonal

d. Transactional

4. The Army story consists of the personal experi-
ences of every Soldier. Therefore, the most effective
and most decisive voice telling the Army story should
be that of the everyday Soldier who doesn’t wear the
Army Recruiter Badge.

a. True

b. False

5. Placed at the forefront during the recruiting pro-
cessistherecruiter’'s

a . Face-to-face leadership skills with a young man or
woman.

b. Ability to tell the Army story.

c. Character and integrity.

d. Command authority over the prospects.

6. Recruiters must recognize that leading an indi-
vidual through the decision making process will

a. Result in an immediate enlistment most of the time.

b. Result in all prospects coming back for another look
at enlisting.

c. Take time.

d. Not result in an enlistment unless they ask the
applicant to enlist immediately.

7. Which of the following recruiter leadership skills
leads prospects to an enlistment?

a. Interviewer, trainer, leader, coach

b.Leader, monitor, trainer, coach

c. Teacher, coach, mentor, counselor

d. Mentor, coach, friend, interviewer

8. What are the two parts of USAREC’s information
environment (info structure)?

a. Human and electronic intelligence

b. ARISS and voice network

c. Internal and external
d. E-mail and data network

9. Who represents the face of the Army in America’s
hometown?

a. Soldiers assigned to USAREC

b. Civilians assigned to USAREC

c. Family members of USAREC

d. Every member of USAREC

10. and
external networks.
a. Staff elements and Future Soldiers
b. Future Soldiers and organizations

c. Schools and clubs
d. Recruiting leaders and staff elements

are examples of internal and

11. In recruiting, the mission is Army enlistments.
Which two primary market segments (categories)
combine to make up the recruiting mission box?

a. Recruiting zone and penetrated market

b. Schools and ethnicity

c.TIERland TIER I

d. Education and aptitude

12. All of the following are primary roles of the
recruiting leader except:

a. Establish a climate of integrity, mutual trust, confi-
dence and respect.

b. Provide purpose, direction and motivation.

c. Demonstrate Army leadership skill to the American
public to influence enlistments.

d. Train and grow subordinate leaders to operate in an
uncertain environment.

13. Which ROS element must be planned and consis-
tently executed?

a.Area canvas

b. Processing

c. Prospecting

d. Interviewing and counseling

14. The primary reason young men and women join
our Army is based on positive leadership and caring
shown to them by the Army recruiter, not cash incen-
tives and job opportunities.

a. True

b. False

15. The quality of leadership required in recruiting
organizations is slightly different from that required
in other Army units.

a. True

b. False

The answers to this month’s test can be found on the next page.
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Mission Box

The Achievements of One that Contribute to the Success of the Team

1st Brigade

SFC Freddie Blue
Albany

SFC Kenneth Golder
Albany

SFC Scott Geise
Glen Burnie
Baltimore

SSG Corey Woodard
Enfield
Albany

Albany

Southwest

1.b
2.C
3.b
4.b
5.c
6.c
7.c
8.c

. USAREC Manual 3-0, 13-4

. USAREC Manual 3-0, 14-12
. USAREC Manual 3-0, 14-13
. USAREC Manual 3-0, 14-4

. USAREC Manual 3-0, 14-11 and 14-16 13.c. USAREC Manual 3-0, 10-26
. USAREC Manual 3-0, 14-11

. USAREC Manual 3-0, 14-6 and 14-7
. USAREC Manual 3-0, 2-1

2d Brigade 3d Br.igade

RCM August Fiscal Year 2006

5th Brigade

Top Regular Army Recruiter

SSG Lisandra Millet SSG Kenneth Graves SSG Dowoni Watson
Tampa Indianapolis Dallas

SSG Travis Cole

Tampa

SGT Lawrence

Gambino

Raleigh

Top Army Reserve Recruiter

SFC Mark Chrisman
Kansas City

SFC Jose Casiano
Milwaukee

SFC Melinda George
Columbia

Top Large Station Commander

SSG Danny Smith SSG Jeffery Nash
Alexandria Harlingen
Minneapolis San Antonio

SFC Jose Delgado
Orange Park
Jacksonville

Top Small Station Commander

SFC Bryan Herndon SSG David Matthews SSG Pablo Lopez

Cleveland Plainwell Ureste
Nashville Great Lakes Bastrop
San Antonio
Top Company
Radcliff Battle Creek Waco
Top AMEDD
Carolina Chicago Houston

Answers to the Test

9. a. USAREC Manual 3-0, 13-1

10. b. USAREC Manual 3-0, 2-4 and 2-25
11. d. USAREC Manual 3-0, 3-16

12. c. USAREC Manual 3-0, 7-3 and 14-12

14. a. USAREC Manual 3-0, 13-5
15. b. USAREC Manual 3-0, 7-40

6th Brigade

SGT Jesse Ayin
Portland

SSG Robert Gonzalez
Portland

SFC Brian Homme
Victorville
Southern California

SFC Ronnie Sarmiento
Hemet

Southern California
SFC Jason MacArthur
Cheyenne

Denver

Tempe

Rocky Mountain

CORRECTIONS
Because of incorrect
information provided,
names in the August
Mission Box were
incorrect. RCM June, FY
‘06, 2d Brigade Top Army
Reserve Recruiter should
be SFC Norman Gentle,
Raleigh, and 1st Brigade
Top Large Station
Commander should be
SFC Justine Beaulieu,
Dover, New England.
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