Chapter 28: CMF 79 — Recruiting and Retention

Description: The Recruiting and Retention force is designed to provide and
sustain the Army with qualified personnel, and reduce attrition to support the five
pillars of defense, the Army Organizational Life Cycle model, the Secretary of the
Army’s (SecArmy) vision and National Military Strategy in accordance with
Defense Planning Guidance (DPG) and applicable regulations. The Recruiting
and Retention Force directly impacts Army end strength. This impact supports
Readiness, Force Structure and Sustainability the first 3 pillars of the 5 pillars of
defense.

1. Duties: MOS 79R Army Recruiter

A. Major Duties: Recruiters conduct initial accession operations directed by
the Assistant Secretary of the Army for Manpower and Reserve Affairs
(ASA-MPRA) throughout the United States, Puerto Rico, the Virgin Islands,
Guam, and American Samoa, as well as the American communities in
Panama, Europe, and Asia. Specifically, Recruiters evaluate applicants’
occupational, educational, socio-economical, moral and psychological
background to determine initial enlistment qualifications for Army service
and help determine Army programs with specific individual appeal. The
Recruiter interviews and counsels prospective enlistees to determine
individual goals and desires, discusses personal aptitudes, training
opportunities, job satisfaction and stability, advancement, prestige, and
Army life. The Recruiter explains Army benefits including pay and
allowance entitlements, medical care, housing, enlistment bonuses, military
and civilian educational opportunities, travel and recreational benefits, and
all similar programs. Recruiters represent the Army in local communities
on and off military installations, and explain the occupational and
organizational structure of the Army to applicants, parents, government
officials, private and civic organizations.

B. Prerequisites: [Hyperlink to AR 611-21] [Hyperlink to AR 601-1]

C. Goals for Development: The purpose of the Recruiter Professional
Development Model is to inform the career recruiter how their career and
professional development patterns should unfold. To develop Recruiters
into professional NCOs, assignments must center on leadership positions
at the recruiting station (RS) and company level. Follow-on assignments
at battalion and brigade staff should be used to develop professional
knowledge. Consecutive non-recruiting assignments should be avoided at
all costs, such as going from staff to staff (Bn-Bde), instructor to staff or
similar positions. These situations may arise that are out of the NCO'’s
control, but every effort must be made to seek the more challenging,
harder and professionally rewarding leadership positions: on production
station commander (OPSC), limited production station commander (LPSC),
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detachment sergeant and first sergeant. Battalion, Brigade and HQ
USAREC assignments should round out the NCO'’s development, not form
it.

(1) Sergeant

a. Institutional Training: Army Recruiter Course (upon graduation, NCO’s
are awarded the SQI 4”), BNCOC.

b. Operational Assignments: Recruiter NCOs should focus the first 3 years
in the recruiting station (RS). This time affords the NCO to build a strong
technical and tactical foundation for future assignments in USAREC and
grounds the NCO in solid doctrinal procedures. NCO’s must seek
responsibility and take advantage of every opportunity to display their
leadership and sales skills.

c. Self-Development: All Recruiting NCOs should strive to earn the Gold
Recruiting Badge at the earliest point possible. This is a promotion
discriminator for NCOs seeking advancement to SFC. Although the
operation tempo (OPTEMPO) is high, NCOs must take advantage of every
civilian educational opportunity. The NCO should begin a course of study in
Marketing, Statistics, Business Management, Business Administration or
Sales. Although the primary focus of the NCO should be to improve their
MOS technical and tactical expertise at this time, beginning a course of
study will enhance the technical skill sets necessary at the senior enlisted
grades.

d. Additional Training: Airborne, Air Assault, Master Fitness Trainer

e. Special Assignments: None

(2) Staff Sergeant

a. Institutional Training: Army Recruiter Course (upon graduation, NCO’s
are awarded the SQI 4”), BNCOC (conditional promotions). Station
Commander Course, Guidance Counselor and Operations Course

b. Operational Assignments: NCO'’s should focus the first 3 years in the
recruiting station (RS) if conversion to MOS 79R was as a SSG. This time
affords the NCO to build a strong technical and tactical foundation for
future assignments in USAREC and grounds the NCO in solid doctrinal
procedures. NCO’s who converted to MOS 79R as SGT and have at least
3 years operational assignment at the Recruiter level should seek
leadership responsibilities as Station Commander. Leadership



assignments are promotion discriminators to the senior ranks in MOS
79R. NCOs must seek responsibility and take advantage of every
opportunity to display their leadership and sales skills. Important
assignments for a SSG are: Recruiter, On Production Station
Commander (OPSC), Exhibit Team NCO

Self-Development: All Recruiting NCO’s should strive to earn the Gold
Recruiting Badge at the earliest point possible. This is a promotion
discriminator at for NCO'’s seeking advancement to SFC. Although the
operation tempo (OPTEMPO) is high, NCO’s must take advantage of every
civilian educational opportunity. NCO’s who were DA selected and
converted to MOS 79R as SSG should begin a course of study in
Marketing, Statistics, Business Management, Business Administration or
Sales. Although the primary focus of the NCO should be to improve their
MOS technical and tactical expertise at this time, beginning a course of
study will enhance the technical skill sets at the senior enlisted grades.

Additional Training: Airborne, Air Assault, Master Fitness Trainer,

Special Assignments: Guidance Counselor, Special Forces Recruiter,
AMEDD Recruiter

(3) Sergeant First Class

a.

Institutional Training: Army Recruiter Course, ANCOC (conditional
promotions), Guidance Counselor Course, Health Care Recruiting Course,
Recruiter Trainer Course, Station Commander Course, USAREC First
Sergeant Course, DA First Sergeant Course (when serving in 1SG
capacity)

Operational Assignments: NCO’s must not avoid leadership positions.
The key leadership position for the SFC is Limited Production Station
Commander (LPSC). NCO'’s should pursue assignment as LPSC for a
minimum of 3 years before seeking a different operational assignment. A
staff assignment should not exceed 24 months. A staff assignment is any
operational assignment not in the recruiting station (RS). NCO’s must
avoid consecutive staff assignments. Important assignments for a SFC
are: Recruiter, On Production Station Commander (OPSC), Limited
Production Station Commander (LPSC), Guidance Counselor,
Recruiter Trainer NCO, Operations NCO

Self-Development: All Recruiting NCOs should strive to earn the Army
Recruiter Ring at the earliest point possible. This is a promotion
discriminator at for NCOs seeking advancement to 1ISG/MSG. NCOs must
take advantage of every civilian educational opportunity. NCO’s who were



DA selected and converted to MOS 79R as SFC should begin a course of
study in Marketing, Statistics, Business Management, Business
Administration or Sales. Although the primary focus of the NCO should be
to improve their technical and tactical expertise at this time, beginning a
course of study will enhance the technical skill sets at the senior enlisted
grades.

Additional Training: Airborne, Air Assault, Master Fitness Trainer, Equal
Opportunity Course, Manpower and Force Management Course

Special Assignments: Special Missions Recruiter (AMEDD, SF,
SOAR), Liaison NCO, Exhibit Team Chief, Instructor/Writer/Developer,
Selection NCO

(4) Eirst Sergeant/Master Sergeant

a.

Institutional Training: DA First Sergeant Course, USAREC First Sergeant
Course

Operational Assignments: The crucial operational assignment for a MSG
is First Sergeant. Without an assignment as First Sergeant the opportunity
for promotion to the rank of SGM or appointment to CSM is limited. First
Sergeants should serve a minimum of 24 months in position before seeking
other operational assignments. Staff and Special assignments should be
viewed as career enhancing only after serving as First Sergeant.
Assignments important for a First Sergeant/Master Sergeant are: First
Sergeant, Senior Guidance Counselor, Master Recruiter Trainer NCO

Self-Development: Although not required, continuing civilian education is
beneficial to the development of the NCO as well as development of
subordinates. Pursuing a Graduate or an Undergraduate degree in
Marketing, Statistics or Business is recommended since promotion to SGM
or appointment to CSM is very competitive and all SGM and CSM positions
are analytically based.

Additional Training: Master Fitness Trainer, Equal Opportunity Course,
Middle Managers Course, Manpower and Force Management Course

Special Assignments: Senior Career Management NCO, Chief
Instructor/Writer/Developer, Special Programs NCO, Senior Liaison
NCO

(5) Command Sergeants Major/Sergeant Major




a. Institutional Training: USASMA Sergeant Major Course, USAREC CSM
Course

b. Operational Assignments: USAREC Command Sergeant Major,
Recruiting Brigade Command Sergeant Major, Recruiting and
Retention School Command Sergeant Major, Recruiting Battalion
Command Sergeant Major, Operations Sergeant Major

c. Self Development:
d. Additional Training:
e. Special Assignments: SGM, Recruiting Department RRS, SGM,

USAREC Directorate(s), SGM, ODCSPER, Liaison, USASMA, SGM,
Proponent and Training RRS

(2) Career Development Map: |Hyperlink to the Recruiting and Retention |
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