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! INTRODUCTION
by
t.\
]

The rationale for conducting this study as well as the survey design
- and objectives are described in the Introduction to the Fall 1975 report.
- For the reader's convenience, the following comments are reprinted from

the Fall report. Some references are added to reflect chronological and
= survey coutent changes.,

N Background and Objectives
There are a number of factors that are related to a young man's deci-
> sion to enlist ‘n a military service. Factors such as national unemploy-
." ment, the country's engagement in foreign conflict, and regional cultural
environments can have a strong bearing upon enlistment. Other factors
N related to enlistment behavior include youths' general attitudes concerning
':: military service and their awareness of the opportunities provided by the
services, These factors, especially awareness, are influenced largely by
& promotion and advertising as well as the many activities of service recruit-

ers. Youths' attitudes and awareness also reflect the impact of various
other influencers, such as their peers, parents and family, teachers,
coaches, counselors, and ex-servicemen.

General attitudes concerning military service can change over time

! partially because the potential market of 17 to 21 year old youths changes
oy every year as new youths enter and older ones leave this age bracket, The
outcome of recruiting efforts can be influenced by altering military service

f:,' attributes such as salaries, bonuses, training options, length of service,
e and so on, The military services can also directly influence the propensity
to serve through increasing awareness of these attributes and by improving
< attitudes by means of promotion, advertising and recruiter efforts. Indi-
e rectly, improved awareness and attitudes can also be achieved by improving
the awareness and attitudes of the influencers of potential enlistment pros-
j::: pects.
-t
Beginning in 1971, semi-annual youth surveys have been conducted
-:':: each Fall and Spring (excepting Spring, 1975) for the Department of
-~ Defense, These surveys included interviewing a sample of non-prior ser-
i vice 16 to 21 year old male youths to gain insight into a variety of issues

a associated with their attitudes toward employment in general and military
service in particular, The tenth such survey was conducted by Market
Facts, Inc. in the Spring of 1976. This report provides detailed analysis
> of the second of a two-part survey (Fall 1975 and Spring 1976), with an
N examination of some changes between the two points in time.
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.

In order to compete effectively in the youth labor market, the De-
partment of Defense has a continuing need to obtain current attitudinal in-
formation concerning the nation's youth. The principal objective of this
survey is to provide the Department and the Services with valid, timely
and actionable data concerning the youth labor market on a continuing semi-
annual tracking basis, This survey deals with propensity to serve in the
military; effectiveness of advertising and recruiting efforts; impact of
influencers; importance of military attributes; and characterization of
youths by such factors as their demographics and life goals.

The information gathered on this and the Fall 1975 survey has three
fundamental objectives, The first objective is to gather information that
has common utility for all the military services.

Secondly, thirteen special recruiting areas were isolated throughout
the country so that special analyses could be performed on each of them,
These areas, referred to as Tracking Areas, comprise one or several
geographic units of each of the services: Recruiting Detachments (Air
Force), District Recruiting Commands (A rmy), Recruiting Stations (Marine
Corps) and Recruiting Districts (Navy), Each service then can track the
study variables over time within actionable geographic areas defined by re-
cruiting boundaries of each service.

Thirdly, the study is designed to provide longitudinal observations
over time so that changes in attitudes and behavior can be detected and ap-
praised, It is anticipated that controlled experiments might be attempted
over time in the Tracking Areas to test such factors as promotional mate-
rials, recruiting practices, and advertising strategy.

A special feature included in this study is a series of questions about
the G, I, Bill and its educational benefits. The study design permits such
inclusion of special features from time to time.
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Study Design

The survey involved 16 - 21 year old males who do not have
prior or current military involvement and who are not beyond their second
year of college. In total, 3,008 interviews were completed,

The survey employed telephone interviewing. Respondents were
selected by random digit dialing. Approximately 200 interviews were com-
pleted in each of 13 tracking areas, and 400 interviews in the balance of the
country. Thus, the study provides statistically valid samples for each
tracking area and allows computation of total U,S. estimates.

The 13 tracking areas were selected from the total of 27 by using
three criteria: a) maximizing the percentage of the potential applicant pool
covered, b) providing sufficient geographic dispersion or regional coverage
and c) limiting the number of recruiting units to three or less per Service.
The 13 areas cumulatively account for about 65% of the U.S, '"'military
available'. The tracking areas included in the survey contain the following
principal cities and/or states:

New York City Michigan/Indiana

Albany/Buffalo Chicago

Harrisburg Minnesota/Nebraska/

Washington, D, C, North Dakota/South Dakota

Florida Texas

Alabama/Mississippi/ Southern California/Arizona
Tennessee Northern California

Ohio

Detailed tabulations, referred to in this report, are given in five
volumes. Volumes 1 and 2, which constitute most of the analyses, contain
both Spring 1976 and Fall 1975 data for those questions which are consid-
ered comparable.

Volume 1: By Individual Tracking Area

Volume 2: By Eunlistment Propensity Toward Active Duty In
the Air Force, Army, Marine Corps and Navy

Volume 3: By Schooling Status and Grades in High School

Volume 4: By Age, Race and Quality Groups

Volume 5: By Enlistment Propensity Toward Reserves and the

National Guard
The interviewing for this wave took place between April 22, 1976 and

May 17, 1976,
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Questionnaire Change

Besides the inclusion of the GI Bill educational benefits, several ques-
tions were added for the Spring wave: military service attributes were ratca
for importance, the treatment of the National Guard and the Reserves was
expanded, and the list of advertising copy points was changed for some ot the

services. At the same time some questions were deleted: preference for

for direct combat role and various specialist jobs, ratings of advertisinue copy

for importance, and ratings of importances of life goals.

Analytic Comments

In such a large study, many results are likely to appear which are
due solely to chance or sampling variance. In order to avoid being de-
ceived by such results, this analysis delineates those results which arc
unlikely to be due to chance or sample idiosyncrasies. Specifically, all
significance statements are based on the 95% confidence level, This
means there is less than a 5% likelihood that such a result would occur
solely due to chance,

The report that follows covers the second of the first t'vo waves
under the new tracking area design. Therefore, unlike the first one, it
attempts to examine some changes over time.
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EXECUTIVE SUMMARY

Introduction

This report summarizes the Spring 1976 wave of the tracking study of
youth attitudes toward military service. A total of 3,008 respondents were
interviewed, approximately 200 in each of 13 tracking areas and 400 in the
remainder of the United States. This report focuses on differences across
the tracking areas, as well as changes between Fall 1975 and Spring 1976
waves in the military's image, advertising recall and propensity to serve.

In addition, a special analysis is made of awareness of the educational bene-~

fits of the GI Bill.

Changes From Fall 1975

Propensity to join the military service has decreased from Fall 1975

to Spring 1976. More data will be required to determine if this reflects a

real difference in propensity or whether it is a seasonal variation.

F Most of the variables that are correlated with propensity to serve

2 changed only modestly from Fall to Spring. Recalled incidence of recruiter
3 contact did not change significantly, Discussion of enlistment with various
. influencers (parents, friends, teachers) has remained steady, except for a
reported decrease in discussion with girl friends of the possibility of enlist-

ment.
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Having taken an aptitude test given by the Armed Services in high
school was mentioned less frequently than in the Fall, Unemployment and

job seeking did not change significantly. Self-reported academic quality

Y U LIPS ST DA

of the respondents is nearly identical in both waves.

In terms of attitudes regarding life goal achievement, the military lost
further ground in personal freedom and ability to make one's own decisions i

which are two areas where the military already is perceived to be at a dis-

advantage relative to civilian life. The relative position of the military also
declined from the standpoint of doing challenging work -- a life goal where
the military generally is perceived to have relatively favorable position with

respect to civilian life,

The study design controls age and race variation between waves. There-
fore, there are no differences between Spring and Fall in terms of respondent

age and race, This also means that any observed changes in the data are not

RIS Y SRR LU YA PR Y

due to variation in age or race, -

Differences By Tracking Areas

Responses differ significantly across the tracking areas on several
variables. The tracking areas with greatest propensity to serve and most

favorable rating of the military are in the South and Midwest, The least fava-

»L-";j orable sections are the major metropolitan areas: New York City and Chica-

'-;':' go. The New York City tracking area is particularly different from others on
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many of the variables, especially on the measures of academic quality on
which it is highest. Curriculum mix, number of math courses, and self-
reported grades in high school all suggest that in New York the pursuit of
higher education is stronger than elsewhere and that the propensity to join

the military is correspondingly weaker,

Images of the Services

The services in general are perceived to provide job security as well
as adventure and excitement, and to allow one to see different countries and
to learn a valuable trade or skill. On the other hand, military service is
not seen as providing personal freedom, the opportunity to make one's own

decisions on the job, or to make a lot of money.

The job attribute which prospects appear to value most highly when con-
sidering joining the service is '"Teaches you a valuable job or skill", which is

also perceived as attainable in the military.

The individual services are perceived to have different images. The
Air Force has a relatively favorable image on most attributes, particularly
on teaching a valuable trade or skill, The Navy is viewed chiefly as providing
opportunity to see different countries, The Army's image is relatively strong

on helping to get a college education and teaching a valuable trade or skill,

J
4
R
«
]
Kl

The Marine Corps, on the other hand, is seen as strong in training for leader- |

ship.

R \
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Enlisted Started Pay

A large proportion (46%) of military prospects are unable to estimate
the level of enlisted starting pay. Those who do attempt to estimate the
amount of pay come up with quite an accurate average. However, prospec-
tive enlistees perceive starting pay to be lower than those who do not intend
to enlist, except for the Air Force where both groups give the same average
estimate. Two additional findings related to pay are noteworthy: pay is
rated above average in importance relative to other military job attributes;
and most prospects do not think that good starting pay is available in the mili-
tary. Consequently, if correct perceptions of pay among positive prospects

could be attained, the likelihood of enlistment might increase,

Advertising Copy Identification

The ten advertising copy points listed were not identified correctly by
most respondents., Only three of the copy points were correctly identified
by as many as 40% of the respondents: the National Guard's '"Part-time
job,..'", the Army's "Join the people .. . ', and the Marine Corps' "For
200 years kept its ranks small . . .'". For four of the ten copy points, the
most common response as to their source was ""Don't know''. In three cases,

/

respondents mosy'frequently guessed the wrong services as the sponsor of

/
the ad vertisin‘? copy.
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Who Will Join

Those who express a positive propensity to join the military represent
a wide variety of demographic and other characteristics. Nonetheless, the
typical prospect differs from his peers in several ways. He is more likely
to be from the South and less likely to be white, He is younger, has had
less education, and is less likely to have found satisfactory work elsewhere.
He has sought more information about the military, and regards it more fa-
vorably on all attributes. He is much more likely to have been in contact
with a military recruiter. He appears not to have decided which one military
service to join, since those with positive propensity for one service typically

have positive propensity for others as well,

The positive prospect regards the military more favorably in terms of
likelihood of achieving many different life goals. The positive prospects
differ most from the negative propensity group by giving a larger margin of
advantage to the military over civilian life on '""Developing your potential',
"Learning as much as you can'', and "Doing challenging work'. Accordingly,

these life goals may be useful in building a more positive image for the mili-

tary.

Educational Benefits

Even though their knowledge is far from complete, about two-thirds of
the men associated educational benefits with the GI Bill. For most services,

degree of knowledge about the educational benefits is not correlated with pro-

.............
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pensity to enlist. Those interested in the Reserves, however, appear to

m have acquired more knowledge about the GI Bill educational benefits than
?" those not considering serving in the Reserves, ]
= f

Restriction of educational benefits to the time period when one is on

2 %

active duty would not seem to discourage any appreciable number from ex-

pecting to use the benefits when in the service, Conversely, there is no in-

-
s = L A
.. . S P
. L]
[ LR AL
. A

dication of an expected increase in the use of the benefits should they be

limited to active duty years,
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NATIONAL TRENDS

SPRING 1976 VS. FALL 1975
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1.1 National Trends - Fall 1975 to Spring 1976

At the outset of the analysis it seems appropriate to examine chanic-
which may have occurred in those variables that are found to be «ore. b !
with enlistment propensity. To this end, changes in relevant attitudec -
behavior will be compared between the two points in time at the natic: .|
level. Predictably, some of the changes appear to be merely seasonal, while
others may reflect a real underlying trend. Additional survey waves wiis
needed to confirm whether or not Fall to Spring differences are indicators of

a change in potential for new accessions.

Total U.S, data, as presented in this and other sections, are a weighted
combination of thirteen (13) tracking areas plus the balance of the country.

The sampling structure is described in A ppendix III.

1.1.1. Definition of Propensity

Respondents indicated likelihood of serving on active duty in each nuli-
tary service both in Spring 1976 and Fall 1975, Tl;;is was extended to inciude
the National Guard and Reserves separately in the Spring study. The likeli-
hood was measured using a four-step scale: definitely, probably, probuably
not and definitely not (Question 4a, Appendix). For purposes of this rcvpor,

positive propensity is defined as a response of either definitely or probabhly

would be serving. Negative propensity is defined as a response of probably

not, definitely not, or don't know/no answer.
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1.2 Changes in Propensity

The relative number of those who said that in the next few yeirs
they would either definitely or probably be serving on active duty in o
or more of the Services declined from Fall to Spring (Question 4a), 5
tistical measures of significance indicate that the decline is rcal, i..
that it is most unlikely to be due to chance.* The findings are illustratc
in Figure 1.1, The reported decline is largest for the Army (-5. 1%} and
of approximately equal magnitude (-3.4% to -3.6%) for the other threc

services.

In addition to the changes in propensity levels, an overall index of
pro-military attitude also declined significantly, The index is based on
voluntary mentions of military service when discussing plans for the next

few years (Question 3i) and is shown in Figure 1.2,

A Fall to Fall comparison, which will become available atter the
next wave, should show whether or not it may become more difficult to

attract men into the all-volunteer torce,

*No more than 5% likelihood that such a result would occur sclely due oo

chance.
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FIGURE 1.1

POSITIVE PROPENSITY TO SERVE IN SPECIFIC SERVICE .
! (ACTIVE DUTY)
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1.3 Changes in Variables Related to Propensite

variaoles which most signifivantly <o coeptiate oolba v e
negative propensity groups are presented in able 1,1, Both v !
and Sprinyg 1976 observations are shown, 1aclaling the anonnt

and an lLudication of its statistical signiive ., ol

1. Exposure to recruiter contact (in the past Hiv.
months) has held at the levels observed last t «ii. s

same is true for all individual services.

2. Discussion of enlistment with various influencers over
the past four to five months remained steady in :osi
instances except for a drop in the level of discus=1an
with girl friend or wife. To the extent that =
changes are noted, they are below the significanc: -
dards set forth in the analysis. The evidence sayvs fhai
the lowering of propensity does not appear to be L1«
able to changes in discussion of enlistment with po . -

friends, and teachers,
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TABLE 1,1

CHANGES IN VARIABLES RELATED TO PROPENSITY

Recruiter Contact (Qus. 7a & 8a)

Past 5-6 months - any service

Ever - any service

Ever Contacted By

Air Force recruiter
Army recruiter
Marine Corps recruiter

Navy recruiter

Talked About Enlistment With (Qu. 7c)

Friends with military experience
Parents
Teachers/Counselors

Girl Friend/Wife

Aptitude Test in High School By Armed

Services (Qu. 7c)

Base

Fall Spring Statistically
'75 '76 Change Significant
% b/

24.5 24.1 -0.4 No

18. 4 47.8 -0.6 No

14,3 14,9 +0.6 No

25.4 23,5 -1.9 No

14.7 14,3 -0.4 No

17.0 16.0 -1.0 No

39.4 39.3 -0.1 No

37.2 35,7 -1.5 No
12.0 12.6 +0.6 No
19.5 17.3 -2.2 Yes
19.6 17.3 -2.3 Yes

(3167) (3008)
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R TABLE 1.1
rf'.-j..: (Cont'd)
LR

Lo an e ae ue
‘e
s

:. Fall Spring Stratistically
el 175 176 Change Sivnificaut

(mean) (mean)

. } n
BN . Life Goal Achievement
RO Civilian Advantage Over Military
\‘.‘;Q - (Qu. 10) |
] Personal Freedom 4.03 4,20 +.17 Yes ;
'::::: "::'_ Doing Challenging Work 2.78 2,87 +.09 Yes |
-:\.
I Ability to Make Own Decisions 3.84 3,91 +.07 Yes
- Job Security 2.52  2.33 -.19 Yes
%
A Respect of Friends 3.16 3,05 -. 11 Yes
L
e Learning As Much As One Can 3.00 2,94 -. 06 Yes
Base (3167) (3008)
|
.-::J
AR Scale:
= Military - much more likely +1
o ) Military - somewhat more likely +2 |
} |
WU Either military or civilian +3 j
“ \ I
_*1 - Civilian - somewhat more likely +4
‘ml
:::1 D Civilian - much more likely +5
-
o
-1

L

T

e
”
U
b
b~
~.
A~ L
RS4
T
e
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A_a 3.

3. Having taken an aptitude guidance test in high school
given by the Arrmed Services was mentioned less {re-

quently than in the previous study.

4. Perceptions regarding life goal achievement in the

military versus civilian life show some changes. NMNiii-

P R N sntnnih - e A

tary jobs lost some ground relative to civilian in three
areas: personal freedom, doing challenging work, and

ability to make own decisions,

On the other hand, the military strengthened its rela-
tive margin in terms of job security, having the respect

of friends, and learning as much as one can,

On the remaining life goal attributes in the study, the

relative position of the military did not change signifi-
cantly, These are: developing one's potential, making
a lot of money, working for a better society, adventure

and excitement, helping other people, and recognition

.
-~

and status.,
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1.4 Key Demographics

A comparison of the Spring and Fall samples on key demographic var-

~ iables is summarized in Tables 1.2 - 1.4, The highlights are:

] The two samples are equivalent in terms of respondents’
age and race, As it is explained in Appendix III, sam-
pling differences on these two variables are eliminated

through balancing each wave results to known ""military

- available' statistics in each tracking area.

o ° Nearly the same proportion is unemployed as in the

Fall. However, more of them are looking for a job.

° The present study shows a larger percentage currently
attending high school than in the Fall study. The per-

g ‘ centages of high school dropouts are about the same in

both studies, but there are fewer high school graduates

not currently in school.

. On the average, the two samples are identical from the

L Y

G

[

standpoint of respondent quality -- a composite meas-
ure based on self-reported grades, number of math
courses, and the inclusion of science courses in high

g school curriculum. Section 2,3 explains the quality

measures in more detail,

. .
‘..5".
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TABLE 1.2

AGE AND RACE

16
17
18
19
20
21

Race
W hite
Non-white

Refused

Base (All Respondents)

Fall '75

0

18.3
18.3
17.8
16.5

Yt
(%]

.
[

85.6
13.4
1.0

(3167)

Spring 76
2L

18.3
18. 4
17.8
16. 4
15.0
14.1

85.5
13.1
1.4

(3008)
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TABLE 1.3

EMPLOYMENT STATUS

Fall Spring Stati-i iy
'75 176 Chance Sicuitic o o
T T
Emelozed 57.0 57.2 L2 -
Full time 31.3 29,6 -1,
Part time 25,8 27,7 1,
Not Employed 42,9 42,7 -2 o
Looking for a job 26.2 28,1 1 U No
Not looking 16,6 14,2 -2.4 Yes
Not specified .1 .1 bL3 Mo
Base (All Respondents) (3167) (3008)
TABLE 1.4
SCHOOLING STATUS
Fall Spring Statistically
175 176 Change Significant
Attending School 57.8 63,8 +6, 0 Yes
In high school 39.9 46.5 +6, 6 Yes
In vocational school 2.9 1.8 -1.1 Yes
In college 14.5 14,9 L4 No
Not specified .5 L0 (N
Not Attending School 42.2 36,2 -6,0 Y us
High school graduate 31.9 27,2 -4 7 Yes
Not high school graduate 10.3 9.0 -1.3 No
Quality Index (Mean) 6. 41 6,43 .02 N
Base (All Respondents) (3167) (3008K)
I R WA, W S S T R R Pt S S R
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KEY RESULTS BY TRACKING
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. SECTION 11
re - PERFORMANCE DIFFERENCES BY TRACKING AREA

\I
3
4

-
j‘ e For this and the Fall 1975 studies, the survey sample has '« V-
Y
. - cated to defined tracking areas, Anticipated benefits of the trackirne arec.a
A
\ » approach include the possibility of feedback of performance data to individ-
:'. :’, ual recruiting commands. Since a tracking area normally contains o morc
<
e
o than two or three district recruiting commands, high performance tracking

areas may be examined for purposes of identifying factors in the make up of

N 3. £ .a ‘

o the recruiting, promotional and advertising programs that distinguish thesc
-
4 l tracking areas from lower performance areas. Those elements under the
i
:-: control of the district command, such as size of recruiting staff, local ad-
s -,
O \J
S vertising dollars and media, customized information and recruiting tactics
! can be directed by tracking area,
}'l_': It should be noted that the total U.S. as shown in this report is a
D
weighted combination of 13 tracking areas shown individually in this scction
S ~"
>, plus the balance of the country. The balancc of the country, which is couni-
-. :f: prised of many geographically unrelated arecas, is not shown in the forth-
b= o
S coming analysis.
:: . The results presented in this section will show: (a) tracking areas
i
' which, according to the Spring 1976 information, differ from the national
P
Ky levels, and (b) tracking areas where the difference betwecn IFall and Spring
P &
RE
?
ﬂ
s
_4
< <
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significantly exceeds the corresponding Fall to Spriny national hao o0 Lo
- assumption is that a certain amount ot the chanee is oo 0 - 0 00
) 7
- national change from the observed Fall to Spring differcnce in cacl oot n p
area, Lhe analysis can identify what, if any, change can he troooed tooreo o e 1
. ing area itself.
R
An example of computing the Spring to Fall difference in a civen trace-
g
ing area relative to the change in the total U, S, is presented heloe oo 3
: positive propensity to serve in the Army in metropolitan New Yorh. %
Spring Fall
176 '75 Difference
NYC 5. 9% 8. 9% -3.0"
> Total U,S. 8. 4% 14. 9% -5. 0%

Net Change (NYC Difference minus
Total U.S, Difference) +2.6"%

The computation shows that the change in Army's positive propensity
in metropolitan New York was 2.6 percentage points better than the corres-
::: ponding national change. The 2.6% change, when examined for statistical

significance by means of an appropriate '"'t'" test was found not to b sjgnifi-

"
P4

L3

cant at the 95% level of confidence.
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u Propensity to Serve

NS Intention to serve in the military is a key measure in the trackin

- N

= study. A forced-rating scale format similar to the one described

X

.ol tion I (also see Question 4a) is in broad use in various sectors o

)

_‘-: -::'_ as an aid in forecasting consumer demand.
\ -

v With proper calibration of the scale it is anticipated that it .o @
e

¢

'_’.‘ future utility in forecasting accessions to military service. However,
»o

TR

» until this calibration work is completed, users of the data are advised nef

7 -

S to attempt to make absolute projections, but to interpret the data only in a
j .. relative sense, e.g. in identifying high vs. low tracking areas. For instance,

as it will be discussed Section 2. 2, the expected time of entry and ofticer vs.

i)
[P )

enlisted man considerations are just two of many complex factors mediating

ARG

L] ~

- a between propensity and eventual enlistment,

-~

g

S Through retention of respondent social security numbers, provision

. has been made to accomplish the necessary calibration by determining con-
"'. :f'- version rates to accessions according to prior level of propensity to scrve,
o

o The availability of both accessions data and propensity ratings in a numbor
o) .:; '
N of tracking areas will also permit statistical analyses to be conducted as au
J --:'

SN alternative approach to weighting propensity ratings for forecasting purposes.
J o =

-
»
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It should be recognized also that other expericnce ja- o
vices. s ve pass-tall rates (o cen el T ais w0

rates, to mention only two, will also enter inro forceasts of e

addition to the calibration adjustiments for the tntent jon 1o or
2.1 Positive Propensity by T'racking Arca
Propensity to serve in the military as found in the Spring L7 < irvey

is presented graphically in Figures 2.1 - 2.6, and summarized in [al:ic 2,1,
It should be noted that serving in the National Guard and serving iv the Re-
serves were measured separately in the current study. In the Full, thevy

were treated on a combined basis.

The overall rank order of the active duty services based on ¢ yresaed
propensity levels remains the same as in the Fall study: Air I'orce is
highest (12.6%), Navy a close second (11.4%), Army is third (5.4 4o

Marine Corps is lowest (7. 0%).

Propensity to serve in the National Guard and in the Reservesn i~ -hoan
in Figures 2.5 and 2.6. Collectively, the Reserves show a 12. 7% 1 =111«
response with the National Guard somewhat lower at 10.6%. [he «boico ot
specific components within the National Guard and the Rescvrves is prvontogd
in the tabulations: Volume I, pages 21 and 23; and Volumc V., oo 7 ad 20,
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i n The bar graphs reveal considerable variation in positive poronci gy
- between tracking areas, Table 2.1 highlights those areas for which the
RN U.S. average lies outside two standard errors around the tracking 1.5

mean. Thus the circled areas are statistically different trom the tor !

U.,S, Table 2.1 reveals the {ollowing exceptions to U.S, aversuuas:

1. Propensity to serve in the Air Force is above the 1 5,
average of 12.6% in Alabama/Mississippi/Tennessce
(18. 7%) and below average in New York City (6,2") and

Chicago (7. 2%).

2, The Army with a U.S, average of 8, 4% displays above-

average strength in Alabama/Mississippi/Tennessee
while falling within the national range in the rest of the

areas.

3, The Marine Corps stands out in Texas relative to the
U.S. average of 7,0% but has a relatively stablc showing

across other tracking areas.

4, The Navy with a national propensity of 11, 4% is below
average in New York City (4. 8%) and Albany/Buffalo

(7.0%).
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5. Propensity to join the National Guard is exceptionally
low in New York (4. 9%) relative to the U,S, averagc
(10.6%). The same exception is true for the Rescrves
where New York shows a very low rate (7.0%) in corn-

parison with the country as a whole (12. 7%).

An analysis of propensity changes by tracking area between Fall 1975
and Spring 1976 shows only two shifts that would exceed national Fall-to-
Spring changes by a significant margin. These are New York City and Wash-
ington, D.C., where the Navy experienced a significant decline in propensity,
(Note: The decline shown in the second line is the net difference after sub-
tracting the national Fall to Spring change from the tracking area Fall to

Spring change.)

In analyzing these results, it is important to remember that the track-
ing areas differ in many ways including population, demographics, and atti-

tudes. Hence differences in the tracking areas depend on many factors which

cannot be controlled by the recruiting force.

The analyses to be reported in Sections III and IV investigate sets of

demographic variables, attitudes and other values as they impinge on propen-

sity to serve.
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2,2 Two Factors Mediating Between Expressed Propensity and
Enlistment
_:-;::- Positive propensity to join the military is not a direct estimator of
eventual enlistment. Several mediating factors have to be considered before
Sk
q':d.
_-'._3’ the flow of new accessions can be related to propensity as discussed on
'l
]
'.‘:‘ﬁ page 25. Two mediating factors between expressed propensity and enlist-
\
) ment are the time period within which the positive propensity prospects would
A SA
r4'-
\:}-.: expect to join the military service and expected entry as an officer versus an
o
S enlisted man.
S
2.2.1 Expected Time of Entry Into Military Service
3
In the Spring wave the question as to when the positive youth would
plan to enlist was split into active duty and National Guard/Reserve parts.
“‘\}' Thus the question is not fully comparable with the Fall wave. The obser-
o
~:-,:_‘ vation, however, seems valid that the more near-term intention (within 2
=
i- years) has weakened somewhat from Fall to Spring: 36% to 30% of those
)
'\.:', with positive propensity. While this may be a seasonal result it warrants
a
’
5 Y
-
$:'~" careful monitoring in the future.

gh

[RERE NN R
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Looking for significant differences across tracking areas in Table 2. 2,

e A _’. .‘. .

no major exceptions are found for those people who intend to join within the

YA

e

next two years. Only on the basis of more than two years from now, New
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York is below the U.S. average.
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Those who plan to join the National Guard/Reserves differ froin the

entry support the notion that forecasting should start with individual track-

::" nationally reported intent in Harrisburg where the proportion of those who
‘.“.:\ .

:\ plan to join within two years is exceptionally high (45%) versus 26% for

._"\'

| the total U, S,

-_.J‘

o

._:::::: Table 2.2 also shows large differences in the expected time of entry
i

{ between active duty and National Guard/Reserves. Generally, the response
f.::?'..] to National Guard/Reserves indicates more uncertainty (35% don't know/no
= answer) than the response to active duty (21% don't know/no answer).

-~

A

.\: A discount factor for the expected time of entry is obviously needed in
LA

ol

NG any attempt to predict accessions on the basis of propensity. Furthermore,
‘ the regional differences both in the propensity levels and expected time of
'-'-:_.

_'\._'o

-_‘-.‘

Y “I :f’ *
l:.... IA, !

ing areas rather than with the total U, S.
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A

: 2,2.2 Officer Versus Enlisted Entry Expectations

Table 2.3 shows that the percent of positive propensity prospects plan-

Vo ning to enter as enlisted men stands at 73% nationwide, down from 77.0% in

' . the Fall of 1975, and not a statistically significant decline, The tracking

g

,{ areas which differ from the national average are Harrisburg with the lowest
percentage of enlisted men (59%) and Minnesota/Nebraska/North Dakota/

\
< South Dakota with the lowest percentage of officers (12%).

N

N

N

Ny The area experiencing significant changes from Fall to Spring relative
-

‘ to total U.,S. was Harrisburg, where the percentage registering interest in

3

4 7

% - enlisted ranks declined more than the national average by a total of 21.9 per~

centage points and the percentage interested in entering as officers increased

B -
] _ 5

by 18.8 points, The interest in officer entry went up in Alabama/Mississippi/

Lot
.
»

Tennessee (+15,9) and went down in Minnesota/Nebraska/North Dakota/South

- Dakota (-14.5%).
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3 2.3 Academic Achievement and Derived Quality i .

An important consideration in the military recruitment provy o e
the quality level of enlisted personnel selected for the volun o o
! . An attempt was made to gather self-reported academic inwere
could s=rve as an indicator of mental quality. [his jocluder
grades in high school, high school education program, mathemarics .« orsce
) . . . . .
NS passed in high school, and science courses covering electiloin, -
.. ics passed in high school. Additionally, a simple quality index .. S
S
- developed for each respondent on the basis of his responses cou
f-_: courses and grades mentioned above. The index ranges from a low score
- of 1 to a high score of 10, The score is an accumulation of resporse .alucs
. to the three questions:
Table 2.4
;‘:
"J
(Number of Math Courses (Science C.ours-5 in
- (High School Grades) in High School) Hiph Scnooh)
7 Value Value Calue
- A's & B's 3 None 1 Yes N
= B's & C's 2 One 2 No, Not Specitied |
C's and below 1 Two 3
Not Specified 0 Three 4
o Four 5
[ e
Not Specified G
R y
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Table 2.5 shows the average quality index for the samplec as o wiole
as well as the tracking areas. Also included are any significant chauvpes
from Fall 1975. The distribution of quality scores by areas is availible
in Vol. 1, Question 22b, Youth Attitude Survey, Spring 1976, [hic averace
index for the U.S, remained unchanged (6.43 vs. 6.41). The arcas ahich
exceeded the current national average were New York City, Harrisburg,
and Minnesota/Nebraska/North Dakota/South Dakota. The New York (Tity
area was the only area to experience a significant upward change from Fall

to Spring.

The number of math courses passed is a large part of the quality in-
dex. As Table 2.6 shows, New York City with 65% taking three or more
math courses sharply exceeds other areas on this variable. Other educa-

tion-related data, such as high school education program (Question 21).

grades (Question 20) and father's education (Question 19), reinforce the find-

ing that New York ranks exceptionally high in terms of academic achieve-

ment (Spring 1976, Vol. I, pp. 135 - 137).,
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);\:.‘: . 2.4 Advertising Copy Identitication

S

Table 2,7 shows the percentage correctly associating the statcment with the servi

For each statement they were asked to identify the service or services making *he

and in some instances changed significantly from Fall 1973, always downward,

o

n As shown in Table 2,7 the correct identification percentaves varied widely oo o
=
.

national average for the Spring wave and exceptional Fall te Soring chavoes anocear

T y—

P

Respondents were read 10 statemuents representing copy points used in Service oo

Sttt

areas:
sSpriny 1570 i'all to Sprin,
.. Below Above Sigwific o
) Statement Average Averayge Dectin
‘<. AF: Look up: bhe looked up to D.C., SO, CA.,,
MI/IN NO. CA,
[
AF: A ureat way of life L ™™
- MI/IN
A Project Ahead lets you earn college NYC, L,
. ! credits L MN/NEB/ND SD
A Join the people who've joined the, . . D.C., MN/MNB/ND/SD
MI/IN,
.. NO. CA,
MC: Same pay/training/opportunities NYC, AL/NS TN and
. 435 other services ALB/BUF NN MBI A
. AL/MS/TN
MC: For 200 years we've kept the ranks FL X FL
S small/standards high MI/IN
N Build your future on a proud tradition NY( ALB/IU T
- D, C
NG SO
3
N The opportunity is for real ... NYC TX
N
b}
5 NG: Most imiportant part-time job in NYC/ I'X
America FL/CHI
;" 2 NG Ihe, . . belongs, naybe you belong NY (O HRSBRG,
CCATRS to the, |, MIU/IN,
o citl,
) y :
\-‘.'_ . NOL. CAL
AR
L. *A tracking arca change from Fall 1275 to Spring 1970 that i= statistically sicniticantlv vroat g
-..- than the total 77,5, Fall to Spring change.
I“:l
®
v v,
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2.5 Attributes Associated with the Services

This section summarizes differences across the tracking arc.a - i

level of association of military attributes with the various service-. 0

results are shown in Tahles 2.8 - 2,11,

1. The Air Force fares relatively poorly in New York
City and Minnesota/Nebraska/North Dakota/Soth
Dakota. It fares best in Texas. The scores are ilso
favorable in Southern California and Alabama/Mi~ais-

sippi/Tennessee,

2, Thé Army rates high in terms of college education
and leadership training in New York City. It has a
favorable image based on a wide range of attrib. .
in Alabama/Mississippi/Tennessee. Other exceptions
point to some weaknesses in California and Albany/

Buffalo,

3. The Marine Corps has a particularly strong image in

Texas. Major weaknesses are in Northern Califoraia

and to some extent in Alabama/Mississippi/Tennesscc,

Minor weaknesses are observed in several other aivoas,
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Like most services, the_l\i;a_vx scores lower in New York
City than in most other areas. C‘hicago is another rela-
tively weak area for the Navy. Albany/Buffalo, and
Michigan/Indiana tend to associate the Navy more strong-

ly with some of the attributes.
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2.6 Recalled Recruiter Contact

The incidence of recalled recruiter contact by tracking area is shown

in Table 2,12, The one significant variation is New York City, wherc only

R e oz

16% have had contact in the past 5 to 6 months compared with 24. 1% tor the

total sample. None of the tracking areas changed significantly more than

the country as a whole in recruiter contact from Fall 1975,
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-

Adequacy of Information Received From the Rooyive s i
A" :
S
o
T The respondents who had ever had contact with a recruiter were asked
W .
o to evaluate the adequacy of information in terms of recciving:
a
- ;
S .
A
\':t'
NS ® all information wantecd 1
- 1
. most of it
e ® very little J
e
s
.
>
In the total U,S., 80% of the contacts were appraised positive v o ith i
SRS
A only 20% mentioning ''very little" information. The Air Force ~ce ' 1 <ome-
e ]
o what more favorably than other services. 1
L4 - i
" l
o Table 2. 13 focuses only on those respondents who felt they reccived
.-_:.‘ b
:','_:: very little infcrmation. It shows that the relative effectiveness varic:! 1
e across some tracking areas:
d"':‘4
o
(-““ . ~ .
" 1. On the whole the Air Force generally reccived rela-
v
- tively high marks. Its effort of providing information
through the recruiters was exceptionally woll roocived
: in Alabama/Mississippi/Tennessce.
o
'\.f:' 2. Relative to a 20. 2% inadequate exchange reportis! 1or
N
L2
A)4 .

the Army at the national level, metropolita:

L&

and Chicago reportued significantly hipher perco o

A

o e_ 2 4 e,

(35% and 36% respectively),
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The Marine Corps had exceptionally low rates ot

dissatisfaction regarding information adequacy in

four of the thirteen areas. A significant improve-

ment since the Fall 1975 survey was reporto:d i

three tracking areas.

Navy's national average (17.8%) was not exccodos!
significantly by any individual trackinyg arca, I:o

Minnesota/Nebraska/North Dakota/South Dakota

the complaint index was lower than average (6. 7").
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2.8 Other Activities Concerning Enlistment

All respoundents in the survey were asked whether or not they had
been involved in a series of information seeking behaviors since last
Thanksgiving (past 5 to 6 months). Table 2. 14 shows the proportion of
respondents who have taken action steps relevant to the services' re-

cruiting and advertising programs.

S In decreasing order of frequency of occurrence in the total U, S,
.
! - actions concerning enlistment were:
3
:j‘ Talked with friends who are or have been
in the service 39. 3%
Talked with parents 35. 7%
Talked with girl friend or wife 17. 3%

l ook Armed Services Aptitude Test in

high school 17. 3%
Asked for information by mail 14, 1%
Talked with teacher/counselor 12.6%
- .
- Physically or mentally tested by military
M at examining station 5. 4%
~ ..
A Made toll-free call for information 3. 1%
b
'[!‘
t';_ . A comparison across tracking areas shows that thosc in metropolitan
X
t'_ . New York were consistently less likely to scek information concerning en-
e
- listment., Additionally, the discussion of military scrvice with tecachers or
.-
o«

guidance counselors was below average in Florida and Chicaypo.
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In terms of changes from last Fall, relative to the trend in total i',S.,
Florida reported an exceptional drop in four areas: _ aptitude testing in high
school, physical/mental testing at military examining stations, talking with
teachers or guidance counselors, and talking with girl friend or wife. Min-
nesota/Nebraska/North Dakota/South Dakota reported a significant decline

in discussing the subject with teachers.
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2.9 Knowledge of Monthly Enlisted Starting Pay

Without any aiding or prompting by the interviewers, the respondents

were asked to provide their best estimates of monthly enlisted starting pay

"" ‘l

before taxes. The estimates are recorded in data tapes in their original

|
.

form. For tabulation purposes they were coded by $50 intervals.,

Table 2.15 summarizes two aspects of the data. First, it gives the
percentage of respondents who were not able to make any estimate (46. 4%
_— in total U,S.). The proportion not able to make an estimate was particularly

high in metropolitan New York, and exceptionally low in Ohio and Texas,

Table 2.15 also shows the mean monthly dollar value of starting pay
‘ n for those respondents who made an estimate., The mean estimate of $363
- for the total U.S. is within one dollar of the correct monthly starting pay.

However. five of the 13 tracking areas ranged from $11 to $67 below the U, S,

< mean and four of the areas ranged from $38 to $81 above the U,S. mean.

"\‘: Those below the U, S. mean were: New York, Chicago, Albany/Buffalo,

-

Ohio, and Michigan/Indiana.
The opportunities to correct wrong impressions about pay in below

-

= average tracking areas are identified, as is the need to stimulate awareness
) about pay across all iracking areas, although Section III will show that the
:: relationship between knowledge about pay and propensity is not completely
KX .
T clear, Presently, the number showing lack of knowledge about pay appears
”
v .' to be increasing (46, 4" vs, 41,57 last Fall).
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SECTION III
JOB ATTRIBUTES, LIFE GOALS,
COPY POINTS, AND PAY
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3.1 The Importance of Job Attributes

In both the Fall 1975 and Spring 1976 waves, respondents rated each
service on a series of specific job attributes, In order to assess the
significance of these ratings, it is also useful to know the relative importance

youths attach to each of the attributes.

In the Spring 1976 wave, respondents were asked for the first time

to rate each attribute on a 5-point importance scale, defined as follows:

1 = extremely important

2 = very important

3 = fairly important

4 = don't know/no answer

5 = not important at all
The average importance attached by respondents to the attributes is shown
in Table 3.1, First, it should be noted that all of the attributes are rated
as important, To the extent that some differences exist, the following
observations are in order,

The most important attributes include:

teaches you a valuable trade or skill

provides good benefits for you and your family

gives you the job you want

gives you an opportunity to better your life




~

<t

Ve

¢l’lfl.l (]

s

A 1.4'1.

‘o D‘-.t‘
LG

-.. ,
RN U

~
) ".
by

MARKET FACTS

Page 67

TABLE 3.1

RELATIVE IMPORTANCE OF JOB ATTRIBUTES
RELATED TO POSITIVE AND NEGATIVE PROPENSITY GROUPS
AT THE DoD LEVEL*

Positive Negative
Propensity Propensity
Average Average
Importance Rank Importance Rank
Attribute:

Teaches you a valuable trade

or skill 1.84 1 2,20 2
Provides good benefits for

you and ycur family 1.94 2 2.17 1
Gives you the job you want 1. 96 3 2.30 3
Gives you an opportunity to

better your life 1.98 4 2. 42 6
Is a career you can be proud

of 2,03 5 2,52 8
Pays well to start 2,06 6 2.33 4
Gives you a job which is

challenging 2.10 7 2. 45 8
Helps you get a college educa-

tion while you serve 2.24 8 2.37 5
Trains you for leadership 2.40 9 2.73 9
Has other men you would like

to work with 2.50 10 2.88 10
Allows you to see many dif-

ferent countries of the world 2,60 11 2.98 11

o
0

A smaller value means greater perceived importance,

Source: Question 5a

.
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' ' The least important attributes include:
- - allows you to see many different parts of
o the world
: - has other men you would like to work with
. -
N - trains you for leadership
. .- In many instances, the differences between attributes within the above vroups
L
are relatively minor. Further, several additional attributes could be added
L to the "'most important' list (pays well to start, challenging, etc.). It
: - appears, however, that career-oriented economic benefits (learning a trade
s
| =
and providing for a family) are the more powerful enlistment incentives,
N .
. : Lo .
X A comparison of attribute importance scores for positive and negative
L l propensity groups shows that those with positive propensity tend to rank two ‘
Bt attributes relatively higher (''Is a career you can be proud of'' and ""Gives

you an opportunity to better your life'') and also two attributes relatively low-

. er (''College education while you serve'' and '""Pays well to start''). Hence,
4
-~ the positive group seems to be slightly less concerned with material benefits
q o
B and slightly more concerned with intrinsic aspects of the services.
2

A detailed analysis of differences related to propensity will be presented

a in Section IV,
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3.2 Ratings of Military on Job Attributes
A key question is whether the military is perceived a-
quately satisfying relevant expectations about job attributes, 1o 11

respondents were asked to indicate whether

attributes could be attained by joining the military (in gencral),

are shown in Table 3.2,

A majority of the respondents feel that cvery attribute could be attaindd

in the service, ranging from 95% of the positive propensity group who fee

or not they thouuht oo

l s!‘\‘

capable o o

1 a

military job allows you to see many countries, to a low of 567 of the ncpative

propensity group who feel the military pays well to start,

For an attribute to help attract prospects to enlist, it must be both impor-
tant and perceived as attainable in the military.
orders among positive propensity groups in Tables 3.1 and 3.2 reveals that

only two of the 11 attributes are in the top half on both importance e o

attainability in the military,

Rcelatively
Imiportant

Relatively
Unimportant

Relatively Easy
To Attain

A comparison ol the

20

Relatively Hard

Teaches valuable trade,
Carcer you can be proud
of.

To Ag_fiix'n

your family,
Job you want,

life,

Challenging job.
Opportunity to travel.
Trains for leadcr shij,

AMen you woulbd Tik
with,

Good benclits for oo

to

Opportunity to bettor v

Vant

r

N

oa !
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TABLE 3,2

ATTAINABILITY OF JOB ATTRIBU I'ES IN
RELATED TO POSITIVE AND NEGATIVE

AT THE DoD LEVEL

Attribute;

Allows you to see many different
countries of the world

Teaches you a valuable trade or
skill

Is a career you can be proud of
Gives you a job which is challenging
Trains you for leadership

Helps you get a college education
while you serve

Provides good benefits for you and
your family

Gives you an opportunity to better
your life

Has other men you would like to
work with

Gives you the job you want

Pays well to start

Source: Question 5b

Ik
PPROPENSITY GO

Positive

alt
/0

95,3

90.1

89.2

89.2

89.0

Propensity

Rank

~1

10

11

NMITE T v
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21
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Of the attributes that are relatively important and alao - 1
tively attainable in the military, the bipuoest plus is apparently et s
you a valuable trade or skill'', The biggest minuses arc facnic . -
together with "'iives you the job you went and "Opportunity 1
lite'",  ['hese findings seem important in Lerms of suguesting © 00 0 0 r - ;
'
which might be taken,
-1
%
3.3 Ratings of Specific Services >
o
\l
. . . . -
in order to examine the images of the four major services separately, -
respondents were also asked for which service each of the 11 job attributes i
was most true., The results, shown in Table 3.3, have some overall hnpli-
R
cations, besides identifying the most commonly perceived charvaci 1 50 of X
individual services: 'ﬁ
1. The most striking observation iz that on tou
b
of the eleven attributes the percentage of ‘1
- . ]
those who don't believe that the attribute - X
true of the military at all or who fail to o~ .
ciate the attribute most with any one of the .

services cxcceueds all ot the percentages

tioning specific services. For instaic

did not identify any specific service wir i

"Pays well to start :1
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' TABLE 3,73
PERCIINT INDICATING FOR WHICH SERVICES EACH ATTi 1.1
IS MOST TRUE
| O Air Marine St
: Force Army Corps Navy e
Attribate: %% ) i o
Gives you an opportunity
to better your life 23.4 10.6 10,5 13, ¢ POl
: _-: Trains you for leadership 11.9 14,5 29.5 v L
Teaches vou a valuable
- trade or skill 28.3 17.7 7.3 17,4
- Telps you get a college
. education while you
- serve ' 20,7 19.5 6.2 13.5 10,1
Allows you to see many ]
different countries ' |
i ' of the world 16.4 12.4 5.1 42,7 25,
. Provides good benefits for
‘ you and your family 17.4 1n.1 6.8 11.3 4504
Is a career you can be
| proud of 22.6 8.7 15.3 12.3 1.1
’ Has other men you would
like to work with 17.5 11.0 9.3 12.2 D
Gives you a job you want 20.3 13.4 6.0 11.0 SR
- Gives you a job which is
- challenging 26,0 10,7 14.0 10,5 ;
' Pays well to start 16,3 2.5 6.5 lo, o ST
R Base: All Respondents
n ‘
Source: Question 5c !
: 5
3
b |
(..- - o = w™ \__' ‘. .'_ ~ ‘__ _____ S - o . . - P L R P .'*.:;
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2. To the extent that the attributes are aswoort

PPN

with individuai services, the followinu rosu:t,
3 . +

(which are q‘.lif.u coyosrstent it

the Fall 1975 wave) are indicated:

1. The Air Forcoe is associated witte o

attributes and especially so on 71 ¢t

.

you a valuable trade or skill" (whicn i

amony the most important of the atr - v 0,

and "Gives you a job which is chall.

2. The Army is not the most highly associated

service on any of the attributes, but i

highest associations are for ""Helps you vt
a college cducation while you scrve o000
"Teaches you a valuable trade ar 0o o
important attribute).
3. The Marine Corps is rated the i :
any scrvice on ""Trains you for leader abi,
and guite hich on Ts a career voun o
prowl of " and Chives you a jobh b
challenginy, Croveveral of the qtee oy 0
3
e however, tho “darine Corpe as the oo v o
v
'.:, . .
':\', Guently coroptoned servicee,
o
I

o
.‘l‘fh

. R I . - . e e SN g R Y
e AT - T e N - - . . P C . et e -t et e T T . T e T e
CVI PN PP R A R R PO PP IS S PR PR PR VS RN T PR S S WA Y R S A L VY .\:."'




o e i S e ene Jaytodinge St S b Mt St JhAr Sub-Ralt T4 Nl Sk A AT S Y . v T T A B '-—',‘V;V']

MARKET FACTS

l 4, The Navy is by far the highest on "Allow '
see many different conntries” bt o v

low on "Trains vou for leadership,
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3.4 Achievability of l.ife Goals N
M iy widely agrecd that a person's choice of career is influcnced b g
dezire to achieve a variety of general poals or values in life, Inoordes b0
how wolitary service was perceived, respondents were askod to oo SR
L2 of these values could more likely be achicved in military or covitin oo -
The scate and its coding were:
¢
3
i -

Much more likely in military scrvice -

Somewhat more likely in military service

Either military or civilian -
Somewhat more likely in civilian job i -
|
Much more likely in civilian job b5 1
I'he averapge results are shown in Table 3.4 for positive and ncgative propensity ..
N
i
groups: N
L, The military is sven as most likely to pernsit
, : 3
achievement of -
- Job wccurity 3
-
) R
- Adventure and excitement
S8 2. Civilian jobs are seen as most likele to o=
L mit achicvernent ot -3
ke :
IV'.
L - Personal freedom
4 i
o o4
. N . . -
e - Ability to malkce own decision - oo o
r"
N )
- - Making a lot of mmoney
i‘. -
4
e &
1-. 1
° _

J e PRI S S
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TABLE 3.+

ACHIEVABILITY OF LIFE GOAILS
RELATED TO POSITIVE AND NEGATIVE PROPMMSIDY
AT THE DoD LLLVLEL

Loite dioan:

Son

“Th

Tob security

Adventure and excitement
Developing your potential
Doing challenging work
LLearning as much as you can
Recognition ana status
Working for a better society
Helping other people

Having the respect of friends
Making a lot of money

Being able to make your own
decisions on the job

Prersonal trecedom

P anst‘ion 10

ING THLE NI DA

__ 1)(1\ o o
N til

T .
2007 l

2.12 2

2,38 3

2.40 4

2.43 5 k z
2,43 6 S 3
2.62 7 i,

2,64 8 ,

2.6h5 O )
3. 44 10 ; 1
3,60 11 i I
3,85 il .2

¢ Tower the score the better the rating for the military, The <o 000 §s

exnlained at the beginning of Section 3, 4.
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't 3. The positive propensity group rates the naglitary

y ey

N
.::‘: more favorably than the negative propunsity roun
::": on all 12 life goals. -

- 4. The greatest difference between the positioe nnd

SR

"~ 1
e negative propensity groups is on "Developine 4
- 4

. your potential, ' where the positive group vicws <

-] ]
1
the military much more favorably than the nceca-

“- tive group., 1
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3.5 Advertising Copy Identification

In order to provide information on effectiveness of advertisineg coni-
munication, respondents were asked to indicate which service makes cach
of a variety of statements., The results, shown in Table 3.5, point to scv-

eral conclusions:

L. Most of the copy points receive relatively low correct recogni-
tion. Only three copy points were correctly identified by as many as 10"
of the respondents:
National Guard - '"Part-Time Job"
Army - "Join the People"
Marine Corps - "200 Years Small"
Of these, at least one (''"Part-Time Job'") referred to a characteristic which

could be guessed relatively easily.

2. For these four copy points, ‘'don't know'' was the most common
response: ''Same Pay as Other Services", "The, ... Belongs', ""Great

Way of Life'' and '""The Opportunity is for Real'',

3. Three copy points were attributed to other services considerably
more frecuently than to the sponsoring service. "Offers the Same Ilay As
Other Services'' (Army, rather than Marine Corps), "A Proud Tradition”

(Marine Corps, rather than Navy), and "Great Way of Life'" (Navy, rather

than Air Force).
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TABLE 3.5

ASSOCIATION OF ADVERTISING COPY POINTS WITH SFRVICES

Percent Associating Fach Copy Point With These =

RS Bas e thue o el St IRl I SRS S

(Marine Corps)

Project Ahead (Army)

(Air Force)
Join the People (Army)

The . ... Belongs

{Navy)

For 200 Years Kept Ranks
Small (Marine Corps)

Base: All Respondents

Source: Question 6

.
.
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Air Marine Natioral
Force Army Navy Corps (e vd e
(J") n‘l 'V“ ar
Same Pay as Other Services
11.9 20.3 12.8 11.1 14,2 1
10.9 30.5 13,2 5.4 12,9
Build Your Future on a Proud
Tradition (Navy) 8.3 13.6 16,2 7.9 4,1 ol
Most Important Part-Time Job
(National Guard) 3.7 8.3 6.3 4.5 50,7
Look Up - Be Looked Up To
33.7 7.0 6.9 24.5 5,6 22,
4.0 45.1 18.4 8.4 8.2 11
(National Guard) 6.8 14.9 19.4 11.7 16,7 0, =
Great Way of Life (Air Force) 13.8 12.8 27.5 (.8 7.1 52,2
The Opportunity is for Real
14.4 16.8 16,3 13, ¢ 7.l 4
5.3 15. 4 12.4 42.5 5.4 19,2

- ¢ a - "- - - . '-‘ ~‘ = o "‘4- e
S A VRSN Sy Y




4. Two of the copy points appear to be about randomly linked with
the services, as three or more services get the same levels of recognition:
"The Opportunity is for Real' (Army, Navy, Air Force); and "The.. ..

Belongs' (National Guard, Navy, Army).

Table 3.6 relates copy identification levels with propensity to join the
sponsoring service, The purpose of the analysis is to see whether or not
positive propensity corresponds with heightened awareness of advertising
copy. The expected positive relationship occurs for two of the ten copy
points included in the measurement: ''The Opportunity is for Real" and
"The....Belongs''. However, in one instance, "Most Important Part-
Time Job'', the relationship is reversed -- a higher proportion of those
with negative intent toward the National Guard correctly identify the copy

point than of those with positive intent.
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Correct Identification
m By Those With
. Propensity for the
Sponsoring Service

Htat: rieally

4 Pape 51
N TABLE 3.6
: ASSOCIATION OF ADVERTISING COPY POINTS
WITH SPONSORING SERVICES
! (Related to Respective Positive and Negative Propensity Groups:

Same Pay as Other Service

(Marine Corps) 11.7 11.1 +.6 No
‘ Project Ahead (Army) 31,1 31.0 +.1 No
Build Your Future on a
Proud Tradition
(Navy) 18.6 16.0 +2.6 No
| Most Important Part-Time ;
Job (National Guard) 45,1 51.8 @ Yes g
'.."‘ Look Up - Be Looked Up To ]
(Air Force) 34.6 33.5 +1.1 No ﬂ
1
. Join the People (Army) 47.0 45.0 +2. 0 No y
y
k The ....Belongs )
(National Guard) 24,0 15.9 +8.1 Yes ]
- Great Way of Life N
(Air Force) 17.2 13.5 +3.7 No ::
A The Opportunity is for §
. Real (Navy) 21.8 15.6 +6,2 Yes 1
h
- For 200 Years Kept Ranks
5 Small (Marine Corps) 45.3 41.9 +3.4 No .
- ;
» 3
Base: Respective Positive and Negative Propensity Groups :11
A Source: Question 6 %
.
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3.6 Starting Pay

The perceived starting pay of the services is potentially an important
influence on enlistment. For this reason, the average starting pay esti-

mate was cilculated for each of several sub-samples. The results were:

TABLE 3.7

ESTIMATE OF STARTING PAY
BY POSITIVE AND NEGATIVE PROPENSITY GROUPS

Positive Negative Difference
Propensity Propensity (Pos. minusNeg.,)

Any Service $350 $368 -$18

Air Force 364 364 $ 0

Army : 332 367 -$35

Marine Corps 338 366 -$28

Navy 338 367 -$29
Total Sample $363

The average of starting pay estimates for the total sample is within a

dollar of the true value, To be kept in mind, however, is the fact that a very !
large proportion (46.4% in the Spring study) are not able to estimate the start-

ing pay level,

One noteworthy aspect of these data is the difference between estimates
for respondents with positive and negative propensity. With the exception of
the Air Force, those who intend to enlist perceive starting pay to be lower

than those who do not intend to enlist. One possible explanation may be that
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because those who intend to enlist tend to come from relatively lower socio-

economic backgrounds (with the exception of the Air Force) they may there-

fore have lower salary expectations.

However, this does not necessarily diminish the importance of pay as

an inducement to enlist, The ratings of military job attributes, as presented

in Section 3.1, place pay as above average in importance among positive pro-

pensity prospects, Furthermore, a majority of young men do not think that

good starting pay is available in the military. '"Pays well to start' is seen as

having the lowest attainability of all 11 job attributes in Table 3,2. Conse-

quently, the lower pay estimate among those with positive prcpensity appears
to present an opportunity in the sense that by merely correcting their percep-

tion the likelihood of their enlistment may be increased,
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SECTION IV

ANALYSIS OF PROPENSITY

o

: j
- . JACEN - B R - . ST K } . . . 7 Lo
T AT Sl Ay, SR W T S L. S, USSR, R, L. S, G, S O U, Oy A UL SR SR T s "Rl AT L S T S S T P o P P I P T S S LT SRt S



s m 8w &

KRAU R

LR A s~ i he B lce s inan vt S A AL SRCACHI IS IO AT RC I

MARKET FACTS

-
¥

‘ . SECTION IV
ANALYSIS OF PROPENSITY

- 4,1 Introduction

Previous sections of this report have described differences in propen-

sity to serve in the military which have occurred since Fall 1975, as well

R as curreat differences among tracking areas. Propensity to serve in the

5‘ military is a measure of fundamental importance in this study since it sum-
. marizes general feeling toward military service. The purpose of this sec-

> tion is to permit better understanding of the factors which influence attitudes
' toward military service.

As described in Section I, propensity was measured by asking each
respondent how likely it was that he would serve in the military in the next
few years, A similar question was asked about each specific service, The

- respondent was given the same choice of answers for each question:

Definitely
-3 Positive Propensity Group
Probably

. Probably not

o
v
Definitely not |-Negative Propensity Group
n
2 No answer
-t

haria Sie-Bie e i bia Rt S SN A A
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Those who answered ''definitely’ or 'probably' are defined in this report as

having positive propensity. Others, including thosc who 1ailed to answer,

are defined as having negative propensity.

The analysis to follow is baseri on the gencral principle of cwamining
a large number of demographic, behavioral, and attitudinal iactors to find
those on which the positive and negative propensity groups differ most
sharply. Such an analysis is first undertaken for propensity for military
service in general, and then followed by a separate examination of ways in

which such relationships differ among individual services.

In the earlier wave, only those differences were reported which re-
mained significant after taking into account the cffects of other variables,
In this analysis, each variable i examined on its own merits without re-
spect to other variables. This results in a larger number of differences

being reported.

The variables to be examined here fall into a number of catevories

which will be treated separately, as follows:

Demographic Variables

Age (Qu. 3a) '
Race (Qu. 24) J
Employment Status (Qus. 3f, g, 3h)

Educational Status (Qus. 3b, 3¢, 3d, 3¢) !
Lducation of Father (Qu. 1% |
® Nuality (Sec Section I1)

Importance of Job Attributes (Qu. £a)

Achievability of L.ife Goals in the Military (Qu. 10)

Information Sources/Actions Taken |

° Persons Spoken Ta/Actions Taken (Qu. 7¢)
° Recruiter Contact (Qu. 3}
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are shown in Table 4,1,
of the difference between groups on each variable,

cantly different on all variables shown in the table.

Demographic Variables

Demographic differences for positive and negative propensity eroups

An F statistic indicates the deygree of significance
The groups arc sivnifi-

b

Other variables on

which differences are not significant are omitted.

The tern
sense only,

"significance' is used through this section in the stati-:

adeb b as oo e L .
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TABLE 4.1
ANALYSIS OF PROPENSITY TO SERVE
IN THE MILITARY
GROUP PROFILES ON DEMOGRAPHIC lVARLABLEJS

1o
.

Positive Negative
Variable Propensity Propensity F
(N = 745) (N = 2135)

Average Age 17,72 18.56 114,1
Not employed/looking

for Work 36. 5?0 24. 9(70 6 10 3
Blacks 17.3% 6.9% 42,2
Other Non-White 6,1% 4,5% 13,3
Students 72.2% 60.9% 23,9
10th grade 22. 4% 9. 7% 49, 4
11th grade 22.3% 13.5% 20,6
1-2 years of college 6,6% 17.8% 32.4
High School graduate, not

in school 16. 4% 31, 1% 54,1
Education of Father* 2.84 3.35 35,3
Quality Index* 5, 92 6.60 83.0
F. 05 = 3. 85

*Mean scale values shown




111
»
¥
A
A

.,
L]

JIAMOAY - § &

P

.
B \
cala'as "l.‘.‘.._gﬂ

o

S i s S el o

. > Py >n
LARPLGF ... 22

“e
. s

e

Ju

rr

5= ) - LR A WY NNND A

cl

AN

o

..
WL
.,
PY

i

~
]

MARKET FACTS
Page 89
As can be seen in Table 4.1, the positive and negative propensity
groups differ in a number of ways. The positive group is younger and has
a higher percentage of blacks, as well as other non-white races. More

of the positive group are unemployed and looking for work.

A higher percentage of the positive group are students, particularly
in the tenth and eleventh grades. However, the percentage of the positive
group who are high school graduates is lower, with fewer in their first

two years of college and also fewer who have graduated and are currently

not in school.

Education of father was answered with an eight-point scale as follows:

1 Did not complete high school

2 Finished high school or equivalent

3 Adult education program

4 Business or trade school

5 Some college

6 Finished college (four years)

7 Attended graduate or professional school

8 Obtained a graduate or professional degree

The positive group has a smaller numeric average, and therefore they have

less well-educated fathers, in general.
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Finally, the groups differ in academic achievement as measured by
the Quality Index, which is described in Section II. The positive propensity

group has significantly lower academic achievement,

Similar analyses have been conducted for the six services individual-
ly. Profiles for the positive propensity groups for the individual services
are shown in Table 4.2. Profiles for the corresponding negative propensity
groups are not shown since they overlap so strongly with the overall nega-
tive group in Table 4.1. However, tests of significance have been conducted
for each cell in Table 4.2, and only those entries are shown which are signi-

ficantly different from the corresponding negative propensity group.

Of the 66 differences which could have been shown in this table, 59 are
significantly different from their corresponding negative propensity groups.
Of these, all differ from their negative propensity groups in the same direc-
tion as the differences shown in Table 4.1 for general propensity to serve in
the military., It is thereforc evident that the six services are very similar in
terms of the demographic profiles of their high propensity youth, although the

Air Force group has a somewhat higher level of educational attainment as indi-

cated by the Quality Index and Education of Father.

Y |
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o5

MY TABLE 4.2

e

{ ' DEMOGRAPHIC PROFILES OF

‘o POSITIVE PROPENSITY GROUPS -

‘4 INDIVIDUAL SERVICES

o <,

X

A Ajr National

) Force A rmy Marines Navy Guard Reserves

? (N = 379) (N = 252) (N = 211) (N = 344) (N = 319) (N = 381)

by

™ ~, Age 17,83 17.75 17. 40 17.94 17, 84 17.79

B N

WIS

v I Blacks 18.1% 26.2% 17. 4% 15. 7% 21. 4% 17.5%
Other Non-White+ 5. 7% - - 4, 8% - -
Not Employed/
Employment 29.8% 29.0% 28.0% 25. 9% 23,29 30. 79

Not Employed:

-

]
<
~

‘\
-

5 looking for work  35.4%  41.7%  38.9%  32.6%  41.4%  38.8%
F.‘
. b .
Students+ 72, 6% - 78. 4% 67.9% - 73.5%
b 7 ‘
N a 10th Grade 21.1% 21.4% 27. 5% 17.2% 21. 9% 20.5%
)
11th Grade+ 22, 7% - 23. 7% 23. 8% 23, 8% 26, 0%
LS SR
N 1-2 Years of
& A College 8. 4% 7.5% 5,2% 7.3% 8.2% 8.4%
::% :j
o .
. Education of
Father* 3,02 2.64 2,79 2,75 2.67 2.92
-
2
Quality Index* 6.22 5,74 5,67 5.96 5.89 5.99

.
-‘3
O'.
-
—doe
-
v
-. \
] e
A
-
L 4
A
‘A
< .

&

*Mean scale values shown
+Values not shown are not significantly different from corresponding negative
propensity groups
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( _ 4.3 Importance of Job Attributes

e
e

In Section III data were provided showing the relative importances at-

e

l'l

tached to certain job attributes by members of high and low propensity

groups. The emphasis there was on determining which attributes youths

2, 4
ARS

a4
A AP

felt to be of greatest importance when considering joining the service. Here,

rI

we shall re-examine the same data, but from the point of view of how high

and low propensity groups differ on their judgements of importance.

IRXER
bl

s/
[‘fs-(

PR

For the data in Table 4, 3 smaller values indicate greater perceived

" e
»

%
.

importance. The positive propensity group regards all of these job attri-

SO
PRV PP

butes as more important when considering joining the military than the neg-
ative propensity group. However, those on which there is the'greatest dif-

i~ ference between groups are ''Is a career you can be proud of' and ""Gives
A ——

you an opportunity to better your life, "
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TABLE 4.3

ANALYSIS OF PROPENSITY TO SERVE IN THE MILITARY
MEAN RATINGS OF IMPORTANCE OF JOB ATTRIBUTES™

Positive Negative

Job Attributes Propensity Propensity Difference:
Career you can be proud of 2,03 2,52 .49
Opportunity to better life 1.98 2,42 .44
See many countries 2.60 2.98 .38
Men you like to work with 2.50 2. 88 .38
Teaches trade 1.84 2,20 .36
Challenging job 2.10 2,45 .35
Job you want 1.96 2.30 .34
Trains for leadership 2.40 2,73 .33
Pays well to start 2,06 2,33 .27
Benefits for family 1.94 2,17 .23
College education 2,24 2,37 .13

*The scale used for this analysis is:

1 = Extreme!y Important
2 = Very Important

3 = Fairly Important

4 = NoAnswer

5 = Not Important At All

Therefore, smaller values indicate more perceived importance.

+In the difference column a large value indicates that the positive propensity
group considers the attribute as more important than the negative propensity
group, All differences are significantly greater than zero.
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Our supposi’’on is that if the positive propensity group feels that a job
attribute is more important than the negative propensity group, then pre-
vious communications about that attribute may have had some influence in
generating propensity. Thus, it is of interest to examine profiles of differ-

ences for individual services,

Similar analyses for each service individually are summarized in
Table 4.4, where differences between positive and negative groups are
shown for each job attribute. As a visual aid, differences of .40 or greater
are circled. It can be seen that ''Is a career you can be proud of" or ""Gives
you an opportunity to better your life'' have the largest differences for most
services and, in general, the same attributes are in the top half for most
services. However, the services do not have identical profiles in this table.
In particular, ""Allows you to see many different countries of the word" has
large differences for the Navy, Army and Marine Corps, "Gives you a job
which is challenging'' is higher than average for the Air Force, and '"Trains

you for leadership'' is higher than average for both the Marine Corps and

the Reserves.,

Except for '"college education, ' the positive propensity groups all con-

sider every job attribute more important than the corresponding negative pro-

pensity groups.
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TABLE 4.4
. | IMPORTANCE OF JOB ATTRIBUTES
- DIFFERENCES IN IMPORTANCE VALUES
. BETWEEN POSITIVE AND NEGATIVE PROPENSITY GROUPS
Air Marine National
? Job Attributes Force A rmy Corps Navy Guard Reserves
od
-, Career you can be
S ® SNC
" Opportunity to
o better life .37 .32 @

- See many countries .39 _ . .29 .25
o

- Men you like to

“ work with .33 .39 .34 .34 .30 .37
~ Teaches trade .37 .22 .31 .30 .22 .33
a Challenging job .30 .35 .32 .30 .32
P Job you want .32 .26 .37 .26 .26 .35

- Trains for leader-

! ship .32 .33 .34 27
i Pays well to start .24 17 .28 .31 .29 .16
- Benefits for family .21 .26 .27 .28 .19 .20
- College education .28 . 03% . 05% . 10% .15 .22
‘. *Except for three differences in the last row of the table, all differences be-

tween positive and negative propensity are statistically significant. The
positive propensity group felt each attribute to be relatively more important
than the negative group in every case.
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N N
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Y 4.4 Achievability of Life Goals —
( 1
: Each respondent indicated whether he thought several life goals were -
N : -
L] B
! more likely to be achieved in military service or in a civilian job. A five-
G point rating scale was used, with a "1'"" meaning much more likely in the
\j: military and a ''5'" meaning much more likely in a civilian job.,
A Average achievability ratings are shown in Table 4.5 for positive and
‘::j negative propensity groups. The positive propensity group regarded the
S military significantly more favorably than the negative group in every case.
b The largest differences between groups were on '""'Developing your potential'l,
v
o
:: ""Learning as much as you can’’, and '"Doing challenging work''.
\l
A . .
% However, it should be noted that several of these life goals are seen as
.;’:
". more achievable in civilian jobs than in the military (those having scale
A
o’
values larger than 3.00). The negative propensity group perceives nine goals q
\i
N, to be more achievable in civilian jobs than in the military, and even among
;“: the positive propensity group three goals are seen as more achievable in
civilian jobs than in the military, These are '""Personal freedom'', '"Being 7]
\’: :
::. able to make your own decision on the job", and '""Making a lot of money''.
o
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s TABLE 4.5

l ANALYSIS OF PROPENSITY TO SERVE IN THE MILITARY
. ACHIEVABILITY OF LIFE GOALS
AVERAGE RATINGS*

Difference

Positive Negative Favoring

] Life Goal Propensity Propensity Military

Develop potential 2.38 3.16 .78

Learning 2.43 3.10 .67
@ Do challenging work 2. 40 3.02 .62

Status 2,43 2.99 .56
)
"
- Make money 3.44 3.99 .55
::: Better society 2.62 3.15 .53
. Respect of friends 2.65 3.17 .52
. Adventure and excitement 2.12 2.60 .48
:::: Personal freedom 3.85 4.31 . 46
. Help others 2.64 3.09 .45
- Make own decisions 3.60 4,00 .40
w Job security 2,07 2.43 .36
o~
.
o *The scale used was:
‘v 1 = Much more likely in military
.‘-O
- 2 = Somewhat more likely in military

3 = Either civilian or military
4 = Somewhat more likely in civilian
. 5 = Much more likely in civilian
i
: -~ Therefore a smaller value indicates relatively greater military
- likelihood. The groups differ significantly on all goals.
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DAY

f-:;::

j:_{'.j Table 4.6 summarizes similar analyses for the individual services.
(N

e As before, data are presented in terms of differences between positive and
ﬂ.-¥ et

RS

NN negative propensity groups, where positive values indicate that the positive
NN _

‘ propensity group feels the life goal to be more achievable in the military.
LS

B As a visual aid those values of .60 or greater are circled. ''Developing

:-'. :'.j your potential'' has the gest difference for all services except the Army.
A Both the Army and the  rine Corps have higher than average differences
A

:::::j' on "Working for a bettet _ociety''. The Army has a higher than average
S difference on '"Making a lot of money, ' which may reflect the somewhat
_'?f_ftf: lower socio economic background of potential enlistees for the Army and
l:::::: their correspondingly lower pay expectations, as discussed in Section 3.6.
L
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TABLE 4.¢v

3 . ACHIEVABILITY O LIi'i. (AL~
N DIFFERENCES B TWilil.
POSITIVE AND NEGATIVE PROENSTEY 228707 0~

ﬂ Alr NMarine TR TR R
e F'orce Army Corps SUavy Coar o e e
. Developing
B potential @ .57 LT @ o

B J/

. Learning @ .55 B .

- Do challenging

. work .50 L4l -
[ “#,

- Status .51 44 .5 12 o 1

Vo Make money .52

Better society .40

&

.

un

[op)
(%]
[N
v

3

r

Respect of friends .42 .55 . 3% S L

Adventure and

) excitement .47 . 45 . 44 .31 .o Lo

Personal freedom .39 .48 .33 L1 V27 Lo
Help others .33 .41 .37 .33 .30 Lot

Make own deci-
- sions .32 .48 .53 .34 RN
-

Job security .35 .43 .22 13 Y L2

*Entries in this table are differences between corresponding positive and neva-
tive propensity groups in ratings of achievability of life goals 1n the military,
In this table a positive value means the positive propensity groun lelt the paal
was relatively more achievable in the military than the nevative procen ity

' " groupe All values are significantly greater than zero,
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4.5 Information Sources, Actions Taken, and Knowledge

Each respondent answered a number of questions about other individ-

uals to whom he had spoken about possible enlistment, and about actions he

- might have taken to gain information about the military, The data are pre-
! :::

NS sented in Table 4. 7.

',

\ﬁ:~>
Ao
L L.arge numbers of both positive and negative propensity groups have
LR
Q{l
.::-} spoken about enlistment to their parents and also to friends who are in or
- N
2
Sy have been in the service. More positive propensity group members have
0D discussed possible enlistment with teachers or guidance counselors, and
o

:: 2 also with girl friends and wives, They are also more likely to have asked
for information by mail, to have made toll-free calls for information, to
-

] :': have taken physical or mental tests at an examination station, and to have
o

--“.-l
A taken career guidance tests at school given by the armed services.

.‘ -

,f'_'-'.{ As reported in Section III, the positive propensity group has signifi-

~Y .

\'C _ cantly lower estimates of starting pay. It is also true that significantly
: more of them are willing to make an estimate rather than say '"don't know'',
:f::' GI Bill knowledge, as described in Section V, does not differ signifi-
-.::’-j.

y - cantly between positive and negative propensity groups.

g
,. The positive propensity group has had more contact with military re-
%

]

cruiters,
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TABLE 4,7
' ANALYSIS OF PROPENSITY TO SERVE IN THE MILITARY
) INFORMATION SOURCES, ACTION TAKEN, RECRUITER CONTACT
“
~
Positive Negative
] Propensity Propensity F
3 b/
Information Sources
Talked with one or both parents 59,6 27.7 382.8
S Talked with friends already in
2 the service or who have been
:: . in the service 55,9 33,6 205.0
- Talked with teacher or guidance
. counselor 23,9 8.8 157.4
x
T Talked with wife or girl friend 28.0 13.8 144.0C
Actions Taken
N Mailed pre-addressed coupon to
> get information 24,6 10.8 120, 6
Made toll-free call to get infor-
- mation 7.8 1.6 67.8
“» Physically or mentally tested at
i‘j a military examining station 10. 4 3.6 17.7
rm Taken aptitude test in high school
R given by Armed Services 23.4 15, 4 17.3
:-:j Military Pay Estimates
N Less than $325 25.1 21.1 11.8
-
-
-
Y
Don't Know 41.5 47,5 15.2
“~
U Recruiter Contact {(ever) 55,1 45,7 28,8
Recruiter Contact (past 5-6 mos.,) 45,8
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_' Similar analyses for individual services have been conducted but are
A
i
n not reported here, since the services dc not differ sharply from the DoD ‘

level analysis of Table 4.7 in terms of information sources or action taken.

Differences in military pay estimates are reported in Section III.
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The one way in which the propensity groups of individual services dif-

s

XA

A

L~ fered significantly from each other was in the recruiter contact rates.

TABLE 4.8

EVER HAD CONTACT WITH RECRUITER FROM SPECIFIC SERVICE
RELATED TO PROPENSITY FOR THE SAME SERVICE:

Propensity for Individual Services

Positive Negative Difference
/3 /3
Air Force 28,0 13.3 +14,7
Army 34.1 22,6 +11.5
Marine Corps 23,7 13.8 + 9.9
Navy 31.4 13.9 +17.5
Base (All Respondents)

Much larger proportions of those intending to join all services have

been exposed to recruiters than those not intending to join. However, the
differences are greatest for the Navy and Air Force, and lowest for the

Marine Corps,

-
»

18

% Contact (in the last 5-6 months) was not asked for individual services,
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4,6 Enslistment Decision Process

The propensity data of the study provide indirect evidence that many
prospects think about enlistment in a two-stage decision process. The
fir st decision faced is whether or not to join the military service. The
second decision is to choose a specific active duty service. There is some
support for this hypothesis in Table 4.9 which shows that, on the average,
individuals who consider joining a particular service also consider one or

more other services.

If the decision making were a one-step process, consideration to join

would be mostly limited to one service. The survey data show, however,

that many of the positive prospects have not yet been able to narrow down

their enlistment thoughts to one specific service.

TABLE 4.9

THE EXTENT TO WHICH PROSPECTS SHOW
POSITIVE PROPENSITY FOR MORE THAN ONE ACTIVE-DUTY SERVICE

Respondents With Positive Propensity
Toward These Services
Air Marine
Force Army Corps Navy

Show Positive Propensity

for These Services: o % %o %o
Air Force 100.0 39.6 36.9 45,4
Army 26,3 100.0 46,1 31,4
Marine Corps 20,6 38.7 100,0 28.7
Navy 41,2 42,8 46,8 100, 0

.Avg. Number of Services 1, 88 2.21 2,30 2,06

Base: (379)  (252)  (211)  (344)

---------------
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R 4.7 Summary Comments on Propensity Analyses

:::'f: The preceding analyses have led to some findings which are unique

e 1
:::'.::' to the individual services, although there are some indications that the ser- ‘
N !

vices all appeal in similar ways to the same types of prospects. |

& |

For all the services, those with positive propensity have the follow-

ing demographic differences from other respondents:

° Younger

° More likely to be non-white

Y More likely to be unemployed and looking
for work

Py Less educated

° Have less educated fathers

Py Lower values on the quality index

When thinking of joining the service, the positive propensity groups
rate all 11 job attributes as more important than the negative propensity
groups, and they feel the military is relatively more likely to permit achiev-
ing all life goals. Likewise, they have sought more information about the
possibility of enlistment from all sources than the negative groups. They
have lower estimates of starting pay levels, and have had more contact with
recruiters than the negative groups. Most of them appear to be at an early

decision stage where they show positive propensity toward more than one ser-

vice,
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SECTION V

' KNOWLEDGE ABOUT EDUCATIONAL BENEFlIé
" OF THE GI BILL
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-
. SECTION V
. KNOWLEDGE ABOUT EDUCATIONAL BENEFITS
L OF THE GI BILL -
| .
;" 5.1 General Comments
)
. One feature of this tracking study is the capability of inserting special
questions from time to time to cover topics of particular interest. In this
~ wave a series of questions was added dealing with educational benefits of
- the GI Bill,
N
N
(N
The GI Bill educational benefits may be a powerful inducement to en-
o
list, In view of the possible reduction of these benefits for new accessions,
™~ the study explored two related areas: basic knowledge and understanding of
Y
educational benefits and reactions to a program which would limit the avail-
5 ability of educational benefits to the time period when the enlistee is on ac-
.'3,"4 tive duty.
»
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5.2 Knowledge of Items Covered by the GI Bill

In order to measure knowledge of the educational benefits of the GI
Bill, respondents were asked to identify which of three separate elements

were part of the GI Bill. Correct answers are circled in the table below.

TABLE 5.1
KNOWLEDGE OF ITEMS COVERED BY THE GI BILL

GI Bill Includes:

Service Cost Of Items
Rules and Educational Enlistee
Regulations Benefits Has To Buy
] T b

Yes 40. 9 31.5
No @ 3.6

Don't Know 45,7 33.7 44,2

Base: All respondents (3008)

Source: Spring 1976, Volume IV, pp. 122-24

Evidently, there is a wide-spread association of the GI Bill with ed-
ucational benefits, It is reasonable to believe that the degree of association
of educational benefits with the GI Bill has been reinforced or augmented by
recent services' advertising of various schooling programs, Apart from

this, however, relatively few prospects know what is covered by the GI Bill,
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Detailed tabulations show that the proportion linking the GI Bill with
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! educational benefits is above average among nineteen year olds, who must

be immediately confronted with decisions regarding college education, and

-

J’J AhS b

~ among high quality prospects (Spring 1976, Vol, 4, p. 124). The associa-

, tion is below average among low quality prospects.
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5.3 Understanding Of Educational Benefits

A series of questions (Questions 11 - 14¢) were included to establish
respondents' familiarity with the scope and nature of available educational
programs. Correct and incorrect responses regarding timing, program
options, and possibility of receiving monthly payments are summarized in

Table 5, 2.

TABLE 5.2
AVAILABILITY OF EDUCATIONAL BENEFITS

Both During Both College
and After and Vocational Monthly
Active Duty T raining Payn:ents
% /3 %

Correct Answers 59,7 70,0 71.7

3 : Incorrect Answers 40.3 30.0 28.3

Base: All respondents (3008)

Source: Spring 1976, Vol. IV, pp. 125-126

As evidenced by the above data, a majority of the young men have a
fundamental understanding of how the educational benefits work. However,
when confronted with the specifics of the program, such as the amount of
mc')nthly payments and the number of years an eligible person is entitled to
payments, many of them professed lack of knowledge (see Table 5, 3),

.’i Relatively speaking, high quality prospects were more knowledgeable than

low quality prospects about the specifics of the educational programs.
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TABLE 5.3
) ! KNOWLEDGE OF MONTHLY AMOUNTS AND
TIME SPAN FOR BENEFITS BY QUALITY SEGMENTS
Quality Segments?
Total High Med Low
™ % % % 2
:' A mount of Monthly Payment
b Named Some Amount  41.9 | 47.8  40.4  34.4
Under $250 16.9 20.0 16.2 12. 4
:; '::. $250 - $300 12.2 14.5 10.5 12,7
2 Over $300 12.9 | 13.3  13.7 9.2
o
A
- Did Not Know 58,1 52.2 59. 6 65,6
£~
RIS
\ Number of Years Able To
-, Get Benefits
AN
‘. n Reasonably Correct
;:-i - Answer 53.3 56.5 53.3 46.5
w1 1 - 2 years 9.0 7.7 10. 1 8.5
)y . 3 - 5 years 44,3 48.9 43,2 38.0
Py Incorrect or Don't
-y Know 46.7 | 43.5  46.7  53.5
N
::: ":: 6 or more years 12. 8 16,0 9.6 16.5
g _ Don't Know 33,9 | 27.5  37.1 37.0
G
f.'j Base: Percent Aware of
. 4. Monthly Payments (71.7) | (76.8) (70.9) (64.8)
L4
NN .
SRR Source: Qu., 14b & l4c
A
N o *These segments are defined in Spring 1976, Vol. IV, page 139
Q‘q
'K
i
l. }
~
Y
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5.4 Reactions to Current and Modified Benefits Plan

The second set of questions regarding the GI Bill dealt with measuring
usage intent of educational benefits under current conditions where they can
be used both during and after active duty and under a possible new situation
where they could be used only during active duty, The intent was measured

on the same four-point scale as the one used to gauge enlistment propensity.

The first conclusion to be drawn from the findings in Table 5,4 is that
educational benetits have a very broad appeal to military prospects. In view
of about 40% of the prospects saying they would definitely use the benefits,
the appeal is highly marketable, At the same time, it should not be con-
strued that educational benefits have an overriding influence upon enlistment.
In Table 5.6 it is shown that positive propensity respondents usually do not
know more about the educational benefits than negative propensity respond-

ents.

TABLE 5.4
REACTIONS TO CURRENT AND ALTERNATIVE PROGRAMS

(Current) (Alternative)
Available During and Available Only
After Service During Service
Would Use Would Use
During After
b3 3 b3
Total Positive Intent 85,0 86,2 81.5
Definitely 39,9 41.6 41.4
Probably 4: 1 44.6 40,1
Base: All respon-
dents (3008)
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> The restriction of the benefits to active duty years does not seem to
, discourage any appreciable number of men from expecting to take advantauc

of tke privilege.

"0 TABLE 5.5

REACTIONS TO DIFFERENT PROGRAMS
BY QUALITY SEGMENT

Quality Segments

LN High Medium Low
N 7%, % %
. During-and-After Program -— -
= Definitely would use
j = during 44.9 48.3 35. 6
" Definitely would use
A after 49. 4 40.3 31,4
During-Only Program
u Definitely would use 50.7 39.0 31.7
O Base (All Resp)  (941) (1547) (520)

. Source: Qu. 15-17

The degree of interest in using educational benefits is consistently
-
stronger among high quality men than low quality. The proposed program
j'.j - curtailment would not seem to change this relationship. The findings
i imply, however, that educational benefits, when properly presented, can be
:t': an effective means of attracting higher quality men to the all-volunteer

force.
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5.5 Overall Knowledpe Index
In order to obtain an overall measure of a4 responden o Boow et
about educational benefits of the GI Bill, an index was construe tod o e
basis of all relevant responses. The index is scaled from o (o rnow -
edge) to 10 (perfect knowledge). The values or wueichts as=i e to ook

response are shown in Appendix IV. Distribution of the total sainle on

the eleven-point index scale is as follows:

TABLE 5.6

DISTRIBUTION OF RESPONDENTS
ON THE KNOWLEDGE SCORE INDEX

Knowledge Positive Negative
Score Propensity Propensity
0 0 0 |
. 1 2.6 3.6
L Below 2 .
;:_:::‘- Average 11.8 39,4 11.3 |42.3
. 3 10. 9 10, 7
[t
p 4 14.1 16,7
iyt 4 —
e
N
e, Average 5 21.8 23,0
N
h\.-'.
:‘.‘ 6 12, 6 11,2 |
K -
::-j: Above 7 12.9 -
o Average 8 8.1 |38.6 6.7 |33.7
e
‘-:_ 9 1.8 2.4
%
;.- 10 3.2 .|
T Mean 5.05 1. 10
(Number of Resp) (745) (2135)
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i The mean knowledge index is at half the maximum possible score for
W
[ﬂ i the total sample, The distribution of prospects on the knowledge index indi-
el
e cates that about 36% have scores greater than one~half of the maximum
‘_:::'.\_ possible score and 41% have scores less than one-half,

i ®

The index is a convenient measure for examining differences between

various respondent groups. Data presented in Table 5,7 show that:

ol ° Those with positive propensity toward the Air Force,
R

:-‘_ f’a Army, Marine Corps, Navy and National Guard do not
::::f: - differ from the respective negative propensity groups.
NN

e, ° Those considering serving in the Reserves, however,
S have acquired more knowledge about the educational
*:'. ~,

RSN benefits than those not considering. Detailed tabula-
RN

v tions (Spring 1976, Vo . V, p. 144) show that men

:r:‘.; -~

*\.: choosing four of the five Reserve components (Army,
r:‘:~ >

:::-j: o Marine Corps, Navy and Coast Guard) have above
SR average knowledge index scores, while those consider-
ﬂ:\ ":‘

wod

$\j ing the Air Force Reserve fall near average.
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y TABLE 5.7 i
o MEAN KNOWLEDGE SCORES OF GI BILL

EDUCATIONAL BENEFITS RELATED TO PROPENSITY

e

Propensity Toward

-
3

1 "
. .
o
. Y v
. W 4 e

SN Each Service Significant

tj"}j Positive  Negative Difference Difference

zi Air Force 5.03 5.00 +.03 No

:»j::: Army 5,22 4,99 +.23 No

e

AN Marine Corps 5.07 4. 99 +.08 No

A

Navy 5,02 5.00 +.02 No
National Guard 5.03 5.00 +.03 No
Reserves 5.32 4. 95 +.37 Yes

Base —— (All Respondents)

Source: Spring, Vol. 2, p. 145 and Vol. 5, p. 144
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APPENDICES
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APPENDIX 1
STATISTICAL RELIABILITY
STATISTICAL RELIABILITY FOR DETERMINING ACCURACY
OF PERCENTS WITHIN A SINGI.E SAMPLE*
At the 909 level of confidence
Magnitude of Expected or Observed Percent
Sample 10% 20% 30% 407 507,
Size 90% 80% 70" 60% 50%
100 4.9 6.6 7.5 8.1 8.2 |
200 3.5 4.7 5.3 5.7 5.8
400 2.5 3.3 3.8 4,0 4.1
600 2.0 2.7 3.1 3.3 3.4
! 1000 1.6 2.1 2.4 2.5 2.6
2000 1.1 1.5 1.7 1.8 1.8
2600 1.0 1.3 1.5 1.6 1.6 )
3000 .9 1.2 1.4 1.5 1.5__|
o
* Not to be used for comparing observations from different groups .J
of respondeants )
** Observed percent + the appropriate number shows by how much the 4
observation could vary due to sampling error i
4
STATISTICAL RELIABILITY FOR COMPARING PERCENTS *1
BETWEEN TWO INDEPENDENT SAMPLES: §
At the 70% level of confidence :
Size Average of the Two Observed Percents 9
of Each 10% 20% 30% 40% 50% b
Sample 90% 80% 70% 60% 50% N
100 7.0 a3 10,7 1.4 1.6 ] )
200 4.9 6.6 7.5 8. 1 8,2
400 3.5 4.7 5.3 5.7 5.8 ]
€00 2.8 3.8 4.4 4.7 4.8 e -
1000 2.2 2.9 3.4 3.6 3.7 ™
2000 1.6 2.1 FARE 2.5 2.6 )
2600 1.4 1.8 2.1 2.2 2.3 Y
3000 1.3 1.7 1.9 2.1 2.1 | )
Not to be used for measuring accurcacy of pcecrcents within a single #
sample
-4
*%  Minimum difference required betwe :n the observed percents in the :
two sampled populations ‘o be statistically diffevent
L e e )




O T N e

o .. MARKET FACTS

NN Page 118
::*:‘*J' -
NS APPENDIX 1II
N
m 1 TRACKING AREA CONCEPT
}‘:S - The "Tracking Area' concept is an integral part of the study
o objectives., It is designed to allow each Service to relate the findings
N to one or several recruiting districts. Each Service has a different
P number of recruiting districts with some local discretion as to adver-
,..:‘-,. Q:;' tising and recruitment allocations, A Tracking Area represents the
:-:-" commonality among Services, Data collection and analysis based on
::‘:j - Tracking Areas allows comparison, evaluation, and goal setting with-
'}'.\' ‘_::. in each Service on a local basis.
A
S The Tracking Areas were constructed around these criteria;
PR 1) to have no more than 30 TA's, 2) to limit the number of Army
'j::-: District Recruiting Commands, Navy Recruiting Districts, Air Force
:;: o Recruiting Detachments and Marine Corps Recruiting Stations to
C ) three eachor less per Tracking Area, 3) to see that the TA's have
o a high commonality among Services, i.e., a high percentage of the
:i: -~ counties' Military Available being common to all four Services, and
'.:4': o 4) to represent regionally meaningful clusters of recruiting districts
':::' for the Services.
2R

,
B

For purposes of this research, 27 TA's were defined which

.‘:'_'.:: account for every county in the Continental United States. Due to bud-
:: e getary limitations only 13 TA's could be studied independently with the
) "3 other 14 collapsed and covered with a sample of 400 cases. This

NN strategy provides for national conclusions to be drawn from the survey
, ‘ ® findings, as well as individual findings for the 13 TA's,

ol

~ Since each Tracking Area is to contain undivided Recruiting

I;'l - Districts for each Service, some counties occur in more than one

: N TA. For all 27 areas the cumulative overlap is 12 percent,
>~

-‘ R The percentage of Military Availables in the United States ac-
. ' counted for by varying numbers of tracking areas is approximately as
‘;.'.j‘_; follows:

iy ay Number Percent

e of TA's Military Available

IR Top 5 29.5

s Top 10 52. 8

R Top 13 64. 6

o7 Top 15 71.2

ya Top 1% 80, 1

-;_::' 2 Top 20 85.8

o~ All 27 100.0

.’_\.‘
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APPENDIX III

! SAMPLE BALANCING

- The interviewing results showed a need for balancing the sample
on two demographic variables to match the survey population with
: . known Military Available statistics:

° The incidence of older respondents, particularly
the 20 and 21 year olds, is underrepresented in the
Survey sample. Accordingly it was decided to
rebalance the respondents in terms of age,

b e,

LA

° The incidence of non-white males is overrepresented
in some areas and underrepresented in others. To
adjust for the differences, balancing weights were
developed to establish correct proportions of white

- and non-white youths.

Furthermore, since each TA was assigned an independent quota

v sample, the TA's have to be re-weighted in making total U.S, estimates,

. In most instances, the TA's had been purposely oversampled relative to

n their national importance while the '"Balance of the U, S, ' was undersam-
pled. Weights were developed to compensate for their imbalance.

The following table shows: (a) Age-race weights within each
Tracking Area and (b) Tracking Area weights relative to Total U, S.
All of these weights are independent of each other.
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MARKET FACTS

:::'__. A Page 142
l»g i APPENDIX IV
-\ <
:._Ni: KNOWLEDGE INDEX OF EDUCATIONAL BENEFITS
ASCES OF THE GI BILL
: ﬂ The knowledge index as presented in detailed tabulations and Section V
\ . of this report was constructed on the basis of responses to Questions 11
_.;-:f: through 14c, Each response was assigned the value points shown below., The
-jjl-: f_:'. sum of the points can range from 0 (no knowledge) to 10 (perfect knowledge).
t -
.\::. w Don't
"\.:: Question Yes No Know
e
o - 11 Rules and regulations 0 .6 0
S A
L Educational benefits .6 0 0
:;::: < Cost of personal items 0 .6 0
' l 12 Both during and after duty 1.8
" Other responses 0
‘-
';- 13 Both college and vocational 1.8
; l Other responses 0
ENTIRS
o
= .. 14a No/Don't know 0
.--‘J ‘-.
AN Yes 7
ox
o
S 14b Under $250 1.8
o $250 - $300 2.7
o
SR Over $300 .9
_ Don't know .9
. ..
\-t'. R
[ e 14c¢ Less than 1 year .5
"}:: - 1 or 2 years .9
T 1:3 3 or 4 years 1.8
“‘h’
D Other responses 0
(IS
-.'. -
o
=
%
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. Market Facts, [nc.. 100S. Wacker Dr ve Chicago, 1llinois 6ut N6 Tob No, 9223-¢
. o CMA #2275 22339
f- o ILxpires 111, 1976)
- MILITARY SERVICE STUDxY . No.
A - Screening Questiona - AT
- ) P e
Market Facte Repr. _ | - J i :
Field Station Date ! 12
Tims (nterview Began AM/FM  Time fnced CANEM - T' \
(1. D. ”‘4‘_.1__..“ ] i 120
Hello, my name is of Marker [Tacts, an opinicr resciarch company, i
taking a survey among young men between the ases of To and 21,
1. 18 there 2 young man in your houserold i this acre pecapt (DO NG T°CLI DY
y g i !
SONS LIVING AWAY AT SCHOCLS
Yes ] —— 1o 2\ TERMINATY, ANL RECORD ON
: CALL ReCORD JLkET)
»
2a. How many? {(CIRCLE NUMBER)
1 2 3 : > orwere  IWRITE IN NUMBEER (21)
2b. What {s his age, pleass” {Whit ave their ages, pirsar - oase grart wirn the »lde 30} "RETORED FiLOW)
.)u ‘la
\‘erently
a Junior
or Senfar JroMiddtaey Scrvice,
in College National Guvard or Bescrves
or in _hau, b Qu. i Qu. H
Qu, 2b - Age GCrad. Schooi Pow | Fras rpaer, Al d
% 1T 18 U 2 21 Yes te Y= o Zee X Yos  Rs
1. [ [z O3 3¢ s [e h 72 n 3 bt 0 ro T2 122-26)
2. [ Oz (13 5s (35 e ) B e P T oz [ T2 (73D
3. [ [J2 (13 (34 D5 D6 Lt e (i (L : It v (32236
s [ Oz Os Us s L 51 [Ne a2 Ty e i (s7e3D)

3a. (DETERMINE FOR EACH) Ia INA“E FIRST AGF) currecilc s a-ic o r Senic: in ccllege or att ad
Graduate School? (RECORD AROVE)

3b. (DETERMINE FOR i£AC:1) Is he cu.-rentlx in rititary rericoe CoNvtineal Guard, or the

Reserves” (T3 DGFS NOT INCIUDE ROTLD 7 "Ry Ay vy
3c. (DETERMINE FOx TACH) ans he gver serced io rndlitary se e, Haeer o8 1., uroL.e iles.

{THIS DOE, .07 N« TTUDE PCTQC)
3d. (DETERMMNE FOt TACH: . be been ceepted for Wervics
is waiting for the date when he is *noge on actize dury”™ (TH™ 00

shraed Joroee e de
[ ) A |

NOTE: QUALIFYING MALES API ::IOSE WHO ANSWERED “NO TO ., 3a. b, 3¢, AND M, 8T
THE AGES OF THF QUALIFYING MEN BUVLOW (STARIINT W il THE CILDe3T) AND GO 7C
YOUR "RESPONDF.NT SELFCTION SHEEI' 7¢C DETERMINE W0 TO INTER VRN,

Aveos and Tirst Namees

T o B ] i of Quaiiryiny Mal:s

SR TELLPHONE NULIBER 322 e
Lo Olesty Lo
) : —

Ve . (Next OQideat) G e
Q.- ,

| I R | {(Next Oid st .

Y e . I -
o Next Cldea’)

l.:' - - ——— A b —— | —
R MAKE UE TN TP 28 CALIBATK ATPOINTMENTS To JOMPIL Y NG WBVIFW 7 01D MAT D Seik s T h
[

. lst App't: Date: lime: . ... et e -
; Y ’ 2nd App'ts  Date: _ e Tirme e tEEumll . -
. . 3cd App't: Date: Time: __ __ e Resube — -
KEEP TRACK OF TERMINATES CUECYE HEPE IF DO OGN

FOUSIHGT " DAL WS ¢ ¥
NO INTEF VIV [0 oDl lJ D - __! i
{15 .7% OP(--”
a -1, 80

PP AP S S ST VAL PR VIR PP 6 VT -0 S ST 5. ¥ |
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OMB 22 e 040
fot No, 4 2,
[T N
MILITARY SERVICE STUDY
(Qualified Respondent)
Cd, sz
Market Facta' Repr. (Duo, 100
Field Station
Time Interview Began AM/PM Time Ended AM/PM
Hello! I'm call:ng fromn Market Facts, an opinion rescarch company, We are coudusng o
survey for the Federal Government Lo find out what younyg niea's attitudes toward future occupetions ar - aad waala
like to have your opinign. Your household has been chosen by chance. Any information you give ur 's compl iy
confidential if you complete this interview. My employer does a cerian amount of cnecking 16 see f 1ot dotns
my job correctly. So, you miay be called later to verify that you answered these questions.  The ainforn aaon vou
provide will be kept by the Federal Government and you may also be contacted at a later aate to determine if sotie
of your opinions have changed. Do you have some time to be interviewed now on tnis =urvey? (I NOT, RbEwUl ]
SPECIFIC APPOINTMENT AND RECORD ON PAGE |,)
3a. First of all, just to be sure I am interviewing the right parsen, what is your age pleas:?
16 ... [h 19. .. 0
17. .. LR 20. .. (2
18. . .05 21, .. L
3b, Are you attending school now?
Yes 1 —® (ASK QU, 3¢ AND [HEN SKIF TO QU. 3f)
No 2—® (SKIP TO QU. 3d) fas
3c. What is your current year in school’ (IF NECESSARY, ASK:) What type of schopol is it
10th Grade (High School)......,. 1 lst year of ¢4~year college (Freshman),... v
11th Grade (High School) ........ 2 2nd year of 4=ycar college (Sophomore) ... 7
{2th Grade (High School) ........ 3 1st year of Junior/Community college ... 8 (23)
First year of special training in 2ad year of Junior/Community college ... 9
vocational or trade school.,.... 4 3rd year of collepe, .. .vvuive o CERMINA LT
Second year of special training in 4th year of college or more seveo ... .. X| 0
vocational or trade school...... 5
3d. Are you a high school graduate ?
Yes | —® (SKIP TO QU. 3f) N‘oa; 124
3e. How many years ot schooling have you completed?
Legs than | year of High Schoos.. 0 2 years of High School. ... svvvvniiennen 2
1 year of High School ........,.. 1 3 years of High School,...vuveunnnnnen... 3 e
3. Are you currently emiployed?
Yes ! No 2 [
g, Are you working full time ov 3h, Arc you ¢ urrently looking Jor a job, o o’
2
part time? Yes | No  » 124
Full time 1 (27
Part i1me 2
Sl Now, let's tall about your plans for the aext tew vears, Who do  outnins cau s he be o dasy 70 i

NO™ RFAD 1LIST, PROBRY WETH "ANYTHING FISE R VO N L UTIPRODET L Vo

Non=-miliia
Aeonzmiliayy
Goiny to school Working | ., Do no oy 1

Myhary (RFCORD BELCY, L7 RESPONSE IS TTOIN L F SEUNVICE " e TERADS Rt
TYDPH, IV BRANCH OF SFRVICE ONLY IS MENTIG D, iR L
OF St AVILE _ONIY IS MENTIONED, DUTRERMEGE 13 CANCH,

Jype ol Yo e

AcCiive el o o
Drands ol _Ser.ice Ity Aoy » AL LN N PO LA
Ay Foecw. Lo, e e | . ! !
Army. ..., ..., . 7 -
Coant Ginard, . L . e e ' “ \
Marine “ srvps o0 Lo o e e t I - -
Novy oo e e e . § > [




'
.
)

-

f
-

'
.

b
>

3

'-A. l" ‘ ,

»
[

>~

, .
P Ny A
'y ]
- SR A

.
‘v

R

[ AR

e .
% 4

A .'-<k
. ‘. a
“';'J-') e

ik

LA
a2 A 3 X 8 »

L
rS

.
by &

a

L)
YV ’,

5

LY

OMB #22-R-4. 0
Job No, 9221-2

Page 3
3j. How easy cr difficult is it for someone of your age to get 2 fyll time job in your area? Would you
say it is almost impossible. very difficult, somewhat difficult or not difficult at all? (RECORD

BELOW,)

3k. How about getting a part time job -- would you say it is almost impossible, very difficult, somewhat
difficult or not difficult at all? (RECORD BELOW,)

35 3k,
Full Time Part Time
Almost impossible.,......... 1 (31 1 (32)
Very difficalt .............. . 2 2
Somewhat difficult........... 3 3
Not difficult atall ,..,....,... 4 +
Don't KBOW. .o vsrvransnen . 5 5
4a, Now, I'm going to read you & list of several things which young men your age might do iu the

next few years. For each one I read, please tell me how likely 1t is that you will be doing that.
For instance., how likely is it that you would be ... (READ STATEMENT)? Would you say "Definitely,
""Probably, " '"Probably Not, ''or '"Definitely Not”"

: Don't
Probably Definitely Know/
Definitely Probably Not Not Not_Sure
Working as a laborer on construction jobs .., .. 1 2 3 4 5
Working at a desk in a business office...,..... 1 2 3 4 5
Serving in the military ........ e 1 2 l 3 4 5
SIART Working as a salesman...... e 1 P4 3 4 5
() ' Serving in the National Guard ................ 1 '7 2 ] 3 4 5
(1s that the Air National Guard[ ]l or the Army National Guard [ ]2~ Don't Know 3}
{ ) Serving in the Reserves ........... e e 1 2 3 4 5
| (Is that the Air Force Army Coast Guard Marine Corps 4 °F Navy
) Reserve Reserve Reserve Reserve Reserve
() Serving in the Air Force {active duty)...,...... 1 2 3 4 5
{ ) Serving in the Army (active duty),............ 1 2 3 4 5
() Serving in the Coast Guard (active duty).,...., 1 2 3 4 5
{ ) Serving in the Marine Corps (active duty),..... 3 [4 3 4 5
()| {Serving in the Navy factive duty}. ........... e 1 2 3 4 5

(18}
i39)

Don't
Know

(ASK QU, 4b-4c IF "DEFINITELY" OR "PROBABLY" TO ANY OF THE 5 SERVICES OR NATIONAL GUARDy

RESERVES, OR TO MILITARY SERVICE IN GENERAL (BOXLED ITEMS), OTHERWISE, SKIP TO Qli, 5,
QU. 4b SEPARATELY FOR "ACTIVE DUTY" AND FOR NATIONAL GUARD/RESERVES,)

4b, When do you think you will join (military service/National Guard/Reserves)? (RECORD BELOW,)
Active Duty Guarda/Rescrves

Within o months, . ..., cveiennanens. cees L {46) 1 (47
Between o months and one year ..o, oveenn.. 2 2

More than 1 year but fes . than & years ..... 3 3

2 years OF MIOTE ., \.vevvronrevans e 4 4
Don't Know. v v vuvuvvrveonanne e Ceeeien 5

4c. Do you expect you would enter the service as an enhisicd man or as an officer?
Enlisted man.,,,.... et ec e e . 1
Officer.......... e A PPN 2

ASK

(]

(41
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1'd like to read several statements. After [ read each statement, please tell me how irajc:' o

it would be if you were considering joining the service. Here's the first one. (READ ~1Aa th:
Do you consider that Extremely Importaat, Very Important, Fairly Important, or Not Ttnnerrar: ot
(REPEAT FOR EACH STAT EMENT)

Not
Extremely Very Fuairly Important Don't
Imp, Imp, Imp, At All Know
Gives you an opportunity
to better your life............ 1 2 3 4 0 (49)
Trains you for leadership...... 1 2 3 4 0 (50)
Teaches you a valuable trade
orskill . ,............ PP 1 2 3 4 0 (51)
Helps you get a college
education while you serve .... 1 2 3 4 0 {52)
Allows you to see many
different countries of
the world ....,,....... 1 2 3 4 0 (53}
Provides good benefits for
you and your family .......... 1 2 3 4 ¢} (54)
Is a career you can be
proud of . ..vvvrierirnrnannes 1 2 3 4 0 (55)
Has other men you would
like to work with......... o 1 2 3 4 0 (56)
Gives you the job
you want,,.... fe s, . H 2 3 4 0 (57)
aives you a job which
18 challenging ., ..ouvuuoon., 1 2 . 4 0 (58)
Pays well to start,....... 1 2 3 4 0 (59
I'm going tn read the statements again, The first onc is . .. (READY, Do you think this is 'ruc ot are
of the services or not”
5c¢. (IF "YES  TO QU, 5b, ASK:) Which one service is this most true of? (SINCGLE ©L: SPC s 0000
I'ruc of Any Service Most True Of:
Non't Air Marine Den
Yo s No  Know Force Army Corps N Pnow
Gives you an opportunity
to better your life ... .. ... 1 2 3 o) 1 2 3 4 B o
Trains you for leadership . .. . ! 3ol ! 2 3 !
Teaches you a valuable trade
or skill .. .......... e 1 2 3 (62) 1 2 3 4
Helps vou get a college
education while you scrve | . . 1 N 3 (b3) 1 2 3 :
Allows you to see marny
ditferent countrics of the
world . ....... e ! 2 LIRS 1 2 3 :
Provides good benefits tor
vou and your family .. ... .. 1 2 $oeS) | 2 5
Is a career you can be proud of. 1 2 3 (66) I 2 3
flas other men yon would
like to work with . . .. .. ... 1 2 36N 1 2 3
Cives you the job you want . .. 1 2 3 (68 ! 2 g
Cives vou a jabk which is
challenging . .,...... e 1 2 UL 1 4 3
Payva well to start ., . ., .., .. 1 2 s 10 1 2 4
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:‘_-‘: 6. Now, | would like to read some statements that may have been made by the Air ['.... . . - R
:-_{q Corps, Navy or National Guard. Let me read the first statement, (READ STA L
: 1 Which service or services made this statement”
:: (IF 'NATIONAL GUARD", ASK;) Is it "Air National Guard" or "Army National ¢, - . o o
L {IF "AIR FORCE'" OR “"ARMY'", ASK:) 1Is it "Active Service or "National Guard
- START Air Force Army L
e HERE Active Guard Active Guard Navy (oL
AR - - [N o
o ‘
::-'\ ) The BI ANK offers the same pay,
x:-‘ technical trairing and educational
U opportunities ag the u'her services . 1 2 3 3 = §
- "-'
) There is a BILANK education
v program called PROJECT AHEAD,
;\) which lets me carn my college
N credits while in the Bl ANK with
j:\,:" the BLLANK paving up to 75% of my
WM tuftion , .. ... L. e 1 2 3 4 B
-l'.:
() Build your future on a proud
tradition . ... ... .. ... 1 2 3 4 = :
() Fhe most important part-time
job in America .., ...... Ve 1 2 3 4 -
{ lLook up, be lonked upto .. .. .. . 1 2 3 4 '
‘ () Juin the puople wha've joined the
. BLANK ..... e e e l 2 3 +
- .
ot { The BLLANK belonus, Maybe you
‘-_'Fl belung to the BLANK ., ., ...... 1 2 3 4 -
-
Y
"f ) BLANMK - a great way of life ., ... 1 2 3 i > ' ; S
' [ I he opportunity is for real ., .and
'-:.' SOAFE WE o vt e e e e 1 2 3 1 > ' i 1
.:-'. [ For 200 years the B] ANK has kept
o its ranks small and its standards
,‘i..' high ... ... .. .. ...... PN 1 2 3 L) ) ' el
v
2y
“
0y
l.\J
e
o
]
]
.‘-.'0
e

o
.. .“.'.ﬂ.'

-

%

"o

. P R P
P O L P T R IR
PREVAE VR YRR R A A Wy ¥




7a.
START
. HERE
L (G
.\‘-. ‘l.'
T €
N ()
A
]
IS
8" 8
O ()
SO
ROANER ()
:"- “u
" - Tc.
. J_-\.:
) .
» K
NN
e
'w' 4, ( )
.'::n -’t
<o ()
:.\n "
7= ()
NI
!
D ()
1-:!' ';.
Y
:.":4 - ( )
-, -:'
‘I" - t.
; ()
o ()

P hA

vl

)

Y

M

AR e st al SO o unil g el DA i i

ONID
Job No.
Fage o

N
.ol . ¢
EEIRANEN

Go2l-2

Now, let's go on to another subject,

Since last Tlhanksgiving, have you had any contact with a nulitary recruiler
representing the active naliiry”

-

Yeus

>

(SKIP

L aeh vt adl_pol otk anib ani aril bl gl A L A S A AR

~

-

(IR

1 SO 1O QU, 7¢) -
l
. . , : i
b, How were you 1n contac witt the recrutter” (READ P ACH |
STAIFMENL, STAR] WIHID [HE "X ITEM |
Stnce Dast
Uhanksgiviog
Yes No-
Have you goue 1o 4 vecruiting stotion o tabed
S T o O - | 2
Have you talled face=to=face with a recrulter sormewhere
other than at @ recrulling S1AII00e s v s v v v s v en i nsreronnonene 1 -
Have you heard a recruiter give a talk at your high
school L e ] <
Have you talked to a locul recruiter by telephone ..o ..., 1 2
Have you recaived recruiting literature in the mail, oo 0. 1 <
(ASK EVERYONF) Since last Thanksgiving. ... {(RFEAD EACH D S—
STATEFMENT, START WILIH [THE "X'd" [TEM,)
Yes No
Have you niscussed the possibility of eanlistmient
with friends already in the s rvice or who have
been in the servive ... .. i iiiierreneerenans 1 <
fiave you taiked with a teacher or guldance counsclor
al school about possible enhistment ... vieevernennan | <z
Have you talked with your girl iriend or wife about
possible enlistinent, . ... it v et eiine e o eseernsaaas 1 2
Have you talked with one or Loth pareats about possible
enlistment, ... i i i ) 2
Have you taken an aptitude or carcer puldance test
in high school given by the armed service~ o iinivnrneeees 1 <
Have you made a toll=frer call for mformation aboul
the miililary o ottt et sesseosnossenseensoosnass 1 .
Have you asked tor information about the malitary
2 o 0T 0 O | :
Have vou bren physically or inentally testod at a
10 b S R R T T < 1 1 T 70 T | 2

()
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1 have several morce questions aboul mulitary recruiters, (IF "NO" TO QU, T7a, ASK . i
SKIP TO QU. 8b.)
8a. Have you gver had any contact with any military recrutter?
Yes 1'7 No 2 (SKIP T0 QU. 1)
8b. You say you have ‘ven in contact with a military recruiter, What branch or brancie - ot
did ‘hey represcn:s? (RECORD BELOW, PROBE! Any other military recruiter P b
ron CCTIVE
UNPRODUCTIVE) N
Air Force Army Corps i ek e
Recruiters representeda oo innen,, 1 ' 2= - ! . ‘
] ! i { *
8c.  (IF "AIR FORCEK, " "ARMY" OR l |
'"MARINE CORPS, " ASK:) Did the i '
(NAME SFRVICE) recrutter represcnt i i |
the (READ ALTERNALIVF ANSWERS - R w2 ! !
EXCEPT FOR DON'T ENOW 1'....... Active An i Active Active 5 f [
Force i Army ... 9 Marines, i } ‘
Arr Nat Army Nat. Ma rine ! %
Guard,.. 2| Guard... . 2f Resereo o2 ! I
Air Force Arnmy Don't Know s ! A
Reserve | 3 Rescrve 3 : ‘
Don't Know: #fl Don't Know ' # : '
(ASK QU, Kd-f FOR FACH "ACTIVE i !
RECRUITER CONTAC, OR DON'T l '
KANOW? FOR THE AIR FORCE, ARMY, i I
AND MAR™E CORP'S, AND FOR FEACH l\ ‘
NAVY OR COAST CUARD CONTACT, !
ASK Al I QUESTIONS FOR A SERVICE . |
REFORE GCING QY 1O 1y Y p N }
i
!
1
Rd, Did the (NAME SF VICE ) recrurter |
contac’ you first, ur did yon contact |
hin ?
Recrutier contacted first ... o.. . i (59 1 (63) 1 (BN 1 fi Loy
Ruespondent contaced first (L., ..., 2 2 < 2 '
ae. How adequate was the mforniation
vou o frorm ithe {{JAME SERVICE)
recrutter ?  Oud he gy you .
All the nforima‘ion you
wanted L, e . 1 (6n) 1 (64) 1 16K) SR R N SRV Y
Mosl of 1 Lo L . . 2 2 N
Or, Very Wile ..., ...... . P 5 i 3 3
sf. Was your atiitude toward joinnyg (NAME
SERVICE) n.ore or less favorable than
before you talked to the reermiter, or
dida't at chanye ?
More Favorable
(Wes thar L L)
Much more favorable ... ..., .. i e 1 (H35) 1 AR (I [
or. Shizhtly maore tavorable ... .. . 2 2 2 !
|
Dida't Change. coveneee e Lo 3 !
l.ess favorable , ! J
| ;
(Was that , . . ) ; i
Shightly less tavorable ....... . 4 4 i ‘ ‘ }
or, Much {ess favorable. .. .. vheees pl 5 i |
: |
i3 As far as you krow. what is the starting MONTIILY pay far an ENTISTED MAN ) o =TT B
taxea are deducted fRCTND TO THE NEARFST DOII! AR
(WRII'E IN) ¢ on't Know




;: 10, lam going to read a list of life goals that young men like vours I mebt
SN have. As I read each one, please tell me whether you feel yonn would be
[a . more likely to achieve this goal in the military service or i vilian
job, or could it be achieved in either one? (READ FIRS! (.oaf.. [IF
“MILITARY'" OR "CIVILIAN", ASK:}) Would you say you wonl. Le (much
more likely or somewhat more likely to achieve this goal w i pniliary)
OR (somewhat more or much more likely lo achieve this goal w: n givihian
job)? (RECORD BELOW,)
Military Either Civilian
a Much Somewhat Military Somcwhat Much
. More More or More More
o Likcely Likely Civiling T ly Libely
Personal freedom...... B | 2 3 4 3 (25
- Developing your potential........... 1 2 3 4 5 -
- Job security, i.e,, a steady job..... 1 2 3 4 A :
g
Making a lot of money.,.......... ben L 2 3 + B
. Working for a better sociely ........ 1 2 4 i ~
- Having the respect of friends,.... . 1 2 3 } 5 L
Doing challenging work..,.......0... 1 2 3 ! A >
i Adventure and excitement......... el 2 A ; 5 (g
~~ Learning as much as you can,....... 1 2 3 i A i
.!
Helping other people .......... R | 2 3 i
Being able to make your own
R decisions on the job,............ P 2 K 3 R [
N Recognition and status,.... [P PR | 4 3 i ~
-
Just a few more questions, . . .
. 11. Based on what you may know about the G.L Bill, docs it 1 dude: (READ
FACH STATEMENT, RECORD BELOW,) .
Tos No [
; Rules and regulations that apply to an enlisted
man in the service? .,...., e e sol 1 z } '
. The educational benefits A person can recuive for
ey serving on active duty in the mhitary?.. ..o, . ... 1 d 3 ERY
The cost of various items a mnan has Lo buy for
. himself when he enlists in the service? ... .0 ..., 1 J g Ry
b
-
R 12, As you may know, a person is entitled to coertain educational benelits tor
serving un active duty in the military. ['o the best of vour knowledee, which
— one of the following statements best describes when a person can use these
- educational benefits© (READ ALTERNATIVES)
’ While he 1s still on active duty. ..., I |
‘ After he ha< conpleted his taur ot actuive duty . 2
- 40
- Both durine and after comnleting his
active duty L, ... ... e e e 3
. (DON'T RL.LAD) Don't know ..... e e )
~
* 13, Which one of the following best describes the kind of « v aren r irpnny
available” s it: (READ AT /TERNATIVES
"2 College ¢ducation ... ..., e e 1
4
Vocational education or training .o.oeeevoorevs [
o Both college and vocational training ....vv.v..
\:: (DON'"T READ) Don't know ,.....c.c.0v.. .4
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14a. To the best of your knowledge, is it possible to receive monthly payments
to cover school costs under these benefits?

Yes 1 =— No 2 SKIP TO . - L,
/ Don't Know 3| 0 on! Qr. 15 fre

14b, (IF "YES" TO QU. l4a) What is the most that a single person withou!

_ . dependents could get” (DO NOT READ ALTERNATIVES)
T
Under $250 a month .. . .. .. .. ... 1

:~ Between $250 and $300 a month .. .. 2 (13
. Over $300a month . .. .. .. .. ... 3
- Don't Know .. ... ............ 4
:*: l4c, For how many school years would an eligible person be able to get these
R educational payments” (DON'T READ ALTERNATIVES)
;-::: less thanl .. .. ..., 0
i One ... .......... 1
.'\.‘ Two .. ... ... ..... 2 (44)
:’- Three .. .......... 3
::x Four .. ........... 4
..\:.- Five ... .......... 5
PR Six or more N 6

sy

Don't Know ....... . R
15. As it is now, these educational benefits can be used both during and after active
military service. If you were in the service, how likely would you be ta use
the in-service benefit” Would you say you would . .,

! Definitely use it .. ... 1
o Probably use it .. .. .. 2
{{.: Probably not use it ., . 3 (35
e Or, Definitely not use it ., . 4
NN (DON'T READ) Don't Know . . ....... 5
e
AN 16. If you were in the service, how likely would you be to use the educational
:\-: benefits after your tour of duty is completed” Would you say you would . . .
:\: Definitely use &, ., .., 1

-
AR Probably use it L2
Lk

o3 Probably not use it .3 t4
Cp Or, Detinitely not use it .t
W (DON'T READ) Don't Know 5
‘_:* 17. 1f, in the future, cducational benefits could b used only during active service

. and not after completion of active duty, how likely would you be to use the
o benefits during active service” Would you say you would .
':'. Definitely use it . .. .. 1
.}: Probably use it . ... .. 2
oot P’robably not use it .. . 3 \
“~ - .

o Or, Definitely not use it . . . 4

Y (DON'T READ) Don't Know , . . . . .. .. 5
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Now, I have a few questions o help us put ouz Paillolpsais tuta prope s 1o
you give us is completcly confidential,

138, Are you married, single, scparated or divors e’
Married 1 Sinele < o cd :
19. What was the hivnes: cducational le.ol vour father Coplored™ 10 L
give tne your bost cuess,
Did not cornplete high school. .. ... 1 Fanisroed cotlo oo v o
Finished hich school or equivalent., Atrendod Cvtaar e et
Adult cdacazion programa. ..., .eeeo Chonl
Business or irade schnol L. . 0004 Obrhned a Lraduste w1 e -
Some colle e vrvn v i i O [ETRNTS X s S
20, Wha' (are/wcre) your averaze vradro- 1 ht b sclool PR L us G N
A's and B's . ..., [ | (holtl
B'sand C's..ovvnineneicne @ Doc= e
- Clsand s .o 3 R TR S R PO R U S
“~ D's and helow ., ... oo e d
21, What education program {arc you/werce you) w, an bigh o ohol? 0l AR S
ed College prepiraiory | Commercial or busines iy, .
22, Which of the following matiwriatics conrses 1l an o dob oo Lo .
(READ ALIERNATIVES)
Elementary Aucbra ooonee0 L Intepnicane Al Lo
Plane Geametrv. .., ..o e0. & Trrsoteieir L.

- (DON'I [FEAD) Nonwv of thew.-

a 23, Did you take and pass any science courses o hoah 5o aocl chaon va e s . i

Tes 1 Nt 2
“
24, Just ta be sure woe are reprosentiog all groups voonr saro o ploas e e
3 describe yourseli as . ., (PEAD LIST)
Cuban., .. vveevnn.. L Other Spamish. ... 4 Qeenral, .,
Mexican=-American, ., 2 American Indion. . - W L.
Fuerto Rican ....... 3 Black, . ... .. - .
Btae i
25, Name of Respoadent: [,
Address: JERUPPVUE N
) Cuy/S e S od i e l._ I S
- .
Tol phone Nty /
”
F
PN NextooLovodd e o snen yonr Tor b Seoary e " :
tell yor oot the O L. L Tt sl s mTornoa lon ce [ IR i L
s cohwt rooon your peet gt EE R SR PRRERN I N T A e
o 1o firr 0 2R Crena cle oy st b e - . ol ‘ ! .

What =3 voenr S

e
T
Do
r
-
L1
"'1
Ly
|
H
!
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