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35 Years of Recruiting Volunteers

the mission to recruit an All Volunteer Army. We can now

proudly reflect on the history of that All Volunteer Army
and what Army Recruiters have accomplished during the past 35
years.

Alot has changed over the years. It might be hard to believe
now, but in 1973 our active Army accessions goal was 196,000,
and the Army achieved it. Our active Army goal would peak at
204,600 in Fiscal Year 1975 and would remain above 100,000 each
year, through Fiscal Year 1989.

During these 35 years, we have seen advertising campaigns
evolve from a fledgling “Today’s Army Wants to Join You” to
“Be All You Can Be” to “An Army of One” to today’s “Army
Strong.”

Thanks to the support of Congress, we’ve seen tremendous
improvements in recruiting incentives, exemplified by the
introduction of the Montgomery GI Bill plus the Army College
Fund in 1985.

Change has been a constant. But one thing has not changed
and that is the fact that the All Volunteer Army is truly an All
Recruited Army.

Itis the men and women of USAREC - Soldiers, Civilians and
Contractors, supported by Army Families, who have made the
All Volunteer Army a success.

Our success has been repeatedly demonstrated by the
Soldiers we have recruited.

\olunteer Soldiers have shown their mettle in Grenada,
Operation Just Cause, Desert Storm/Desert Shield and now in
Operation Enduring Freedom and Operation Iragi Freedom.

In 1775 George Washington, our country’s first commander

Thirty-five years ago this month, the Army embarked on

Maj. Gen. Thomas P. Bostick
in chief, said, “Let us have a respectable Army, and one such as
will be competent to every contingency.”

The Recruiting Command has accomplished the task of
recruiting such an Army, comprised of volunteers, for 35 years.

During June, we welcomed Deputy Commanding General
Brigadier General Joseph and Beth Anderson and their Family to
the recruiting team. He comes to recruiting after serving as the
Multinational Corps-Iraq Chief of Staff. We thank Brigadier
General Dave and Robyn Mann and their Family for their
wonderful leadership and many sacrifices, and wish them well as
they move on to his assignment as Commanding General, White
Sands Missile Range, N.M.

We have a long way to go before we close out 2008, but we
have the momentum to be successful and the strength of the
most powerful force in the world, the Army Soldier to make it
happen.

Thank you for what you do for our Army and our nation!

See you on the high ground!

““ Let us have a respectable Army, and one such as
will be competent to every contingency. !’

— George Washington, 1775
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Keeping the High
Quality of the Force

After completing the 1,440-mile
journey from Fort Bliss, Texas, to
Fort Knox, Ky., I have officially
reported as the 16th USAREC
Command Sergeant Major effective

June 2, 2008. “Hooah.”

Last month | had the opportunity to
attend the precommand course at Fort
Jackson, S.C., with some of the incoming
battalion and brigade commanders; | was
thoroughly impressed with the profes-
sionalism, experience, and positive
attitude that these great officers exhibited
throughout the course.

While at Fort Jackson, | received a
tour of the premier learning institution of
the Army, the Recruiting and Retention
School. After the tour | realized why it is
considered to be such; the instructors
who | observed and met are truly some of
the most professional NCOs that | have
seen. They take their jobs very seriously.

| intend to keep the high quality of the
force there by continuing the nominative
selection process to pick the best NCOs
and entrust them with training our future
leaders, recruiters, and station command-
ers.

I was also very impressed with the
technology and tools that we are giving
to our recruiters and station commanders.
We must continuously maintain our

-

Command Sgt. Maj. Stephan Frennier

training programs so that we can leverage
this technology to accomplish our
mission.

This is no different than qualifying
with personal weapons, or tank and
Bradley gunnery, if we do not train on our
systems then we will not be able to use
them when it counts.

There are two issues that I ask your
help with this month: noncommissioned
officer evaluation reports and retirement
and permanent change of station awards.

Part of taking care of Soldiers is
having them leave our formation with the
award that they deserve. My experience
is that most late NCOERs are those in
which the proper counseling has not
been accomplished; by not properly
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counseling we tend to submit a less than
accurate evaluation at the last minute.

Let’s take care of our Soldiers and
civilians and do the right thing by them.

I will close this month’s comments by
talking a little about safety. Most
accidents are avoidable; we must all take
responsibility for our own actions and
always think before we act. Every one in
this command is crucial to the strength
of our Army; you are a valuable asset
and your family needs you. Let’s not let
them down.

Thanks for all that you do so self-
lessly for our Army, and nation.
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Wheelbarro

man decided to show off his skills by walking a tight
rope over a waterfall. Before he began, he asked the
crowd, “How many believe that | can walk this tight

rope?” They cheered him on, and when he made it to the other
side, they cheered him on again.

Then he asked, “How many believe | can do it again blind-
folded?” The crowd cheered him on, and when he made it to the
other side, they cheered him again.

Then he saw a wheelbarrow in some nearby construction
equipment. He asked, “How many believe that | can carry this
wheelbarrow over my head across the rope?” The crowd
cheered him on, and when he made it to the other side, they
cheered for him again.

He then asked, “How many believe that I can carry this
wheelbarrow across the rope...with someone in it?” The crowd
cheered but he stopped them with one last request ... “May |
have a volunteer?”

Many times, we all have felt like we were part of the crowd
and actually volunteered to ride that wheelbarrow. And | must
admit it is truly a ride! It takes a lot of faith and courage to ride
in a wheelbarrow. Wheelbarrows are not the most stable of
hauling devices. One wheel in the front causes it to tip quite
easily, and the handles, no matter how good a shape they are in,
always requires putting a great deal of strength to get the load
moving.

Recruiting is a big adjustment for every member of the family.
It requires adjustments in lifestyles, schedules, and family
patterns. In fact, it is just like riding in a wheelbarrow. Moving to
anew area and not being a part of a military installation is very
traumatic for many families. Many times, new support systems
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elbarrows

“l pray that you have enjoyed my
articles the past couple of years.
Unfortunately, this is the last one for
me as the command chaplain. | will
be PCSing but my prayers will con-
tinue to be offered for you and your
families as you continue to recruit
America’s finest! God Bless.”

— Chaplain Whiteside

need to be established, new friendships developed, and
personal relationships require readjustments. But through
perseverance, personal strength and using local helping
resources, many have found success in establishing themselves
in a new area. There is the discovery that there are many in the
crowds around us just waiting to be asked.

One part of the
crowd that is ready
and able to assist is :
your brigade chaplain
and chaplain assis- '
tant. They can provide
invaluable assistance
in locating religious
resources in your area
and in providing
retreats for single
Soldiers, couples as
well as training for
families. These events
are at no cost to the
individuals and
provide a safe
environment for
everyone to participate, learn, and enjoy. Please contact your
brigade chaplain or chaplain assistant for more information.

Yes, we each are in a wheelbarrow of sorts every day. But
working together helps reduce the rocking and makes for a
stable ride. Just as no mission can be accomplished by only one
person, so no one family can accomplish all things without
assistance from others!




Soldier Stories:
Communicating
Army Strong

By Amanda Huneke, Weber Shandwick

very Soldier has a unique story to tell about his or her
Army experience. Whether it’s about their decision to

join, unconventional Army assignments or amazing

educational opportunities, these stories act as a platform to
share Army messages, change perceptions and increase
propensity toward Army service among prospects and
influencers. But how does one find these unique stories, why
are they important, and how can they be put to use?

Below are several suggestions for harnessing great stories
and sharing them in a way that encourages action.

What Makes Soldier Stories Important?

Soldier stories can be found across all markets, demographic
groups and levels of the Army. They have the ability to
highlight attributes and change perceptions about the Army
mission and its commitment to this country’s youth.

Sharing Soldier Stories with Prospects and Influencers

When communicating the Army’s story, Soldier stories can
share triumph, well wishes, sorrow and joy. They create a way
to highlight common experiences and connect with a prospect
looking for the next step in life.

Communicating Soldier stories to a broader audience may
include:

Media outreach to enhance an existing story angle and add
a human element

Relationship building to establish common ground and
spark dialogue

An anecdote to provide support for a key message or
important point

In conversation to highlight the importance of Army service
and the impact it has on the nation

Best Practices

1. Soldier stories have the ability to impact someone’s life.
As a result, prospects and influencers need exposure to stories
that:

Show the surprising and distinctive side of the Army and are
relevant to target audiences and key demographic groups

Simplify an issue in a way that highlights its importance and
encourages action and differentiates a Soldier from his or her
peers in a meaningful way

Master Sgt. Wynto

electronic press kit launched by Weber Shandwick in mid-
May. This medium allowed him to speak with local media
about Medical Communications for Combat Casualty Care
technology, MC4, which provides digital recording and
access to battlefield medical information via laptops and
handhelds. Photo courtesy of Master Sgt. Hodges.

2. Soldiers can talk about their experiences wearing the Army
uniform and the educational opportunities they have had, their
assignments around the world and their ability to change the
lives of others.

Successful Soldier stories come alive when shared with
others because of the impact they have on prospects,
influencers and the average citizen. They demonstrate the
importance of the Army mission and a Soldier’s commitment to
a cause greater than any one person.

Every Soldier has a story to be shared with the world, a
story that will directly impact the life of at least one young
person. It is these stories that change the lives of prospects
and influencers — those with the power to change the face of
today’s Army.

Additional information about telling the Army’s story can be
found in the U.S. Army Grassroots Community Relations
Playbook, available at www.armygrassrootsplaybook.com. This
resource includes story ideas, a media relations tip of the
month and helpful tools for executing a successful media
relations campaign.

Amanda Huneke is an account executive with Weber
Shandwick, the Army’s public relations partner on the Army
Strong recruitment campaign and part of the McCann
Worldgroup. Huneke can be contacted at
ahuneke@webershandwick.com.
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Basic Training

By Fonda Bock, Associate Editor, Recruiter Journal

Reginald Washington had been on a road march, but last

July, the Soldier found himself back at basic training at Fort
Jackson, S.C., doing a 10K, weighed down with about 35
pounds of battledress and gear.

“That was a little culture shock,” said Washington. “The
physical aspect was a challenge, (though) it wasn’t hard. |
pride myself on trying to maintain a physical conditioning.”

Washington and Command Sgt. Maj. Vincent Lewis were the
two senior NCOs in Recruiting Command selected to serve
outside of USAREC as part of a leadership exchange program
with TRADOC that started last summer and ended in April.

Having worked in recruiting since 1992, Washington was
reassigned to his old battalion at Fort Jackson — 2d Battalion,
13th Infantry — where he had served as a drill sergeant from
1988 to 1990. Lewis was assigned to the 3rd Battalion, 13th
Infantry. As first sergeants in basic combat training, both
Washington and Lewis were responsible for ensuring the drill
sergeants were training the recruits to standard, following the
regulations, and giving the new recruits what they needed in
terms of training and development to become Soldiers.

I t had been more than a decade since Command Sgt. Maj.
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Both said they found the experi-
ence to be very fulfilling, informative
and beneficial.

“It was a refresher somewhat for me
because | was a former drill sergeant,” said
Washington.

Providing Recruiting Command’s senior NCOs
with a refresher course and the opportunity to cross NG
train is exactly the purpose of this program said Brian Damron,
chief of the personnel proponency division in the office of the
chief of recruiting. He said USAREC also wants to showcase to
the Army the talents of senior NCOs who’ve spent most of
their military careers in recruiting.

“Right now we only grow our command sergeants major
inside this command,” said Damron. “It ain’t all they know, but
it really is all they know — recruiting — because they haven’t
had the opportunity to serve as an E-8
anywhere else in the Army.

“When you’re on the other end of
that at Fort Jackson and you’re receiv-
ing the folks that we’ve recruited, then
you get a different perspective on it
than if you’re only doing the recruiting
piece. It brings them back from the basic
training environment with a different
perspective on recruiting applicants and
they come back motivated,” explained
Damron.

Washington concurred. “Most of
the recruiting officers say they don’t get
to see the outcome. But as a first
sergeant in that (basic training) environ-
ment, you see them as they come in as
civilians, you understand the process
that they went through because you’re
a recruiter. So now you get to see the
development of them through the
training and the mentorship and the



*guidance of the drill sergeants from day to day,” said
Washington.

Lewis, who has not served as a drill sergeant, but has
worked in recruiting for the last 11 years, felt this experience
kind of brought him full circle. “It was an awesome thing. It
brought a link to what it is we do on the other side (reinforcing)
how critical it is that we put in good quality young men and
women, because the drill sergeants also have a job to do and
that’s to develop those young men and women into U.S. Army
Soldiers,” said Lewis.

Damron pointed out that “right now, (Washington and
Lewis) have been on both sides of the fence, so they’ve got
the joint perspective on what is the best picture of an applicant,
where are there issues with waivers, where are there issues with
height and weight, physical fitness levels and things like that,”
said Damron.

Lewis who has just taken responsibility of the Jacksonville
Battalion in Florida says he plans to place an emphasis on
better preparing Future Soldiers and having his recruiters talk
to the new recruits about the challenges they’ll face at basic
training.

“When you talk to people about that stuff, it will help ease
the initial shock,” said Lewis, “because that’s what takes most
people out. Whether it’s females learning how to tie up their
hair or males making sure they have their belts on and pants
pulled up. I’d like to see folks get haircuts before they go.
Because | can tell you, coming off that bus, it’ll be a lot easier. |
think a lot of unnecessary attention will not be placed on some
of them.”

Building on that philosophy and given that basic training
consistently changes over the years, Washington believes that
reintroducing career recruiters to basic training will help them
to paint a more accurate picture of the Army to centers of
influence and potential recruits.

“Mentally, it gave me a new found respect of what Soldiers
are being asked to do in today’s operational tempo,” said
Washington. “I mean, you can see it on the news, you can read

about it, but unless you’re in there actually watching these
young civilians (transform) into Soldiers and know that they
can be in harm’s way within a year’s time, it’s a new-found
respect of what we’re asking (of) these young men and women.
And to know they know (that) as well, and they’re still raising
their hands and saying | want to be part of your Army.”

A little more than halfway through their 18-month training at
Fort Jackson both Washington and Lewis were promoted to
command sergeant major. Lewis is now responsible for the
Jacksonville Battalion and Washington is responsible for the
Harrisburg Battalion.

Although not enough time has passed yet to see what
difference this cross training will make in recruiting, Command
Sgt. Maj. Stephan Frennier said this program is beneficial to the
command because it allows senior NCOs in USAREC to
experience different leadership challenges.

USAREC is now looking for three more first sergeants to
send to Fort Jackson this summer, and this time around for two-
year assignments.

e 0 | ',Jb Y

Recruits in basic training atort Jackson, S.C., participate
in the obstacle course. Photos by CSM Reginald
Washington
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Self-Development....

Reach Your

By Phil Tabor, Recruiting and Retention School-Training

ave you experienced frustration when confronted
with a problem that you could not solve and had that

frustration increase when someone else quickly
developed a solution? Why is it that sometimes the solution to
a problem suddenly appears while at other times it is elusive?

Maybe French chemist and microbiologist Louis Pasteur had
it right when he said, “Chance favors the prepared mind.” What
is meant by this statement is that the more knowledge you gain,
the greater the chance you can combine bits and pieces of that
knowledge to develop a solution. Socrates, the great philoso-
pher, said that “the only good is knowledge and the only evil is
ignorance.” Even though Socrates was talking about morality, it
is relevant since it relates to decision making.

So here it is, 2008, and you’re reading quotes from two
famous men who contributed immensely to the world, lived
2,000 years apart, yet telling us the same thing... Become a
sponge.  Conceptually, this sounds great; in a perfect
situation we could relax by the pool and read a book, attend a
class or seminar, have a private tutor, and soak in every ounce
of information available. In reality, we juggle our lives between
mission, family, and sometimes sleep, leaving us with the
perception that little time is left to dedicate to self-development.
As Soldiers and civilians, we owe it to our profession and those
that hold trust in our competence to establish and achieve
learning goals so we can develop solutions and make appropri-
ate decisions.

Goal setting is the easy part; we set goals on one thing or
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another every day. “I’m going to learn another language, I'm
going to learn how to invest money, or I’m going to learn how to
use GAMAT.” Some of these goals are critical, some fanciful,
some short-term or long-term, but each has been given a
priority. The questions for you to consider are what subjects are
critical that you must know to perform your duties? What are
the tasks, that if mastered, will make your life easier? Finally,
what is the true end state or return on investment? Answering
these questions will help you select and prioritize your learning
goals; however, your true test will be in the execution and
achievement of your goals.

At any given point during a typical day, your goal to learn a
task or subject is at risk of being interrupted. This is a critical
point that requires your preparation in the form of methods that
can be performed without interruption, contingencies, and
opportunities. Establish your goals and do not change them.
When things get rough follow the wisdom of Confucius, “When
it is obvious that the goals cannot be reached, don’t adjust the
goals, adjust the action steps.” In other words, attack your goal
from a different angle or adjust how you get to it. Keep in mind



that you set the goal for a reason and this in itself
points to your belief that it is important. So let’s look
at some suggestions to help you achieve your goals.

Individual Learning Goals

+ Implement the 10-Minute Rule.

There are always at least 10 minutes during any given day to
invest to learning. In 10 minutes, you can carefully read and
digest a chapter of UM 3.0, find out who moved your cheese,
find out the secrets of the “One-Minute Manager” or discover
the tactics of Sun Tzu.

+ Combine a learning goal with a personal goal.

If you’re trying to quit smoking, substitute the time it takes
to smoke two cigarettes with self-development reading.

+ Implement the “Don’t ask” policy.

When you do not know the answer to a policy or regulatory
question, look it up before you ask someone for the answer. You
will find that your research will give you more information and
increase your abilities to perform your duties.

Leadership Learning Goals

+ Implement the stupid question of the day.

Each day when you AAR or talk to your subordinates, ask
them a question they should know at their level. For those that
do not know the answer, give them a deadline to come back to
you with the answer and location where they found it. This
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method provides the leader with an assessment of their force in
order to develop training and facilitates development of the
subordinate.

+ Implement the three solution policy.

Make it a rule that your subordinates develop three solutions
to any problem prior to coming to you with an issue. This will
begin to create an environment that fosters learning and critical
thinking. Keep in mind that if your force is young, you may
have to adjust the number of solutions you expect.

+ Implement a dedicated learning period

As a leader, you must block out or allow time during a
specific period for self-development. There are times when you
must establish and enforce a period during which the force
engages in some form of learning. This may be as simple as
dedicating an hour each Friday, or 30 minutes a day. Knowing
what your force knows and needs is critical to how you identify,
implement, enforce, and validate this concept.

Everything we learn makes us more powerful, effective, and
productive. When we increase our knowledge, we create an
innovative force that will achive the goals and vision of the
command while conditioning the leaders of tomorrow. In
closing, the only danger in learning is the danger of allowing
our egos to cause us to forget how we became as smart as we
think. There is always room for improvement, so never stop
learning.
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Fighting Irish Coach

Embraces

Fighting Soldiers

10 | RECRUITER JOURNAL |JULY 2008

The University of Notre Dame men’s basketball coach Mike
Brey coaches his Soldier basketball team in Kuwait in 2007.

By Stacie Shain, Indianapolis Battalion

en visitors walk into the University of Notre Dame
Wen’s basketball coach Mike Brey’s office and take a
seat on his sofa in South Bend, Ind., they’ll immedi-
ately notice the simple brown book that sits alone on the coffee
table. Its title reads “Travel Memories.”

But to Brey, it’s much more than that.

In an office filled with a flat-screen TV and Irish basketball
pictures, Brey reserved a place of honor — as the sole item on
his coffee table — for a photo album of special people in
special times that he wants every visitor to peruse.

Pictures of his family — not exactly — although Brey would
tell anyone that the people in the photos have a special place in
his heart.

Candids of his current or former Irish players — no, but —
Brey learned as much from this group of young men as any
other team he coached.

“This team had the best focus, a great attitude and showed
the best form of teamwork,” Brey said. “They motivated me
with many thoughts and ideas of what teamwork really is and
should be.”

Brey’s special photo album, handmade by his wife, Tish,
showcases the coach’s trip to Kuwait in 2007 as part of
Operation Hardwood IV, a basketball event sponsored by the
United Service Organization and Armed Forces Entertainment.

What Brey took away from the trip were lessons he used
with his 2007-08 Irish team and relationships with the Army that
inspired him and his team throughout the past season in which
Notre Dame finished 25-8 and tied for second in the Big East
Conference.

By living with and coaching Soldiers for five days, Brey
learned some Army phrases.

Brey took these phrases to heart and used them with his
orphan players at Notre Dame throughout the season.



“One phrase that was just great was ‘adjust and over-
come,’” Brey said. “During a college basketball season, you go
through many challenges. And what you have to do to be
successful is adjust and overcome.”

Brey’s respect for the military and his family ties to the Army
— his father had been in the Army and his mother had been a
physical therapist at Walter Reed Army Medical Center — led
him to immediately accept an invitation from Reggie Minton,
the deputy executive director of the National Association of
Basketball Coaches, to participate in Operation Hardwood IV.
Brey joined six other college basketball coaches, an ESPN
analyst, and Minton on a seven-day trip to Kuwait to coach
military basketball teams in a tournament at Camp Arifjan.

Besides Brey, Ed Conroy of the Citadel, Jim Crews of the
U.S. Military Academy, Dennis Felton of the University of
Georgia, Mike Lonergan of the University of Vermont, and the
late Skip Prosser of Wake Forest University comprised the
coaches of Operation Hardwood IV. Fran Franschilla, the ESPN
analyst and former head coach for St. John’s University, also
made the trip.

After spending an hour in customs at the Kuwait Interna-
tional Airport, the group made its way to Camp Arifjan, where
the men stayed in barracks with the troops.

The next morning, the coaches met with military command-
ers to get a situational report, and Brey was eager to ask
questions.

“l wanted to know what is the morale and attitude of the
Soldiers,” Brey explained. “You are barraged with the CNN,
politicized version of what is happening in Irag, and | wanted to
know what was really going on.”

Brey’s group, Team LSA, impressed the coach by how hard
they wanted to work and how seriously they took the tourna-
ment. “These guys wanted coaching,” he said. “They wanted
to be called out. They wanted to practice. They wanted to be
critiqued. We’d meet before and after practice, and they wanted
to be handled like I handled a team back home. They kept
saying ‘Let’s do more.””

Unlike his college teams, Brey said the Soldiers never
complained about practices or meetings. Before the third game
of the tournament, Brey’s team met in a racquetball room. One
team member, a Soldier named Chris, ran in late, dressed in his
ACUs. “He came in late for the meeting and apologized that he
would have to miss the meeting to go on a mission. But he
promised to be back for the game at 1:00,” Brey said. “He’s
sorry to miss a meeting, but the only reason he’s missing it is to
complete a mission. That was impressive.”

He said the team members played hard, and he was im-
pressed with how every Soldier handled himself.

“In a college basketball game, you’ll get a hard foul every
now and then. In these games, every foul was a hard foul. The
officials were also military, and no one took offense to any foul
or any call. Everyone was so professional.”

Brey’s team lost in the finals, and he jokes that there’s
nothing like losing to Team Arifjan at Arifjan with Arifjan
officials. But what he remembers most is not the game, or the
score or losing his voice but the honor of wearing a uniform to
coach the game.

“| got to coach in uniform, and that really made an impres-

sion on me and on my team,” he said. “My team respects that
uniform so much, that they sat up and treated me differently
when | was coaching init.”

In addition to coaching his team, Brey also had the chance
to visit other camps around Kuwait. On one trip, to Camp
Buehring, the coaches boarded a Blackhawk that happened to
be piloted by Notre Dame graduate Lt. Col. Benjamin Lacy IlI.
Brey hosted Lacy and his family at the Notre Dame vs. Air
Force football game in the fall, and the two have stayed in
contact throughout the year.

At Camp Buehring, Brey saw a very different side of the
Army and its training. With Buehring being a major training site
for Soldiers bound for duty in Iraq, the training and focus is
more intense than at most other camps.

“The Soldiers there seemed to look right through you,” Brey
said. “They had laser focus. | wish all 19- and 20-year olds
could see that. | wish my son and my players could see that. It
was like being in a locker room, and | felt like | was intruding.”

Brey said he was impressed with how professional the
teaching and training is for Army Soldiers.

“My whole job is teamwork,” Brey said. “My whole life is
teamwork. And what | saw with the military in Kuwait was the
best example of teamwork | have ever seen. There is no better
example.

“These men and women have each other’s backs. They have
trust and dependability in tough conditions. It’s motivating. |
couldn’t have gotten that out of a coaching clinic.”

After being plugged into the tone of what was going on
with the troops in Kuwait, Brey told his team and other
servicemen and women he met that back in the States, he had
their backs.

“If more people could do what I did, their attitude and
support would be different,” Brey said. “People would have
respect for what these people signed up for. The sacrifice is
truly amazing; it’s hard to fathom, and | have the utmost
respect for all of them.”

Brey said that he thinks about things differently now. “I
watch the news differently. | see troops in the airport, and |
walk over and thank them for what they are doing,” he said.

And what if his son wanted to join the Army?

“Before being there, if my son had said he wanted to go, |
would probably have said something like, ‘Can you think about
getting a job here?’ but after seeing the professional coaching
and leadership and care the Soldiers get, 1’d tell my son to go
doit,” Brey said. “I’d tell him that he is joining an amazing team
and that it would be a life-changing experience.”

During his stay in Kuwait, Brey called in reports to the
South Bend Tribune, which ran a daily diary of Brey’s activities
and impressions during his trip.

“In the two months after my trip, not one time did someone
come up to me and ask about Notre Dame basketball,” he said.
“They asked about my diary in the South Bend Tribune, and
people were hanging on every word | said.”

Editor’s note: Notre Dame basketball coach Mike Brey is a
COl for Indianapolis battalion. The battalion cultivated the
relationship with Coach Brey during its sponsorship with the
university from 2006 to 2008.
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Maj. Gen. Scott.West, TACOM commanding general, speaks to the media prior to the cutting of the Army’s 233rd birthday

cake at the Michigan International Speedway. With West is Army NASCAR driver Mark Martin and MaryCay Thorrez-Wheeler,
the mother of six Soldiers, including one who was Killed in Iraq in 2003.

Happy Birthday Army

Story and photo by Jake Joy, Great Lakes Battalion

business leaders, the Army NASCAR race team and local

and national media took part in the Army’s 233rd birthday
cake-cutting ceremony June 15. The celebration took place at
the Army racing hauler, during the LifeLock 400 NASCAR race
at Michigan International Speedway, Brooklyn, Mich.

Army driver Mark Martin, Maj. Gen. Scott G. West, com-
manding general of Tank-Automotive and Armaments Com-
mand, TACOM, and MaryCay Wheeler-Thorrez, the mother of
six Soldiers, five of whom accompanied her to the race, cut the
cake during a live broadcast on the SPEED channel.

Journalists from many regional and NASCAR-related outlets
crowded around the hauler as Martin, West and others honored
Wheeler-Thorrez and her sons. The first Wheeler brother to
enlist, DJ, was killed in a patrol ambush in Irag in 2003. Since
then, five of his younger brothers have enlisted. Their mother
continues to support her sons and root for their success.

“It’s not about me, it’s about them. | want people to know
their names,” said Wheeler-Thorrez. “I’m just blessed to be a
part of it.”

Soldiers and Future Soldiers from Great Lakes Battalion,
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Participants also toured the Army’s Strength in Action Zone,
a lead-generating interactive area where NASCAR fans can
race robots, clamber up the rock wall, face-off in a push-up
challenge, try a weapons simulator and get their picture taken
with the Army show car. Despite lower than usual attendance at
this year’s race, the zone was popular among race fans,
bringing in more than a thousand qualified leads during the
weekend. A local radio station interviewed Soldiers and
participants during live remotes from the zone throughout the
weekend and encouraged people to come down to the track.

After the garage and pit tour and cake-cutting ceremony,
participants made their way to an Army-hosted luncheon,
where they were treated to remarks from West Michigan Army
Reserve Ambassador Mel Bauman, Col. Tracy Cleaver, com-
manding officer, 3d Brigade, and Lt. Col. Kevin Payne, com-
manding officer, Great Lakes Battalion. Everyone ate their fill of
fried chicken and pulled-pork barbeque, then made their way to
the Army’s seating section to enjoy the race.

“We’re all just enjoying being here and enjoying our time
together,” said Wheeler-Thorrez.



Future Soldiers Celebrate
Army Birthday at Miller Park

By Sara Micka, Milwaukee Battalion

The Milwaukee Brewers joined the Milwaukee Battalion in
honoring nearly 80 Future Soldiers Sunday, June 1. Following
the announcement of the Army’s 233rd birthday and a moving
tribute to our servicemen and women, the Army marched onto
the field at Miller Park. The stadium was at capacity as Lt. Gen.
Ronald L. Burgess, deputy director of National Intelligence,
administered the oath of enlistment.

From the start, the Milwaukee Battalion made it a visible
Army day at the ballpark. Future Soldiers and recruiters
gathered at a far end of the parking area and marched around
the stadium, loudly calling cadence, en route to the Army’s
tailgate party. On the way, they passed a display of Army
equipment provided by reservists from the 757th Transporta-
tion Battalion and were greeted by GI Johnny upon their arrival
to the tailgate party. Afterwards, Burgess addressed a forma-
tion of Future Soldiers and then promoted three from the
Milwaukee and Appleton companies.

“They have set a very high mark for you,” said Burgess,
referring to the men and women who serve in the Army. “Never
forget the values you represent.” Burgess thanked them for
choosing to enter the Army during a time that is important to
the nation and encouraged them to always do their best.

The Army tailgate party concluded with a catered lunch
complete with Wisconsin brats and a special visit from the
Brewers/Klements racing sausages — Italian Sausage,

An on-field oath of enlistment takes place for these Future
Soldiers at Miller Park, Milwaukee. Photo by Pat Grobschmidt

Bratwurst, Hot Dog, Polish Sausage, and Chorizo. While Gl
Johnny attempted to recruit the sausages, they posed for
pictures with recruiters, Future Soldiers and members of the
public. A fan favorite, the racing sausages compete at each
home game in a foot race during the seventh-inning stretch.

The Army day at the ballpark continued with the on-field
oath of enlistment followed by first pitch opportunities for
Burgess and Col. Tracy Cleaver, commander, 3d Brigade. The
Army group enjoyed a 10-1 Brewers win over the Houston
Astros courtesy of the Brewers Stars and Stripes program — a
program that pays tribute to the military by providing active
and retired personnel two free tickets to each Sunday home
game.

The Army Birthday Is Celebrated in Chicago

- Lt. Gen. Benjamin C. Freakley,

" Army Accessions commander;

Tony Schumacher, National Hot

. Rod Association five-time World

* Drag Racing Champion; Staff Sgt.

_i Yvonne Kennedy, Chicago Heights
| Station commander; and Lt. Col. Ed

~ Box, Chicago Battalion com-

" mander cut the birthday cake at

« Harry Caray'’s ltalian Steakhouse,

= | Chicago, June 5. The cake cutting

" ceremony was part of the Chicago

| Battalion’s center of influence

i/ luncheon and featured more than

1 50 business, education and

.., community leaders from through-
| outnorthern lllinois. Photo by Ken
Hall
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Special Missions

Brigade
IS Here to Help

By Sgt. 1st Class Gloria T. Rascon, Special Missions Brigade

ince activating Oct. 1, the Special Missions
Brigade has rapidly become a significant combat

multiplier for USAREC and the “proof is in the numbers.’
Its original mission was to provide personnel, logistical and
comptroller support to all six recruiting brigades that consist of
more than 30,000 personnel — Soldiers, civilians and family
members — worldwide.

This idea is what some would have considered a large
undertaking within itself; for a brigade, however, the Special
Missions Brigade has accomplished more than that. From the
commencement ceremony, the Special Missions Brigade was
activated a year ahead of schedule on Oct. 1, 2007, and it
assumed twice the volume of work that was conceptualized.
This promising beginning has set the bar high for many other
things to come because the Special Missions Brigade not only
provides support, this element also manages the Superleads
Program and has three recruiting programs with 14 recruiting
missions.

Being a support element, the Special Missions Brigade also
provides staff assistance visits. These visits replace the old
Command Inspection Program that a brigade would conduct for
its battalions. By the end of the fiscal year, the Special Mis-
sions Brigade 11T, Inspection, Integration and Training section
and its S1, S4 and S8 members will have completed 29 visits
throughout the year. Joseph Rivers, who is in charge of the IIT
section, said “these visits are effective because there is a
training element; we always teach, coach and mentor the units
on inspected areas to better prepare them for any upcoming
inspections.”

One of the brigade’s most exciting programs, Superleads,
has saved recruiters a great deal of time. This program received
three million incoming leads and made 10 million recorded cold
calls. As aresult, it filtered 60,000 Superleads to field recruiters.
These phone calls have saved recruiters 83 million man hours
allowing them to work with refined leads. Although Superleads
has saved manhours, the Superleads section continues to close
business process gaps relating to leads management, such as
the lowering the flash-to-bang time of lead sources.
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The Special Missions Brigade, in conjunction with the
SORB (Special Operations Recruiting Brigade), has imple-
mented a new program called the Forward Operating Detach-
ment-Kuwait (FOD-K). The purpose of FOD-K is to conduct
recruiting operations and to accelerate the processing and
preparation of in-service recruiting candidate application
packets in theater. The team consists of a five-man SORB team
to include the first ever 79R multifunction recruiter. These
teams rotate every three months in and out of theater. The
teams are on their second tour and a third is preparing for its
new tour. The multifunction recruiter as a part of this team is an
in-service recruiter who recruits Special Operations Programs,
the Warrant Officer Program, and the Recruit the Recruiter
Program. So far, the multifunction recruiter has completed over
150 applications for these programs.

The Special Missions Brigade has also taken a principal
responsibility on executing transformation related functions for
the command by creating a transformation team. The team
traveled to units affected to assist them with planning for
actions required by transformation. The initiatives taken on by
the Special Missions Brigade team resulted in a 220 man-hour
savings to the command, and resulted in a seamless transition
for more than 1,600 Soldier moves, 43 company moves, three
battalion closures, and two battalion moves.

The response of Special Missions Brigade employees has
been extraordinary in the course of establishing the brigade.

“Good employees are the reason for its success,” said CW4
Jack Bailey, the SMB operations officer. “We hired the finest
employees available to staff the Special Missions Brigade, and
it has been reflected in their performance. We overcame
difficulties from the beginning and are now delivering a high
level of customer service as evidenced by feedback from the
field. We have received more than 200 laudatory comments
from leaders of supported units, and are able to provide a level
of customer service to recruiting battalions due to our synergy
and depth of experience within our sections.”

As a result, the Special Missions Brigade has completed its
first year intact and ready for new challenges. With several
projects in its path, the Special Missions Brigade is projected
to make all of its SORB missions, the Warrant Officer Program,
and the chaplaincy programs.



Soldiers try their skills at the Army Game during the second Special Operations annual career fair at Fort Hood, Texas.

SPECIAL OPERATIONS RECRUITING BATTALION
CONDUCTS SECOND ANNUAL CAREER FAIR

Story and photo by Mark Brown, SORB PA

Special Missions Brigade’s Special Operations Recruiting
Battalion, Fort Bragg, N.C., recently sponsored the second
annual career fair at Fort Hood, Texas. The event was set up
similar to career fairs held by the Army Career and Alumni
Program and featured recruiters from a variety of Army ele-
ments.

The Career Fair provided Soldiers at Fort Hood with
information about specialized career fields available to them.
The recruiters set up displays that featured actual equipment
used in various career fields and were able to answer questions
the Soldiers had about each program. Additionally, there was
information available that described the eligibility requirements
and qualifications.

Col. Dave Roddenberry, the SORB commander, said, “The
goal of the Career Fair is to make sure that whoever is inter-
ested in a career in Special Operations or any of the other
elements represented has the opportunity to find out, firsthand,
all they can and explore their options.”

During the lead-up to the Career Fair, recruiters from other
stations within the SORB came to Fort Hood to work with the
Fort Hood Special Forces Recruiting Team. They set up signs
and banners announcing the dates of the Career Fair and met
with Soldiers to ensure they were aware of the approaching
Career Fair. “It’s important to get the information out to the
Soldiers and Leaders of Fort Hood”, said 1st Sgt. Guy Zahn,
SORB B Company first sergeant.

In addition to all the SORB mission sets, which include
Special Forces, civil affairs, psychological operations, Special
Operations aviation and explosive ordnance disposal, the
asymmetrical warfare group, chaplain recruiting, Reserve
Officer Training Corps, the 75th Ranger Regiment and the Army
Medical Department were present. Recruiters from Killeen
Company were also available to answer questions and register
Soldiers for the SMART referral program.

The Special Operations Career Fair was a success with more
than 1,013 Fort Hood Soldiers and officers attending and more
than 630 leads cards generated with an interest in a possible
career change into Army Special Operations.

A part of Special Missions Brigade, the SORB is a critical
USAREC asset charged with more than 70 percent of the
command’s in-service recruiting missions. The unit is com-
posed of 79R cadre recruiters, station commanders and first
sergeants, as well as a mix of Special Forces, civil affairs,
psychological operations, explosive ordnance disposal, 160th
Aviation, and in-service Airborne recruiters. The primary
mission of the SORB is to conduct worldwide in-service
recruiting operations to provide the strength for Special Forces,
civil affairs, psychological operations, Special Operations
aviation, explosive ordnance disposal and Airborne forces. For
more information regarding the SORB or Special Operations
career fields visit the SORB Web site at www.bragg.army.mil/
sorb.
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35 Years of An
All-Volunteer
Army July 1

By S. Douglas Smith, USAREC Public Affairs

he modern era of recruiting originated

with Richard M. Nixon’s 1968 cam-

paign promise to end the draft. It was
given shape by the 1970 Gates Commission
Report, which charted a course for maintain-

ing military strength without conscription.

A main theme of the Gates Commission Report was that
conscription imposed a large, implicit (hidden) tax not only on
those who were drafted, but also on those who were coerced to
enlist because of the threat of being drafted.

In its recommendations, the commission also developed a
theoretical case for the increased cost effectiveness of a
professional force. Total manpower requirements would be
lower as three- to six-year enlistments replaced two-year draft
stints. Fewer Soldiers would have to be trained and outfitted.
An increased measure of professionalism would result from
longer average tours, as well as from a policy that relieved
Soldiers of nonmilitary duties and chores.

The stage was set. Over the next three years the Army’s end
strength dropped from 1.3 million to 780,000. Entry level military
pay was raised in order to attract the new level of recruits.
National media advertising began with a Spring 1971 television
test. A buildup in recruiting forces ensued. Project VOLAR,
\Volunteer Army, a somewhat controversial experiment in
improving Soldier quality of life, was initiated.

These specific actions were part of the Modern Volunteer
Army (MVA) Program, which was aimed at strengthening
professionalism, enhancing Army life, and developing a modern
accession system. These actions proceeded on a timetable
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Guidance counselor, Staff Sgt. Harold Edge Jr.,
uses Project Request to help an applicant at the
Armed Forcces Examining and Entry Stationin a
1973 enlistment.

geared to Secretary of Defense Melvin R. Laird’s decision that
all-volunteer recruiting should begin July 1, 1973.

Grounds for criticism were several. Some have been laid to
rest first by recruiting success and then by the performance of
all-volunteer Soldiers. Others persisted in different forms, such
as fundamental questions about the affordability of national
security requirements, the role of the military in our national
life, and the responsibilities of citizenship. The most immediate
— and most emotionally compelling — concerns were based
on fear that monetary incentives and concessions designed to
make military life more appealing would attract people poorly
suited to military service and unlikely to become good Soldiers.

An Early Emphasis on Increased Pay

The early emphasis on increased pay and benefits inspired
comment about a “mercenary” force of low quality people, who
would be in it only for the money rather than to serve their
country.

Compensation needed would certainly be much higher than
would be necessary if 40 percent of the force were low-paid
conscripts. Another consequence of volunteerism is an older
force, with a higher proportion of married Soldiers and depen-
dents. In addition to pay and benefits for all Soldiers, enlist-
ment bonuses and educational entitlements needed to fill the
less attractive or more intellectually demanding specialties
became large visible expenses, as did the sums needed to
market Army opportunities and operate the expanded recruiting
establishment.



The Army’s Advertising Campaigns

The Army introduced
The first advertising “Join the People
campaign slogan Who'’ve Joined the The “BeAll You Can
was “Today’s Army Army.” This evolved into Be” campaign was “An Army of One” “Army Strong”
Wants to Join You.” “This is the Army.” introduced. debuted Jan. 11. debuted Nov. 9

1971 1973 1981 2001 2006

The cost issue also highlighted the role of
the Reserve Component. Briefly, an active force
big enough to perform all assumed missions was
unaffordable.

Maintaining reserve component strength
became a particular challenge because the large
number of conscripts who served short-term
active duty tours were no longer available as a
ready manpower pool from which reserve units
could be filled. This generated a sizable require-
ment for the enlistment of people with no prior
military service directly into U.S. Army Reserve
and National Guard units.

Critics also feared that an Army of volunteers
attracted by principally economic incentives
would become less representative of the
population at large, with various adverse
consequences. It was feared that a volunteer
Army would be disproportionately drawn from
the poor, which by definition also meant heavily
weighted with disadvantaged racial and ethnic
minorities.

Concerns Over Volunteers Defused

These issues have been largely defused with
the passage of time under the All-Volunteer
Army. The ethnicity and income levels of
today’s Army enlistees closely mirror the
society from which they are drawn.

Writing from the historical vantage of 2008,
much of the early debate about the soundness
of the all-volunteer concept now seems beside
the point.

The success of the All-Volunteer Force was
shown in the performance of American forces in
the 1991 Persian Gulf War and now in their
performance in Iraq and Afghanistan, and the

ongoing war on terrorism. US. ARMY  RECRUITING end CAREER COUNSELING I

America’s All-Volunteer Force is widely " £ "
regarded as the most capable professional force : ou rn a
of our time and has become the envy of coun-

tries around the world.There is no reason to NEVENDER Y
believe that the Army cannot continue to
successfully maintain an all-volunteer force, as

[ / ¢
\ i ¥

; ; ; P The November 1973 cover of the Recruiting and Career Counseling Journal
Ior:jg as er?:!s"“em |ncentlve(sj ?re gTalntalned, depicts a USAREC exhibit at People United to Save Humanity or PUSH Expo held in
an _rec_rm INg manpower and funding are Chicago. Visitors to the three-paneled exhibit could pick up abook of matches or
maintained at an adequate level. talk about their World War Il experiences.
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By Fonda Bock, Associate Editor, Recruiter Journal

Psychological Operations Specialist recruit, Ryden Ishida

from Oakland, Calif., became the first person to cash in on
the Army’s newest recruiting initiative, the Army Recruiting
Assistance Program.

A-RAP is a Web-based Army referral program that pays
Soldiers and Future Soldiers $2,000 for each referral who enlists
in the active Army or Army Reserve.

Ishida had only been enlisted about a month when his
recruiter, Sgt. Malcolm Payton with the Fresno Battalion’s San
Leandro Station, told the Future Soldier about the A-RAP
program. Ishida began thinking about friends he thought might
benefit from military service, including former girlfriend,
Demetria Waters.

Just days after it was implemented, Future Soldier and
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Future Soldier Ryden Ishida and his
recruiter, Sgt. Malcolm Payton, hold
up a mock check for $2,000 that
Ishida earned for being the first
person to refer an Army enlistee
through A-RAP. Photo by Docupak

Future Soldie
on A-RAP

“| talked to her about her plans for her life after high
school and discussed the opportunities available to her
for enlisting,” said Ishida. “I talked to her about my
MOS, 37F, and she was instantaneously interested.”

After speaking with Ishida, Waters took her ASVAB
and enlisted the following Saturday choosing 92G, food
service specialist as her MOS.

For his recruiting efforts, Ishida received $1,000 for
Water’s enlistment and will receive another $1,000
when she ships for basic training.

The difference between A-RAP and the Army’s
other referral bonus program, ARS-SMART, is that
ARS-SMART is strictly a referral based program, while
A-RAP is an “assistance” and referral program. With
A-RAP, Soldiers and Future Soldiers actually work for the
contract firm Docupak, which manages and runs the program.
The contractor trains and employs Soldiers to become part-time
recruiter assistants to provide non-prior service referrals and
then issues the bonus pay for each enlistee.

In addition to making referrals, Soldiers and Future Soldiers
participating in A-RAP are expected to stay in touch with
nominees during the recruiting process, as well as after they
leave for training.

Ishida, who ships out to Fort Jackson, S.C., July 22, was
impressed with the efficiency of the program and said he
planned to continue referring his friends. “This is a great
program,” said Ishida. “Sergeant Payton called me and told me,
‘Hey, I’ve got an opportunity for you to make some money real
quick.” I signed up that night and received the money in a little
more than a week.”



Lt. Col. Rick Ellis, Fresno Battalion commander, believes
A-RAP presents a great opportunity to Soldiers. “All our
Future Soldiers now have a summer job where they can make a
tremendous amount of money and give all Americans an
opportunity to serve their Army,” said Ellis.

A press release from Docupak stated, “To maintain today’s
readiness and strength requirements, ARMY-RAP promotes
strength from within by recognizing and rewarding those who
help the active Army achieve its goals.”

Soldiers eligible to participate in A-RAP are Future Soldiers
who have enlisted under the Delayed Entry Program and

r Cashes In

ARS-SMART

Army Referral System — Sergeant Major of the Army Recruiting
Team

www.2K.army.mil/

The Army Referral System - Sergeant Major of the Army Recruiting
Team (ARS-SMART) provides a way for people to provide referrals
without previous military service who are interested in enlisting into the
U.S. Army or Army Reserve. The program allows anyone to assist the
Army’s recruiting force in providing the strength for America’s Army.
Everyone who makes a referral through the SMART referral program
is eligible for the Sergeant Major of the Army Certificate, provided the
referral enlists into the Army or Army Reserve.

ARS-SMART is also the gateway for those eligible sponsors who
are making referrals for the $2,000 Referral Bonus Program. Soldiers,
USMA cadets, ROTC contracted cadets, Future Soldiers, Army
component retirees and Department of the Army civilians may receive
a referral bonus for referring anyone, exceptimmediate family
members, if those referrals result in an enlistment into the Army or Army
Reserve. The referral must be submitted through the ARS-SMART link
online or by phone to 1-800-223-3735, ext. 6-0473.

ARS-SMART is administered by the U.S. Army Recruiting
Command.

A-RAP - Army Recruiter Assistance Program

www.armyrap.com/

The Army Recruiter Assistance Program (A-RAP) is a Web-based
system that allows Regular Army enlisted Soldiers who are not
deployed in support of OEF or OIF and Future Soldiers enlisted under
the Delayed Entry Program to become “Recruiter Assistants” who will
be trained/employed by a contract company* in a part-time status to

enlisted Soldiers currently serving in the continental United
States, or who are located at a permanent duty station where
combat duty pay is not authorized, such as Germany, Korea
and Guam.

Ineligible to participate in A-RAP are warrant officers,
commissioned officers, Soldiers deployed in support of OEF
and OIF until they are redeployed to CONUS, Soldiers serving
in a recruiting or retention assignment to include those
performing recruiting duty, HRAP, SRAP, CSA-SRAP, ADSW,
or who are TDY to support recruiting.

Soldiers can sign up for the program online at
www.armyrap.com. Account coordinators are available Monday
through Friday at 866-742-0320 to answer questions about
Army-RAP.

To date, more than 74,400 people have been referred through
the Army’s referral programs. Of those, more than 15,520
enlisted.

(Rich Beckett with the Fresno Battalion contributed to
this story.)

provide non-prior service referrals for the active Army and Army
Reserve.

Soldiers and Future Soldiers must be accepted by the contractor
and complete online training in order to participate in the program as a
recruiter assistant. Soldiers and Future Soldiers will receive $2,000 for
nominees if they enlist in the Army or Army Reserve. Payment will be
made by the contractor in two incremental payments ($1,000 when the
nominee enlists and $1,000 when the FS ships to initial entry training).

A-RAP is an “assistance” and referral program. In addition to
making referrals, participating Soldiers and Future Soldiers are
expected to stay in touch with nominees during the recruiting process as
well as after they leave for training.

AR-RAP - Army Reserve Recruiting Assistance Program
www.ar-rap.com/

The Army Reserve Recruiting Assistance Program (AR-RAP) is a
referral program run by a contract company* to provide referrals to the
Army Reserve. The company solicits and trains recruiter assistants in
the Army Reserve referral process.

Recruiting Assistants can earn money assisting the Army Reserve
by identifying well-qualified men and women for service in the Army
Reserve. You can earn $2,000 for each new recruit who reports to
Basic Training, or Basic Officer Leadership Course, and for each prior
service member who affiliates with a unit for four months and have
attended a Battle Assembly in the last 60 days.

Army Reserve recruiting assistants identify individuals within their
sphere of influence to develop Potential Soldiers, promote the benefits of
service in the Army Reserve, work with recruiters to prepare their
referrals for processing and mentor Future Soldiers.

* The AR-RAP, and A-RAP programs are administered by the contractor,
Docupak, Inc. Any questions regarding the A-RAP, AR-RAP or GRAP program
should be directed to Docupak at (866) 566-2472.
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Families Can
Use the

FRG Web Site

By Jack Nix and Jennifer Collins, Soldier and Family
Assistance Branch

he Army’s Virtual Family Readiness Group Web
system provides the functions of a traditional

Family Readiness Group in an ad hoc and online
setting to meet the needs of geographically dispersed
units and families across the Army. The VFRG provides a
portal to a host of links, information and ways to commu-
nicate with Soldiers and family members through forums,
video e-mail, telephone tree and photo gallery.

The one-stop VFRG Web site serves both married Soldiers
and single Soldiers who will find useful tools for reaching
parents, grandparents, siblings and significant others.

This is the perfect venue for people to get information that is
available and to stay in contact around the world. Links to
Armywide and local community resources are also available.

VFRG Benefits

» Meets Army requirements for information security.

« Provides a resource for communicating safely and quickly
with families, no matter where they reside.

* Units control and maintain their own content and users.
« Includes training program a