40 R A R A A R I N AT U N R TN T T U PR AP0 000 00 0 0B Ba® B8 B Bt a® Ha0 Qat ’ WO W T L PR ALY

gIR. b Wi e @ 5

>,

v

> ™

l‘ ..“ "

--
v
- -

Research Product 87-37

AD-A192 326

interviews With Excellent Recruiters

PN J M

X
.

Manpower and Personnel Policy Research Group
Manpower and Personnel Research Laboratory

REF IR g~

2™

=27

=

U’

November 1987

ek

DTIC :
ELECTE S ®

& APR141988" N
p = N
3

H
Egﬁii %o ”AT%TA 237 N

U. S. Army Research Institute for the Behavioral and Social Sciences

Approved for public release; distribution unlimited.

g

\

‘ P PR T LTS ) IR B % % 5% e W% IS §% Pl T Yie T TR IPR WA IS PR N ) e N e MR W AT T T TR )
A '{E{\}Mf; N P ot .r._¢ - sy ,'.r.)-\.ﬁ_}-a_.r‘.r_. S T o _f\\~l‘\\\.:\' ' ,..-\ P et

..... A




- Best
Available
Copy




ATV WA W SOL OO M W WSO WL W W WL W W WU W

0208 0% 600 L fn 44" Sa?,

AR VUCANNEV AX ENNR Y
W U \ - W

-

U. S. ARMY RESEARCH INSTITUTE
FOR THE BEHAVIORAL AND SOCIAL SCIENCES

A Field Operating Agency under the Jurisdiction of the
Deputy Chief of Staff for Personnel

WM. DARRYL HENDERSON
EDGAR M. JOHNSON COL. IN
Technical Director Commanding
L

Technical review by

Gerald A. Klopp
Ray S. Perez
James W. Woodard

NOTICES

EINAL DISPOSITION: This Ressarch Product may be destroyed when It is no ionger needed. Pileass do not
return It to the U.S. Army Research institute for the Baehavioral and Social Sciences.

NQTE: This Research Product Is not to be construed as an officiai Department of the Army document In its
present form,

RRRRR SR NRRS

'
2o

o ) O

-

.;
o
S>>

Tt
RS e

Y

Py

"2,

e

):;u;’.:"‘ w - s

W

&%



'u!..tl~‘|~.|:‘.|‘ Y3 el e Al v val a7 eal val R Wl a B a0 D Sa i $ag 0.0 4204 0" $a0 A - 0 ath g8 4" VA gt o tpi aRat P, \‘r’l'o'l'llq‘~.0
)

i

UNCLASSIFIED B
SECURITY CLASSIFICATION OF THIS PAGE (When Data Entered)
READ INSTRUCTIONS e
REPORT DOCUMENTATION PAGE BERCCAD NSTRUCTIONS e
1. REPORT NUMBER 2. GOVT ACCESSION NOJ 3. RECIPIENT'S CATALOG NUMBER 0":1'
v
ARI Research Product 87-37 :::‘,c
4. TITLE (and Subtitle) S. TYPE OF REPORT & PERIODO COVERED ""9
SALES TRAINING FOR ARMY RECRUITER SUCCESS: Final P Aoril 1986 ,',
INTERVIEWS WITH EXCELLENT RECRUITERS November 1985-Apr o
6. PERFORMING ORG. REPORT NUMBER :.i‘:
7. AUTHOR(s) 8. CONTRACT OR GRANT NUMBER(e) .:%
)
4.9
Steven R. Frieman - .
b oh
&
9. PERFORMING ORGANIZATION NAME AND ADORESS 10. :ggiR&AwOERLKEﬁEINTT' PROBJEEFSST' TASK '\
U.S. Army Research Institute for the Behavioral NIT Num ')-'
and Social Sciences 2Q263731A792 ::.:g
5001 Eisenhower Avenue, Alexandria, VA 22333-5600 2,2.1.1.1 -h‘
11. CONTROLLING OFFICE NAME AND ADDRESS 12. REPORT DATE 4
U.S. Army Research Institute for the Behavioral November 1987 ‘l‘g
and Social Sciences 13. NUMBER OF PAGES ool
5001 Eisenhower Avenue, Alexandria, VA 22333-5600 595 ,I:‘.(
14, MONITORING AGENCY NAME & ADORESS(If different from Controlling Oftice) 1S. SECURITY CLASS. (of this report) a
)
L I‘
_ Unclassified ‘
15a, DECLASSIFICATION/ DOWNGRADING w
SCHEDULE
— 5
16. DISTRIBUTION STATEMENT (of thia Report) s \
‘«*
+ l‘t
Approved for public release; distribution unlimited. Y
OO
. )
17. DISTRIBUTION STATEMENT (of the abatract entered in Block 20, {{ di{ferent from Report) ) N\
‘
A
— ,'.1
i
18. SUPPLEMENTARY NOTES '~:
N
J— :“.
)
19. KEY WORDS (Continue on reverse side If necessary and identify by block number) "::
Communication Linguistic analysis Sales :‘-_
Communication skills Linguistic patterns Sales cycle ::::
Communication strategies Modeling Sales skills ;:‘{p
Expert knowledge Neuro-linguistics Sales strategies .,
Knowledge engineering Recruiting ..
" |2 ABSTRACT (Canttaue e revecee stde ¥ y and identify by block number) "
™. This report describes a program of research on communication strategies E:.‘:
and skills used by excellent Army recruiters. Information to be used for the :;.
generation of more effective sales training programs for recruiters was ob- &-c
tained. A linguistic modeling procedure was developed and used to identify . %
communications strategies and skills. Recruiters were interviewed and ob-
gserved in their field environment. Transcripts of the interviews were ana- '1,:“
lyzed for communication patterns, as well as the belief and rule components o
of communication strategies. €~~~ (Continued) n'..::
]
DD .50, 1473  €otmiom oF 1 nOV 65 15 OBSOLETE UNCLASSIFIED k:.

SECURITY CLASSIFICATION QF THIS PAGE (When Dete Entered)

i

T S e G o e e S R e



RS EIIEREN AR KRN

oyl

a

UNCLASSIFIED

PN M RN A

SECURITY CLASSIFICATION OF THIS PAGE(When Deta Entered)

ARI Re

Recrui

1

20. Abstract (Continued)

search Product 87-37

This report is one in a series of four on "Sales Training for Army
The four reports are identified as follows:

ter Success."

. Technical Report 779, Sales Training for Army Recruiter Success:

Sales Strategies and Skills Used by Excellent U.S. Army Recruiters.

Research Product 87-37,

Sales Training for Army Recruiter Success:

Interviews with Excellent Recruiters.

Research Product 87-38, Sales Training for Army Recruiter Success:

Modeling the Sales Strategies and Skills of Excellent Recruiters.

Technical Report 780, Sales Training for Army Recruiter Success:

Supplementary Information on Modeling the Sales Strategies and

Skills of Excellent Recruiters.

R
NTIS

Accession For
GRA&I
DTIT TAB J
Unannounced 3
Justifiasation.

Distr;butknn/ o
Avatlability CudHﬂ

S Avall ane/or
Dist Special

W‘J

BY.

D |

- - - - -

LRGN

0 i B AN

UNCLASSIFIED

N wh*-; ] 1&; ""Jﬁ WA J\w f‘rif'r‘r o f'¢'r{*Vf‘- o, ( AL A g r‘* T AT S

11 SECURITY CLASSIFICATION OF THIS PAGE(When Date Entered)

»,

SN N N N e

A
o
m




A
]
&
Research Product 87-37 W
>

Sales Training for Army Recruiter Success: X
g Interviews With Excellent Recruiters ¥

Steven R. Frieman -

. Manpower and Personnel Policy Research Group \
, Curtis L. Gilroy, Chief

r
. Manpower and Personnel Research Laboratory )
| Newell K. Eaton, Director ;
3

U.S. ARMY RESEARCH INSTITUTE FOR THE BEHAVIORAL AND SOCIAL SCIENCES

y 5
K 5001 Eisenhower Avenue, Alexandria, Virginia 22333-5600 p
i
Office, Deputy Chief of Staff for Personnel )

Department of the Army

\ -
o

November 1987 N

~

Z N
; Army Project Number Manpower and Personnel V
2Q2683731A792 v

. h
. Approved for public release; distribution unlimited. M
114 A

y B A ey A N T T T T T T o A T R Y I N AT T s T T T T T TN



FOREWORD S

The Army Rescarch Institute (ART) is currently conducting research de-
sipued to enhance the quality of the Army's recruiting forece. One vehicle
for ¢nhancing the performance ot the resulting force is improved training in
sales strategies and skills. This report describes basic work on the develop-
ment of an expert modeling svstem of the skills and strategics used by excel-
lent Army recruiters.

Neurolinguistic programming (NLP) was used as the protucol for modeling
performance and acquiring information on the communication strategies and
skills of expert recruiters. Since our work on this project was completed,
the National Academy of Science has issued a report on enhancing human perfor-
mance. While this report says that "NLP provides a convenient, existing way
of modeling,” the report goes on to caution against the use of NLP for "con-
structing expert modeling systems for specific training programs . . . only
if a program evaluation is incorporated into the implementation.”™ In this
effort, NLP was used only as a modeling protocol to organize the gathering of
information. Program evaluation will be included in any subsequent use of
this knowledge base for specific training programs.

This report summarizes research on the identification of communication
strategies and skills. While these patterns have been identified in a manner
that provides the basic framework from which lesson plans may be developed,
the author cautions in accord with the NAS report that they should not be
used in this way without an evaluation of effectiveness.

This work was done ifi the Manpower and Personnel Policy Research Group,
Manpower and Personnel Research Laboratory, under its mission to conduct re-
scarch to improve the Army's capability to effectively and efficiently recruit
its personnel. This work was undertaken in accordance with the Memorandum of
Understanding Between the U.S. Army Research Institute and the U.S. Army Re-
cruiting Command (USAREC), signed October 1984, subject: ARI/USAREC Research
and Development Program. Results of this effort were briefed to the Chief of
the Training Division, USAREC, on 17 November 1986.

EDGAR M. JOHNSON
Technical Director
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SALES TRAINING FOR ARMY RECRUITER SUCCESS: INTERVIEWS WITH EXCELLENT
RECRUITERS

EXECUTIVE SUMMARY

Requirement:

To enhance the effectiveness of U.S. Army recruiters by developing the
information base from which to generate more effective sales training programs
for U.S. Army recruiters.

Procedure:

A linguistic modeling procedure was used to identify the communication
strategies and skills used by excellent recruiters. Recruiters were inter-
viewed and observed in their field environment. Transcripts of the interviews
were analyzed for communication skill components as well as communication
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strategies. Primary sales skills and strategies were derived from these pat-— ::
terns of communicating. B
=~
b'\‘.t
Findings: )
This paper provided blueprints of the communication strategies and skills E:
used by excellent U.S. Army recruiters. The strategies represent a synthesis Q‘
of over 425 beliefs and 700 rules covering 25 different points along the sales ﬁ%'
cycle continuum. The six primary sales skills were derived from the 150 com- T
munication operators linguistically identified in the speech patterns of ex- :
cellent recruiters. ey
o
N g
e
Utilization of Findings: ?:
"»
Currently, the Army Recruiting Course and major private-sector sales &
training programs teach strategies almost to the exclusion of skills. This Ny
study complements the existing training program by providing explicit blue- o
prints for the structure of sales communication skills. 1In addition, it re- -:
fines existing sales strategy by identifying those strategies used by the P»
best recruiters. N
F e
Another utility for the Army is in refinements of a new research tool, 7
albeit experimental, for the elicitation and analysis of high-quality infor- N
mation from a single expert. As such, it complements current job analysis :%f
methodologies, which require groups of people to produce useful information. ):
In this vein, the modeling approach used here falls into the class of tools he
known collectively as knowledge engineering. g~
[y
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SALES TRAINING FOR ARMY RECRUITER SUCCESS: INTERVIEWS
WITH EXCELLENT RECRUITERS

INTRODUCTION

The U.S. Army Recruiting Command (USAREC) supports the largest govern-
mental sales force in the country. Each year USAREC trains over 2,000 ser-
geants simply to replace existing skilled recruiters who rotate back to their
permanent Career Management Field (CMF). USAREC relies on the Army Recruit-
ing Course (ARC) to provide the sales-knowledge skills and strategies needed
for success. Of particular concern is the extent to which the Army can rap-
idly and effectively turn Army sergeants into competent sales professionals

through a single course.

Background

The Sales Training for Army Recruiter Success (STARS) project was under-
taken to determine the sales skills employed and techniques used by very suc-
cessful recruiters. The methodology for this study comes from the area of
neuro-linguistics and relies on the application of advanced interview tech-
niques to model the ability of an individual. The methodology is referred to
as "modeling” since the outcome is a working hypothesis or model of the pro-
cess by which the subject performs. The process modeled can be converted

into a training program.

The modeling methodology was originally developed to solve the problem
of eliciting high-quality information from a single individual. As such it
has the advantage of requiring very small samples (i.e., 10 or less) to de-
velop consistent and testable hypotheses about human performance. It has
the disadvantage that it is blind to whether the person being modeled is
really expert or not. Thus it is critical for the development of an effective

model of sales skills that only persons of demonstrated excellence be used.

Another advantage of modeling lies in that a high performer often does

not pay attention to the expert activity he is doing and is often unable to
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explain to someone else what is done (c¢f: Bandler & Grinder, 1975a, 1975b;

Csikzentmihalyi, 1974; Moine, 1981). A trivial example of this would be a ’

person who drives to work each day, while thinking about other activities or

events such as friends, vacation, etc., but is unable to explain to others

which route was followed to get to work on a particular day, or how the best

) route was decided upon. The advanced interviewing techniques used in model- £

ing are specifically designed to aid the expert in recovering how an activity -

was performed.

Finally, the modeling methodology was selected because of the compati-

bility between the operating assumptions of the neuro-linguistic modeling b,

: process and the needs of the Army for training communication skills. The .

operating assumptions are:

excellent recruiters are so involved in their communication process

(1)

that they are not fully aware of the sophistication of their own

language patterns;

5 WY TYF T T
A

modeling the semantic structure of the language used by excellent

' recruiters will lead to the identification of communication pat-

terns they use but cannot describe; and

-
¥ r o v X v _ag

——

(3) communication patterns can be organized into learmable skills, in by

a format which complements and enriches traditional sales training

programs.

The STARS Reports

The current report is the second in a series of reports, "Sales Training

o

that explore whether the ARC can be en-

! for Army Recruiter Success (STARS),

hanced through focused instruction on communication skills.

The first report, Technical Report 779, Sales Strategies and Skills

Used by Excellent U.S. Army Recruiters, provides a technical overview of the
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project, while the current report contains edited transcripts of interviews

conducted for the project.

| The third report in the series, Research Product 87-38, Modeling the

Sales Strategies and Skills of Excellent Recruiters, contains the coded infor-

mation that was extracted from the interview data. Furthermore, the third re-
port contains the information formatted to serve as an easy starting point for
> developing actual sales training materials. (See Techmnical Report 779 for

Y technical details on how the information was extracted and coded.)

The fourth and final report in this series, Technical Report 780, Sup-
plementary Information on Modeling the Sales Strategies and Skills of Excel-

. lent Recruiters, parallels the third report in content but was produced by a

separate modeler. The purpose was to explore an alternative approach to or-
ganizing the coded data. Specifically, the modeler for the third report used
X procedures to identify generic communication skills across the sales cycle.

W The modeler for the fourth report identified communication skills within each

. sales cycle. Both approaches yielded similar communication skills; however,
? it is not clear which approach will be easfier to translate into a training
y program.

]

.y

’

w

3 3

<

J - -

e T e T T S e e

Y - «® e DR . -



UTILITY OF THE INTERVIEW DATA

Format

The interview data is presented by subject. Each interview was open-
ended and unstructured, although the major sales cycle steps were covered
(L.e., prospecting, rapport, prequalification, needs and interest, Feature-
Evidence-Benefit-Agreement (FEBA), closing, handling objections, Delayed
Entry Program (DEP), follow-up after enlistment, and motivation/attitude).
The recruiter was encouraged to respond to questions by recalling an actual
experience he had in one or more of these areas and then to restate the dia-
logue interchange as it occurred. The recruiter was then quizzed as to what
gulded his decision to respond to the prospect in a particular way. In this
manner the relevant heliefs and rules underlying the recruiter’s communica-

tion strategies were unearthed.

Use

The interviews provide a rich source of useful information regarding
effective recruiting strategles and techniques. Many helpful hints are
provided as recruiters tell of their most challenging encounters with
prospects and how they achieved success., The third study in this series
describes the use of the transcripts to identify the communication strategies

and skills used by excellent recruiters.

Another use would be to scan the transcripts for superior responses to
hard-to-answer objections. This progress could be applied to either enhanc-
ing the current telephone guide, or the development of a guide for response

in face-to-face encounters.
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SUBJECT A

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:
Interviewer:

Subject:

R A

-«

? §208 gt l‘|| MOV WG OWWOW U WU WV $a% 04" Ba¥ at Dot Bad et Ba P b Jor 28 By ¢, bu® 0¥ fat §a% 10 et Rab hat Mt pad’y

Okay. What was I going to say? Oh, I just wanted
to mention *hat I'm going to be pretty naive about
some things and I've done that on purpose. 1
refuse to talk to recruiters until I started to get
to talk to you ten because I didn't want to learn
wrong and have to unlearn. So, if I ask a lot of
dumb gquestions on something its, I really don't
know and that's my way of learning right because I
only deal with the best people.

Let's begin. What do you want in a job?

Something that's challenging. Be able to do
something that not everybody else can do.

And what will having that do for you?

1 don't, it's just a, a sense of accomplishment
knowing that I can do something that not everybody
else can do. Although, not everybody might want to
do that something.

Well, what's important about that? what does
getting that sense of accomplishment do for you?

I don't, it's Jjust, it's Jjust a sense of
accomplishment, a fulfillment I guess. Everybody
likes to a certain degree a challenge, and that's
mine I guess, being able to do different types of
things, 1like jumping out of airplanes when I first
started out. It was something not everybody wanted
to do, but I wanted to be able to do it.

And, what did it get ycu once you saw that you
could do it?

1 guess I just proved to myself that I could do it.
How do you know that you've done a good job?

How do I know when I've done a good job? You're
right, you're making tough questions now. I don't
know, you know, I find maybe it's just myself, I'm
more critical of myself than other people. Other
people tell me I've done a good job but unless 1
really feel inside that I've done everything that I
possibly could, 1 don't really know that I've done
a good job unless I can sit down maybe at the end
of the month and say okay, I did do everything I
could, There was nothing else that I could do to
be more successful that month. Now what can I do
different next month than it was this month? 1f 1
can look at the next month and say well there's
nothing I could do more, then I guess 1, I've made

A-1 (A-1)
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SUBJECT A

myself as successful as I could be that month.
X There's no room for improvement. There's no room
! for improvement.

s e m P

Interviewer: How do you know you've done a good job as a
recruiter? What would let you know you've done a
§ good job?

L RN

i Subject: Well, accomplishing an assigned mission, basically
that's it.

Interviewer: So if you accomplish a mission, you know you've
done a good job?

e e

; Subject: I1f I accomplish a mission and exceed it some. 1f 1
: do more than what they say then I feel I've done a .
good job. If I just do the mission then 1 feel 4

like I did what 1 was supposed to.

D Interviewer: What if you've done everything you could and you
don't make the mission?

That's where, 1 have to sit down and look back and
E if 1 can look back and say there is nothing else I
' could have done, I did everything I could, I can be
' satisfied with missing a mission, too, as long as I O
know that there was nothing else I could have done,

Subject:

Interviewer: For you, what's important about working?

Subject: For me, what's important about working? Being able
\ to accomplish something, I, I really don't know, I .
like keeping myself busy?

Interviewer: Well, I mean you could do a lot of other jobs in
. the Army,. Right now you're working as a recruiter .
' and you decided to change to Double OR, so what's ¢
important to you about working this job?

It's a job. That's, you know, that's about it. I )
like working with people. I 1like talking to

people, meeting different people and this job ~
working with more different types of people than -
any other job around. I like to do that. And I .
like to help people if I can. ‘ N

Subject:

Interviewer: Why did you choose this job?

Subject: Why did I choose to convert?

Interviewer: Yes.

Subject: Yes, there 1is a difference, there's a fine 1line
there. Mainly because, well a couple different .
reasons I guess., Promotions, career progression,
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Interviewer:
Subject:

Interviewer:

Subject:

Subject:

Interviewer:
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the fact that it is a challenge, that not a lot of
people do want to do it and being able to, again,
if 1 can help somebody out, great, or if not,
that's okay too.

Either way.
Yeah.

Okay, tell me about one of your favorite working
experiences as a recruiter, a one time event.

A one time event as a recruiter? iIt's probably
while I was stationed in 18. And I1'd been working
that day, a young lady walked in and she was
completely just, completely dressed up. She'd been
out, going around looking for a job and she came
into the Army's office at the end of the day.
While 1 was talking with her a t.v. crew showed up
and said that they wanted to do an interview with
the station commander as to why people would join
the Army and when they saw this young 1lady they
said, well what is this, a set up? Did you, did you
-- Yeah, you knew that we were coming so you
brought this lady, this young lady in all dressed
up. She was, you know, had herself all made up and
looked gorgeous and, and it wasn't surprised as if
I had known they just happened to stop down. BAnd
while I was conducting the interview they broke in
and started asking her questions as to why she
would stop in and why she would choose the Army to
go into, and she was very to the point with these
guys. She said, well, she said, l've been out of
high school for the last three months, 1I've been
trying to get a job, I can't find a job,
everybody's been telling me that I need more
training, more experience at something. She said,
that's why 1 came in. That's probably, as far as
an interview, or as an interview goes, one of the
most memorable ones.

What did you like about it?

What did 1 like about it? Maybe the exposure, you
know, being on television. Maybe it was the fact
that this young lady was so open with them and told
them that, you know, in no uncertain terms, she
wasn't here for their benefit, she was here for her
benefit. Very few people in the civilian community
think that people will actually want to join the
Army and I guess it was in that sense having heard
her tell them that, that made me feel good. That's
probably what I liked about it most.

Good. Tell me about another favorite working

A-3 (A- )

W 'a-'.rv‘.r'.r“.r'.(\,;.a'."f‘.r,;f‘ '.rux_'.r'-r'.r'.r T A SN iy e '-‘..-‘ -

TS -\\\\-\.'\

LI B

A EL T I LT

bl o e S S0

L 7

- .'- .-‘)1‘-5 N 4

2

LTI LA T N

......

7
-.-»-.-.\\‘.



A 5eh Sl RS C AT

-

SUBJECT A
Ind
B experience, a one-time event. g
8

Subject: Another favorite working experience. Probably it
’ just was the whole working environment that I had ’
¢ while I was in 18§. It was a very relaxed, but -

strict at the same time if you can have that o

working environment where everybody knew exactly

1 what they were supposed to be doing. They were

i told what to do but did not, you know, it wasn't

Y something that was beat into them. We were each .
treated as an individual. You knew what you had to

accomplish and you were just given the leeway to go .

§ about it any way that you, you could better. And .

' so that was probably one of the best as far as P

working experience goes. i

Interviewer: Give me an example from that, one of the many.

Subject: Well -- well the team work that went through, Jjust
in the station environment, if a recruiter had a
bad month which, it happens, you know. A guy could
be a super hero now for eight months, nine months
in a row and then all the sudden just take a nose
dive and nothing goes right. And I had that happen
to me and no matter how many people that you talked
to, how many people that you did enlistment
packets, application log, how many people you got a
physical, something went wrong. And the :
togetherness of working throughout the station, the :
team concept was that, you know, there is no one '
recruiter that's gonna' go down and if we all have ‘
to pitch in and help that one man make his mission,
that's what we'll do. And it was something that was
applied to everybody, you know, regular Army and o
reserved so, and that brought the station together
and it helped the station to stay above the other
stations, 1 guess.

R
B e A

4 S

Interviewer: Would you say you prefer to work alone, work
totally in a team where, you know, 1literally, you
know, nothing gets done unless the whole team moves
with the group or prefer to work alone but interact
with others on the job, you know, 1like for advice !
or whatever? -

Subject: Well, working alone has its advantages and N
disadvantages. Working as a team as a whole, ‘
again, same, same concept, but I think working, you
know, being able to work as an individual but as a
team member, where you do have accessibility to if

v you need information or you need help, there's

¥ somebody there to help you with it, That is

probably the, to me, one of the best ways to work.

% 5]

Interviewer: What's the advantage of that?
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SUBJECT A

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Well if you come across something that you've never
done Dbefore, you've never ran up against this
problem, usually in a group where a team concept is
applied somebody has, somebody's come across that
same problem -- okay this is how you can overcome
that. Also morale-wise, if you're working alone,
it's easy to get down and then stay down when you
don't have anybody to help pick you back up, where
in a team concept, where you can still do your own
job, if you do get down, having somebody else
around, okay, they can help pick you back up --
say, hey, it's all right, you know, you didn't make
it, but hey, don't worry about it, keep right on
going. That's probably one of the biggest things
from working with other people versus working
alone.

What is a good way for you to increase the chances
for your success as a recruiter?

What 1is a good way for me to increase the chances
of my success? 1 don't know. Talk to a lot of
people I guess. That's something, that's common
knowledge I guess, but just the more people you
talk to you. Don't be afraid to get a no. There's
a lot of people out on recruiting that are afraid
to ask a question because they are afraid to get a
no.

Again a lot of people are afraid of rejection,
That's something that, you know, it's like going
out on a date, okay, and if you stood out on the
street corner and asked every girl that walked by,
okay, would you like to go out on a date. You're
going to get a lot of no's, but eventually you're
going to get a yes, too. Somebody's going to say
yes, so, you know, you have to take a lot of abuse
and get beat up a lot, your ego does, but don't
sweat the small stuff. Keep on truckin'. Somebody
else out there wants what you have.

Anything else?
Nah,

What is a good way for scmeone else to increase the
chances of their success as a recruiter?

A good way for somebody else. To do just that, you
know, that's something that's, you know, as far as
that is concerned, they beat upon people just to,
you know, build volume. That's something that's
easy to do and people get carried away with it
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SUBJECT A

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

meaningless volume, they're building, you know,
they're talking to a lot of pcople but thev're not
talking to the right people. Anybody, and I mean
anybody, you know, 1if they're .51d, you know, you
have to make two appointments today, I can make two
appointments in five minutes. It won't do me any
good, okay, unless I get lucky, okay. And there's
a lot of luck involved in that,. If I got 1lucky,
okay, I could set up two good appointments in five
minutes. It wusually doesn't happen that quick.
Okay, but I could get on the telephone and set up
two appointments. Anybody can do that, so I gquess
having a good working volume of people and
prospects, applicants that you're talking to, and
then following up on them, don't let them slide.
The attention span of high school seniors, high
school graduates 1is very short, They don't
remember a lot of things past a three or four day
span. Just let them go past that and they forgot
completely why they were interested in talking to
you 1in the first place. So it's important to
follow back up with them. And not 1leave them,
prefer to take a no. That would probably help
tremendously. Not being afraid to talk to people,
meet people.

You didn't mention follow-up when you talked about
the first part, so is that something that you think
others need, explain or?

It's something that, it's stressed a lot but it's
not done a lot. It can be done, paperwork shuffle,
you know. You're given a filing system to follow
up with certain people. You should follow up with
this person, you know, and make sure that they're
going to show up and you can move them further down
the processing cycle. A lot of times what happens
with a recruiter's on the ball doing everything
else, that the follow-ups don't get done. It gets
done on paper, they just etch something down and
keep right on trucking. But that's not totally the
recruiter’'s fault either, That's something that
the station commander, should be looked 1into, if
the station commander is doing his job. You
shouldn't have to worry about, you know, effective
follow-ups.

Do you think if a new recruiter pretty much did
what you do, they'd be as successful?

I don't know if they did what I did.

Little follow-up -- when I say what you do, I mean
in terms of the kind of rules that you mentioned.
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SUBJECT A

Subject: As far as the rules, yeah, basically I think they
would. You know, a lot of people, when it comes to
prospecting some people can get out and meet people
and set up appointments that way. Other people,

l you know, get on the telephone. Some people are

deathly afraid to get on the telephone, and are

f afraid to go out and meet people. And so they've

4 got a harder time when it comes to recruiting.

They have to be taught how to do that. If they can

overcome their fears to go out and meet people or

J to pick up the telephone, and set up good

appointments, conduct good appointments, make !
follow~ups when they've scheduled them, I don't >

J think, you know, I think that if they follow the i

basic rules, they could be successful. .

e h-.",\‘\'h:'-~"_e4 -
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Interviewver: Do you think those are all learnable, teachable?

Subject: To a certain degree, a person has to want to learn
to do it, and, you know, a lot of times now with
the Department of Army coming down and saying you ?
will be a recruiter. You're no longer gonna' do y
your job no matter what it is, you're going to go
out on recruiter for three years. The first thing
that a person does is they don't look at it as an i
opportunity, okay, to expand themself and to learn
something different. They 1look at it as a K
punishment, you know, being sent out here unless
you've done something wrong. Okay, 1I1'm going out
here and 1've heard all the horror stories of
where, you know, this could hurt my career if I
don't do good. It could help my career if I do do
good. So there's a lot of apprehension there as
far as, you know, people wanting, okay to come out
and wanting to learn, okay, as opposed to people
wanting to come out willingly to learn because it
is a new experience, they are going to learn
something out of this. Whether they use it or not
later on in their life, that's completely up to
them.
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Interviewer: Okay, what 1is the relationship between what you
were doing this year on your job and what you did
last year on your job?

A

B -5~‘;

Subject: Yeah, once I got established down there, I, I don't
know, in a one-man station I guess I taught myself
to, to slow down, not to be quite as greedy as I
usually was because of the fact that in a one man
station 1 didn't have someone to pick me up when 1
got down. You know, you can hit a phase where you
just 1like ride and not do anything but going
through the motions, everything is going wrong
again, and I found that in slowing down, I could
control that a little better. 1 didn't let things
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Interviewver:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

g o e e o e mg = NN g ot e > R AT 2 N

0"' l‘l I"l"' St ¥ ) 4§90 o got A’ ta’ §a¢ o N N e N 7

get to me and bother me as much, as opposed to when
1 first started down there. Then I was going full
guns, wild and it was like a kid in a candy store,
so, You know, there was something that, you know,
when I went down there I had to prove to myself,
you know, the station had not been successful in
the past three years. And I was put down there,
you know, and it was a challenge to myself, you
know. Could I make this successful, for three
years in a row it hasn't been, so. And it worked.

Great. What else was the same or different.

What probably stayed the same but not in as large a
volume was the way that I conducted all the calls,
conducted interviews, treated applicants -- that
all pretty much stayed the same.

Was it, what about the year when you were in the
multi-man station? Was that a year or two years?

I was in the multi-man station for two years.

Once 1you'd been there a year, what was the
relationship between that second year from the
beginning to the end on the job?

At the beginning of the year and the end of the
year. I don't know, 1 stayed on pretty much an
even keel, throughout the year. I started the year
out, you know, writing three, four, five contracts
in a month and ended the year doing the same thing.
It was kind of a competitive basis because, you
know, not to the point where you, you were
backstabbing or you're fighting with other
recruiters, but you know, who is going to achieve
the most, who can do the best job. Who can work
with the new guys, who are the new guys going to
pattern themselves after, that type of thing. You
know, you always want to be patterned after, you
always want somebody to think that you're great,
you know. I don't think I changed a lot because in
a multi-man station, you know like in the one-man
station, where it's easier to reach for help,
because you don’t have anybody to support you. In a
multi-man station you can go for a longer period of
time, harder without feeling the stress, feeling
the pressure. I guess, because you have somebody
there to help you pick yourself up,

Tell me about a work project that gave you trouble.
Could be somebody that was real difficult to
recruit, or, someone that you eventually 1lost,
whatever.
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Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:
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Something that was real difficult. Probably the
most difficult thing was learning to adjust working
in a2 multi-man to a one-man, that would probably
be the most difficult task I think. The challenge
of, you know, well I've got a guy that I just can't
move right now. 1 could use some help on him and
then being able to go over and razzle dazzle, flash
and show off and all the sudden the kid's in. That
was, that was the part I, I like to show off, okay.
And if I can do that when somebody has somebody
that they have a hard time selling or getting to
commit, that's the kind of <challenge 1 like.
You'll never be able to get this guy in. Oh,
that's a piece of cake. Somehow, we're going to
get him in. But again, back to your question, you
know, the biggest challenge I guess was, or the
hardest thing for me to overcome was going into a
one-man station.

Okay, what gave you trouble?

A sense of being so alone, and the nearest
recruiting station was an hour's drive away. You
didn't have people coming down, you didn't have
people talking to you. Ideally for a 1lot of
recruiters that move on as station commanders they
want to go into a one-man station because then they
don't have anybody to worry about but themselves.
But these are the same people that have never had
to work completely by themselves, have worked in
one- or two-man stations where there was somebody
to talk to, somebody to help them out when they
were down, that's a problem in a one-man station,

How do you know that someone else is good at their
job?

There's a lot of different ways that that can be
looked at. That can be 1looked at as far as
statistically.

How do you know?

Myself, numbers are a good way of showing if
somebody can recruit, but they're not a very
accurate way. Because the situation the person
might have been in, if he's in a large metro area,
you know, he could make big numbers every month
just on people walking in. Myself, you know, if I
talk to somebody and I can see the personality or
the, I don't know if it's a natural ability, you
know, to talk to people, or maybe if I see a little
bit of myself in them, then I think that, you know,
if 1 can see myself when 1 was young starting out,
if 1 can see that in somebody, then I know that
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SUBJECT A

just with the right guidance, okay, there's no
reason why this person shouldn't be successful.
Because 1 see them doing the same type of things
that 1 did when I first started out, and then
knowing what I was taught, and how I would have
been able to be successful.

Interviewer: You seem to be talking in terms of what they're
capable of. How do you know if somecne else is good
at their job now - like in the multi-man station?
How did you know that some of those people were
good at their jobs?

Subject: If they were, [ guess if they were competitive with
me, if they could keep up with me, then I knew they
were good. And I mean, that seems like a very
self-centered thing to say, egotistical thing to
say, that if they could compare themselves to me,
or if I could compare them to me -

Interviewer: What did you compare on?

Subject: Their recruiting ability, their ability to talk to
people, their ability to put people in the Army.

Interviewer: Is there a difference between their ability to talk
to people and their ability to put people into the
Army?

Subject: Sure, sure, there's some people that are the
friendliest people in the world. They'll talk an
arm and leg off, but they don't have the ability to
sell where they could get, make an appointment,
conduct an interview and the kid would leave
thinking that, hey, this is a great guy, okay.
He's a great person, he may have joined, he may

have joined if he'd been asked to.

Interviewer: How many times do they have tc do this Dbefore
you're convinced?

Subject: Again, 1 can, myself, I could talk to somebody and
tell if they're going to be good, okay, if they,
recruiting just in watching them and how they

handle themselves around the different the tools
that they have to use, As far as, you know, how
many times do I have to see somebody, you know,
make telephones, or conduct interviews or go out
and talk to people, I don't think there's a set
amount of time. Sometimes it's something that 1
can just 1look at the guy, listen to him talk to
somebody, the way he talks to them, how he presents
himself, how the applicant receives him, if he has
the applicant's interest or the applicant's just
sitting there, you know, taking it all in, but not
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SUBJECT A

paying attention. Sometimes once, sometimes you
have to, you know, you get a little skeptical -
come on, nobody's that good, he can't be that good.
Give me a break. It took me a long time to get
this good. Are you going to come out here and be
this good? That's alright because then it's a, you
know 1it's a predative factor again to myself, a
challenge.

Interviewer: But when you hit that, how many more times do they
have to demonstrate it?

Subject: They don't. They don't have to demonstrate it
again.

Interviewer: You're convinced at that point,

Subject: Sure, that they know what they're doing and that
they're capable of doing it. Then if for some
reason they don't do it, you know, then there's
another factor involved. As if, is there something
wrong away from the office here? Okay, do they
have something else on their mind? There's got to
be a reason why.

Interviewer: You hit my next question. How do you know that
someone else is bad at their job?

Subject: It could be a lack of interest, a lack of desire.
Interviewver: How do you know that?

Subject: The way they, that they would present themselves to
an, whether it's just in a very monotone sense, you
know, there's no feeling of excitement, no sense of
accomplishment, no sense of urgency, well, I can do
this or, you know, I am what I am and this is all
I'm ever going to be. That type of person, an
attitude like that is going to have a hard time on
recruiting.

Interviewer: How many times do they have to demonstrate that
before your convinced?

Subject: That wusually takes quite a while to convince me
because I think that everybody would, instruction
can be taught how to recruit. Some people, no it
doesn't matter how many times you work with them,
there is absolutely nothing. They Jjust, they
couldn't do it, even though they try hard.

Interviewer: But what, bhow many times did it take to convince

you that this really is a bad recruiter? CcCan't cut
it.
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SUBJECT A

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

How many times, 1it's hard to put a number on that.
I would say, I don't know, three or four times
maybe,

Is it like number of times, or is it like over a
period of time?

I would have to say that it was maybe over a period
of time, because if there is something, you know,
outside the office maybe coming into play in this,
you know, maybe it's a transition on to recruiting.
He's having a hard time adjusting to that, but
maybe after a couple of months, you know, he's
accepted the fact this is what it 1is, you know,
this 1is his job and this is what he's going to be
doing, that he can, once he's accepted it he'll
probably do a better job. It's a hard thing to
accept because you're no longer a majority and on

the military base you are. Okay, you're a
majority. You're in the Army and everybody's in
the Army on a military base. Out here you're not,
you're a minority. You're in the Army and

everybody else is a civilian. Sometimes for people
that's hard to accept.

Let's say that you were made station commander of a
multi-man station tomorrow. How long a period of
time would a person have to 4o the things that you
mentioned in terms of having no sense of urgency
before you were convinced they were a bad
recruiter?

Again, it would have to be over a period of time.
It's not something that I could sit down and --

How much time, how big a period?

Probably at a maximum, maybe two or three months
because granted it's going to take me time to get
to know the recruiter and find out what all his
little quirks are, what his likes and dislikes, you
know, what his family situation is like, if he has
a family, does he have any financial difficulty.
All these things can fall into play, you know as a
soldier you're taught well you have a job to do, go
out and do it, you know, don't worry about
everything else, accomplish your mission, But it's
going to be hard to accomplish your mission if you,
if something else away that you've got in the back
of your mind, although it may, to yourself it might
be a very small factor, if that's not, 1if you're
not satisfied with the situation it's going to
effect how you work, But once, having gotten in,
gotten to know the people and how they work,
probably a month or so.
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SUBJECT A

Interviewer: What is your typical sales cycle? How do you do

o an an an o

Subject: Let's see. Set up the appointment. Make the |
appointment, Establish rapport. Determine what the I\
applicant needs most. See how, show him how I can
do that, sell him on the Army's concept of allowing
him to be able to accomplish that. Handle ;
objections, not to be afraid of objections, but to q
look for them. And anticipate them.

PRy

! Interviewer: You look for objections? ;
\ Subject: You bet. e,

Interviewer: You like them?

Subject: Yeah,

L

Interviewer: What do you like about them?

A

Subject: To myself, you know, it's just a way for the kid to
J tell me, you know, I just need more information on
‘ this. That's all it is. A lot of recruiters get
hung up on well, he just said he didn't want to
join, I don't know why he didn't want to join.
There must be a reason why, Keep asking, they'll
tell you eventually. Shoot, the main reason people
object to myself is because they're scared. And if
you confront them with that, then nine out of ten
people will admit that.
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Interviewer: How do you confront them, Tell me, I'm a kid and I
say no way or something and you know that 1I'm
really just scared. What do you say to me?

5

Subject: Okay, gentleman, let me ask you this. Okay, are

you maybe just a little apprehensive about joining?

Are you a little scared? 1f you are, hey that's

normal, partner, Everybody's a little scared but

) it's good, too, because it's going to make you a
‘ little cautious, make sure that you get everything
that the Army has to offer you, available to you in

' writing before you enlist. So don't be afraid to
. admit that you are scared. Now some people are
afraid of just the word the Army, okay, so take it

out of the picture,. Okay. Say well, let's not

talk about the Army for a little while. Let's say

if I came up to a high school senior and I told you

) that I was working for the CPTI Corporation out of
2$, the Computer Programming and Technological
Institute. And I said, hey, Steve, what I'd like
) you to do is I'd like you to come and work for me. )
, Okay, I know you're a high school senior but when -
you graduate from high school 1 want you to come
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SUBJECT A

work for me for two years, okay. Now in order for
you to work for me you're going to have take a test
and physical to make sure that you qualify to work
for me, but provided that you do, 1I'm going to
train you, okay, to do a job for me. I'm going to
provide you with all the «clothing, all the
uniforms, okay, your medical, your dental, 1I'll
give you thirty days paid vacation each year, okay.
Start you out earning about $6866 a month, okay, and
I1'1l1 give you promotions and pay raises about once
every six months after that. Okay, now 1if you
decide at the end of the two years to stay with my
corporation, I'1ll allow you to do that. But if you
want to leave, well hey I1'll give you $§17,808 to go
on to school with. Now, Steve, would you come to
work for my corporation if I could do that for you?
Now as a civilian, not as Army guy, now if I was a
civilian corporation coming in and asked you what
would you tell me then?
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Interviewer: Where do I sign?

Subject: Okay, most people will. Most people will say that,
okay, but you know what? The CPTI Corporation just
went out of business and the A-~R-M-Y Corporation
just took over. Okay, all we did was change four
letters and I'm offering you the same program. But
you're a little hesitant to take it, okay, because
you're a 1little scared of those four letters.
Okay? That's nothing to be ashamed of, partner.
Everybody's a little hesitant. There's different
ways to overcome that.

o
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Interviewver: You guys are a real trip, you really are. You
don't know how unusual you are. That's great.

(4

Subject: You gotta' be a little strange. You gotta' be able
to think, you gotta' be able to think fast, okay,
because a lot of times when an objection comes, it
comes fast.

iy ¢ {'r;'"“l;.-‘. /
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Interviewer: What do you do when they throw you an objection and
you don't know how to handle it?

’

cy
N

1

Subject: The first thing I would do is I would clarify it to
them and what that allows me to do is give myself
about another minute, okay, to think of a way to
handle this, okay? But to handle it with the most
honesty and integrity that I can handle it. You
know, there's one thing I won't do is blatantly lie
to a kid. Won't come right out and tell him
something that 1 know is completely wrong, okay,
because that's something that will always, that
will always come back to you,
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Interviewer:
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So what's the advantage, Jjust in straight terms of

selling, what's the advantage of honesty and
integrity when dealing with these kids?

They respect it a little more and I think they are
a little more open if you are completely honest
with them. They'll be a little more anxijous I
think, okay, to maybe agreeing to the processing
cycle, if they know that you're being as honest
with them as you possibly can be, that you're not
trying to finagle them. You know, the o0ld adage is
the biggest liar in the world is an Army recruiter.
And I'1ll tell just about every kid that I ever talk
to that adage, okay. But then, I'l1l back myself out
of it by saying that, you know, my job now, okay,
is not to put you in the Army. I can't put you in
the Army. I can help you get in the Army. Okay,
the only thing that I can really do is, number one
I can test and make sure that you're qualified for
the programs, I can tell you about all the
programs, okay. I can get your application
paperwork ready, and I can schedule you to go down
and process for enlistment. But when you get down
there, then it's on you, okay. You have to pass
the test, you have to pass the physical. You'll
sit down with a career counselor, okay. Okay,
dressed just like myself, same type of uniform,
same type badge, probably not gquite as good looking
as 1 am, but he's going to ask you exactly what you
want to do, how long you want to do it for. Now, I
like to keep an interview light unless the kid is
very serious-minded. Okay, you gotta' kind of play
the kid on this. You know, if you, if you keep it
light but serious, okay, the kid gets more relaxed,
is more willing to talk to you. So --

Any other advantage of, of being honest

with the kid?

you know,

Longterm-wise there is, You know, if the kid does
agree to enlist, he goes down to basic training.
Now if basic training is everything that you told
him it was going to be, 1if his job is everything
that you told him it was going to be, he's going to
come back and they do. They all do come back
eventually on leave, and the first thing that
they're going to do is try to get after some of
their old friends that they had in high school, you
know., And, again, nine times out of ten, some of
the first questions that they get asked is how do
you like it, you know, what was it like? Okay, if
that kid can honestly tell them, hey, it wasn't as
bad as I thought it was going to be, you know.
Well did your recruiter lie to you? That still
gets asked. It, you know, if they say no, he was,
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SUBJECT A

he told me the best that he could, okay, everything
to expect, okay, what it was going to be like. You
know, he gave me this great scoop on it, okay.
Again, it works out to my advantage, as opposed to
him coming back and saying no. I don't care how
bad the situation gets for you, okay, don't ever go
down to that guy because he lied to me, okay. He
told me that basic training was going to be easy,
and I got down there and it was hard. He told me
that I was going to be able to do this or do that,
and when I got down 1 found out I couldn't do any
of that.

Interviewer: What do you do with a kid who's signed his
contract, and basically says, you know, if he does
this or that then we'll give him this or this and
he can't do it. He gets in and he doesn't cut it.
He can't meet the requirements for training or
something to that particular area and then comes
back and says that, well, you know, this guy
promised me I could do it, you know, and he wasn't
able to because of his own fault. How do you
handle that?

Subject: I get very direct and to the point. You know, that
somet imes happens where, where a kid enlists, he
goes to basic training, gets to advanced training,
cannot adapt or cannot learn the skill and he does
not get what he was guaranteed, may get put out of
the Army. In that case, you know, I'll just tell
whoever 1'm talking to if they were, you know, if
they refer back to him, well what about Johnny.
Now Johnny went in and he got put out later, you
know, and he didn't get the training that he
wanted. Okay, or he's still in but he didn't get
the training he wanted. Well, there's only one
reason why he didn't get that training, okay.
Because he couldn't pass it, okay. Because he
couldn't meet the requirements to complete the
training, okay. Are you the same as Johnny, okay?
Are you cut from the same mold? Can you not handle
something that's put on you, if somebody's there to
instruct you, okay? That's the only way that
you're not going to get what you enlisted for. So,
you know, in that I won't try to, you know, deny
the fact of no, he didn't get it. Oh yes he did
get 1it, as far as I know, yes he did because he
enlisted for it. But I've had people come back and
say that, you know, well I didn't get it. Well,
how come? Okay. Well, he's having a hard time
with this course and that course and they decided
that, you know, I just couldn't learn that. Well,
what do you think? Well, I was having a real hard
time with it. What about the job that you're in
now? Okay, is that a little bit easier for you to
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!:::
:ﬂ do? Do you feel like you've learned anything in
o doing that? Yeah, I have. I don't hear a lot from
i kids who come back like that, though. '
ﬁv Interviewer: Good, I'm just gonna' trust I tried to do it. I
he. think something that, is that for good recruiters,
é: honesty isn't something you do because it's nice
_ and we're all a bunch of nice people. You do it
W because it makes the job easier.
7} Subject: It really does, as far as I can tell. It just pays
[ back in the long term.
Né
;t Interviewer: Okay, so you talked about, prospecting, getting
A rapport, finding out their needs, handling
. objections, anything else?
i
ﬁg Subject: Well, <closing the sale. Asking for, ask a direct
b guestion, Don't be afraid to ask it. That's
‘i probably the hardest part of training a recruiter.
% And, not to say that it's not hard for me.
- Everybody does deep down inside, no matter who they
u; are or how good they are, hate to be told no.
A Okay, but if 1I've done the best I can and 1've
~ handled all the objections, yeah there's still
v times when you're gonna' get a no. Okay, no matter

how many times you've showed this kid that this is
§ the best way that you could do it, whatever he
¥ plans on doing for the rest of his 1life, he may
A still, you know, say no and I have to, maybe he
s doesn't have the option available to him, okay, to
- say that, yes I will join. Seventeen years old, he
) doesn't have that option yet. Okay, wunless he's
real influential and his parents are very lenient
and will do whatever he says, most parents aren't
that way though, they're a little skeptical. They

:: want a, prove to me now, you've proved to him,
s prove to me now that this is the best way for him
‘ to go.
{j Interviewer: How do you know when to ask for the close?
O Subject: How do 1 know when to ask for the close? Usually,
;3 if you're paying attention, and by paying attention
LY I mean, really listening to the applicant, you
. might not even ever formally get into showing him
«:} what the Army can do for him, You might the whole
K., way through. You know, my first station commander
vﬂ found that most aggravating of me, because 1 would
~ just talk to a kid with nothing. 1 wouldn't show
L~ him anything, you know, but the kid would join,

okay, because he believed in me., 1It's, I don't, I,
! 1 don't have any set time limit with a kid, it's
w just when I feel that, you know, he's starting to
Qﬁ agree.
::',n
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Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

You're talking to a kid, and, you really got
rapport and the kid agrees now and then that yeah,
the Army's his decision and you haven't had the
chance yet to go through a sales presentation. How
do you fit that in after you're already agreed, do
you need to go through it at all, or?

Well, it's important that you do so that he
understands everything that's available to him.
Whether, you know, he was going in for adventure
training, you know, that might have been important
to him at the time, but maybe there's other things
too, that are important to him, Maybe, you know
through the rapport stage when he decided that that
was what he wanted, uh, it was based on Jjust
adventure, but sometime later in his life he might
want to go on to school, Yeah eventually, uh, you
reiterate everything that's available to him, Not
just the adventure training. Let him know about the
college, let him know about the different benefits
and options that he has available to him while he's
in.

I think that's a difference other, some of the more
average recruiters won't do that. The kid will
sign up and he'll just leave it at that and go on
to the next.

No, because there's always something, there's
always something else. Very few people just want
one thing out of the Army. If you paint the
complete picture for him so that he can visualize
it in his mind, it's much easier to get him to do
that, to when he gets up to not having problems,
and understand everything that he's doing while
he's up there.

How do you paint a picture? Paint one for me.

Just a verbal picture, put the applicant into the
situation, for example, in the adventure training.
If a kid likes to do things that not everybody can
do, and well, that's something that I can relate
to, okay. Have you ever thought about jumping out
of an airplane, you know? Taking, going in a,
after two weeks training, okay, putting on a
parachute, Now you're flying along in a perfectly
good aijirplane, or so they tell you it 1is, okay.
Now, all the sudden doors open up, okay, and you're
going to jump out and do something that, you know,
is Jjust bizarre. You're going to throw your body
out of this airplane, okay. Now can Yyou see
yourself standing up there in the door, okay.
You're looking out and everything on the ground |is
about 2 inches tall, you know, some of the tallest
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trees you'll probably ever see in your 1life are
down there. Okay, buildings, rivers look like just
little 1lines on the ground, okay. Now you're
standing in the door and all the sudden, you're
watching the red light flashes to green. Okay, you
feel a slap on the back of your leg and out you go,
you know. 1Into a hundred twenty mile an hour wind.
Okay, you know, you're up there. And now you're
counting one thousand, two thousand, you don't have
any chute open yet, three thousand, you know, still
no chute, four thousand. Why don't you feel your
chute deploy behind you? You know, and all the
sudden you're just floating, you're hanging there.
You're looking around, okay, and you're stomach was
tighter than a knot and now it's just sitting there
and you're Jjust a bundle of nerves, because now
you're just floating there, the wind's blowing in
your face, you know, and you're trying to think
back to everything else that you're supposed to be
doing, okay. You Kknow, you're supposed to be
watching out for other jumpers and things, but
you're not really concerned about that, because
you're watching, you know, you're just floating
there, okay. And you're watching everything else
and the ground 1is starting to come <closer and
closer and finally, you go, oh yeah, I gotta' land,
okay. You land and you get up, you know and you
say, hey this is all right. You know, let's go do
it again, okay. That's the picture for somebody
who's interested in airborn, okay, that I'll paint
for him, Somebody that wants to do something
different, somebody adventurous.

Give me something outside of adventure, a different
picture from another area.

Okay.

Something totally different, Electronics or
something? Or, 1 don't know, something you do,
something you've already painted, but just, you've
already shown me an adventure, you got me through
that.

Well a big one for most kids would being able to
continue education. You know, Steve, most people,
that look into these programs, they'll say, hey,
you know, that does 1look 1like a pretty good
program, you know but the only drawback that I have
to it is that if I did go into the Army, I'm going
to be falling behind my peers. 1'm not going to be
able to keep up with my education as well as they
are, they're going right on into school. And you
know, Steve, in a way, that's kind of a false
statement because the Army right now is very pro-
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Subject:
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education. They will afford you every opportunity
to continue your education while you're in if
that's what you want to do. The Army has very large
education centers with education counselors much
like your high school counselors, okay, who will
help you in setting up a program, to get the type
of degree that you're interested in. Now you said
you're interested in going into electrical
engineering. Okay, well, there's a lot of pre-
courses, pre-engineering courses that you'll have
to have, okay, before you'll actually start working
on your major in college. Okay, why not use the
tuition assistance program that the Army has
available for you where the Army will pay for 75%
of your tuition, okay, for you to go to school
while you're in. Now, granted, you've got a job to
do and while you're in the Army so you'll have to
go either in the evenings or on the weekends, okay.
Most students will take that, Evening courses are
on 1like a Tuesday and Thursday because that still
leaves your weekends open, okay, dgives you Monday
to recover from the weekend, okay. Do some
studying for your classes Tuesday night, okay. But
you're given a blank check on that. You can take
as much college or as little as you want while
you're in, okay. So you can go ahead and keep up
with your peers if that's what you want to do. And
then at the same time, at the end of the two-year
period, come out and have that $17,000 to go to
school with. Unless you went to a very rich family
or you do have a lot of scholarships available,
okay, you could end up behind your peers because
you're having to get student loans and student
grants, okay, which are good, okay. But you do
eventually have to pay those back, okay. This way,
okay, you've gotten education while you were in,
y u've kept up with your peers at little or no cost
to you at all, okay, and now instead of being
behind like they are, okay, you're further ahead
because you've got the remainder of your education
all paid for.

Leadership.

Leadership. That's a tough one and there's not
really a lot of kids that I've talked to that are
real keen on that, but as far as leadership goes --

Okay, give me something that they are keen on.

Well, anything, really, you know leadership is not
a bad quality. You take, for example in a training
aspect, 1is another one that, you know, kids are
real keen on. See for example, you know, you're
looking at you want to go to school for vo-tech,
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! okay, you already come out of camp. That's good, ¢
b when you can complete the course, you've got your )
{ diploma and everything, okay. You go to an N,
employer, okay, and you show him you've got, you
know, you've completed the vo-tech in that specific A
job. You know how to do that job. Or your diploma o
; says you know how to. You know the Army also )
teaches you on a vocational basis, we do award you ﬂ
a diploma also. Okay, another program that we do

have, okay, 1is the Army's apprenticeship program,
okay, where you can document all the time that you N
spend working at your job through the Department of
Labor, okay. So that when you've completed your
term of enlistment, say you went for two years,

K okay. Well, you spent the same amount of time in
school and working at a job that this other person
spent Jjust in school, okay. Now let's say that

| you're the employer and 1 come to you, okay, and
I've got a two-year degree, okay. What if somebody
else comes to you. Now he's got the training, all
the training but he's worked at it and been
documented through the Department of Labor all the
different things that he's done, okay, at that job.,
He's got two years of experience at the job, okay.
As an employer, who are you going to select?
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Interviewer: The one with experience.

"

. Subiject: You bet, okay. Now that's, the majority of the
g time what the kids say, well, I don't know, okay.
That's not a very common thing for them to say,
okay. If you put them in charge of the situation,
say, here you're the employer, okay. Or say, you
and I are going through an employer, okay. Now I
went to the two-year vo-tech, you went to the Army
for two years. You got your diploma, same as I
did, okay, but now you've worked at it for two
years. Okay, number one the employer knows that
you can work with other people because you
satisfactorily completed the military service
obligation of a two-year period. Okay, you got out
with an honorable discharge. He knows that you can
: work with other people and that you can probably
. supervise other people, okay. You asked about that

leadership earlier, okay, you can work that into

this situation. You know you were probably put in

charge at one time, throuqhout the time that you

were 1in, of a group of people, okay, to get a
, mission accomplished. And in order for you to have
| successfully completed a term of enlistment and get
an honorable discharge and get letters of
recommendation and commendation, okay, that you did
a job well. All of that looks good, okay, and it's
something that an employer will take into

e
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SUBJECT a ;
-4

o

someplace, t

o

Interviewer: Good. How do you ask for the close. What kind of ;
words do you use? i

Subject: There's different ways, 1 guess, and each -- :{
»

Interviewer: What if you, what if you're looking at him, you're N
not sure, you don't really want to come out and ploy

say, are you ready to sign, but you really want to <

check it out. Do you just sort of wait until the .

right moment, or --? 3

Subject: I1If I'm not sure, a lot of times what I'll] do is f}
I1'11 take them through the processing c¢ycle, you e

know, I'll walk him through it just verbally, okay. pi

Well, Steve, say that you were qualified, you have !

taken the test and you passed that, okay, that you .

took the physical and you passed that. And you're by

sitting down with a career counselor in 2$ right tf

now, okay, and he had a two-year job in, that h

you're 1looking for, and he had the Army college .

program guaranteed for you, okay, and if you're a 1

high school senior, you know, all this was set up P

sometime after you'd graduated. Could you think of g{

g

Interviewer: Beautiful. t:'-
&

Subject: And if there are any objections they usually pop L
them on me then, N

N,

"

Interviewer: Prospecting. How do you generate leads? I know N
you do it by DEP referrals, 1 know you do it ~

sometimes by cold calls, but I don't know where 2
your cold callers come from and what else. Where A
does your cold call list come from? :\

b
Subiject: Getting a high school list. o
Interviewver: You just go through the whole thing? ::
b
Subject: Sure. \
Interviewer: It's only 258 right? ;'
=~
Subject: Yeah, 1it's not a, it's not a huge amount, it's not =Y
like a large metro area where you have five, six, Q
seven, eight hundred students, they don't have that -~

many students. I like cold calls, though, because o~

although, yeah, 1 call a lot of kids, 1 generate a N

lot more interest. Maybe not at that specific time o
but sometime later. Plant a seed, okay. Kid says f‘
he's going to college and he doesn't make it to ’
college. Well, I remember way back when I talked N,
to another recruiter on the telephone and he talked \;
3
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SUBJECT A
to another recruiter on the telephone and he talked
about being able to help me pay for my schooling.
Maybe I should check into that.

Interviewer: Plant a seed in me.

Subject: Well, Steve, you know you said that you are

planning to continue your education, you know,
you're going to college and that you do right now
have everything pretty well worked out for yourself
as far as how you're going to pay for your
schooling. But 1I'll tell you what partner, you
know, if something further on down the road happens
to where you need some assistance to pay for your
schooling, okay, feel free to give me a call, 1I'd
like to get together with you and show you how the
Army can give you up to $25,008, okay, to help you
to obtain your goal and get that degree that you're
looking for,

Interviewver: What else do you hit them with? I assume that
education is not real big in this area. That
they're really looking for skilled training. Is
that, is that fair?

Subject: In (town) itself, there's, there's a big push for
education, I don't know if it's so much, because
everybody in school talks about it or, or not, but
the outlying areas, the rural area around here, a
big city 1like (town), is more into skilled
training. And in planting the seed for that 1
guess, you know, how I would do it is, hey, while,
you know, you're looking at continuing education,
going on to vo-tech, 1learn how to become an
electrician, okay, if something happens where
you're not able to get to this school, okay, what
1'd like to do, what I'd like you to do is give me
a call,. Let me show you how the Army can go ahead
and give you the training that you're looking for
and at the same time afford you the opportunity to
work at that job, with the valuable experience
that's needed to come back out into the «civilian
work if that's what you decide to do.

Interviewer: In this area when you call up are they pretty
receptive or, 1 assume that they aren't hanging up
on you. I assume you call and say hi, I'm your
Army recruiter and I wonder if anyone's talked to

you about your options in the Army.

Subject: Yeah, they're pretty open about it, but I don't,
when 1 call up a kid, I keep it as 1low key as
possible. Hey, Steve, my name's Steve (name), I'm

from the Army here in (town). How you doing today?
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SUBJECT A

! Interviewer: What would high-key be if that's low-key. '

Subject: To myself, you know, my name's (name), I'm the Army

recruiter for your area, okay. To myself, the

first thing a person does there |is, I'm a

recruiter, he's already trying. I know what he's

going to ask me, he's going to ask me if I want to

join the Army. 1I'll play it down. I'm, the reason
" I'm calling 1is I'm contacting some of the high )
' school seniors to see what kind of plans you've
b made for yourself when you graduate. Okay, if they
say, well I haven't made any plans. Have you ever )
) thought about going into the military? Have you !
3 ever thought about joining the Army?

Interviewer: Call me up and do it all wrong.

¢ Subject: Call you up and do everything wrong. Aas far as s
education, what I consider wrong?

0 Interviewer: Yeah. Things you know won't work. Approach and
everything you know is wrong

Subject: Well, let's see. Steve, my name is Sergeant {(name)
and I'm with the Army here at (town). I understand
that you're a senior this fall, you know, and that
you're going to college, you know, when you
graduate, Is that right?

Interviewer: Yeah.

ERSASERIN NN

Subject: Okay, that's all I wanted to know. You're probably
not interested in joining the Army, are you?

Interviewer: I don't think so.

A

2

Subject: Okay, I didn't think you would be. Okay, I thought
I'd ask though. Thanks for your time. Talk to you
later. That, I know, that wouldn't work. But I
have seen recruiters do that, use that same basic
approach, take a negative attitude towards it.
N Already, they are not going to get an appointment
anyway. Why should I call him?

N

Interviewer: Do you have a way of contacting, you know, kids in '
their twsenties?

[

Subject: Through area canvassing, posting your area. By
that, going around you know, to different places
and putting up different posters, you Know. :
Something, you know, for somebody recently out of
work would entice him to call.

5¥?\.;$

g

.,v

A

Interviewer: I would think, tell me if I'm just naive about it,
1 would think that some of the job share, once the

.\"{‘IJ‘ o
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SUBJECT A

kids start working after high school, they don't
think it's particularly where they want to be the
rest of their lives, But it takes them a couple of
years to figure that out.

Subject: Well, that's pretty much true and, you know, the
security that they have, and getting a constant pay
check. Mom and Dad are willing to let them stay
around, a good majority of the time. If they've
got a job, 1if they're working, they're not in the
house Jjust 1laying around eating fcod, taking up
space, 1if a kid is willing to, you know, help Mom
and bad buy some of the groceries once in a while.
You know, he's making good on his own, you know,
they know eventually that he's going to move out
and do something. But, some of the kids do realize
that they don't want to do this for the rest of
their 1life. But the sense of urgency that they
have 1is not there because they have the income
coming in now. They're more now oriented, then
what do I need for a future. I'm not going to
worry about that right now. Because they've got
money coming in, they've got a place to say, they
got foou coming in.

Interviewer: How do you get into schools?

Subject: Two different ways. By calling around, making cold
calls, setting up appointments and notifying
schools that okay, 1've got these certain people
that 1 want to talk to out there. Other ways are
through the ASVAB test, okay. Using that as a tool
for a counselor.

Interviewer: Do the schools here give ASVAB?

Subject: Most of the schools do, a few schools that don't.
Most of them do and they use it for a good sense,
they test as many students as possible each year
with it, because the counselors do use it as a tool
for themselves. 1It's another way that I can refine
some of the cold lists that I get.

Interviewer: Would that be the LRL list?

Subiject: No, that's the ASVAB list itself, the kids are
taking the ASVAB test in school. 1 also mark down
what their plans are for graduation on that,
whether their plans are undecided, they plan two
years college of vo-tech, military, okay, they plan
to work or a four-year college.

Interviewer: How important is it to cultivate guidance
counselors, if at all, for you?
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SUBJECT A

Interviewer:

Interviewer:

‘,--'-f(,l N T

To a certain, certain degree, you've gotta have a
good working relationship with them so that number
one, you can get into the schools. For nothing
else, just for the exposure to the kids so that
they see who you are, see that you're a human
being, not an ogre sitting in a chair. I think it's
important to get out there and work with the
counselors.

How do you cultivate a guidance counselor?

How do I do it? 1 see if there's anything that I
can personally do to help a counselor with the
students as far as giving class presentations for
different careers. Setting up ASVAB testing, find
out what his rules and regulations, how he wants
you to act in the school. How many times he'll
allow you to come out, okay, and adhere to those.

You just flat out ask that?

Sure, sure., I'l1l] come right out and ask a
counselor, hey 1look, you know, 1is there any set
time that you would like me to come out? Do you
have, you know, would you prefer I come out once a
month, twice a month, or can I come out any time?
You know, call you a day a head of time. Most of
the counselors, as long as you call before and you
talk to the students while they're on a study hour
or their lunch break, they're willing to let you
come out Jjust about any time you want to.
Counselors 1liked to be stroked too. What do you
have for me, okay? But, it doesn't hurt to go out
into the schools for the first couple of visits,
and not talk to anybody but the counselor. And
each time you go out there, bring something to the
counselor, book covers, desk top planners,
whatever, take them out there, okay. And then, the
third or fourth trip out, oh, by the way, I do have
a couple of students I would like to talk to at
this time, at this date, okay. Would that be all
right? When you give to a person a lot, okay, they
start to feel that you owe you, okay. That's
something that you were picking up on earlier, and
it's hard for them to say no, okay. They'll
sometimes go to bat for you, to the principal,
okay, with the people on the board, okay, who might
say that we don't want any recruiters, whether
college recruiters or military in the schools. You
know, they'll back you up, well, this is what he's
done for us. He's helped set up a program where we
can test all our students with a vocational test to
help guide the students after they graduate. 1It's
a test that the military does use, it's true. But,
we can use it to help students. He brought us, you
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SUBJECT A

Interviewver:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:
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know, book covers, he's brought us pencils, he
brought us pens, he's brought us desk top
calendars, planners, he's done a lot of things for
us, you know. Let's give him a hand. And as you
establish rapport more and more, you can start
asking more direct questions, okay. Who do you
know that might want to join the Army? Okay, do
you have any students that just don't have any idea
what they want to do when they graduate, okay? 1If

so, those are the ones that I want to talk to. 1
don't want to talk to the ones that just want to
get out of class. Because they're wasting my time

and I'm wasting their time. My time is important,
I could be doing something other than sitting here,
okay. Most counselors realize that your time is
important because you are in a business and if you
respect their time they'll respect yours.

Time management. What do you consider time
management for you, because every recruiter 1I've
come to is different, some like to make a lot of
lists, some like, you know, just sort of minimum,
everybody's different. What works for you?
That's, what works for you that you're doing?

You're in a one-man station, you have nobody to
assist you, you need somebody to do this
application for me because I've got six other
people to go talk to, okay. In a multi-man station
yeah, fine, you've got somebody else that will do
it for you. Here you don't. You've really got to
be on top of it every time and schedule, you know,
your travel time. Out here in a rural area, travel
time 1is a big thing, as long as you're heading in
one direction, don't go all the way down there for
one appointment, okay, because then that's a day
gone down there for one appointment. Well, let's
pick wup another one on the way down. Setting up
specific times to do things.

For example.

Phone prospecting, conducting interviews, setting
up specific days for testing, days to get
applicants down to the cities.

How far in advance do you set up your times?
For the prospecting, interviews, those, that's
something that you have to work on a daily basis,

because everything changes out here.

Does that mean, that morning you decide what you're
going to do, or does that mean --
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SUBJECT A j
b Subject: No, you can in some cases, you know, something ri
X where all the sudden you don't have anybody to test ‘
' that day, you had three people scheduled to test, &

you know, two got in a car accident and the other

one's still drunk. by
i Interviewer: Assuming a perfect roll, people show up for Y.
X appointments and stuff. Understood, that you have n
h the flexibility to rearrange if you need to, but
what do you plan on and how do you plan it. Do you
write --? .
Subject: I usually don't plan more than two days out. -
X Because 1 find if I do more than that, you lose it, "
I lose it. '
' Interviewer: Do you like come in and say, will I haven't done By
prospecting for, for a while, so I think I'll put :
/ that on my list for tomorrow or -- b
¥ )
\ Subject: Prospecting's something that I like to do every ¢
’ day. Because it's easy to get away from.
. Interviewer: Okay, what's your day like, Maybe that's it, :
| because it sounds like you have a set day and you .
2 modify it as you need to. 3
§
Subject: Okay, I like to set up and have an appointment in
. the morning and an appointment in the afternoon. A N
. time to come in first thing in the morning to drink ph
; some coffee, you know, look at my schedule and see
what I can -- 5
Ad "
L) . . Fa
Interviewer: Can you give it to me like in, sort of a polished ’
; order. "
) Subject: Okay, first thing in the morning, you know, first :
X order of business let's get some coffee and have "
s some caffeine here and see what we are going to do ™

here for the rest of the day. You know, do we have

appointments that we're going to go to? ' If we do, f
. how 1long is it going to take to get to each one, «)
: are we going to have time to get everybody in? Get N
; any office admin that has to be done, any reports
8 that might have to be in that day, get them done
: first thing in the morning and then you won't have

to worry about it for the rest of the day. Conduct N

any interviews that you might have, 1like, say, 1 ;

like to set one up in the morning. 1I1'll set one up iy
. in the morning and I like to make grad calls right
around noon because if grads are going to be t
around, they're going to be around at home to eat,

okay. Especially if they don't have a job. And g

A that's usually when they're catching the most flack "

. from their parents. So they're very willing to ~
{

) 1
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SUBJECT A

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

~
L}

talk at that time. I like to conduct at least one
appointment in the afternoon, or the evening. I
like to contact seniors either immediately after
school or right around 6:806, because that's when
the sports and everything are usually over by six.
They're getting home, and set some appointments up
for the following day or the day after. Packets,
enlistment packets, as they come, whenever,
whatever time, I have no set time when 1I'l1l do
enlistment packets. If the kid can't get together
with me, you know if he's seventeen years old and I
need his parents to sign, his parents work from
3:88 in the afternoon till 11:39 at night, that's
fine, we'll get together at midnight then. I know
your parents will be tired because they 3just got
through working, but we'll get together and have
good time. There's no set hours. Every office has
established hours that they work, but, that's a
guide, as a rule, that's when they'll be around.
And I may get out there earlier, and I love
Saturday mornings, okay, especially for contacting
high school seniors.

Good. How about Sundays. A day of rest?

Well, generally as a rule, okay. Saturdays 'til
about noon is the longest 1'll work unless I have
an appointment for something that has to be done,
otherwise Saturday afternoons, Sundays. Sundays if
somebody has to go to 2$ to test 1in the hotel,
fine, let's go jump in the car, I1'll drive you down
there,

What about keeping track of these things, like your
appointments? Is it sufficient that you ought to
write it down?

I do use my appointment guide for that, that's
probably one of the few times I use that.

Let me see.

Yeah, I had those two appointments down already.
So the appointments I write down. For tomorrow,
you know, I know that I've got to «call in my
weekly, okay, and Dr. AS$'s going to be around,
There's certain things, you know, as far as
school's go too, the ASVAB test, begin Wednesday
afternoon, I have to be out in 3$ High School for
that.

Good, okay, anything else on time management?
Probably just don't get caught up in it. 1It's like

office administration, it's easy to get caught wup
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SUBJECT A )
"

o,

.I

in, how am I going to do this, don't over-schedule ?

yourself, ;

o

Interviewer: What would be over-scheduling? ;
r,

\

Subject: Last Friday morning. Setting up four appointments E-
in three hours, that's, it is, that's coming in on A

a fine 1line right there of doing too much, or .

trying to do too much at one time. by

Interviewer: What's the matter with doing too much? Want to be o
all you can be? )

Ky

Subject: Yeah, I do, but what you end up doing is you become n:
repetitious, you know, you try to treat everybody N
as an individual as you're going through it, but

after the third one, the fourth one, 1is, 1I've .

already done this for three times in a row and I'm
really tired of doing that right now.

AT

Interviewer: Good. Okay, selling different groups. Rumor is
that the world is made up all of Cat threes, as 1

understand it, if 1 understand the manuals. 1Is it L-

different selling a Cat four from a Cat three from ~:!

a Cat one? And if so, how? f:'

.

Subject: See, 1I1've got yes and no answers for everything. o
Yes it is different in selling them because of the f

fact that, nine times out of ten, a Cat 4 is not g

going to be someone interested in continuing his -

education and if he is, the basic program is more -

than enough for him. '.':

Interviewer: Let's back track. Let's take it one step at a &
time. How's it different in prospecting, making b

initial contact? ::‘

Subject: No, I don't think so. ﬁ
-

Interviewer: Any difference in getting a four? f‘
Subject: As far as 1'm concerned, no. You gotta' be e
yourself no matter if the guy is a brainchild or is s

just above dirt, you know. You've gotta' be g

yourself and treat everybody as a human being. But N

you do have to key yourself and talk at this )

person's level, if you talk to a Cat 4 for example, 1

you know, and use fifty-cent words, okay, this N

guy's -- I've only enlisted five of them. I don't V%S

know, a Cat 4 1is, I don't 1like call anybody NS

Py

dummies, they're not dummies, if there's somebody
that will more or less be interested in just a
specific, you know, give me a job, and they do
that. I want to see what you have available, you
know, now show me that job. How do, can I do this?

-—p
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SUBJECT A

A AN R A

I'm sorry, I backed way up. Show me how I can do -~
this job. And you can just say, well okay partner, !
look, this is how we're going to do this job. 1 ]
can get this job and your starting salary's going b

to be this, okay. Now we're going to go ahead and iy
give you that job, okay, we're going to train on i
that, we're going to let you do that. Okay, the ¥

only thing that we ask of you before that, okay, is "
that for the remainder of the time that you're in, %
that you do do that job for us, okay. As opposed

to a 3aA, okay, or well why do I have to do that .
job? -

Interviewer: Number 3A, same job. How do you sell him?

Subject: Same job, same basic program, let's see. He's
looking for a job, okay, well you probably have to
re-stress, you know, a benefit to him more, you
know, the real benefit to you in going into this
specific Jjob 1is the fact that you're going to
receive this high technological training, okay,
that only the Army can offer you. Okay, you're
going to be able to excel in the field if you want
to. If you want to act, and just stay on one even
keel, okay, and not excel, okay, be able to go out
and take different college courses, okay, attend
different schools that the Army has available for
you, that's fine too, okay. But I'm sure you're
the type of person that does want to excel. You
want to go out, take the challenge that the Army
has to offer you and be all you can be. Okay, get
out there, see if you can, you know, pick up as
much college as you can while you're at it.
Somebody who is a 3A, what I'd actually do, is, you
know, 1I'd push a lot of college, because most
people who are 3A's are looking for college, I
think. Or some type of further education.
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Interviewer: Okay, Cat 1's, same thing.

T el

Subject: He's a unique case probably in that what he was
looking at was job security. His mom has
and he's supporting her. He Jjust

graduated from high school last year, and what he
was looking for was a way to do that, but he wanted
the best most challenging way to do that. So there
were a lot of different aspects, you know. Hit him
with the bare facts. Don't, some people who are
extremely smart expect to have things handed to
them on a silver platter, okay. What are you going
to give me? I just would, you know, give them the
cold facts., It's going to be hard, you know. For
what you're looking at doing, you want something
that's more of a challenge, okay. Unless 1I'm K%
misreading you, okay, yes continuing education is 3
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Interviewer:

Subject:

Interviewer:

Subject:
Interviewer:

Subject:

Interviewer:

Subject:

important, but not at this point in your life. You
eventually want to continue your education. We are
you going to afford you the opportunity to
eventually continue your education if that's what
you want. Right now you want something that's more
of a <challenge physically than it is mentally,
okay. What we're going to do, partner, you're
interested in going on, you know, to do things that
other people can't do, jump out of airplanes, you
want to learn how to go into the special forces,
rangers, this type of thing, that was a challenge
to you, okay. You've accomplished just about every
mental challenge, okay, that could be met, that
could be put upon you, Now it's my turn, okay, to
challenge you physically. And I'm going to do
that, okay, because I'm going to put your body,
okay, through hell, okay. You're going to hate me,
you're going to cuss me when you're down in Dbasic
training, you're going to cuss me when you're in
advanced training, when you get to jump school,
okay, you're going to wonder why I ever did this,
okay. But once you've accomplished everything
you're going to come back here and thank me for
doing that for you. That was this guy's case.

Okay, any other way to sell a Cat 1?2

I guess, to back out of my statement as do we talk
to them different? Again, it was a yes and no. To
a certain degree yes, more now I think.

Okay, is there anything that's common about people?
With or without Cat level? I mean can you dgroup
people so to speak when they walk in and say, this
is what I got to talk about. Just look at a person
and say, that's it, or look at a person and say,
can you look at a person and say it's a Cat 1, 2,
3, 42

I can talk to a person usually and tell.
What do you, what is it that let's you know?

This is just a terrible thing to say, usually if
they know what their name and their social security
number is without having to look it wup, they'll
score a 3B or higher on the test. It sounds
terrible, it sounds like a terrible thing to say,
but,

Okay, anything else?
If I ask, and I do sometimes, what type of math

courses, and English courses have you had in
school? 1f a person is concerned about how well
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SUBJECT A

up

they'll do on the ASBVAB test, 1look what type of
math course have you had. 1If the kid tells me that
he's had Algebra I, Algebra 1I, they'll usually
score a fifty or higher on the test. Because the
ASVAB test isn't a very difficult test, if a kid is
a listener, if he listens more than he talks, okay,
I found that a lot of times he'll turn out to do
pretty well. He pays more attcl&‘on.

,- ‘l\"v“"’_a\“n".

Interviewer: How do you know he's paying attoltion as opposed
to spacing out?

Subject: How do I know? Just be watching a person -- their
eyes. 1 can watch their eyes, 1 can tell if, when
somebody goes into la-la land, okay. Hello, are
you still there? You know 1°'11 snap them out of
it., And it happens sometimes, especially if you've

LN

¥ ¢ w ® a_ s =

conducted a lot of interviews in one day, you get Q

boring. ~ \

.4

Interviewver: You mentioned English courses, what did that tell ﬁ;

you? !

X Subject: The verbal, how well a person can understand what .
he reads. N

R

Interviewer: But if he says, yeah I've had some English courses, Qv

\ what does it tell you? 4
Subject: Well, I'1ll ask what type of English courses that he -~

had, you know, did you take up, you know, going to W

the 1library and reading there for a, six hours a oy,

day, or, you know, what type of English courses 3

have you had, English composition or, I don't know.

Interviewer: What is it about asking, what you ask people, think
back to when you've asked them that?

Subject: 1 don't know if I'11 ask them so much about English )
courses as, Yyou know, how well do you understand
what you read, you know. 1f you read a paragraph
can you remember what was in that paragraph. Could
you answer questions about that?

LARANNT

»

Interviewer: And if they say yes, what's that tell you? He
says, yeah, 1I'm pretty good at reading, and I can
remember a lot of what I read.

A

Subject: Okay, you know, as far as ASVAB goes, the English
portion of it, okay, he shouldn't have any problems
with that.

Al NN
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Interviewer: What's that mean, no problems. That he's a 3, 3B

Subject: Well, yeah, I would say at least a 3B, because, in

A Y
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Interviewer:

Subject:

Y

Interviewer:

Subject:

Interviewer:
Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:
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the math portion of the test also he has word
problems. Okay, if he can understand what he's
reading, okay, even if his math skills are low, he
can sometimes work out a word problem,

Okay, there's a rumor out there, this is almost
embarrassing, there's a rumor out there that
recruiters are under stress every now and then.
Any truth to that?

No, that's a bold faced lie. Anybody that told you
that.

Honest to god, they did this huge survey, lots and
lots of recruiters, to find out. What, if
anything, can be done to reduce recruiter stress?

Well, for myself?

For you, how do you reduce it on your job Dbesides
being in a multi-man station?

A large majority of stress that I undergo is self-
imposed. And by that I mean that, I like to push
myself.

Is it useful?

I think it is. To a certain degree, you gotta’
know when to back off. You gotta' know when, hey,
whew, you've done all you can, cool off. Otherwise
that's when your burnout hits you right between
the eyes and you get absolutely nothing
accomplished any time.

Okay, down up strategies, what would you call them,
in phase, out of phase, burnout, what's your word?

I use burnout.

Okay, we'll use your word. Burnout. Let's assume
that 1it's a naturally occurring event, 1 mean, a
guy works at a job for a certain period of time,
and sometime between the sixth and the eighteenth
month depending on where he is and his situation, a
good recruiter will experience some sort of
burnout. Okay, and we'll call it burnout because
this guy's been making quota or above the whole
time and all the sudden, he like, rolls a donut and
his brain gets somewhat fried and he's 1like got
this aversion to just talking to people, it Jjust
gives him a headache. Maybe you can talk about,
you know, what it's like when you get there.

You know, when you get to a certain point where you
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have been making big numbers and you're rolling big
numbers and you're really feeling good about
yourself, and all of a sudden, yeah, one month
comes along where nothing clicks, nothing happens
and as a recruiter, especially if you've been
successful, you know, you start thinking, you know,
that it's me. 1've done something wrong, you know.
I must have changed something although you know
that you haven't really changed your approach to
people, you haven't really changed your, the way
you contact people or interview people, but things
' are just, it's not clicking anymore, You're just
going through the stages, you're not doing as good
a job as you were. Somebody who is sitting outside
) watching you, can see that. And that's where a
: station commander comes into play and he's got to
watch his people. And he's got to, you know, when
v he sees burnout coming, and you can. You can see a
\ burnout <coming in a recruiter, You've got to go
h over and stroke him and tell him, hey partner,
, look, take some time off. Get away from this for a
little while, okay. You're heading, you're heading
for a crash and when it comes, okay, don't be
- surprised. Don't worry about it, okay, because
. it's something that happens, okay. Pick yourself
y up, dust yourself off, you know, kick trash cans, D
] you know, punch a hole in the door if that's what K
: you need to do. You know, get mad, if you don't 2\
get mad at somebody that's a station commander, you
know, hey, get mad at me, you know. As an W,
r. individual, I got mad at myself. You know, why did N
) 1 1let myself get into this, okay? Let's fix it,
o okay. And then you revert back, okay, because you
‘ got into a syndrome where this is all I got to do.
1 can talk people and can put people in and 1 can
over produce, I <can do this all the time and
everybody thinks I'm great, Okay, they think I'm
doing a good job, so I ain't got nothing to worry
about. And then you start becoming like a machine.
You know, when you become like a machine instead of
being a human being, okay, and caring about people
that you're working with and you're just looking to
put -- okay, that's when you start losing people
and you don't understand why.
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Interviewer: What do you mean being like a machine? I mean, W
especially in terms of, if I was going to be like
you for a day, what would I be acting 1like that
would make me more like a machine?

»

) Subject: Not treating people as individuals, ¢treating them g
all on the same level. Everybody, I don't care who

. you are, I don't you know, care what your interests

> area. This is what the Army has and this is what R

\ you're going to get. We're not going to focus in Wi
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Fa )
on one specific benefit that, you know, you would 2
probably 3join the Army, but I've gotten to the N
point now, I'm just repeating things. R,
Interviewer: Is that like, you talked before about it's 25
important for a recruiter to listen. By listening E}
I think you meant, to try and understand the o)
prospect's world and what the prospects want. Is :
this an instance of not doing that? Y.
Subject: Yeah, you're not listening to an individual, you're Loy,
hearing him, you're hearing him. And there's a It
difference between 1listening and hearing. You .
know, 1if I really concentrate and listen to what 4
somebody's saying, yeah, you do, you become o
involved with the applicant. Not emotionally or i'
physically but just brain-wise, you, you know, okay =~
I can understand that, I know where you're coming .
from, I know what you’'re looking for. Okay, let's Xy
see what we can do to help you out. Where if I'm N
hearing you, okay, everything is coming at me, 5
okay, but it's not, 1it's hitting the forehead and =
it's staying right there. Okay, it's not going &_
inside, you just, yeah that's fine. Okay, you're I
mom died, okay. You know, your dog just died, you e
know. It, you don't sympathize, you don't treat jb
them as human beings anymore. j;;
Interviewer: Is it more like you're just in, you're like, into !_
your own world, or is it more like you're Jjust -~
detached, you're watching yourself doing this scene Q}f
with this guy? k’
o
Subject: The last time it happened it was like not being 1
there. You know, you were there but, you know, you
were there as a bystander. You know, you're just

there to put out the information but you kind of
sitting there. You're knowing that you're not
doing anything. It was like being in a different
world, you know, you knew you were there, that he
was there, but you weren't really conscious of what
he was saying or what you were saying in response
to what he was saying.

Interviewer: What were you thinking about?

I‘l - I~ a3 - ”
PR ALCN >’%?’1’s~ )

Subject: Just anything other than recruiting. Time off.
What would it be like to have more than one day off
a week? You know, trying to think of when the last
time you had more than one day off was. That's
what, you know, when I get to that point that's
what I think of. I think of, you know, god, you
know, 1I've worked now six days a week at a minimum
for the last 3,4,5,6,7 months in a row --
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Interviewver:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

So you get stressed and you get down, How do you
get up?

Yeah, accepting, you've got to realize that you're
doing these things, you know, and then try to work
your way out. How do I change what I'm doing. Do
I need to just take three or four days off, and
take this time off and, you know, just to get away
from recruiting for a little while. Give you time
there to get a few brain cells back in your head,
because you don't feel like you have any but two
left and they're fighting one another, you know,
trying to kill off each other too. You look at. it
and build from there. You know, a work plan, you
know, what do I need to do, who, what do I need to
say to somebody to get him to join? And when you
find that first one, okay, 1it's a whole new Dball
game for you. Then you know that, I'm on my way.

How do you know when it clicks? Does it click for
you or does it sound differently?

Yeah when it clicks, you mean, back into the mold,
back out of burnout stage, yeah it does, it clicks.
When that first, 1like I say, when you come across
that first one, and you realize that you are still
going to have to take a lot of no's, that you're
going to take some flack, and it's going to take
time for you to work back into this. But when that
first prospect says, yeah, 1I'll join the Army,
okay, your self esteem and everything, it just, all
right 1 did it. Okay, now he's recruiting, and he
can go, again, back at it full gun. You know,
you're not afraid of taking any no's now. You're a
little hesitant but you're working your way back up
and that's where in a multi-man station, you know,
you have a big advantage because you have somebody
to stroke you on the way back up. In a one-man
station you don't, 1 rely a lot on my wife to do
that. You know, hey don't worry about it, you
know, somebody, you know, tomorrow's a new day.
You got a thousand and one appointments set up for
tomorrow because you know that you need to write
four contracts by the end of this week, you know.
And it does, it helps whether it's somebody
directly related to recruiting or not, to kind of
stroke you back up. Answer your question I hope.

I1f you are advised to give like a two-hour talk at
the ARC, to these new recruiters, what would you
tell them, what would be important for them to know
from you 1in terms of what to do out there in the
field?

There's things that you have to tell them. Answer
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the questions that they have, fulfill the need that
they have, okay. Leave a lot of bru-ha-ha out if .
they have other, other guestions, they're going to o
throw objections up to you. Objections are great
stuff, okay. That's they're way of saying, yeah, 1 i
need some more information about this, okay. Well, ~
what about sports, can I play sports in the Army,
okay. Is that an objection. It can be, okay. 1If
I told him, no, okay, well I'm doing the other
recruiter that he talked to, I blew his theory.
Because he told him yes, he could. But
realistically, yes he can. There's a 1lot of
different sports, the Army's got all kinds of
sports but you have to apply yourself,. What about
my girlfriend? Could that have been an objection?
Yes, it could have been an objection. How does she
feel about it? Okay, well she didn't like it at
first, okay. I1'l1l tell you one of the most
powerful things in the world is, 1is a spouse,
whether it's male or female. Okay, they can
sometimes be the deciding factor, whether the kid's
seventeen or whether he's twenty-five. You know,
if he's seventeen years old and he's got a
girlfriend who says, no I don't want you in the
Army, okay, you got a problem. Okay, unless you
confront that problem, find that objection out,
okay, you might not ever know that. He might be
telling you no, okay, I'll just have to think about
it for a while. What is there to think about,
partner, you have some other, you know is there
something that I didn't answer? No, I just need to
think about it.
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Interviewer: Would you speak about them together?

Subject: Would 1I? Sure. Sure. You know, do think it would
help if your girlfriend understood? You know, is
this something that's serious, are you planning on
maybe getting married to this girl later on, okay?
If it is, hey, that's fine partner, because we're
going to help you, okay, to take of her later on if
you're planning to get married, okay. If you're -4
not, okay, 1if this is just a girlfriend that you
have right now, okay, let me ask you this partner, Iy
okay. Do you, when do you plan on getting married? ~
Is it going to be sometime in the near future? 1f '
so, 1s it going to be with this girl? It could X
possibly be, okay. But guess what partner, there's -
a lot of other women out there, too. Okay? So
you've got to make the decision now, are you going
to let her make the decision? 1f so, then we need
to talk to her, we don't need to talk to you right
now, Okay, we need to convince her that this is a g
thing you want to do. 1 get carried away, you know,
when you start talking about one thing, You know, -
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there's a hundred and one different objections, you :&
know. Just, I like, the o0ld method, just take the ~z
objection lightly, you know. Earlier today the kid -
said, I just don't want to join the program in case Y
something else comes up. Hey, that's fine partner. oty
You know, there's a lot of what ifs that could fall NI
into that. Okay, let me ask you this, what if you w
did join the program and something else better did ik
come up and what if I let you out of the program. Ny
And would you join then? Okay, well, I don't know.
Then that wasn't his real objection, that's not the o
reason why he's not going to join right now. Okay, k-
and my firm personal opinion about why he's not ~
joining right now is because he's badgered so o
badly, okay, and nobody to talk to, but maybe some a0
stroking -- ;
Interviewer: If you answer an objection, let me get it straight, :
if you get an objection, and you respond to it in a
way that's at least an out from your point of view, ;’
and he still says something like, well, I don't A
know, then your feeling is that it was like, almost ;
a false front for him. There was something else. iy
He may not be aware of it yet, but there's e
something else that's more important and until gy
that's answered, okay. o
Subject: You know, and if he says, you know, well I don't i
know, okay, well hey partner, 1look evidently .
there's something else, okay, that we haven't hit i
on yet. What is it? Well I just don't want to get .
a haircut. Well, 1if I can show you a way you can o
join the Army without getting your hair cut, okay, ~
would you join the Army now? Okay, seriously, I1'll ;
say that to him. They know I'm, I'm bullshitting 3
them. I can't do that, okay. But I'll admit that -
to them anyway. 1f they say, yes I will. Okay, if <
they say if you can show me a way where I can join oA
Army without having to cut my hair, yes I will -
join. Partner, I can't do that. I can't show you ;
a way where you can join the Army without having to =,
get your hair cut, okay. But let me ask you this, o
isn't a little bit of your vanity, okay, worth the -
$25,000 you're going to get for your education? w3
Okay, worth the training that you're going to -
receive, an opportunity to get away from (town) for !
a little while, okay, and get out and be on your s
own? Isn't a little bit of your hair worth that? o~
Yeah, I quess you're right. Now are you ready to ﬁ
join the Army? No. Damn! Why not? Okay? You ‘x
know, as soon as that happens, 1if you can take it =4
away and get him to agree to something, and they E‘
say no again to you, I'm not ready give up, 1I°'ll T
beat a dead horse. Okay? Until I'm sure that he oy
just, you know, right now is not the time. }9
N
“
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Taking no's - that's, don't be afraid to do that, iy
shoot. Okay, so you beat a dead horse. Let them o
know that you are going to call them back. Let »
them know to expect it, okay, then it doesn't come )
as a shock to them if two days later you call them N,
up, hey, remember me? Okay, yeah this is B$, the
Army recruiter? Oh yeah, yeah, that's right, you ey
said you were going to call me back. Yeah, that's
right, I want to check with you to see 1if, you
know, you've been able to make a decision. What
have you decided that you'd like to do? Well, 1 o
don't know, 1 just need a little more time. Oh, K
that's great, I love that line. Why do you need a I

)

little more time, okay? Well, I just, I just need
a little more time to think about this, you know,
in case something happens, okay. Well, 1look
partner, you know, procrastination, okay, is human

iy

nature. Everybody does it and we always put it )
off. You know, hey, 1'l]l make a decision next i‘
week, okay. Get up with me then. 1I'll go wash my :
truck next week, okay. Well heck, when next week :k
comes, you know, oh shoot, man, I can wait until i
next week on that, and next, the next week never o
gets here, Okay, we never face ourselves, okay, -

and we never face up to what we say we're going to g‘
do. Okay, what you really need to do partner, is .~:
you need tc sit down and make a decision, okay. o4
Will this program help you out? Will it help you >

obtain what you want to get out of life? Yes it W
will, okay. Then let's get it for you. Let's set e
up a time, and get you down to 28, get you your :g
job, okay, get your program all set up, okay, and N
get you started on something. A lot of people are "\

afraid to admit that they can't make a decision.

But I think most applicants, though, respect that.

/

\ {
If you tell them that, they say hey, you know, I ﬁti
appreciate you telling me that. You know, and I1'll %
tell a kid, hey, great, you may decide not to join, N

okay, because I sometimes get right to the point.
Now you might not like what I have to say, well
hey, that's fine with me partner, but I1'd rather be
honest with you and have you walk out of here, o
okay, than lie to you and have you come in. Okay, re
because, again, 1it's going to come back to me. o
Okay, now, the fact, the situation is, yeah, okay, )

we don't have that job available right now, the N
counselor is logged, okay, it's just not available,

T

LI
LA

the people that are in took it. Okay, that's the -
fact of the matter. Now do you want the o
opportunity to get that job? I1f so, fine, enlist A
into that field, okay. Get into the field that's b

related to that and then when it comes time to re- =

.
.
.

enlist, re-enlist. 1I'l1 tell them. You might get

up and walk out of here. Man, that's fine, you 3
o
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Interviewer:

Subject:

Interviewer:

Subiject:

o
(O B Il B
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know, But at least you'll get up and walk out of
here knowing that I was honest with you. You won't
get up and walk out of here because I lied to you.

Like I say, I think most recruiters like to show
off and talk about themselves and what they do.
What's made you successful? I don't know. What do
you do? I don't know. This is what I do. No, you
can't, there's no way you can do that and be
successful. I've had a lot of company commanders,
first sergeants tell me that. My first station
commander told me that. You can do this and be
successful. He's now the in the 4$ area and
he'll use me as an example,

O0f what not to do?

0f, no, of being an individual, vyou know. He'll
tell these guys, hey look, you know, at the Army
recruiting course, what did they teach you. They
taught you to do this, this, this and this. Okay,
I want you to meet somebody who does absolutely
none of that, okay. This is what he does, he sits
down and talks to somebody, he'll talk to him 45
minutes, okay, without bringing out a book, okay,
without bringing out anything to show this guy.
He'll Jjust sit down and talk to him, but this guy
puts people in the Army, okay. Now how does he do
it? Now, the only thing he says that I can figure
out, he said, because he said, 1 gave up going out
on appointments with this guy. He said, 1 did. He
said, 1 had to. He said, it drove me crazy, you
know, to sit there, he said, and listen to him talk
to this kid for 45 minutes, he said, and at the end
of 45 minutes be able to put this kid in, he said,
because I can't do that, He said, I'm the kind of
guy, bhe said, who's gotta' have a book, show
somebody something, he said, 1've got to go over
the whole nine yards. He said, 1I've gotta' do
that, He said, he doesn't. I don't know why. He
said, so, he said, Jjust recruit however you feel
comfortable. He said, uh, if somebody comes down
and tells you, you know, to give them a sales
presentation on the Joins machine, be able to do

it. He said, you don't have to do it with every
applicant that you talk to. You don't have to use
the sales book. If you don't feel comfortable

using it, don't use it. Okay, 1if you don't feel
comfortable using Joins machine don't use it.
Okay. Use what you feel comfortable with.

Talking to women.

Recruiters talk to women, okay, and I'm talking
just male recruiters. When they talk to women, you
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SUBJECT A

know, all your life you've been brought up, you
know, that when you talk to a woman, okay, you're
going to try to impress upon her, okay, how nice a
guy you are. And, I don't know if you're looking
for a date or what, okay. But as a recruiter,
that's not your job, but guys do it all the time.
You go from talking to a guy -- hey, Bob, how you
doin', you know, partner, have a seat, you know,
let's see what we can do for you. You talk to a
woman, hey, Sally, mine name's B$, okay, I'm your
Army representative, come on in and have a seat,
okay. Now, what is it that you want the Army to do
for you? You key yourself way down, you get real
low, you lean way forward in your chair like, you
know, yes I'm listening to every word, I'm hanging
on every word that you say. Just go ahead and fill
me in on this. Guys do it, why do you do that?
Okay, there's no reason for you to do, you're not
asking the girl for a date. Okay, you're trying to
get this girl to join the Army, okay. I sometimes
think that women, okay, feel offended when you
conduct an interview like that, because they're not
expecting that from somebody who's in the military.
They're expecting somebody who is authoritarian,
okay, somebody who's in charge, who's in command,
tell me what you want me to do. Okay, why treat
them different? 1 don't know why guys do it,

Interviewer: See for me, 1it's, it's I can understand guys doing
it not because it's effective but because it's all
they're used to and they don't have the flexibility
to change to a different style, or try something
different.

Subject: Yeah, you've got to try something different because
I, I still find myself sliding back into that. But
you've got to come up out of that.

Interviewer: Is it, am I picking up that it's not as effective
i when you do that?

Subject: I don't think it is, personally myself, 1In, in all
the times that I've spent on recruiting and talking
to women and, I don't see that that does any good
at all, okay. They want to be treated equally, you
know. 1Is this how you talk to guys too? You know,
I had a girl ask me that one time. Now, right then
you know, that, man, I must have really been
groveling. Okay? No, I guess I don't. And then
you pick yourself back up and you go, okay, now.
This is what we're going to do. What is it that
you're looking for the Army to do? Okay, are you
looking at the Army college fund, are you looking,
you know, to take a completely different aspect. I
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SUBJECT A

mean, okay, fine, okay we can do this and we can do
that, okay, now 1if we can do this and we can do
that, are you gonna' join the Army? Okay, well I
don't know. I don't know if I can make it through
basic training. That's a common question that
everybody has, okay. Women especially, okay. But
do you know that right now the Army's got more
women in it than it's ever had? Yeanh, you can make
it through basic training if you want to. Okay.
You're not going to be treated any different than a
guy is. Okay, you're going to go through the same
basic training that he does,. Okay. 1It's going to
be hard, okay. Again, let them know the complete
facts, fill them in on 1it, okay. This 1is a
different world from 1975, okay, that's when I
graduated from high school. Okay, in 1975, Dback
then, no, everybody protected your women, you know.
You don't, that's not something you do, you don't
go into the military, okay. You don't 4o any
mechanic's work, okay. If you're going to get a
job, you're going to get a job as a secretary,
okay, or working as a nurse. Women are going into
different jobs now. Women are going into the
aviation field, women are going into mechanics
jobs, okay. 1 got women that want to go into the
field artillery, okay, for cryin' out loud. Why
treat her, you know, somebody that wants to go into
the field artillery any different than a guy? Lay
it on the line. Again, if they bite they bite, if
they don't, you know, you're fooling yourself
anyway. A lot of people, you know, take rejections
too seriously, too much at heart. I do at times,
too. Shoot, if you lose them, you never had them,
so, you haven't lost anything.

Interviewer: Talking about high school guidance counselors and
working with them.

Subject: Mrs. C$S is a good example of one who worked here,
of one who worked with me over here. The first
question she asked is where are you from? I said,
well, 58, that's where 1 work out of. No,
originally, where are you from. Well, I was born
and raised about 65 miles north of 6S up on 78,
Oh, okay. Now, why, where are you from? 8. Oh,
do you know D$ Yeah, I know them. Well, that's
probably most of my relatives I said, but -- you
know, anyway, now is it okay, I said, if I ask you
a couple of questions? Yeah it is. And I had
talked to a couple of seniors out there and 1 said,
you know, this is something I've been seeing more
and more of, I said, the longer I've been out here,.
When I first came out here, it wasn't gquite as
popular as it is now, where people say, what, 1 ask
the question, what are you going to do when you
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el graduate? Nothin', What do you mean by nothin',
.{ you're not going to get a job or travel, or you
L0 know, go to school? No. I'm going to live at
* home, Jjust take a year off. And your parents are

. going to allow you to do that? And she said, that
,:;1. is something, she said, 1've seen, she said, for
&, about the last seven years. And on the increase up
W here, she said, more and more parents, she said,
" are allowing their children to spend a year off,
. okay, live off of them at home, do absolutely
oA nothing if that's what they want to do, you know.

. And then if they decide to make a decision to do
~ something, then do it. 1 said, well, I said, you
" know, I said, the only thing that I can think back

- to, I said, 1is, you know, when I was at home. I
mean come graduation time, that was ten years ago,
but come graduation time, you know, once you had

oy gotten your diploma your mom and dad were standing
‘o there with your plate going, what are you going to
2 do? You know, you ain't going to live here. You
s know, are you going to get a job? Are you going to
go to school? I1f you‘re going to go to school,
= fine, we'll help you as much as we can. Are you
§ going to go into the military, what are you going
x to do? You know, she said, that's not happening
Q any more, she said, parents are getting very, very
> lenient. She said, a lot of times that happens.
- Interviewer: All I can think of is, if there's no jobs here and
k. they want to keep their kids here then that's their
:. way of keeping them around hoping jobs will come
N back.
l‘ .
- Subject: I don't know. 1 couldn't decipher that at all.
- You know, ¢to me, it's, it's, that's something that
;\ is tough to battle, okay. Why do they want to just
Ai} sit around and do nothing?
.
b Interviewer: Well, vyeah, of course there's those kids on the
! other end that have been here a year,
Gt
- Subject: Yeah,
1.,.
- Interviewer: Parents are getting, want them to move finally.
ro
‘ Subject: They've been laying around here for a year doing
- nothing.
ié Interviewer: I can't imagine that, I mean I would go crazy.
i
A
.$: Subject: Yeah, that's not my cup of tea, I can't do that.
& For about a day, 1I'm good for about a day of doing
- nothing. Then 1I've got to find something to do,
, even if it's wrong, 1let's do it, you know? But,
Q most counselors, if you approach them in that
)
o
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; sense, you know, bring up something about their

ﬁﬁ students. You know, they'll either get real

s defensive, and try to protect their students, say,
well, this 1is the reason that they're doing that,

o or they'll just flat out agree with you. Say, hey

( you're right, you know. 1've never seen a class

e that want to do nothing more okay, 1in my entire

) life, It would do them a world of good to go in

S. the military. You know, I said, that's what 1I

thought, you know. As long as they're going to do
5 nothing for one year, why not do nothing for two
s years and join the Army. And at the end of two
é years of doing nothing, here's $17,0808 to go on to
s school with, if that's what they decided they
! wanted to do. Most counselors will, you're right,
' it wouldn't hurt them a bit for two years. Hey,

"t partner, educate your counselors. Army's the only
\ one that's got a two-year program. Army's going to
e give them $25,080 for an education. You know, I

like counselors who want to know what we do have.
K To me that shows a sign of, you know, well fine.

You know, because I do come across, counselors do
come across people who need education money, but
academically they won't get a scholarship, they're
not that good of an athlete to where they'll get a
scholarship to go to a school, so they'll recommend
to him, have you every looked into going into the
military? Well, I though about it. Well look, I
was talking to the Army recruiter, okay. Something
that you might want to do, Jjust talk to him, See
what they have available. They told me about the
Army college fund program where you can get up to !
$25,000 for continuing education. That might not
be a bad idea for you to check into. A lot of
parents still get irate if a counselor tells a kid
that he has to do that. Okay, he can recommend it,
and then most parents will accept that. 1I've got a
counselor out at 3$ who was excellent, who, that's
the best that he'll do, he'd recommend that they
look into it, at least just check the option out.
But he won't tell them, hey, the Army is the only
service that you need to check out. Check them all
out. I do the same thing. He says, well, I'm just
going to check them all out, hey that's a good idea
partner. You need to check them all out, see which
one has the best programs for you. You know, for
what you're interest in doing, you want to continue
your education, okay. You want to get a four-year
degree.
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Interviewer: I wonder if the other services have anything like ’
our, what do we call it now, open contract, closed
contract, guarantee a job?

r

O

” Subject: Right, they have open contracts, they guarantee a
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SUBJECT A

P field, and usually they'll only guarantee, well,
] they'll guarantee a field for three or four vyears.
B And they can guarantee a specific job six years,
) okay. But, to most kids, again, the downfall or to
" how to downplay that, okay, 1is do you want to
enlist for six years? Hey partner, 1look, 1if you
decide to enlist in a military service, because
they're uniforms are better than ours, you like the
blue better, okay, that's fine, I can't, I can't
fight that partner. 1 got a dress blue wuniform,
okay, that 1 had to buy, okay. ©Now if you want to
go out and buy it, all right then I can put you in
a blue uniform too, but if you're 3joining them
because you like their uniforms better, I can't
fight that, okay. But if you're joining another
service because they can offer you more for ,[our
education, okay, give you better skill training,
okay, on a shorter term and guarantee you a
station, okay, then somebody's jerking your chain,
partner. Okay, because everything that I've told
you, I can show you in writing. And if somebody
says that I can't do it, I want you to ask them to
.- show you, show you how they know. Have them show
A you in writing. If they don't want to do that,
o tell them, okay, that you want to meet with them at
your house and 1'l]l come out there, too. Okay, and
we'll Jjust sit down and have a little talk, okay.
And then you make a decision as to who's lying. Am
I lying, or is he lying? Okay, who can do what.
I'm willing to do that any time, anywhere. and I
had that situation arise when I was in 1$. The Air
Force that, no we couldn't give him guaranteed job, |
we could not jive him the Army college fund. So,
we were in the same building. They were upstairs,
o we were downstairs, I said, well look. I said, why
don't you just walk on upstairs, you know, walk on
h in there. You know he's there, you just came from
5 up there, okay. Tell him to come on down here, you )
i know. Come on down here and, and let's settle this ‘
X thing, I said, because like I told you, now I can
, show you in writing, I said, and let's get this
- thing settled. He went upstairs and he was gone
v, for about 26 minutes. and 1 thought, you know,
. he'll be back. Well, about then he came back in
i through the door, and said, he won't come down. I
said, why not? Oh, he says he's too busy. I said,
well what's he doing? Well nothing, he's Jjust
sitting at his desk. 1 said, well, see, probably
the reason might be that, you know, I can do you
what I told you 1 could, And by then I've got
everything looked up so I can show him. See, I can
give you this specific job and 1 can give you the
Army college fund provided that you qualify, okay.
And he said, yeah, okay, he said, I think he was
lying to me. I think he was just trying to get me
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Interviewer:

Subject:

Interviewer:

Subject:

away from you guys, because you guys have the best
programs, I said, that's for you to decide. 1
said, I'm not going to talk bad about him. I said,
but if you feel like he's lied to you, you know, if
he's 1lied to you he's going to lie to you again.
That's a good possibility. So, wuse 'em. Use 'em
or lose 'em.

How would you ... an unresclved issue?

1f you leave something out, okay, and he's
interested in it, he's going to tell you. He's
going to tell you indirectly. Okay. Maybe even
directly. You know, he may even come right out and
say hey, don't you guys, you know, offer retirement
programs? Oh, yeah, well, shoot, we got one of
them too. You know, but you know, or what about
continuing my education while I'm in? ¢h yeah,
that's something, you know, that we do have that I
didn't bring up, but I'm glad you did bring it up.

What's indirectly?

He'll throw an objection up to you, okay. That's
what I mean by indirectly, letting you know that
you left something out, okay. Directly, yeah,
coming right out and saying, you know, well don't
you guys have an Army college fund? Oh, yeah,
didn't 1 mention that? I'm sorry, we got carried
away, we were talking about your training, we were
talking about your travel, you know, and you being
able to support your family, okay. Well yes, we do
have the Army college fund and that is something,
you know, that you could possibly be qualified for.
Okay, this is what the program is all about. Okay.
Indirectly, well, 1 don't know, that all sounds
good, but. But what, partner, is there something
that I've left out? Well, I, I would kind of like
eventually to get my four-year degree, okay. Well,
1'11 show you a way, through the Army, where you
can continue your education while you're in it,.
Okay, the Army has a program called the Army
college fund. That's for you to use once you get
out, okay, so that you can go on to school no
matter where it is, okay. Use the Army college
fund to get it paid for. And I apologize for
leaving that out, okay, because it is something
that evidently real important to you. I1f we can
get you the Army college fund, along with the job
training that you're looking for, and show you how
you're going to have the security of that job, that
paycheck coming in every month so you can support
your family, okay. Are you going to join the Army?
Yeah, I think so. Okay, is there any doubt. You
know, you said 1 think so, okay. 1Is there maybe a
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Interviewer:

Subiject:

Interviewer:

little bit of doubt there yet? Well, yeah, 1 don't
know, okay, I'm just not sure just yet. And that's
where the scared factor to me comes in. Okay, and
that's everybody, I don't care who they are.
There's always a scared factor. So you handle the
scared factor, I usuvally save the scared factor for
last, okay. Because that's the easiest one for me.

So how do you handle that?

The scared factor? Make them face up to it, okay.
Make them admit that they are, okay. Because of
the fact that most people are afraid to admit that,
okay. Don't be afraid of that. Everybody feels
that way. 1 felt that way when 1 first went in,
we're human. It's a good thing, though, to be a
little hesitant like that. Because you're going
to make sure that you get everything that you're
looking for. Now, when would be a better day for
you to, you know, take the physical and see if we
can get that job, that program set up for you.
Take it out and let him know that hey, 1I'm not
alone in this, I'm not the only one who feels this
way. You know, it sounds good but, I won't know
anybody. Do you realize that when you go down to
basic training you're going to have approximately
120 people down there with you. How many people do
you think are going to be down there that knows
somebody else? There's a lot of people going to be
in the same situation out there, okay. Guess what,
they're all going to be a 1little scared, too.
You've already got something in common. You're all
hooked in the Army, you're all starting out
together, okay. And you're all scared, okay. So
don't feel like you're the only one that feels that
way. When you get down there, you're going to meet
somebody down there, okay, you might even just see
him just across the room, you make eye contact and
you're going to realize that hey, 1'm going get
along all right with that gqguy. 1 don't even know
who he is. But me and him will get tight. We're
going to know one another real well, be good
friends. And you will and you'll maintain your
friendship throughout the time that you're in basic
training and maybe even go on to advanced training
together. If not, okay, you pick up another
friend, and you can look forward to meeting many
more. So, there's a lot of different ways to
handle different objections. 1 like to relax them,
just make them feel they're, hey, don't worry about
it. Maybe it will be okay, if I join.

I didn't realize that you can play this all in your
head.
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Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Oh man, that's, you see this 1is something, I
practice doing this.

How?

I can do it with my wife., I can do it with myself,
you know, all kinds of different objections that
come up. Okay, what could applicants say that
would really throw me, okay? I don't want to fire

a rifle, okay. I am totally against firing a
rifle. My religion tells me I can't do that.
Okay. Now you're really not, now you're really
serious about this. You're not jerking my chain

are you? Okay, because you know being in the Army
we have weapons and we do have to shoot weapons.
No, I'm serious. I would join the Army tomorrow if
I didn't have to shoot a weapon. Well, Jjust so I
can clarify this for myself, what you're telling me
is 1if I can put you in the Army so that you don't
have to shoot a rifle, okay, kill anybody, you
would join? Did you know that you can enlist as a
conscientious objector? So that you don't have to
fire a weapon? I can? Can I really? I can show
you 1in the regulations where you can partner. It
takes a waiver from headquarters and it takes just
about 90 to 188 days to get it back, but if it
comes back approved, 1 can put you in the Army
without having to shoot any rifles. Well, that
would be okay then. You know, I make things up,
you know, and see can I overcome it? What would I
do to overcome it? How would I overcome it?

That's super. Is this something you've done all
your life?

No, 1it's not something that I've done all my life.
I started when I, when I saw, probably when I got
on recruiting, the success 1in the station, And a
lot of the success coming because of the fact that
people knew how to handle other people, you know,
answer their questions so that they're completely
satisfied, okay. And that they will then agree to
whatever it is that you're asking of them. That's
when I think I started practicing that. Again, you
know, it goes back to my first days at recruiting,
it was somebody that, when I was, you know, we were
talking about recruiters having mentors, he was
mine I guess, you know. Silver tongue, golden
throat, okay. The boy could talk. You know, yeah,
Sergeant ES. You know, what would you like me to
say. You know, hey, maybe I gotta' a guy that I
just, you know, I'm at wits end, now he's coming in
again today, okay, but I don't know what to tell
him. I think he's genuinely interested but I can't
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think of what to tell him. I've tried answering
all, -- and he will then sit down and have you go
in detail, you know. He said, now I know that you
don't have a lot of brain cells left, hey, but I've
been recruiting for one or two months, your memory
is shot, tell me what you can remember about
talking to this guy. What objections did he have,
what did he like and what didn't he like, you know.
Okay, and go over it with him. Okay, and then when
the kid walks in, okay, I would sit down and start
talking to him, ES$ would come out, you know, he
would reach over, put one of the phones on hold,
okay. And he'd come out into the office, Sergeant
BS, phone call for you. Would you like to take it
in my office, would be a little more quiet for you.
Well, sure, okay. Sergeant ES$, I said, this is,
this 1is Joe, you know. Actual 1life situation.
Joe, this is Sergeant ES. He'll be talking to you
for a few minutes while I'm gone. Okay, the kid's
a little nervous, well who's this new guy? He's
big, too, he's six-three, six-four, weighs about
215 pounds and he would talk to him and talk to him
and talk to him and pretty soon the kid is just
laying it on the line for him. You know, and I
thought, now I can learn to do that, okay. 1 can
learn and I guess I used to pick somebody's mind,
find out what is really stopping him from joining.
But I have to learn how to do that and the only way
that I can 1learn how to do that is by teaching
myself how to do that. By finding different
objections, okay, not being able, or not being
satisfied with just taking one no. Okay, to keep
on going, okay, until the kid says that's it, okay.
That's the only reason, okay. And if you can show
me how I can do that, fine, I1'll join. But the way
that statement comes out sounds like everybody that
I talk to goes in, They don't. But, the people
that I talk to that don't go in, I establish enough
rapport and know enough about that person, and they
know enough about me, okay, that I can use themn,
okay if I need to, alright. Hey, do you know so
and so, I was just out there talking to them, are
they going to join? No, they're not going to join
but what they did was, they took the opportunity to
sit down and see exactly what the Army has to
offer, so.

Interviewer: If I understand, the point of the gig is to find
that people you need and counsel them so that they
see exactly what the option is, because they're
good options, and, you know, let them decide. But
if 1it's really good options, you know, they'll
probably go for it and to let them know that. And
if not, at least as you said, you <can, they're
willing to help you to get other people because,
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guess what, they live out there and they know more
people than you know. And in the 1long term, a
satisfied person that doesn't join will help you a
lot more than a dissatisfied person that joins.

That's, that's, you know, I can give you people,
people's names that I've had that work for me.
When I was in 18, when I was in 9$, leave them with
a good taste in their mouth, okay. Basically what
is comes down to. Leave them with a good thought
in their mind, you know. Don't badger them, okay.
Do it to a certain degree, but do it in a way that
they feel like, you know, it's still up to me, it's
my decision, okay. You've told me that, now you've
convinced me that this is the right way to go,
okay, or maybe you haven't, okay. But at least,
you know, you respected my answer, okay, accepted
it for what it was, okay, and you're not going to
forget completely about me just because I'm not
going to join the Army. I go to a school, now, and
talk to a lot of kids, you know. Hey, boy, you
know, you ready to join the Army vyet? No. We
talked two months ago. No I'm not. Well you know
anybody else might be interested in some of the
programs we have? Well, I was talking with John

, he might be interested. He's interested in
going into mechanics, but his folks can't afford
that. Didn't you tell me you have a two-year
program in mechanics? Yeah, we do. I think I
ought to talk to him, You mind if I mention your
name. No, no, no, go ahead and use it, me and John
are tight. So I talked to John and put John

in the Army. Okay? Again, it's just back to

using, being able to use them.

I think, I think my criteria of a successful
encounter with a prospect would be not whether they
come into the Army or not, it would be that the
station commander could take that person, sit them
down and they could tell the station commander
specifically the benefits the Army, will, could be
giving them and specifically why in their case they
chose not to. And he would say, that's a
reasonable decision to make and what it means is
they are now so educated, you essentially created
a, a mini recruiter that knows it so well they
could go to their friends and say, you know, you
don't have the same situation I have. You don't
have parents that could send you to college. That's
why I didn't go into the Army. Maybe you should
consider it. As they outline the benefits like you
use to DEP people. You see it's educating people.
1, it's, you know, the Army now is one of the best
kept secrets in terms of all the benefits they
provide.
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’
Subject: I, you know, when it comes to people like that, you
' know, a lot of people say, well you waste a lot of
time talking to those other guys. Well yes and no.
fﬁj Yes 1 am wasting some of my time now, okay, 1in
1y talking to all these people, okay, because right
- now they're not going to join. If something
Wt happens further down the road and they need
s something that 1 have, okay, who are they going to
a remember and what are they going to remember about
f:? what was told to them, okay. 1 want them to
o remember everything. And that's something that
N I've had happen to me, you know. Talk to a kid,
S you know. Thirteen months later, you know, that
L kid walks in the door. Hey, you wouldn't happen to
‘ remember me. I never thought I'd see you again. G$
N aren't you? Yeah, I am, Have a seat partner.
N Okay. Would you like a cup of coffee? Oh that's
h right you don't drink coffee. You want a beer,
: probably, but I ain't got any beer here, you know.
What can I do for you, G$? Well, you know, I, like
I said at the time, you know, I wasn't interested
o because 1 did have a job. Well, the job didn't pan
by out to be everything I though it was going to be,
A you know. Is there still an opportunity for me to
j: go into the Army, to get the Army college fund?
e Yeah, there might be. Do you know anybody else who
£ might be interested in going in with you? Not
A right now. Okay, well you think about it, maybe we
" can get you promoted later on. What? 1I'll talk to
u; you about that after we've gotten you 1in, gotten
" you a job. You know, you leave them with a, you
- know, a little mystery there. Well, what's he
talking about? Get me promoted? You know, what
o does that mean. And then when he, once he's
o enlisted, you know -- remember, G$, I told you I
o would get you promoted? This is how we do it for
’t@ you. Then lay it on the line to him. Well does
. that really mean to me. What that means to you is
- $120 a month extra. It means that your Army
o college fund, the money that they'll deduct from
3 your paycheck, okay, is taken care of so you still
N have that initial amount plus a little more left
~ over to do with as you please. Now, is it worth
- your time and effort to get out there and tell the
. people about the program that you got? You bet.
o So, again, you leave him with a good taste, maybe
s you won't get them back, you know, but like you
:ﬁ said yourself, yeah, somebody, they're going to
¢ tell somebody, they're going to run across somebody
- who needs something, you know, that they know that
- the Army has and can provide them with, it could
P make it maybe a little easier on them,
N
" Interviewer: Selling smart, not selling hard.
¥
:
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Yeah, 1 don't know. There's a lot of differer.
ways that that gets phrased. You know, working
smarter, not harder. Yeah it doesn't pay off for

you right now, okay, but if you create a situation
in the community where, okay, you're not just out
here to drag them on to ours, put them in the Army
and forget about them, that you're concerned about
them as individuals.

Yeah, pretty much, yeah it is. It's kind of like,
you know, the Army 1is hung up on <closed 1loop
systems anyway. You know, you have this to get
that, this and that and then you're done, okay.
The sales cycle goes like this, in a big circular
motion. And really the sales cycle doesn't stop,
you know, quoting to the book is what follows.
Okay, but you know, that can be an interpretation,
you know. Are you talking follow-up as far as when
are you going to join the Army, or are you talking
about follow-up as, you know, contact mom and dad
after he's started. Okay, how's he doing out
there? How's things going? Has he written me any
hate mail yet? Okay, oh yeah, yeah, he thinks
you're terrible. Well now wait a second now,
didn't I tell him that this was going to be hard on
him? Yeah, you did. He doesn't really think bad
of you, you know, he's just experiencing, you know,
what it's like to be out on his own. It's good to
follow up with the parents as well as kids, because
kids love to stop in after the basic training, you

know, 1let them come in. Come on in, tell me
exactly what it was like. Did 1 leave anything
out. Is there something more that I could have

told you? Okay, and the reason I'm asking is,
okay, is it, is because it's been a long time since
I was through basic training. Ckay, things do
change, okay. Now granted it's a little late for
me to help you in the situation, you know, that
maybe I left out for you, but for the next person,
okay. And the kids say hey, he's concerned about
what he's doing here, I think I am genuinely
concerned about what I do out here. Because of the
closed loop that happens. Whether you stay or not.
If you don't fine, the next recruiter that comes
in, okay, is walking into a wide open area. Okay,
a kid walks in. You know, where's Sergeant BS$?
Oh, he left, he's gone, okay. I'm so and so, I'm
Sergeant , oOkay, I'm your new Army recruiter.
Oh really? You know, it's going to take you a
little time, okay, to fit in where anybody else
left off, okay. But it's a whole lot easier for
you, okay, 1if a recruiter closed his loop, okay,
did his follow-ups, not just through shipping, but
past shipping, and show concern all the way
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ih through. You know, somebody's in basic training or
QQ advanced training and they need help, okay, or
‘ they're coming back from basic training or advanced
" training and they need help financially. Hey,
> that's not my job, man. I'm a recruiter, okay. 1
o don't care if you didn't get paid enough, you know.
oWy What did you do with the money you had when you
<, came out of basic training? Get you're own ticket
i down there, okay. You're in the Army partner,
okay. You're going to blow it in a community, you
'j tell somebody that. Okay, because it's going to
. take about that long and they're going to go hey,
[~ you know, don't go see that guy, okay. If my son
'] needed help, you know, he's in the Army. He went
o down there to talk to him. He told him to hit the
) bricks, you know. So anybody, no matter who they
N are or how nasty or obscene they may get, okay, you
5{ smile and say, yeah. I can help you, somehow. And
o at the end of the day you go home and you have a
'xj beer and you say, gad, I'm glad they're gone, you
W know. Some of those can be headaches if you didn't
. know them more before hand, you have to get to know
b them., How did that recruiter treat him? How did
N he react, you know, what did he say to them?
ﬁ You've only got one side of it, okay. If that
? recruiter is still in the local area, he should pay
;@‘ for it. You know, give him a call. What did you
. tell this kid? I don't care what you did tell him
o but tell me what you told him. Now, if you lied to
o him I want to know., Okay, well why go say anything
-, to him. Okay, because I gotta' try and straighten
Y this out especially if he's dissatisfied. Two
calls today, you know, we're not getting our check.
- why? I don't know. Okay, at enlistment they told
Koo, you exactly what you needed to do to get it. Okay,
7 what did your recruiter tell you? Well, he said
o all we had to do was sign up for it when we were in
7 28 and then we had it. Well, that's partially
v true, that's all you have to do there. When you
-~ get down to basic training, there are a bunch more
o forms you have fill out. You have to fill out the
. exact statement. You've gotta', you know, it's it's
:l okay to sell a program if you know everything about
~ it. If you don't know everything about it, okay,
e put out the effort to find out before you sell it,
- Otherwise they're going to come back and bite you.
hi
Q Yeah, and again, well you know one month later --
§ﬁ oh, you're not the same recruiter as before. 1
e said, no, but what can I help you with? Well, he
.~ said, 1 looked int¢ the payment program and they
- aren't doing anything you know. Well, did the
Ié recruiter let them know that for the first year,
- the only thing that they'll do is defer for one
*; year, then they'l]l make a lump sum payment on jt?
&
4
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I don't think he'll know that. Well, you have him
give me a call. 1I'l]l make sure he knows everything
about it, what forms he needs to fill out, the
whole nine yards. And you know you can smooth
those over and when she got through, you know, when
she got through, she said, thanks a lot she said.
You've really set my mind at ease, she said. I
thought he wasn't going to get it,. 1 said, well,
you know, we've still got a chance of getting if
for him as long as it was guaranteed to him before
he enlisted, we can get if for him. Okay, that's
great then, she said. Now the trick is coming up
and making sure that he does get 1it, otherwise,
again, you're just another recruiter that lied to
me.

How can you help, realistically.

Realistically, he's having problems down on his
unit and them not knowing, you know, what the hell
he's talking about basically. So it's, what it is,
is his personnel section on his end of it, his
operations section not knowing what the Army has
available for him, You know just informing them,
letting them know that, hey, the program does
exist, He's not jerking your chain, you know the
boy's not insane, don't send him to a psychiatrist
yet. Okay. That program that he enlisted for does
in fact exist, okay, he was qualified for it at the
time of enlistment, he, you know, needs to be put
in on this program. Okay, if you have any
questions about, you know, the exact documents,
okay, 1 recommend that you go out on a regulation
601219, your enlistment gualifications and
procedures, okay, and you'll look it up in there,
find out exactly what forms you need, okay, and
make sure that this guy gets them, okay. I can
make sure, I can make them aware of the program, I
can't make sure that he gets it. What he's going
to have to do now. But, it's something that, I got
bit on it once, so 1 know now. Okay. When a
program is first instituted. 1 guess, you know,
learning from your mistakes, that's what you gotta'
do. Nobody's perfect, okay. But, you know, that's
something too, don't be afraid to admit to that
applicant that you were wrong, okay. Why, what's
going to happen. Is he going to throw you aside?
You know, if he does, fine, you didn't have him
anyway. Okay. But, you know, if I find something
out now I tcld somebody that's wrong, okay, 1I'll
call them up and tell them. Hey, partner, you
remember I told you where you qualified for the
Army college fund? 1 made a mistake, okay. You're
not. Okay, if you go into that job, you're not
qualified for the Army college fund. Oh, so
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basically what you're telling me is that you lied? 2;,
Well, in a sense I guess I did. But you know what, R
I'm only human, okay. I do make mistakes, okay. T
Have you ever made a mistake? Well, yeah, once. ®
You know, and that was probably that you thought + 4
you were mistaken and then you were wrong, right? o
Well, most kids will, well thanks, 1 appreciate o
your calling and clearing that up. .3.
J
Interviewer: When recruiting, 1is it more important to make .
missions, or to do it in the sequence you're used -
to doing it in? ot
"
Subject: To myself, it's more important, okay, to stay in 25
sequence, okay, because of the fact that this is ~uor
how 1 work. Okay, if I continue to work this way, ﬁf
okay, I'm going to make mission. If 1 can keep g
myself, and that might be the key to the whole o
thing, if I can keep myself moving along at a pace Q
that I'm comfortable with, or the pace that I'm NG
used to working at, I know that mission's going to i
come. That's something that the command doesn't .
realize, because they do. They are worried about, %&
you know, when are you going to do it. In time, :HP
okay. I'm like a fine wine. Who was the fat guy o
with the beard, 1I shall serve no wine before its NS
time, I shall enlist no person before his time. Ef
You gotta, you gotta treat these guys with kid -y
gloves. You just can't grab them and slam them up =
there, you know. It's not a, you know, you don't ﬁf
grab them, okay, take a can of stick-um, spray them T
down good, throw them up there and see if they Ny
stick. Okay, if they don't, you know, they bounce N
back to you, spray them down again, so you throw -*
them up there, then you're wasting time. Okay, get 7
everything done first, okay. Putz if you have to. N
Okay, and by putz, I sometimes, you know, 1I'm a ?$
putzer, okay. 1'1l work slow, okay. But when a )
guy goes up there it's all over with. I know he's N
going in, okay. Providing that he passes the ®
physical, okay. I1f he passes the physical all T
right, I1'l1l call the first sergeant and say you got ﬁ?
a contract, now aren't you glad I called you and p&
let you know that? Well is the guy in yet? What )
did he get? Well he's not in, he just got through N
with the physical. Oh, well then I don't want to :‘
talk with you. Hey, no problem. Now I'm going =
down to pick him up now, you know. And I ain't 20
going to drive all the way down there to pick him !
up if he's not in. He can take a bus back homne, ROl

okay, get him back 1late at night. But it is
important to me to keep an even keel, you know,

2

keep a solid work pattern going, okay, whatever it Y

is. You know, you're going to have a day when, ;\

blap, you do nothing, okay. Tomorrow might be a a:

h ]

A
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day when I do that, okay. Well that's fine, okay,
well I need those days too. Okay, do things,
finish things around the office. Get application
paper works done and sent out, make arrangements
for kids to go to the hotel, make arrangements to
get kids to testing, okay. Make new appointments.
It's all things that I have to do, okay. So 1
don't ever have a completely down day, okay.
Mission, you know, if you're still worrying about
that one sole number again, okay, you lose
yourself, You get caught up in that one number,
okay. And you stop worrying about the applicants,
how am I treating them, am I giving them everything
that 1 could give them? Okay, or am I short
changing them, okay, am 1 leaving a lot out? So I
like to forget about the number, not completely,
it's always there. Okay, it's probably more, more
there? No that's not right, but you realize it
more right at the end of the month. All the
sudden, you know, you've got one week left and
it's 1like somebody pops the target up in front of
you, you know. Wham, there it is guy. Guess what,
you know, you've got a week left to go, okay.
Then, you shift from first gear into second, okay.
Where you were moving slower and everybody was
comfortable with you moving at that speed, okay,
you start moving them at the same speed that you're
moving at, okay, they still feel comfortable with
it because you're doing it. Okay, hey partner, we
need to get you up there as soon as possible.
Would Friday or Monday be a better day for you?
It's the last two days of the month, okay. Which
day'd be a better day for you? You know. Well, 1
don't, I'm probably going to need more time than
that., Partner, if we wait much longer we might not
be able to get you exactly what you're looking for.
Okay. Now, you told me that provided you were
qualified, which you are the best that we can
determine, okay, you would join the Army. Give me
a day, which one's better? Okay. And they'll,
you're right I did tell you that. Okay. Let's do
it Friday. Then 1 can get it all done with and 1
can have my weekend off. Then 1 don't have to
worry about going down to 2S5 on Monday. Works good
for me, works for me partner, let's get together,
get your paper work done. Okay, zap, paper work's
done, okay. The people that you're, you know, you
still have to conduct interviews, you need them,
Okay, but the people that you're talking to, you're
talking to now instead of in first gear, you're
talking to them in second gear, And what happens
with those people 1is still being careful and
remembering that, you know, this number is there,
but these guys are more important first, okay.
Take care of them, but if you can take care of
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them, and they fall into this second gear pattern,
okay. Great. Okay, Thursday hits, okay. Now the
number 1is really big. Okay, you've got one guy
scheduled for Friday, you've got one guy in, Yyou
o still need one. Okay, where am I going to get him?
Okay. Now anybody that you talk to, partner, you
know we've only got a couple days and we may be
able to get you that job and that program, We're
going to have to do it right now. Can you make a
decision now? Are you the type of person that can
o make a decision and stand by it? Okay. You start
changing again. You're recruiting sales cycle, and ]

- :ﬂ’ o

L L Ll 58 S

s these people, if you don't get them now are not )
N going to go, okay. But you gotta be very careful,
L~ okay, to back off them, okay. Because I'1ll do

that. I will jam them, you know. We've gotta go
™ now, okay. No, there's no way 1 can make a ‘
j decision that fast. Are you sure, 1is there !
O something that I left out? To try to handle any
X objections, cover everything, okay. Hit them again
5 with a close. You gotta go now. I just can't, you

know, I need at least a week to think about this.
Okay, partner, let me ask you this, if I give you ;
that one week to think about it, next week this
time, will you join the Army? Yeah, I probably
N will. That's good enough for me. Now next Monday,
j I'm going to be giving you a call. Because I'm
. going to want to get together with you and get your
N application paper work drawn up. Okay, so that by
~ next week this time we can have you up in 28
:b getting you a job. Now what you've done then is y
N
"

[}

o MV

you have created an overflow for yourself. Okay.
b In that second gear mode, okay. Or third gear
mode. But the majority of the time, okay, yocu are
going to be logged out before that last week comes
into play, so you don't have that big number there _
anymore. The only number that you then have, okay, A
if you work on a constant basis and continually '
keep working that, mission's going to be made 1
before you get to the end of the month. Okay.

PN A )

Pd 1" Al

v

Interviewer: Where 1is that number in like the first or secongd
week. Do you just not see it or =-- behind you?

AL A

Subject: I1t's behind you, you know. It's back there with g
last month. You know last month is over with, you
know, 1 did great last month. You know, what we
got for this month? Put in a couple more folks, I
guess, that's my job. Put people in the Army.
Okay, or help them get in the Army. Okay, and you
keep moving along on that even keel calling people,
okay, you call them, set up the appointment. Make
3 the appointment, set up the testing, get the
' testing done, set an appointment for the paper

h work. Get the paper work done, set up a date for
)
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: the physical, get the physical done. Get him in,
: okay.

Interviewer: In order to get someone in, if you just wanted to
# go for volume and get people in, would you jump v
k' something or would you just speed them through the \
whole thing real fast?

{ Subject: You speed them through it, but, and that's when,

myself, you've 1lost it in the beginning of the
N month, okay. Right now they're working on a
concept that, you know, mission, 1is going to be
made by the end of the third week if you use this
constant work plan schedule. Myself, I feel like,
' yeah, that's a complete feasible plan if you start
working on that month two months, or two weeks.
Okay the next month, if you start working on that
two weeks prior to that month getting there, 1lose
: mission that month, okay. Myself, lose mission %
& this month, but start in tomorrow, work on mission o
B for next month. Okay, don't worry about who's

going to go in this month. Anybody that goes in
X this month is pure gravy right now. Okay, but I'm 3
- looking for somebody that wants to join in the
P, first weeks of October, okay. And that's going to
' put me on keel, that's going to keep me on a
straight line glide, I'm going to be able, if I can
do that, if I can find somebody right now, okay.
that tells me I want to go into the Army, okay.
Well now, I'm going to, you know, hey, you're on
partner. You want to join now, or you want to join
next week? I want to join now. Fine, well, we'll
put you in now. Okay. Keep right on going.
Because, in order for me to make mission next month
: I know that I have to still make telephone calls,
N still conduct interviews, still test people for ,
” physical people, okay, to get them ¢to enlist. 9

Okay. That's an everyday occurrence, ockay. If you "

work off of it try not to jam yourself, okay. And

a lot of times I see it happening. You know, you

come down to the last week, damn. I still need X
N three people in. What am I going to do? The sense
. of urgency is right there. 1It's like somebody came o
up behind you with an electric prod, okay, and hit .
you right in the middle of the back. What? Okay, K
you're heart's going a thousand miles an hour.
Okay, there 1is no caffeine in the world will give
you as big a buzz, 1like that sense of urgency does
in the last week, okay. I need three people. You
don't need anybody from that chain of command
/ calling and telling you, partner, you ain't put
nobody in. Hell, I know that! Who do you think's
, got the mission? I know I ain't put nobody in.
) Okay. You know, and there you're getting back to a
stress factor, somebody calling you up and, you
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know you haven't put anybody in the Army. You only
got one week. You know you still need three?
Yeah, I know that. Okay. What are you going to do?
I'm going to shift gears. What? I'm going to
shift gears. I'm going to go from talking to
people, letting them be relaxed, okay, to pushing a
little bit but not losing them, okay. You gotta
know when to back off to save them, Okay, don't

-

A T B

-

I
»

let them walk away because you were in a hurry. f'

Okay, especially if they're really interested, s

okay. Back off of them. Because you can slide

them in next month. You push them, you're going to o

lose them. 1I've seen that more times than not. }
o)

-
Y

Interviewer: What if you could push them even though they might
not get gquite the job they may want or something
because you're just rushing them through. They
haven't had time to think it through but you sort
of convinced them that, you know, you can do this
job, and they sort of agree and they're wishy-washy
enough.

A

Subject: You're 1looking at a couple of things happening.
You know, number one you could fall back on, on,
you know, what we talked about earlier. You know,
it eventually coming back and biting you. Or
number two a possible DEP loss. You know, well I
didn't really want to do that job anyway. Now you
knew that, you know, from talking to me before.
You knew that what I wanted to do was this. Okay.

A

B3 T T P

o

So, yeah, it can jump back on you. You gotta be o
careful with that. I1f, though, you talk to a kid, )
you know, and you, you know, and I will. You know, 'ﬁ‘
if there anything else you're interested in doing? A\
Well, this. Well if we can do that instead, okay, 4
would you join right now? Okay. Yeah. Are you -
going to be happy with doing that? Yeah. Fine, !
Now I got something to use against you, okay. e
Because you told me you would be happy doing that. e
Okay, it wasn't like I threw you in, okay, I made ha
you join, okay, and you didn't get what you were )
interested in. You know, but you felt pressured e
into it because of me. If you can take the =
pressure off of them, okay, and take the pressure }
off yourself, then, the likelihood of a DEP loss o
isn't there, and the bounce back, okay, or the v
follow-up, okay isn't going to 'happen there. )
Because if it does, hey partner, you know, you told S
me that's what you wanted to do. You told me if ]
we could do that for you, you know, that you'd be o
happy doing that. Now you're back here telling all oy
these folks, that I lied to you. What the hell is v
this, you know. What's going on. You gotta cover )
yourself on that. NG
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SUBJECT A

Interviewer: Are you looking at this as like a five-week <cycle
then? From start to finish?

Subject: I like to think of it that way. Because, you know,
average recruiter, if he looks at a month and he
sees four weeks, okay, he goes, hey, I don't know,
I only have four weeks. I think most people, you
know, find that happening, but they don't realize
that it's happening. You know, they'll work
throughout a month, okay, make mission, okay, maybe
they just made mission last week, okay. But, then
they're out making new appointments, conducting new
appointments, testing new people for the following
month, Okay, and everybody they talked to the
previous month, okay, that didn't go in that month,
you know, you've got a carry-over, okay. And they
find out that, wow, all these folks ¢that I'm
talking to this month, you know, none of them have
joined. The only folks who have joined this month
were the ones I talked to last month. How come?
Because it takes time for a guy to get them through
the processing cycle. There's only a couple folks
I1've ever met, you know, let's do it now.

Interviewer: You talked about the processing cycle that, we put
a person through to join the Army, any thoughts the
processing cycle that they go through? Okay, from
their perspective. I mean, because it sounds like
they're making some kind of adjustment to going
into the military.

Subject: Yeah, you know it's a big step for most kids. You
know, 1it's something that, that's probably the
scarey part to them, you know, because it is now,
we're not civilian anymore, you know, we're going
into the Army, for god sakes. What am 1 going to
do, you know. Do I really want to do this? Okay.
First off, you know, yeah okay, I got this guy on
the telephone, 1 agreed to an appointment, you
know. Told mom and dad about it, they think it's a
good idea for me to go down there. 1'11 go down
and talk to him, but that's all I'm going to do,
I'm going to talk to him, see what he has to say.
Very few say to themselves that, this is what I'm
going to do, I'm going to join the Army when I go
down there. Because, most of them, you know, show
me, okay and then, the Missouri slogan, show me,
okay, what 1 can get out of this. What can the
Army do for me? I don't know. Okay, I've seen a
lot of television shows, 1've heard from my uncles,
I've heard from my dad who was in, you know, what,
how has it changed. What can the Army do? Then
they get down here, you know, and from an
applicant’s standpoint, that can be one of the most
frightening experiences in the world, okay. And 1
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X
think that's where, it, you keep it low key. You :
know, keep them relaxed as possible, okay. Make him g
a part of the conversation and let him talk, okay. &
Whatever he wants to talk about. Okay, if he wants b
to talk about the fish that he caught last weekend, g
you know, if he wants to talk about a math test in ;
school that he took, 1if he wants to talk about the N
college that he's planning on going to. Talk about \
it. Okay, tell me about it partner, okay. I want
to know. 1I've never been there, 1 haven't done it.
Fill me in on it. Okay? Make him a part of your o3
conversation. He gets a little more relaxed and «
say, hey, 1look at this guy. Is he really in the Yy
Army? You know? I've been sitting here for 38 ?
minutes and he hasn't said anything about the Army. N
You know, but, and that I think, is what really '
starts them thinking. God, maybe these guys aren't -
little soldiers marching around all the time, \
Maybe these gquys have a mind to think for ,.:-'
themselves. Okay. You know they are individuals. ;
I think, for an applicant, I can see him, you know,
maybe doing this., After that, you know, then
they're hit up with, well partner, do you want to o
join? That's what they've been waiting on. <
They've been prepared since they got the phone call Iy
to tell you no, but now that they've seen it, if ~;
you've done your job, okay, and you've done a good ;
job, okay, they have a hard time telling you no. §
Okay. Without making up an excuse. If they do ~J
tell you no, then if they have the ability to make n
a decision, if it doesn't take mom and dad or a N
girlfriend or whoever else might be influencing o
him, they may make a decision right down there, you :ﬂ
know, as to what they're going to do. The majority
won't, okay, because you're, you're, you know, god, Ay
this guy is asking me to do a whole hell of a 1lot ﬁ
here, you know. He's talking about me joining the s
Army, going down to basic training, you know, I've ﬁ
seen the movies on that stuff. I saw it on R
television. You know, I know what that's all about )
and I know how these guys can lie to you. You -~
know, and get away with it. You know, I'm going to Q'
have to be careful here, 1I'm going to have to tell 3
him that I need a little time, you know, think this o
thing out, you know. Fine. You know, take some ‘o
time. But in the mean time we might as well give )
you a test, make sure that you're qualified for the =
programs that you're interested in. Because you -
may not be qualified. Well, it's just a thought. o
You have guestions? Let me answer them for you. e
Explain the test to him, Yeah I can take that N
test, see what it's like. Okay, they take the
test, okay. The first thing that I do when 1 get v
the test results, okay, after I've figured out the :
qualifications and scoring, 1is congratulate him, ;
A-62 (A- 62 )
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SUBJECT A

Congratulations. You did a great job. You have a

W 32 QT. Okay? You're one of the smartest guys I've

u tested 1in the last five years. That's great gquy.

Okay? Whatever it is, make him feel good about

. what he's done. But then, resell him on what he

x was most interested in at that time. If it was X

) training, fine, if it was college fund, fine, if d

A he's not qualified for the college fund, tell him

] about the basic GI bill, okay. bon't lie to him,

don't tell him that he can get the college fund if

NN he's got a 32 QT. He can't do it! Partner you're
not qualified for the Army college fund, but, okay,

53 you are qualified for the Army's new GI bill.

. Okay, where we can give you 516,808, okay. You

v know, the kid's saying $19,808, that's a 1little

more impressive to him then, you know we can give

you ten grand, you know, ten grand. Tell him

$10,800. All right. You know, we're talking

: dinero here buddy. He's going okay. So you can do

*; that. Okay. Or you say you can do that. Well

'j I1'11 have to think about this again for a 1little

while. That's fine. Okay. I don't expect you to

jump right on the band wagon. Okay, some people f

do, some don't. I can see that, you know, you're

an individual, you do need to take a little bit of A

time to make sure that this is right for you, okay. :

But provided that we can get you everything that

you are interested in, can you think of a reason

why you wouldn't join the Army? Well, no, not

really. Well then while you're taking some time to X

think about this, my recommendation is, 1let's go

ahead and get your application paper work drawn up

for you. Let's take the next step. Let's set up a \

time for you to take your physical. Go down there Y

and talk to a counselor. Okay, we can do that.

Okay. Now, he's going, yeah okay. Now the only

thing that we gotta do, 1is set up a time for your

physical. Okay, this is what I put applicants

through. So the kid is in, you know, well, okay,

yeah, I <can set up a time to take the physical,

v that's all I gotta do. Okay. Fine. Partner, we

got your application paper work done, okay. When

would be a good day for you to go down and take

) your physical. Would Thursday or Friday this week

L be a better day for you? Oh shoot, it don't

\ matter, Thursday be okay. Well, partner, there's

one guestion, you know, now that you have had some

PP LT

SANIY

XN

b time, because it's been a few days now since you
> tested, and it's been even longer since we first
- talked. Okay, and you've evidently put a lot of
~ thought into this, okay. When you're down there

and you pass your physical, and you sit down and
' talk to the career counselor, if he's got the job
Q' and the program that you're interested in, are you
’ going to take it? Because if you're not going to
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take it, I'm not going to send you down there.
Because, then I'm wasting a lot of money. The Army
puts out a lot of money for the hotel room, the
meals, the transportation down, okay. Are you
going to do that? Yeah, if they can do that for
me, I'll do it. Okay. But I'm not under any
obligation if they can't do it for me am 1?2 No.
If they can't get what you're interested 1in, or
can't get you any job the Army has available for
you, that you would be interested in doing, we'll
bring you right back here and I won't put you in
the Army. Okay. And, that's when you start
reeling them in, you know. Now. Okay, before they
go down there, okay. Resell everything that the
Army's got. Okay. The things that were most
important to you, okay, were getting training,
picking up additional $18,008 so that you can
continue your education, using the Army as a travel
source, being able to get out of (town) for a
little while, okay, get out on your own, earn some
good money, okay, and get that job experience that
you're interested in. Now, if we can find you a
job in the mechanics field, okay, wow, we brought
him in already, okay, mechanics field, not as an
automotive mechanic any more, if we can get you job
in the mechanic's field, will you join? I can get
him a job in the mechanic's field, okay, and he's
already told me he'll join. And it helps preclude
any second thoughts when I get down there, okay.
And then the kid feels that when he gets down
there, hey the decision's still mine, okay. I'm in
the driver seat still, I'm in charge here. Can
you get me what I want? Yeah we can. Okay.
That's where you come back, okay. What are you
going to do for me? You're going to sign the paper
work okay, because I did what I, I upheld my part
of the bargain. Okay. I got you down here, I got
your application paper work done, I got you tested,
okay, I got you a job in the mechanic's area, and
it's going to give you job security, the
opportunity to travel, okay, and training and
$19,800 for your education. I did that. Now, it's
time for you to uphold your part of the bargain,
okay. You said if I could do that, you'd join.
Okay. That kid don't join, he's going feel guilty
and you'll hear from him, okay, 1in a couple of
days, okay.

Uh, and then, you know, from there, like I said, if

the kid has, he's committed himself. It's done,
it's over with. You know, he knows, hey, I'm in
the Army, you know. I got not no ifs, ands or

doubts, but we've got to go into the Army now
because he's upheld everything that he said. Hey,
I can handle that because I know what I'm getting
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SUBJECT A

Interviewer:

Subject:

Interviewver:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:
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now. Okay, this 1is going to help me get what I
want out of life, okay. Sergeant BS$, thanks for
all your time. Okay. Those, that one phrase,
okay, means more to me, okay, than all this garbage
on the wall, okay. When somebody comes back and
tells me, thanks for your help. I really
appreciate this and that.

You really get a kick out of someone saying you
helped them?

You bet. You bet. Because then 1 feel like I've
done my job. So anyway, that's my concept of a kid
walking himself through, what he's thinking, you
know, maybe feeling throughout that.

A day at USAREC, a day at the ARC. Like a day at
the races. Gonna' give your little talk, gonna'
fly you out to Fort Benjamin Harrison, gonna' be in
your nice uniform, walk up to that podium, and
there will be a sea of new potential recruits,
recruiters. Never been out there. Naive, scared,
lonely -- anyway.

You have just entered the realm of the unknown.

What will you tell them? What do you tell them
that will make them to be excellent recruiters?
And assume that everything you tell them will
instantly be installed in them. So be careful.

To accept the challenge, okay, accept the change,
know that it is a, you know, a complete change from
the 1lifestyle, from the job that they were doing
and you know, 1look forward to doing it, because
there's, you know, there's ways that, you can use
this later, okay, if you stayed out here enough.
Don't look at it as a punishment, you know. You,
as individuals, has taken the opportunity to excel
at the job that you're doing now. Okay, the new
challenge is, you know, can you do as well in this
new Jjob as you have done in the job that you were
in before. That's, I, I want to say have fun, but,
very few people would.

Let's assume that this is a unique group, that all
these people would like to be recruiters.

Everybody that's here wants to be here right, guys?

Yeah, but they don't know how to do the job. What
do they need to know, what kind of attitudes,
beliefs, strategies, behaviors do they need to have
in order to be successful. What are the values and
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SUBJECT A

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

attitudes and beliefs that are necessary for a
recruiter to have in order to become excellent?

Probably, you know, believe in yourself. You know,
believe that, you know, you are out here to help
people. You are going to take a lot of, a lot of
flack, you're going to take a lot of no's, but, you
know, hey, let them bounce off of you and keep
right on truckin'. Don't, you know, don't let that
bother you. Keep right on going. Believe that the
job can be accomplished. 1 don't know.

Yes you do. Okay, well, what do they need to, in
order to get the job accomplished, what's a useful
attitude or belief or value, strategy. These guys
want to know from you. They want to be as
excellent as you are,

Maintain, basically you know when I say, I guess
when I talk about, you know, believe in yourself
and believing in what your self, in the Army, you
know, maintain a positive attitude about what
you're doing. Enjoy what you're doing, have fun at
it.

How do you have fun?

Talk to as many people as you can, okay. Don't be
afraid to get out and talk to people, okay. A lot
of people are afraid to go out and talk to people
and say something about the Army because they're
afraid that, you know, this might be wrong, or they
might know something different than I do, okay.
Most people that you talk to, you know, they don't
know what the Army's about. They've heard from
other people, okay. You're in the Army, okay, use
what you've gained, okay. And just tell them what
you know. What you know, however little it may be,
1s more than they know.

1f you're not afraid, what are you? So what is it
that they have to be thinking that allows them to
approach people?

1 don't know really. If you think of everybody
that you, that you approach, as, as a possible,
okay, somebody who may join the Army, you're not
afraid to, to come up to them and talk to thenm,
okay, about the Army. A lot of people you come up
and talk to, people, hey how are you doing, you
know, how was your day, you enjoying the weather?
You know, but to come up and start talking about
joining the Army, you know, that's, then you feel
like you're invading, you know, a little space.
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)

Interviewer: Aren't you?

Well maybe in a sense, but, that's the challenge.
That's what you're out here to do. Okay. You
know, be yourself, however that is and, you know,
. whatever works for you, you know, here you‘re going
to be taught the basics, what could make you i
. successful, Take what applies to you and use, ;
o okay, what you can adapt to yourself, you know. )
) Put it aside, okay. Don't throw it away
v completely. Maybe at another time you can use it
. later on. But refine whatever is taught to you
- here, in your sales training. Take and refine
Tw that, you know, to fit you, make your own style.
- If it means not using anything that they have here,
that's fine. Okay, but you gain something because
v you realize now what won't work for you. Okay, but t
& don't be afraid to try something new. Be A
» inventive, make things up as you go along. Try ‘
3 .
g
A

Subject:

different things out.

Interviewer: What's important about being inventive?

Subject: There's always something, okay, that could work. d
Okay, take a chance on it. If it doesn't work,
fine, don't use it again., Or wait until you think ‘
you've found a situation where you think that might
work, okay, and throw it in then. If you're
inventive, you leave, you leave yourself open for .
that many more avenues to approach somebody, that
many more avenues to get a close, that many more
avenues to, to gain enlistments, That's, 1, 1
couldn't, that would be myself, that's probably o
what I would tell them, you know. Stress the
inventive portion of it, you know, make things up,
use what you have here but, don't be afraid to try
something new.

. ARPAOYNINCY

e, l’.l‘.t'

AP A

Interviewer: What's more important, 1is it being inventive, or
being into helping people?

e

[

Being inventive, I think because in being
inventive, eventually you'll be able to find out
things where you can be a help to people. That's
basically, your, your final outcome if, if you have
a view on recruiting that, that your final outcome,
whether the people go into the Army or not, okay,
you've helped them in some way. You've informed
them what you've had available for them. And in
being inventive, you know, you've approached them
in different ways, okay. There's a million ways to
approach somebody, whether it's in a, 1in a sales
- interview or just in prospecting area, you know, .
N your area canvassing or telephone prospecting.
. There's as many ways to do that as there is to

Subject:

'-. PN ..' :_ X
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}
e
'.
breathe, I gquess, or 1look at different sights. f
It's just different, you know, make things up. Try e
them all. !
Interviewer: Okay, so being inventive is more important than '
helping people in terms of a hierarchy, of what's :{
really important to be an excellent recruiter, 1f X
a recruiter was inventive, would he be successful? b
Or is it something else? X
Subject: Being inventive alone, no. Yeah it could possible Y
make him successful, but most likely no. Being e
inventive 1is could be just the different way that -y
you use to approach somebody, but to be successful o
you still have to lose the fear of rejection, okay. -
People telling you no, I don't want to do this.
Interviewer: Lose the fear, what do you call that when you lose
the fear? ﬁ
Subject: I don't, I don't think there's, that's all that I v
could, that's the best term I could put it into, '
is, is lose the fear of, you know, of rejection., A &
person who is constantly worried about, you know, :
well what if he tells me no, then what am I going )
to do? Okay. You know, don't worry about that. b
Find out, you know, overcome any objections that he ks
nas, okay, keep right on going. 4
Interviewer: What do you call, it's got to be a positive, I mean :;
it's, 1it's, because when you tell me to lose the 4
fear, I, I don't know, what to replace it, I just .
know that this thing is gone. A
Subject: Self confidence, 1 guess, maybe. i
Interviewer: Really, self confidence? Eﬁ
.['
Subject: That's not really what I want to say. I don't b
know. I don't know what to put in, in place of it. "
Interviewer: What do you call it in yourself? When you get _hat f:
feeling of, sure, 1'll go up to this person, you "
know, I don't care if I get, like yesterday, that "
kid who said, hey, 4guy, you're wasting my time. N
When he first walked in, )
Subject: I don't know, see, there was a challenge there to .
me., i
LT lewer: Wwhat do you call it, what do you call that feeling ]
in you? ’
Py
All 1t was to me was just that, was, it was a "
‘rallenge feeling. You know, he's telling me no t‘
Ng
" 9
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" before I start okay, without hearing anything that
b; I have to say. Okay. Maybe he just needs more
M information, okay. Maybe not, you know. 1It, that
X could have went both ways yesterday, it could have
g; ended up, you know, in a heated argument. We could
. have just sat there screaming at one another. It
R didn't, but it was a challenge to me that, okay,
) well let's see if we can just, if we can turn that
}E around, Okay. It would have been easier to just
say okay, fine, 1 guess if I'm wasting your time
- I'l1l just leave then. And that probably would have
'd fell back down into just accepting rejection, okay,
- right away.
)
Y Interviewer: What did you accept?
0 Subiject: Accepting the challenge, you know the challenge
%f that he threw out, okay, or that, you know, that I
55 picked up on, was, no I'm not interested. 1 am not
}ﬁ going to Jjoin at this time. Hey, that's fine.
! Let's see if we can find a time when you might like
) to join the Army, if you don't want to join right
5 now. But, I don't know what would replace the
'5: fear, okay, the loss --
;ﬁ Interviewer: Accepting challenges. Does the fear have to go?
o
i Subject: No, I guess, in a way it's always there. Okay,
=S the fear is always there. Nobody likes to be told
}; no. But I think in recruiting that it's something
e that you can learn to accept. Okay, you can learn
N to accept no and then turn it around, okay and try
L. to overcome that no. Now, usually when you're
growing up, if somebody tells you no, you take
ﬁg that, you know, whew, this is it, that's final,
N there's no questions asked about it. The
o decision's been made. Out here you challenge all
A no's, don't accept it as a final answer. There's
Tn got to be more to this. Why are you saying no?
) But when you're growing up you're not taught to ask
" why, no is the answer, that's it. Very few pecople
- ever said, no, now the reason I said no is because,
o, -- people don't say that out here and you ask
i{ somebody, would you like to join the Army? No.
I Well why not? People don't say, no I don't want to
join the Army because of the fact that I already
s, have a Jjob that's paying two and a half million
- dollars a year, okay, or something. You know, most
£ people won't expound on it, okay. So if you just
o take the first no, okay, you never found out why he
1% didn't want to join. He may want to Jjoin
eventually, okay, but not right at this time he
:. doesn't.
4
ﬁ Interviewer: Okay, so we have being inventive, and we have
)
X
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$
accepting challenges. Two things that are leading Vs,
to being an excellent recruiter. Which is more :
important, Accepting challenges or being i
inventive? And if you had a choice of having this ®
whole group, you know, being able to accept ;ﬂ
whatever challenge they wanted, or being inventive, ;N
which would you have them do?
¢
Subiject: I would have them accepting the challenges. o
Interviewer: Okay. I1f they could accept challenges, but they ‘f
aren't inventive, is there anything else they could i
have, with accepting challenges that would make 5
them excellent? e
LA
pt
Subject: You know they've been given, earlier, I said to ‘
take training that's put out to you here, and to -
use it however you see fit, if it applies to you, g
if you can make it work for you. o
r
‘
’
Interviever: What do you call that process? oo
Subject: Well, adaptation of the -- 'ﬂ
Oad
'.
Interviewer: Is that like being inventive? ¢3
%
Subject: Yeah. )
Interviewer: Okay. :h
Subject: Adapting, adapting what you were taught there. i;'
Interviewer: So that's part of being inventive. But what else? A
So if I'm a recruiter and ! accept challenges, I1'll )
be successful? That's all I need. Go up to anyone ]
on the street and say, hey buddy, you know, how to ~
join up. EL
\.'f A
Subject: Well, you're going to take a lot of no's, okay, but i
eventually you know, you come across one who says L ]
okay. No, yeah, you could probably do more than T
that, okay. Personality's 1involved 1 guess. ;x
Whether it's, you know, the prospecting, work up a -
large volume and have a lot of people drop out, ﬁ:
that again in itself would be a challenge. You -
know, are you going, you know, can I talk to this 3
many people? How many people can I actively work? St
-‘:'-
Interviewer: How does a recruiter decide, how does an excellent N
recruiter decide what he shouldn't put somebody -
into the Army? :1
[ ]
Subject: When he shouldn't? ?\
f U
Interviewer: Sure. Remember you will enlist no man before his
X
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o
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s& time?
)
':f Subject: Yeah.
oy Interviewer: There must be something that allows a recruiter, an
En) excellent recruiter to know when not to do it as
o well as when to do it, because it seems to me 1if
iy ycu just accept challenges you're going to end up
" just pushing everybody in, just to meet the
) challenge of getting people in.
&
e
}j Subject: To, you know, if you accepted the challenge, if you
‘{j set up a guideline for yourself, you know, this is
e what I have to do, I am going to get it done by
oo this time, okay. Okay, in a sense you challenge
yourself to be able to accomplish it at that
I timeframe, okay, 1in doing so, the next challenge
P is, okay, can I do that again next month? Can 1
.i set this up, and if so, in order for me to do that,
oo okay, I have to start holding, or working people
- for next month now. Program yourself out so that
you know that, yeah, this is when ideally I want to
" be able to accomplish my mission. Okay, now if
A~ that does not happen, okay, 1 also have this buffer
b time that will work to get it accomplished. Okay,
': but if it is done by that time, fine, okay, let's
o hold it, okay. Don't 1lose him in holding him,
& because that can happen too. Where you try to hold
" somebody, and in that time period that they're on
o hold, they're on the back burner just kind of
-2 simmering back there, all the sudden they're gone,
X okay. Don't hold them so long that you're going to
. lose them, I guess is what I'm saying.
'? Interviewer: What do you call that?
n
o Subject: Just a viable work plan. Okay, setting something
o up, okay, on a month to month basis.
1 f'
Y
Interviewer: And how do you generate a work plan, what do you
L need to have in your mind to, that allows you to do
- that?
P Subject: An attainable goal that you want to accomplish,
wa that, that you have set for yourself. You know, 1

have a mission of two this month. Fine, okay, I
~ want to put in four people by the third week of the
N month, okay. And in order for me to do that, I
= know that I'm going to have to talk to at least as
o .

:‘ many people. Okay, now, if I get four people to
o~ join before I've talked to that amount of people,
hey, fine. Okay, I'll take a break.

o
N
) Interviewer: What kind of goal, 1like just a goal of trying to
XA get some people into the Army, Jjust a goal of I
g )
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want the very best people into the Army, or a goal
like, I want, you know, one four foot midget, you
, know, with three eyes, what level of goal -- that's
what this is. See what I'm saying?

Subiject: Yeah, you can, I see what you're saying. You know,

do 1 want to enlist one blond-haired, blue-eyed ;
" male, okay, who's five ten, has a 68 QT, precisely, i
i and we're going to put him into aviation. No I
don't think that that is really realistic in trying
o to do that. If you set a goal to enlist as many R
i quality people as you can -- attainable goals, I N
guess, You know. Set something that's realistic,
okay.

Interviewer: Example.

With a mission of two, you know, set up a goal to
achieve over that, okay. Expect yourself ¢to
achieve more than what you need to, okay.

Subject:

- T

What's a realistic goal? Give me a concrete

example,

Interviewer:

Subject: Given a mission of two, a realistic goal, four. |

Interviewer: Of anybody, 1 mean, that's what I mean, how do you, :
is that what you're saying? ‘

O0f myself, yeah, this is four people of myself.

Subiject:

Interviewer: Okay, that's with quota requirements, or?

Subject: No because with, with the over achievement, the
j majority of the time you're going to make the quota
L achievement what they were looking for in there.
4

You're talking with that many people that you're :
putting in this many extra. With volume, the ¢
: quality, the quota that people have been 1looking R
for, okay, but again, you know, when I say a
- realistic attainable goal, something that you have
.. to keep in mind is that's what you've set for
. yourcself. That's what you ultimately would like to
. achieve. If you don't achieve that, okay, don't
: let it break your, break your spirit, don't let it,

you know, bring you way down. Okay, I didn't make
" my quota this month, okay. Maybe that wasn't a
" realistic goal for myself. Okay, if I got a two
next month, 1I'll try to write three okay. If I've
got a three next month, I'm gonna' try to write
four then. Okay, I'm still going to attain that
goal, but if I don't achieve that, I'm going to be
satisfied with what I do, 1if I did everything that
I could, okay, to make that happen and didn't
happen.

g w_w_ v v e -
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Subject:
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SUBJECT A

Interviewer:

Interviewer:

Subject:

Interviewer:

Subject:

......

What allows you to do that? Your satisfied just

because you, did the process when you've obviously
failed your quota.

I don't know, 1 guess, maybe it's, you know,
understanding everything, you know, that you do,
okay. Everything that you do is important, that if
you have used everything that's available to you
and you've done the best that you could do based
on, You Kknow, going back and reviewing everything
that you did that month, if you look back and say
hey, there isn't anything else, okay, that I could
have done, okay, to do anything different, I'm
satisfied with everything that I1've done. Whether
it was to achieve the goal that I set for myself,
okay, of over achieving, or whether it was to
achieve the goal of the mission that was assigned
to me, or even if I didn't achieve either of those,
I didn't achieve my goal and I didn't achieve the
mission they set for me, as long as I know that
I've done everything that I could do.

What did you achieve then? You must have achieved
something. I know you too well, What do you call
that you achieve when you don't make quota, but you
feel satisfied?

It's not peace of mind.

I mean, I'm the, 1'm the first sergeant and I'm
calling you and saying, hey, quy, you did not make
quota. You say, I'm satisfied. Why do you get
that feeling when he says that?

First off, you know, 1if the first sergeant calls
you down, okay, or calls down and says, hey, you
know, you didn't make mission, okay. The things
you gotta realize is, you know, and the thing that
1 do, you know, what I throw back is, hey F$, you
know, You could have been Dick Tracy or any
private eye in the world. You know, we can't get
anything by you partner. You know, who do you
think your fooling, pal. I know that better than
anybody else does, that I didn't achieve my mission
and that I didn't do what 1 was supposed to do,
okay. But FS$, I did everything. Okay, I didn't
roll over and play dead. 1 didn't stop recruiting,
okay. 1 worked as hard as I could, nothing worked
out, okay. Hey, I'm sorry for that but it's done
and overwith, okay. What are you going to do to
me, you going to shoot me? Okay, you're going to
fire me? F$, fire me. Okay, I1'll get a job some
place else. I'm in the Army. Okay, they're going
to find something for me to do, okay. First
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Subject:
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Interviewer:

Interviewer:

Subject:

Interviewer:

Subject:
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sergeants, you know, anybody puts, you know, who
calls down and, and tells you something like that,
you know, they're stupid. Okay, a station
commander that goes to his recruiter and says, hey,
you didn't make mission, Well no shit. Damn, 1
didn't know that, you know. Because all throughout
the month he's had, okay, that goal whether it was
just to make the mission that was assigned to him
or to over achieve. He's had that goal hanging in
front of him, He knows it's there, okay. But if
he can be satisfied with knowing that hey, 1 did
everything that I could.

How do you know when you've done enough to be
satisfied? What is it that lets you be satisfied?

1f, at the end of the month, I review and go back,
and I can look through and, and see that, you know,
that, god, 1if I'd have done this, you know, this
guy might have gone in, or if I could have done
this, this and this, okay, I might have been able
to get this guy and this guy in. If 1'd have done
more of this, or if I1'd have done less of this,
okay. A

That's part of being inventive or that's something
else? For you.

No, it's part of being inventive. Because even
though I, you know, I'm satisfied and I didn't make
mission, but I'm still satisfied because I did do a
lot, okay, you know, you put that behind you and
you look forward to the next month because you
already have something that, you know, you've got a
new goal to accomplish, You look forward and you
say okay. Great last month's overwith. Thank god,
I'm glad it is. This is a new month, hey let's get
started on it and see what we can do here. Now,
this is what I did last month, okay, if I do the
same thing this month that I did last month, okay,
can 1 still, can I make mission this month then?
Okay, if not, 1is there anything else, you know,
that I can add to that? Even though I might have
been satisfied with the amount of work that I put
in, you know, people that 1've processed or talked
to, 1 can be sat:sfied with just doing that.

How do you know the difference from being on the
right track and like just going off in the wrong
direction?

How do I know? Whew. If you get off on the wrong
track, you can find yourself doing meaningless

.........................................
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things, Jjust things that are not going to help you 0
accomplish your mission, You know, going out, r;
getting in your car, going for a drive someplace, ﬂm
okay. Going out to a park, okay. During the
school week, okay, first thing in the morning, y
okay, when nobody's in the park it's going to be Ve
absolutely nobody to be there other than, you know, v
it's relaxing for you maybe, but vyou're doing ‘
things that aren't helping you achieve anything. A
When you know that you're back on the right track
you can look at what you've done for the last "y
month, what you've done for the last week, or what
you've done the day before and you can say, hey, h
okay, that's what I need to be doing. Okay, I need "
to be doing, conducting more appointments. I need fﬂ
to be making more appointments.
o,
Interviewer: How do you know that's what you need to be doing as hﬁ
opposed to going to the park? :,‘::
Subject: I keep falling back to a volume, you know, the more '#f
people that you talk to, okay, the more likely you B
are to receive a yes. ,}
’
Interviewer: So one sign of being on the right track is you hit f\:
more volume of people? 5‘
Subject: Yeah, you're working. i
Yy
Interviewer: How else do you know you're on the right track? If i:
you get all those Cat 4's in -- Zk:
Subject: It's amazing that you may not ever talk to a Cat RN,
4, or you may talk to nothing but Cat 4's. But in )
all the talking that you do to Cat 4's, the only g
enlistment that you may get is a 3A. You know, I, N
I don't wunderstand it but, it works that way §w
somet imes. )
Interviewer: Okay, you haven't made quota and yet you feel »
satisfied. So, 1, 1 assume that when you say that =3
you mean you feel you're on the right track. I "
mean, it's just a question of time. Now, how do g{
you know you're on the right track? One thing ol
you've told me possibly is, well, your hitting &}
volume of people, so you figure, you know, at [
least, you know, the contacts are there. How else A
do you know you're on the right track? Or is that Y
it, 1is that all you need to know for you, as long o
as you're hitting people, you feel you must be it
doing it right? 5{
Subject: 1 can't really say the right types of people 1 Y
guess, -
:3
2
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Why not?

There's, well, see you can, you can have a large of
volume of people that's absolutely worthless to
you, Call a lot of people who, yeah, will talk to
you, but, for now it's not going to do you any
good. Okay, later on it will. The right types of
people 1 guess, if they're already the right types,
or people that maybe you can, easier, okay,
influence into doing what you want them to do,
okay. Setting them up to go through the processing
cycle. People that are, a volume of people that do
absolutely no good to you at that time, okay, are
people who, you know, they have no sense of
urgency. You know, well why would I need to do
that right now?

Well 1like it doesn't make sense to hang out with
sophomores, right?

Right. Yeah. But does it hurt to hang out with
sophomores? Okay. No it doesn't, it doesn't hurt,
okay. Because in the long run it will pay off for
you, but don't spend all your time hanging out with
sophomores and juniors.

Then how do you know which are the right type of
people?

Put yourself into the job market that are the
category that, that you can work now. People that
can move now, high school graduates, college
people, high school seniors, okay. Somebody that
has the ability to make a decision, you know,
somebody who has to make a decision before too
terribly 1long because it, they've got to somehow
plan out their future and what they're going to be
doing with it, okay.

So type of people are people that make the decision
to go and are eligible to go? You can tell that
even if, you can tell that by having brief contact
with them or something?

Sure, whether it's just a telephone call, or if it
was an interview.

So being on the right track we have 1is hitting
volume of people, and the, what we'd call the right
type of people. Is there anything else that let's
you know that you're on the right track?

Whether you've made it or not, correct? Is that
what we're talking about, you know, if you're on
the right track as far as making mission and not
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Interviewer:

Subject:

Interviewer:

making mission, you know, our people, our people
processing for you?

Given this month, like, where you roll a donut, and
you still you're on the right track. How do vyou
know that?

Well you can, you can look back and, and say okay,
did I, did 1 process anybody further than just
conducting an interview, okay? You know, that's,
again as a recruiter, can be overlooked on your
part, and it's something where a station commander
has to step in and say, hey, you are, you've got a
large volume of people and people that, you know,
should possibly be enlisting here. But we haven't
tested anybody, we don't have anybody tested, you
know, in order for us to take these people through
this, this phase and end up getting an enlistment,
we have to do this, the rest of this. Hey, what's
happening, okay. 1f you look back on that and you
can see yourself, vyes I have been testing people,
okay. Fine. What about physicalling people, okay,
have you set up people with physicals? 1I1f you have
set up people with physicals but they don't, are
not physically qualified, okay, that to a certain
degree is beyond you, though, okay. You know, the
month that you rolled a donut, maybe you had two
people processing, okay, but both of them, okay,
maybe one failed the test, the other failed the
physical or maybe they both failed the physical,
okay. Maybe they got up there and were ONE's,
Okay, if they were QNE's, then, as a recruiter and
a station commander, you need to look at how you're
talking to people. Okay, what were you selling
them on, okay, to get them that far and end up with
nothing and have to start all over again. So as
far as being on the right track, yeah, 1if you can
look down through it and see that your appointment
nade, appointment conducted, your volume's up
there, your MEPS tested volume 1is up, people
physicalling is up, okay, physical qualifying is
up, if you don't have any enlistments, then there's
something wrong prior to any of the rest of that.
And you're still, you're on track, okay, but you're
halfways on, because you got them that far but you
lost them, Why? And that's when you should start
seeking, you know, hey, I need some help here. I'm
doing something wrong, I don't know what it is.
Okay, you're my station commander, tell me what I'm
doing wrong, okay. Or call and get some assistance,
don't be afraid to do that.

So being on the right track is volume of people,

type of people, and history of success with this
sort of system?

A-77 (A- 17

. e y( *pe -'.-' ) V'.'_f-.y’\(‘\."-( (S ~f~l n, ¥ _'.r.'t ,‘r ""W.‘l ,'_.-*_‘r o \'\r\f' r\r\v_‘v .'vf.‘f \f‘.l‘,-f‘..c’ {\.‘ 4 J'%I o

.



AL AR Y UL Ry et

SUBJECT A

Subject:

Interviewer:

Subject:

Interviewer:

Subject:

L Interviewer:

I Subject:

Interviewer:

Subject:

Interviewer:

Subject:

- - - - - AL F R ) 4 L4 » .
'.v *' u..’ . "‘. J ’f ,

a0

u . - 2 ‘.l ',. A\ L3 - - Y LY P A--'—.-.. L [atd - ' " -

Right. 1If you've got a system that's worked, okay,
but now if you want to put it, you know, turn it
completely around, okay, this system didn't work
that month. Okay. Now you go into the next month
and, guess what, that system didn't work again that
month, okay. Then 1it's ¢time to go back and
readjust your whole system.

Is that being inventive?

Yeah, 1it's back to, you know, starting at block
one. Hey, we've got to do something different.
What are we going to do different, how, you know,
how are we going to readjust this so that it will
now work?

What's more important, being on the right track or
being inventive?

Being on the right track. I don't, I guess,. I
guess being on the right track, because for myself,
if I am on the right track I'm constantly using
different things anyway. So I'm constantly being
inventive while I'm doing it, but it's important
for myself, okay, to maintain an even flow of what
I'm doing and how I'm accomplishing it. aAnd I can
keep track of it, you know, what did I say to this
person to get him to join the Army, okay? You
know, maybe if I do a follow-up call with this
person and I use that same type concept that I used
with him, maybe that will work on him. Okay, if it
doesn't, then I know that it's an individual case

now. And if I try it a couple more times and it
works, fine, I can adapt that into my sales
presentation, but 1 think keeping on track
probably.

What's more important, keeping on the right track
or accepting challenges?

Wow. Keeping on the right track. Keeping on the
right track. That can sometimes be a big challenge
in itself.

What's more important, keeping on the right track
or setting realistic goals?

Staying on the right track.

Okay, which 1is more important, setting realistic
goals or accepting challenges?

Setting realistic goals. Because, the challenge as

a recruiter is into that.
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SUBJECT A

?‘ Interviewer: Okay, yeah so, what we have right now ic staying on
?ﬂ the right track, setting realistic goals, accepting
‘ challenges, and being inventive, are all things
ray that an excellent thing that an excellent recruiter
\ should be, should be doing. Now, I picked up one
i other thing, let me check it out. You mentioned
he something about knowing when to ask for help or
Y assistance. 1Is that something important like these
| others?
hj Subject: Yeah, I think it is, because, 1inevitably, okay,
I whether a guy's a new recruiter, or whether he's
@9 been out in the field for a long time, no matter
bﬁ how inventive, no matter how many challenges he
) likes to accept, there's going to come a point in
e time when, you know, everything is going and
o nothing's happening. You know, okay, guys, step
e in, show me what I'm doing wrong. Okay. I think
N X

\ everybody, you know, eventually at some time or
{ another, needs some type of help or guidance. 1f

t

it's just a pat on the back.

]gf Interviewer: Why not just wait for someone to tell you you need
;: it?
“'\
ﬁf Subject: It can be too late if you wait for somebody to tell
e you., If you can realize that, you know, you know,
b looking at my own program, how I can make mission,
-\"_ okay, 1if I can look at that and say, hey, none of
e this is working. I've tried this, this, this and
s, this, okay, but it didn't work either, you know.
N Maybe somebody else has another idea, somebody else
) can, can show me what I'm doing wrong here. And
my some people will. Some people will just, you know,
A hey, I'm not going to go out and ask for help.
out I'l1l wait until they send me down. I'm just the
opposite. I don't want to get to the point where
?ﬁ I've got to have somebody sent down to see me,
okay. If I need help, okay, 1 can realize that
p.v myself, you know, hey, you got somebody out there
AN can come down and work with me for a couple of
N days? I want them to see what I'm doing and tell
- me what I'm doing wrong, or what, what can I do to
:f improve what I'm doing.
7 Interviewer: What's important about getting that information?
!'{l
gﬁ Subject: It gives me different ideas, okay. You know, you
\ﬁ bounce back to maybe being inventive, at that
. point, everything that you've tried, okay, hasn't
. worked, okay. Try somebody else's brain for a
NS second, okay. Let them take, you know, a third
Y person's view of this. And say, hey, why don't you
‘b,' try this. Okay, give you some new ideas, maybe a
A
N
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SUBJECT A /Q
-7
new invention, okay. Like try this one time okay. o5
That's what I like about getting outside help. {f
Ly
Interviewer: How do you know when you need outside help? How do ()
you know when to ask for it? N
Subject: If I've, you know, accomplished the work plan that :§
I've set up for myself, attainable goals, you know, NS
I've challenged myself, to be able to do this, yet, Rt
nothing's clicking. I'm getting hung up somewhere )
along the line. You know, 1it's about that time ~
that you sit back and say, well, nothing is ﬁf
working. Okay, when, when you get to the point f;
where you can see yourself, okay, before the month =%
is even over, okay, you'll know that, you know, e
unless somebody walks in that door with a gun, &
okay, points it at you and tells you, I want to -
join the Army, okay, or you're dead meat, you ain't ;?J
going to make it, okay. That's, you know, you can N
find yourself in that situation because you can o,
look back at the volume that you have and you can ho
look through there and say, this is garbage. Okay, o
I1've talked to a lot of people that will join next e
month, or maybe the month after, or next year, :x'
okay, and 1I've tried different ways to move these o
people through the processing cycle faster, but j?
it's not working, okay. I can see myself missing 7o
mission and I need help. Get somebody down here to P
help me set up, okay, and show me what I'm doing 20
wrong, okay, if I'm in fact doing anything wrong, LN
okay. If I'm not maybe it's just the reassurance 'ﬁf
that, hey, everything that you're doing is okay, i~
okay. You're doing it all right, okay, but the ‘-
doubt that I have, that, you know, I must be doing 5.
something wrong. Nobody's going in, okay. Maybe ?ﬁ_
that can take that little bit of doubt away from me ﬁ“
and make it easier for me to, okay, fine I guess Qj
what I'm doing's all right then. Just keep on "
truckin'. o
3
Interviewer: Which is more important, assistance or staying on i
the right track? ' o
Subject: Staying on the right track. o
Interviewer: Assistance or setting realistic goals. And by -
assistance we're meaning like, you know, when to NN
ask for it. NG
\.l
Subject: Setting realistic goals. :&
N.
Interviewer: Okay, assistance or accepting challenges. »
Subject: Probably assistance. o
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Okay. Assistance or being inventive.
Assistance.

Okay. 1I've got five things now, being on the right
track, realistic goals, assistance, accepting
challenges and being inventive. Of those five, are
any of those, 1like, really more important than the
others in your mind. Or are they sort of like,
lumped together sort of?

I think they're all, you know, kind of tied
together. 1If that makes any sense. You know, they
all kind of overlap one another.

Okay.

To make one work you need the other.

Okay.
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Subject:

Interviewer:

Subject:

Interviewer:
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Interviewer:

Subject:

So, 