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Top Flight Chiefs

Correction: The top 10 flight chiefs for
November were incorrectly listed in the
December Recruiter magazine. Below are
the correct top 10 flight chiefs.

There is not a Top Recruiter or
Top Flight Chief standing for this
month because all enlisted
accessions recruiters had a goal
of one for January.

MSgt Daniel Dostart 343/E  250%

January Top 0A Producers MSgt Kahlil Stevenson  319/E  210%
Physician Nurse MSgt Chris Eurich 339/E  200%
313RCS 311 RCS MSgt Greg EImore 318/H 200%
333RCS 348 RCS SMSgt David Anderson  362/A  180%
330RCS  345RCS MSgt Timothy Monroe  336/G  180%
Dental  OTS MSgt Cheryl Farr 362/G  173%
331 RCS 369 RCS MSgt Ervin Wright 332/D 169%
362RCS 319RCS MSgt Craig Walker 369/B  169%
337RCS MSgt Jason Kenney 317/F  169%

Recruiter Spotlight

Staff Sgt. John Redding

Job: Officer Accessions Recruiter, 344" Recruiting Squadron

Office location: Arlington, Texas

Hometown: Frankston, Texas

Prior career field: F-15 Avionics

Time in the Air Force: Nine years

Time in AFRS: Five years

Hobbies: Golf, home improvement, classic cars and computers

What inspires you to do what you do? Family and personal satisfac-
tion

What are your career goals? Join the officer ranks myself.

What hints can you give others about recruiting? Don't give up. No matter
what, life and recruiting are roller coasters and you will have ups and
downs. Just don't give up!

What is the best advice you have ever received? Goal is one appli-
cant away from failure.

What is your personal motto? Do the best you can, once.
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The November issue of Recruiter
magazine featured the 2002 Blue Suit
award winners. In their interviews with
the Recruiter staff, they passed on
their recruiting knowledge to new
recruiters. Their basic philosophy was
to use “all of your tools all of the time.”
This month’s Recruiter magazine
touches on these tools.
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Illustration by Senior Airman Marti
Ribeiro



COMMENTARY

Reining in your inner workaholic

By Lt. Col.Bill Sarr
4th Command and Control Squadron
commander

F.E. WARREN AIR FORCE BASE, Wyo.
(AFPN) — Onesummer evening, shortly after
arriving a my new assignment, my bossstrolled by
my house and saw my wifeand children sitting on
our front porch. He asked wherel was. My wife
told him | wastill at theoffice. When sherelayed
thisto me, intheegotistical corner of my heart |
secretly hoped hewasimpressed by my work ethic.

Thenext morning, my bosscalled me. | expected
averbal pat on the back for my diligenceand hard
work. Instead, he asked mewhat | wasdoing so
late at the officeand asked if | had been doing that
every night sincetaking over. | toldhim | had indeed
beenworking lateevery night.

Contrary to thekudos| expected, hetold me
anyone could beaworkaholic and achieve great
things professiondly. He had hired meto perform
and excel in not one but two areas. my professiona
and persondl life.

Thisincident gnawed at the back of my mind and
caused meto do alot of introspection. | examined
my professiond, family and persond lifeand found
that they weren’tin balance. So | made acommit-
ment to myself to work on achieving abetter bal-
anceinthesethreeareas. Thisiswhat my little
voyage of self-discovery revealed to me.

My professional life: I'veawaysbeena
competitive person by nature, and | don’t think there
aremany peoplethat hang aroundin our profession
who aren't. | discovered over theyears| had
dipped into apattern of latework hours, bringing
work home, going in on theweekendsand never
quitementally disengaging fromtheoffice. | justified
thisby trying to stay competitivewith my peersand
to make sure my work output was beyond re-
proach. Don't get mewrong, missiondictatesalot
of long, hardwork for all of usand when duty calls,
wemust answer. However, I’ mtalking about putting
inthelong hourssmply becauseit hasbecomea
habit that becomesthemajor focusinyour life.

My family life: Inconjunction with my dow drift
into being aworkaholic, | discovered that | had put
invery littlequadity timewithmy family. My excuse
was alwaysthat there waswork that had to be done
so | wasgoing to be homelate. My day had been
rough, so | wasgoing to lieon the couch and
vegetatefor awhile. Stressfromwork becamemy
excuseto not get involved at home.

My personal life: Growing up, church and
sportswereabig part of my life. Over theyears,
without redlizingit, | had reduced my worshipto
only themgor holidaysand my physicd activity to
the bare minimum required to passthe annual
physica fitnesstest. Again, my excuseto myself was
| wasat the office on Saturday, so my only chance
torelax was Sunday; therefore, | couldn’tgoto
church or someequally rationaized excuse. My
falluretoroutindy participatein sportsand physical
activity fell dongthesamelines.

After looking at thesethreeareasof my lifeand
redlizing thingsweresufficiently out of whack, |
made aconsciousdecisionto achievebalance. The
firstthing | did wastoleavethe officeoneday at
(gasp) 4 p.m. It wasahard thing to do, but believeit
or not, theofficeactually kept running without me
andtheworld didn’t cometoanend. | can’'tleave
every day at that time but when theend of the
normal duty day comesaround, now | doaquick
inventory of what needsto bedone. | spend alot
fewer latenightsin the officeand things till actualy
get done.

| found out avery smpletruth. | wasaworkaholic
because| wasafraidtofall inmy professond life.
What | discovered wasthat once | wasableto take
therisk to slow down at work and placed more
emphasison my family and persond life, my profes-
siona performanceactually improved. | wasableto
get moredoneinlesstime. | waslessstressed out
and wasnicer tothefolksat work, and, al inall, |
enjoyed al thefacetsof my lifemore.

Having said that, | must be honest and tell you that
I’'mwriting thiswhiledittingonanarplaneonthe
first day of our family vacation.

Old habitsdiehard.

Recruiter 3
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By Senior Airman
Marti Ribeiro
Air For ceRecr uiting Service

Using play money toillustrate
Air Forcebenefits, establishing
student foldersand sponsoring
career daysarejust someof the
waysyou can moveto the head
of theclasswith your school
gameplan.

School gameplansarean
important part of being arecruiter,
according to Tech. Sgt. Maggie
Silva, Air Force Recruiting School
indructor.

Soimportant that it'salarge
part of the curriculumtaught at the
recruiting school. Part of that
curriculumteachesrecruitersthat
game plansare morethan show-
ing uptoaschool and talkingto
students. You need to“liveinyour
schools,” according to Sergeant
Silva. You also need to look at
your programto seewhereyou
canimproveyour techniques,
garting withwell-planned and
coordinated vigits.

School visits

Staff Sgt. John Proellochs,
former enlisted recruiter now an
officer accessonsrecruiter with
the 311" Recruiting Squadron,
said hemade surehevisited his
schoolsevery Tuesday, Wednes-
day and Thursday. “Whether it
wasapresentation, specia event

of the class: work sm

or just to show up andtalk to
students, | made surel was
adwaysthere.”

Hesaid hisconstant visits
“saturated themarket.” He
received leadsfromteachers,
counselors, cafeteriaworkersand
janitors—they al saw himand
knew he' dbeintheir schoal, if
they wanted to refer astudent.

Pre-coordinated table displays
inthecafeteriaat lunchtimecan
asobevery successful, according
to Sergeant Silva. “Weteach
recruitersto usethistimetotak
toagroup of studentsabout the
Air Force. Wewant recruitersto
standinfront of their tabledis-
playsinstead of behind them, and
talk to students.”

Tabledisplaysgiveyouthe
chancetogiveout literatureon
Air Forceopportunitiesand
benefitsthat studentscanthen
takehomeand talk over withtheir
family. Specid promotiond items
such askey chainsand lanyards
also comein handy here, asthey
arean eye-catcher for most
students, according to Sergeant
Prodllochs.

“SPIsdon’t do meany goodin
my office, sol madesurel got full
useof themwhen| visited my
schools,” hesaid.

Another part of school vigitsis
classpresentations. Sergeant
Slvasuggestsfinding clever ways



to get students’ attention.

“| used pretend money with
my faceonit,” shesaid. “I called
them MaggieBucks.”

| used thisto show how much
money they would get paid and
how muchthey get to keep since
they don’t pay for rent, utilitiesor
food—it redly drovethe point
home, shesaid.

Another creativetechnique
Sergeant Proellochsusedin-
volved building PowerPoint
presentationsto explainAir Force
benefitsfor afarm community.
Thesearetraditionally hard to
recruitin areaswhere most
studentsdon’t movefar from
home.

Awardsand certificate presen-
tationsare another avenueinto
schools. School counselorscan
provide namesof thetop math
students and thetop science
studentsfor each grade. With
permission fromthe school, you
can present these studentswith
math and science certificates of
recognition. Thisgivesyou good
facetimewith Sstudents.

School Folders

Sergeant Silvaa so suggests
maintaining school folders. These
shouldincludeschool rosters,
current ASVAB scoresand
contactswith Junior ROTC
classes. ASVAB listsare some-
timesarecruiter’s“bread and

butter,” so keep them current, she
sad.

School foldersareasore-
quired to have detailson how
eachvigt went or what involve-
ment therecruiter hashadinthe
school.

“After eachvigt, giveagood
‘word’ picture—agood descrip-
tion of exactly what happened
whileyou wereat the school,”
said Sergeant Silva. “ Thiswill
hel p you remember what hap-
pened at each school and it will
hel p outlineyour school game
plantoyour flight chief.”

Events

Takingtheinitiativeand being
creative can helpincreaseyour
vishility at theschoals.

Theschoolhouseinstructor
suggestsschedulinganAir Force
band to perform, amilitary
working dog demondtration or a
pararescue/combat controller
jump at the beginning of afootball
game.

Career days

When attending career dayss,
you should not go by yourself,
said Sergeant Silva. “ It sbetter to
takeaflight chief or recruiter with
you. You don’'t want to be bom-
barded with peopleasking
questions, and not be ableto get
todl of them.”

Educator Tours
A sometimesforgottentool is

FEATURE

arter with school game plan

the Distinguished Educator Tours
held each year. Currently there
arefivetoursayear running from
January through March. Forty
high school educatorsfrom
around the country are brought to
SanAntonio, Texas, tolearn
about theAir Forceduring each
tour.

“It'snot areward program,”
said Staff Sgt. JohnAssdlin, chief
of civicoutreach for Air Force
Recruiting Service. “It'stohelp
recruitersget into those schools
wherethey werepreviousy
denied.”

Sergeant Proellochshad a
pogitiveexperiencewiththe
educator tourswhilehewasan
EA recruiter. “1 had 13 schoolsin
my areaand one of them
wouldn’tlet mein. | senta
counselor on an educator tour
and shecameback loving theAir
Force—theschool let mein after
that,” hesaid.

Educator toursaso help
convince‘fencedtters that the
Air Forcehasgreat opportunities
for their sudents.

Recruiterswho consistently
useall thesetoolsto maketheir
gameplan havehigtoricaly
becomemore successful intheir
efforts.

They findthey’ reworking
smarter, not harder, and have
moved to the head of theclass.

Recruiter 5
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Small
with big

cost
payoff

By Senior Airman Marti Ribeiro
Air ForceRecruiting Service

Recruiter generated mail can beaninexpensive
way to get Air Forceinformation out to alot of
people.

“Thirty-seven centsisapretty good investment
to get my product in my gpplicants hands,” said
Staff Sgt. David Drake, Officer Accessionsrecruiter,
311" Recruiting Squadron.

Applicants, who in Sergeant Drake' scase, are
nurses. Nurserecruiting can beadaunting task
when you consider most nurseswork up to 15 hours
aday and areimpossibleto contact. Hissolutionis
recruiter generated mail.

“| get state lists of names and addresses of
registered nursesand send them literatureon theAir
Force,” hesaid. “It'smy one guaranteed way to get
information out tothem.”

Recruitersacrossthe nation, whether they are
enlisted or officer, can use RGM inthesameway.
Air Forceliteratureissent out to prospectslikehigh
school juniors, seniorsand graduates, aswell as
peopleinthemedical field and colleges. Thelitera-
ture providesinformation on benefits, educationa
opportunitiesand jobs, according to Tech. Sgt.
Gerardo Gonzales, Air Force Recruiting School
Instructor.

6 Recruiter

“Thepamphletshaveamail back card that if
filled out by thereceiver, therecruiter must contact
the prospect within fiveworkdaysof receipt,” said
Sergeant Gonzales.

“I loveRGM becausel cantailor it tothe
recipient,” Sergeant Drakesaid. “1f | meet apoten-
tial applicant who showsaninterest in pediatricsor
emergency medicine, | can send them specific
information about that career fieldintheAir Force.”
According to Sergeant Drake, sometimesthat
personal touch iswhat really makesRGM work.

But, RGM doesn't just haveto beused for a
few individual prospects. Squadronsareallowed to
pay for mail dropswhich meansthey hireacompany
tomail out alarge quantity of Air Forceliteratureto
anaddresslist provided by therecruiter. Sergeant
Drake used amail drop to sent 66,000 pamphletsto
nursesin Ohio and Pennsylvania.

“Itwould vetakenasinglerecruiter forever to
mail that many,” hesaid. Paying acompany to
addressand mail out alarge amount of Air Force
literature at onetimefloodsthe market withAir
Forceinformation.

“Sometimesarecruiter cannot reach everyonein
hisor her recruiting area,” said Sergeant Gonzales. “
Thismethod reachesout to thoseindividuas.”

RGM takesafew dollarsand afew man-hours,
but can have alargelead payoff intheend.
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Air Force Recruiting sehoolteaches
telephone prospecting as/a lead generator

By Senior Airman
Marti Ribeiro
Air ForceRecruiting Service

Thetelephoneisarequired
sdlling device, but instead of
sounding likeatelemarketer,
recruiters can usethetool staught
at theAir Force Recruting School
to createleads and set appoint-
ments.

Picking up the phonetocdl
hundreds of prospects can make
youfed likeatelemarketer, but
it swhat therecruiter putsintoit
that makesthedifference.

To combat the monotony of
telephone prospecting, Staff Sgt.
LaunaTerry-Hill, Air Force
Recruiting Schoal ingtructor,
suggestssetting up aplanfor
whomyou'regoingto call and
whenyou'regoingtodoit.

“| cdlled high school students
theweek beforel visited their
school,” shesaid. “ Thenthey
knew | wasgoing to bethere.”

It'salso moreeffectivetogive
yourself asuccessgoal, and not a
performancegoal, shesaid.

For example, instead of trying
to make 150 phonecalls, set
yourself agoa to makeasmany
phonecallsasit takesto schedule
three gppointments.

But beforeyou pick upthe
phone and start dialing, make sure
you' ve doneyour homewark.

Staff Sgt. LeeHurst, enlisted
access onsrecruiter with the 349"
Recruiting Squadron, recom-
mends reading thelocal newspa-
persto helprelateto the potential

applicant.

“It'simportant you add a
personal touch to your phonecall,
soyoudon'tsoundlikea
telemarketer,” hesaid.

Knowing your competitionis
another part of being prepared,
according to Sergeant Terry-Hill.
Not just other servicesbut other
jobsinthecivilianworld. Your
potential gpplicantswill know if a
fastfood chainisoffering 75
percent tuition assistanceor if
businesseswill pay collegetuition
for part timeworkers.

Along with other job con-
cerns, recruitersneed to beable
to answer any questionsand
overcomeany fearsthe potential
applicant may haveabout joining
theAir Force.

“Itwill makeyour appointment
moremeaningful if you' veadready
overcome some of their concerns
andthey’ ve had timeto think
aboutit,” shesaid.

Make surethe prospect
understandsyou’ rejust giving
them the chanceto talk about the
Air Force, andthey’ renat being
pressuredtojoin.

“Youwant to sell the appoint-
ment instead of selling theAir
Force. You can sdll themonthe
Air Forceonceyou get theminto
theoffice,” Sergeant Hurst said

Whether or not you areableto
Set an gppointment with the
prospect, you needtoendona
positivenote.

“Evenif they arenasty toyou
on the phone, wish them good
luck withwhatever itisthey’re

doing,” Sergeant Terry-Hill said.

But, if they do schedulean
appointment, make sureyou
confirmthetimeand date of the
appointment, make surethe
prospect knowsexactly where
you arelocated.

If they can’'t get toyou,
arrangefor transportation. It's
very important to make surethey
have your phone number in case
they havetoreschedule, said
Sergeant Terry-Hill.

“Itdoesn’t hurt toask if they
have any friendsthat might be
interested intheAir Force,” she
sad. “If you useit correctly,
telephone prospecting can also be
alead gathering tool.

“You haveto bementally
prepared for telephone prospect-
ing, peoplewill hang up onyou—
you can't takeit persondly,” she
said. Common tel ephone etiquette
suchasclearly identifying yourself
and making sureyou'’ ve reached
the carrect person can help save
time

“Timeisvauableto arecruiter
and spending ten minutestalking
to thewrong person could very
ineffective,” Sergeant Terry-Hill
sad.

Thesmal amount of timeyou
do spend on the phone, you need
to project your enthusiasmfor the
Air Force.

“Behappy, people can sense
your attitude over the phone,”
said Sergeant Hurst. “If you're
excited about theAir Force,
they’ remorelikely to get excited
about it, too.”

Recruiter 7



Professional Sales Skills replac
previous AIDA selling techniqu
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By Senior Airman
Marti Ribeiro
Air ForceRecr uiting Service

Theold sdling formulaof
Attention, Interest, Desireand
Action, hasbeenreplaced by a
sling techniquecalled Profes-
sond Sdling Sills.

Thistechniquehasbeeninthe
fieldfor years, but only officer
accessonsrecruiterswereinitially
trainedtouseit. PSSwasorigi-
nally for experienced recruiters,
likethosein Officer Accessions. It
iIsnow being used by al recruiters
becuase of itssuccessinthefield.

Thissdlingmethodisbeing
implemented acrossAFRSasthe
officid salestechnique. New
recruiterswill nolonger haveto
memorizethe 13-page script.
They will begiventhetoolsto
casudly interview prospectsand
build rapport with them. PSS
mirrorsthe sales methods experi-
enced recruitersdevelop astheir
experiencelevel grows. Teaching
itto new recruitersstartsthemon
thesameleve with experienced
recruiters.

“PSSisbased onthe premise
that intoday’scomplex environ-
ment successin salescomesfrom
hel ping one' s applicantssucceed,”
said Tech. Sgt. LisaWinders, Air
Force Recruiting School instruc-

tor.

Thefoundation of PSSis
opening, probing, supporting and
closing. Thistechniquedlows
applicantsto ask questionsof the
recruiter to find out more about
theAir Force. But, at thesame
time, therecruiter isaskingthe
applicant questions about
qualifaction. PSS providesamore
conversational saestechnique
thanthat of theAIDA system.
Instead of running througha
script, recruitersareinstructed to
talk to applicantsasif inacon-
versation—answering questions
casudly.

“PSSismorepermissiveto
help find thereason they cameto
therecruiter,” said Master Sgt.
ThomasHerold, 337" Recruiting
Service, enlisted recruiter,
Wilmington, N.C.

PSS hel pstherecruiter engage
theapplicantinaconversation
about thereasonsfor wanting to
jointheAir Force. “PSSislikea
road map to hel p guide applicants
through therecruiting process.
Instead of memorizing an exact
dialogue, wewant recruitersto be
ableto easly overcomeindifferent
applicantsand thosewith ques-
tionsand concerns.”

Recruitersaregiventhebasic
guestionsto ask and thetoolsto
answer any question apotentia
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Photo by Senior Airman Marti Ribeiro

e AFRS-wide

applicant might throw at them

“It helpsrecruitersfindthe
need behind theneed,” Sergeant
Heroldsaid. “UnliketheAIDA
systemwhichredly only
scratched the surface of why an
applicant wanted tojoin, PSSis
ableto find out why someoneis
realy interested intheAir Force.”
PSS accomplishesthisby asking
al of thequdification questionsup
front and then getting into thereal
reason thepersonisinterestedin
theAir Force.

For example, if thereal reason
an gpplicantisinterested intheAir
Forceiseducation, PSS helps
prospectsfocusonthewhole
concept of joining theAir Force,
instead of just focusing onone
thing, said Sergeant Herold

Theopening, probing, sup-
porting and closing of PSShelps
recruitersbuild adialoguewith
their gpplicants.

New recruitersarebeing
taught PSS at theAir Force
Recruiting School. Recruiters
aready inthefield received
training during the spring of 2001.
Recruitersthat graduated fromthe
recruiting school after thecom-

Staff Sgt. Billie Palmer, Air Force Recruiting School student, greets “poten-

me_‘nd'WideChangeover AENOW  tial applicant” Senior Airman Jeremy Gomez, also a student, during a re-
being scheduled for PSStraining.  cruiter training exercise. Students and instructors dress up in civilian clothes
Recruitersnot yettrained,can o challenge new recruiters to adjust to anyone that walks into the office.

contact their flight chief to get
scheduled.

Recruiter 9



Time management keeps recruiters on track

By Senior Airman Marti Ribeiro
Air ForceRecr uiting Service

on the phone or adrop-invisit from afriend
can taketime away from your aready busy
day.
Thesefew extraminutes absorb the already
stretched timearecruiter has.

“It’simportant to recognize your time absorbers,”
sad Staff Sgt. LaunaTerry-Hill, RecruitingAir
Force Recruiting School instructor. “ The phone,
walk-ins, family or friendsdropping by your office
areall timeabsorbersthat can get you off track.”

To get back on track, Sergeant Terry-Hill sug-
gestsasking “what’sthe best use of my time.”

Tokeep ontrack, recruiters canimplement atime
management plan. “ Plan your recruiting work by
year, month, week and down to the day -- it will
hel p keep you fromworking longer hoursthan
necessary,” Sergeant Terry-Hill said.

Theingtructorsat therecruiting school recognize
theimportance of planning andtry toreinforceit
whilenew recruitersareintraining.

“ At the school house new recruitersarerequired
to carry their planner with them everywhere,” said
Master Sgt. Bill Capehart, 367" Recruiting Squad-
ron Marketing NCO and former enlisted accessions
recruiter.

“It'snot redlly used much whilethey arein
training, but making them carry it around getsthem
inthe habit of havingit attached to their body.”

According to Sergeant Terry-Hill, these planners
arevital to keeping arecruiter ontrack. Another
reason for carrying the plannersaround isdocumen-
tation.

“If you didn't document it, it didn’ t happen,”
Sergeant Terry-Hill said. Flight chiefsshould beable
to seeexactly how you areusing your timeby
looking at your planner and recruiter activity log.

But, something that can’ t be planned isunex-
pected phone calls.Calls can get out of hand and
absorb alot of your time.

I t may seem harmless, but afew extraminutes

10 Recruiter

“1 bought astopwatch when | wasan EA re-
cruiter to usefor telephone prospecting,” Sergeant
Capehart said. “ You can basically find out if some-
oneisqualifiedfor theAir Forceinthreetofive
minutes—anything past that you' re dragging out the
phonecal.”

Avoiding some of thesetimeabsorberscan help
you stay ontrack. Talking withyour flight chief, can
identify your weaknesseswhen it comestotime
managmentt.

“They can seethelack of time spent inaparticu-
lar arealiketelephone prospecting, street recruiting
or school visits,” shesaid. “They candsotel if the
recruiter isoverbooking appointments.”

Another way totime absorber, islearning to keep
conversations short and to the point. Sergeant
Capehart suggestsgreeting your walk-insat the
door, quickly building arapport, andfinding out if
they arequalified for theAir Force. If they aren't,
sitting down and having along discussion not only
wastesyour time, but it wastestheirsaswell.

“Remember that timeisjust asimportant to other
peopleasitistoyou,” hesaid.

Recruitersshould remember that whiletimeis
valuable, they need to beflexible.

“WE rein the people business, so you know
appointmentswill bemissed or cancelled,” Sergeant
Terry-Hill said. “You haveto be ableto work
around them.”

Staying flexiblemeansyour daily planwill not
adwayswork.

It'simportant to strivefor excellence, not perfec-
tion when it comesto time managment, shesaid.
“Thereisnoway your planisgoing towork every-
day.”

Striving to use every minute of your timeeffec-
tively isthefoundation of time management.

With most recruitersmilesfromthe nearest
supervisor, they must be ableto usetheir timetothe
best of their ability, because as Sergeant Capehart
haslearnedin six yearsasan enlisted recruiter,
“Time management will makeor break any re-
cruiter.”



AIR FORCE NEWS

New short-term
enlistments coming

By Jim Garamone
American ForcesPress
Service

WASHINGTON (AFPN) —
A new military short-termenlistment
programwill begin Oct. 1 aimed at
expanding the opportunitiesfor al
Americans to serve the country.
Congressauthorized the National
Cdll to Serviceenligment optionas
part of the fiscal 2003 National
DefenseAuthorizationAct.

Theprogramdlowsthemilitary
services a new option to reach a
group of young Americanswho oth-
erwise might not serve because of
thelength of traditional enlistment
options, said Bob Clark, assistant
director in the Department of
Defense’ saccession policy direc-
torate.

Theprogramwill work likethis:
A recruit enlistsfor the option and
incursal5-month active-duty ser-
viceobligationfollowing completion
of initial-entry training, for atotal
active-duty commitment of about
19 months.

Following successful completion
of activeduty, servicemembersmay
re-enlist for further active duty or
transfer to the selected reservefor
a24-month obligation.

Once this is completed,
servicemembers may stay in the
selected reserveor transfer toindi-
vidua ready reservefor theremain-
der of an eight-year commitment.

“Theuniquepieceof thislegis-
lationisthat whileintheindividua

ready reserve, these young people
will be given the opportunity to
moveinto oneof theother national
service programs, such as
AmeriCorps or the Peace Corps,
andtimeinthosewill count toward
their eight-year obligation,” Mr.
Clark said.

Therearefour incentivesunder
the option. The first is a $5,000
bonus payabl e upon completion of
activeduty service.

The second isal oan-repayment
option also paid at the end of the
active-duty portion. Thelegidation
allows for repayment of up to
$10,000 of quaifying student loans.

Thefinal twoincentivesaretied
to, but not part of, the Montgom-
ery Gl Bill. Onegives 12 months
of afull Montgomery Gl Bill stipend
— currently about $900 amonth.

“Welook at thisasbeing anin-
centiveto both high school gradu-
atesor maybe collegestudentswho
arefinancialy strapped who may
need to sit out for aperiod, serve
thecountry, learn, seetheworldand
thengoto school,” hesaid.

This is the first time the Air
Forcewill takepart inashort-term
enlistment program, according to
Master Sgt. Damian Armijo,
NCOIC of Standards, Headquar-
tersAir Force Recruiting Service.
“Only onepercent of our non-prior
servicegpplicantswill bedigiblefor
thisprogram.”

Air Forcerecruitersshould ex-
pect official guidanceonthispro-
gram beforetheend of August.
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Adding 8R00 position brings unigque
Insight to Thunderbird mission

TheAir Force Thunderbirds
now haveauniqudy qualified
team member who speaksyour
language, understandsyour needs
and wantsto help you usethe
teamto makegoal.

Withfour years“onthebag” as
an enlisted accessionsrecruiter
Tech. Sgt. Gabridl Quintana
bringsnew perspectiveto one of
the Thunderbirds primary objec-
tives—supportingAir Force
recruiting and retention programs.

The 17-year Air Forceveteran
joined the Thunderbird public
affairsstaff astheteam’sfirst
recruiter and marketing NCOIC
last August.

“My jobistohelprecruiters
work with air show coordinators
and the Thunderbirdsto provide
asmuch recruiting support as
possible,” hesaid. “ Air Force
recruitersnow havealiaisonwith
aworking knowledgeof theAir
ForceRecruitingmissonanda
first hand understanding of the
demandsof being arecruiter.”

Thistypeof ingghtiswhat
prompted Air Force Recruiting
Serviceand the Thunderbirdsto
joinforcesand create an 8R0O0
position ontheteam.

“Thedecisonto add arecruiter
to our ranks answered amajor
guestion for us: How do we make
the Thunderbirdsamoreviable
recruiting tool and therecruiters
moreeffectiveat air shows,” said
Lt. Col. Richard McSpadden Jr.,
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Courtesy photo

Tech. Sgt. Gabriel Quintana speaks to a group of ROTC cadets during a

Thunderbird Tour. Sergeant Quintana, a former recruiter, is now assigned

to travel with the Thunderbird team.

U.S.Air ForceAir Demonstration
Squadron commander |eader.

If Sergeant Quintana simpact
over thepast five monthsisany
indication, it wasagood decision.
“Gabe senergy and enthusiasm
bridged the communication gap at
most show siteslast year and
strengthened the partnership
between theteam and recruiting
service,” Colond McSpadden
sad. “Hehasbeeninstrumentd in
making America SAmbassadors
inBluemorevishble”

Theteam’sadvance pilot/
narrator, Mgj. Dann Carlson
agreeshaving arecruiter onthe
team hasmade adifference.
“Therewasamarked improve-
ment last year when Gabejoined
our team,” hesaid. “Thenumber
of school vistsand recruiting
eventstheteam wasableto take

partin, wasdrastically improved.
Asthefirst oneintothe show site,
itisobviouswhentheloca
recruitersareinvolved. If they
areinvolvedweareableto
conduct our mission muchmore
effectivey.”

The Thunderbirds 2003 show
season includes47 show sitesin
the continental United States,
Alaska, Hawaii and Canada.
Sergeant Quintana sgoal isto
make recruiting support atop
priority at each.

The 2001 Blue Suit winner
plansto do thisby ensuring
recruitershavethe opportunity to
take advantage of theteam’shigh
vishility and expansveoutreach
capability.

“TheThunderbirdsarea
tremendousrecruitingtool,” he
said. “Imagine29 career fields



showcased by 130incredibly
successful rolemodel swholove
to talk about what agreat career
theAir Forcecanbe. | think
that’sarecruiter’sdream.”

schedule, but by planning early,
you' reputtingyourselfina
position to have moreinput on
eventstheteam participatesin,”
Sergeant Quintanasaid.

A dreamthat becomesredlity Althoughthistypeof involve-
only if recruiters ment requiresatime
areactively invesmenton
involvedwiththeir | To contact Tech. Sqgt. recruiters part,
show gte's Gabe Quintana for more Sergeant
planningcommit- | information about the Quintana
teeaccordingto | Thunderbirds visiting your believesthe
Sergeant area: pay off isworth
Quintana. By email: theeffort. “The
“Attendingair gabe.Quintana@nellis.af.mil | moreeventswe
show committee | and canschedule,
meetingsis Gabriel.Quintana@rs.af.mil. | thegreater
critical,” hesaid. | Please send all e-mall impact wecan
“If wedon't traffic to both addresses. haveinsup-
have someone portingloca
thererequesting | Phone numbers: fieldrecruit-
timefor recruit- (702) 652-4019 ers” hesad.
ing support it DSN 682-4019 Thepay off,
may not hap- Cell (210) 842-4327 accordingto
pen. It'smuch Sergeant
tougher to get Quintana, is

timeafter theitinerary isfinaized
sotheearlier you getinvolvedthe
better your chances of taking
advantage of aThunderbird visit.
If youwait until theair show is
two months out, you may betoo
late,” hesaid.

Onerecruiter who took this
advicein 2002 wasableto
scheduleadozen eventswith the
Thunderbirdsincluding schoal,
hospital and youth group visits
andradioftdlevisoninterviews.
“Every recruiter may not beable

to take up that much of theteam’s

recruiters opportunity to have
someof theAir Force' stop
professionalstalk totheir pro-
Spectiverecruitsabout career
opportunitiesintheAir Force.

“Nothing breaks down doubt
for someonethinking about
joining theAir Force, better than
atestimoniad,” hesaid. “There's
no better testimonial than that
from airmen assuccessful as
thoseontheAir Force
Thunderbirds.”

AROUND AFRS

2003 Thunderbird
show schedule

March

15-16 Luke AFB, Ariz.
22-23 Tyndall AFB, Fla.
29-30 Davis-Monthan, Ariz.

April

5-6 March AFB, Calif.
12-13 Wilmington, N.C.
26 Greenville, S.C.
27 Patrick AFB, Fla.

May

4-4 Ft. Lauderdale, Fla.
10-11 Barksdale AFB, La.
16-18 Andrews AFB, Md.
24-25 Pope AFB, N.C.

28 USAF Academy, Colo.
31 Myrtle Beach, S.C.

June

1 Columbus AFB, Miss.

7-8 Mankato, Minn.

14 Whiteman AFB, Mo.

15 Sheppard AFB, Texas

21 Sioux Falls, S.D.

22 Grand Forks AFB, N.D.

25 Eielson AFB, Alaskaa
28-29 Elmendorf AFB, Alaska

July

3 Battle Creek, Mich.

5-6 Peoria, lll.

12 Missoula, Mont.

13 McChord AFB, Wash.
17-20 Dayton, Ohio

23 Cheyenne, Wyo.

26 Selfridge ANGB, Mich.
27 Grissom ARB, Ind.

August

9-10 Hickman AFB, Hawaii
16-17 Chicago, I

23-24 Otis ANGB, Mass.
30-31 Quebec, Canada

Septemeber

1 Toronto, Canada

6-7 Nellis AFB, Nev.
11-13 Reno, Nev.

14 Mt. Home AFB, Idaho
18 Andrews AFB, Md.
20-21 Wichita, Kas.
27-28 Janesville, Wis.

October

1 Tucumcari, N.M.

4-5 El Paso, Texas

11-12 Ft. Smith, Ark.

18-18 Salina, Calif.

25-26 Edwards AFB, Calif.

November

102 NAS JRB New Orleans, La.
8-9 Daytona Beach, Fla.

15-16 TBD
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TAKE NOTE

Photo by Master Sgt. Rodney Williams

Family affair

DEPper Quinn Eisenbraun enlisted Dec. 2, 2002, exactly 50 years
after his grandfather, retired Chief Master Sgt. Ronald Connolly, joined.
Quinn credits his grandfather’s war stories and his interest in aviation

as his reasons for joining the Air Force.

Unlimited terminal leave
Retiring and separating mem-
bersarenolonger limitedtoa
combined total of 90 daystermi-
nal leave, permissivetemporary
duty and processingtime. This
changewill beincluded inthe next
revison of AFI 36-3003, Military
L eave Program. Contact your
local Military Personnel Hight for
moreinformation.

New command chief

Chief Master Sgt. Karl Meyers
becamethe command chi ef
master sergeant for Air Education
and Training Command Jan. 31.
Chief MeyerscomestoAETC
fromthe2™Air Forceat Keesler
Air Force Base, Miss., wherehe
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wasthe command chief master

sergeant. A New York native,
Chief Meyershasheld positions
inthe Southern, European and

North Atlantic Theatersof opera-
tion. Hisoperational background

includesworkingwithbaligtic
misslewarningand satdllite

tracking systems, ground tectical

ar control systems, modular
control equipment and semi-
automatic ground environment

systems.

Chief Meyerssucceeds Chief
Master Sgt. William Murray who
retiredin January.

Need blood
Withasmaler pool of digible
military donorsand arecently

decreased stock of frozen blood,
theAir Forceiscaling on service-
membersand their familiesto
donate blood.

Donorscan giveblood every
56 days, or six timesayear.

Check with your local Red
Crossto find out whereyou can
donate.

Scholar ships

TheMilitary OfficersAssocia-
tion of Americaisoffering 100
college-bound or current under-
graduate students $1,000 schol -
arshipsfor the 2003 to 2004
school year.

Applicantsmust bethe son or
daughter of amilitary service-
member, younger than 24 and
must provide basicinformation
such astheir SAT scoreand
college. Deadlineto completethe
onlineapplicationisMarch 1.
Apply at http://mww.moaa.org/
Education/2003

High-year-of-tenureincrease
Airmensarvinginmostenlisted
ranks now havean additional two
yearsavailableto serveon active
duty. Theincreasebegan Jan. 1,
aspart of aninitiativetoretain
enlisted skillsand experience.
Thechangedlowssenior
airmento serveupto 12 yearsof
tota service; technical sergeants
up to 24 years, master sergeants
up to 26 years, and senior master
sergeantsupto 28 years.
Remaining unchanged are staff
sergeantsat 20 yearsand chief
master sergeantsat 30 years.
Moreinformationisavailableat
www.af pc.randolph.af.mil or the
local Military Personnel Hight.




Senior Master Sergeant Brian Porter
AlexisBrown
William Johnson Jr. 331 RCS Matthew Cherveny
Ronald Patrick 367 RCS Robert Neff
Kevin Eastman
Master Sergeant Jonathan Havrilek
Clifford Holder Jr.
Stephen Mataraza 313 RCS MadissaTuggle
Hugh Elliott Jr. 318 RCS Mickey Lipkea
Thomas Lakemper 319 RCS Andrew Haynes
Roy Couch 330 RCS KevinWedra
Donald Lake Jr. 333 RCS David Cooper Jr.
Robert Johns Jr. 342 RCS BrianGerlach
Kenneth Journey 347 RCS Ray Grays
Jacqueline Penny 349 RCS TinaDragovich
Edwin Lackey Il1 362 RCS DavidMcCloud
Brian Hayden 368 RCS
Annette Houston 369 RCS Saff Sergeant
Lori Short 369 RCS

Duclerc Lui Rodriguez
Christopher Broaden
Holly Schwartz

317 RCS Stacy McLean

319 RCS

Technical Sergeant

Steven Acevedo
Richard Tangen

PROMOTIONS

331 RCS
336 RCS
338 RCS
338 RCS
347 RCS
349 RCS
349 RCS
349 RCS
361 RCS
362 RCS
362 RCS
364 RCS
364 RCS
364 RCS
367 RCS
369 RCS

314 RCS
333 RCS
347 RCS
362 RCS

2002 Air Force Recruiting Service
Communications and Information Award winners

Air Force Recruiting Service Information Management
Outstanding Airman: SrA Rebecca Contreras, 362" RCS
Outstanding NCO: TSgt Mark Hall, 338" RCS
Outstanding SNCO: MSgt Todd Raby, 339" RCS

Air Force Recruiting Service Computer Systems
Outstanding NCO: TSgt Jeffrey Hiatt, HQ AFRS
Outstanding SNCO: M Sgt John Springer, 368" RCS
Outstanding CGO: Capt Douglas Hayes, HQ AFRS
Outstanding Civilian Technician: Terry Hepworth, HQAFRS
Outstanding Civilian Specialist: Michael Zapata, HQAFRS
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Pilots of the “Red-Tailed Devi S, 332nd
Fighter Group, never lost a bomber they
escorted during World Warll. —




