The Enlisted Professional Bulletin B
of the United States Navy
April-June 2000
Volume 2/00

Ins;ide
Recruiting
Tomorrow’s
warriors




Commander, Navy Personnel Command
RADM J. B. Hinkle * *

Greetings from Millington. The focus of thisissue of Linkison
recruiting duty, which offers you the unique opportunity to hand-
pick your shipmates, aswell as several other special incentives.

We need to enlist about 60,000 young men and women to make
our fleet manning goal thisyear. That's up from 54,500 last year. It's
an all-Navy challenge that we must aggressively meet head-on asa
team, because our success will have a direct impact on fleet and
force readiness. When you are involved with recruiting, you are
literally helping shape the Navy for the next two to three decades.
You may be recruiting future flag officers and master chiefs! To do
that, we intend to maintain the Recruiter Force at 5,000 Sailors — and we want al of them to be volun-
teers.

We are actively looking for volunteers who are shore-duty eligible, preferably in the E4 and E5
paygrades, to help shape the future of Navy. Putting junior Sailorsin the field as recruiters has been paying
big dividends, and the Recruiting Command is moving toward a much younger overall force because of
that success. Each volunteer request will be considered on a case-by-case basis and the detailers, in close
coordination with the Recruiter Selection Team, who will do their best to assign volunteersto the recruit-
ing station of their choice.

Recruiting is challenging duty, but it is also very rewarding. Some of the incentivesinclude: $375
special duty pay per month; choice of recruiting assignment location; up to 24 months of sea duty credit
for some locations; meritorious advancement opportunities through E7; follow-on tour guarantees (choice
of coast) upon successful completion of arecruiting tour; and specialized training to learn sales and effec-
tive persuasion techniques. For more information, contact the Recruiting Detailers at 901-874-3861/3877/
3879 (DSN 882); or the Recruiter Selection Team at 901-874-9147 (DSN 882).

The new “Bluegjacket Hometown Area Recruiting Program” (HARP) initiative provides Sailors with
an excellent opportunity to help Navy’srecruiting efforts, with the added incentive of being assigned close
to home. Under this program, Navy funds round-trip CONUS travel (plus Hawaii and Alaska) for selected
junior Sailorsto their hometowns to assist local recruiters. Sailors will also attend a short training seminar
prior to proceeding to their hometown. The minimum period of TAD is two weeks; Sailors who are suc-
cessful in providing qualified referrals may extend their time on HARP in addition to other recognition
under the Recruiting Referral Recognition Program (RRRP). A Navy Achievement Medal will be awarded
for referrals that lead to four new contracts. If you are interested in “Blugjacket HARP” please contact
AO1(AW) Jimmy Stephens at 901-874-9141 (DSN 882). [NAVADMIN 003/00]

| urge al supervisorsto help spread the word on recruiting duty...the Navy’s counting on you. Keep

charging and smooth sailing.

J. B. Hinkle
Rear Admiral, U. S. Navy
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RADM H. B. Tallent *

Recruiting isthe life blood of the Navy; it's certainly one of the most
important parts of keeping our fleet in a high state of readiness for war. It
is aso one of the toughest, most challenging, and most rewarding jobs we
have to offer. You've probably all heard about the “tough” and “challeng-
ing” part —but “rewarding?’

Thefact is, | often get feedback from recruitersin the field about how
rewarding the job of being arecruiter actually is. To many of the young
men and women that these recruiters are bringing into the force today, the
Navy, and therole they play in it, will become the predominant feature of
their entire lives. It will become the method by which they “ define”
themselves —for alifetime.

Every new recruit is potentially afuture Master Chief Petty Officer of the Navy — think about that.

The impact that arecruiter has on ayoung person’s life, aswell as the impact that same young recruit will
have on the Navy, is staggering. So when recruiterstalk about their job as being one of the most rewarding assign-
ments they’ ve ever had — that’s what they mean.

Recruiting duty may be the best way in the Navy today to display true patriotism and commitment to preserv-
ing the freedoms that all Americans enjoy. As a Navy Recruiter, canvassing Americafor our best qualified men and
women, you will be building the future leaders who will ensure American Sea Power remains the most formidable
and dominant military force the world has ever seen.

Lots of exciting things are going on in recruiting right now. We're changing the “shape” of the recruiting force
out there dightly by placing more junior Sailorsin recruiting. We' ve found that E4 and E5 petty officers are some
of the most productive recruiters out there. They’ ve been extremely successful in today’s tough market because they
easily identify with the generation of young people that we are trying to enlist.

Another exciting recruiting opportunity is the blugjacket Hometown Area Recruiting Program (HARP), which
has been devel oped to boost recruiting efforts. I1t's a“ supercharged” version of the HARP program you’ ve known
for quite awhile. Blugjacket HARP will FUND round-trip travel, INCONUS, for selected junior Sailors to their
hometowns. TAD orders must be for a minimum of two weeks. NAVADMIN 003/00 has the particulars on the
program.

WEe' ve also begun to “sell” recruiting orders by recruiting area. What this means to you is that, in some cases,
we may be able to guarantee what recruiting station (city) you’ll be going to before you sign on to recruiting.

Recruiters are also receiving $375 per month for Special Duty Assignment Pay, and they are eligible for
meritorious advancements up to E7 through the Recruiting Excellence Incentive Program (REIP).

Tough, challenging, and rewarding. That’s recruiting duty. Sailors interested in recruiting should read the
article by JOC(SW/AW) Morley on page eight, and then contact the nearest Recruiter Selection Team, or visit the
CNRC Web Site at www.cnrc.navy.mil.

Keep Charging!

,Js Nathey

H. B. Tallent
Rear Admiral, U. S. Navy
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Master Chief Petty Officer of the Navy
MMCM(SS/SW/AW) James L. Herdt

Shipmates, optimally manning the fleet is a priority throughout the
Navy. There are numerous aspects that affect our manning levels. One of the
most obvious, and quantifiable ways to improve fleet manning levelsisto
attain recruiting goals. Recruiters had a very successful year in FY99, and
there are a couple of initiatives to help them do the same this year.

The Chief of Naval Personnel, VADM Norbert R. Ryan, Jr., recently
released a NAVADMIN announcing the “Bluejacket HARP” duty initiative.
This program is designed to send Sailors to their hometowns to communicate
their Navy experiences. It is an incredible opportunity for usto positively
impact our ability to man the fleet.

The Navy Recruiting Command has seen that many of our best recruiters are indeed the most junior recruiters.
Several participating commands have proven that prospective recruits obviously identify better with Sailors closer
to their own age. “Blugjacket HARP” is designed to take advantage of exactly this. The keysto successin the
program are the selection and training of participants. Very motivated, squared-away Sailors are what we' re looking
for here. The basic requirements are: 1) Initial enlistment Sailors are preferred, but second termers are encouraged
to apply also; 2) Seaduty is preferred, but shore duty Sailors can also apply; 3) They must have a high school
diploma; 4) Have a place to stay in their hometown; 5) Meet PRT standards; 6) Finally, applicants must have their
command’s endorsement. Once selected, Sailors receive a short training seminar by their local recruiters before
travelling to their hometown for at least atwo-week TAD. After the training seminar, the “Blugjacket HARP’
program will fund round-trip travel within CONUS for Sailors.

The Navy Recruiting Command has funding for a maximum of 800 “Bluejacket HARP” assignments per
month. We should all work together to make sure we maximize these opportunities every month. Our recruiters do a
great job with al of the resources they have. It is an incredibly competitive job market today, and we' ve got to
show people why the Navy stands above the competition.

Thisisjust oneinitiative. We' ve got to develop sustained long-term actions to produce the long-term impact
we need to build the Navy of tomorrow. To accomplish this, we have to continue to build a Navy culture that values
recruiting and retention. Any culture change demands commitment from the top echelons to the seaman recruit
selected for “Blugjacket HARP” duty. Excelling in attaining these goals should be career enhancing for Sailors.

WEe' ve got to build a sense of urgency for both recruiting and retention, and sustain their priority in the future.

We have to reevaluate our approach to retaining Sailors as we work to improve our retention skills. The CNO
saysit best by saying, “We recruit Sailors, but we reenlist families.” | think dealing with just the Sailor for reenlist-
ment is hitting only about 40 percent of the target. We should sit down and talk with the entire family. They're the
ones most affected by the decision to stay Navy. We have to make them fully aware of all of the benefits our Navy
offers. When we look at the total compensation package, more often than not, the Navy comes out more competi-
tive than Sailors expected.

Retention isn’t something we deal with only when a Sailor’s EAOS gets close. Retention is everything we do
for that Sailor and his/her family from the time they enlist or reenlist until their next EAOS. Valuing our Sailors has
got to be the status quo for doing business. With that said, there are obviously the “ needs of the Navy,” but they
aren't that far off from the desires of Sailors that have chosen to serve in the Navy. It comes down to treating our
shipmates as professionals. We should treat all of them in the same manner we expect to be treated.

Finally, I’d like to extend a Bravo Zulu to our recruiters. The job you do is one of the toughest, and most
important in building tomorrow’s Navy. We will continue to look for
better ways to support you, but only your motivation and dedication
can produce the results we depend on to build our Navy.

JamesL. Herdt
Master Chief Petty Officer of the Navy
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Director, Enlisted Assignments Division

CAPT J. F. Rea

Greetings from Millington. In this article | would like to discuss a very important special program for shore
duty - recruiting. Asyou already know, recruiting is now hiring! In order to maintain our required manning levels,
the Navy must bring in 60,000 new recruits during FY 00.

To accomplish this goal, more field recruiters are needed to attract the best and brightest of America’s youth.
We are looking to you — our motivated, hard charging fleet Sailors — to help the Navy meet its objectives. Not only
does the Navy need alarge number of new recruits, it needs recruits of the right quality. This means recruiting for
all of the Navy’s special programs. So far this year, Navy recruiters are meeting their goal.

We are looking for volunteers from all rates, especialy first-term Sailorsin paygrades E4 and E5. If you are
nearing the end of your enlistment, and are considering separating from the Navy, | would like you to consider
staying with the Navy for afew more years as a Navy recruiter. At thistime, my detailers are trying to place volun-
teersfor recruiting duty at or near the place of their choice. Now, this doesn’'t always work, as there are many Navy
Recruiting Districts throughout the U.S. and even abroad, that need to be manned. But, | assure you, we will do our
best to try to get you what you want. We are offering some incentives, too, which | will talk about later. We are also
looking for volunteers from other paygrades that are shore duty eligible.

A Navy Canvasser Recruiter (NEC-9585) is one of the Navy’'s most challenging, rewarding, and career
enhancing assignments. But, in addition to the challenge, recruiting offers other benefits. Some of these benefits
include: Proficiency pay in the amount up to $375.00 per month. Proficiency pay starts upon your arrival at your
Navy Recruiting District; Selection boards look favorably upon all personnel who successfully complete atour as a
Navy recruiter; An advancement in rate program, where recruiters can be advanced up to paygrade E7, if qualified,
based on their productivity as a recruiter; Superior training opportunities to learn sales and effective persuasion
techniques; Up to twenty-four months sea duty credit is available for some recruiting districts. Credit will be
applied toward your next sea tour assignment.

We are now offering some incentives for first-term Sailors who volunteer for select Navy Recruiting Districts.
First term personnel coming from sea duty, who have thought about separating at their EAOS, may be able to have
their remaining Prescribed Sea Tour (PST) waived, if they are willing to accept orders to some select recruiting
districts. The select districts will change periodically, based on the individual district’s manning levels. Some
current districts for which we are offering this incentive are Chicago, Buffalo, New York, Omaha, Minneapalis,
New England, and Los Angeles.

We will approve requests for one-year recruiting tour extensions, if you desire it, and the Commander, Navy
Recruiting Command endorses it, after successful completion of athree-year tour. In some cases, we are a'so
offering Priority Selection for any valid sea-duty requisition in

negotiating for follow-on sea duty orders, after successful comple- NRD Sea Tour Credits
tion of athree-year tour at select NRDs.

If you meet the requirements outlined in the NRD Buffalo 18 months
ENLTRANSMAN chapter 9.63 and have the desire to become NRD Chicago 18
more successful in your Navy journey, contact your rating detailer NRD Ohio 12
and request recruiting duty. Recruiting detailers will work with NRD Michigan 18

) . . . NRD Indianapolis 12

you, along with the CNRC Recruiter Selection Team, to try to find NRD K ansas City 9
the right job for you. NRD LosAngeles 12

For more information, pick up your telephone and give us a NRD Minneapolis 12
call or send usan E-mail (addresses listed in the back of LINK NRD New England 12
magazine), DSN 882-3868/3877, Comm (901) 874-3868/3877. NRD New York 24
The Recruiter Selection Team points of contact are on page nine. NRD Omaha 12

Please think recruiting as you finish your seatour and are NRD Philadelphia 18
ready to roll to shore duty, remember to invest in your future and NRD Pittsburgh 18
the future of our Navy. Your contributions will not go unnoticed! * Must complete entire recruiting tour for credit.
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Letter to the Fleet

COMMANDER
NAVY RECRUITING COMMAND

Navy Recruiting Command is committed to providing the Fleet with
outstanding young men and women to meet the challenges we face aswe
enter the new millenium. And, even though you have probably seen much
of the media discussion on how hard it isto recruit in today’s environment,
many of your shipmates are enjoying tremendous success as they tell the
Navy story to young people all across the country. These exceptional
Sailors have taken the challenge, and with the dedication to duty character-
ized by the American Blue Jacket for over two hundred years, they're
chipping away at those manning deficitsin the fleet. | strongly encourage
each of you to consider atour in recruiting. Come join us as we build
tomorrow’s Navy and shape the lives of America'syouth.

A tour in recruiting obviously offers many benefits that you’ ve heard
or read about as you’ ve considered your career options. Potential meritori-
ous advancement, $375 per month SDAP, guaranteed choice of coast at end of tour, partial sea duty
credit for certain locations, and a chance to be stationed near home are all enticing; but I'd like to talk
with you concerning some of the intangible benefits that have afar more lasting impact. Benefits that
will stay with you and serve you well both in your Navy career and long after you’ ve gone ashore for
the last time.

First, recruiting provides the Sailor with the opportunity to develop skills that no other assign-
ment in the Navy can offer. You will discover, and then perfect, interpersonal relationship skills you
never knew you possessed. You' |l learn to uncover the young persons’ wants, needs, and desires and
then steer them to a Navy opportunity best suited for them. You'll also develop and implement aplan
that ensures your new recruits are fully trained, prepared, and motivated to excel in recruit training
and ultimately in the fleet.

| would also like for each of you to experience first hand the tremendous self satisfaction that
comes with having your new Sailor come home for the first time, all decked out in hisor her dress
uniform, proud to be a part of our Navy. Asthey expound on their journey to date, normally with
beaming parentsin tow, you’ Il know that you’ ve accomplished something good and honorable. You'll
have shaped another young American’slife and provided them the opportunity for ajourney of a
lifetime.

From New York to Californiaand North Dakotato Louisiana, Navy Recruiters are working hard
every day to find potential Master Chiefs and Admirals for the Navy of the future. Dedicated and
goal-oriented, they won't accept that the mission istoo hard. They truly understand and live the
“commitment” aspect of our core values. Come sail with us

aswe man the United States Navy. LA dids
2] <51

|
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Career Information

New Generation of Junior Sailors

The Commander, Navy
Recruiting Command (CNRC)
has launched an ambitious drive
to beef up the recruiting force
with 500 younger, well-equipped
recruiters by the end of the year.
But the effort doesn’t end there.
To help these new recruiters
succeed, CNRC isinvesting
millions of dollarsin training,
advertising, and recruiter support.

A younger recruiting force.
For years, recruiting was the
domain of senior petty officers. In
1999, CNRC tried a bold experi-
ment, accepting third class petty
officersfor recruiting duty. The
results were astounding, as these
junior recruiters often generated
new contracts at a higher rate
than more senior recruiters.

CNRC isnow looking for
Sailorsin paygrades E4 and E5 to
fill new billets. Candidates
should have successfully com-
pleted atour at sea, and have
earned awarfare qualification.

AO2(AW/SW) David
Eberhart, of Navy Recruiting
Station (NRS) Abington, Pa., isa
stellar example of this new
generation of recruiters. Asone
of thefirst third class petty
officers on the street in October
1998, he began his success by
attaining 24 new contractsin his
first year.

“1’m the same age as many
of the people | interview. Many
young people feel more at ease
with me than with older recruit-
ers,” Eberhart said. “When | talk

to ahigh school kid, it's more
likethey’'retalking to a
friend.”

Morebilletsin more
locations. CNRC opened 148
new recruiting stations
throughout the country in
FY 99, with plans to open 69
more by the end of FY 00.
The advantages to the new
stations are two-fold: Appli-
cants interested in the Navy
don’t need to travel asfar to
see aNavy recruiter, and
recruiters have more options
for duty location.

With 31 Navy Recruit-
ing Districts (NRD’s) and
1,360 NRS's located through-
out the country, chances are
good that a Sailor interested
in recruiting can return to
their hometown, if they
choose. Additionally, some
NRDs offer partial sea duty
credit upon completion of a
successful recruiting tour.

Training, technology, and
equipment. Before arecruiter

setsfoot in aNRS, they complete

arigorous 18-week sales and

marketing curriculum at the Navy

Recruiting Orientation Unit, in
Pensacola, Fla.

Prospective recruiterslearn
advanced sales techniques, in
addition to the rules and regula-
tions of recruiting. They receive
instruction in R-Tools, a com-
puter program designed to help
recruiterstrack, screen, and
process applicants, and practice

IT1 Martin Colon, a recruiter with NRS
North Bergen, N.J., is promoted to petty
fficer first class by Adm. Donald Pilling,
Vice Chief of Naval Operations. Colon was
Navy Recruiting Command's Enlisted
Recruiter of the Year for FY99. U.S. Navy
photo by PH2 Veronica Birmingham.

completing the required applicant
paperwork.

“Thetraining | received at
NORU built up my confidence,”
said ABF1 Kyril Vassilev, of
NRS Norfolk, Va.,, and NRD
Richmond’'s 1999 Recruiter of
the Year. “ They taught me how to
overcome objections and really
sell the Navy.”

Recruiters have access to
follow-on training through their
district trainer and the National
Training Team (NTT).

At the NRS, recruiters are
equipped with the latest in sales

8
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Career Information

IS Fielding the Navy of Tomorrow

technology. Each recruiter has
their own laptop computer, which
can link to CNRC’s Local Access
Network (LAN). When screening
prospects over the phone, recruit-
ers use hands-free headsets to
allow them to talk and write
notes. Recruiters are furnished
“leads,” or contacts, from inter-
ested young men and women
who respond to advertising via
toll-free numbers or the Internet.
And each recruiter has accessto a
government vehicle, enabling
them to visit high schools, con-
duct home visits, or transport
applicants for processing without
using their own vehicles.
Financial incentives. Some
recruiting incentives are well
known, like the $375 per month
Specia Duty Assignment Pay
(SDAP) recruitersreceive. Less
well known isamonthly allow-
ance of up to $75 each month, to
spend on meals for prospects and
other expenses. Finally, some
recruitersin high-cost areas may
be eligible to participate in the
Government-Leased Housing
Program. Designed to give
servicemembers the widest
opportunity in housing optionsin
high-cost areas, the program
makes monthly rent payments for
Sailors, who forfeit al or a
portion of their BAH in return.
Opportunity for advance-
ment. Recruiting duty offers
something that no other shore
command does... the opportunity
for meritorious advancement, up

to E7. The Recruiting Excellence
Incentive Program (REIP) allows
several Sailorsfrom each NRD to
be advanced each year, based on
their performance.

IT1 Martin Colon knows the
program well. Reporting as a
petty officer second classto Navy
Recruiting Station (NRS) North
Bergen, N.J., Colon’s philosophy,
“ Always maintain your honesty
and professionalism,” paid off. In
FY 99, he attained 61 new con-
tracts, nearly fivetimesthe
national average. For his success,
he was meritoriously advanced to
petty officer first class, and
selected as CNRC's Enlisted
Recruiter of the Year.

HT1 Israel Gonzalez, of
NRS Kendall, Fla., was also
advanced to first class under
REIP by being one of NRD
Miami’s top recruiters.

“Recruiting isthe best job in
the Navy,” Gonzales said. “ You
help your applicants succeed, the

districts give you alot of recogni-
tion, and there’'s upward mobility

for those who may be in rates that
advance slowly,” he said.

For those who don’t advance
under REIP, a successful recruit-
ing tour is always looked at
favorably by selection boards. In
addition, Sailors assigned to
recruiting can earn Navy
Achievement Medals, and all
Sailors completing an NRD tour
earn the Navy Recruiting Ribbon.

Hundreds of recruiters are
needed now. Sailors interested in
recruiting duty can contact their
nearest Recruiter Selection Team
(see chart below), or visit the
CNRC Web Site at http://
www.cnrc.navy.mil.

JOC(SW/AW) Mike Morley
LINK Editor

JO2 Brian Eckerd and JO3 Bashon
Mann of Navy Recruiter Magazine
contributed to this story.

Navy Recruiter Selection Teams

Atlantic: NCC(SW) Mark Englar, Naval Base Norfolk, Va.
DSN 564-4002, Comm (757) 444-4002
E-mail: englarm@ntserv.nrc.navy.mil

Pacific:

NCC(SW) James Patterson, Naval Base San Diego
DSN 526-2347, Comm (619) 556-2347
E-mail: pattersonj @ntserv.nrc.navy.mil

HQ:

NCCS(SW) Byron Johnson, NSA Mid-South, Tenn.
DSN 882-9134, Comm (901) 874-9134
E-mail: johnsonb@cnrc.navy.mil
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Bluejackets Eligible for Two-week
TAD Under New HARP Program

Navy Recruiting Command is
launching innovative waysto
recruit young men and women into
the Navy. Thelatest isaimed
primarily at younger Sailors.

The Blugacket Hometown
Area Recruiting Program (HARP)
isanew planto givefirst-term
Sailorstemporary additional duty
(TAD) ordersto their hometown
for recruiting duty.

Sailorsright out of recruit
training and throughout their first
enlistment can receive paid trans-
portation to their hometown, and
spend a minimum of two weeks
recruiting, while visiting friends
and family. Qualified individuals
participate in arecruiting indoctri-
nation program to help them
perform their HARP duties.

Sailorsmay travel by pri-
vately owned vehicle (POV) or by
air, aslong asthe POV costs are

not greater than airfare. (Sailors
overseaswill havetravel paid only
from/to INCONUS point of entry).
Sailors go back into their commu-
nity and share the experience of
their initial active-duty experience,
while displaying their proud
changefrom acivilianto aSailor.

MT3 Wes Travis, an E4 on
Blugacket HARP duty a Navy
Recruiting Station Bellingham,
Wash., isturning heads with his
performance. “1 am originaly from
thisareaso | have agreat ded of
trust with the people around here,
and my shipmates at the recruiting
station have been extremely
supportive,” said Travis, stationed
aboard USSNEBRASKA (SSBN
739) inKings Bay, Ga.

“He (Travis) has scheduled
more appointments than the full-
time recruiters we have here,”
said FCC(SW) Eric Nelson,

Recruiter in Charge at NRS
Bellingham.

“Our young Sailors continue
to serve asavitd part of our
recruiting team as witnessed by the
success of our E4 recruiters.
Sending our young men and
women home for recruiting duty is
adirect reflection of the pride and
admiration we havefor our highly
trained, highly motivated Sailors,”
said RADM BarbaraMcGann,
Commander, Navy Recruiting
Command.

Sailorsinterested in HARP
should contact their Command
Career Counsdlor, or YN1(SW)
Moore, at DSN 882-9139, Comm
(901) 874-9139. Program details
areaso found in NAVADMIN
003/00.

JO3 Bashon Mann
CNRC Public Affairs

Transcripts Now Available Online

Under the Navy College
Program (NCP), individua Sailor/
Marine American Council on
Education Registry Transcripts
(SMARTS) are now available on
the Internet to every member of the
Navy and Marine Corps.

Previoudy, Sailorshad to
request copiesfrom loca Navy
College Offices or from the Navy
College Center (NCC) viaE-mail
or by phone. Now it sassimple as

visiting the NCP Site and following
the on-screen ingtructions.

The SMART documents
recommend college credit for a
Sailor’smilitary training and
occupational experience. Provided
with the SMART isinformation on
any DANTESteststaken for
college credit (e.g. CollegeLeve
Examination Program (CLEP)),
and alist of Navy funded college
courses taken while on active duty.

“Having accessonline, on
demand, will greatly help Sailors
and Marinesin their pursuit of a
degree,” explains Ms. Ileen Rogers,
the Director of Navy Voluntary
Education Requirements and
Policy in OPNAV. “The SMART
shows them right up front what
college creditsthey’ ve earned from
thetraining they’ vereceived.”

Continued on next page
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Navy JROTC Seeking Instructors

If you' re planning on retiring from the Navy soon
and might beinterested in teaching as afollow-on
career, the Navy Junior Reserve Officers Training
Corps (NJROTC) Program may befor you.

Thisfiscal year, the NJROTC program will
expand from 435 to 490 high schools, with plansto
add 210 more units during fiscal years 01 through 05.
This expansion will necessitate the hiring of over 550
additional instructorsinto the program to fill these
new positions.

Transcripts Available Online, continued

Sailors may obtain their individual unofficia
SMART viathe NCPWeb Site using the following
procedures:

v Go to the NCP Web Site at htp://
www.navycollege.navy.mil.

v Click on*here’ to get your SMART.

v Click on“Signinto SMART asan individud.”

To accessyour transcript, you' || need your SSN
and password. If you have never requested a SMART,
enter SSN only. The system will bring up another
screen for first time users, to enter additional informa:
tion.

-You will need your pay entry base date, located
on your leave and earning statement (LES), to access
your transcript.

While SMART isnow available online, Sailors
and Marines may till request copiesfrom the Navy
College Center by calling toll-free, 1-877-253-7122,
by E-mail at ncc@smtp.cnet.navy.mil, or by visiting
their loca Navy College office. Sallors officia
SMART transcripts can be sent directly to an aca-
demic ingtitution of their choice, and must bere-
quested from the Navy College Center or by visiting
their local Navy College Office.

The current NJROTC program
encompasses about 64,000 cadets
and 961 ingtructors, and is made up
of unitsin 43 dates, the Digtrict of
Columbia, Italy, Japan, and Guam. It
is designed to promote patriotism, citizenship, self-
discipline, and leadership skillsin high school stu-
dents. The program includes aNaval Science curricu-
lum with subjectslike naval history, oceanography,
navigation, operations, and leadership. Other activities
include community service, military basesvigts,
cruises, and academic and drill events.

Instructorsin this program areretired Navy,
Marine Corps, and Coast Guard officers and senior
enlisted (E6 to E9) who have served aminimum of 20
years active duty, or have retired under the Temporary
Early Retirement Authority (TERA). Instructors must
not have been out of the service more than six years. A
high school diplomaisrequired, and abacheor’'s
degree or higher in any mgjor isdesirable, but not
necessary. Instructors do not need to possessa
teacher’scertificate.

Instructors are hired as high school teachers,
wear their uniforms, maintain current weight require-
ments, and recelve asdary at least equal to the differ-
ence between retired pay and their active duty pay and
alowances. For example, if an E7 made $45,000in
pay and alowancestheir final year on active duty, and
now earnsretirement pay of $20,000 per year, the
school would pay the retired Sailor aminimum salary
of $25,000 per year. Many instructors, however, are
paid considerably higher sdlaries. The sdary fromthe
school does not offset or affect retired pay at al.

More information on this program can be found
at http://www.cnet.navy.mil. Type NJROTC inthe
search window. Additional information can be ob-
tained from Ms. Cheryl Ward, at Comm (850) 452-
4947, extension 334.

JOL(AW) Dean Persons CDRPhilip C. Tetlow, USN (Ret)
CNET Public Affairs NJROTC Expansion Coordinator
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Several Paths to Degree, Commission

Areyou looking for the opportunity to earn a
commission? Then the Enlisted Commissioning
Program (ECP) and Broadened Opportunity for
Officer Selection (BOOST) may be right for you.

ECPis an undergraduate education program,
which provides the opportunity for outstanding
career minded active duty enlisted Sailors to com-
plete their baccalaureate degree and earn a commis-
sioninthe U.S. Navy.

Selectees attend an NROTC affiliated univer-
sity on afull-time basis while remaining on active
duty, and receiving full pay and alowancesfor their
enlisted pay grade. Upon completion of a baccal au-
reate degree, basic ECP, aviation option, and CEC
option candidates will be commissioned as ensigns.
Nuclear option candidates will attend OCS after
graduation and be commissioned upon completion
of that school.

Eligibility and application procedures are
outlined in OPNAVNOTICE 1530. Interested
Sailors must submit their applications to the Chief
of Naval Education and Training or the applicable
Nuclear or CEC program manager by Nov. 1, 2000.
The ECP Selection Board will meet in December
2000 to consider applicants who meet the eligibility
requirements. See your Command Career Counse-
lor to register for the Scholastic Assessment Test
(SAT) or for the ACT.

BOOST offers an opportunity to participatein
a comprehensive academic program in preparation
for acollege program. BOOST offers an opportu-
nity to earn a college degree, and become a com-
missioned officer through the NROTC scholarship
program or U.S. Naval Academy.

BOOST isfor young men and women who,
with additional counseling, guidance, and instruc-
tion, have the potential to become a commissioned
officer, and have the ability for college level work.
They are willing to work for successin the pro-
gram, and are willing to accept the responsibilities
of acommissioned officer.

Eligibility and application procedures are
promulgated in OPNAVNOTICE 1500. Interested
personnel are encouraged to contact their Command
Career Counselor or Educationa Services Officer,
and to register for the SAT or for the ACT. Applica
tions must be received by the Chief of Naval Edu-
cation and Training no later than Oct. 1, 2000, in
order to be considered for selection to the BOOST
class convening in August 2001.

Mr. Clyde Losey
ECP/BOOST Coordinator
CNET

Make Sure [¥/,"] 4
Reaches Your
Sailors On Time

Each month, dozens of copies
of LINK are returned due to
commands disestablishing,
merging, or changing address.

If this applies to your com-
mand, or you need to change
the number of issues you re-
ceive, please complete the slip
on page three, or E-mail the
information directly to LINK at:

link@persnet.navy.mil
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Selective Reenlistment Bonuses Made Easy

Areyou confused by the
recent SRB program policy
changes announced in
NAVADMIN 271/99? If so, keep
reading, this article will clarify
those changes.

Do or don’t extensions
count for SRB purposes?
NAVADMIN 271/99 states, “Any
member may cancel up to 24-
months of a non-operative exten-
sion of enlistment provided: The
extension is canceled before it
becomes operative, and the
member immediately reenlistsfor
two years beyond the existing
EAOS (as extended).”

This means that the member
must reenlist prior to the exten-
sion going “ operative” (when the
extension period starts), and the
member must reenlist for two
years beyond the existing EAOS
(as extended). If amember hasa
24-month non-operative exten-
sion (the extension start date has
not yet been reached), and the
“new” EAOS istwo years past
the current extended EAOS; the
non-operative extension will not
count against the member’s SRB
total.

Examples. PO2 Jane Smith,
SSN 123-45-6789; EAOS
(YYMMDD) 000601; Non-
operative extension of 24 months,
extends EAOS to 020601. If this

CaseA: PO2 Smith desires
afour-year reenlistment on
000501; the new EAOS would be
040430. But thisisless than
040601, so the member would
not be eligible to draw SRB for
the 24-month extension. 48
month reenlistment — 1 month
(time remaining to EAOS:
000601) — 24 month extension
(cannot be canceled because the
new EAOS isless than 040601) =
23 months of SRB.

Case B: PO2 Smith desires
afour-year reenlistment on
000601; the new EAOS would be
040530, and this equals 040601,
so the member is eligible for the
SRB (48 months — 0 months early
— 0 (extension canceled) = 48
months of SRB.

Case C: PO2 Smith desires
afive-year reenlistment on
000501, new EAOS 050530 >
040601; therefore, 60 months — 1
month (early prior to EAOS) — 0
(extension doesn’'t count) = 59
months of SRB.

OBLISERVE totrain:
How doesit work? This option
isdesigned for individuals who
are currently not receiving an
SRB, or are willing to convert to
arating that is SRB €ligible. If a
member’'s EAOS were to expire
prior to the graduation date from
training for an NEC that is SRB

community manager (ECM). The
detailer and ECM determine the
required length of the extension;
typically thiswould befor at least
ayear, but could be for up to 48-
months (based on such factors as
DOD areatour requirements,
training guarantee requirement,
etc.). With their approval, the
member submits an SRB precert
request to PERS-815. When the
SRB precert is approved, the
member then signs an extension
of enlistment.

Following the member’s
graduation from the school, the
member will be allowed to
reenlist for SRB at the award
level in effect at the time of the
precert approval and draw the full
SRB. If the level goes up, the
member will have to submit
another SRB precert at the higher
award level. If the member
reenlists for 48 months after
graduation, the member draws 48
months of SRB. The unused
portion of the extension will be
canceled and will not be deducted
from the SRB computation.

| hope this makes things a
little clearer. If you still have
guestions, do not hesitate to call
the SRB help desk at DSN 882-
2623, Comm (901) 874-2623.

MMC(SS) Mark Ogle

member optsto cancel theexten-  eligible, this option is for them. SRB/STAR Manager
sion to SRB reenlist, her new To start this process, the member PERS815D2
minimum EAOS would need to (working with his Navy Career

be 040601, (EAOS plus two Counselor) requests approval

years). from the detailer and enlisted
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Aviation Mechanical Community Update

Recruiting. Isit my turnto “sell” the Navy asa
viable career? This question has probably occupied
your focus lately, especially those who arein the
orders negotiation window. Remember that recruit-
ing duty is being endorsed as a volunteer program.
It can be career enhancing and extremely rewarding
in terms of making a significant contribution to-
ward the Navy’s overall readiness.

Recruiting and retention are all hands efforts. |
am sure that you are aware of the manning chal-
lenges the Navy, as well asthe rest of the military,
isnow facing. Amid all the excitement and job
accomplishments, the fact remains that because of
various reasons, we are working harder and accom-
plishing alot more with less, which at times can
result to indifference and bitterness toward one’s
work environment.

Thisiswhere a positive outlook comes into
play. No matter how “bad” things may get, there are
still positive attributes about these experiences that
enrich our personal and professiona growth. The
experience one would get from being on the flight
deck, working on the flight line and the hangar bay
will certainly be alasting one.

A quick attitude check among shipmates will
probably go from one extreme to the other, some-
what similar to this: “We work too hard and | hope
that things could get better. | can’t wait for my next
set of orders or get out of the Navy” or “This place
isgreat. | wish | could spend another cruise with the
command.” These may be sentiments borne out of
frustrations, and on the other spectrum, total satis-
faction to one’swork environment. That said, | can
almost assure that once transferred to another
command or separated from the Navy, one can look
back and reminisce about the good times they had
with shipmates from their last ship or squadron.
Some may even claim that their last command was
the best so far and will continue to be better aswe
progress through the ranks and experience level.

Recruiting not only involve those who actively
seek to enlist civilians into the Navy, this effort al'so

requires active participation from all of uswho are
now experiencing the excitement and challenges of
being a Sailor. Simply sharing our experiences with
our friends and relatives can expand their under-
standing and full appreciation of our responsibilities
and contribution to our nation’s defense.

Our overall quality of lifeisimproving and
will continue to get better. | encourage you to enjoy
it to the fullest. Again, keep up the good work, ook
at your next career milestone, focus on your long-
range plan, and most of all, stay Navy!

CDR Rick Sadsad
Aviation Mechanical ECM
N132D1

Surface Propulsion:
Planning For
Advancement

Divisional Career Counselors and LPOs
should ensure they review the semi-annual CREO/
REGA message when counseling their
undesignated FN on rating exam opportunities. The
message not only outlines projected advancement
opportunity for E4 thru ES6, it also states whether
“A” School or BUPERS approval isrequired for
FN to take the exam. We continue to see Sailors
taking examsthey are not eligible or approved for,
which resultsin exam invalidation. The CREO/
REGA messageis avaluable tool that should be
included in divisional training.

On adifferent note, recruiting is now open to
E4s, and is career enhancing for all paygrades. As
the Navy ends its drawdown, we have a greater
need for recruits and recruiters. Please think hard
about putting recruiting duty on the top of your list

of billet choices. )
Continued on next page
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Hull, Mechanical, and Electrical:

Shore Duty Often

I’'m HTCS (SW/AW) Kathy Hansen, just
reporting from the USS Kitty Hawk (CV 63) in
Yokosuka, Japan. Those of you who have not had
the opportunity to serve with our Forward Deployed
Naval Forces (FDNF), or any overseas duty, you're
Missing out on a great experience.

Everyone should plan on at least one tour
overseas during their career, and it’s career enhanc-
ing. I’'m looking forward to serving as your Enlisted
Community Manager.

Coming from the fleet and personally feeling
the impact the drawdown had on the Navy, | believe
the recent increase in recruiting billets are sorely
needed. Recruiting is now open for E4sand is
career enhancing for al paygrades.

Not al of the hull, mechanical and electrical
ratings have billet requirements for recruiting duty.
For instance, the MR rating is shore intensive,
therefore their billet base mainly consists of in-rate
assignments. A seaintensive rating such as DC may
have more genera type shore billets, such asre-
cruiting duty. However, al ratings may be offered
recruiting assignmentsif vacancies occur.

Surface Propulsion, continued

Continue to visit the Surface Main Propulsion
Web Site for rating information and career plan-
ning. We update our briefs monthly, and continue to
solicit inputs on what you, the Sailor, want to learn
about in your career goals and progression.

GSCS(SW) Antone Sanek, USN

Means Recruiting

Below are the rating breakdowns for recruiting
billets (9585) in relation to their existing shore duty
(Type 1 and Type 6) billet base.

Rating Shore Recruiting % of Shore
Billets Billets Billet Base
DC2 397 106 27%
DC1 289 43 15%
DCC 189 34 18%
EM2 546 73 13%
EM1 442 55 12%
EMC 280 57 20%
HT2 605 13 2%
HT1 372 22 6%
HTC 185 17 9%
IC2 323 28 9%
IC1 224 17 8%
ICC 86 2 2%
MR2 203 1 5%
MR1 122 1 1%
MRC 47 4 9%

Once again, continue to visit our web site for
rating information and career planning. We update
our briefs monthly, and we continue to solicit inputs
on what you, the Sailor, want to learn about in your
career goals and progression.

HTCS (SW/AW) Kathy A. Hansen
Hull, Mech. & Elec. Technical Advisor

Surface Main Propulsion Technical Advisor N132D4A
N132D3A
LINK E-mail address:
link@persnet.navy.mil
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Combat Systems: Telling the Navy Story

Sailorsin the combat sys-
tems ratings have received
extensive technical training, as
well as“handson” experience on
weapon systems and various
types of support equipment. The
training has given our technicians
rewarding experiences that will
last alifetime. With your exten-
sive knowledge of the “Navy
way,” you have become prime
candidates to take the Navy
message home.

After your challenging sea
tour, it's time to share those
experiences with friends and
relatives back home. Asyou plan
for your next tour of duty, give
every possible consideration to a
tour in recruiting. Americansin
thisday and age have very little
exposure to the military culture
and lifestyle. More importantly,
the Navy’s next generation of
Sailors have very little knowl-
edge of the Navy’srolein inter-
national events. Your experiences
at sea and ashore, during fleet
exercises and port calls, will only
increase their interest and under-
standing of what you really do for
aliving. You can even relate
stories of those “midnight”
emergency repairsto critical
shipboard electronic and weapon
systems that saved the day for
your ship. As surface warriors,
you bring the full story to
America’s heartland about the
Navy and itsmission. It'sa story
that must be told.

There are countless benefits
of recruiting duty. One of the
incentivesis proficiency pay in
the amount of $375.00 per month
that starts when you enter your
designated recruiting district.
There's aso an advancement
program that enables recruitersto
advance, up to chief, for excep-
tional productivity. Thereiseven
aprovision for earning sea duty
credit for selected Navy Recruit-
ing Districts. Since most surface
combat systems ratings are sea
intensive, choosing arecruiting
district that awards sea duty
credit reduces your prescribed sea
tour when you return to a ship.
Finally, completion of a success-
ful recruiting tour guarantees
choice of coast for your follow-
on assignment.

Of course, there are specific
eligibility requirements that must
be met before becoming are-

cruiter. They include a special
program screening assessment
that contains a performance and
disciplinary review, and a physi-
cal readiness check. The tour
length is 36 months, and obli-
gated serviceisrequired before
execution of orders.

There are 434 surface
combat system Sailors recruiting,
in paygrades E4 to E9. All six
ratings are represented across the
50 states that make up our great
nation. In these Sailors our Navy
places trust and confidence that
their recruiting efforts will result
in top quality recruitsto crew our
high tech warships and carry on
the Navy legacy. Itistimefor the
Navy to put itstrust in you! Take
the recruiting challenge!

CDR Chuck Neary
Surface Combat Systems Ratings ECM
N132D5

New Sea/Shore Rotations

Finding the latest sea/shore rotations for your
rating on the Internet is as easy as 1-2-3, at
http://www.bupers.navy.mil.

1. Click on the m button.

2. Click on “ NAVADMINs.”
3. Click on “ NAVADMIN 2000,” and “ 026/00.”
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Training Is the Future of Surface Ops

We' ve dl heard the words about network
centric warfare, but what does it mean to you as an
individual Sailor?If it isasimportant as many say -
and it is- then it means specific thingsto every
Sailor in the Navy. Without going too “geek” on you,
here'saway to look at what network centric warfare,
the information age, and anew Navy term called
knowledge superiority mean to you.

As information systems become common at sea
and ashore as atool for doing business, we all need
the right skillsto make the best use of PCsand
networks. The right skills means understand-
ing safe computing and security
(cyberspaceis not that friendly to the
Navy), and knowing the difference
between having lots of data and
having information you can use
when you need it.

Whether you want to send E-mail
from sea to someone you love, or conduct
warfarein the information age, you need training. We
have taken many stepsto get specialized skillsto
you, and will do so for the rest of your career.

The“main battery” ratingsfor thisworld areI T,
CT,and FT.“A” and “C” schoolsfor these ratings
have undergone gigantic changes over the past few
yearsto build the skills we need to win. Because
many more Sailorsthan ITsand CTs need technical
training, Web-based training is available to you at the
click of amouse, at http://usn.netg.com.
CINCLANTFLT and CINCPACFLT training shops
have established similar network training for 1,000
Sailors per coast, with on-line mentoring.

A networking schoolhouse sponsored by Cisco
(the Internet company) recently started teaching
modules of network, router, and system instruction at
ATGLANT. COswill be able to send anyone (re-

week Information Systems Administrator Course
(NEC 2735) isgood for six hours of college credit
aready! Certification equivalency under Microsoft
and other professional ingtitutions is coming soon, so
you' |l not only get the training you need in the Navy,
you' |l carry the credentialsindustry understands.

Thered story hereisthat the Navy iscommit-
ted to getting you the right skills and the specialized
skills you need to kick RAM on al the seven sess,
and to provide you with the kind of training you'll

need in the future. The power of shared
understanding - knowledge we use,
not hoard - will be the Navy’s motto
in this century.

Surface Ops Ratings and
Recruiting. Most of the Surface
Operations ratings are seaintensive.
Historically, when fleet Sailorsin
sea-intensive ratings went to shore

duty, they could often count on taking
jobsthat were in no way related to thelr rating. As
such, achallenge each of you faces as you transfer
ashoreis, “Where can you best serve the Navy and
your own career?’ The number one such job in the
Navy isthat of Navy recruiter.

Any Sailor in asurface operationsrating has the
opportunity to serve asarecruiter, and all are encour-
aged to do so. Call your detailer when you come up
for orders and see if you have what it takesto suc-
ceed in thismost critical of skills!

Thefollowing IT rating NECswill soon, or
continue to be, earned viaon the job training and
individual course completion: 2379, 2735, 2779,
2780 and 2781. A NAVADMIN will soon be on the
street detailing eligibility. All those NECs are
currently receiving SRB.

gardless of rating) to this training. Cisco academies LCDR Scott Chapman
. . Surface Operations Ratings ECM
and courses will follow at fleet concentration areas. N132D6
All Navy training - schoolhouse and Web-based
- isbeing rated against college and commercial
instruction for equivalency. For example, the eight-
April-June 2000 LINK 17
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CTM - Always Look Five Years Ahead

Selection boards for master chief and senior
chief will be completed by the time you read this,
and the selection board for chief will be held
shortly. This might be a good time to review some
of the factors for advancement that I’ m aware of,
which have been common among boards for the last
15 years.

Sustained superior performance. The num-
ber one factor as documented in your FITREPs and
evaluations. Items the boards ook at are the
command’s advancement recommendation, peer
ranking, readiness to accept responsibility, and
demonstrated |eadership and
supervision (if not directly
supervising, then demonstrated
in command collateral duties or
community functions).

Career History. Follow-
ing normal rotation, diversity in
assignments and progression in
responsibility are al consid-
ered. Breadth of experience,
warfare/M TS qualifications (where possible), and
specia assignments are al indicators of initiative
and will give aleg up on the competition.

Initiative. In addition to qualifications, educa-
tion and self-improvement outside of your normal
area of responsibility are factors. Awards and even
your exam score are considered in this area.

Review your microfiche record and your
Enlisted Summary Record (ESR) to ensure accu-
racy prior to the boards. Thisisyour responsibility,
so plan for time to make correctionsif necessary. If
you send a package to the board, ensureit is clear,
concise and neat. Do not duplicate information
already present in your microfiche or ESR. Include
recent commendations or awards, missing evalua-
tions or fitness reports, recent qualifications and
Page 4 entries of recently completed courses.

Successful advancement begins with early
career planning, five years or more, before you plan
to be before aboard. Talk to your chiefsfor their

perspective on what you can do to better your
chances for advancement. Pick the hard jobs and do
what it takes to be successful in them. Advance-
ment is a combination of good career choices, hard
work, opportunity and some luck. In most cases,
planning and patience will pay off. Once the results
areout, | will post the profiles on my Web Site.

Sealshore rotation numbers should be out by
the time you read this. They changed dlightly to
better correspond with the percentages of CONUS/
OUTUShillets.

Work is progressing on the merger of the
CTMsand CTOs into what is
now being termed the CTN
(Networks). We will seethe
CTMsand CTOs sharing the
first 56 daysof “A” school in
the near future as afirst step
toward the merger. Working
groups will continue to meet at
CNSG, working out mission
requirements, billet structure
and other details of the new rating. | will keep you
posted in these articles and on my Web Page of
developments as they occur. Thisis an exciting time
to bein the Cryptologic field. Many advanced
technology opportunities will present themselvesin
the next few years that will seem amazing com-
pared to the past. We are already on that path, but
things will just keep getting better.

In the next quarter | will be updating my Web
Site. As always, please don’t hesitate to write with
suggestions, comments and questions. You can find
me through my Web Site at http://
www.bupers.navy.mil/pers2/N132D8/ctm/ctm.htm,
or E-mail me at n132d8c@bupers.navy.mil.

CTMCM(SW) David W. Scheid
CTM Technical Advisor
N132D8C
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CTO - Sea/Shore Rotation Changes

First of all, congratul ations
to our new senior and master
chiefs! Your promotions mark the
culmination of years of hard work
and superior service. Well done!

| wanted to take alittle bit of
your time thisissue discussing
our new sea/shore rotation. By
now, the message should be out,
and | wanted to explain the
thought process behind the
changes we made. OUTUS/
CONUS rotation ismainly a
result of the number of billets we
have and how they are distrib-
uted. For E1 through E5, approxi-
mately 40 percent of our billets
are overseas and 30 percent at
sea, which are credited as
OUTUS tours. As aresult, you
can expect to have two OUTUS
tours (one of which isaseatour)
prior to having a stateside tour.

EG6 rotation was changed this
year due in part to aloss of some
overseas billets. About 50 percent
of E6 billetsare OUTUS. Asa
result, rotation was changed from
2/1to 1/1. Keep in mind that of
our 391 E6 bhillets, more than 100
are at sea, so chances are your
OUTUS tour as an E6 could
easily be at sea. We also changed
the E9 rotation to 3/1 based on
the fact that 74 percent of E9
billets arein CONUS. Of course,
all of the above carriesthe ca-
veat: “the needs of the Navy.”

CTN update. CNET re-
cently held aworking group at
NTTC Corry Station, Fla., that
was tasked with taking alook at

merging the CTM and CTO “A”
schools. The result was a recom-
mendation to CNO that we

combine 56 days of computer and

network training. If approved,
CTMsand CTOs will sit together
for their first 56 days of “A”
school. The CTO candidate will
then go on to 13 days of messag-
ing and graduation for atotal of
70 days. We hope that the result-
ant technician will be equipped
with the necessary tools to tackle

the tough networking jobs with
less OJT at the field sites. We're
moving in adirection that will
allow the future “N” brancher to
continue with more advanced
training.

Keep charging and good
luck on the March advancement
exams! Asaways, don't hesitate
to givemeacall or an E-mail.

CTOCM(AW/NAC) Seve Jewell
CTO Technical Advisor
N132D8D

CTR - New Technical Advisor

First of dl, I would liketo
wish the traditional “Fair Winds
and Following Seas’ to
CTRCM (SW/AW) Woodcock on
the occasion of histransfer to the
Fleet Reserve. We wish him the
best in his future endeavors.

| an CTRCS(SW) Bob
Ouellette. | am honored to act on
your behalf, and am looking
forward to meeting with the
Sailors within our community.
Thereisno way that | can do this
job aone. | need the help and
input of al the CTRsin the
community. If you have any
suggestions or need any advice,
feel freeto call or E-mail me
anytime. We have one of the best
communitiesin the claimancy,
and with your help we can make
it even better.

I’d like to congratul ate all
those first class petty officers that
are board eligible for chief petty
officer. You should bein the

process of getting your packages
together to send to the board.
Keep in mind that selection board
members have a limited amount
of timeto review each package.
Submissions should only include
updates to your microfiche/ESR
and your latest evaluation/recent
awards. Don't waste the board's
time by sending pictures, letters
explaining why you should get
promoted, or yard of the month
certificates. If you are not sure
what to send, talk to members of
your chain of command.

Those who didn’t make the
board or who are eligible for
chief next year, study! Your
record can’'t get looked at if you
don’t make the board. Scoresin
the 40s and low 50s aren’'t going
to makeit. Start studying early.

CTRCS(SW) Bob Oudllette
CTR Technical Advisor
N132D8E
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CTT- Challenge and Motivate Sailors

The CTT/EW merger has
been approved! Asmost of you
know, the merger of the CTT and
EW ratings was approved by the
Secretary of the Navy in Decem-
ber. | will keep you posted on
new information regarding the
merger asit becomes available.

Our primary focus in merg-
ing isto meet fleet requirements
in the future. With this merger,
each of us has the opportunity to
mold the future of ELINT and
EW. With the advancement of
technology and the wide range of
threats, the CTT/EW operator
will have to be better and more
able to provide quick response
and analysis to protect the fleet.

Within the next three years,
everyone will see changesin
technology, training and new
requirements. As acommunity,
we will need to continue to
advance our knowledge of all
new technology, and find better
ways to provide support that will
keep our ratings on the leading
edge.

Challenge and motivate!
Congratulations to everyone who
was advanced this last cycle. For
those who missed the mark, keep
studying. Hopefully, over the
next year advancements will level
out and become more stable. It
will be up to each of you to
ensure you study the available

material, and do all you can to
become more knowledgeable.
Look for assignments and chal-
lenges that give you a step up for
the next advancement cycle.

The requirements for the
CTT of the future continue to
change. To meet these challenges,
we must recruit and keep indi-
vidualsin the Navy. Sailors
coming out of boot camp are
motivated and ready to learn. It's
up to each of usto keep them that
way. Challenge our people and
they will stay motivated.

CTTCM (NAC) R. J. Hinkle
CTT Technical Advisor
N132D8F

Submarine Non-Nuclear Update

Recruiting. Today’s recruiting market is
tough, and we all are affected by it. New recruits
are necessary to sustain our force structure. Recog-
nizing this, every one of usisapotential recruiter.
With the new Bluejacket HARP initiative and the
emphasis on volunteersin recruiting, we can all
help in the recruiting mission. It doesn’t stop there.
If you'reinvited to speak at your child’'s school or
attend an event, take the opportunity to talk up the
Navy. It makes a difference!

Advancement Opportunity. In previous
LINK articles, we have been espousing the bright
outlook for increased advancement opportunity.
Many are questioning this, based on the September
99 advancement exam results. Although every
rating is different, the submarine force, in general,
has seen an increase in the number of advance-
ments. Quotas for advancement off the exam are

competing against quotas taken up by those Sailors
who make rate by STAR reenlistment (to E5), the
Command Advancement Program or the Recruiting
Excellence Incentive Program. My adviceto first
termers (most ratings have a STAR option) worried
about advancement, particularly to E5: seriously
consider your STAR reenlistment options and SRB
multiple. Talk to your detailer, and stay Navy.

Advancement Exam Scoring. We' ve received
many questions on standard scores and what deter-
mines whether you pass or fail. There’'s agreat Web
Site at www.cnet.navy.mil/netpdtc that should
answer most questions.

Your standard score is areflection of how well
you did compared to your peers taking the same
test. Your raw score determines whether you pass or
fail. In order to pass the exam, you must success-

Continued on next page
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TAR Enlisted Community Managers Corner

Outstanding news for the TAR program!
ALNAV 271-99 announced SRB dligibility for
select TAR ratings and NECs. Thisisthefirst time
SRB had been available for TARs. Targeted rates
areAC, ET, IT, and NECs 8226 (Airborne Mine
Countermeasures) and 8252 (C-130 Flight Engi-
neer). Award levels are announced in the ALNAV

Submarine Non-Nuclear,
Continued from previous page

fully answer a minimum number of questions
dependent on the paygrade of the exam being taken.
You must correctly answer more questions to pass
the E6 exam, than for the E5 exam, than for the E4
exam. We recently saw one individual who had a
better standard score on the September exam
compared to the March exam; he passed the March
exam, but failed the September exam. Thisis
unusual, though not impossible, particularly if alot
of people do poorly on the same exam.

Strikersfor the ET and MM ratings need to
submit NAVPERS 1221s (NEC Change Requests).
If you have successfully passed and “struck” into
the MM weapons or auxiliary division, then you are
deserving of either the NEC 4232 or 4230 NEC,
respectively. To get this NEC assigned, submit a
NAVPERS 1221 (found in the NEC manual) re-
questing this NEC be awarded. For ET strikers,
once your 14NO, 14RO, or 14TO NEC require-
ments are completed, submit a NAVPERS 1221!

In closing, | would like to welcome aboard
L CDR Christopher Kaiser, reporting from USS
SALT LAKE CITY (SSN 716), where he served as
XO. LCDR Kaiser isrelieving me, and | am off to
the prospective commanding officer pipeline.

message. |n addition, those qualified to train to the
8226 or 8252 NECs may be eligible for SRB under
the OBLISERV to train option (where SRB is

guaranteed, paid only when training is compl eted).

TheAC rating isthe only TAR aviation rating
considered critical at thistime. Thereisalso a
critical need for the following NECs. 8215, 8226,
8250, 8251, 8252, and 8289. All aircrewmen (E4-
ES) are strongly encouraged to apply. Specific
manning information with regard to rates, NECs,
and paygradesis available by contacting us.

The following surface ratings are highly
encouraged to convert to TAR: ET1-ET3, IM2-3,
HM2 (IDC candidates only), HT2, DK, and SK2-3.
Other ratings/paygrades will be considered on a
case-by-casebasis.

Recruiting qualified candidates for critical
ratings/NECs remains a priority for the TAR pro-
gram. The drill weekend is the perfect opportunity
to get the word out. Consider posting this section of
LINK on your bulletin boards. Our missionisto
train and mobilize SELRES. Everyonein uniformis
encouraged to join the recruiting effort.

The TAR community offers many opportuni-
ties to continue your naval career. Those interested
in conversion should check the NPC Web Site for
more information, at http://www.bupers.navy.mil/
codes/pers?2/p22news.htm, and click on TAR. In
addition, Chapter 22 of the Enlisted Transfer
Manual contains specific procedures for submitting
your application. Applicants are processed by
PERS-913 in Millington. Please feel freeto contact
us with any questions related to manning or ad-
vancement opportunitiesin specific rates, or if you
experience any difficulties with your package.
Those with critical rates or NECs (defined in this
article) should call us when submitting an applica-
tion, so that we can assist you.

CDR Randy Richards CDR Seve Richey

Submarine Non-nuclear Enlisted Community Manager TAR Enlisted Community Manager
N132D9 N132D11
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Preparing for Naval Justice School

Were you recruited and
selected for legalman? Congratu-
lations! Here are some thoughts
on how best to successfully
complete the Legalman “A”
School. As any recent graduate of
the Naval Justice School will tell
you, the LN Conversion Course
isone of the toughest courses the
administrative ratings have to
offer. So how can you

participate in chat rooms, answer
E-mail, download jokes, and play
computer games, | strongly urge
you to take a basic word process-
ing course. The Navy currently
uses “Word” asitsword process-
ing software. The Navy also
offersanumber of training
coursesin “Word” programs, free
of charge. Contact your training

the opportunity to go TAD to
either aNaval Legal Service
Office (NLSO), Trial Service
Office (TSO), or even your
command’s legal office. Addi-
tionally, the NLSOs and TSOs
routinely offer professional
development training for area
legalman. Contact the senior
enlisted advisor of the nearest
legal office and get their

prepare yourself for
Naval Justice School?
First, maintain the
motivation that got you
recruited or enabled
you to obtain the
recommendation that
resulted in your selec-
tion for conversion. It
takes astrong desire to
become alegalman.

training schedule. They
are usually more than
happy to includeyouin
their training. Having
some familiarity with
legal terminology and
legal formswill aidina
better understanding of
course material.

If you have any
guestions about the

Second, maintain
your typing skills. I’m sure you
recall taking the typing test for
inclusion in your conversion
package. If you struggled with it
or barely squeezed by with the
minimum requirement of 40
words per minute, it isimperative
that you continue to practice your
typing. Typing skills are essential
for successful course completion.
During the first week, you will be
required to type out at 40 words
per minute. If you cannot, you
face the strong possibility of
being disenrolled. Check with
your training officer, asthere are
many typing tutorials available.

Third, if your computer
literacy consists of being ableto

officer or ESO to find out when
these courses are offered.

Fourth, and maybe most
important of al, brush up on
those English skills. They are not
only avital part of the legalman
rate, they play avery important
rolein your ability to complete
the course. If your English skills
are weak, and you haven't a-
ready done so, you should com-
plete the Functional Skills
Course. Again, contact your ESO
for dates and locations.

Lastly, whilethereisno
reguirement to have prior legal
officetraining, it isstrongly
recommended. Inquireif your
command iswilling to give you

course, go to the source.
Contact the Naval Justice School
at DSN 948-3807 (extensions
154, 151, or 147). The school has
astaff of elite legalmen who are
more than happy to answer your
guestions and ease some of your
concerns. Don’'t merely rely upon
what other legalmen are telling
you about the school. The course
isreviewed after each class and
changes are made based on class
critiques and input from the fleet.

Welcome to the legalman
rate and all the best on future
assignments.

LCDR Doug Rhoades
Legal Enlisted Community Manager
N132D14
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Seabees: Take a Look at Recruiting

Hello Seabees. I’ m getting settled in the
Washington, D.C. area, and I’ m looking forward to
providing you with the best possible community
management. | encourage you to E-mail or call with
guestions or comments about the state and future of
the Seabee community.

CNRC is accepting requests from petty offic-
ersthird classfor recruiting duty. Like always,
members must be top performers. General research
on the Internet, articlesin LINK, and personal
accounts (positive and negative) from prior recruit-
erswill help you make the decision. For those
interested, don’t forget to talk to your detailer. You
must be released from the Seabee community for
recruiting. The benefits are great: Extra pay and
allowances, sea duty credit for some areas and
increased advancement opportunity, just to name a
few. Going to recruiting for achange of pace,
location, or the benefits shouldn’t be the only
reasons.

Let metell you about my experience from 42
one-month tours of successful recruiting. | say that
because each month istotally different, and unpre-
dictable at times. To be successful in recruiting, you
need to be able to talk to people about your work
and lifein the Navy, good and bad. Then convince
them to join because it’s not just another job option,
it'sthe right thing to do. The hours are long; 12 —
16 hour days are not uncommon for those who want
the highest rewards. Picking someone up at 0300
for processing will happen. You' |l make hundreds
of phone calls a month, and some aren’t pleasant
conversations. Recruiting isnot for everyone. It's
best described as a great roller coaster ride. One day
you're at the bottom with no one joining to your
credit, the next day, someone walksin the office
and says, “| want to join the Navy, and want to be a
Seabee.” My overall experience was very rewarding
even though | had some terrible days. Having a
positive attitude and persistence are half the battle. |
would do it again at the same stage in my career. As
| mentioned earlier, recruiting is not for everyone,

but | believeit’sagreat tour for those having long
career goalswith the Navy.

Seabee advancement
was better from the Septem-
ber exam. Advancement
numbers from the last
cycle for most rates and
ranks were higher or
about the same as
last cycle. Ad-
vancement
opportunity
Is based on
funding
and vacan-
cies