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INTRODUCTION

‘ [ ]

Over the last year we have proven that we can recruit the rumbers
needed to man the ranks of the volunteer Army. The training you have
provided recruiters, bwth old timers and those newly assigned, has
played an important rol® in keeping them charged up and prepared to
accompligh their mission. For that effert, you have the thanks and
appreciation of the entire US Army. v

- We are now faced with still another challenge. The people of the

United States, their representatives in the Congress; the members$ of
the news media, and "Army watchers' everywhere, are alert to see that
we justify the great expenditures of Federal funds we are using to
meet our goals. Their measure, it seems to me, is based on visible
proof that the men and women we are enlisting are success-oriented,
motivated, quality young people.

I believe Project AHEAD is the tool which will enable us to tap the
quality market of prospects who fit that description. There are untold
thousands of young people who are_striving to prepare themselves for )
careers. They want education, and they want training. With Project
AHEAD, the Army will now be prepared to help them achieve both of these
objectives. Go after,the quality people'in the 1975 high school classes
and last year's clas¥, Use the DEP to sign them up as much as 9 months
ahead of entry into the Army. .
In your professional development training, you have a big job to do.

The results of your efforts will be measured in the quality of new
enlistges who want toltake part in Project AHEAD. These will be visible
results which will shéut out loudly and clearly as we put together the’
best Army in the 200-year history of the United States of AmeTiea.

-

Become involved. 'Be nthusiastic. You are the keystone of an effort
which will be in the e¢yes of the American public. I am confident you
will do the job in the ‘manner 1 have come_fo expect.

¢
F
|
1

" WIYLIAM B.” FULTON :
Major General, USA
Commanding

: "fy Q
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THE SCOPE AND DEVELOPMENT oﬁ'PRogﬁtT AHEAD'

* A Historical Overw

2 .

‘In recent yefks, higher education officia]s‘have been searcning for
new and innovative progréms to deal with the mounting problems of financial
support‘and student resruitment. Project AHEAD, Army ﬂé]p for Educat%dn
And Qeve]opmenf, is one such program. It has its roots in a concept intro-
ducgd at Eastern Michigan University (EMU) in 1973. In conjyunction with
an individual's enlistment into %he’Army,\EMU begén offering a program of
admission to the University with all the rights and’ privileges ‘extended
to peQ sfuaénts. A11 the new enlistee had to do was to fill 6ut an app]i;a-
tion to become eligible, and even entrance’fees“we}e waived. Applicants
were asked_td submit a-high schob] transcript, available test scores and
records of any courses taken beyond hibh school for inclusion in his or her

academic file." Thus, an enlistee in the Army simultaneously became a bona

,
fide c%]]ege student.

EMU also served .as counséling agent and academic credit depository during

C

a person's active duty time. The EMU program facilitated earning credits

toward a college degree in a variety of ways. Realizing that people receive

”

an education in many nontraditional ways, the University evaluated mili-

4

tary training, schooling aﬁd experience, for college-level credit. The

el

éo]dip%/student could also choose a variety pf courses offered by colleges

>

B .
2 . - ] ’
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and universities at Army education centers around the world. ‘All this

information was evaluated and added to the studen}'s record maintained

>
L4

at Eastern Michigan University.

.
.

As the EMU program took shape, the far- reach1ng 1mp11cat1ons for the

*

Army as we]] as colleges beeame evident. Recognizing the potential value
to all concerned, the Midwestern Regional Recruiting Command involved sever-

al district recruiting commands in a program to develop and refine the

cooperative concept with colleges and unjversities in their own areas.

K

New insights into the program's potential, operating procedures, oppor-

tunities and benefits were gained with every new school that expressed in-

7,

‘terest In the spring of 1974, a. task force of Ayer field representat1ves

" who were 1nvo]ved in estab11sh1ng the program at varioys colleges was

'brought to USAREC. Under the' guidance of the Education Liaison Branch
they produced an analysis of the emerging USAREC Cooperétive Education
vProgram known as Project.AHEAD. The Peoria District Recruiting Conand

was tasked w1th a test proaect to Rresent the program to all the 2—year

colleges in its area. The schools responded enthusiastically. This re-

.

sponse, coupled with that of several I1Tinois universities plus-.gcontinu-

ing positive comments from other district recruitifg commands, pointed
o . ¥

to the next obvious step--expansion of the AHEAD priogram: by USAREC og’a

full-fledged national basis.- /

Lo




New Names - Same Program

Several d1fferent namesvhave been used to describe‘the prog;aﬁ sinqeﬁ
. its inceéption at Eastern Mi;ﬁigan’qnjversity. EMU coined the term "open
admissions program.". However, Army representatives soon fo%nd that:this;
term had certain riegative cﬁnnotations with §ome,co1ﬁeges because of the
implications that admission standards wou]d éave to be lowered to %ccomo— -

date the student/soldier. "Open enrollment" a]]ey%ated this situation

L4

by assuring schools that, while they agreed to allow soldiers to make

application, the standards for admission were established by the colleges

1

themselves. In the evolutionary process, the term acooperative education”
\has been found to be most §uitab1p and expresses the mutual desires of

the Army and the educational community to provide thejvery best in educa- /

[

tional opportunities to the nation's young peop]é.

v

Known as Project AHEAD ‘

’

Within the Army the program is known as Préject AHEAD: Army Help for
2 gﬁucati;n And Development. THis title describes the interest and involye-
ment of the Army in the continuing process of‘education as a means for
young people to'gain fu]fi]]ment and self-actualization. It also expresses
the cooperative nature of the program.i It is not an Army programgwhich is
;jpdependent and self-contained. It is the Army opening new avenues for =
co]]eges'and pniven§itie; to do what they do best--provide the very best

/

education possible to the youth of this nation.

/ . PR 111‘
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~ The participating colleges and universities own and operate thei# \own

program. Many schools haVe devised their awn names for the program such

\

"Home Base," "Mi]itary Enlistment Education Program," énd "Open Enroll-
ment." Externai identification depends_upon the.partiCipatinggschoois.\
Each school should be encouraged to develop a title which best describes

. its program. This s in line with the emphasis that once the concept s

presented to a school, that school determines how the program will be con-

.
.

ducted and how much emphasis it will receive within the guidelines

established. -

T

. Although the Army has.pioneered Project AHEAD, the program applies to
the other §rmed sérviées as well:. The Army, howeve}, has led the way \
and has the extensive onpost educational orgénization and record of ,
cooperation with colleges and universities furnishing onpost educational
support. Combined withithe Eroject AHEAﬁ schools, this is the gateway
'to truly comprehensive ip-service educqiionai opportunities_jsr every

-

serviceman and sérvide woman.

¢ Total Marketing Approach

Y
¢

ProiectAAHfAD iéla program designed to expand the Army'é rec}uiting .

market to college oriented young peopl€ as well as to stimulate in-service

_ personnel to make greater use of Army educational opportunities. Project
AHEAD is not,a new education option. It ties exisijng'edycationai p?ograms

together under a single marketing plan which will strongly appeal to




,
%é . .- .
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educators, parents, influencers and, most impor%antﬂy; the educationally
motivated man or wdman. It adds the concept of a sfmu1faneous‘eﬁ1istment/
enroliment at a college near home.,

[
4

Prdject AHEAD is not simply an Army prbgram. The program of higher
education is operated by the participating colleges. The Army acts only

as the vehicle for implementing the program. This cooperation in education

A
forms an unbeatable union for maximum exposure of Army educational benefits.

\

|

The potential market for the schools is new enlistees entering the Army and !
R -

|

|

|

the 780,000 soldiers already on active duty. ..
td > .

e
.
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r“/\\‘ . CHAPTER I

PROJECT AHEAD AND THE PROSPECT - \

! ' . Knowing the Product

% » ‘x
“\The key to uccessful selling in any situation is to know the prodiict-,

Proi ct AHEAD is no exception énd ther® is no substitute for studying

th\ program with all its many intricacies. Read, and understand every

piece of 11terature, promotional item, and advertisement produced by the

us y Récruiting Command. - View films and filmstrips. Listen to the_

audiy tapes. Be on top of tﬁe program‘as thoroughly as you can, not only

what|it is, but'what‘it'cén do. Be able to answer reasonable questions

thatjmight be put to you in as much‘detai1 as is necessary. However, do not ‘ e
overo the answer--too much information is as bad as too little. The

characteristic of an outstanding recruiter is the creative approach to ‘

'S

> everything he does. ‘ J T
The average recruiter sells the Army .
The creative recrukter sells a new and chatlenging waq of zcﬁe .
The averdge recruiter sells JObS /
The creative necruiten selds Opponiuntheé to Learn shills.
v
The average recruiter sells a~'travel opt1on. : -
The creative necrulten’sells the joy of peeing new places. }
The average recruiter sells good pay. . ’
The creative nrecruiten sells pneétige and opportunity to ean.
< 9

The average recruiter se]]s security.
The creative recruiten selfs opponiuh&ILeA 60& growth and aduancement

The average recruiter sells Army education.
The creative necruiten sells the valye of kn?ﬁZEdge and sel§-ful gLlment.

The average recruiter sells Project AHEAD.
The creative recrwditen selds Ldeas about educational opponiunLIxeA and
bene §its. L

A

i3 12 T eed) ‘
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The more you know about the program and its benef1ts, the more con-

vincing you are and the more enthus1ast1q you can be. Th1s isn't the
3

&
show w1ndow kind of froth1ness that affects people 1ike some Johnny-come-
\

1ately. Th1s means honest, s1ntere enﬂhus1asm The kind that omes from

' knowlegge and ability to use the program appropr1ate1y. As J. 0. Aspley

. C . ‘ - v
has said, "Enthusiasm is knowledge on fire." = \ ’
B - J ~ . ’

"
. - &

The Four. "B's"

A . »

. Project 'AHEAD is not an enlistment option and no guarantees as such
N . ’ .

can be made about the program. Project AHEAD .is an ppportnnity from which

.quality peoplé can bepefit. It is an excellent prosbecting tool for reaéh—
1ng young{\nonpr1or service men and women as well as prior service personnel.

And Tet's not forget that peop]e in the servicé can a]so enroll in their®

“"home" co]]ege. Project AHEAD is-the kind of program from which better _

peop]e stand to benefit: For easy remembering, we call these benefits

"the four B's."

A'Benefits to the Army

@

Many research studies underscore the 1mportance of prov1d1ng prospec—
|

tive recruits with a reason to enlist that is widely acceptab]e t educa—

' tors, parents and contemporaries., This fact relates directly to a dituation

that pervades every aspect of the Army's necruiting effort: the sepanation
. ) ' \
" and compartmentalizing of the military in general and the Army in particular.

Against this’ background, Projeit AHEAD offéF§ the Army éome'verx\speeific

L s

benefits: ' ' o

-’
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. By

LU Better image. "Education 1long has been .considered extreme]y'impor-

. tant by the civilian community Since education has become ihc}easingly

1m§ortant in the Army, a program to highlight educat1ona1 opportun1t1es in

the Army obv1ous1y 1s one exce]]ent.method to estab11shsthe Army as a sound

choice for today's young people at severa] stages in cereer preparationn \

¥ -t ) ¢

2. Better-soid#ers Continuing education is essential if military

“

personne] are to ach1eve maximum potent1a1 and maintain the desired crea-- |,

tive, intellectual and 1eadership abilities. ‘ -
‘,A“ A«, . Fhm % i B
3. Better Z7d%1ty enlistee. Project AHEAD opens a large quality market
1

which has been dImost entirely closed up to now. Amounting to approximate1y'

45 percent of all h1gh school graduates, this market consists of those who

—

W
normally go on to some type collégg after graduation. Many of these individ< =i **

‘ua]s would welcome the change to become independent, but cannot afford to

support themseTves financially while continuing their formal education.

ilizing the continuing education concept, they start ,taking college
courses

ence and maturity. S .
‘l L - s N

-
4

4. Successful studént/so]diers can be valuable salesmen for the Army,
especma]]y in the role of hometown recru1ters

b

" Benefits to Colleges - ‘ .

Institutjons:of higher education are fac{hg a wider variety of pressing

*y

’orob1ems thanleuer;before. These problems are not necessarily the same for
ae N c -" \ . i .




every schooly but almost every imnstitution can identify with at least
_~ane of the benefits available to participating colleges.

[ 4 B
) ' -
-

\\ (_ -~
‘ Ty A means for incremsing enrollments. Increasing costs coupled with

curtdiled financial aid have adversely affeoted the enrollment outlook at

many colleges. Students from middle income families particu]ar1y are

.feeling the pinch. Project AHEAD provides colleges with a way to offer the
’

possibility of a college education to these students.
— 2 )"/ ;
2. A method « to dea] with the dropout problem. Many institutions are

v i
experiencing an a]ann1ng dropout rate among first and second year students.

Project AHEAD enables a school to maintain contact w1th dropouts while

these individuals solve the financial or personal problems that led them to

-

leave school.
' &

.

3. A more mature student. Research indicates the veteran-is much more
likely to have the added maturity and defined career goals that make for a

oetter student than” the usual graduate fresh out of high school.

- 4. Easier recruitment of veterans. Project AHEAD enables scRools.to
’

make contact with Army persoyne] on active duty Who have dec1ded not to
< . reen11st but m1ght well take advantage of the GI B11] to become full-time

students if approached.

. ~
b Y

h - - / P
5. Community recognition and local publicity. An important dimension

of a college's existence today in the age of declining enrollments and




-

~

spira]ing educational, costs is communitj recognition of its efforts to
provide the best opportunities for the continued education of the young

people served by the school.

. , 4 "J .
6. Identification with a growing national program. The prestige of
being associated with some of the finest colieges in the\Unixed States
in a new and .innovative program witl provide the schools with needed

recognition. -

*

Benefits to the Individual O\ .
The strongest selling point of Project AHEAD is the opportuni ggf,coﬁllLV“

tinued(edugation with {ts inherent qualities fqr se]f-fu]fi]]menf?ind

increased.];Fétime earnings. Many of the benefits to college-oriented

individuals parallel the benefits of the colleges, Army, and the nation.
2 . .

But they apply in a more intimate way because the real benefit of the pro~

oy

gram is people helping Beop]e do better.

1. "Financial: : :

a. Possibility of being able to build up savings from wages while

on active_duty.

<

.b. Army assistance in covering most of the tuition costs for
courses taken while on active duty. S
?ﬂ » {

-

¢. GI Bill, which can be applied to expenses incurred as a student

following active duty. . ’ L N




. . o ' .
2. Develop maturity important to caneer development. . .

A3

3. Opportunity to obtain skill training related to occypa}iona1 goals.

"B

4. Provide student/soldiers strong identification and affiliation

<

with a specific school which will aid in achieving educational goals.

.Y

<«

a. Central "bank" in which credits earned are organized in a -

systematic way and app]ied/towards a degree.

- b. Academic guidance counseling to assure that only courses which
will apply towards graduation are taken while in thé.Service.‘ This also
has a fringe benefit to the Army as it reduces the likelihood of peop]e

e

taking courses which are not applicable and wasting tuition'assistancekbn

L

a nonfunctional program.
5. Prov%de an opportunity to explore college-level courses at his/

her own pace while in the Service with the Army paying up ta 75 percent of

the tuition costs. « §

4

Benefits to the Nation

Any time that institutions and agencies formulate coalitions for the

betterment of society, the nation benefits.

1. Mutual support and cooperation between the Army and colleges -in

[l

achieving educational goals will not enly increase the quality of the Army,

but society as well.




- ’ -]
2. Increased educational levels will produce more productive citizens

who are better able to govern thefselves.

3. A logical and continuous educational program within the Army will |

assure thét its volunteer status will be maintained.

4. Continuous educatfonal opportunities will assure that the nation's

youth echieve‘their.full potential.

How Project AHEAD Works '

Project AHEAD is incorporated into the initial recruiter presentation ‘u_

made to a prospect who indicates interest in continuing educational
opportunifies. . g

. . 5
The prospect is provided information about schools participat{ng in
Project AHEAD plus a form to use in contacting the colleges in_which he

or she is interested. Project AHEAD also ié‘app]icable in situations >

VJ

where the erospect is a potentia]ior actual college dropout or has entered

the Armx%yithﬁut having started advanced work beyond high school.

Upon accepting the student, the cellege acts as the academic depository

for credits ®arned by the student as a result of miiitary training or off-duty
| . B ' 5 :

" study. ThercoJ1ede alsa serves as counseling agent for the student/soldier
“ ! ' ’ i . .

- during the period of-active duty. =~ ~ " .

&

The student/so}d1er way earn up to 30 semester hours through the

College-level’ Exam1nat10n Program (CLEP) testing."

L e

¥ ,




While on active duty, the student/soldier takes regular college

cou}§es‘through‘co]]eges active at most Army installations, —————"

3

These courses are evaluated for credit and the credits are trans-
fered back to the "home" schoo] academic depos1tory Course selection
is based upon periodic contact between the "home" co]]ege and the student/

soldier.

Having concluded active dutyvrequirements, the student/soldier uses

the GI Bill to complete degree requirements at the "homef[coi]ege.

Most Likely Candidates to Take Advantage of Projéit AHEAD =
7 0 T ) T

o
Originally aimed at recruits entering m}]itary éervice soon after high -

school graduation, the program has been expanded to reaéh an even wider

. circle of prospects. /

-

. ) ! g 4 /'

T. High school seniors or recent high school grgduates. This cate-
P . M . ;

gory can further be broken into specific subgroups. ;

/

, .
a. Prospects who really are riot sure about going on to.college,

-

but might like to try-a few courses to get the fefl of what to expect.
‘ /

b. College-oriented, but financially ]{éited indivjdua]é.

c. Individuals who feel,they are not quite ready for college yet,

but would l]ke to start earning a few credits, . ’ %
s

o

1
- ;418

/




d. Individuals who want to explore a variety of possibilities at '
.the same time; hopefully, thiS type individual could be placed in a job

related to career goals.

2. Those who leave co]iege prior to gnaduation, for financial, personal,

or other reasons, but who still wish to work téwa?& a degree.

"3, Mj]itary personnel -already on active duty are provided the oppor-
"tunity to gain credit for past military training, start compiling a record
of credits toward a college degree and take advantage of'counse1ing services

offered by participating colleges.

4, The graduate of a 2-year instithtion, especially a vo-tech school,
can be encouraged to view AHEAD as an excellent method to explore a career

. - C el . T
field, take additional courses.and accumulate financial, resources while
: . |

deciding whether to pursue‘a 4-year degree.. . .’

< .

Making Project AHEAD Work

Project AHéAD is not just another promotﬁonaﬂ gimmicE to be k}ckéd off
and thgn forgotten.. It is a bona fide edqcatjona] oppdﬁ%hnity whigh Te-
quires effort, forethought,.and involvement, It is ;‘peop1e—fo-pg0p]e

., program which will involve thousands of people, hundreds$ of co]leges,_and
the full milieu of Army Suppo}t. Because the program js so expansive, and

because each college owns and operates its own cooperative plan there

will be minor differences in the programs offered. These differences

will ndt ha&e'a direct effect on Project AHEAD because the actual

l

/

i g 1 ,
- J:&,i!) )
{l . !“i’(}(
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agreement for enrollment is between the student/so]dﬁer aod the

college and the Army only acts as the vehic]e for putting the student :and
the college in contact dith each other. qhowever, there are cercain re-
spdnsibi]ities which must be carried out efficiently as they are critica1‘\

to the success of the program. '

Responsibilities of the Participating College

I8

e t

The following responsibilities must be accomplished by participating i

colleges in order to have a viable and aggressive on-campus program.
1

1. Ta11or adm1ss1on procedures. These could range from expecting a %

prospective st%dent to follow the standard admissions procedures to dev151ng

a stream11ned system geared to Project AHEAD applicants.
2. Establish procedures to maintain an academic file on each student.

3. Establish procedures to provide continuing counseling and guidance
for each student. Some schools may wish to channel all students through
N one person; who serves as the advisor for all Project AHEAD enrollees.

Others may wish to assign a counselor on the basis of academic specialty.

4. ablish criteria, for eva]uoting/accepting credits earned by

student/soldiers. This cr1ter1a shou]d cover such areas as CLEP tests and
A
in-service training ‘(basic training and AIT) as well as the courses offered

by accredited colleges on installations or through correspondence courses.

A
-

The following responsibilities are optional but would provide strength

" and credibility to the program:

1
~at B0
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1. Promatihg the'program. Some colleges will want to promote th? prp-
gram more extensively than others. Promotional efforts should be encourgged .
since they will help attract'the'attentﬁon of potential enlistment pros
pects an&‘contribute to a favorable Army image: A s%mp]e folder explaifping
the proéﬁam as organized at a specific school is particularly iﬁportant

for distribution through recruiting stgtions. Other technifues that hav

been used by colleges now in the program include:

|
. ;
9 a. News conferences to announce establishment of program. |
T , » :

.~ - \

— \

- b. Press releases to be sent out to newspapers in areas from .
. ) E . -
. which school generally draws students. |

E}

o * ¢. Public service announcements for radio an%bBV‘wiph school
. , ) .

officials serving as :spokesmen. . . . X

/ ” \q/ i

2. Inclusion of a section on the coy4ege's program in the catalog.

The schools should be encouraged to 1deA%ify their participation in the
program they have established in the gollege catalog so that students who

are ihterrupting their education prior to graduation will be awaae'of the

opportunity to continue od\WTth edutation while taking advgntége of the

benefits which are derived while serving in the Army.
{

3. Orientation sessiéns for recruiters. To encourage the best possible

“

- working relationship between the school and recruiters, several schools

\—
have he}d orientation sessions for recruiters on campus. These sessions

P

include meeting with school officials, talking about ﬁrocedures and sitting

" in on classes. . .

Te tr 1\ §)Y
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4. Periodic contact with student/soldier. Such contact does not

necessar1]y have to deal with course requirements. It is important to.

cement the relationship between the student/so]dier and the "home" college,

. . ) ——\\\
especially as the individual nears the enlistment termination date.

-

Responsibilities of the Army

The Army's involvemént should be viewed in, segments into wﬁich respon-

. 3
- - -
g [ -
. «

sibility can be divided:

1. The recru1ter s- involvement is that of providing accurate 1nforma-

tion about the program to prospects, parents, high schoo] counselors and
o

others important to the recruiting ffort. . The recru1ter may a]so serve

as a liaison between the efospect.a d the scﬂoé] by arranging)an appoint-
ment at the school for the prospect &nd even accoﬁpanying the prospect to

the school. , . o

7 '

2. At each Army installation, identifiab]e/officia]s must be knowl -

edgeable about Project.AHEAD and procedures must be established to assist

the student/soldier. ' 1 o : “ —

a. Policies must be established and published concerning duty

time allowed for participation in educational activities.

. b. The education tenter director and his staff must be prepared

%

to work with the student/so]d1er in 1mp]ement1ng a planned curriculum.

Y
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c. The establishment and maintenance of good reTafionshibé with

accredited colleges in the area must be treated as a very important facet
: S ,
of the prégram. : , ‘ ”

d. Every, new sbldier reporting in must be thoroughly briefed about
Army educationafﬂgenef%ts such as the payment of up to 75 percent of tuition

costs, and how these benefits relate to Project AHEAD.

-
A

Responsibilities of the Enlistee

Although a recruiter may assist the prospect in accomplishing some of
the following tasks, the basic responsibility u]tiTate1y rests with the

prospect. This fact should be made clear to the pfospect when the pro-

-

l»

l'/
gtam is discussed.

1. Make contact with the institution in which he or she is interested
in enrolling. The use of a standardized post card available at recruiting

stations is one simple and effiicient method that can be used.

2. Supply required‘information such as transcripts and/or high school

diplomas to the college as requested for processing application.

3.  Decide upon military enlistment related to educational goals.

ot

4. ' Visit personally with the &o]]ege designated counselor. This

can be done during a ieave if not possible before reporting to active duty.
1 . . . .

5. Maintain regular correspondence with "home" college during enlistment

tour. This is particularly important to insure the right courses are taken

to achieve educational goals.

| e HOON
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Y 6. Provide the "home" school with proof of completion of basic train-
ing, service schools, CLEP tests and all other educational experiences

’ which may qualify for credit toward a degree.

w o Know Your Prospect

-

Once you QFEWQth understand the mechanics of Project AHEAD, the next

stép ié‘to know your prospect. Project AHEAD is not for everyone any more
than college is for everyone. Project AHEAD is designed to appeal to
college-oriented young people who have the ébi]ity and ambition to con-
tinue their education after successful completion of high school. Gener-

ally, Project AHEAD. will have strong appeal to the following audiences:
i

1. High school seniors about to graduate, whe have the potential

for continued education, but who for reasons such as finances or desire

for irdependence do not plan to enroll in college after graduation. .

2. High school graddefes who planned to attend college, but vere.

unable to attend because of finances, 1éck of necessary acagemﬁc back-
’ i

«

ground, or other reasons. -

4

3. Junior\or vocational/technical collegé graduates who, having
. completad their assoEiate deg?ébs or certifications, now desire to con-
tinue on with their education while working in the skill for which they
have trained. Str%pes for Skills is-a p]ﬁs in approaching this audiencg

*

and should be‘used to the fﬁ]]est extent. - .

a
-
-

-
-

o
e
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4, Co]]ege students who must interrupt their education.prior to
§ -

-

graduation. Entering the Army under Project AHEAD allows these students
to remain affiliated with the school in which they were enrolled. At the

same time the college will not lose another student to attrition.

4

5. In-service péfsque] stand to gain much from Project, AHEAD, The

® "~

same benefits.which accrue to the nonpridr service man or woman can be en- <1\\

~.

N \

==~ joyed by enrolling in a participatiﬁ@ college while in the service.

~

This-1ist is by no means comp]ete,_bub‘ft dTVes you a base frqm which to

consider new markets for prospectiﬁg. The jmportant tﬁfng\Eo do ig to

~.

. 4 \\
analyze your market. Just as one person varies from another, so should.

’

your presentation. Knowledge of the prospect's background and/or motiva- .
" 4 ) A\\

~

tion will.most often give you a direct clde on how to appedi to his or
her needs.. You will not use Project AHEAD as a prbspectiﬁg‘or sales closing |

‘tool on a prospect with a tenth grade education. But if you have a col-
\ N . _ } .
lege freshmaq who feels that college is not really relevant to his desires

.and he is looking for something new and &1fferent, you can offer him the

»

best of two worlds--the opportunity to continue his education and join the

Army to earn, f%arn, and travel.

¢

There is no substitute for person-to-person selling. People inftuence
people, and programs are there to assist in the‘procesé.. Advertisihg
v '}

-~ should bring many quality prospects to the recruiting-station to learn

more about Project AHEAD and the imoressive list of participating schools.

' . But you cannot sit and wait for a "rushing business." It may rush right




- . . )
past your door.. The creative recruiter will use all of the resources at\\

R Lo - ) ¥ . o
hand:to draw.guallty young men and women./ Here are a few examples:

° .

e T . .
1. Prospect Card File. Your Forms 200 can be yod}.persona] contact
list. Review the f}]e_for prospects who said they were "off to Eo]]ege.P

With spiraling inflation, they may jhave ‘found that a college education

_was beyond their means, oY'thei}‘parents' If they are still in schoody

. PN
explain the program a ]Sttle and ka it they might know of someone who
. - ' s - .
is intergsted. % , .
. }J . .
2./ Referrals. There is go1ng‘/9,be:no better advert1sement than a

/ ”,

. satisfied customer, espec1a]]y one who is in the Delayed Entry Program.
The creative\:?cruiter éhpu%d be ab]ecto’ﬁktwfive names from each pros-
pect who enlists in the A?my and enrolls in a school wunder Project AHEAD.
These could be your "hottest" leads. Start out by saying "I have a pro-

. gtiT/}hat I know‘you are going to 1ike. So-and-so is in this program

4nd t;}g me to call you because he knows you'll be interested.” If this

idea §s developed properly, each subsequent contﬁct could a]so,prodyce

five Lqre leads, creating a pyramid of prospects for you to exp]ogg, ASK

FOR REFERRALS. . ‘ , .
‘;N/“ ’ ’ "3 ’o

3. REACT System. These Teads are already interested in know1ng more
about the Army and you can identify their educational level. Use the
telephone to secure the appointment. 'Find out what their plans are. A

good catchy te]ephone‘présentation can pay you dividends. Develop your

REAGT list of prospeGFs and follow up on your contacts.




4. ASVAB'List. Here is an excellent tool. It alpeady identifies
those who'might be most interested in a Project AHEAD offer which you ,
have to make. Be sure that you review. last year's list as well and give

"likelies" a telephone call.

‘
< e

5. High School Semior or Graduation List. The possibilities here '
are'un]imited. Again, this list will put you in close contact with quality
. , , |

Beop]e. Anaiyze the list. You may be able toﬁidentify four or five key
4 * people. Once you have made contact with tpem, they may be able to put .

you into contact with others who find Project AHEADﬁaépea]ing. Do not A -
fbréet to check last year's list as well. )

.

6.. Others. "!pq are only Tihitéd by your imagﬁnation," is a fitting

-

statement when refining your prospect list. Other sources could be news . ¥

stories announcing students who have'¥eceived;natigna] scholastic honors,
. ’ -
those who are on the honor roll at school, or in .the yearbook. The point

is, if you are really interested in them and make a good presentation, they

*

will be interested in'you and your offer. , o S

Y

: : : A Couple of Tips SR -

4

A The use of the Delayed Entry Program can give'yoh and your prospect '

a real bopst. It is not a bad idea to place him in at least a 30-day DEP.
s 5 P

. This will give you plenty of: time to thoroughly explain Project AHEAD to o

the prospect, his or her parehts, and you might even have the opportunity
/ . . i .

-

.
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to drop by fhe high séhoo] counselor, too. Most important, howeyer, is
the fact that having your prospect in the DEP will give you a chance to
ﬁéke an appointment for him or her to vi;it the college selected. A
counseling session with the academic advisor will get the new student/

soldier off on the right féot in developing his or her schooling while in

. 2

the service, and will put you miles ahead on "customer satisfaction." o
'That,is just one use of the DEP. There are as many uses as there are 3
. - ‘ 24
people. You could be using it right now with high school seniors who will
graduate in May or June. They would héVe the extra prestige.whi]e in school
of telling their friends that they have "'a‘eady been accepted in college." ~ €

That word would surely get back to counselors and could put you in their
corner fo; assistance. The fact is DEP, short-term or long-term, fits right
into Project AHEAD. The important thing to remember, get your progpect en-

rolled and then,get him or her to give you referrals.

.When selling Project AHEAD along with other options, do not rule out
the Combat Arms..\§ome of the best educational programs in.the Army today
ére being conducted in the combat divisions. These‘d}visions have the most
control over their training’ti@e and many of qhgmfargeinc]uding o;-duty tme
for educational deye;opmeht of their soldiers. These divisiops Fraiﬁ hard
and they exppct.their men and women to be the best. But they are a]so_
~*looking out for their Qe]fare’by adapting schedules to fully develop each
soldier to his maximum potenf%a]. It just might be that the combat\

;

- a
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so]d1er educat1ona11y will be way ahead of his combat support contemporary

at the end of h1s first' en]1stment Use this.as a se]]1ng po1nt - \

‘_Know Your Inf]uehcers

O .

Like it or not, we are all* influenced by those who are around us and
young people are no exception. Parents, teachers, counselors, and c]ergy—"
men akl exert some ;nf]uence over, the en]1stment decision that is made.
Project AHEAD is a program that has a strong appea] to each of these peopIe
because it offers what every mom and dad, teacher, counse]or, and pastor

wants for the nat%on's youth--development of their full potential. For

example:

1.5 Appeal to Parents: Parents wi]i be ab]e'to see their sons and
daughters continue on with their-education while at the same time being
placed in a good paying job. The fact.of.the matter is that many middle-
income people earn too much money for their children to receive scho]arl .
ships or other f1nanc1a] aids so the1r ch1]dren can continue their ’
edUCat1on, but earn too 11tt1e to afford the h1gh co]]ege costs found
in'many schools tooa/.’ The appeal of a son or daughter enro]]ing in
school, being ab]e to receive "free" CLEP'testihg at education centérs;
have up to 75 percent of tuition cost paid by the government., being
independent and earning a good living, and fina]]y’receiring the GI Bild
rounds out pretty he]] hhen you consider the oenefits earned while in

the Army. .




% ’ -
p

' »

2. Counse]ors and Other InfTuencers. The aopeal which exists for

parents exists for coonse]ors and other influencers. Only the strength

of the appeal may change. However,-inidea]ing with guidance counselors

the appeals are strengthened'in other areds by nature of their. responsi-
.‘bi]ities. "Counseling personnel are charged with the reSpohsibi]ity of

providing curriculum counseling which will lead young beop]e to orepara—

tion for a vocation or continued post-seeondary education. The en]istmeht/

enrollment henefits of Project AHEAD provide them mith a strong rationale.

for directing college qualified young peop]e'to you for participation in

the program The counseior has more than satistied his responsiBiiities

when a student joins the Army under PrOJect AHEAD s0 have princ1pa]s and

other members of the high schoo] educationa] community

Know Your Participating College

-

To gime your presentation authority; you have to know the co]]eges
that are participating in Project AhEAD from your area. This will take
a little homework on your part, but will be a bonus ‘to you when ta]king
to prospect, parents, or other influencers. Be sure you know:

1. Its history. "

2. How large 'the enrollment is. . . —

3. Is it public or private ' )
4. What type of courses and” degrees. does it offe{(/
Its admissions poiicies.

! 4 ) P
Is it a 2-year or 4-year college. :

(o)

- o

. z
Who your point-of-contact is at’the school.

-

~4
-
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v . You Have Done Your Homework

. N ’ . '

:
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- You are Ready to Make the Presentation

We are continually trying to persuade people and they are trying to
persuade us. That is the nature of communication. If we did not want

to accomplish something, we would not try to commypnicate. The creative

~Fecruiter develops his abitity to communicate to a fine art. He is so

E]

well 6?epaned and so knowledgeable about the product that his enthusiasm
o is evidentf°“The steps in using ?roject AHEAD as a prospecting tool or

a sales cﬂosing tool are simple and direct. They are:

1. Prospecting. This is the first step and refers to exploring the

potential market to find the most 1ikely and best qua1ifiqd prospects.

i
\ 2. Analyze your prospect.
A

b

Know who'you ane éoing to make thg presen-

3

ta&ion to and what needs joining Project AHEAD wfll’éatisfy.

3. Approach. This is your encounter with the prospect in prepara-

gioh’fo},making the presentation. ‘ o )

"~

4, Presentation. This is the meat of the sale. It is té]ling the

.prospect what we have to offer and how it can be of benefit to him now

4
*

and later.’ - P

| 5. Handling Objections. Thi§ js actually a digressiop fromﬁyqur

presentation, but -objections cahnpt be ignéredu Handle them positivé]y

and ‘remove any negative thoughts from the prospect.  *

/
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6. Close. This is the highlight of the presentation. It is a com-
bination of empathy for the needs of the prospect and.drive to close the
sale. A good balance of both empathy and drive will put you cTose to the

top in the recruiting force.

L}

7. Followup! Followup! Followup!

A Parting Shot
"You will have a full range'bf promoiiona] todls to assist you/in the
sales presentation. The highlight of these materials is the sa]e;
E]osing kit, a deskside flip ch%rt which takes you and the prospect
through a ]bgicaT prqgressien of Project AHEAD. Iﬁ makiné effective
sales appeals to young people, there are certain basic rules to follow.

»

The underlying reason is that young men and women want to be approaéhed

‘j., ¢

§. as adults, not children.

!

1. Never ta]k‘down to young people. You may think tBat usind‘"cqo]". v
language sound; "hip," but it may be coming across to the young person
sounding "corny," foolish or'condescending.' Sincerity and honesty are

always appropriate and wilT be more the natural you.

”

2. Be totally straightforward. . Young pecple are cocky and arrogant
at times and will test the limits of your patience to see if the produét

is a gimmick. The product is good, and it sfands alone. A straightforwerd

ptgggntation will be your strongest asset. . ,

- ¥
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3. Give the young person credit for being motivated by logical and
rational values. Do not overpresent the program. The benefits of the
program are enough w%thout adding any garnish. _Your pre;entation shoﬁ]d
be clear and concise, emphasizing the opportunities and services the

program offers.

4. Be as personal as possible. Know who the prospect is and how
Project AHEAD can fit into his wbrld. Remember, .people persuade people,
programs do not. The desire to be personally recognized as a person of worth

and value gives a young person a clear identity of himself and openg.the °°

channels to real, two-way communication.

Finally, we do not know if you remember how difficult it was to be 18,

-4

19 or ZO\years old. In case you do not remember, this was the period that
o]der.peop]e alwaysi§egarded as the prime of life. But forvyou, it wa§
often a very difficult and trying time when you were presented with more
decié{ons to make than you could cope w%th. For seme of your besE <
quality prospects, Project‘AHEAD may be the greafest thing that ever happened

to them. They will meet new people, see new places, and have an 6pporiunity

to mgke, a career decision based on the real world. Keep this in mind as

> F

you maKe your presentapion, along with the empathy we talked about earlier.




CHAPTER III,

)

PROJECT AHEAD AND THE COLLEGE . | ’ [

" Selling Project AHEAD to Prospective Participating Institutions

Prior to approachjng any school about participating in Project AHEAD,,
‘sufficient research should be done so that the person or persons répresent-
ing the Army are know]edgeab]g about the school being contacted. Each
state has its own system o% higher education, for éxamp]e, and that or-
'ganjzationa] structure %s impo;tant in determining the approach to be usedj

.

v Other factors that might have a bearing upon the appfbach to a school

are listed below. The importance of each will vary greatly from state to
. o

<

state, and even from school tonchoo], andashould be evaluated accordingly.

L g

].‘ Source of funds. Particularly important when dealing wi%ﬁ comhunity
go]]eges to which local support is crucial.

2;' Goverhing body ~

3. Admissions requirements

4. VA office and function

5. Types of degrees

6. Courses offered

7. Accreditatiop status

8. Enrollment situation

9, 2-year or:4-year

o 10. Pub]jc or private

11. SOC affiliation X . .




-

- Experience to date indicates a public institution is much more 1ikgly
to be receptive to Project AHEAD than a pri;ate school. Four-year public «
institutions, for example, usually already have a veterans affairs foicér
and usually o?fer more appealing college credit benefits to veterans.
Evenually, schools of every type--4-year, .public, community college, vo-tech,

and private--throughout a district recruiting command should be contacted.

" This technique offers prospects the<increasingly strong incentive of acces-

)

o

crisvse. ]
sibility to a campus near Home.

Promoting Project AHEAD

In addition to colleges and agencies directly involved with higher
P
education, certain related organizations and persons in reTited fields

atho are very important to the success of Project AHEAD.

‘ One aspect of this importance revblves around the concept oft cre-
ating a demand. éxp]aihing Project AHEAD td high school counselors, for
example, is apt to brompt‘the counselors to discuss Project AHEAD with
the college repg with whom they come in contact. A.few'inquiries from
counselors usually will be enough to perk the interest of a nonpartici-
pating college. A counselor who understands ?roject AHEAD and is enthusi-

astic about its pdssibi]ities also can be very helpful in contacting a pri-
N * . .

N - Y {
mary prospect audience.

4

.Other examples of important auxiliary contacts include: ,

Fo N
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1. Parent Teacher Organization. . In Ohio, a presentation to the
State PTA resulted fn the organization including a flyer on Project AHEAD “
in its beginning of the school. year packet'to each PTA group across the |

state.
2. High school principals.

3. State-operated education agencies. .This category includes voca-

tional curriculum developers and givisions of guidance and testing.

pa

4. Persons in charge of research projects revolving around occupa-
. ‘e

tional decisions and secondary education. At least one such project usually

is ongoing at one of the major colleges in every state.

5. Boards of Education. In addition to the individual school boards, - *

A 1

a state organization exists in every state. . >

6. Bpportuni?y program administrators. Such programs involve adult

-

éducatioﬁ, especially high school completion, and usually are operated in
Y

s

major cities.

Approaching the College

While no'hard and fast rule is applicable to every college situation,
! '
the press of time and other factors suggest the initial contact be made
by 'telephone to set an appointment followed by a letter. This written con-

tact should include a concise description of Project AHEAD, emphasizing the

benefits to a barticipating college and that Project AHEAD is operationa]‘at

' ' other schools.
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'should identify the person or.persons to contact. ° ’

"~ sons attend the meeting. Army representation should be limited to a maximum

L]

Start at the top with the president or near the top, depending upon the
. o i

level at which admissions and progfém policy is decided. Prior research

i
)

After the president or whomever has had an opportunity to digest the
. t

information that was sent, the Project AHEAD district recruiting command

coordinator should call the college contact to arrange a meeting at which

Project AHEAD can be discissed in detail. The co]fgée may have several per-

of three, preferably fess. T

¢

Expertise exists within the Ayer field force on the actual operation

~

of Project AHEAD. A district recruiting command just beginning to introduce
* »
Project. AHEAD in its area should request the assistance of an Ayer repre-

sentative experienced in establishing the program. )

The assistance of an institution already involved in Project AHEAD

also could be a va*éab]e asset in selling the concept to other institutions...

>

Administrators at several schools have expressed willingness to be of

assistance.

Points to Cove%)wi‘fgq the Initial Meeting
i 4

-

The following sequence has evolved out of numerous successful presenta-

-

tions made at the Peoria DRC. While all the pointé are ihportant, the

sequence may not prove to be as comfortable for pé}sons at other DRCs and

should not be considered static.
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1. History of Project AHEAD
}

° 2. General concept of program
3. How program works in practice
4. Befefits of participation
5. _Opportunity for questions ' ;
6. Putting the program into effect at the school “\~.4/

Putting the Program into Operation

Once an agreement is reached by a school .to participate in Project
AHEAD, specific implementation steps should be settled immediately to
avoid the real possibility of agreement Qithout implementation. Therefore,

action should be taken as quickly as possible to get the program into being.

1. Preparation of an é;;Tanatory pamphlet by theiéo]]ege This not’
only is necessary as a promot1ona] tool, but it also helps college off1c1a]f
forma]1ze their ideas about how the1r program will operate. The DRC repre-
sentative should consult with the school in preparing this pamphlet to

insure that no misleading statements find their way into print.
2. School designates contact person to coordinate Project AHEAD.

3. Promotion folders issqégﬁzs each recruiting station for display
and distribution.” Determining which recruiting stations wi]{\>eceive
promotioﬁé]']iterature about a participating school will depend largely upon

the éreas from which the school draws.

- ‘j ‘\)(),"




4, Find individuals interested in enlisting and' pursuing degree via

Project AHEAD., d

5. Hold news conference or issue'news release and photo featuring Pirst

enlistee to join program.

&
A ¢

) . P
6. Once the program is established, th%.task of cqptinuing coordination

should be assigﬁed to a qualified person in the DRC who is able to serve .in

~

a long term liaison capacity. L .

A
Good Relations with Entire Higher Education Community are Imperative

5

‘ A sympathetic understanding and acceptance of Erojecf AHEAD b§rstate,

area, and national educational agencies is i the success of the

s,
Agaix_depending upon

%
concept and could lead to an official endorsement.

\

the area and state, such agencies differ in organjation and jurisdiction..

ngera]]&, they can be categorized as follows"

\

1. Governing body/for state 2-year instituﬁjons——often under the

state board of regents with g state education offfcia] serving as

administrator. - & e )

N,

2. State board of regents or state board of education.

N

3. Llocalized consortiums. A'Situa;jon in which a group of schools in

- .

i
{

a particular area are cooperati[g under a formalized plan with respect to

student exchange, use of facilities, mutual fund raising efforts, etc. °

¢

A
-
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« 3 . ,
4. Various state organizations such as state versions of Association

of Independent Colleges and Universities.

Specific examples of assistance provided by such agencies are listed y

here to give some idea of possible avenues to explore.
‘ -

1. South Dakota State Board of Regents passed a resolution saying
young men and women who join the Army automatica]]y\qué]ify for admission

to any one of the South Dakota state colleges.

-~

2. The vice-chanceller in charge of Ohio's 2-year colleges presented
the Proaect AHEAD concept to the presidents of the state's 2-year co]]eges,
obV1ous1y enhanc1ng credibility and opening the door for individual

v

contacts.

~

The Relatignship of SOC to Project AHEAD \

i ' oy .
To avoid confusibn about the relationship of Project AHEAD to the .-

Servicemen's Opportunity Co]ﬁege (s0C) program, several hgint§ need to -be
] A /

~

understood.

1. SGC/$§\§ cbntractual déiwork. Only institutions that agree to

/ J

'provisioqgfdetermined jointly by gheiAmerican Association of Community
0

Colleges, the, Aﬁerfcan}Association of State Co]]eges and

+

Un1vers1t1es, and the Department of Defense can part1c1pate in the pr09ram

_and Juni

PrOJect AHEAD allows a participating schoo1 to set up its own program,

. L

within suggested gu1de11nes, w1th respect to admissions requ1rements,.

r
r

determination of credits, etc. < -




2. SOC as ;n organization is funded in part by the Departnent of -~
Defense. Project AHEAD is a concept rather than an organization, and )
the only funding availa le to participating schools is the p‘rcentage of i' Q“>

.. tuition costs coileredéthe Army's tuition assistance plan or the GI Bill

benefits used by a veteran to caver education.costs. .

) o3, The general SOC emphasis is upon the hat1ona1 network w1th par-
t1cu1ar emphasis upon institutions prowg ﬂducatwna] programs on or

w1th1n a few m11es of military installations and bases. The Project

_AHEAD emphas1s is more local, stressihg the relationship between a student/

soldier and an institution wi

n the éeographic area of his or her home. .{
Witthin this framework, the benefits to participating co]]eges_are much

broader with respect to such cofcerns as student recruitment, dealing with

the dropout prob}fm and promotion possibilities.

p
a

N1th these distinctions in mind, the genera] pravision of SOC and
Project AHEAD not only should be viewed as compatible, but as highly com- ‘
plementary. This is particularty true in 11ght of the fact that many
;?' persons .who enro]l in Project AHEAD probab]y w111 be taking courses

offered through’ the SOC program wh11e on active duty

v

Because of its pred1spos1t1on to cooperate with the m111tary, as

estab11shed by SOC involvement, the’SOC School is an exce]]ent cand1date

to pffer Prqject AHEAD and should be approached to do s0. Loce] liaison-

f hgst.ee established with these schools on a one—toione basis and personal
‘relétionsh}ps established. .,

~ | N\
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CHAPTER IV
“PROJECT AHEAD--THE END

Conclusion
Project AHEAD is not just,another merchandising tool. It goes a 1ot
deeper thanlthat. Some independent research has pointed out quite clearly’
that Project AHEAD is an idea whose time has come. It is truly what the’
name implies. It is Army Help for Education And Development. The beauty
of the program is tgat it is being carried out by hundreds of particfpatihg'
'.co11eges and universities who can see that it fulfills a need, a real need,
to provide uniqde and continuing opportunities for young Americans to com-
plete their educations. It doesn't 1dck out people already in servfée,
either. They have the same chance to enroﬁ] and take part as the newest
enlistee. We m1ght note that this educational adventure is also open to

members of the recru1t1ng force who can use Project AHEAD to prepare for

their personal futures as well as for theijr mi]itary advancement and promotion.
) , e N .

While Project AHEADNiS not a recruiting o _ptlgg, it §as the fu11 backing

and support of the Secretary of the Army, the Army Chief of Staff, maJor
commanders, and most 1mportant1y, the Command1ng General of the USvArmy
Recruiting Command who has said "Go'!" With this kind of backing and support,
you can use Project AHEAD w1th confidence in reaching qua11ty young people
across the nation. It is your program. Never before has so0 much effort

+ and planning been mustered to assure that a program is useful:and bene-

-
.
r

fi¢ial to the recruiting force. ~

.
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But, as ﬁe have a{ready said; Project AHEAd is not just an Army érogram.
‘It s a]go the program of hunﬁreds of participating colleges across the
nation. These schools are solidly behind the program as a means to
'deve1op an Army of infe]ligent, creat{ve, and highly motiyated people

who can serve their country, thgir community and themse]ves: Herb
F{i%field, Program Coordinator at Indiana University, has said: "This is

an on going program with strong benefits to all conterned. It provides .

a new thrust to in-service people with an intergét in higher education."

Project AHEAD allows communities and community leaders to'keep close
to its youth. The greatest assets and resources that any state or com-

munity has are its youth They are interestéd in keepiné these youth in

their areas. It is vital to their continued growth and development. -~
Project AHEAD a]]ow;rcommun1t1es to be tune with the needs of its youth.

Dr. Frances Nickerson, Associate Commissioner of Higher Educatiop fgr
Administ}ation, South Dakota, said, "We think the’progrgm is'strohg beéayse |

it allows us to recruit South Dakota kids for a postLArﬁy commitment in |
their own state. We want to keep our young people right here...and whent .
they're not (serving in the Army, for examb]e)...wé like to keep in '

tOU(;h. " : - 4 . [

! '

>

We are a nation of "joiners."” "Everyone wants to "Béﬂoﬁg " Project AHEAD
gives the student/so]d1er a strong sense of 1dent1ficat1on with a recognlzed

1nst1tut1on .a sense of be]ong1ng It can be his or her touchstone with

© . ' ’
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home and reality. And best of all, it does away with the o]d‘way of )

th1nk1ng that the Army is a "V1ab1e a]ternat1ve“ to the world of work or
\

continued education. Instead we become parﬂners in the cont1nuous '
process of career preparation. Mr. William Utley, Dean of the‘CoTTege‘

of Continuing Studie§ at the University of Nebraska'at Omaha, inhta1kingt
about the cooperative aspects of.Project AHEAD<}n'conjunction with their
"Home-Base" proéram, has said, “'Home—éase',program offers the best of both
worlds. Those who elect the military career don't have to foreéo their
co]]ege'education: And those peop1e signing up for.a limited enlistment,’

get a running start on their education."

‘.

So this is Project AHEAD, Last year we proved that we could recruit the .
$ .

manpower needed to f111 the ranks of the Army Th1s was’ done wtthout 5
er

1

'sacf1f1c1ng the “qua11ty“ of the Army This year we are go1ng togoo
the top aga1n, but w1th the h1ghest qua11ty Army -with the most h1gh school

i graduates "and the most co]]ege graduates that we have. ever. had in our 200

:] - . ~ R
years of history. . .o , T .

4
7 -

l"

The researchers, p]anners, and advert1s1ng and sa]es promot1on sﬁec1a11sts

have done t/£1r part of the action. In the end it a1ways comes down to “the K

L4

'man or woman on the front 11ne—-the recru1ter\ You have en11sted in a

trusade, 1f you will, a crusade for an Army that can fu1f11T 1ts esseht1a1
'. . r.o‘ [N
,'Job for the nat1on and at ;he “same t1me, serve its citizen so]d1ers as an

“1ntegra1 means to therr forma] and cont1nu1ng educat1on SeIT ProJect AHEAD

w1th pr1de V o - S ek

. ‘.‘ 'l
« P . .

'bdod Recraiting!!
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