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Register in our database 
■  https://board.recruitmilitary.com/sign_up
■  223,000+ job postings from 5,000+ employers
■  Get invitations to job fairs near you
■  Get job alerts matching your experience
■  Get our monthly email jobs newsletter, The VetTen

Attend our all-veteran job fairs
■  https://events.recruitmilitary.com
■  106 events in 2016, 106 events in 2017; schedule in this magazine
■  Recruiters from employers, franchisors, schools
■  Great venues - stadiums, arenas, speedways
■  Post-event surveys show 52% of job seekers expect to get 
 interviews as a result of attending
■  Read “How to Work a RecruitMilitary Opportunity Expo” 
  in this magazine

Read this magazine
■  Articles about successful veterans in Corporate America
■  Directories of employers, franchisors, and schools 
 that actively recruit veterans
■  Research guides to industries and occupations 
■  Digital replicas and PDF’s of this issue and back issues accessible 
 from https://recruitmilitary.com/resources/search-employ

Participate in our webinars
■  Register via links on our Facebook and LinkedIn pages
■  Past webinars are viewable on YouTube

Access our job search resources
■  Register in our database, then access
 https://recruitmilitary.com/job-seekers/resources/job-search
■  Subjects include job search, getting started, job-search process,
 job fairs, education, franchising, and career advice
■  Read “Get Great Job Leads with Our Free Registration and Job Search”
  in this magazine

Brush up your resume
■  Help at https://recruitmilitary.com/job-seekers/solutions
■  Webinar at http://rmvets.com/6ResumeTips

Follow us on Facebook
■  www.facebook.com/recruitmilitary
■  88,000+ people like our page
■  500,000 unique visitors weekly
■  10,000-15,000 unique visitors interact with us weekly

Tweet along with us
■  9,500+ followers at @RecruitMilitary

Join us on Linkedin  
■  Get news, insights, and opportunities
 at www.linkedin.com/company/recruitmilitary
■  Network with us 
 at www.linkedin.com/groups/RecruitMilitary-2979225
■  14,000+ people follow our company page 
■  3,100+ people belong to our groups

View our pics on Instagram  
■  Visit us at @Recruit_Military 
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Start here now!
YOUR CHECKLIST 
FOR FINDING A CIVILIAN JOB

IULIAN BODAS
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★  A B O U T  ★

RecruitMilitary, the publisher of Search & Employ®, is a full-service military-to-
civilian recruitment firm that connects job seekers who have military backgrounds 
with employers, franchisors, and educational institutions.

Our hiring services are free to men and women of all ranks/rates and all branches 
of the service who are transitioning from active duty to civilian life, veterans who 
already have civilian work experience, members of the National Guard and reserves, 
and military spouses and other family members.

In addition to publishing Search & Employ®, we produce Veteran Opportunity Ex-
pos throughout the United States, operate a job board and a database of more 
than 850,000 registered job seekers at www.recruitmilitary.com, email a monthly 
jobs newsletter called The VetTen, maintain a website that carries links to employers’ 
sites and careers pages, and conduct direct recruiting.

All of RecruitMilitary’s senior officers and most of our other employees have 
served in the armed forces. RecruitMilitary was founded in 1998 by Drew Myers, 
formerly a captain in the United States Marine Corps.

In 2011, RecruitMilitary received the First Annual Lee Anderson Small Business 
Veteran and Military Spouse Employment Award from the U.S. Chamber of Com-
merce Foundation’s Hiring our Heroes program. The program recognized RecruitMili-
tary as a specific business that has “gone above and beyond to honor the sacrifices 
our military families make in their service to our nation.” 

In 2012, RecruitMilitary received the first annual One More Way Award from The 
Sierra Group Foundation. The foundation established the award to recognize peo-
ple or companies whose support results in awareness of, and job opportunities for, 
people with disabilities. The Sierra Group Foundation (www.thesierragroup.com/
foundation.htm) is a non-profit organization whose mission is “to drive up employ-

ment for people with disabilities, including veterans.”
In 2013, RecruitMilitary’s website won a User’s Choice Award from Weddle’s (www.

weddles.com), a publisher of guides and directories that focus on the employment-
related area of the Internet. The awards are a result of a year-long annual  survey 
conducted by Weddle’s to recognize “the elite of the online employment industry.” 
The judges are recruiters and job seekers who have used the sites.

In 2013, RecruitMilitary was a finalist for the Capital One Award for Small Busi-
ness Veteran and Military Spouse Employment – an award bestowed by the U.S. 
Chamber of Commerce Foundation’s Hiring Our Heroes program.

In 2014, RecruitMilitary’s website again won a User’s Choice Award from Weddle’s.
In 2014, Mashable named RecruitMilitary to the “Sweet Sixteen” in its Most So-

cial Small Business Contest. Mashable (http://mashable.com) is an independent 
online news site dedicated to covering digital culture, social media, and technology. 

In 2014, the online publication Small Business Trends (www.smallbiztrends.com) 
named RecruitMilitary one of “30 Businesses that Are Rocking Social Media.” The 
publication selected our weekly Facebook feature “Find a Job Friday” for its ap-
proach to connecting veterans with jobs in real time.

The Society for Human Resource Management (SHRM) has designated Recruit-
Military as a Preferred Provider of Professional Development Credits (PDC’s). Re-
cruitMilitary holds a General Services Administration (GSA) contract in the category 
of Human Resource Services. The GSA is an independent agency of the United 
States government.

RecruitMilitary is a member of the International Association of Employment Web 
Sites, and is accredited by the Better Business Bureau. Company headquarters are 
in Loveland, Ohio (Greater Cincinnati).

ASSOCIATE EDITOR AND PRODUCTION / CIRCULATION MANAGER  
Elizabeth Stetler   ⁄   estetler@recruitmilitary.com 

RECRUITMILITARY STAFF WRITER  
Katie Becker   ⁄   katie@recruitmilitary.com 

ART DIRECTOR  
Erick Cadua   ⁄   advertising@recruitmilitary.com 
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Search & Employ® magazine is published by RecruitMilitary,
422 West Loveland Avenue, Loveland OH 45140

(Greater Cincinnati) Phone 513-683-5020   Fax 513-683-5021

RecruitMilitary is a private firm in no way connected with the U.S. Air Force, U.S. Army, U.S. Marine Corps, U.S. Navy, U.S. Coast 
Guard, Department of Defense, or Department of Homeland Security. The civilian enterprise magazine is a publication for transi-
tioning servicemembers, veterans, members of the National Guard and reserve forces, and military spouses. Contents of Search 
& Employ® are not necessarily the official views of, or endorsed by, the U.S. Government, Department of Defense, or Department 
of Homeland Security. The appearance of advertising in this publication does not constitute endorsement by the Department 
of Defense, Department of Homeland Security, or RecruitMilitary of the products and services advertised. Everything in this 
publication shall be made available for purchase by, use, or patronage without regard to race, color, religion, sex, national origin, 
age, marital status, physical handicap, political affiliation, or any other nonmerit factor of the purchaser, user, or patron. Search 
& Employ® is published bimonthly with a circulation of 45,000. Chuck Ceccacci cover photo courtesy of Schneider. Background 
stock illustration © Can Stock Photo Inc./alexaldo.
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A note from Peter
by PETER GUDMUNDSSON As the publisher 

of Search & Em-
ploy®, I always 

look forward to writing 
this column. I especially 
enjoyed putting this 
one together, because 
in it I am announcing a 
product that has been 
literally years in the 
making.

In most of these col-
umns, I address transi-

tioning and veteran job seekers – the main “audi-
ence” of Search & Employ®. Each issue has two 
editorial themes that are the subjects of articles, 
directories, and research guides in the issue; and in 
my columns, I usually tell the job seekers about op-
portunities related to the themes. The themes of this 
issue are Transportation / Logistics and Manufactur-
ing, and I do have some remarks for job seekers re-
garding the outstanding opportunities in these fields. 

But first, let me address another group of people 
– the men and women who provide the oppor-
tunities in transportation, logistics, manufactur-
ing, and a host of other fields. I call these people 
“veteran hiring leaders.” My announcement is for 
them – and for others who have the potential to 
achieve their status. 

I am thrilled to announce the publication of The 
Veteran Hiring Lead-
er’s Handbook. I wrote 
this 200-page book 
to explain just a few 
of the many reasons 
why military veterans 
make good civilian 
hires, as well as to 
show corporate execu-
tives the actual how-to 
of assembling a vet-
eran hiring effort that 
will be effective and 
economical. 

I saw the need for a book like this shortly after 
taking the helm at RecruitMilitary in 2013. Writing 
it has been a project very dear to my heart – the 
book reflects all that we work for here at Recruit-
Military. Watch our website for an announcement 
regarding the availability of The Veteran Hiring 
Leader’s Handbook.

THEY’RE AFTER YOU
Now, some great news for transitioning and veteran 

job seekers: At the time of this writing, veteran unem-
ployment is down to 3.9% nationally. What had been 
a well-kept secret – veterans make great employees 
– is out in the open; and employers are competing to 
hire people like you. The issue of Search & Employ®, 
like all other issues, is full of companies whose re-
cruiters are eager to meet, interview, and hire you.

Job search is never fun or easy, but you are in a great 
position to achieve your goals if you get started today. 
So figure out what you want to do, network like crazy, 
attend RecruitMilitary career fairs (https://events.re-
cruitmilitary.com), and apply to jobs on our job board 
(https://board.recruitmilitary.com/sign_up). 

FRIENDLY FIELDS
Both Transportation / Logistics and Manufacturing 

are friendly to veterans whose educational attain-
ment levels range from high school all the way up to 
a master’s degree. You can get in at the entry level 
and work your way up, as you did in the military; and 
there are tons of openings for high-level positions. 

While both industries require an ability to perform 
as part of a team, they also may require you to work 
on your own. Flexibility is key, and flexibility plays 
a major part in every servicemember’s military ex-
perience. 

Civilians might have the attitude of “that’s not my 
job”, but veterans and military spouses know that 
the ultimate goal is to complete the mission – even 
if that means doing something that is not “your job.” 
This attitude will make you stand out among your 
coworkers and further prove why you, as a veteran 
or military spouse, will make an excellent employee. 
Leverage that attitude in every way you can, in inter-
views and after you have landed a job.

MOVING GOODS
All veterans know of the power of logistics. Tom Pe-

ters, one of the best-known business authors of the 
20th century, wrote this: “Leaders win through logis-
tics. Vision, sure. Strategy, yes. But when you go to 
war, you need to have both toilet paper and bullets at 
the right place at the right time. In other words, you 
must win through superior logistics.”  

Transportation and logistics are rather wide-reach-
ing fields, and they offer multiple career paths. As 
globalization and trade continue to increase – both 
nationwide and worldwide – opportunities will con-
tinue to grow and expand. Corporate America under-
stands the importance of logistics, and there is no 
better training ground for a career in logistics than 
the United States military. 

Important to note: Opportunities in logistics are 
not confined to companies whose main purpose is 
to move goods. In fact, many companies that exist 
to provide services are also involved in the ship-
ment of goods. 

Our own company is a case in point. Our primary 
service is the production of military-to-civilian job 
fairs throughout the country. But we get involved in 
logistics when we negotiate with venues to house our 
events, arrange for the shipment of our signage from 
venue to venue, prepare instructions for mailing cop-
ies of Search & Employ® to the venues, tell event ex-
hibitors where to ship their booth displays – and even 
when we help exhibitors set up their booths.

MANUFACTURING LEADERS
In a turn of fortune, we have seen an increase 

in the number of manufacturing jobs available in 
the United States. And many of these jobs are go-
ing unfilled. According to the National Association 
of Manufacturers, in ten years there could be as 
many as 2 million unfilled manufacturing jobs. 

 Manufacturing occupations include techni-
cal roles such as engineering, project manage-
ment, and process improvement. But at its core, 
manufacturing is about motivating individuals and 
teams to perform at ever higher levels of efficiency 
and effectiveness. In short, manufacturers need 
leaders. Our military manufactures leaders, if you 

will pardon the play on words. 
Veterans are well-suited for work in the manufac-

turing industry: Some of the most important require-
ments of manufacturing jobs are safety, discipline, 
awareness of surroundings, an ability to communi-
cate effectively, and an ability to work in teams. 

OTHER ISSUES, OTHER THEMES, OTHER LINKS
We publish Search & Employ® bimonthly in print 

and as a digital replica of the print magazine, and 
digital Search & Employ® can serve as a surfboard 
to a great job-finding adventure. You can access 
the digital version of this issue from https://recruit-
military.com/resources/search-employ. 

All of the URL’s that appear in the ads, articles, 
directories, and research guides of the print maga-
zine are live links in digital S&E. So you can surf 
straight from digital S&E to the linked corporate 
and government websites, documents, etc. 

But what if you are not interested in either of the 
two themes of this issue? Thanks to digital pub-
lishing technology, you can surf to issues that have 
other themes, then take off from there.

The themes of the previous issue, May-June 
2016, were Education and Opportunities in Fran-
chising, and here is a link to the digital version of 
that issue: http://rmvets.com/SE50dig.

Other issues, other themes, other links:
March-April 2016 – Energy / Utilities and Op-

portunities in Government - http://rmvets.com/
SE49dig  

January-February 2016 – Financial Services / In-
surance and Defense / Aerospace - http://rmvets.
com/SE48dig 

November-December 2015 – Law Enforcement 
/ Security and Information Technology / Telecom-
munications - http://rmvets.com/SE47dig  

September-October 2015 – Healthcare and Re-
tail - http://rmvets.com/SE46dig 

 
Best wishes,

Peter Gudmundsson
CEO and president, RecruitMilitary
peter@recruitmilitary.com
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START A CLEANING BUSINESS!
Franchised Business Opportunities available nationwide.

®

Learn More!
www.coverall.com

800.537.3371

✓AFFORDABLE.  
 Financing options available.

✓STRUCTURED.  
 Turn-key with processes in place.

✓SUPPORTIVE.  
 Training and on-going support.

As a Military-Friendly Franchise,  
Coverall offers Veterans a Discount.*

“After 15 years in business, 
my wife and I look back on the 
moment we realized we could 
do this and laugh to ourselves – 
we did it!”

Martel Brown  
United States Army Veteran
Coverall Franchised Business Owner 
(not pictured in advertisement)

http://www.coverall.com
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Farmers Insurance® is an enterprise committed to opening the doors of opportunity 
to America’s heroes when they are ready to transition to civilian careers.  

As one of the nation’s largest multiline insurer groups, Farmers offers a variety 
of opportunities for veterans to leverage the skills learned during their training 

and deployment to build careers as agency owners or corporate employees.
With operations spanning the country, Farmers is continuously looking 
for veterans with leadership skills and those with a passion to succeed.  

While opportunities are open to all, many women have found career success with Farmers.
For this article, veterans Carrie Bonney, Marion L. Townes and Dana Reeder 

provided a glimpse into their careers and insights as female veterans at Farmers Insurance.

★  ★  ★  ★  ★  ★  ★

SPOTLIGHT ON 
FEMALE VETERANS

Finding Success with Farmers Insurance®

★  ★  ★  ★  ★  ★  ★

https://board.recruitmilitary.com/sign_up
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Carrie Bonney is a Director of Media 
Relations in the company’s headquarters in 
Woodland Hills, California.  She’s been with 
Farmers for 13 years. 

Marion L. Townes is an Area Sales Manager 
in Oregon, who started with Farmers eight 
years ago.

Dana Reeder is a Recruiter in Maryland, 
who’s been with Farmers for two years.

★ ★ ★

What was your rank/military occupational 
specialty (MOS) and role in the military? 

Bonney: E-4/Specialist, 95B/Military Police.
Townes: E-5/Sgt, I was an 88M/Heavy 

Wheeled Vehicle Operator. 
Reeder: O-3/Captain, 42A/Finance Officer.

What branch of the military were you in and 
when were you on active duty? 

Bonney: U.S. Army, July 1993 – July 1998.
Townes: U.S. Army, February 1998 – Febru-

ary 2001.
Reeder: U.S. Army, May 2003 – January 2015.

What prompted you to join the military? 
Bonney: I was unsure of what exactly I 

wanted to do with my life at 18 years old. I 
decided to join the Army, not only as part of 
a patriotic duty, but also to provide me with 
more options for college and exploring other 
careers.  

Townes: To save up the funds I needed to 
attend college.

Reeder: To be a part of something that was 
bigger than myself.

How did you find out about the opportunity at 
Farmers? 

Bonney: I was looking for opportunities 
in Insurance Fraud investigations. I came 
across a position on the Farmers Catastrophe 
Response Team and figured it would be my 
way in the door with a great organization. I 
also knew that my options could be limitless 
once I joined Farmers.

Townes: A friend that worked for Farmers 
referred me.

Reeder: Through my husband who was being 
introduced to the Farmers Agency Owner 
program. 

What do you enjoy most about being part of 
the Farmers Insurance organization? 

Bonney: The vast opportunities that have 
come my way and knowing there are more in 
store for me as I continue in my career. I have 
been an integral part of our disaster response 
and disaster recovery programs and have 
been able to develop things that really matter 
to people. 

Townes: I enjoy the opportunities, on-going 
education and training, the friends/co-workers 
I have made and the fun activities I have been 
able to partake in.

Reeder: Just as I loved serving and helping 

others in the Army, recruiting at Farmers has 
allowed me to continue to serve and help 
others.  I believe in entrepreneurship and 
feel the Farmers agency ownership program 
is a great opportunity for those with an 
entrepreneurial mindset.

What makes Farmers a great organization for 
veterans?  

Bonney: Farmers appreciates the strengths 
learned in the military and provides a wide 
variety of platforms from which to serve.

Townes: Farmers is similar to the military 
in many ways, particularly because of the 
“Farmers Family” company culture. No 
matter where you are across the country, you 
are never alone because Farmers people 
are always willing to open their doors and 
welcome you. 

Reeder: The values at Farmers correspond 
well with many of the Army Values:  respect, 
selfless service, integrity and personal 
courage.  I left the Army, but I don’t feel 
without a unit or mission because Farmers 
fulfills that.

What top three skills did you learn in the 
military that have helped you be successful at 
Farmers? 

Bonney: Leadership, a strong work ethic, and 
communication.

Townes: Being organized, disciplined, and 
mentally prepared.

Reeder: A can-do attitude, the ability to follow 
when needed, and the ability to lead.

As a military veteran working at Farmers 
Insurance, how do you feel about Farmers 
supporting initiatives such as Suits for 
Soldiers and Team Rubicon? 

Bonney: The initiatives are fantastic and truly 
show the support for veterans. I am proud and 
always excited to be involved in these endeavors. 

Townes: It’s great that Farmers supports 
military initiatives. When a soldier leaves the 
military, they typically don’t have any suits in 

their closet because they’ve worn a uniform 
all the years they served.  The Suits for 
Soldiers program provides a tangible benefit 
to veterans, whether or not they choose to join 
Farmers. 

Reeder: Farmers does a great job of 
demonstrating real commitment and 
supporting causes with action.

What is unique about the culture at Farmers? 
Bonney: It sounds corny to say, but we really 

do have a “Farmers Family”  culture. I can go 
to a meeting anywhere in the organization, 
with people I have never met, and within 
minutes you would think we have known each 
other forever. Farmers  is open, stands on its 
values and believes in giving back. 

Townes: The “Farmers Family,” which is what 
we call the wonderful group of individuals we 
get to work with on a daily basis.

Reeder: Similar to the Army, Farmers cares.  
Whatever your short term and long term goals 
are, your mentors and managers at Farmers 
can help.

Would you recommend Farmers to veterans 
as a place to pursue an agency ownership 
opportunity or as an employee? 

Bonney: Absolutely, you couldn’t ask for a 
better organization  to work for. The amount 
of support and training received to prepare 
you for your job is head and shoulders above 
others. There really is a University of Farmers 
and we really do train our people there 
because at the end of the day, doing the 
right thing for our customers is of the utmost 
importance to us all. 

Townes: The Agency Owner opportunity is 
perfect for a veteran, especially for those who 
are retired. Veterans may be able to take over 
an agency that already has an established 
revenue stream.  Having military experience 
can help  prepare veterans with the discipline 
it takes to be a successful entrepreneur. 

There are also numerous opportunities across 
the country for those pursuing careers as 
corporate employees. 

Reeder: Yes, both, depending on what sort of 
a career a veteran is pursuing.  For someone 
who wants to own their own business, the 
Agency Owner opportunity is worth exploring.  

What advice do you have for current military 
members who will soon be transitioning to 
civilian life about searching for their next 
career? 

Bonney: Don’t let a good job go by because 
you don’t think you have the specific 
experience. Remember that in the military 
you learn skills that you don’t even realize 
you are learning, and you learn how to adapt 
and overcome when change or obstacles are 
presented. 

Townes: Don’t just focus on a government 
job or a specialty/field that you were already 
doing. Think about what you want to do and 
go for it. 

Reeder: Remember the importance of 
relationships and networking. Sitting down 
with someone like a Farmers recruiter is a 
great way to learn what sort of opportunities 
are out there.  

As evident by the experiences of these 
female veterans, Farmers is an organization 
worth looking into as veterans get ready to 
transition to civilian life. The company has a 
number of opportunities available throughout 
the U.S. for which veterans may be qualified.  
Additionally, Farmers is actively recruiting 
professionals with military experience for 
opportunities as Agency Owners.

Current or soon-to-be veterans are 
encouraged to learn more about opportunities 
with Farmers Insurance by visiting www.
beafarmersagent.com or www.farmers.com/
careers.

CARRIE BONNEY

DANA REEDER

MARION TOWNES

https://events.recruitmilitary.com
http://www.beafarmersagent.com
http://www.beafarmersagent.com
http://www.farmers.com/careers
http://www.farmers.com/careers
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CONTINUE YOUR CAREER

You can find some of the same 
missions you enjoyed on active duty in 

the Illinois Army National Guard, 
with additional benefits. 

Post 9/11 GI Bill 
Transfer To Dependents

Illinois National Guard Grant

Illinois Veterans Grant

Thrift Savings Plan

Low-Cost Health, Dental and 
Life Insurance

Gain New Career Skills/MOS

Retirement Benefits After 20 years

 

NATIONALGUARD.COM/ILLINOIS

Aviation Institute of Maintenance  www.aviationmaintenance.edu
Since 1969, we have been training working adults in the fields of computers, business, law, healthcare, skilled trades. 
We offer professional facilities, knowledgeable instructors, day or evening classes, job placement assistance.

Education Corporation of America   www.ecacolleges.com/
ECA schools Virginia College and its Culinary Institute, Golf Academy of America, Ecotech Institute, and New England 
College of Business offer certificate courses and associate, bachelor’s, and master’s degrees on campus and online.

Great Lakes Truck Driving School    http://greatlakestruckdrivingschool.com
Great Lakes Truck Driving School is honored to serve our veterans as the nation’s premier CDL, Heavy Equipment 
Operation, & Oilfield training facility. Job placement in transportation, construction, drilling & pipeline industries.

Heavy Equipment College of Georgia    http://hecgeorgia.com 
Learn to operate dozers, excavators, backhoes, cranes and more in three weeks at the Heavy Equipment College of 
Georgia's heavy equipment training school.

Heavy Equipment College of Oklahoma    www.ok-cc.com/ 
The Heavy Equipment College of Oklahoma offers one of the most respected heavy equipment training programs in 
the country. We offer hands-on training and “real world” experience in the field from our industry leading instructors.

Stratford University      www.stratford.edu/discover/military
Stratford University offers fast-track undergraduate and graduate degrees online and on campuses in Baltimore, MD 
and Virginia. Founded by a Navy veteran, we are a military friendly school with a Military Student Office on all campuses.

Strayer University    www.strayer.edu/admissions/military/tuition-assistance
Strayer University offers military scholarships & can assist in the use of Tuition Assistance programs & Veteran Bene-
fits. Get credit for the things you’ve already done & choose from classes online, on campus or both. 1.866.324.5918.

Utah Valley University School of Aviation Sciences   www.FlyUVU.com
UVU stands out as a top choice for honored veterans seeking an excellent safety record, rigorous flight training, and 
great career placement. UVU operates one of the safest and most advanced training aircraft fleets in the world.

Lincoln Technical Institute   www.lincolnedu.com   
TCI College of Technology   www.tcicollege.edu  
UEI College    www.uei.edu/  
Argosy University    www.argosy.edu 
DeVry University    www.devry.edu 
Grand Canyon University   www.gcu.edu 
Heavy Construction Academy   www.heavyconstructionacademy.com 
New Horizons Computer Learning Centers, Inc.  www.newhorizons.com 
The Art Institutes    https://www.artinstitutes.edu   

Academy of Art University   www.academyart.edu 
Airstreams Renewables, Inc.   www.air-streams.com 
Brown Mackie College    https://www.brownmackie.edu 
California College San Diego   www.cc-sd.edu 
CDA Technical Institute    www.cda.edu 
Center for Technology Training     www.cttschool.com  
Centura College    http://centuracollege.edu 
Century College    https://www.century.edu   
Colorado Christian University   www.ccu.edu 
Dallas Baptist University   www.dbu.edu 
Drexel University    www.drexel.edu 
Duquesne University    www.duq.edu 
Gardner-Webb University   www.gardner-webb.edu/military 
Heavy Equipment College of California  www.ccc-north.com/ 
Indiana Tech Law School   http://law.indianatech.edu/ 
ITT Educational Services, Inc.   https://www.itt-tech.edu   
My Computer Career    www.mycomputercareer.edu
New York University    www.nyu.edu 
Redstone College    http://redstone.edu  
Retail Ready Career Center   www.hvacfuture.com/ 
Roadmaster Drivers School   www.roadmaster.com 
Texas A&M Engineering Extension Service  www.teex.org 
The Ocean Corporation    www.oceancorp.com 
Tidewater Tech    www.tidewatertechtrades.edu 
Touro College    www.touro.edu/departments/veterans-program/
Troy University    www.troy.edu 
Union Institute and University   http://myunion.edu   
Xavier University    www.xavier.edu 

These schools have demonstrated their commitment to the education of 
veterans by using RecruitMilitary products and services. All URL’s listed are 
live links in digital Search & Employ®, accessible from https://recruitmilitary.
com/resources/search-employ.

WANT EDUCATION?
★45 PLACES TO LOOK★

https://board.recruitmilitary.com/sign_up
http://nationalguard.com/illinois
https://recruitmilitary.com/resources/search-employ
https://recruitmilitary.com/resources/search-employ


AS A VETERAN, 
YOU DESERVE 
MORE THAN 
RECOGNITION.
YOU DESERVE 
POSSIBILITY.

Start your path to possible. 
Visit strayer.edu/military or call 866.324.5918

Explore new career opportunities with a Bachelor of Business Administration 
from Strayer University. 

Acquisition and Contract Management
• Learn the key functions of government contract 

management, including negotiations, administration, 

fulfi llment and completion

• Gain the understanding of the contract lifecycle 

management process, principal activities involved 

and commonly used 

quality assurance and control mechanisms

• Apply the knowledge of various business disciplines 

and contract law to develop viable solutions to contract 

lifecycle management issues

Strayer University is dedicated to helping veterans reach their educational and career goals. 
Achieving a BBA in Acquisition and Contract Management or Project Management can help 
veterans realize new career possibilities beyond their military service.

Project Management
• Obtain the knowledge and skills for successful scheduling, 

budgeting, procurement and personnel management

• Identify, analyze and learn strategies to minimize the risks 

that are inherent to business project management

• Develop the ability to plan for human capital needs, 

motivate the project team and measure performance

Strayer is a participating school with GoArmyEd, NCPDLP, and AU-ABC.

http://strayer.edu/military


IT ISN’T EASY
IN HERE. 
BECAUSE IT 
ISN’T EASY
OUT THERE.
Use your experience in the armed forces to pursue 
an education and career in the creative arts. 
We’re committed to supporting you on your 
creative journey, and will evaluate your military 
service transcripts to determine if we can award 
credit for your training and experience. 
Contact us today; we’re ready when you are. 

The Art Institutes is a system of over 50 schools throughout North America. Programs, credential levels, technology, 
and scheduling options vary by school and are subject to change. Not all online programs are available to residents 
of all U.S. states. Several institutions included in The Art Institutes system are campuses of South University or Argosy 
University. Administrative office: The Art Institutes, 210 Sixth Avenue, 33rd Floor, Pittsburgh, PA 15222 © 2015 The Art Institutes. 
All rights reserved. Our email address is materialsreview@aii.edu.  

See aiprograms.info for program duration, tuition, fees and other costs, median debt, salary data, 
alumni success, and other important info.

veterans.artinstitutes.edu 1.800.894.5793

Bachelor’s and associate’s degree programs. 
Four fields of study: Design, Media Arts, Fashion, and Culinary.

Ai_MAE_Ad_12.5x21.5.indd   1 12/7/15   5:58 PM



IT ISN’T EASY
IN HERE. 
BECAUSE IT 
ISN’T EASY
OUT THERE.
Use your experience in the armed forces to pursue 
an education and career in the creative arts. 
We’re committed to supporting you on your 
creative journey, and will evaluate your military 
service transcripts to determine if we can award 
credit for your training and experience. 
Contact us today; we’re ready when you are. 

The Art Institutes is a system of over 50 schools throughout North America. Programs, credential levels, technology, 
and scheduling options vary by school and are subject to change. Not all online programs are available to residents 
of all U.S. states. Several institutions included in The Art Institutes system are campuses of South University or Argosy 
University. Administrative office: The Art Institutes, 210 Sixth Avenue, 33rd Floor, Pittsburgh, PA 15222 © 2015 The Art Institutes. 
All rights reserved. Our email address is materialsreview@aii.edu.  

See aiprograms.info for program duration, tuition, fees and other costs, median debt, salary data, 
alumni success, and other important info.

veterans.artinstitutes.edu 1.800.894.5793

Bachelor’s and associate’s degree programs. 
Four fields of study: Design, Media Arts, Fashion, and Culinary.

Ai_MAE_Ad_12.5x21.5.indd   1 12/7/15   5:58 PM

IT ISN’T EASY
IN HERE. 
BECAUSE IT 
ISN’T EASY
OUT THERE.
Use your experience in the armed forces to pursue 
an education and career in the creative arts. 
We’re committed to supporting you on your 
creative journey, and will evaluate your military 
service transcripts to determine if we can award 
credit for your training and experience. 
Contact us today; we’re ready when you are. 

The Art Institutes is a system of over 50 schools throughout North America. Programs, credential levels, technology, 
and scheduling options vary by school and are subject to change. Not all online programs are available to residents 
of all U.S. states. Several institutions included in The Art Institutes system are campuses of South University or Argosy 
University. Administrative office: The Art Institutes, 210 Sixth Avenue, 33rd Floor, Pittsburgh, PA 15222 © 2015 The Art Institutes. 
All rights reserved. Our email address is materialsreview@aii.edu.  

See aiprograms.info for program duration, tuition, fees and other costs, median debt, salary data, 
alumni success, and other important info.

veterans.artinstitutes.edu 1.800.894.5793

Bachelor’s and associate’s degree programs. 
Four fields of study: Design, Media Arts, Fashion, and Culinary.

Ai_MAE_Ad_12.5x21.5.indd   1 12/7/15   5:58 PM

http://www.veterans.artinstitutes.edu


10  |  SEARCH & EMPLOY®  J U L Y + A U G U S T  2 0 1 6  J O B  B O A R D   |  B O A R D . R E C R U I T M I L I T A R Y . C O M / S I G N _ U P

After Infantry School, Ceccacci reported to Naval 
Air Station Millington, Tennessee, for basic jet en-
gine mechanic school. Upon leaving Tennessee, 
he went to Naval Air Station Lemoore, California, 
for F/18 power plant and fuel systems training. 

Ceccacci then reported to Marine Corps Fighter 

Training Squadron VMFAT-101 (Sharpshooters) 
at Marine Corps Air Station El Toro, California, 
where he served for four years. After leaving the 
Sharpshooters, he went to Marine Corps Fighter 
Squadron VMFA 323 (Death Rattlers) for multiple 
deployments around the globe – including opera-

A Sense of Service and Accomplishment
CHUCK CECCACCI IS ONE OF SCHNEIDER’S SAFETY AND TRAINING MANAGERS AND A VETERAN 
OF THE MARINE CORPS. HE JOINED THE MARINES IN APRIL 1989, COMPLETED BOOT CAMP AT 
MARINE CORPS RECRUIT DEPOT PARRIS ISLAND, SOUTH CAROLINA, AND THEN REPORTED TO THE 
SCHOOL OF INFANTRY FOR MARINE COMBAT TRAINING AT CAMP LEJEUNE, NORTH CAROLINA.

SCHNEIDER, ONE OF THE LARGEST TRUCKLOAD CARRIERS IN NORTH AMERICA, IS ADDING POSITIONS NATIONWIDE.     
THE COMPANY OFFERS A VARIETY OF CAREER PATHS, AND THERE IS PLENTY OF OPPORTUNITY TO GROW IN ALL OF THEM.  
SCHNEIDER’S TOP FIVE TRANSPORTATION JOBS FOR TRANSITIONING MILITARY ARE:

■  Driver
■  Diesel Technician
■  Shop Floor Supervisor
■  Driver Business Leader
■  Operations Leader
Schneider provides truckload, intermodal and 

logistics services in several categories, including 
regional, long-haul, expedited, dedicated, tanker, 
brokerage, cross-dock logistics, supply chain 
management and port logistics. The company is 
ranked a top-paying carrier by the National Trans-
portation Institute, and with over 75 percent of 
drivers getting home weekly or better, Schneider 
provides professional opportunities that meet 
the need for work-life balance. 

Schneider is a $4 billion business with 11,650 
company drivers and 18,132 associates world-
wide. Over 28 percent of the associates have mili-
tary backgrounds, and 278 of them serve in the 
National Guard or Reserve forces. 

Military Associates from the Start
In 1935, company founder Al Schneider, a long-

time member of the Wisconsin National Guard, 
sold the family car to buy his first truck. Soon af-
ter, he turned an old horse stable into a storage 
facility, thus beginning his experience in transfer 
and logistics. 

As Al Schneider’s business increased, so did his 
need for quality associates, and he began to re-
cruit fellow members of the National Guard. Ever 
since, the company has recognized that military 
personnel are hard workers and natural leaders, 
making them valuable employees. 

Schneider has a great track record in support 
of veterans:  

■  It was among the first employers to join the 
Wounded Warrior Program®. 

■  The company received the first-ever Secretary 
of Defense Employer Support Freedom Award 
from the United States Department of Defense.  

■ Schneider has supported Wreaths Across 
America since 2010. 

■ It was the first company that the Enlisted As-
sociation of the National Guard of the United 
States (EANGUS) named a supportive employer 
of the Guard and reserve. The annual award is 
now known as the Al Schneider Memorial Award.

Schneider knows that military members are mis-
sion-oriented, highly skilled associates who play a 
big role in its success. Veterans are accustomed 
to receiving a set of tasks and then accomplishing 
these tasks,  safely and correctly. They are also 
experienced with being away from home – though 
many of the company’s options include a good 
balance of home time. Additionally, Schneider’s 
core values – safety, integrity, respect and excel-
lence – are values that veterans will find familiar 
and comfortable.

Special Programs
Schneider has created several programs de-

signed to attract and retain veterans and service-
members. 

■  Schneider converts military experience into 
company experience in a couple different ways: 

●  Veterans who drove a truck at some point dur-
ing their time in the military and were discharged 
in the last 12 months – or who are actively serv-
ing in the Guard or Reserve – have 100 percent 
of their time served credited as company driving 
experience for calculating pay and benefits. 

●  Veterans who served in the military in a non-
transportation capacity and were discharged in 
the last 12 months – or who are actively serving 
in the Guard or Reserve – have 25 percent of 
their time credited as company driving experience 
for calculating pay and benefits. 

■  The company’s apprenticeship program pro-
vides on-the-job training and up to $1,266 per 
month in GI Bill education and training benefits, in 
addition to Schneider pay during the first year of 
employment. Schneider also works to maximize 
VA benefits, and provides tuition reimbursement 
up to $6,000 for professional truck driver train-
ing. For those looking to hit the road right away, 
Schneider accepts the military Commercial Driver 
License (CDL) Skills Test Waiver. 

■  Schneider follows through by ensuring that 
its Guard and Reserve members are available 
for monthly drills, and associates do not have 
to use vacation days or flex time for their annual 
military training. Furthermore, Schneider extends 
company benefits while military personnel are 
deployed and makes up the difference between 
military pay and Schneider pay. The company also 
has initiatives to support the families of deployed 
associates during their absence, and guarantees 
the jobs of associates upon their return from ac-
tive duty. 

A Leader and a Veteran
At the top of Schneider’s driver recruitment 

chain of command is Rob Reich, a United States 
Army veteran. For the past three years, Reich 
has been the company’s senior vice president – 
equipment, maintenance and driver recruiting. 
His responsibilities include:

■  overseeing the driver recruiting function
■ managing all company-owned maintenance 

facilities and outsourced maintenance functions 
necessary to support Schneider’s fleet

■ supervising business services, line-haul ser-
vices purchasing and fleet and driver services 

Reich joined Schneider in 1992 as a mainte-
nance team leader in Reserve, Louisiana. He held 
many leadership positions, including shop man-
ager and regional maintenance manager, and his 
roles included oversight of all Schneider mainte-
nance shops supporting dedicated customers. 

In 1999, Reich began his work with Schneider 
human resources as the director of workforce 
planning and development. In 2005, he became 
vice president of enterprise recruiting, where he 
was responsible for all driver, office and shop 
recruitment. He later served as vice president of 
driver recruiting. 

Before joining Schneider, Reich was as a lieuten-
ant in the Army and a member of the 1st Cavalry 
Division at Fort Hood, Texas, where he served as 
a communications platoon leader and executive 
officer. When he led a 63-soldier signal platoon 
in Operation Desert Storm, he proved himself a 
dedicated leader by bringing his troops home with 
no casualties. 

ROB REICH

Opportunities 
 by the Truckload■ schneiderjobs.com

■ schneiderowneroperators.com

PHOTOS COURTESY OF SCHNEIDER

★★★

https://board.recruitmilitary.com/sign_up
http://schneiderjobs.com
http://schneiderowneroperators.com
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tions in the Persian Gulf in support of the no-fly 
zone during Operation Southern Watch. 

After seven years of active duty as a plane 
captain (crew chief), Ceccacci reported to Drill 
Instructor School at Marine Corps Recruit Depot 
San Diego, California. Upon graduation, he was 
assigned to 1st Recruit Training Battalion, Delta 
Company. After the drill field, he spent the re-
mainder of his time in active duty with Marine 
Corps Fighter Squadron VMFA 232 (Red Devils) 
at Marine Corps Air Station Miramar, California. 

He left active duty as a sergeant in 1997, and 
joined Schneider that same year. In the years 
that he has worked at Schneider, he has held 
many different positions: company driver, train-
ing engineer, operation support representative, 
classroom instructor, and safety and training 
manager. He also became an owner-operator 
and leased his business to Schneider. 

Ceccacci’s current responsibilities include 
regulatory compliance and safety of owner-
operators assigned to port operations coast-
to-coast. He also performs orientations for new 
owner-operators who lease their businesses to 
Schneider. 

He works to ensure compliance with regula-
tions of the Federal Motor Carrier Safety Admin-
istration, an agency of the U.S. Department of 
Transportation. In addition, he provides continu-
ous training at all of the company’s port opera-
tion locations. 

“The highlight of my career here at Schneider 
was being nominated to operate the military me-
morial truck for 13 months,” said Ceccacci. “The 
2013 ‘Ride of Pride’ truck is a truck series de-
signed to be rolling tributes to members of the 
United States military, past and present. I drove 
around the country participating in veterans and 
military functions, including memorials and me-
morial rides in honor of our nation’s heroes and 
their families.” 

Ceccacci did not plan to go into the transpor-
tation field upon leaving the military, but he is 
glad he did. “I was destined to become a law 
enforcement officer, as do many active-duty mili-
tary members leaving active service,” he said. 
“It seemed like a natural fit. I found trucking 
completely by accident after seeing a videotape 
showing Schneider drivers being interviewed. I 
thought to myself, I have seen the world, so why 
not see my country that I spent so much time 
serving from behind the wheel? And get paid to 
do it. I looked into it and, in no time, I changed 
my mind on my career choice.”

 Ceccacci said he enjoys working at Schneider 
because the company’s core values are so simi-
lar to those of the Marine Corps. “The skills I 
learned as an active-duty Marine and working in 

stressful environments such as a flight deck of 
an aircraft carrier made me not only think about 
safety, but to start living a life that put safety 
first,” he said. “This was yet another huge rea-
son I chose Schneider as my next career move. 
Safety is the company’s number one core value 
– Safety First and Always: We have a responsi-
bility to our associates, customers and the com-
munity to operate safely. Nothing we do is worth 
harming ourselves or others.”

The leadership skills Ceccacci developed in the 
Marine Corps are also valuable at Schneider. 
“In the Marines, I had to adjust my leadership 
techniques to many different personalities and 
attitudes,” he said, “which is exactly the same 
here in my current role.” 

Ceccacci believes Schneider is a great place to 
work because so many veterans are employed 
there. “This company is by far one of the best fits 
for a veteran,” he said. “The driving force alone 
is about 28 percent veterans. In addition, many 
of my direct leaders that I have had in my career 
here have been officers and senior staff NCOs. 
Schneider runs like a well-oiled machine, much 
like the military.” 

He advises veterans to have no fear when it 
comes time to join the civilian workforce. “I was 
nervous, actually scared, initially to leave active 
duty,” he said, “something about the military life 
that only veterans would understand. The cama-
raderie and team that we all belong to was hard 
to leave. Someone there always had your back. I 
suppose that is why many choose the career of 
law enforcement or fire service.”

When it comes to the job hunt, Ceccacci wants 
candidates to know that their veteran status 
gives them an edge. “As a veteran, you will stand 
out,” he said. “Civilians in most organizations do 
look toward veterans and even expect them to 
stand out. You earned your place in society to be 
a part of something that very few have. Capital-
ize on it.”

 Veterans should showcase their military expe-
rience when they apply for a job at Schneider, 
according to Ceccacci. “Use every bit of your 
military experience as leverage to land a spot 
here,” he said. “No matter what role you are 
shooting for, your military background and lead-
ership skills will benefit you here. For me, my 
initial role as a driver associate for Schneider 
was perfect. I was able to mentally decompress 
from the active-duty tempo that was my life 
for so many years. Driving gave me more than 
enough challenges to keep my need to complete 
a mission at hand. I firmly believe that is why the 
trucking industry has always attracted military 
personnel. The sense of service and accom-
plishment is right here.”

CHUCK CECCACCI

★VETERANS★ 
AND SPOUSES 

FIND CIVILIAN JOBS

WE HELP MILITARY 

How can you find a career that you care about?

It starts by connecting with companies 
looking to hire America’s best talent.

Let RecruitMilitary make the introduction
�

REGISTER ON OUR JOB BOARD
board.recruitmilitary.com/sign_up

�
ATTEND A VETERAN JOB FAIR NEAR YOU
events.recruitmilitary.com

https://events.recruitmilitary.com
http://board.recruitmilitary.com/sign_up
http://events.recruitmilitary.com


For career opportunities, call 888-356-3272 or go to combinedinsurance.com/militaryleaders

As a veteran of the National Guard, Shannon Vaillancourt 
was impressed with Combined Insurance’s commitment to 
the military. Combined Insurance reached out to Vaillancourt, 
confi dent in her ability to fi nd success at the company. Now a 
Territory Manager in Maryland, Vaillancourt is proud she joined 
forces with Combined Insurance. 

Her success largely contributes to her excitement about 
the company, a leading provider of supplemental insurance 
products. But the similarities Vaillancourt fi nds between military 
and corporate life at Combined Insurance make it the perfect 
fi t. “We are given a directive; we train, gather the necessary 
information and obtain the objective. Diligence, strength, 
respect, pride and selfl essness are all characteristics 
that come to mind when I think of our servicemen and 
servicewomen. These are also the traits of successful 
Combined Insurance team members.” 

Combined Insurance, the nation’s #1 Military Friendly Employer* 
for two consecutive years, is the right fi t for many veterans, men 
and women in the National Guard and military family members. 
Through its Veteran Hiring Initiative, Combined Insurance 
proactively seeks candidates with military backgrounds to join 
the ranks of the growing organization, resulting in 34 percent of 
2015 hires having a military a�  liation or background. 

Being named the number one Military Friendly Employer by 
G.I. Jobs for 2015 and 2016 is a source of pride for everyone 
at Combined Insurance. “We hire vets and we’re proud of it,” 
says Senior Vice President of Business Development, 
Art Kandarian. “And it’s more than just counting the number 
of hires. We’re actively pursuing military veterans with 
proven leadership skills and providing them with growth 
opportunities and the support they need.” Focused on 
supporting the military community, Kandarian, retired 
Colonel, U.S. Army, leads the strategy aimed at helping 
veterans understand how their skills and characteristics, not 
just their specifi c military jobs, make them ideal Combined 
Insurance candidates.

Vaillancourt describes her experience at Combined Insurance 
as rewarding, “For the fi rst time in my life, I am working for 
a company where I do not fear layo� s, job eliminations or 
downsizing. I have always gone above and beyond for my 
employees, clients and constituents, and Combined Insurance 
rewards me for my e� orts. After fourteen years in the 
insurance industry, I have never seen anything like it!”

Being a part of the Combined Insurance team has allowed 
Vaillancourt to channel her experience and work ethic in 
exciting new ways, “Being the Territory Manager of the 
Maryland Elite team allows me the pleasure of sharing 
all I have learned and experienced with my sta� . 
Training, communication and leading by example are 
all aspects I have found essential to building a positive 
environment and great team morale.” 

Following training, Combined Insurance team members 
can expect continued opportunities to support the military 
community. Sales incentives and volunteer a�  liations benefi t 
organizations focused on assisting military families in need, 
such as Luke’s Wings and Fisher House Foundation, extending 
Combined Insurance’s military reach and adding further 
inspiration for veterans to achieve long-term success with 
the organization. 

Are you a proven military leader looking to translate your valued 
skills into the corporate world? If so, Combined Insurance would 
like to talk with you. 

Visit combinedinsurance.com/militaryleaders or                           
call 888-356-3272 today. 

Military Leadership: Valued Experience 
at Combined Insurance

© 2016 Combined Insurance Company of America/Chicago, Illinois. 
In New York: Combined Life Insurance Company of New York/Latham, New York. 
Combined Insurance is not connected with or endorsed by the U.S. Government. *By G.I. Jobs.

Recognized

#1
for 2015

and 2016*

“Stability and control of 
my own destiny make 
Combined Insurance 
a great place to work.” 

–Shannon Vaillancourt, U.S. Army National Guard Veteran and Combined Insurance Territory Manager
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Maryland Elite team allows me the pleasure of sharing 
all I have learned and experienced with my sta� . 
Training, communication and leading by example are 
all aspects I have found essential to building a positive 
environment and great team morale.” 

Following training, Combined Insurance team members 
can expect continued opportunities to support the military 
community. Sales incentives and volunteer a�  liations benefi t 
organizations focused on assisting military families in need, 
such as Luke’s Wings and Fisher House Foundation, extending 
Combined Insurance’s military reach and adding further 
inspiration for veterans to achieve long-term success with 
the organization. 

Are you a proven military leader looking to translate your valued 
skills into the corporate world? If so, Combined Insurance would 
like to talk with you. 

Visit combinedinsurance.com/militaryleaders or                           
call 888-356-3272 today. 

Military Leadership: Valued Experience 
at Combined Insurance

© 2016 Combined Insurance Company of America/Chicago, Illinois. 
In New York: Combined Life Insurance Company of New York/Latham, New York. 
Combined Insurance is not connected with or endorsed by the U.S. Government. *By G.I. Jobs.

Recognized

#1
for 2015

and 2016*

“Stability and control of 
my own destiny make 
Combined Insurance 
a great place to work.” 

–Shannon Vaillancourt, U.S. Army National Guard Veteran and Combined Insurance Territory Manager

http://www.combinedinsurance.com/perfectfit
http://combinedinsurance.com/militaryleaders
http://combinedinsurance.com/militaryleaders
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Academy of Art University
Founded in San Francisco 1929
888.680.8691
academyart.edu
Yellow Ribbon Participant

Visit www.academyart.edu to learn more about total 
costs, median student loan debt, potential occupations 
and other information. Accredited member WSCUC, 
NASAD, CIDA (BFA-IAD, MFA-IAD), NAAB (B.ARCH, 
M.ARCH), CTC (California Teacher Credential). 

Photography / Motion Pictures 
& Tel ev i s ion  /  Ani mat ion 
& Visual  Ef fects  /  Music 
Production & Sound Design 
for Visual Media / Illustration 
/ Game Development / Game 
Programming / Graphic Design  
/ Architecture / Web Design & 
New Media  / And Many More!

Companies who hire our graduates:
Adobe, BMW, EA Games, Facebook, 
Missoni, Pixar, Tesla, and many more!!

3D Character Design by Emre Ekmekci,
School of Game Development

OPPORTUNITY EXPOS

T here are 
opportunities all 
over the room 

at RecruitMilitary 
Opportunity Expos 
— job opportunities 
with employers, 
opportunities to go into 
business for yourself 
with franchisors who 
value your ability to 
get the job done, 
and opportunities to 
advance your education 

via online and on-campus learning.
How do you find the opportunities that are best 

for you? Below are some tips on interviewing with 
recruiters at a military-to-civilian job fair.  

DRESS FOR THE PART. If you are on active duty or you 
are attending the event on a reserve or National 
Guard drill day, wearing your uniform is great. 
In all other cases, you should wear the same 
civilian outfit that you would wear at a one-on-one 
interview at an employer’s place of business. And 
that should be a business suit or, at the very least, 
a business casual outfit, complete with jacket. 

STAY ENTHUSIASTIC if a recruiter asks you to email 
your resume to his/her company. The recruiter 
will not be brushing you off. In fact, being asked 
for the email will be a good sign. Many companies 

require their recruiters to gather resumes by 
email: (1) to obtain HR information as required 
by law; and (2) so they can direct desirable job 
seekers to different departments. 

TRY TO GET TO ALL OF THE BOOTHS, even those that 
may not seem as if they have any opportunities for 
you. An employer’s name or its primary industry 
does not necessarily indicate what openings 
the company is trying to fill. For example, a 
drugstore chain may be recruiting for positions in 
transportation/distribution or accounting. 

Even if you are not going to the event to discuss 
continuing your education, talk with the recruiters 
at the booths for educational institutions. Today’s 
institutions deliver learning opportunities in 
many ways other than traditional, full-time, 
daytime classes on a campus. A few minutes 
of conversation may lead to an unexpected 
continuing-education solution that is right for you. 

I have similar advice for job seekers who 
have not been thinking of going into business 
for themselves. Franchise opportunities are 
available in a tremendous variety of fields. 
Arranging for financing may be easier than you 
think, with surprising discounts available to 
veterans. Stop by the franchisors’ booths—one 
of them may very well have a plan that matches 
your interests and your situation.       

MEMORIZE YOUR STORY. Before you go to employers’ 
booths, create some talking points. Put together 

a 30-to-60-second “story” about yourself that 
includes some of your successes and areas of 
interest. Be ready to discuss how your military 
experience relates to the civilian workplace. You 
should also prepare yourself for a long, detailed 
interview—employers have hired people on the 
spot at our events. 

Robert Walker is vice president  of sales at Recruit-
Military and a veteran of the United States Army. He 
is available at robert.walker@recruitmilitary.com.

by ROBERT WALKER

How to Work a RecruitMilitary Opportunity Expo

} WHERE DO YOU START?
Your first stop at a RecruitMilitary  Opportunity 

Expo will be a registration desk where you will fill out 
a brief form (unless you have pre-registered) and 
receive a list of the organizations— called “exhibi-
tors” — that have booths at the event.

At many of our job fairs, organizations present pre-
event seminars on subjects such as “Understanding 
Education and Your Career Plans,” “Become Your 
Own Boss,” and “Five Steps to Informed Financial 
Transition.” The seminars usually begin at 10:00 or 
10:30.

The Opportunity Expo itself begins at 11:00. When 
you enter the actual Opportunity Expo area, you will 
see many closely spaced exhibitor “booths”— tables 
and various displays. At the booths, recruiters who 
represent the exhibitors will talk with you.

} WHO WILL BE THE EXHIBITORS?
A wide variety of exhibitors attend our events — 

corporate employers, law-enforcement agencies and 
other government  employers, franchisors, and both 
campus-based and online educational institutions. 

The corporate employers are engaged in con-
struction, defense contracting,  energy production, 
manufacturing, security, transportation and logis-
tics, engineering, healthcare, finance, insurance, 
information technology, retail, and home services, to 
name just a few industries. 

Their recruiters interview for all kinds of jobs: 
salaried, hourly, and part-time; professional and 
technical.

} WHAT DO THE RECRUITERS DO?
To learn how recruiters interact with job seekers 

at our events, read Elizabeth Stetler’s article “I Ask 
About Recruiters’ Best Practices” in the March-April 
2016 issue of Search & Employ®; http://rmvets.
com/SE49rbp. 

} WILL THE LINES BE LONG?
At most booths, at most events, no. The events 

run for four hours – from 11:00 a.m. until 3:00 p.m.  
– and average about 7 job seekers per exhibitor. 
Lines are usually longest immediately after an event 
opens at 11:00 a.m., and they taper off significantly 
by around 1:00. But I need to tell you this: Some-
times, a long line forms at one or two booths when 
an event opens, and the lines are still there when 
the event officially closes. This is often the case 
for large, high-profile defense contractors that are 
hiring. But the recruiters almost always stay over 
and talk with everybody in line. So it comes down to: 
Who wants the jobs?

} DO I HAVE TO PRE-REGISTER?
No, but I recommend that you do so – for three 

reasons:
1 | HELP YOUR BUDDIES  Pre-registering prevents 
the lines at our registration desk from building up, 
especially during the early hours of the events.
2 | HELP US  Pre-registering helps us evaluate the 
effectiveness of our event  marketing – which, in 
turn, helps us boost the turnout of veteran job seek-
ers – which, in turn, makes our events more attrac-
tive to employers – which means more job openings 
to discuss at the events.
3 | HELP YOURSELF  When you pre-register, you 
immediately join our database of 850,000+ veteran 
job seekers, which is continually being searched by 
employers.

 }  THE OVERALL SCENE

RecruitMilitary VETERAN OPPORTUNITY EXPOS

JULY 2016 �

  7   Indianapolis, IN  
  7   Hartford, CT     
14   St. Louis, MO   
21   Sacramento, CA 
21   Tampa, FL 
28   Columbus, OH
AUGUST 2016 �

  4   Raleigh, NC 
  4   San Diego, CA 
11   New Orleans, LA 
11   Philadelphia, PA 
18   Louisville, KY 
18   Richmond, VA 
25   Dallas, TX 
25   Birmingham, AL 
25   Denver, CO
31   Boston, MA
SEPTEMBER 2016 �

  1   Cleveland, OH  
  1   San Antonio, TX  
  8   Miami, FL 
  8   Houston, TX 
  8 Oakland, CA  
15   New York, NY  
15   Nashville, TN  
15   San Jose, CA  
22   Columbia, SC  
22   Phoenix, AZ  
22   Kansas City, MO  
29   Cincinnati, OH 
29   Portland, OR  
OCTOBER 2016 �

  6   Chicago, IL
  6   San Francisco, CA  
  6   Atlanta, GA  
13   Baltimore, MD  
13   Austin, TX           
13   Minneapolis, MN   
20   Pittsburgh, PA            
20   Oklahoma City, OK  
20   Riverside, CA  
27   Milwaukee, WI  
27   Charlotte, NC 
27   Hartford, CT  

NOVEMBER 2016 �

  3   Columbus, OH  
  3   Detroit, MI  
  3   Washington, DC  
10   Los Angeles, CA  
10   St. Louis, MO  
10   Norfolk, VA  
17   Seattle, WA  
17   Dallas, TX  
17   Philadelphia, PA  
DECEMBER 2016 �

  1   Houston, TX 
  1   San Diego, CA 
  1   Jacksonville, FL 
  8   Indianapolis, IN 
  8   Las Vegas, NV 
  8   Orlando, FL
JANUARY 2017 �

12 San Antonio, TX
12 Tampa, FL
19 Oklahoma City, OK
19 Sacramento, CA
26 Raleigh, NC
FEBRUARY 2017 �

  2 Atlanta, GA
  2 Riverside, CA
  9 Baltimore, MD
  9 Nashville, TN
16 Phoenix, AZ
16 Richmond, VA
16 Jacksonville, FL
23 Dallas, TX
23 Miami, FL
MARCH 2017 �

  2 San Diego, CA
  2 New Orleans, LA
  9 Houston, TX
  9 New York, NY
23 Pittsburgh, PA
23 Washington, DC
30 Columbus, OH
30 Philadelphia, PA
APRIL 2017 �

  6 Austin, TX

  6 Boston, MA
  6 Cleveland, OH
13 Louisville, KY
13 Denver, CO
20 Chicago, IL
20 Orlando, FL
27 Minneapolis, MN
27 Orange County, CA
MAY 2017 �                                      

  4 Charlotte, NC
  4 Oakland, CA
11 Norfolk, VA
11 Omaha, NE
11 Dallas, TX
18 San Antonio, TX
18 Milwaukee, WI
25 New York, NY
25 Cincinnati, OH
25 Seattle, WA
JUNE 2017 �

  1 Baltimore, MD
  8 Colorado Springs, CO
  8 Phoenix, AZ
15 Detroit, MI
15 Los Angeles, CA
15 Houston, TX
22 Washington, DC
22 Atlanta, GA
22 Dayton, OH
JULY 2017 �

  6 Indianapolis, IN
  6 Hartford, CT
13 St. Louis, MO
20 Sacramento, CA
20 Tampa, FL
27 Columbus, OH
AUGUST 2017 �

  3 Raleigh, NC
  3 San Diego, CA
10 New Orleans, LA
10 Philadelphia, PA
17 Richmond, VA
17 Louisville, KY
24 Denver, CO
24 Dallas, TX
24 Birmingham, AL

31 Boston, MA
31 Cleveland, OH
31 San Antonio, TX
SEPTEMBER 2017 �

  7 Miami, FL
  7 Oakland, CA
  7 Houston, TX
14 Nashville, TN
14  New York, NY
14 San Jose, CA
21 Phoenix, AZ
21 Columbia, SC
21 Kansas City, MO
28 Cincinnati, OH
28 Hartford, CT
OCTOBER 2017 �

  5 Chicago, IL
  5 Atlanta, GA
  5 San Francisco, CA
12 Baltimore, MD
12 Austin, TX
12 Minneapolis, MN
19 Pittsburgh, PA
19 Oklahoma City, OK
19 Riverside, CA
26 Milwaukee, WI
26 Charlotte, NC
26 Portland, OR
NOVEMBER 2017 �

  2 Los Angeles, CA
  2 Washington, DC
  2 Columbus, OH
  9 Seattle, WA
  9 St. Louis, MO
  9 Norfolk, VA
16 Philadelphia, PA
16 Detroit, MI
16 Dallas, TX
30 San Diego, CA
30 Houston, TX
30 Jacksonville, FL
DECEMBER 2017 �

  7 Orlando, FL
  7 Indianapolis, IN
  7 Las Vegas, NV 

All of the dates in this schedule have embedded links in the digital replica of Search & Employ®, which is accessible from https://
recruitmilitary.com/resources/search-employ. Each link points to a web page for that specific event. You can navigate from that page to a 
pre-registration form for the event. You can access a live map of our events by typing https://events.recruitmilitary.com. 

https://board.recruitmilitary.com/sign_up
http://www.academyart.edu
mailto:robert.walker%40recruitmilitary.com?subject=
http://rmvets.com/SE49rbp
http://rmvets.com/SE49rbp
https://events.recruitmilitary.com/events/indianapolis-veteran-job-fair-july-7-2016
https://events.recruitmilitary.com/events/hartford-veteran-job-fair-july-7-2016
https://events.recruitmilitary.com/events/st-louis-all-veterans-job-fair-july-14-2016
https://events.recruitmilitary.com/events/sacramento-all-veterans-job-fair-july-21-2016
https://events.recruitmilitary.com/events/tampa-all-veterans-job-fair-july-21-2016
https://events.recruitmilitary.com/events/columbus-veteran-job-fair-july-28-2016
https://events.recruitmilitary.com/events/raleigh-veteran-job-fair-august-4-2016
https://events.recruitmilitary.com/events/san-diego-veteran-job-fair-august-4-2016
https://events.recruitmilitary.com/events/new-orleans-all-veterans-job-fair-august-11-2016
https://events.recruitmilitary.com/events/philadelphia-veteran-job-fair-august-11-2016
https://events.recruitmilitary.com/events/louisville-veteran-job-fair-august-18-2016
https://events.recruitmilitary.com/events/richmond-veteran-job-fair-august-18-2016
https://events.recruitmilitary.com/events/dallas-all-veterans-job-fair-august-25-2016
https://events.recruitmilitary.com/events/birmingham-veteran-job-fair-august-25-2016
https://events.recruitmilitary.com/events/denver-all-veterans-job-fair-august-25-2016
https://events.recruitmilitary.com/events/denver-all-veterans-job-fair-august-25-2016
https://events.recruitmilitary.com/events/cleveland-veteran-job-fair-september-1-2016
https://events.recruitmilitary.com/events/san-antonio-all-veterans-job-fair-september-1-2016
https://events.recruitmilitary.com/events/miami-all-veterans-job-fair-september-8-2016
https://events.recruitmilitary.com/events/houston-all-veterans-job-fair-september-8-2016
https://events.recruitmilitary.com/events/oakland-veteran-job-fair-september-8-2016
https://events.recruitmilitary.com/events/new-york-all-veterans-job-fair-september-15-2016
https://events.recruitmilitary.com/events/nashville-veteran-job-fair-september-15-2016
https://events.recruitmilitary.com/events/san-jose-veteran-job-fair-september-15-2016
https://events.recruitmilitary.com/events/columbia-veteran-job-fair-september-22-2016
https://events.recruitmilitary.com/events/phoenix-all-veterans-job-fair-september-22-2016
https://events.recruitmilitary.com/events/kansas-city-veteran-job-fair-september-22-2016
https://events.recruitmilitary.com/events/cincinnati-all-veterans-job-fair-september-29-2016
https://events.recruitmilitary.com/events/portland-veteran-job-fair-september-29-2016
https://events.recruitmilitary.com/events/chicago-veteran-job-fair-october-6-2016
https://events.recruitmilitary.com/events/san-francisco-veteran-job-fair-october-6-2016
https://events.recruitmilitary.com/events/atlanta-all-veterans-job-fair-october-6-2016
https://events.recruitmilitary.com/events/baltimore-veteran-job-fair-october-13-2016
https://events.recruitmilitary.com/events/austin-all-veterans-job-fair-october-13-2016
https://events.recruitmilitary.com/events/minneapolis-all-veterans-job-fair-october-13-2016
https://events.recruitmilitary.com/events/pittsburgh-all-veterans-job-fair-october-20-2016
https://events.recruitmilitary.com/events/oklahoma-city-veteran-job-fair-october-20-2016
https://events.recruitmilitary.com/events/riverside-veteran-job-fair-october-20-2016
https://events.recruitmilitary.com/events/milwaukee-veteran-job-fair-october-27-2016
https://events.recruitmilitary.com/events/charlotte-all-veterans-job-fair-october-27-2016
https://events.recruitmilitary.com/events/hartford-veteran-job-fair-october-27-2016
https://events.recruitmilitary.com/events/columbus-all-veterans-job-fair-november-3-2016
https://events.recruitmilitary.com/events/detroit-veteran-job-fair-november-3-2016
https://events.recruitmilitary.com/events/washington-dc-all-veterans-job-fair-november-3-2016
https://events.recruitmilitary.com/events/los-angeles-veteran-job-fair-november-10-2016
https://events.recruitmilitary.com/events/st-louis-veteran-job-fair-november-10-2016
https://events.recruitmilitary.com/events/norfolk-virginia-beach-all-veterans-job-fair-november-10-2016
https://events.recruitmilitary.com/events/seattle-tacoma-area-all-veterans-job-fair-november-17-2016
https://events.recruitmilitary.com/events/dallas-all-veterans-job-fair-november-17-2016
https://events.recruitmilitary.com/events/philadelphia-veteran-job-fair-november-17-2016
https://events.recruitmilitary.com/events/houston-all-veterans-job-fair-december-1-2016
https://events.recruitmilitary.com/events/san-diego-all-veterans-job-fair-december-1-2016
https://events.recruitmilitary.com/events/jacksonville-all-veterans-job-fair-december-1-2016
https://events.recruitmilitary.com/events/indianapolis-veteran-job-fair-december-8-2016
https://events.recruitmilitary.com/events/las-vegas-veteran-job-fair-december-8-2016
https://events.recruitmilitary.com/events/orlando-veteran-job-fair-december-8-2016
https://events.recruitmilitary.com/events/san-antonio-veteran-job-fair-january-12-2017
https://events.recruitmilitary.com/events/tampa-veteran-job-fair-january-12-2017
https://events.recruitmilitary.com/events/oklahoma-city-veteran-job-fair-january-19-2017
https://events.recruitmilitary.com/events/sacramento-veteran-job-fair-january-19-2017
https://events.recruitmilitary.com/events/raleigh-veteran-job-fair-january-26-2017
https://events.recruitmilitary.com/events/atlanta-veteran-job-fair-february-2-2017
https://events.recruitmilitary.com/events/riverside-veteran-job-fair-february-2-2017
https://events.recruitmilitary.com/events/baltimore-veteran-job-fair-february-9-2017
https://events.recruitmilitary.com/events/nashville-veteran-job-fair-february-9-2017
https://events.recruitmilitary.com/events/phoenix-veteran-job-fair-february-16-2017
https://events.recruitmilitary.com/events/richmond-veteran-job-fair-february-16-2017
https://events.recruitmilitary.com/events/jacksonville-veteran-job-fair-february-16-2017
https://events.recruitmilitary.com/events/dallas-veteran-job-fair-february-23-2017
https://events.recruitmilitary.com/events/miami-veteran-job-fair-february-23-2017
https://events.recruitmilitary.com/events/san-diego-veteran-job-fair-march-2-2017
https://events.recruitmilitary.com/events/new-orleans-veteran-job-fair-march-2-2017
https://events.recruitmilitary.com/events/houston-veteran-job-fair-march-9-2017
https://events.recruitmilitary.com/events/new-york-veteran-job-fair-march-9-2017
https://events.recruitmilitary.com/events/pittsburgh-veteran-job-fair-march-23-2017
https://events.recruitmilitary.com/events/washington-dc-veteran-job-fair-march-23-2017
https://events.recruitmilitary.com/events/columbus-veteran-job-fair-march-30-2017
https://events.recruitmilitary.com/events/philadelphia-veteran-job-fair-march-30-2017
https://events.recruitmilitary.com/events/austin-veteran-job-fair-april-6-2017
https://events.recruitmilitary.com/events/boston-veteran-job-fair-april-6-2017
https://events.recruitmilitary.com/events/cleveland-veteran-job-fair-april-6-2017
https://events.recruitmilitary.com/events/louisville-veteran-job-fair-april-13-2017
https://events.recruitmilitary.com/events/denver-veteran-job-fair-april-13-2017
https://events.recruitmilitary.com/events/chicago-veteran-job-fair-april-20-2017
https://events.recruitmilitary.com/events/orlando-veteran-job-fair-april-20-2017
https://events.recruitmilitary.com/events/minneapolis-veteran-job-fair-april-27-2017
https://events.recruitmilitary.com/events/orange-county-veteran-job-fair-april-27-2017
https://events.recruitmilitary.com/events/charlotte-veteran-job-fair-may-4-2017
https://events.recruitmilitary.com/events/oakland-veteran-job-fair-may-4-2017
https://events.recruitmilitary.com/events/norfolk-veteran-job-fair-may-11-2017
https://events.recruitmilitary.com/events/omaha-veteran-job-fair-may-11-2017
https://events.recruitmilitary.com/events/dallas-veteran-job-fair-may-11-2017
https://events.recruitmilitary.com/events/san-antonio-veteran-job-fair-may-18-2017
https://events.recruitmilitary.com/events/milwaukee-veteran-job-fair-may-18-2017
https://events.recruitmilitary.com/events/new-york-veteran-job-fair-may-25-2017
https://events.recruitmilitary.com/events/cincinnati-veteran-job-fair-may-25-2017
https://events.recruitmilitary.com/events/seattle-veteran-job-fair-june-1-2017
https://events.recruitmilitary.com/events/baltimore-veteran-job-fair-june-1-2017
https://events.recruitmilitary.com/events/colorado-springs-veteran-job-fair-june-8-2017
https://events.recruitmilitary.com/events/phoenix-veteran-job-fair-june-8-2017
https://events.recruitmilitary.com/events/detroit-veteran-job-fair-june-15-2017
https://events.recruitmilitary.com/events/los-angeles-veteran-job-fair-june-15-2017
https://events.recruitmilitary.com/events/houston-veteran-job-fair-june-15-2017
https://events.recruitmilitary.com/events/washington-dc-veteran-job-fair-june-22-2017
https://events.recruitmilitary.com/events/atlanta-veteran-job-fair-june-22-2017
https://events.recruitmilitary.com/events/dayton-veteran-job-fair-june-22-2017
https://events.recruitmilitary.com/events/indianapolis-veteran-job-fair-july-6-2017
https://events.recruitmilitary.com/events/hartford-veteran-job-fair-july-6-2017
https://events.recruitmilitary.com/events/st-louis-veteran-job-fair-july-13-2017
https://events.recruitmilitary.com/events/sacramento-veteran-job-fair-july-20-2017
https://events.recruitmilitary.com/events/tampa-veteran-job-fair-july-20-2017
https://events.recruitmilitary.com/events/columbus-veteran-job-fair-july-27-2017
https://events.recruitmilitary.com/events/raleigh-veteran-job-fair-august-3-2017
https://events.recruitmilitary.com/events/san-diego-veteran-job-fair-august-3-2017
https://events.recruitmilitary.com/events/new-orleans-veteran-job-fair-august-10-2017
https://events.recruitmilitary.com/events/philadelphia-veteran-job-fair-august-10-2017
https://events.recruitmilitary.com/events/richmond-veteran-job-fair-august-17-2017
https://events.recruitmilitary.com/events/louisville-veteran-job-fair-august-17-2017
https://events.recruitmilitary.com/events/denver-veteran-job-fair-august-24-2017
https://events.recruitmilitary.com/events/dallas-veteran-job-fair-august-24-2017
https://events.recruitmilitary.com/events/birmingham-veteran-job-fair-august-24-2017
https://events.recruitmilitary.com/events/boston-veteran-job-fair-august-31-2017
https://events.recruitmilitary.com/events/cleveland-veteran-job-fair-august-31-2017
https://events.recruitmilitary.com/events/san-antonio-veteran-job-fair-august-31-2017
https://events.recruitmilitary.com/events/miami-veteran-job-fair-september-7-2017
https://events.recruitmilitary.com/events/oakland-veteran-job-fair-september-7-2017
https://events.recruitmilitary.com/events/houston-veteran-job-fair-september-7-2017
https://events.recruitmilitary.com/events/nashville-veteran-job-fair-september-14-2017
https://events.recruitmilitary.com/events/new-york-veteran-job-fair-september-14-2017
https://events.recruitmilitary.com/events/san-jose-veteran-job-fair-september-14-2017
https://events.recruitmilitary.com/events/phoenix-veteran-job-fair-september-21-2017
https://events.recruitmilitary.com/events/columbia-veteran-job-fair-september-21-2017
https://events.recruitmilitary.com/events/kansas-city-veteran-job-fair-september-21-2017
https://events.recruitmilitary.com/events/cincinnati-veteran-job-fair-september-28-2017
https://events.recruitmilitary.com/events/hartford-veteran-job-fair-september-28-2017
https://events.recruitmilitary.com/events/chicago-veteran-job-fair-october-5-2017
https://events.recruitmilitary.com/events/atlanta-veteran-job-fair-october-5-2017
https://events.recruitmilitary.com/events/san-francisco-veteran-job-fair-october-5-2017
https://events.recruitmilitary.com/events/baltimore-veteran-job-fair-october-12-2017
https://events.recruitmilitary.com/events/austin-veteran-job-fair-october-12-2017
https://events.recruitmilitary.com/events/minneapolis-veteran-job-fair-october-12-2017
https://events.recruitmilitary.com/events/pittsburgh-veteran-job-fair-october-19-2017
https://events.recruitmilitary.com/events/oklahoma-city-veteran-job-fair-october-19-2017
https://events.recruitmilitary.com/events/riverside-veteran-job-fair-october-19-2017
https://events.recruitmilitary.com/events/milwaukee-veteran-job-fair-october-26-2017
https://events.recruitmilitary.com/events/charlotte-veteran-job-fair-october-26-2017
https://events.recruitmilitary.com/events/portland-veteran-job-fair-october-26-2017
https://events.recruitmilitary.com/events/los-angeles-veteran-job-fair-november-2-2017
https://events.recruitmilitary.com/events/washington-dc-veteran-job-fair-november-2-2017
https://events.recruitmilitary.com/events/columbus-veteran-job-fair-november-2-2017
https://events.recruitmilitary.com/events/seattle-veteran-job-fair-november-9-2017
https://events.recruitmilitary.com/events/st-louis-veteran-job-fair-november-9-2017
https://events.recruitmilitary.com/events/norfolk-veteran-job-fair-november-9-2017
https://events.recruitmilitary.com/events/philadelphia-veteran-job-fair-november-16-2017
https://events.recruitmilitary.com/events/detroit-veteran-job-fair-november-16-2017
https://events.recruitmilitary.com/events/dallas-veteran-job-fair-november-16-2017
https://events.recruitmilitary.com/events/san-diego-veteran-job-fair-november-30-2017
https://events.recruitmilitary.com/events/houston-veteran-job-fair-november-30-2017
https://events.recruitmilitary.com/events/jacksonville-veteran-job-fair-november-30-2017
https://events.recruitmilitary.com/events/orlando-veteran-job-fair-december-7-2017
https://events.recruitmilitary.com/events/indianapolis-veteran-job-fair-december-7-2017
https://events.recruitmilitary.com/events/las-vegas-veteran-job-fair-december-7-2017
https://recruitmilitary.com/resources/search-employ
https://recruitmilitary.com/resources/search-employ
https://events.recruitmilitary.com
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Walgreens is an Equal Opportunity Employer and welcomes individuals 
of diverse talent and backgrounds. Walgreens promotes and supports  
a smoke-free and drug-free workplace.

We’re the neighborhood retailer 
that makes health and happiness 
simpler, easier and within reach for 
everyone. From our stores to our 
corporate headquarters, you’ll find that 
innovation thrives and incredible career 
and growth opportunities await.

To apply, visit www.walgreens.jobs

at the corner ofSAN ANTONIO  /  MAY 19
■  I enjoyed meeting the professionals there. They re-
ally worked to help me connect with the best solution 
for my career. – Air Force
■  This is the best career fair that I have seen. I have 
tried others. But this one is simply the best. 
– Army Reserve

OMAHA  /  MAY 12
■  Everyone was very helpful getting to the event area, 
and once in the area all the companies were very ap-
proachable. – Navy
■  It was well run. The RecruitMilitary personnel really 
seemed to care that we had a positive experience. 
– Army 

NORFOLK  /  MAY 12
■  Of the seven resumes I left with vendors, I received 
seven follow-up responses for open positions – Navy 
■  It’s really nice to get face-to-face with recruiters for 
jobs you’re searching for. It is exponentially more ben-
eficial when they can link a face to a name vs. being 
another no-name in a pile of resumes. – Navy 

DALLAS  /  MAY 11
■  I was surprised at the number and variety of vendors 
– great work. – Army 
■  The concentration of various companies in a single 
setting is a great time-saver. I secured two interviews, 
and four other companies asked for my resume. 
– Army 

OAKLAND  /  MAY 5
■  It was a great opportunity to gain exposure to 
industry representatives and prospects for potential 
careers. 
– Marine Corps
■  There were a lot of good companies there. I also 
liked the vendors who provided different services for 
the veterans. – Navy   

CHARLOTTE  /  MAY 5
■  Representatives were knowledgeable, professional, 
and friendly. They helped to re-energize me and give 
me hope. – Air Force 
■  Had a great time and learned a lot about some ven-
dors that I hadn’t considered before. – Marine Corps 

ORANGE COUNTY (ANAHEIM)  /  APRIL 28
■  The overall respect, kindness, and enthusiasm of 
the career fair exhibitors was excellent. The career fair 
is going to put my job search in a positive direction. 
– Navy and Army National Guard
■  Good networking opportunities at these events. 
– Marine Corps 

MINNEAPOLIS  /  APRIL 28
■  I thought the employment recruiters were very 
approachable and genuinely interested in the job 
seekers. It was non-threatening and a good overall 
experience. – Air Force 
■  Good leads! – Air Force

ORLANDO  /  APRIL 21
■  I went there with an open mind just to see what was 
out there. I ended up getting an interview and a job 
offer at the fair. I accepted and will be advancing my 
career because of this opportunity. – Navy 
■  As a transitioning military officer, this event was 
great. I walked away with multiple leads and have 
secured multiple interviews as a result. – Air Force 

CHICAGO  /  APRIL 21
■  The email I received with the various webinar links 
was amazing. I listened to them and got tremendous 
value from all of them. At the event, your team did a 
wonderful job. – Navy
■  Company representatives were very responsive to 
all questions and clear about opportunities they were 
searching for at the event. 
– Marine Corps Reserve

DENVER  /  APRIL 14
■  The RecruitMilitary staff was exceptionally cordial 
and helpful. I knew exactly where to turn with ques-
tions every step of the way. – Army 
■  I enjoyed the witty and informative introduction. It 
set a very positive mood for the event. – Air Force 

LOUISVILLE  /  APRIL 14
■  It was a well-organized event. Bring plenty of 
resumes. – Army
■  The pre-event communications and the organization 
of the career fair were both very good. – Army 

BOSTON /  APRIL 7
■  It was pretty cool meeting companies that were will-
ing to break their back to find a position for you. 
– Marine Corps
■  This is the first career fair that has landed me three 
actual interviews and even more leads. I literally just 
came back from my second interview within a week of 
the event. – Army 

CLEVELAND  /  APRIL 7 
■  I managed to get a couple interviews out of it – in-
terviews that I know I would not have gotten if I relied 
on just posting my resume online, calling the company, 
showing up at the company location, etc. – Army 
■  Continue the good work with the businesses that are 
willing to connect with those veterans that want to still 
be productive to America. – Marine Corps   

AUSTIN  /  APRIL 7
■  Staff was knowledgeable about companies partici-
pating. Company representatives were actively seeking 
applicants, not just showing off their business. – Army  
■  Wide variety of job openings presented. – Navy

PHILADELPHIA  /  MARCH 31
■  Positive atmosphere, engaging professionals. 
– Marine Corps 
■  I spoke to many employers who got back to me 
immediately. Any veteran would benefit from the 
RecruitMilitary job fairs. – Navy 

COLUMBUS  /  MARCH 31
■  I had good, positive conversations with at least five 
of the many employers that were present. And I have 
been invited to interview with three of them. – Navy
■  The energy of the room was amazing. It was the best 
career fair I’ve ever been to. – Air Force  

PITTSBURGH  /  MARCH 24
■  Within a week of attending the job fair I had two 
interviews and landed a job using the degree I just 
obtained. – Navy 
■  The companies were upbeat, enthusiastic, and 
appreciative of my military service. My wife attended 
with me, and the company reps also spoke with her 
about the possibilities working with their company. – 
Marine Corps  

WASHINGTON  /  MARCH 24
■  I got a job offer from multiple companies after the 
event. It was a great venue and had great companies. 
– Army National Guard
■  The recruiters were very engaging and forthcoming 
about their positions and your individual qualifications. 
– Marine Corps

HOUSTON  /  MARCH 10
■  I got three interviews out of the job fair. – Army
■  There were more companies at the job fair than I an-
ticipated. It was great to see so many veteran-friendly 
employers. – Coast Guard Reserve 

JACKSONVILLE  /  MARCH 10
■  I spoke with every company, left with seven contacts, 
and had 10 interviews the following week. – Navy 
■  Lots of positive notes and made contact with four 
employers that are interested in me with job offers. 
– Navy

Testimonials of Job Seekers AT RECENT EVENTS
�

https://events.recruitmilitary.com
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CREATE YOUR FUTURE AT

For more information, visit savageservices.com

At Savage, we value your commitment and loyalty, and 

the sacrifices you’ve made to protect our freedoms. 

Savage is an ideal place for former military personnel 

to find their next career, and many of the opportunities 

we offer give you the chance to utilize the skills you’ve 

worked so hard to build. We invite you to explore your 

future with us!

SAN ANTONIO  /  MAY 19
■  Our first event. Very well done. Great turnout in spite 
of bad weather. Will attend another.
■  Well-organized event with sponsors that genuinely 
care about the vendors and participants. Appreciated 
the layout, communication, lunch / refreshments, and 
flow of job fair.

OMAHA  /  MAY 12
■  Turnout was quite good, and we got a number of 
resumes and appointments.
■  The event was very well organized and well run, 
which allows for us to focus on talking to people and 
explaining what our company has to offer.

NORFOLK  /  MAY 12
■  Great contact with the target audience we were look-
ing for. Good location, good layout, great turnout.
■  RecruitMilitary is experienced in advertising and design-
ing these events for the employer as well as the veteran.

DALLAS  /  MAY 11
■  The outstanding factor is the quality of candidates. 
Not only did they all seem extremely intelligent and 
capable, there was also a drive and determination to 
do good work.
■  RecruitMilitary has always set the standard. The 
event has a great location, advertising, professional 
on-site team, and solid candidates.

OAKLAND  /  MAY 5
■  Positive impression. Quality candidates. Good inter-
actions with organizers.
■  Excellent candidates and very accommodating staff.

CHARLOTTE  /  MAY 5
■  For any business seeking to employ or educate ser-
vice men or women, RecruitMilitary’s events are a must.
■  The caliber of candidates that came through was 
very seasoned, talented, and professional.

ORANGE COUNTY (ANAHEIM)  /  APRIL 28
■  Great! Vets helping vets! That’s what you do in battle 
and at home.
■  Very professional group of participants and staff.

MINNEAPOLIS  /  APRIL 28
■  The resources that RecruitMilitary provides to 
veterans are priceless – the email blasts, nationwide 
career fairs, employment and educational institution 
links, etc.
■  This was a great event and the quality of the partici-
pants was very good. I believe that military candidates 
have strong leadership backgrounds and can adapt to 
any situation.

ORLANDO  /  APRIL 21
■  Candidates were more mature, looking for specific 
positions, and were able to communicate their skill 
sets. There was an extra bonus of applicants that 
didn’t attend but went to our website to apply, based 
on the pre-event advertisement.
■  Always great candidates in quantity.

CHICAGO  /  APRIL 21
■  It was great, and I have already recommended that 
we attend in other cities.
■  Tops #1. I was able to meet many candidates with 
diverse employment histories – from entry to mid to 
seasoned career levels. 

DENVER  /  APRIL 14
■  Great support, location, exposure to veterans. It’s 
top notch.
■  Personally, I love hiring military people because of 
the background that they have. Most have good disci-
pline and understand a chain of command.

LOUISVILLE /  APRIL 14
■  Great opportunity to find untapped candidates that 
may not otherwise find you.
■  Much higher quality of candidates with strong leader-
ship backgrounds than at other career fairs.

BOSTON  /  APRIL 7
■  My company is totally committed to hiring veterans, 
and this event is the best place to find the people we 
are looking to hire. We hired two people from this fair 
and have two more we are talking to.
■  I will definitely recommend RecruitMilitary to any 
business looking for applicants. The talent pool is 
outstanding.

CLEVELAND  /  APRIL 7
■  Well-organized event that drew participants with var-
ied backgrounds and experience levels for entry-level 
to leadership positions.
■  Good candidates, nice location. Will attend again in 
the future.

AUSTIN  /  APRIL 7 
■  RecruitMilitary events attract a well-qualified ap-
plicant pool, and the organization of your company 
and professionalism is outstanding. RecruitMilitary is a 
first-class organization.
■  I was pleasantly surprised. Much better than any 
other I have attended. 

PHILADELPHIA  /  MARCH 31 
■  The job seekers definitely researched the companies 
that attended the career fair. It was very good to see 
that they already knew what type of jobs we were 
recruiting for.
■  The RecruitMilitary events have been our most 
productive in all of 2016.

COLUMBUS  /  MARCH 31
■  We found the employee core values we are looking for: 
integrity, respect, professionalism, and commitment.
■  The whole event was awesome. It was very profes-
sional and very well organized. 

PITTSBURGH  /  MARCH 24
■  Best evet I have been to in 15 years.
■  RecruitMilitary events bring together a lot of moti-
vated, Type A personalities that positively impact any 
organization. 

WASHINGTON  /  MARCH 24 
■  We met very sharp and well-polished candidates. The 
way the event coordinator started our day just set us 
up for success. We hired about 27 officers.
■  Absolutely loved the event. Wonderful opportunity to 
connect with so many highly qualified individuals.

HOUSTON  /  MARCH 10
■  The maturity that the majority of applicants have at-
tained based on their military training is very important 
to us as an employer.
■  One of the best recruiting events I’ve worked on in 
my nine years of recruiting.

JACKSONVILLE  /  MARCH 10 
■  It exceeded my expectations. One of the best – this 
event has raised the bar. Great advertisement and 
awesome candidates. It had an atmosphere of so 
much passion around helping to employ our military 
veterans and spouses.
■  Well organized and executed. The flow of candidates 
was non-stop for the majority of the event.

NEW ORLEANS  /  MARCH 3 
■  Good candidate resource for the several job opportu-
nities we have to fill.
■  Good variety of job seekers. Staff was helpful and 
sent people to our booth.

SAN DIEGO  /  MARCH 3 
■  RecruitMilitary job fairs have always been superior 
to other job fairs when it comes to the quality of the 
package and the event execution. It is clear that a good 
deal of planning goes into the location of each venue 
with respect to proximity to the airport, lodging, and 
dining options..
■  Well put together. Well coordinated. This is the only 
military fair we do, but compared to the general fairs 
we attend, we get an outstanding turnout.

The Surveys Say:
Our Career Fairs Work!

W e have the 
results of 
post-event 

surveys for the 31 Vet-
eran Opportunity Expos 
that we produced from 
January through April 
2016, and the numbers 
are great. After each 
event, we email two sur-
veys – one to exhibitors 
and the other to the job 

candidates who attended. 
Exhibitors at our events include corporate employ-

ers, law-enforcement agencies and other govern-
ment employers, franchisors, and educational 
institutions. Candidates include men and women 
who are transitioning from active duty to civilian life, 
veterans who already have civilian work experience, 
members of the National Guard and reserves, and 
military spouses and other family members.

■  There were 1,577 exhibitors at the 31 events, 
an average of 50.9 per event.

■  The exhibitors included 1,356 employers, an 
average of 43.7 per event.

■  There were 10,957 candidates at the events, 

an average of 353.5 per event, 8.1 per employer, 
and 6.9 per exhibitor.  

■  The employers expected to conduct from 
7,321 to 12,108 interviews as a result of exhibit-
ing, an average of 5.4 to 8.9 per employer and 
236.2 to 390.6 per event.

■  52.0% of the candidates who responded said 
that they expected to secure interviews as a result 
of their attendance.

■  The employers expected to extend 3,975 job 
offers, an all-time record average of 2.9 per em-
ployer and an all-time record of 128.2 per event. 

Other exhibitor results, in terms of “percent 
favorable”:

■  overall event experience 96.5%, an all-time 
record

■  return on investment 95.4%, an all-time record
■  likelihood of participating in a future event 

92.5%, an all-time record
■  quality of candidates 94.5%, an all-time record
■  number of candidates 90.9%
■  pre-event communications 97.9%
■  on-site support 97.9%

Mary Beth Miller is market research coordina-
tor at RecruitMilitary. Contact her at marybeth@
recruitmilitary.com. 

by MARY BETH MILLER

Testimonials of Exhibitors AT RECENT EVENTS
�

https://board.recruitmilitary.com/sign_up
http://savageservices.com
mailto:marybeth%40recruitmilitary.com?subject=
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National Chamber Foundation

Hear Tim’s story now using the               app

“As an Air Force commander, 
I learned what it means to be 
an effective leader. Today, I 
use those same leadership 
skills to coach military families 
to reduce debt, manage risk 
and get their financial futures 
squared away.”

To learn more about Tim’s 
story, visit firstcommand.com/
timmalinski.

CALL 877-601-5783  
TO GET YOUR NEXT CAREER 
SQUARED AWAY.

Tim Malinski
Col., USAF (Ret)
Advisor since 2011

Squared
Away®

Squared
Away®

http://firstcommand.com/timmalinski
http://firstcommand.com/timmalinski
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★ ★ ★

T
here is a truckload – 
or a boatload – or a 
carload – or a cargo 
– of opportunity for 
veterans in the trans-
portation and logis-
tics industries. With 
the United States 

economy humming along, there 
are more trucks on the high-
ways, more trains on the track, 
more ships and boats on the wa-
terways, and more planes and 
helicopters in the air. All of that 
means, of course, more jobs. 
And, in many areas, the current 
workforce is nearing retirement. 
There will be a fair-sized exodus 
from the rail industry over the 
next decade, for example. Many 
truck drivers are also reaching 
retirement age. 

■ BROKER
An intermediary between the 
shipper and the carrier. The 
broker arranges transportation 
for shippers and represents 
carriers.

■ CARRIER
A company that transports 
goods or people via land, sea, 
or air. 

■ COMMON CARRIER
Any carrier engaged in the 
interstate transportation of 
persons/property on a regular 
schedule at published rates, 
whose services are for hire by 
the general public.

■ CONTAINER
(1) A “box,” typically 10 to 40 
feet long, which is used primar-
ily for ocean-freight shipments. 
For travel to and from ports, 
containers are loaded onto 
truck chassis or onto railroad 
flatcars. (2) The packaging, 
such as a carton, case, bucket, 
drum, bin, bottle, bundle, or 
bag, in which an item is packed 
and shipped.

■ CROSS DOCKING
A distribution system in which 
merchandise received at a 
warehouse or distribution cen-
ter is not put away, but instead 
is readied for shipment to retail 
stores.

■ DEDICATED CONTRACT CARRIAGE
A third-party service that dedi-
cates vehicles and drivers to a 
single customer for its exclusive 
use on a contractual basis.

■ INBOUND LOGISTICS
The movement of materials 
from suppliers and vendors into 
production processes or stor-
age facilities.

■ INTERMODAL TRANSPORTATION
Transporting freight by using 
two or more transportation 
modes such as (a) truck and 
rail or (b) truck and oceangoing 
vessel.

■ LESS-THAN-TRUCKLOAD (LTL) 
CARRIERS
Trucking companies that con-
solidate and transport smaller 
(less than truckload) shipments 
of freight by utilizing a network 
of terminals and relay points.

■ LINE-HAUL SHIPMENT
A shipment that moves be-
tween cities and distances of 
more than 100 to 150 miles.

■ LOGISTICS
The process of planning, 
implementing, and controlling 
procedures for the efficient and 
effective forward and reverse 
flow and storage of goods, ser-
vices, and related information 
from the point of origin to the 
point of consumption to meet 
customers’ requirements. This 
definition includes inbound, 
outbound, internal, and exter-
nal movements.

■ OUTBOUND LOGISTICS
The process related to the 
movement and storage of 
products from the end of the 
production line to the end user.

■ SHIPPER
A party that tenders goods for 
transportation.

■ REVERSE LOGISTICS
A specialized segment of logis-
tics focusing on the movement 
and management of products 
and resources after the sale 
and after delivery to the cus-
tomer. Includes product returns 
for repair and/or credit.

■ SUPPLY CHAIN
The material and informational 
interchanges in the logisti-
cal process, stretching from 
acquisition of raw materials to 
delivery of finished products to 
the end user. All vendors, ser-
vice providers, and customers 
are links in the supply chain.

■ THIRD-PARTY LOGISTICS PROVIDER
A firm that provides multiple 
logistics services for use by 
customers. Preferably, these 
services are integrated, or 
"bundled" together by the 
provider. These firms facilitate 
the movement of parts and 
materials from suppliers to 
manufacturers, and finished 
products from manufacturers 
to distributors and retailers. 
Among the services which they 
provide are transportation, 
warehousing, cross-docking, 
inventory management, and 
freight forwarding.

■ TRUCKLOAD (TL) CARRIERS
Trucking companies that move 
full truckloads of freight directly 
from the point of origin to the 
destination.

From a glossary published by the Council of Supply Chain Management Professionals at https://cscmp.org/research/glossary-terms 

 }  GLOSSARY OF LOGISTICS TERMS

©
 C

AN
 S

TO
CK

 P
H

OT
O

 IN
C.

 /
 S

CA
N

R
AI

L

} TRUCK TRANSPORTATION
In this industry, businesses contract with trucking 

and warehousing companies to pick up, transport, 
store, and deliver a variety of goods. The industry 
includes general freight trucking, specialized 
freight trucking, and warehousing and storage. 

Technology is changing how the industry is work-
ing. Truckers can communicate with companies in 
real time. Drivers receive point-of-sale data to en-
sure that their customers keep their inventories up. 
This information also helps truckers use the space 
in their trucks very efficiently. And customers can 
track and trace their shipments, receive shipment-
delay alerts, and receive invoices electronically. 

Although the trucking industry lost 150,000 
jobs when the 2008 recession hit, the demand 
for drivers has increased every year since then. 
The industry is looking to fill 200,000 jobs yearly 
and 1 million positions by 2025. 

The Bureau of Labor Statistics (BLS), a part of 
the United States Department of Labor, expects 
employment in heavy and tractor-trailer truck 
driving occupations to increase 5.5 percent from 
2014 to 2024, a factor that gets this occupa-
tion group listed among those with the most 
job growth. As the economy grows, the demand 
for goods will increase, and more truck drivers 
will be needed to keep supply chains moving. 
The BLS predicts there will be nearly 100,000 
job openings in this occupation between 2014 

and 2024; see http://www.bls.gov/emp/ep_ta-
ble_104.htm. The median annual wage for this 
occupation is $40,260, according to the BLS. 

Many people leave the profession because of 
the lengthy periods away from home and the long 
hours of driving, so there are always openings. In 
addition, the industry needs new drivers each year 
to replace those who retire. Drivers tend to be older 
than the average American worker, with only 18 
percent of today’s drivers 34 years old or younger. 
Nearly 54 percent are 45 or older. Another factor is 
the introduction of regulations that make it harder 
for some drivers to get the credentials they need to 
drive particular cargo. All of this should sound like 
opportunity to veteran job seekers.  

Opportunities for diesel service technicians 
and mechanics also look good, especially for ap-
plicants who have formal post-secondary training. 
And growth in truck transportation and warehous-
ing should lead to added employment in office 
and administrative support. Trucking companies 
will need more dispatchers, stock clerks, and 
shipping, receiving, and traffic clerks. Opportuni-
ties for people who have information technology 
skills should be excellent.

} RAIL TRANSPORTATION
Business is picking up on the rails, too. The year 

2015 was good, with companies gaining due to 
the bigger need for container transport. 

The rail industry is expecting more business 
in intermodal freight, in large part because 
the use of electric-powered cranes has led to 
more efficient handling at the terminals. Freight 
railroads have made major investments in inter-
modal equipment, facilities, and infrastructure. 
Those investments include $29 billion spent in 
2015, according to the Association of American 
Railroads. America’s railroads serve nearly every 
industrial, wholesale, retail, and resource-based 
sector of the economy, operating over a network 
of nearly 140,000 miles. Railroads account for 
nearly 40 percent of intercity freight volume – 
more than any other mode of transportation.  

There are three types of railroads: freight, 
passenger, and urban transit (subway and light 
rail). Freight railroads transport billions of tons 
of goods to destinations within the United States 
and to ports to be shipped abroad. Passenger 
railroads deliver millions of passengers and long-
distance commuters to destinations throughout 
the country. Subways and light-rail systems move 
passengers within metropolitan areas and their 
surrounding suburbs. All of these modes of rail 
transportation require employees to operate, 
oversee, and assist in rail operations – including 
workers in yards where railcars are inspected, 
repaired, coupled, and uncoupled. 

The BLS expects employment in most rail-trans-
portation occupations to decline 3 percent from 

// OPPORTUNITIES IN TRANSPORTATION AND LOGISTICS //

Accelerate Your Career

https://board.recruitmilitary.com/sign_up
http://www.bls.gov/emp/ep_table_104.htm
http://www.bls.gov/emp/ep_table_104.htm
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Are You Tired of 
Being Just Another 
Salesperson?

We Are Looking For Individuals With:
n Passion to provide extraordinary levels of customer service
n  The drive to meet sales goals with the ability to apply soft 

selling skills
n  Strong technical skills to learn and use audiometric 

equipment to conduct hearing tests and program 
hearing aids

n  The skill to enthusiastically demonstrate the benefi ts 
of better hearing

n   Problem solving skills and the ability to work 
independently

Explore an Established Opportunity!
If you are interested in a career in a rewarding and growing industry 

please contact us: academy@miracle-ear.com
©2015 Miracle-Ear, Inc. 16113ROPA

Are you searching for a career where you will really make a difference and have 
the ability to improve another person’s quality of life? Then consider joining 
one of the most recognized and trusted teams in the hearing health care fi eld. 
Miracle-Ear is leading the way with innovative hearing-aid products, expert 
services and hundreds of locations across the country. 

First Group is comprised 
of community-oriented, 

passionate leaders - that 
keep our customers at the 

heart of everything they do.

Edward “Mike” Lemons is an Operations 
Supervisor at West Phoenix Valley Metro 
facility. Each and every day, he brings 
experience from his years in public 
transportation, as well as his leadership 
from 5 tours overseas in the U.S. Army, to 
the passengers and staff in Phoenix.

Do you have this level of commitment to 
your community?

Join the First Group team!

www.firstgroupcareers.com

2014 through 2024. Although the demand for rail 
transportation will rise, increased productivity could 
stifle job growth. However, actual job openings will 
be higher due to an older work force that is nearing 
retirement age. 

Salaries vary by job in the railroad industry. 
Salaries for conductors or yardmasters average 
$58,180, according to the BLS.

} WATER TRANSPORTATION
The movement of huge amounts of cargo and 

passengers over U.S. waters and the oceans 
depends on water-transportation workers known 
as merchant mariners. Those workers operate 
and maintain civilian-owned deep-sea merchant 
ships, tugboats, towboats, ferries, barges, offshore 
supply vessels, cruise ships, and other waterborne 
craft on the oceans, the Great Lakes, rivers, ca-
nals, and other waterways, as well as in harbors. 

The BLS projects that employment in water 
transportation will grow by 9 percent over the 
2014-2024 period, faster than average. Job 
growth will stem from increasing tourism and a 
rise in offshore oil and gas production. Employ-
ment will also grow in and around major port 
cities due to increasing international trade. The 
2015 median pay was $55,000 annually. 

The BLS anticipates that job opportunities will 
be excellent over the next decade due to the need 
to replace workers, particularly officers. High turn-
over, retirements, and growth in the level of trade 
occurring worldwide will create more jobs than 
there will be people interested in filling them. 

} AIR TRANSPORTATION
Commercial airlines fly millions of people across 

the country for business and pleasure. Air trans-
portation also represents the fastest way to move 
most types of cargo over long distances. There is a 
consistent demand for air-service careers because 
the air-transportation industry tends to be stable. 

The BLS expects jobs for airline and commercial 
pilots to increase 5 percent between 2014 and 
2024. Low-cost regional airlines and nonsched-
uled aviation services will provide the most job 
opportunities. Pilots seeking jobs at the major 
airlines will face strong competition. 

Jobs for flight attendants will increase 2 percent 
during that time, according to the BLS. Also, 
college degrees are becoming expected of candi-
dates for jobs as flight attendants. 

The BLS expects opportunities for pilots and 
flight engineers to be the best among regional and 
low-cost carriers. College graduates and former 
military pilots can expect to have the best job 
prospects. Opportunities will continue to exist for 
pilots who work for air-cargo carriers because of 
the increase in global freight demand.

The outlook is also favorable for aircraft and 
avionics equipment mechanics and service techni-
cians, reflecting the likelihood of fewer entrants 
from the military and a large number of retire-
ments. However, mechanics and technicians will 
face more competition for jobs with large airlines, 
because the high wages and travel benefits that 
these jobs offer generally attract more qualified 
applicants than there are openings. 

https://events.recruitmilitary.com
mailto:academy%40miracle-ear.com?subject=
http://firstgroupcareers.com
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SunTrust Banks, Inc., is one of the nation’s 
largest financial holding companies, with 
total assets of $191 billion on December 31, 
2015. The company provides deposit, credit, 
trust, mortgage banking, brokerage, invest-
ment management, equipment leasing, and 
capital market services to retail, business, 
and institutional clients. 

The company operates about 1,400 retail 
branches and 2,160 ATM’s in Alabama, 
Arkansas, Florida, Georgia, Maryland, Mis-
sissippi, North Carolina, South Carolina, 
Tennessee, Virginia, West Virginia, and the 
District of Columbia. Company headquarters 
are in Atlanta.

Wyatt leads a team of 18 financial advisors 
in the District and Columbia and Northern 
Virginia. The Greater Washington team, 
which also covers Maryland, generated $28 
million in revenue in 2015. 

A job transition event for veterans helped 
Wyatt land his first post-military position. “I 
attended the Service Academy Career Confer-
ence in Washington, D.C. – a career fair orga-
nized by the alumni organizations of the four 
major service academies,” he said. “At this 
event, I was able to interact with a number of 
potential employers. I eventually was hired by 
General Electric to work as a Six Sigma Black 
Belt in the GE Capital Division.” 

} GETTING IT DONE
In the Army, Wyatt developed a sense 

of mission that is helping him succeed at 

SunTrust. “I find that I am very committed to 
getting the job done,” he said. “That sense 
of mission accomplishment and a desire to 
do it right the first time is something that 
separates me from my peers. In the military, 
I often had to multi-task and make tough 
decisions – abilities that are essential in the 
civilian sector.” 

Wyatt is a strong believer in work-life bal-
ance. “My family is very important, and so 
was taking care of my soldiers when I was in 
the Army,” he said. “I find that it can be very 
easy to let work consume you, but you have 
to find a way to separate the two, which can 
be very difficult. As for my desire to take care 
of my soldiers, I continue to be an advocate 
for members of my team – ensuring they are 
trained, proficient, and competent in their 
roles; and, when earned, that they receive 
the proper recognition.” 

Wyatt said that veterans will find the environ-
ment at SunTrust a familiar one. “SunTrust, 
at its core, is a purpose-driven company,” he 
said. “We call our associates teammates, we 
are client-first, and we go to market as one 
team. These are values that any person leav-
ing the military would find familiar, and what 
has made my SunTrust experience a truly 
memorable one – and it’s not over yet!” 

} ADVICE FOR VETERANS
Wyatt encourages servicemembers and 

veterans to use of all the transition services 
the military provides. “Take full advantage of 

the transition programs available once you 
make the decision to leave the military,” he 
said, “from attending career fairs, to mock 
interviews, to volunteering as an intern after 
hours. All are experiences that can enhance 
your ability to land the job you want, as op-
posed to the one that is offered.”

He also advises veterans to use social 
media to their advantage. “Get social-
media savvy,” he said. “Get on LinkedIn, 
and have a profile that is professional and 
truly represents your brand. Connect with 
individuals that are in industries that you 
find of interest. Invite them out for a cup of 
coffee so that you can get advice on your 
transition, and then ask if there are others 
whom they could introduce you to that may 
be able to assist in your transition. Follow up 
the meeting with a handwritten thank-you 
note. It goes a long way and differentiates 
you from the pack.” 

As for working at SunTrust, Wyatt said 
that veterans should try to take a personal 
route. “First, check out our open job post-
ings at www.suntrust.com, and look for an 
opportunity that may be of interest to you,” 
he said. “Second, see if anyone in your 
personal network or social network has any 
connections to someone at SunTrust. Finally, 
ask those in your network for a personal 
introduction to that SunTrust connection and 
invite them out for coffee. I can’t think of 
anyone here that can’t find a few minutes to 
help a veteran out.”

D
Desi Wyatt is all about 
leadership. This West Point 
graduate was an aviation 
officer in the United States 
Army, separating as a major 
after seven years of active 
duty and three in the inactive 
reserve. Now, he is applying 
his leadership skills in 
Corporate America, serving 
as senior vice president 
and regional manager, 
retail brokerage services at 
SunTrust Investment Services, 
Inc., a SunTrust Banks, Inc. 
affiliate. He oversees the 
delivery of financial planning 
and investment services 
to clients in the Greater 
Washington, D.C., area. 
He joined the company 
in 2014.
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www.ssp.navy.mil

Today, we are looking to the future. We’re evolving and modernizing 
this critical security resource to meet the challenges of the next 50 years…
and we need your help to get us there. We’re looking to expand our  
program management team with a diverse workforce to provide  
critical skillsets. Fresh ideas. Innovative approaches. 

Looking for a new opportunity? Consider making our future… 
part of your future plans.  Join us. 

Become a civilian member of the U.S. Navy’s most successful  
Program Management Team.

At Strategic Systems Programs, we’ve been managing our Nation’s most successful missile system for 60 years

We’re Thinking 50 Years into the Future
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Opportunities in Manufacturing

But manufacturing jobs are not vanishing. They are just changing. 
Opportunities are increasing in support occupations – marketing, 
information technology, delivery, etc. The best news is that there 
will be lots of opportunities in manufacturing for years to come. 

Educational requirements are changing as well. It will take at 
least a two-year degree – and probably soon, a four-year degree 
– to work on tomorrow’s high-tech factory floors. As a result, 
salaries will be higher. 

What is behind all this change? The continuing challenge for 
manufacturing companies to create processes and equipment to 
help them produce goods more efficiently than their competitors. 

In 2015, manufacturers contributed $2.17 trillion to the United 
States economy, according to the National Association of Manu-
facturers (NAM). This figure has risen steadily since 2009, when 
manufacturers contributed $1.70 trillion. And for every $1 spent 
in manufacturing, another $1.40 is added to the economy – the 
highest multiplier effect of any economic sector.

 Manufacturing supports an estimated 18.5 million jobs in the 
United States – about one in six private-sector jobs. More than 
12 million Americans – 9 percent of the work force – are em-
ployed directly in manufacturing. In 2014, the average manu-
facturing worker in the United States earned $79,553 annually, 

including pay and benefits. The average worker in all industries 
earned $64,204.

U.S. manufacturers are the most productive in the world, far 
surpassing the productivity of any other major manufacturing 
economy, leading to higher wages and higher living standards. 
Taken alone, manufacturing in the United States would be the 
ninth-largest economy in the world, according to the NAM.

Manufacturers have changed the way they’ve done business 
over the past 20 years, learning to be more lean. Output per 
hour for all workers in the manufacturing sector has increased by 
more than 2.5 times since 1987, according to the NAM. Manu-
facturers in the United States also perform more than three-quar-
ters of all private-sector research and development (R&D) in the 
nation, driving more innovation than any other sector. R&D in the 
manufacturing sector has risen from $126.2 billion in 2000 to 
$229.9 billion in 2014. Over the next decade, the NAM expects 
that nearly 3.5 million manufacturing jobs will be needed, and 2 
million are expected to go unfilled due to a skills gap. 

Some Americans will be surprised by this good news. They 
have become accustomed to seeing manufacturing jobs go over-
seas. But in recent years, some key American manufacturers 
have either brought jobs back from Asia and Latin America or 

have decided not to export the jobs in the first place. 
Manufacturers have discovered the value of bringing production closer to 

the point of sale, where their employees can engage more directly with cus-
tomers and adapt quickly to changes in the market. Other factors include 
rising salaries in China and new labor, environmental, and safety regulations 
abroad. 

But the jobs that are returning will not look much like the jobs that left. 
The old assembly line is mostly gone. Manufacturing workers will need to be 
smarter and better trained to get the best jobs in the industry. 

http://www.marketwatch.com/story/us-flips-the-script-on-jobs-reshoring-
finally-outpaced-offshoring-in-2014-2015-05-01

IF THE WORD “MANUFACTURING” makes you think of giant factories full of grimy, 
noisy machines tended by multitudes of workers in overalls and hard hats, you need to 
join the 21st century. Yes, there are still some plants like that in the United States, but 
they are becoming rarer and rarer as technology and specialized training take over the 
factory floor. There are fewer workers on the floor these days, and the factories of tomor-
row will have even fewer.
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} Love’s Travel Stops & Country Stores
First, I talked with Eric Morrison of Love’s Travel 

Stops & Country Stores, a family-owned and -oper-
ated company headquartered in Oklahoma City. 
Morrison has been recruiting at job fairs for about 
eight years. He told me that one aspect of his job 
that he really enjoys is the chance to see how each 
candidate would fit into a role at Love’s.

Love’s has more than 380 locations in 40 states. 
Love’s provides professional truck drivers and 
motorists with 24-hour access to clean and safe 
places to purchase gasoline, diesel fuel, travel 
items, electronics, snacks, and more, as well as 
a selection of restaurant offerings. On-site Love’s 
Truck Tire Care centers offer roadside assistance, 
tire care and light mechanical services for profes-
sional truck drivers. Showers, CAT scales, and oth-
er services for professional truck drivers are also 
available. And Love’s continues to grow with plans 
to open more than 40 new stores in 2016. Forbes 
magazine has listed Love’s as a “Top Privately 
Owned Company in the United States.” 

ES: What is the best approach a candidate can 
take when it comes to starting a conversation with 
a recruiter? Should he or she have an “elevator 
pitch” prepared?

EM: I think it is important to have something pre-
pared. A 30-to-45-second pitch or presentation 
lets the recruiter know who you are, what you have 
done in the past, and what position best applies 
to you. With military-to-civilian transition, this is re-
ally helpful. It helps us, the recruiters, get a better 
grasp of what you have to offer, which we might not 
have fully understood without your explanation be-

cause of the military terms and jargon. Having an 
elevator pitch means that you can translate your 
military skills into civilian ones.

ES: What do you recommend for candidates who 
are looking for a certain type of job that your orga-
nization does not currently have?

EM: Part of the purpose of a job fair is to network. 
As recruiters, we often know many of the other 
company representatives. If I come across a great 

We owe much of our success to being good 
listeners and good advisers. We listen to what 
recruiters at our events tell us about scheduling, 
choice of venues, and other production details. 

We also listen to what they tell us about the job 
seekers at our events – known as “candidates” 
in the human resources trade. Many of the re-
cruiters have well-thought-out ideas about what 
candidates should do at the events. We combine 
these ideas with some thoughts of our own, and 
advise candidates accordingly. See, for example, 
the article “How to Work a RecruitMilitary Op-
portunity Expo” in this magazine; in addition to 
advice on how to maximize your RecruitMilitary 
job fair experience, that article also contains a 
schedule of upcoming events.

Much of what we have learned from job fair 

recruiters has been more or less anecdotal. All 
of this information is valid but, to reinforce it, I 
decided to ask several recruiters directly and 
specifically how they would advise candidates to 
work our events – then to pass along their recom-
mendations to the readers of Search & Employ®. 

To interview recruiters, I flew to San Antonio for our 
DAV / RecruitMilitary All Veterans Job Fair on May 
19. I arrived early at the venue, Norris Conference 
Centers, primed with questions and ready to go. 

But the elements were not cooperating. Rain 
was coming down heavily, and the area was 
under a flood watch. I was worried that many 
recruiters and candidates would sit this one out. 

So I was pleasantly surprised when the venue 
filled up with cheerful, optimistic recruiters. A 
total of 67 employers, franchisors, and educa-

tional institutions set up booths. 
The recruiters chatted with me and with one 

another while we waited for the event to start. 
How many candidates would show up? Would it 
be a hit or a miss?

When the appointed hour arrived – 11:00 
a.m. – a huge wave of candidates poured into 
the exhibit area. And immediately, I understood 
the optimism of the recruiters. This was a sharp-
looking group of men and women who were 
dedicated enough to brave the rain in order to 
network, find opportunities, and advance their 
careers. By the time the event ended, 450 can-
didates had attended. It was a hit, a major hit.

I asked recruiters from six companies the fol-
lowing questions:

■  What is the best approach a candidate can 

take when it comes to starting a conversation 
with a recruiter? Should he or she have an 
“elevator pitch” prepared?

■  What do you recommend for candidates 
who are looking for a certain type of job that 
your organization does not currently have?

■  How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

■  What do you like to see in a resume? What 
is the ideal length for a resume?

■  What is the biggest mistake you see candi-
dates make at job fairs?

■  What is the best time for a candidate to ap-
proach your booth? And the worst?

■  What can a candidate do to leave a lasting 
positive impression on you?

W hen it comes to putting on high-quality military-to-civilian job fairs, RecruitMilitary 
has little competition. We have been doing this since 2006, and we have become 
known as the premium brand in this recruitment niche.

Recruiters’ advice for job seekers
JOB FAIR SPECIAL REPORT

BY ELIZABETH STETLER
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candidate, but I don’t have a spot for them, I will 
tell them who they should talk to. Also, I always 
refer candidates to our job and career website, 
because we can send them emails with status up-
dates on jobs they are interested in. We might not 
have something right away, but there is almost cer-
tainly a position that could open up in the future 
which would fit their capabilities and background. 

ES: How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

EM: You only get one chance to make a first im-
pression. If you look the part, in addition to having 
a pitch prepared, you will seem ready to begin your 
career in the civilian world. That is really appealing 
for a recruiter.

ES: What do you like to see in a resume? What is 
the ideal length for a resume? 

EM: For our company, a resume should be 1 or 2 
pages in length. I’ve noticed that with many mili-
tary resumes, there are a lot of transitions and dif-
ferent job assignments. I like to see those career 
progressions. The stepping stones from where 
they started to where they are now show loyalty 
and dedication.

ES: What is the biggest mistake you see candi-
dates make at job fairs?

EM: Some candidates are not as open-minded 
to companies because they think they know what 
those companies are. For example, some don’t 
realize that we are more than a gas station. At 
our travel stop facilities, we have six different 
businesses, and we are adding more. Candidates 
don’t realize we offer careers in hospitality for our 

Love’s-operated hotels, we are searching for me-
chanics for our tire care facilities, we have restau-
rant opportunities, and plenty more.

There are a lot of different companies that are 
this way, as well. On the outside, it may look like 
something obvious. Or even the opposite – you 
might not know for sure what they are. 

I recommend talking to the representative and 
asking open-ended questions about the future of 
the company. You can learn a lot about an organi-
zation that way.

ES: What is the best time for a candidate to ap-
proach your booth? And the worst?

EM: We try to keep our booth staffed all the time, 
but the best time to come talk to us is when we 
are already talking to someone. A lot of people 
would not think that, but it allows us to give a 
group presentation. 

Don’t think you’re interrupting if I am talking to 
someone already. Join the conversation. In fact, 
you may find out things that you wouldn’t other-
wise, because if you’re part of a group conver-
sation, someone might ask a question that you 
hadn’t thought to ask or were too nervous to ask. 
The group dynamic can be a really great way to get 
information and talk to recruiters.

ES: What can a candidate do to leave a lasting 
positive impression on you?

EM: We like people who are open-minded and 
looking ahead. We want someone who will prog-
ress within our organization. Love’s Travel Stops & 
Country Stores is growing and maturing as a com-
pany. When we see candidates who want growth 
and maturity in their careers, we’re impressed.

� CHARLES YOUNG, ERIC MORRISON, AND EUGENE RIGSBY 
WERE ON HAND FOR LOVE’S TRAVEL STOPS & COUNTRY STORES.

https://board.recruitmilitary.com/sign_up
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Ready to Change Uniforms?
Contact the Veteran Employment Services Office (VESO)

w w w.va fo r v e t s . va . g ov
8 5 5 - 8 2 4 - 8 3 8 7

U.S. Department of Veterans Affairs’ core values reflect Integrity, Commitment, Advocacy, Respect and Excellence (I CARE). These values define
 our culture and strengthen our dedication to those we serve.  We proudly employ a diverse workforce, which includes more than 119,000 Veterans.

V E T E R A N  E M P LOY M E N T
S E R V I C E S  O F F I C E

Empowering Veterans for federal employment

Your Gateway to VA Careers

If you are a transitioning military member or a Veteran seeking VA employment, VESO provides a host 
of career-readiness services, to include résumé review, interview preparation and job-application assistance.

https://events.recruitmilitary.com
http://www.vaforvets.va.gov
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to continue to build a better 

tomorrow here at TI. Come 

be a part of a global company 

where we believe in pushing 

the limits of what’s possible 

and rede� ning technology.  

Learn more about our career 

opportunities and why you 

belong here.
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} Farmers Insurance
Next, I spoke with Abigail Hernandez, representing 

Farmers Insurance. Abigail is the operations manag-
er at the District #44 Office, located in San Antonio. 

Farmers is one of the country's largest insurers 
of vehicles, homes, and small businesses; and 
the company also provides a wide range of other 
insurance and financial services products. Farm-
ers is looking for entrepreneurs, self-starters, and 
leaders to join their team of direct employees or to 
become owners of agencies. 

ES: What is the best approach a candidate can 
take when it comes to starting a conversation with 
a recruiter? Should he or she have an “elevator 
pitch” prepared?

AH: Every conversation should be different – 
don’t say the same thing to every recruiter. But you 
should come prepared knowing what you want to 
do. It’s also important to know what you like to do. 
And finally, if you are open to change, make sure to 
express your interest in doing new things. Recruit-
ers like to see that flexibility.

ES: What do you recommend for candidates who 
are looking for a certain type of job that your orga-
nization does not currently have?

AH: I always take their name and phone number 
and get their resume, no matter what. If they are 
a shining star at that career fair, I certainly don’t 
want to lose them. Many times, our agents will see 
something on a resume I’ve brought back that in-
terests them and they will follow up with that can-
didate later on. 

ES: How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

AH: Business professional and military uniform 
are both completely acceptable. 

I think it’s important for candidates to remember 
that the person they talk to at the job fair could be 
the one who hires them, or even their future boss. 
So take the time and look for something that looks 
well-groomed yet comfortable. 

ES: What do you like to see in a resume? What is 
the ideal length for a resume?  

AH: I like to see a summary at the beginning, 
rather than an objective. I want to be able to get 
a very good insight of what they have to offer by 
looking at their resume. Use your resume to sell 
yourself. That’s what it is for. 

Two pages is the max length for a resume. More 
than that and it’s too much.

ES: What is the biggest mistake you see candi-
dates make at job fairs?

AH: Not being open to different possibilities and 
being reserved with giving their information out. If 
a candidate thinks we don’t have the role they’re 
looking for, they don’t want to talk to me. But I may 
know somebody who does have that role for them. 
I can’t help them if they never gave me their con-
tact information or their resume.

I think, too, that it’s a mistake to not dress profes-
sionally. You should come to the job fair dressed like 
you’re ready to start working right away.

ES: What is the best time for a candidate to ap-
proach your booth? And the worst?

AH: Anytime is a good time. Even if I am already 
talking to people, please approach and listen in. I am 
happy to have a conversation with more than one per-
son at a time. That kind of group interaction creates a 
synergy effect and a welcoming atmosphere. When I 
am talking to someone, I always acknowledge people 
who show up and invite them into the conversation.

ES: What can a candidate do to leave a lasting 
positive impression on you?

AH: Take initiative. If you find a position you are 
absolutely set on getting, ask for an appointment. 

Don’t wait for us to call you. Ask us to set up a time 
and day right there. That lets us know that you are 
serious about the role, and that you’re ready to go 
right then and there. 

} Goodwill Industries International, Inc.
My next stop was the Goodwill Industries booth, 

where I talked with talent acquisition manager, Isa-
bella Panek, and her colleague, James Hughes, who 
is a contracts manager for Goodwill and a veteran. 

Many people think of Goodwill as a brick-and-
mortar store where you donate your gently-used 
items for retail and resale purposes. But the com-
pany also offers veteran services, career centers, 
and careers academies. 

In addition, Goodwill has a contract services divi-
sion that offers employment opportunities in docu-
ment management/conversion; administrative ser-
vices; grounds maintenance; heating; ventilation; 
and air conditioning (HVAC); and janitorial services.

ES: What is the best approach a candidate can 
take when it comes to starting a conversation with 
a recruiter? Should he or she have an “elevator 
pitch” prepared?

JH: Speak up, because it’s always loud at the job fair. 
A smile and a handshake are great ice-breakers. We 
want to hear about your work interests and your skills. 

IP: Tell us what you are looking for. We are happy 
to tell you about different jobs, but they might not 
be applicable to your skill set. So tell us about your 
skills and interests, and we can go from there.

ES: What do you recommend for candidates who 
are looking for a certain type of job that your orga-
nization does not currently have?

IP: The company is growing, and our jobs are 
always changing. I always tell candidates that we 
may not have that job today, but look at our job 
board and go to our career centers and look at 
the careers online. Tomorrow or next week or next 
month, the available jobs might change.

I also tell them to look at the different job descrip-
tions as well, because that job may not be what 
you think it is. You might already possess the skills 
needed for a job, but you don’t know that until 
you’ve read the job descriptions.

ES: How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

JH: Business casual is appropriate for this kind of 
event. A shirt with a tie – you don’t have to wear a suit 
jacket or anything. And for women, a blouse and a pair 
of pants. But it can get warm so you don’t want to be 
dressed to the nines. Dress for the job that you want.

Continued on Page 28
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IP: We just talked to someone who was sharply dressed, and 
it really does make an impression. Being dressed professionally 
tells recruiters that you mean business.

ES: What do you like to see in a resume? What is the ideal 
length for a resume?  

IP: At a job fair, just bring a one- or two-page resume. A lot of 
people who were in the military have longer resumes because 
of all the different things they were tasked to do and different 
assignments. But for the job fair, keep it simple. 

JH: When you come in for an interview, it’s okay to bring a longer 
resume. The hiring managers want to see everything you’ve done.

Also, it is a little extra work but tailor your resume for different 
positions. It can be a few minor tweaks here and there, but it 
really pays off if you hit the keywords and skills a hiring manager 
is looking for. 

IP: But definitely keep the position in mind when it comes to 
resume length. If you’re applying for an entry-level position, you 
don’t need six pages.

ES: What is the biggest mistake you see candidates make at 
job fairs?

IP: Sometimes candidates are vague and unenthusiastic. At 
these job fairs, you could very easily be talking to your next boss. 
You need to act like it’s a presentation. Don’t be hesitant and 
vague. Be enthusiastic.

Every company won’t be a perfect fit for every candidate. But 
you should never ever discount the power of networking. If we’re 
impressed with you, we are happy to recommend you to some-
one who might have the right position for you. But if you are 
vague and unenthusiastic, you haven’t really sold yourself to us, 
and we don’t know much about you.

JH: I think that having preconceived notions on what they be-
lieve a company has to offer is a mistake as well. Stop at every 
table, and learn about what each company has to offer. I know 
that when people get out of the military, they want to go make 
the big bucks, so they only go to the big names at the job fair. 
But if you don’t talk to everyone, you might never find out about 
the smaller companies there that also have big bucks to offer.

ES: What is the best time for a candidate to approach your 
booth? And the worst?

IP: For us, any time is the best time. We are there to meet you.
ES: What can a candidate do to leave a lasting positive impres-

sion on you?
IP: Be enthusiastic. Also, if you are flexible and ready to work, 

we’re impressed by that as well.
JH: Make sure we get your resume. We meet a lot of people 

throughout the day, and having your resume will help us remem-
ber who you are and what you have to offer.

} Provenir
Dana Pape, who was on hand at the Provenir booth, recently retired from 

the Air Force – and she has already found that being a recruiter who is also 
a veteran gives her special ways to connect to candidates. 

“I can relate to them,” she told me. “I was there not long ago, myself. So 
when they seem nervous, I tell them ‘hey, don’t worry, I speak your language.’”

Provenir is a recruiting and staffing company that works with the health-
care community. The company staffs and recruits for a wide variety of 
positions including nurses, medical assistants, doctors, and high-level 
executives serving in the highest, most strategic roles in organizations. It 
also helps smaller medical startups staff for maintenance techs, electrical 
engineers, and executive assistants. 

ES: What is the best approach a candidate can take when it comes to 
starting a conversation with a recruiter? Should he or she have an “eleva-
tor pitch” prepared?

DP: Make eye contact. Be assertive. Shake my hand, and tell me who you 
are. Just don’t be robotic.

ES: What do you recommend for candidates who are looking for a certain 
type of job that your organization does not currently have?

Continued on Page 30
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what 
to do 

after a 
20-year
military 
career

When I was in the service, I really liked working 
with people. When I retired, I wanted to con-
tinue working with people, but also to be more 
in control of my time. Going from a Surface War-
fare Officer where you’re training for combat 
and sailing on the high seas to working in a suit 
and tie is a big shift in mentality and processes. 
I had to prepare for that shift, so I really thought 
“what do I want to do?” That’s what I encourage 
anyone who’s within 12 months of separating or 
retiring from the service to do. Make a list, like I 
did. I wanted:

●  To help people do things they wouldn’t be 
able to accomplish on their own.

●  To stay connected to the military and in some 
way help current active-duty servicemembers.

●  More control and flexibility over my job.
●  More time to spend with my family.
●  To do something I believed in. I didn’t just 

want a job. I wanted to have the same feeling I 
had while serving my country in the Navy.

I talked about it with my wife. Because of our 
experience with First Command as clients, she 
mentioned becoming a Financial Advisor as an 

option.  The Financial Advisor role appealed to 
me because it would let me by my own boss, and 
I would get to keep working with military folks.

Financial advising may not be for you, but 
there are plenty of jobs available that can keep 
you connected to the military. In addition to 
making your “what do I want to do?” list, there 
are many other factors to consider when leav-
ing the military:

●  Do you have the money to make the weeks 
or months transition to your new position or to 
start your own business?

●  Are you comfortable getting out and meet-
ing new people? Are you socially active in your 
community? If so, then take advantage of that.  
Network!

●  Do you believe in what you’re going to do? 
Whether it’s selling a product, building a bridge 
or designing software, really believe in it. Don’t 
just pick a job. Try to make it a career.

●  Do you have your spouse’s support?  Make it 
a family decision. Working in the private sec-
tor is much different than working for the U.S. 
military.

●  Does the position you are applying for of-
fer training or mentorship programs? Do your 
homework to find out how much/what kind of 
help you’ll get from your new employer.

Finally, have confidence in your own abilities. 
Many of the skills you’ve learned and certifica-
tions you’ve received in the military can be 
transferred to a civilian career.

First Command highly values the work ethic, 
leadership skills and personal accountability 
forged in military service. Through our Squared 
Away™ initiative, we have committed to recruit 
more than 2,100 military veterans and spouses 
over five years. To learn more about career 
opportunities as a First Command Financial 
Advisor, visit www.wehireleaders.com or talk to 
a First Command Recruiter at (877) 601 5783.

c  Craig Jones
      First Command Financial Advisor

a fter A 20-yeAr cAreer in the nAvy, i retired AS commAnder.      
i’m now mArried with two children And living                               
in virginiA BeAch, vA.
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DP: I think they should keep an open mind. 
In my own case, I thought I knew exactly what I 
wanted to do when I retired. I thought I wanted to 
go into medical or pharmaceutical sales. I found 
Provenir, and after talking to the CEO for a while, 
she asked “Have you ever considered recruit-
ing?” I hadn’t. And now I love my job.

So take the blinders off. Be open to more than 
just your specialty, because there are so many 
opportunities out there. 

ES: How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

DP: I like to see a clean, polished appearance. 

Come dressed to impress, but you should also 
feel good. You won’t put your best self out there 
if you are uncomfortable.

ES: What do you like to see in a resume? What 
is the ideal length for a resume? 

DP: I’ve seen anything from one to four pages. 
But really, less than two full pages is ideal. I think 
the most important thing is to make sure you are 
able to explain what it is that you do (or did) for 
the military in a way that translates to the civil-
ian world. 

I’ve worked with a lot of the transition organiza-
tions, so I know what a good resume looks like. 
There are all kinds of resources out there for vet-
erans to use that help translate military jargon 
into corporate speak.

ES: What is the biggest mistake you see candi-
dates make at job fairs?

DP: Some people just walk by because they are 
unfamiliar with us. Don’t be afraid to ask, “What 
do you do?” The company name might not tell 
you anything about the company, so take the ini-
tiative and find out.

ES: What is the best time for a candidate to ap-
proach your booth? And the worst?

DP: Anytime is fine. If I’m already in a conversa-
tion, please stand by or circle back. I really do 
want to talk to the candidates.

ES: What can a candidate do to leave a lasting 
positive impression on you?

DP: A solid handshake and a smile go a long 
way. And always follow up after the event.

} Toyota Motor Manufacturing Texas
Next, I spoke with Albert Escamilla, who recruits for 

Toyota Motor Manufacturing Texas, which produces 
Tacomas and Tundras. Escamilla has been recruit-
ing at job fairs for Toyota for more than seven years. 

ES: What is the best approach a candidate can 
take when it comes to starting a conversation with 
a recruiter? Should he or she have an “elevator 
pitch” prepared?

AE: It’s important to know about the company 
you’re talking to. For example, we are often mistaken 
for a dealership, so if someone comes to us with an 
elevator pitch and they are a salesperson, it doesn’t 
really apply. RecruitMilitary posts an exhibitor list on 
their event sites, so there is really no reason to not 
do a little research beforehand. The elevator pitch is 
great as long as you know who you are pitching to.

ES: What do you recommend for candidates who 
are looking for a certain type of job that your orga-
nization does not currently have?

AE: If we don’t have something right then, I rec-
ommend creating a profile on our website. That 
way, when something they’re interested in be-
comes available, they will be notified. 

ES: How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

AE: First impressions are important, so do not 
show up wearing flip-flops and shorts. But I re-
ally don’t notice someone’s attire unless they are 
dressed less than business casual.

ES: What do you like to see in a resume? What is 
the ideal length for a resume? 

AE: One page is the ideal length. Once again, we 
like to see that someone has done their home-
work. If you know what positions we are looking 
to fill, make sure that your qualifications for that 
position are highlighted. 

We do not need to know things that are unrelat-
ed, but we do want to know what roles and respon-
sibilities you had – and we want to know about 
your accomplishments. Keep it clean and simple. 
That is the best recipe.

ES: What is the biggest mistake you see candi-
dates make at job fairs?

AE: It is a mistake to assume that you will auto-
matically be in management when you start a new 
job. When transitioning from the military to the ci-
vilian workforce, you may have to take a step back. 
It is great that you already know how to handle the 
leadership aspect. However, you may have to work 
your way back up that channel. 

It is good to have high expectations, but it is 
better to show that you are willing to do the work 

Continued on Page 32
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for that responsibility. You have earned your rank 
in the military, but you have to be willing to earn it 
again in the civilian world. 

ES: What is the best time for a candidate to ap-
proach your booth? And the worst?

AE: No special time. We are always there and 
happy to talk to candidates at any time.

ES: What can a candidate do to leave a lasting 
positive impression on you?

AE: Seeing a long work history with the military 
shows they have dedication and loyalty. The com-
mitment that work history shows says a lot about 
you, and will always leave a positive impression.

} Airstreams Renewables
My last interview was with Grant Johnston, vice 

president of sales and placement at Airstreams 
Renewables. He has been recruiting at job fairs for 
about five years. 

Airstreams Renewables is a Marine-founded 
training group based in California. The company 
trains and provides certification for soldiers and 
veterans to work on communication and wind tow-
ers. Roughly 80 percent of the graduates from this 
six-week program get jobs immediately after com-
pleting the training.

ES: What is the best approach a candidate can 
take when it comes to starting a conversation with 
a recruiter? Should he or she have an “elevator 
pitch” prepared?

GJ: With us, it is probably best to come up and 
ask us how to get started in the program. You don’t 
need to list qualifications, because we will train you. 
But either way, having good eye contact and being 
engaged are great ways to show your interest.

ES: What do you recommend for candidates who 
are looking for a certain type of job that your orga-
nization does not currently have?

GJ: Honestly, I know a lot of the other recruiters, 
and I know what they are recruiting for. So I can 
point candidates in the right direction if we don’t 
have anything for them. So I would tell candidates to 
not be afraid to talk to recruiters even if they aren’t 
offering what you think you want. There might be 
other doors that recruiter can open for you.

ES: How do you want to see candidates dressed 
for this event? What do you learn about a candi-
date based on his or her attire?

GJ: We are fine with business casual: khakis and a 
polo shirt. But you don’t need to be really dressed up 
for us. If I see someone in a suit and tie, I think they 
might not be the right candidate for us because we 
do a lot of hands-on work, and that attire makes me 
think that they are more interested in an office job.

ES: What do you like to see in a resume? What is 
the ideal length for a resume? 

GJ: Your resume should say something like “Vet-
eran seeking employment in ___” in the summary 
or objective section. For some reason, veterans 
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think they aren’t supposed to put that in there, and 
I haven’t figured out why. 

If your military credentials are at the very bot-
tom, the recruiter might not even see it because 
they are giving it a quick glance-over at the job fair. 
Make sure your veteran status is at the top, in that 
summary or objective portion. 

Also, I’ve noticed that more people are doing skills-
based resumes, which aren’t sequential, but high-
light the skills you’ve picked up along the way. I think 
those make really good and effective resumes.

ES: What is the biggest mistake you see candi-
dates make at job fairs?

GJ: They don’t stop at each booth and talk to the 
recruiters. I am always stopping candidates to talk 

to them as they walk by. It’s good to 
be focused, but it’s important to be 
looking at other possibilities, too. You 
don’t want to miss out on a great op-
portunity just because you were too 
fixated on one particular path. 

ES: What is the best time for 
a candidate to approach your 
booth? And the worst?

GJ: Any time is great, but I have 
noticed that the very first person 
and the very last person that come 
to my booth during the event have 
seemed to work out.

ES: What can a candidate do to 
leave a lasting positive impression 
on you?

GJ: Have a positive attitude. Someone who is 
low-energy and has a “what can you do for me” 
attitude is not going to leave a great impression. 
Someone who comes up and says “this is what I 
can do for you” is very impressive. 

} Summing up
The recruiters I interviewed agreed with one an-

other on several points. Because the recruiters 
are from various industries, and they have vary-
ing amounts of recruiting experience, I think that 
veteran job seekers should pay close attention to 
these points of agreement. 

■  Networking is very important at these events. 
Speak to as many of the representatives as you can. 
Put your best foot forward, no matter whom you are 
talking to. Your next great career opportunity may very 
well present itself because of a networking effort you 
made with a company that was not a great fit for you.

■  Dress for the job you want. When you look the 
part, you make it easier for a recruiter to see you 
in a particular role. And it follows from this recom-
mendation that you need to know the common 
mode of dress for your desired job – the standard 
uniform, in military terms. 

■  The summary, or objective, section of your re-
sume is paramount. Recruiters have a limited time 
to look at your resume during a job fair, so you 
need to make sure you have something that will 
grab their attention immediately – and will make 
them remember you after you walk away. 

Thank you for your service, and best of luck to 
you in your job hunt.

GREAT NEWS! In a recent email correspondence 
with Albert from Toyota Motor Manufacturing, I 
found out that they have already extended an offer 
to one of the candidates (a Marine veteran) they 
met at the San Antonio event. Our job fairs work – 
come see for yourself! 

Elizabeth Stetler is associate editor and produc-
tion manager of Search & Employ® and a veteran 
of the United States Army. Contact her at estetler@
recruitmilitary.com.  

� AIRSTREAMS RENEWABLES RECRUITERS GRANT JOHNSTON AND ROBERT 
BURKETT AT THEIR TABLE, COMPLETE WITH A MODEL WIND TURBINE.

https://board.recruitmilitary.com/sign_up
http://republicservices-veterans.jobs
mailto:estetler%40recruitmilitary.com?subject=
mailto:estetler%40recruitmilitary.com?subject=


Search and apply at www.eaton.com/MilitaryCareers

If you are searching for a career with a company that values the training and experience that veterans 
bring, then Eaton is your ideal company. Military professionals at Eaton are part of an organization that 
focuses on providing power management solutions to global customers while doing business right.

Build your career with Eaton,
and build power management 
solutions that keep the world moving 
more efficiently, reliably and safely.

Eaton is a global power management company. We help customers manage power, so buildings, 
airplanes, trucks, cars, machinery and entire businesses can do more while consuming less energy. 
As an integrated global company, we are unified in our commitment to powering business worldwide.

Our products and the employees who design and build them are part of making a difference in the 
world every day. If you’re ready to do something that matters, to do it well and to be encouraged 
and rewarded for doing it, then Eaton is the place for you. 

Eaton is an Equal Opportunity & Affirmative Action Employer, minority/female/disabled/protected veteran.

11x12.5 Eaton Search and Employ Ad.indd   1 5/18/2015   10:16:02 AM



34  |  SEARCH & EMPLOY®  J U L Y + A U G U S T  2 0 1 6  J O B  B O A R D   |  B O A R D . R E C R U I T M I L I T A R Y . C O M / S I G N _ U P

I am Touro. I am a Veteran.

Use your veteran’s educational benefits
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COL (Ret) Geoffrey Slack
Director of Veterans Affairs
631-665-1600 ext.6317

There’s a Special Place for Veterans 
and Service Members at Touro! 

Touro is an equal opportunity institution
For Touro’s complete Non-Discrimination Statement, please visit www.touro.edu

CHRISTINA CHERRY

“If you want a school where they really care about you, Touro is 
the place for you,” says Christina. A former Navy Seabee, Christina 
earned her Bachelor of Science degree in Business Management at 
NYSCAS. A member of Sigma Beta Delta International Business Honor 
Society, she is currently employed by the Veterans Administration.

VETERAN FRANCHISING

by DAVID E. OMHOLT Playing the End Game

A s a franchise 
consultant, I ex-
plain to prospec-

tive buyers all of the pro-
cesses involved in the 
ownership of a small 
business. These include 
not only acquisition and 
operating processes, 

but also what is involved in divesting of a business. 
To discuss selling a business before you buy it 

might seem counterintuitive, even foolish. As a 
prospective buyer and a veteran, you would be 
tightly focused on making a business work, not on 
planning an exit strategy.  

But a very good franchisee, Guillermo Medellin, 
would advise you to have that discussion – and 
then follow through on it. Medellin has owned three 
Russo’s New York Pizzeria stores in Houston for six 
years, and he is preparing for the day when he de-
cides to sell. To learn how, read “Making an Exit” in 
the March 2016 issue of QSR magazine; https://
www.qsrmagazine.com/back-house/making-exit. 

ìKEEP TRACK OF EVERYTHING 
If I were counseling you, I would suggest that, af-

ter you spent a great deal of time building up a busi-
ness, you would not want to see it demolished in a 
matter of days by new owners. To prevent this from 

happening, I would advise you to record significant 
data on every aspect of your business – from the 
time you buy it. In other words, write everything down.  

Financially, this advice is a no-brainer. How else 
would it apply? Here are just three examples:

● Keep records of interactions you have with em-
ployees and clients, good and bad. 

● Write out the business and leadership strate-
gies you used, and indicate which succeeded and 
which did not. 

● Make a calendar that documents important 
dates in your business operations – the first day 
you turned a profit, a day you had to close down for 
big repairs, etc. 

You would also keep all of your major documents 
well organized – phone records, business purchase 
contracts, tax returns, lease agreements, etc.

With everything carefully cataloged, future man-
agers would be able to flip through your records 
and reference how you handled a wide variety of 
situations, if they came up again. 

ìSELECT A STRATEGY 
How would you exit your business? An owner can 

select from a wide range of exit strategies. Martin 
Zwilling, writing in Business Insider, lists five of them: 

1| Merger and Acquisition (M&A) Either you 
would incorporate your business into another 
business, or a larger company would buy out your 

1-800-642-3619
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business completely. This could be great for both 
companies if your expertise complemented theirs.

2| Initial Public Offering (IPO)  You would sell 
ownership to the public in the form of stock. Larger 
companies use IPO’s when they want to be publicly 
traded. IPO’s have become much less common in 
recent years; shareholders can be very demanding. 

3| Sale to an Individual  In this case, you would 
have to be picky about the buyer. If the buyer were 
a friend or family member, you would need to make 
sure he or she understood what was being taken 
on. Otherwise, you could have some awkward din-
ner conversations.

4| Change of Management  You would keep the 
business and make it your “cash cow.” You would 
pay someone else to manage the business for you 
and, if there were other investors, eventually you 
would pay them off. Of course, this strategy would 
be an option only if your business were consistent-
ly bringing in the bucks.

5| Liquidation and Closing  Liquidation is usu-
ally not ideal, and it often means something bad 
has happened. However, an owner who plans well 
can emerge from liquidation in good shape. 

ìWHEN TO SELL? 
How would you know when it is time to sell? In my 

opinion, you would know when you could imagine 
a better future for either the business or yourself 
without your involvement. 

Suppose you already had in mind a person or a 
company that you were confident could do a bet-

ter job. You would do your research, conduct inter-
views, and think the matter through to make sure 
you were right.

If the end of your company seemed inevitable, 
and liquidation seemed to be the only option, you 
would need to find a project for yourself to work on 
after all is said and done. It would not need to be 
a huge undertaking, but at least  something you 
were passionate about to work on and keep your 
flame of motivation going.

ìPERSISTENCE AND MOTIVATION 
Finally, after we discussed the end game, I would 

counsel you not to let an irrational fear of liquidation 
prevent you from considering small-business owner-
ship. Not all businesses are meant to succeed, and 
a lot of people are not always successful in their 
endeavors the first, second, or third time. It is just a 
matter of persistence and motivation – those are the 
two main keys to making your ideas successful. 

David E. Omholt is a franchise advisor with Veteran 
Franchise Centers (VFC) – a RecruitMilitary strategic 
partner. His company offers a free service to veter-
ans looking to learn more about the franchise buy-
ing process and options in the market. Omholt is a 
Certified Franchise Executive (CFE) and a frequent 
speaker on the subject of franchising on talk shows, 
at industry conferences, and on college campuses. 
He has been both a franchise licensor and a fran-
chise licensee. Omholt is available at 866-246-
2884 or david@veteranfranchisecenters.com.
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To share my experi-
ences, I have written an 
e-book, The Athletes of 
Business . . . Exploring 

the Real-World Career Path of Professional Sales. 
In its pages, I demystify the job of the sales rep-
resentative (rep) in the real world of business and 
offer advice for improving your odds for success. 

Now, in the pages of Search & Employ®, I intend 
to help transitioning and veteran military evaluate 
this challenging and action-packed career path. In 
this first article, I will describe the sales process, 
set expectations, and describe common personal 
traits of successful reps. 

This is not a motivational call to action. Rather, I 
mean to expand your current understanding, chal-
lenge you to consider your personal potential, and 
arm you with a competitive edge in the civilian 
world. Much of this content can apply to virtually 
any other career in the modern business world. 

Why Search & Employ®? I have worked with 
many veterans as peers and associates, and I 
have friends and family members who served. So 
I have a decent understanding and keen appre-
ciation of how the military experience can instill 
many core values and unique skills that prepare a 
person for a bright future, especially in the sales 
arena. 

Without question, that powerful experience 
provides veterans with a strong competitive ad-
vantage over their civilian peers. I firmly believe 
that many men and women who have military 
backgrounds possess the right stuff to succeed 
in sales – including discipline, drive, leadership, 
time management, energy, and focus.

} NO SALES, NO REVENUE, NO COMPANY
First, without sales transactions, there will be 

no company revenue, and soon there will be no 
company. Yes, there are many other vital func-
tions within an organization such as manufactur-
ing, service, finance, and engineering – but, as 
the saying goes, “nothing happens until a sale 
is made.” Simply put, every company must sell 
something that offers the buyer value, and it is 
the job of the sales force to make that happen.

In fact, one could argue that salespeople are 
the athletes of business, the players on the field 
of competition, with all other roles serving to sup-
port them. Short of owning your own company, I 
would submit that sales is the single most action-
packed, exciting, and challenging job in the busi-
ness world. It is a highly competitive game that 
requires a wide skill set and a heavy dose of te-
nacity and competitive spirit. There are winners 
and losers, thrills and disappointments, and to 
the victor goes the spoils. With the right employer, 
it can be a very rewarding game, especially as you 
climb the ladder. 

Sales is like baseball, where a player establishes 
a personal record in college, is drafted into the 
minors, and then hopefully is called up to the very 
lucrative big leagues. Early in your career, part of 
the challenge is to secure your first few entry-level 
experiences and establish a record of results. You 

can then use that record as a platform for your 
resume and a foundation on which to build and 
advance – taking on more challenges and raising 
your earning potential with each advancement. I 
have seen several entry-level sales reps advance 
to become national vice presidents of their com-
panies. They chose a growing industry and com-
pany early, then earned their way with superior 
performance.

} A QUICK TIME-OUT
Now, let me digress to define three kinds of sales 

positions that I will mention later in this article. 
■  In business-to-consumer (B2C) sales, a busi-

ness sells a product or a service to a consumer. 
I engaged in B2C sales when I sold cable-TV sub-
scriptions to consumers door-to-door. At that time, 
cable TV was new to Chicago.

■  In business-to-business (B2B) sales, a business 
sells a product or a service to another business. I 
engaged in B2B sales when I sold high-speed print 
and mailing equipment to large mailers.

■  An outside salesperson operates primarily out-
side the office. He or she sells mostly face-to-face, 
unlike an inside salesperson, who sells exclusively 
by phone, fax, and/or email. 

} THE SALES MISSION
What does a sales rep actually do? The mission 

is often three-fold: 
1| Find the opportunities in a process commonly 

known as prospecting or hunting. When hunting, a 
salesperson does not fire blindly in the dark. Here 
is why: Every product delivers a unique value and 
set of benefits to the buyer. The product offers a 
solution to a specific need, so there is a defined 
user/customer profile of who buys it and why. 
Sometimes these prospects are easy to identify, 
sometimes they need to be discovered.  

2| Engage decision-makers to gain agreement 
that there is a valid need – a problem, sometimes 
called a “pain” – to be resolved, and that your 
solution will offer value by solving the problem. 
Without a validated need or problem, there simply 
is no basis for a deal, and you move to the next 
opportunity.  

3| After steps 1 and 2 are complete, you will 
need to persuade buyers that your solution offers 
a superior value over all competitors. Buyers have 
choices, and competition is everywhere.   

Steps 2 and 3 often require a bit of assertive 
relationship and trust-building, but there are no 
magic tricks. The three-fold mission will be a fairly 
straightforward process if you sell a solid prod-
uct that delivers value. You will not be alone in 
your mission. A good management team will of-
fer support and a set of best practices – proven  
approaches for your product line and customer 
profiles. 

That said, every deal is different, with unique 
players and unique requirements. An outstanding 
sales rep may use a template, but he does not use 
a cookie cutter. The sales game is highly situation-
al – as in the military, you must be alert, creative, 
and resourceful.

Be a Business Athlete
    – Get Into Salesby JOHN FINNEY

I have spent more than 20 years selling in the streets of 
Chicago – everything from services for consumers to big-
ticket capital equipment for Fortune 500 companies. It 
has been a great journey. 

� PART 1  | AN OVERVIEW
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www.hnfs.com 
Find us on facebook:  
healthnetfederalservices

Hiring veterans is a smart business decision 
because these are people that are innately 
driven, mission-focused and work well  
in a team environment.

— James Ferguson, Health Net’s  
MFLC Deputy Director, and  
veteran of the Marine Corps.
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} THE CASE FOR OUTSIDE SALES
As in baseball, it is best to have many chances at 

the plate, especially early in your career. Outside 
sales offers the fastest way to learn the nuances 
of the sales game, polish your skills, and establish 
a record that will open the door to the next level 
of sales opportunity and earnings potential. This is 
why I would avoid any heavy telemarketing or inside 
sales jobs. They simply lack the richness of experi-
ence and the opportunity to learn the skills needed 
to advance rapidly with your proven results.

Another advantage of outside sales is that, in the 
course of performing your duties, you are constant-
ly opening new doors, growing your network, and 
meeting new contacts and executives face-to-face. 
You expose yourself to a wide variety of opportuni-
ties and people – and every smart business owner 
is always on the lookout for the next talented sales 
rep to walk through the door. Remember, the sales 
rep is the business athlete, and there are always 
games to be won.

In outside sales, you are afforded a high level of 
independence and personal freedom in how you 
achieve your results and plan your day. In fact, 
many companies mandate that you operate from 
a virtual office at home, because you should be 
out making calls – though you may have a regional 
office for support.  

However, just as with athletes, your results will 
be tracked, and you will be held accountable for 
your performance. Results are what matter in sales 
and sports; as they say in golf, it’s not how, it’s 
how many – and you will be compared and judged 
against the results of your peers. This is where the 
personal discipline, drive, and skills you acquired in 
the military can separate you from the pack. Effort 
and consistency will pay dividends, and winning 
new business is the surest way to gain recognition.

A personal note: My entire career has been in 
outside sales. Part of the allure and excitement 
of sales is being out on the streets practicing the 
craft. As an active youth and outdoorsman, I sim-
ply could not picture myself being confined to an 
office job every day, and so sales was a good fit for 
my temperament and energy level. 

} SPORT, TEAM, AND POSITION
As with most any career path, it is important to 

select the right sport, the right team, and the right 
position – a position that matches your personality 
and aptitudes. As anyone who has played competi-
tive sport knows, it is more fun playing on a winning 
team with good players than on a dog with jerks. 

Most entry-level sales jobs are fast-paced and 
action-packed, like hockey. But as you build your re-
cord and climb the ladder, you will likely slow down 
with bigger deals and work at a slower, more me-
thodical pace, like that of golf. In general, the more 
tactical or transactional the sales cycle of a product 
line, the faster-paced the action will be. These jobs 
often require a high energy level, but they also of-
fer an excellent training ground on which to practice 
and refine your trade – consider this experience the 
boot camp of business. I am reminded of my office-
products (copiers/fax) days, with essentially a deal 
being written every day, but later in my heavy-equip-
ment job there may be one big deal per month.  

The B2B sales process is often more advanced 
and complex than that of B2C. However, the ex-
perience of selling cars or replacement windows 
to consumers is better than no experience at all, 
as long as you are making money, learning, and 
polishing your skills. The goal is to establish your 
track record for a year or two and then move up the 
ladder to the next level in sales – which is almost 
always in the B2B world.

Finding good entry-level training grounds may re-
quire some trial and error, and it is not uncommon 
to have two or three short tenures before you find a 
really great company, product line, and culture for 
the long term. One clear indicator of the health of a 
sales force is to simply look at how your peers are 
doing, their tenure, and their earnings. You should 
never stay too long in a limited company, a busi-
ness with a poor management culture, or a weak 
industry – in fact, if you find yourself with a bad fit, 
it is best to fail quickly and keep moving. 

Sales is a dynamic game where growing business-
es are constantly seeking fresh talent, but do your 
research and try not to be a job-hopper. Early in your 
career, the goal is to build your resume with achieve-
ments, and you will earn attention as you move up 
the ladder. As you rise through the ranks, the impor-
tance of choosing a growing, dynamic industry will 
rise as well. You will want to set up the second half of 
your career for sustainable, long-term success. 

Proficiency at the big-league level of professional 
sales is a highly valuable and portable skill set, 
not unlike that of a proven quarterback in the NFL. 
While it is nice to gain specific valuable expertise 
in a given marketplace, you can always learn a new 
technology or change industries. In strategic sales, 
your job is to open doors, manage relationships, 
and steer deals to conclusion. You will have highly 
trained product experts on your team to explain 
the details of complex solutions. At the strategic 
level, engineers and technicians work together, 
with the sales rep calling the plays.

I sold complex production machines that pro-
cessed mail at 10 envelopes per second. I knew 
what the machines did, but not exactly how. With 
that experience, I could easily transition to sell any 
complex production system. The stadium may have 
changed, but the game and rules remain the same.

} TRAITS OF SALESMANSHIP
I wish I had a dollar for every time I heard a sharp, 

articulate young person say “I could never sell” af-
ter I suggested that he or she had the potential to 
be good at sales. It is only natural to have some 
self-doubt, especially if you do not clearly under-
stand the sales game. Many people do not try the 
game because of a lack of understanding, a fear of 
the unknown, or a lack of confidence. 

I have had the good fortune to work with scores 
of great sales reps and more than a dozen very 
good managers. Some were natural sales types, 
and others like me were pretty rough and had to 
go through a polishing process. I will be the first to 
say that, like an athlete, to be truly good at sales, 
you need to practice and play and learn. Not ev-
eryone can excel in sales, but those who have the 
talent and drive – and choose wisely – can suc-
ceed if they try. 

I have seen individuals with all manner of person-
ality and personal appearance rise to the top of 
the sales profession.  Many successful sales reps 
seem to share certain traits. I will describe some 
of these, and I encourage you to engage in some 
honest self-assessment to determine whether you 
possess them. 

In doing this, I would caution you not to sell your-
self short. I have seen many young folks blossom 
over time and with experience. As you may have 
learned in the service, many of us do not realize 
our true capabilities or potential until we are tested 
– and, let’s face it, if you find that professional sell-
ing is not for you, you can always pursue the more 
conventional support positions in a company.

Regardless of any negative stereotype you may hold 
of the sales job, I can assure you that the days of the

Continued on Page 38
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flamboyant, loud-mouthed, back-slapping jackass 
are long over. Today’s buyers are much more ad-
vanced and knowledgeable than ever before, thanks 
to the Internet. These days, logic and reason will al-
ways trump fast talkers with smoke and mirrors.

It certainly helps to be personable and have excel-
lent listening and conversational skills. An upbeat 
attitude and a take-charge ability to drive a deal 
forward is not optional, and a sense of humor really 
helps (as in life in general). Keep in mind that every 
company and industry and customer base has its 
own cultural norms. Some are formal and intellectu-
al, while others are more casual and loose. In either 
case, you do not need to be a life-of-the-party type to 
succeed. Just try to match your style and approach 
to your peers and customers. Above all, be honest 
and sincere. Your job is to be part of a solution and 
easy to work with, a trustworthy problem solver. 

Having a capacity for empathy, the ability to put 
yourself in the customer’s shoes, is a powerful trait 
in sales and life. Almost all good salespeople have 
trouble accepting the word “no” when we are con-
vinced that we can add value with our great prod-
uct. As an old saying goes, “The real job of selling 
begins when we hear the word ‘no.’” It helps to 
be somewhat evangelical and have a passion to 
share your belief that your product delivers great 
value to your customers. So obviously you must 
believe in what you are selling.  

Finally, people tend to do business with those they 
like and trust; and if they believe you are sincerely 
trying to help them solve a problem with your prod-
uct or service, you will have a competitive advan-
tage. In today’s fast-paced world, professional sales 

is about problem-solving, working with people, un-
derstanding needs, and finding solutions. You will 
need to use both sides of your brain and every bit of 
your formal education skills (math, writing, critical 
thinking, and problem solving) and people/social 
skills (relationship building, team leading, persua-
sion, and negotiation). Good companies will train, 
mentor, and assist you to maximize your success 
– which will translate to their success.   

Whether your goal is to run your own company 
one day or be in management, doing battle in the 
arena of outside sales will sharpen your overall 
business acumen and prepare you for future suc-
cess. Like an athlete, to advance you will need to 
differentiate yourself with results to win a coveted 
position in the big leagues of business. The good 
news is that you can control the time frame of this 
process if you are smart about your journey, work 
hard, learn the craft, and make your own luck. 

} UP NEXT
In Part 2 of this series of articles, I will describe 

several types of B2B sales positions and the skills 
essential for success in those positions. Thank you 
for your attention, and thank you for serving in the 
armed forces of the United States.

John Finney has worked in sales for well over 20 
years. He began his career selling door-to-door, 
advanced to selling office equipment, and finally 
became a senior account executive for big-ticket 
capital equipment sold to Fortune 500 compa-
nies. He now heads the sales-force and business-
improvement firm John Finney Consulting; http://
johnfinneyconsulting.com. 
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heights. And now you have the opportunity.  At Wells Fargo 
we’re committed to hiring military veterans. Here you’ll find 
a culture that is team-oriented, collaborative, structured, and 
challenging. We offer a broad range of traditional banking and 
finance positions including mortgage consultant, personal 
bbanker, and teller.  You could explore a career as a financial 
advisor through our brokerage affiliate, Wells Fargo Advisors, 
LLC.  Plus, we have opportunities in technology, project 
management, and so much more. To find out how your 
military experience can translate into our work environment, 
visit wellsfargo-veterans.jobs. 

Wells Fargo Advisors is the trade name used by two separate registered broker-dealers: 
Wells Fargo Advisors, LLC and Wells Fargo Advisors Financial Network, LLC, Members
SIPC, non-bank affiliates of Wells Fargo & Company. 
Relevant military experience is considered for veterans and transitioning service men 
and women. Wells Fargo is an Affirmative Action and Equal Opportunity Employer, 
Minority/Female/Disabled/Veteran/Gender Identity/Sexual Orientation.
© 2016 © 2016 Wells Fargo Bank, N.A.  All rights reserved. Member FDIC.

Take the first step.
Visit wellsfargo.com/careers today.

Let’s talk about turning your military 
experience into a rewarding civilian career.

Your next mission: Secure your future

A natural next step.
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At the heart of the military are values like leadership, 
motivation, and dedication. And it’s no coincidence 
those same values run deep at Lilly. Not unlike the 
military, we’ve built a tradition of continuous growth 
and a commitment to making life better. So when 
you’re looking to take the next step in your career, 
consider a path that already feels natural. Learn more 
about career opportunities at lilly.com/careers.

https://events.recruitmilitary.com
http://wellsfargo.com/careers
https://careers.lilly.com
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HIRING MILITARY SPOUSES 
is more than a choice—it’s a privilege. 

EEO Employer/Protected Veteran/Disabled

capitalonemilitary.com

JDOG JUNK REMOVAL & HAULING 
is a national company that awards 
franchises exclusively to military vet-
erans and veteran family members 
– people who understand the notions 
of service to our country, hard work, 
and dedication. Of the current franchi-
sees, 82 percent are former military, 

and the remainder are members of military fami-
lies. JDog has awarded 65 territories in 24 states: 
Arizona, California, Colorado, Florida, Georgia, 
Idaho, Illinois, Indiana, Kansas, Louisiana, Mis-
souri, Nevada, New Hampshire, New York, North 

Carolina, Oklahoma, Ohio, Pennsylvania, Rhode Is-
land, South Carolina, Texas, Virginia, Washington, 
and Wisconsin. 

JDog is a company “for veterans, by veterans.” 
Five of the eight headquarters employees have 
served in the military, and the other three are 
members of military families. The president and 
CEO is Jerry Flanagan, the creator of the JDog 
brand, and a former specialist in the United States 
Army. The newest employee was an airman first 
class in the Air Force, and there are three Marines 
– whose ranks were corporal, captain, and colo-
nel. JDog also has a board of advisors called the 

“Joint Chiefs,” consisting of two major generals, a 
captain, a sergeant major, and a sergeant.

The company grew 860 percent in 2015. As a re-
sult, employees who have been wearing multiple 
hats need to concentrate on more specific areas 
of expertise. So JDog is now intent on finding new 
employees as well as new franchisees. 

JDog believes veterans make good franchisees 
because they have experience leading teams, fol-
lowing and completing tasks, and following orders. 
Additionally, they make good headquarters em-
ployees because of the sense of military brother-
hood they feel with the other employees and the 
franchisees. They are dedicated to the job, so they 
are willing to put in the extra hours to make sure 
that franchisee needs are met. They are good 
problem solvers, work well in changing environ-
ments, and are able to adapt and overcome.

A VETERAN SUCCESS  }  WINDELL BONNER
Windell Bonner served for 32 years in the Army 

and Army Reserve, retiring as a chief warrant of-
ficer W-4. His main responsibility in the Army was 
as a senior automotive technician, and he also 
served in logistics. 

He has been a JDog franchisee since April 2015. 
“A franchise advisor from Fort Hood helped me 
look for business ownership opportunities,” he 
said. “I knew when I exited the military that I 
wanted to take the leadership and work ethic I had 
gained and apply it to helping my community.”

Bonner said veterans should look for work en-
vironments that match their own goals. “I would 
highly recommend JDog if they wanted to own their 
own business,” he said. “But if they did not, I would 
tell them that while looking for a job adhere to your 
own goals and desires. Try and find a work environ-
ment where that same respect, integrity, and trust 
applies.”

He sees a direct connection between his Army 
experience and success at JDog. “Working in logis-
tics has helped me keep track of everything that 
I do,” he said. “Overseeing projects and missions 
in the military is very similar to JDog. The commu-
nication skills and leadership courses have con-
tributed greatly to owning my own business. I view 
every job I do as a mission that I need to complete, 
and I accomplish that with the military values that 
were instilled in me during my time in the Army.”  

The habits and ease in handling change Bonner 
learned in the Army are still valuable. “The healthy 
habits you are conditioned to practice in the mili-
tary prepared me for running this business,” he 
said. “Continuing these habits after the military 
has contributed to the success of my business and 
is great for your mental health. I am constantly 
seeking new ways to improve and learn from the 
JDog Team and the other franchisees. Change 
happens all the time in the military – which has 
helped me adapt easier when schedules change 
in the business.” 

Bonner said that veterans will enjoy the culture 
and mission at JDog. “JDog is a good place for 
veterans who are looking for a different opportu-
nity and a place where they can feel that ethos of 
brotherhood again,” he said. “JDog is not very dif-
ferent than the military in the sense that there are 
individual tasks, group tasks, and missions that 
need to be completed.”  

He added that veterans will enjoy the support of 
the JDog family. “The leadership skills, lifestyle, 
and respect the military taught you – you can’t 
find that in a corporate job, but you can get that at 
JDog,” Bonner said. “The community of JDog will 
support you the whole way.”

The support starts at the top. “Mr. Jerry Flanagan 

is a relatable person to me, which makes a great 
relationship,” Bonner said. “I love the fact that he 
is reachable, a great mentor, a great true friend, 
and very knowledgeable about the business. It is 
easy to work for – and work with – a caring friend 
who holds similar goals and values as you do. This, 
I believe, has carried over to his staff.” 

A VETERAN SUCCESS  }  IULIAN BODAS
Iulian Bodas spent four years in the Marine 

Corps, separating as a sergeant. His main respon-
sibility was as a combat engineer. He was also a 
squad leader, platoon guide, and company clerk. 
In early 2016, he became a JDog franchisee.

He credits a lot of what he learned in the military 
with helping him succeed at JDog. “Core work eth-
ic, loyalty to a team, ability to interact and commu-
nicate with others, structured, integrity, trust, and 
respect help me run the everyday business,” he 
said. “That is how you live your life, and you bring 
that with you everywhere from your family all the 
way to your business.” 

He mentioned several reasons why veterans feel 
at home with JDog. “From the main soldier (Flana-
gan) dedicating his time to creating this company 
to being surrounded by like-minded individuals. 
Camaraderie. Ethos of brotherhood. Excellent op-
portunity to grow and connect with different vet-
eran communities.”  

Bodas believes that veterans will find tremendous 
success at JDog. “I first heard about the JDog Fran-
chise through a military job recruiter,” he said. “The 
thought of owning my own business has always 
appealed to me, but my whole career was spent 
serving in the military, so I didn’t know if I had the 
business know-how to make my dream a reality. 

“After researching more about JDog and this fran-
chise opportunity, I was immediately interested. I 
appreciated the fact that JDog caters specifically 
to veterans and their families, but I was also im-
pressed that the company’s core values centered 
around the military values of respect, integrity, and 
trust. After attending the JDog Mixer in January 
2016, I was immediately sold. 

“Every member of the JDog Team has been 
amazing – very attentive and genuinely interested 
in helping me through this process. The one-on-
one support and guidance that I have received is 
something that was not expected and has been a 
great help. There are very few places outside of the 
military where you can still feel a sense of cama-
raderie. I certainly feel that at JDog, and I am very 
happy to be a part of this amazing team.”

Bodas has some advice for those who are about 
to leave the military and look for civilian work:

● Build your resume.
● Research companies that are more willing to 

hire veterans – e.g., companies with government 
contracts and companies with key people who un-
derstand military ways.

● Never quit.
● Develop and maintain a positive attitude/mindset.
● Be patient during your military transition. 
● Get yourself on a schedule to keep yourself on 

track. 
● Do not settle for any job. Keep high standards. 

Find a job where you and your military experience 
will be appreciated. 

He also encourages servicemembers to take 
advantage of everything the military offers before 
leaving to go to the civilian workplace. “Take more 
transition classes offered by the individual military 
branch,” he said. “Try to reach all the VA reps when 
you are active to start working on submitting your 
VA claims. Find someone to build a bio/resume 
about your military skills and experiences.”

A SENSE OF CAMARADERIE
JDOG JUNK REMOVAL & HAULING
}  http://jdogjunkremoval.com  }  http://jdogfranchises.com/own-a-franchise/ 

PHOTO COURTESY OF JDOG JUNK REMOVAL & HAULING

IULIAN BODAS
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http://capitalonemilitary.com
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http://jdogfranchises.com/own-a-franchise/


J U L Y + A U G U S T  2 0 1 6   SEARCH & EMPLOY®  | 41J O B  F A I R S   |  E V E N T S . R E C R U I T M I L I T A R Y . C O M

At Cox, we connect people to the things they love. 
Now we’d like to connect with you.

At Cox, we have made a commitment to actively attract, develop and retain Veterans who have honorably
served. We appreciate the unique skills and experience you bring to our organization. We can put your

military training and leadership skills to work. Unleash your potential with a career at Cox!

Hiring 
America’s

Heroes

View a full list of current career opportunities at:
jobs.coxenterprises.com

Cox Enterprises is an Equal Opportunity Female/Minority/Disabled/Veteran Employer

NOT JUST ANOTHER GUARD COMPANY

REAL THREAT. REAL JOB. JOIN US.
Visit us at www.mvminc.com and click on 

“Careers” to learn more about how to 
jumpstart your career in Federal security 

services with MVM, Inc.

https://events.recruitmilitary.com
http://seagate.com/jobs
http://jobs.coxenterprises.com
http://www.mvminc.com
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Have your resume written or 
reviewed by our experienced 
military transition specialists.
Low rates, quick turnaround.

Serving veterans from all officer
and enlisted ranks of all
branches of the service.

“The RecruitMilitary writing service was the 
best thing I could have done to improve

my chances of getting a job offer.”
– Pamela H., E-4, United States Army

Are you having difficulty
     translating your 
military experience
     for civilian employers?

Let Us Help You
Sign up at

recruitmilitary.com/resume-writing

Connecting military veterans and employers nationwide

The institution offers undergraduate, master’s, and 
doctor’s degrees as well as executive education pro-
grams in English. Courses of study include a blend 
of on-campus and online formats. IE’s 500-strong 
international faculty teaches a student body com-
posed of more than 90 nationalities. Its alumni, now 
numbering over 40,000, hold management posi-
tions in more than 100 countries worldwide. 

IE was founded in 1973 by a group of entrepre-
neurs who saw a need for management education 
in Spain. Benefits of attending IE include its highly 
competitive rankings, its location within Europe, its 
focus on entrepreneurship and social innovation, 
and accelerated programs in English.

Activities of the school’s offices range from help-
ing candidates before they arrive to meeting with 
companies and organizations, and maintaining 
contact with the alumni community. Every year, of-
fices host several large-scale events – e.g., Alumni 
Weekend in Miami in 2014, which included a Ven-
ture Day, a business plan pitch-off, careers panels, 
and an alumni gala. IE also hosted a Venture Day 
in Los Angeles in 2015.

} IE AND VETERANS
 IE has found that its veteran students are pre-

pared and motivated for studying and, later, for 
the transition to the corporate sector. Veterans are 
used to working in fast-paced team environments 
under pressure, and they have good leadership 
skills and discipline. 

IE has dedicated resources for veterans of the 
United States military:

● There are designated personnel in the financial 
and admissions departments.

● The school is eligible for GI Bill Benefits.
● IE offers a military fellowship. 
● An on-campus Veterans Student Club serves 

as a social organization, and strives to expand the 
student’s professional networks.

A VETERAN SUCCESS  }  LANDIS FOUTS
Landis Fouts served in the United States Navy 

for eight years, separating as a lieutenant. He con-
ducted target selection and threats analysis for air 
strikes, and led excavations at various locations 
around the world in search of remains of service-

members missing from 
the Vietnam War, the Ko-
rean War, and World War 
II. He also led a team of 
intelligence specialists 
at the Office of Naval In-
telligence to provide re-
al-time analysis of global 
threats to the maritime 
environment. 

Two of the excavation projects took place in the 
jungle of the Republic of Vanuatu, an island nation 
east of Australia. He negotiated country access, 
hired local workers, and directed the excavation. 
Both projects were successful in recovering re-
mains of servicemembers, which were returned 
to surviving family members with military honors.

Fouts is now a student at IE. In January 2016, he 
started working on a Masters in Advanced Finance 
(MIAF). He plans to be an investment banker af-
ter finishing the degree. “I already earned an MBA 
while working full-time, but wanted to gain more 
technical skills before entering the workforce,” 
he said. “Also, I felt that IE’s MIAF program would 
make me more marketable and more qualified for 
the investment banking industry.”

Fouts understands that smart companies love to 
hire veterans, especially for one important reason. 
“The military instills the importance of teamwork 
better than any other organization,” he said. “Large 
firms are made of many divisions, departments, 
sectors, etc. These are all teams, and veterans 
thrive in these environments because of all their 
exposure as both leaders and members of teams.”

Leadership is another reason. “On top of the im-
mense experience of working in teams, veterans 
have also served in many leadership capacities, 
and exude the traits associated with leaders – in-
tegrity, compassion, and judgment.”

Fouts encourages veterans to apply to IE. “Its 
international footprint gives veterans a cultural 
awareness that is missed at U.S. schools,” he 
said. “Also, IE’s programs are ranked as the top 
in the world, which gives IE’s student veterans a 
great deal of prestige on their job applications. Fi-
nally, the opportunity to learn Spanish provides an 
extra dimension.”

 Fouts said that anyone considering leaving the 
military should spend a lot of time looking at their 
options. “I would advise them to do their research 
into their career paths of interest well prior to de-
parting the military,” he said. “I would also advise 
them to seek out individuals who are currently 
working where the veteran is interested in apply-
ing and reaching out to those people for advice.”

He is also big on networking. “I would advise them 
to start early on the networking process, and to find 
people who are currently working in the veteran’s 
field of interest,” Fouts said. “Ask them for advice 
on general information about the career field.”

Being accepted into IE is not easy, and Fouts has 
some ideas to help veterans succeed. “I would rec-
ommend applying early and studying hard for the 
GMAT (Graduate Management Admission Test),” 
he said. “Also reach out the IE’s Veterans club to 
establish a dialogue and seek any answers for any 
questions you may have about the school.”

A SUCCESSFUL ALUMNUS  }  LANCE WIDNER
Lance Widner, a graduate of IE, is the second in 

command of the Private Equity Group of Oppen-
heimer & Co. He also has two years experience 
as an ensign and supply corps officer in the Navy 
Reserve. 

Widner co-founded the Veterans Committee for the 

New York Society of Se-
curity Analysts (NYSSA), 
New York City’s mem-
ber society of the CFA 
Institute – a global as-
sociation of investment 
professionals. He repre-
sents Oppenheimer & Co 
at the Veterans on Wall 
Street (VOWS) events 

and annual hiring symposium. He also co-authored 
an article about veteran transition to finance for the 
March 2016 issue of CFA Institute Magazine. 

He received an International MBA from IE in 
2009, and entered the Navy Reserve five years 
later. “My story is a little different,” he said. “I de-
cided that once I landed a career on Wall Street, 
my second goal would be to use my skills and ex-
periences learned through 15-plus years in the fi-
nance industry, my graduate studies at IE Business 
School in Madrid, and the various finance-oriented 
designation programs, to give back to my country.” 

Although it took two years of persistence and 
waiting, in the fall of 2014, he finally received his 
commission as an officer in the United States Navy 
Reserve. “Had I done it over,” he said, “I likely 
would have pursued an active-duty commission 
directly out of my undergraduate program, spent 
four to seven years on active duty, then gone im-
mediately back to business school with skills, dis-
cipline, confidence, and experiences gained during 
my time on active duty. It also would have put me 
squarely in the sweet spot of the business school 
age demographic.”

According to Widner, business schools are com-
peting for veterans to enter their programs. “Right 
now, there is a big push by the highly competitive 
business schools to recruit the women and men of 
the armed services because of the qualities they 
bring to a prestigious program,” he said. “Though 
I had my job prior to getting into the reserve, I will 
say that more recruiters call me now that I have 
the military service box checked. I believe this is 
because companies recognize that time manage-
ment, attention to detail, and effective results un-
der pressure are almost universally engrained in 
servicemembers – all valuable skills to a company 
that seeks talented candidates for open positions.

“In addition to my firm, many top Wall Street firms 
have taken action on hiring veterans because they 
see the value offered by military service. Although 
regulators strive to control wrongdoing in financial 
firms from the outside in, employing those with 
military experience may enhance the ability to im-
prove the finance culture from the inside out.”

Widner believes Wall Street needs more veter-
ans. “The skills and discipline veterans bring to 
financial services are a good fit with Wall Street’s 
effort – and arguably its need – to rebrand itself 
as an industry that values service before self,” 
he said. “Engaging in honest interaction with an 
inviting community of fellow veterans is a key step 
toward overcoming the unique challenges for tran-
sitioning veterans.”

He encourages all veterans to get involved, no 
matter where they are. “There are many books 
written about this specific topic,” he said. “One 
that comes to mind is Mike Abram’s Network-
ing for Veterans. Get involved with organizations 
such as your business school’s veteran’s club 
and VOWS if you are a veteran looking to work on 
Wall Street. As former Chairman of the Joint Chiefs 
of Staff General Martin Dempsey said to a small 
group of us at Goldman Sachs recently, ‘There is a 
sea of good will out there.’”

EDUCATION WITH AN INTERNATIONAL EDGE

IE BUSINESS SCHOOL & IE UNIVERSITY (IE) IS AN INTERNATIONAL INSTITUTION LOCATED IN SPAIN 
DEDICATED TO EDUCATING BUSINESS LEADERS THROUGH PROGRAMS BASED ON ITS CORE VALUES 
OF GLOBAL FOCUS, ENTREPRENEURIAL SPIRIT, AND A HUMANISTIC APPROACH. THE MAIN CAMPUS IS 
LOCATED IN THE HEART OF MADRID’S FINANCIAL DISTRICT, BUT IE HAS OFFICES IN 28 CITIES WORLD-
WIDE, INCLUDING NEW YORK, MIAMI, AND LOS ANGELES. IN ADDITION, IE HAS JOINT PROGRAMS WITH 
BROWN UNIVERSITY AND SINGAPORE MANAGEMENT UNIVERSITY, AND OFFERS DUAL DEGREES WITH 
THE FLETCHER SCHOOL AT TUFTS UNIVERSITY AND THE YALE SCHOOL OF MANAGEMENT.

IE BUSINESS SCHOOL & IE UNIVERSITY
}  www.ie.edu  }  www.ie.edu/financial-aid/us-veterans 

FOUTS WIDNER

https://board.recruitmilitary.com/sign_up
https://www.recruitmilitary.com/job-seekers/solutions
http://www.ie.edu
http://www.ie.edu/financial-aid/us-veterans
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Committed to improving lives 
through innovative prescription 
medicines, vaccines, and 
biologic therapies, Merck is a 
global health leader. We invest 
billions of dollars in research 
and development to address 
a multitude of conditions, 
including infectious diseases, 
diabetes, maternal health and 
cancer. Achieve lasting, positive 
change. Support our Mission. 
Work with Merck.

Merck is proud to be a military friendly 
employer, providing veterans with meaningful 
opportunities in a range of professional areas.

WORK FOR THE GREATER GOOD. 
WORK WITH MERCK.
merck.com/careers

Merck is an equal opportunity employer. 
Minority/Female/Disability/Veteran – 
proudly embracing diversity in all of its 
manifestations.

MERCK IS 
COMMITMENT

The ACS has partnered with the military on 
many fronts. In 2015, the ACS and the Military 
Health System of the U.S. Department of De-
fense launched the Military Health System Stra-
tegic Partnership American College of Surgeons 
(MHSSPACS) to:

● ensure that current and next-generation sur-
geons are prepared to provide optimal care to pa-
tients who are injured on and off the battlefield, and

● facilitate the bilateral exchange of best prac-
tices between the military and the civilian sector

The ACS has always hired veterans, but in 2015 
it began a concerted outreach with a variety of or-
ganizations to hire more veterans. It also engaged 
TalentRISE, a consulting and recruitment firm in Chi-
cago, to help develop a strategy to recruit transition-
ing veterans with a military healthcare background.

The College believes that veterans make great 
employees because they have unique skills, par-
ticularly in the areas of leadership, project man-
agement, decision making, and critical thinking 
– regardless of whether they were enlisted mem-
bers or officers. All of these skills are completely 
transferable – and essential – to the organization.

The College emphasizes a team approach, and 
its work is imbued with concern and compassion 
for the surgical patient. As a result, the organiza-
tion’s veterans say its culture and values make the 
ACS a good fit for them.

The ACS core values align well with the aim and 
mission of the U.S. military:

● Professionalism: Exemplify the highest stan-
dards of accountability, honesty, responsibility, 
loyalty, and respect.

● Excellence: Exceed internal and external 
standards that define the ACS commitment to out-
standing work outcomes.

● Innovation: Seek profound creative and for-
ward-thinking improvements to advance organiza-
tional goals and individual effectiveness.   

● Introspection: Engage in continuous self-im-
provement through self-awareness, self-assess-
ment, and professional development. 

● Inclusion: Collaborate with all appropriate in-

Concern and Compassion

dividuals and/or entities to harness their collec-
tive intelligence.

A VETERAN SUCCESS  }  JIMM DODD
Jimm Dodd is the program manager, education, 

within the ACS Trauma Quality Improvement Pro-
gram (TQIP) and a veteran of the United States 
Army. He served for 29 years, retiring as a major, 
and is still active in the Army Reserve. He has 
spent his entire military career in medicine, includ-
ing service as a flight medic and a commander.

He served with the 11th Armored Cavalry Regi-
ment during Operation Enduring Freedom and in 
the 1st Theater Sustainment Command Special 
Troops Battalion during Operation Iraqi Freedom. 
He also served with the 108th Sustainment Bri-
gade, Chicago. He is currently in the Army Reserve 
Central Medical Area Readiness Support Group 
(CE-MARSG), Fort Sheridan, Illinois.

Becoming a commander is something that Dodd 
still takes seriously. “In the Army, officers are se-
lected as commanders as a result of leadership 
potential and previous military success,” he said. 
“Commanders are responsible for everything that 
happens within the unit, including mission plan-
ning, collective training, setting tone and vision 
for the unit, and soldier morale. Being chosen as 
a commander is one of the highest honors, as 
you are viewed as a leader and someone who can 
make a positive impact and lead a unit to success.”

Dodd started working at the ACS in 2015. He fo-
cuses on performance improvement and patient 
safety at 413 of its members’ trauma centers in 
the United States and Canada. The goal of the per-
formance-improvement initiatives is to decrease 
the mortality of trauma patients and increase posi-
tive outcomes. Dodd works with trauma surgeons 
to develop best practices guidelines. He also helps 
facilitate data gathering and the development of 
practical performance-improvement measures.

“My boss unleashed me to do my job immediately 
upon my joining the ACS,” Dodd said. “From the start, 
I was engaged in putting my energy, creativity, and 
skills into making this position as valuable as possi-

ble to the rest of the organization and our members.”
The opportunity to lead in the U.S. Army has paid 

off for Dodd in the civilian world. “The military and 
the U.S. Army, in particular, offer leadership cours-
es that are not only focused on military leadership 
but on how to be a leader in general, regardless of 
the situation,” he said. “In my career in the Army, I 
was identified early on as a commander; so I took 
all the courses that I could, whether in the field of 
medicine or within the military officer career cur-
riculum. All of this training in effective leadership 
has been very valuable in my civilian career.”

TalentRISE helped put Dodd and the company to-
gether. “Emily Garrity of TalentRISE made the con-
nection for me,” he said. “Ms. Garrity asked me 
about my future plans, and she saw a fit with her cli-
ent at the ACS. She also re-wrote the job description 
on behalf of ACS to ensure that the description of the 
requirements would translate into terminology used 
by the military. That led to an interview with ACS 
Talent Manager Cindy McWilliams. Applying inter-
view tips provided by TalentRISE, instead of asking 
me about my qualifications, Ms. McWilliams asked 
questions about the skills I acquired in the military, 
which led to a meaningful dialogue. She was totally 
open-minded, and she gave me the opportunity to 
explain my past experiences to figure out how they 
matched the requirements of the position.”

“For instance, when I told her that I had been a 
commander responsible for over 100 soldiers, she 
correctly understood that it meant I had extensive 
experience in leading groups and developing proj-
ects. Ms. McWilliams encouraged me to explain 
the details of my skills honed in the military, and 
I’m here today because of that. The ACS human re-
sources department has the experience to ask the 
right questions, whereas a lot of organizations are 
so focused on ‘word matching’ a veteran’s resume 
to job requirements or matching a candidate’s back-
ground to an MOS translator – and neither necessar-
ily matches a candidate to a job that is the right fit.”

Dodd said that veterans should not hold back 
when looking for post-military careers. “I advise 
veterans to look beyond the qualification require-
ments in position descriptions,” he said. “Don’t 
be afraid or assume that you aren’t qualified for 
a position simply because of how job descriptions 
are worded. For instance, some positions may re-
quire a master’s degree on paper, but those of us 
with 20 or more years in the military may have ac-
cumulated the equivalent knowledge – if not far 
more. Look at the responsibilities that are listed, 
and spend less time worrying about credentials 
and titles. The worst a recruiter can say is ‘no.’”

Many of the skills and traits Dodd developed in 
the Army help him succeed at ACS. “Time manage-
ment and project management skills are key,” he 
said, “as are the ability to function under pressure, 
think outside of the box, formulate a plan, and be 
spontaneous. One must also be flexible, willing to 
work long hours, ask questions, and, finally, be ac-
countable for one’s own decisions.”

Being able to handle change is another trait that 
veterans bring to the table. “In the military, we get 
used to changing jobs and, with that, we experi-
ence changes in coworkers,” said Dodd. “Because 
of that, we come to expect that our coworkers will 
support us, even if they are new to the position or 
role. Frequently, while serving, I didn’t know what 
I didn’t know, but my teammates were there to 
support me. That’s given me an understanding of 
what it’s like to be the new kid on the block as well 
as why it’s important to give that person a leg up. 
It means we’re not afraid of change and that we 
support each other – and that is a huge change-
management agent.”

The American College of Surgeons (ACS) is a professional organization of sur-
geons founded in 1913 to raise the standards of surgical practice and improve 
the quality of care for surgical patients worldwide. The Fellows of the College 
are organized into 66 chapters in the United States, 2 in Canada, and 42 in 
other countries around the world; fellow is the highest level of membership. 
The College has more than 365 employees and approximately 80,000 mem-
bers, and is the largest organization of surgeons in the world. ACS headquar-
ters are in Chicago.

THE AMERICAN COLLEGE OF SURGEONS  }  www.facs.org
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https://events.recruitmilitary.com
http://www.merck.com/careers
http://www.facs.org
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Honor. 
Courage. 
Commitment. 
Integrity.

ge.com/veterans

Legends Real Estate 
School LLC, headquar-
tered in Dallas, has been 
in business since 1990, 

and has had more than 100,000 
students. The school offers three 
kinds of classes:

● Real Estate Sales Agent classes, which last 
six weeks for daytime classes, and 12 weeks for 
evening classes

● Real Estate Home Inspector classes, which 
last 14 weeks

● Insurance Claims Adjuster classes, which last 
eight weeks

Legends currently has about 100 students study-
ing to become home inspectors and 120 students 
studying to become real estate sales agents. 

All classes are live, and the school uses a hands-
on approach in its instruction. For example, stu-
dents conduct live inspections at real properties 
for their inspection and insurance classes. 

All of the instructors are veterans, and Legends 
has been approved to train veterans and their 
spouses under the GI Bill for more than five years. 
Legends favors veterans as students because they 
have a work ethic that exceeds that of non-veterans. 

A VETERAN GRADUATE  }  KEN EARP
Ken Earp is a graduate of Legends Real Estate 

School and the owner/operator of WIN Home In-
spection Frisco, which is located in Frisco, Texas, 
north of Dallas. He served in the United States 
Navy for 20 years, retiring as a chief petty offi-
cer in 2008. He served aboard submarines from 
1988 until 2005. Then he transferred to the 
United States Naval Recruiting Command, where 
he served as a recruiter, recruiter-in-charge, zone 
supervisor, and district trainer in various locations, 
including Dallas, San Antonio, and Denver. 

After retiring from the Navy, Earp became an 
admissions advisor for a university and then the 
national director of military programs at another 
institution. After that, he moved on to further his 
education – he earned an AA, a BS, and an MBA 
using the GI Bill. 

Then, realizing that home inspection offered the 
freedom to own his own business, control his own 
time, and set his own goals for earnings, Earp 
enrolled at Legends in October 2013. In January 
2014, he completed the Texas licensing require-
ments to become a professional real estate home 
inspector and began business as a WIN Home In-
spection Franchisee. 

Using skills gained as a Navy recruiter, he went to 
work building his business. For his efforts, he was 
awarded the WIN Home Inspection Best First Year 
award at the WIN Business Annual Conference. 

Earp is a member of the Disabled American Vet-
erans (DAV) and the Non-Commissioned Officers 
Association (NCOA); and he is a graduate of the 
Entrepreneurship Boot Camp for Veterans. He is 
also a member of the Texas Professional Real Es-
tate Inspectors Association (TPREIA) and the Inter-
national Association of Certified Home Inspectors 
(InterNACHI). 

Training Real Estate Pros Since 1990

“After retiring from the military, it took me several 
attempts at finding a career that would satisfy the 
taste for variety that I had acquired in the Navy,” he 
said. “Performing home inspections provides the 
variety I was after. I am able to operate my own 
business and have the freedom I wanted to oper-
ate my own schedule and have my own time. 

“Legends allowed me to learn my trade in a 
classroom and at live inspections. The hands-on 
learning provided felt more like the methods we 
are accustomed to as veterans. In my opinion, the 
learning methods also provide a more real-world 
environment and allowed me to begin inspecting 
with a level of confidence I do not feel many of my 
peers who completed online courses shared.”

A VETERAN STUDENT  }  MARTY WILSON
Marty Wilson served in the Air Force for nearly 

27 years, retiring as a colonel in 2014. His main 
responsibilities  were as a B-52H evaluator, radar 
navigator, and inspector general. Now, as a civilian, 
he provides formal training for professional pilots 
on aircraft operations, security, Federal Aviation 
Administration (FAA) regulations, and company 
policies for domestic and international flights. He 
started his studies at Legends in October 2015.

Wilson knew he wanted to travel a different path 
after leaving the military. “After retiring from the 
Air Force as a colonel, I did not want to follow the 
traditional path of returning to employment with-
in the DoD,” he said. “I was seeking a change in 
venue for the next chapter of my work life. I had a 
desire to get into real estate, but was looking for 
something I could do part-time to start, with intent 
to transition to full-time and operate my own busi-
ness. The best option I found was to become a 
licensed professional real estate home inspector. 

“There are many real estate schools that offer in-
spection courses. My research found Legends Real 
Estate School provided not only the most flexible op-
tion for me but also, in my opinion, the one that pro-
vides the best hands-on experience. Other programs 
offer a controlled lab setting for the practical por-
tions of training. As a result of my military training, I 
understand nothing can compare to actual, real life, 
hands-on experience for enhancing the learning pro-
cess. Legends does not use a lab, but in fact utilizes 
actual residential properties to provide students an 
opportunity to see real homes and conduct real in-
spections for actual home owners and/or buyers.”

The quality of instructors also helped. “As a for-
mer USAF aviator/navigator, credibility was ab-
solutely critical to my effectiveness as both an 
instructor and evaluator,” said Wilson. “The credi-
bility of instructors is no less important to selecting 
a training school. Jerrell Johnson, himself a USAF 

veteran and Legends instructor, has a unique abil-
ity to relate with veterans who are his students. He 
brings to the classroom the experience of over 40 
years of residential construction and 20 years of 
residential and commercial inspection experience 
– completing over 4,500 documented inspections. 

“The flexibility of the training program (one fee, 
attend as long as you need), the actual proper-
ties used for inspections, and the instructors’ sig-
nificant experience and credibility were the driving 
factors in my decision to select Legends Real Es-
tate School to become a licensed professional real 
estate home inspector in the great state of Texas.”

ìADVICE FOR VETERANS
Wilson said that veterans should not be afraid to 

look for help. “The best advice I can give for mili-
tary members leaving and coming into the civilian 
work force is to use the help that is available to 
you,” he said. “There are multiple organizations 
that are there to help veterans transition. 

“What may be the most important thing is the trans-
lation of skills and language from military to civilian 
and understanding that things are different. There is 
not a set of shared experiences and similar training 
to fall back on. The understandings and trust in our 
fellow servicemembers that we are accustomed to 
are not there. It takes some adjustment.”

He said that home inspectors will succeed as 
long as they are interested in helping home buyers. 
“In my opinion, the most important quality needed 
to become a home inspector is common sense. 
You have to gain a knowledge of building construc-
tion methods and materials, building codes, the 
standards of professional practice in your state (in 
my case, the Texas Standards of Practice), basic 
operation of mechanical systems, and common 
failures of building systems. But this information 
does not help if you cannot put the indicators and 
evidence together and teach a home buyer – on 
the home buyer’s level – what is going on with the 
system. This is how you can help them.” 

Wilson recommends that servicemembers take 
advantage of all the educational opportunities 
available to them. “Obtain industry certifications in 
the mid-stages of your career, and begin develop-
ing network connections within the civilian indus-
try outside of military connections,” he said. 

There are also skills that translate from the mili-
tary to the business world. “Briefing and presenta-
tion skills developed in the military directly impact 
the effectiveness of instructing,” said Wilson.  

Another recommendation: Servicemembers 
should start their transition from the military to the 
civilian sector as early as possible. “Start preparing 
for the transition two years in advance,” said Wilson. 
“The final year will be consumed with out-process-
ing and focusing on ensuring family concerns are 
addressed. Research the industry you anticipate 
transitioning to, make connections in that industry, 
and nurture those relationships. Expect the transi-
tion to the civilian corporate sector to be difficult if 
you are not staying within the DoD environment.” 

And what about people who are interested in at-
tending classes at Legends? Wilson encourages 
them to do their homework – before they enroll. 
“Do research on home inspections and the expec-
tations of an inspector as well as the potential li-
abilities,” he said. “Do not assume the inspection 
industry is easy or that the requirements are mini-
mal. Expect to study much like you would have to 
for a college class.”

LEGENDS REAL ESTATE SCHOOL LLC
}  www.legendsrealestateschool.com 

KEN EARP

PHOTO COURTESY OF LEGENDS REAL ESTATE

https://board.recruitmilitary.com/sign_up
http://ge.com/veterans
http://www.legendsrealestateschool.com
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We’ve built our reputation on restoring homes and buildings damaged by water,  
fire, and storms. But our most important job is restoring hope. 

Restoration 1 offers qualified military veterans a $10,000 discount off their franchise fee. 
We’re looking for heroes like you! Become a Restoration 1 Franchise Owner today! 
Visit Restoration1Franchise.com or call 800.993.0803.

“ THE SAME CORE BELIEFS AND TRAITS YOU POSSESS – 
TEAMWORK, LOYALTY, DEDICATION, AND ATTENTION TO DETAIL – ARE THE SAME 
QUALITIES PRACTICED AT RESTORATION 1. IF YOU’RE A LEADER, FIND OUT HOW YOU 
CAN TRANSITION FROM A MILITARY CAREER TO A SUCCESSFUL CIVILIAN.”

- ERIK MENENDEZ, FRANCHISE OWNER

WHEN EVERYTHING IS AT ITS WORST, 
YOU’RE AT YOUR BEST.

©2015 Restoration1. All Rights Reserved.

https://events.recruitmilitary.com
http://www.vinnellarabia.com
http://restoration1franchise.com
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He Revs Up 
 the Human Engine

LIFE-CHANGING CARE.

WORLD-CHANGING 
DIFFERENCE.

A Career Connection Worth Making.

Integrity. Dedication to duty. Teamwork 
towards a common higher goal. These are some 
of the attributes you’ve developed and excelled at 
during your military service to our country. It’s also 
why Fresenius Medical Care welcomes and values 
your military experience. As the world’s leading 
provider of dialysis services, the Fresenius Medical 
Care team employs these attributes in achieving 
our common goal – enhancing the quality of lives 
for our patients.

Military veterans can be found in all areas of our 
organization, from corporate support functions 
to clinical professionals like Nurses, Patient Care 
Technicians and Biomedical Technicians. Whether 
you’re currently transitioning to a civilian career 
or have been inactive for years, the skills and 
experience you gained while serving can translate 
into a rewarding career with us.

Visit jobs.fmcna.com to find the role that’s right 
for you.

 

EO/AA Employer: Minorities/Females/Veterans/Disability/Sexual Orientation/Gender Identity

WORLD CAR AUTO GROUP has 10 
dealerships and 600 employees throughout 
Greater San Antonio. The company sells new 
and pre-owned vehicles, and performs routine 
maintenance and vehicle repairs. World Car has 
been an active member of the San Antonio com-
munity for more than 30 years; the company is 
an official sponsor of the San Antonio Spurs and 
the Spurs Silver Dancers.

 World Car calls its employees “dynamos in 
the human engine,” and it has opportunities 
for dynamos to work in everything from sales to 
service, marketing, custodial work, and building 
maintenance. Every employee starts with a train-
ing program called the World Car University. 

Veterans are a welcome addition to the human 
engine. World Car looks for veteran job seekers 
by attending local job fairs hosted by organiza-
tions such as RecruitMilitary. The company also 
works with Workforce Alamo Solutions and local 
non-profits to reach out to veterans looking for 
work; and World Car uses social media to net-
work with veteran organizations and share avail-
able positions. 

The company actively seeks veterans because 
servicemembers have proven time and again to 
be a great fit. Veterans are used to being in an 
environment where the day-to-day tasks and work 
change. They are quick to adapt to change and 
have a willingness to do so. And because every 
customer who visits World Car is different, em-
ployee dynamos need to be flexible and proactive. 
World Car has found that veterans bring a sense of 
drive, commitment, and dedication to their teams..

A VETERAN SUCCESS  }  WILLIAM MORROW
At World Car, the first person to communicate 

with prospective dynamos is a veteran – Wil-
liam Morrow, manager of talent acquisitions. He 
joined the organization in March 2015, and he 
has processed more than 500 people into the or-
ganization – a large percentage being veterans. 
Morrow also represents World Car at job fairs 
and other hiring events in the area. 

Before joining World Car, Morrow was a ser-
geant first class in the United States Army. He 
separated in 2010, after 21 years of service. In 
the Army, he served as a military policeman, a 
recruiter, and a recruiting station commander.

When Morrow was first looking for civilian op-
portunities after separating out of the Army, he 
found that his experience in educating people 
and practicing effective communication helped 
him a great deal with making a positive impres-
sion on new contacts. This experience has con-
tinued to help him as he works with a wide vari-
ety of people every day at World Car. 

Morrow advises servicemembers to use their 
educational opportunities to prepare themselves 
for civilian life.  “Education is free while on active 
duty,” he pointed out. “There is no reason not to 
take all the advantage of that while you can.” 

He said that men and women who are leaving 
the military and searching for civilian opportuni-
ties need to consider many options. “I encour-
age veterans to be open to jobs outside of what 
they have been doing in the service,” he said. 
“Reach out for opportunities around you, but re-
alize that your pay and skill level won’t transfer 
directly over into the civilian workforce. Under-
stand that your past actions will only get you in 
the door. It is your day-to-day work that gets you 
promotions and more responsibilities. You have 
to prove yourself all over again.”

}  www.worldcar.com  }  https://theapplicantmanager.com/careers?co=wo

� WILLIAM MORROW, RIGHT, AT A JOB FAIR.
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HELP 
RECRUITERS

FIND YOU
REGISTER NOW

RECRUITMILITARY.COM

ADVANCE YOUR CAREER  

WITH THE #1  

TREE & SHRUB CARE 

COMPANY  

IN THE WORLD.

EEO Employer/Vet/Disabled
bartlett.com/careers

We support our American Troops.

Tiger currently has 57 employees, and aver-
ages more than 12,000 home service calls a 
year. The company needs to hire more cus-
tomer-service, dispatch, sales, and technical 
personnel to meet an ever-growing work de-
mand. Tiger provides on-the-job paid training, 

The company has found that veterans pos-
sess characteristics such as strong leader-
ship, respectfulness, integrity, discipline, and 
an ability to work in teams, which are qualities 
Tiger looks for in employees. Because Tiger 
offers 24-hour emergency service, it is not un-
common for technicians to be in customers’ 
homes well into the late evening and early 
morning hours. So, when hiring technicians, 
Tiger looks for people who can be trusted and 
who will behave in a professional manner at 
all times. 

The company looks for people who have a 

good sense of discipline, a great personality, 
and a strong work ethic because technicians 
and office staff are expected to work without a 
lot of supervision. 

ìTHE VETERAN-OWNER 
Jeff Gamblin, the owner and president of 

Tiger, served in the United States Air Force 
for four years, separating as a sergeant. He 
worked as a plumber in the Air Force; and, 
when he left the service, worked briefly for 
a local plumbing company. But he knew he 
wanted to go into business for himself. So in 
1993, he started his own plumbing business 
as a “one-man band.” He added heating and 
air conditioning services in 2001, and electri-
cal services in 2014. 

Gamblin said that the Air Force gave him a 
sense of direction and purpose for his life and 

taught him discipline, integrity, and structure 
– which have contributed to his success as a 
small-business owner.

His advice to active-duty military who are 
interested in the plumbing field or in starting 
their own businesses: Absorb all of the skills 
and lessons that the military teaches you. 
Your military skills and discipline will go a long 
way in helping you find gainful opportunities 
in civilian life.

From the Air Force to Small-Business Ownership
JEFF GAMBLIN TIGER PLUMBING, HEATING, AIR CONDITIONING & ELECTRICAL SERVICES

}  www.trusttiger.com

PHOTO COURTESY OF TIGER PLUMBING

Are you Ready to Be in Business 
for Yourself but Not By Yourself?

1 in 7 Franchise Businesses are Owned By u.s. Military Veterans

At Global Franchise Solutions we take the sales rhetoric 
out of buying a franchise and focus on education. 

The goal is to first help you learn about franchising, 
then learn enough about a specific brand to make 

an educated investment decison at the end of the process.

If you are ready to take the next step towards business ownership, 

— CONTACT US today for your FREE consultation. —

978-891-7145
www.globalfranchisesolutions.com

brandon@globalfranchisesolutions.com
Brandon Clifford

TIGER PLUMBING, HEATING, AIR CONDITIONING & ELECTRICAL SERVICES IS A VETERAN-OWNED SMALL BUSINESS THAT SERVES 
RESIDENCES IN THE ST. LOUIS METRO EAST COMMUNITIES. THE COMPANY PROVIDES EVERYTHING FROM MINOR INSPECTIONS 
AND REPAIRS TO ELECTRICAL SERVICES TO MAJOR HOME UPGRADES; AND IT INSTALLS COOLING APPLIANCES AND PLUMBING, 
HEATING, AND GAS LINES. TIGER OFFERS 24/7 EMERGENCY SERVICE, INCLUDING ALL HOLIDAYS, AS WELL AS EXTENDED BUSI-
NESS HOURS. THE COMPANY IS BASED IN COLLINSVILLE, ILLINOIS, WHICH IS NORTHEAST OF EAST ST. LOUIS.

https://events.recruitmilitary.com
http://recruitmilitary.com/resume-writing
http://bartlett.com/careers
http://www.trusttiger.com 
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Serve on a different homefront.
With your military experience, you already have the commitment, leadership 
and service that Lowe’s is looking for. So, if you’re looking for a home where 
you can start a new adventure, apply at careers.lowes.com/military.

Lowe’s is an equal opportunity employer committed to diversity and inclusion.
©2016 Lowe’s. LOWE’S and Gable Mansard Design are registered trademarks of LF, LLC.

Looking to take 
your talents to 
new places?

Launch a 
rewarding career 
with Air Liquide.

Air Liquide – world leader in gases, technologies and services for 
industry and health – is present in 80 countries with more than 50,000 
employees. Oxygen, nitrogen and hydrogen have been at the core of 
the company’s activities since its creation in 1902. Air Liquide relies on 

competitiveness in its operations, targeted investments, and the 
inventiveness of employees to create value over the long term.

http://www.us.airliquide.com/en/careers.html
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★CHECK OUT THESE 50 EMPLOYERS★

The companies and agencies listed below have demonstrated their commit-
ment to recruiting veterans by using RecruitMilitary products and services. 
All of the URL’s listed are live links in the digital replica of Search & Employ®, 
which is accessible from https://recruitmilitary.com/resources/search-
employ.

Amtrak  www.amtrak.com   

BNSF Railway  www.bnsf.com/careers/military/  

FedEx  http://careers.van.fedex.com 

First Transit  www.firsttransit.com 

Military Sealift Command  www.msc.navy.mil/   

Penske Truck Leasing Company  www.gopenske.com/careers/veterans/  

Republic Services Procurement, Inc.   www.unitedwaste.com    

Roadmaster Drivers School  www.roadmaster.com   

Saia LTL Freight  www.saia.com  

Alameda-Contra Costa Transit District  www.actransit.org 

Bay Area Rapid Transit  www.bart.gov 

Berger Transfer  www.bergerallied.com 

Canadian Pacific  www.cpr.ca/en 

Career Path Training  www.careerpathtraining.com

CHEP  www.chep.com

Chicago Transit Authority  www.transitchicago.com 

CN Railway  www.cn.ca/en/careers

Comcar Industries  www.comcar.com

Core-Mark International  www.coremark.com 

CSX Transportation  www.csx.com/ 

DHL Express  www.dhl.com 

Eagle Transport Corporation  www.eagletransportcorp.com

Enterprise  http://go.enterpriseholdings.com 

Enterprise Holdings   https://www.enterpriseholdings.com/en/index.html 

GATX Corporation  www.gatx.com 

Graebel Companies, Inc.  www.graebel.com 

Interstate-Truckway, Inc.  www.truckwayleasing.com/index.asp 

ITS Technologies & Logistics, Inc.  www.in-termserv.com

Kintetsu World Express (U.S.A.), Inc.  www.kweusa.com/ 

Lakefront Lines, Inc.  www.lakefrontlines.com 

Logistic Services International, Inc.  www.lsijax.com/ 

Loomis US  www.loomis.us 

McLane Company  www.mclaneco.com

Metropolitan Transportation Authority (MTA)  www.mta.info/lirr 

Norfolk Southern Corporation  http://norfolksouthern-veterans.jobs/

Pipeline and Hazardous Materials Safety Administration www.phmsa.dot.gov/careers 

PLS Logistics Services  www.plslogistics.com 

Republic Airways Holdings Inc.  www.rjet.com 

Ryder Systems  www.ryder.com/military

Savage Services  http://savageservices.com 

Savoya, LLC  http://savoya.com

Schneider  www.schneider.com 

Stevens Transport  www.stevenstransport.com 

Total Quality Logistics  www.tql.com 

Transport Corporation of America  www.transportamerica.com 

TTX Company  www.ttx.com 

Two Marines Moving  www.twomarinesmoving.com 

Union Pacific Railroad  http://up.jobs/military.html 

United Parcel Service  https://ups.managehr.com/military.htm

XPO Logistics, Inc.  www.xpologistics.com  

Is TRANSPORTATION / LOGISTICS for you?

https://board.recruitmilitary.com/sign_up
http://careers.lowes.com/military
http://www.us.airliquide.com/en/careers.html
https://recruitmilitary.com/resources/search-employ
https://recruitmilitary.com/resources/search-employ
http://www.loomis.us
http://savoya.com
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Members of our team are 
dedicated to improving the 
quality of “life on the road” for 
the professional driver and the 
traveling public. 

If you are energetic, enthusiastic, 
thrive on the challenge of a fast-
paced work environment, and are 
looking for a rewarding career, 
we would like to talk with you.

WE OFFER:
• Competitive Pay
• Full-Time Employment
• Education Assistance 
• 401(k) Retirement Savings
• Paid Leave
• PPO Health Care
• Prescription, Dental, Vision Options
• Life & Disability, Business Travel, 

Supplemental Life Insurance

OPPORTUNITIES
FOR HEROES

VISIT US AT RecruitMilitary EXPO:
July 14 • St. Louis, MO | August 25 • Dallas, TX | August 25 • Birmingham, AL

www.ta-petro.com

Approved and Regulated by Texas Workforce Commission
Accredited by Accrediting Commission of Career Schools and Colleges
Financial Aid Available for Those Who Qualify
Internationally Recognized Certification Program

• Underwater 
   Welding 
• Underwater 
   Inspection
• SCUBA 
• Mixed Gas

1.800.321.0298 • www.oceancorp.com

POST 9/11 
GI BILL ACCEPTED

Internationally Recognized  
Commercial Diver  
Certification Program

HOUSTON, TEXAS

PROUDLY
TRAINING 
VETERANS 

SINCE 1969

Training Includes:

 COMMERCIAL DIVER

• Surface Supplied Air
• Remotely Operated 
   Vehicles (ROV)
• Job Placement Assistance 
   Upon Graduation

Ocean Corp-OneThird Ad   1 6/27/14   12:12 AM

I ENCOURAGE JOB SEEKERS to use this guide to learn about the transportation 
and logistics segments of the economy and job opportunities in those segments. All of 
the URL’s listed are live links in the digital replica of Search & Employ®, which is acces-
sible from https://recruitmilitary.com/resources/search-employ.

}  EMPLOYMENT / OUTPUT TABLE
The Bureau of Labor Statistics (BLS), a part of the United States Department of Labor, 

has published projections on employment and output for the transportation and ware-
housing sector of the economy for the years from 2014 through 2024; visit www.bls.gov/
emp/ep_table_207.htm.  

}  INDUSTRY SUBSECTORS
The transportation and warehousing sector includes 11 subsectors: air transportation, rail transportation, water 

transportation, truck transportation, transit and ground passenger transportation, pipeline transportation, scenic and 
sightseeing transportation, support activities for transportation, postal service, couriers and messengers, and warehous-
ing and storage.

On an “Industries at a Glance” page for each subsector, the BLS describes the nature of the subsector; provides 
workforce statistics – employment and layoffs, extended mass layoffs, employment by occupation, projections, earnings, 
and earnings by occupation – presents data on work-related fatalities, injuries, and illnesses; provides industry-specific 
pricing information; and discusses workplace trends in terms of numbers of establishments and productivity. The 
subsectors and the URL’s of their pages are at: www.bls.gov/iag/tgs/iag48-49.htm.

}  OCCUPATIONS
Another BLS publication, the Occupational Outlook Handbook has 11 chapters on transportation and material moving 

occupations: air traffic controllers, airline and commercial pilots, bus drivers, delivery truck drivers and driver/sales 
workers, flight attendants, hand laborers and material movers, heavy and tractor-trailer truck drivers, material moving 
machine operators, railroad workers, taxi drivers and chauffeurs, and water transportation workers. Each chapter covers 
the nature of the work, work environment, how to qualify for the occupation, pay, job outlook, and similar occupations. 
Links to the chapters are at: www.bls.gov/ooh/transportation-and-material-moving/. 

}  INDUSTRY ASSOCIATIONS
Industry associations are an excellent source of jobs information. Most of the websites listed below have linked lists 

of their corporate members, and most of the members’ websites have “jobs” or “careers” pages. 
American Association of Port Authorities  www.aapa-ports.org/About/CorporateMembers.cfm 
American Moving and Storage Association  www.moving.org/   
American Trucking Associations works through a federation 
of state associations. To find a state association, visit:  www.truckline.com/Sites.aspx 
Association of American Railroads   https://www.aar.org/Pages/AboutUs.aspx?t=aarmembers 
Coalition for America’s Gateways and Trade Corridors www.tradecorridors.org/about
Driver Employer Council of America    http://decausa.org/about/directory/ 
Global Cold Chain Alliance   https://gcca.connext.io/#/ 
Institute of International Container Lessors  www.iicl.org/about/members.cfm 
Material Handling Industry of America  www.mhi.org/members 
National Customs Brokers and Forwarders Association. of America, Inc. www.ncbfaa.org/ 
then navigate: Membership > Find Members > Membership Directory
National Tank Truck Carriers   www.tanktruck.org/about/membership/carriers-member-directory 
The American Waterways Operators                                       http://americanwaterways.com/about/awo-member-companies 
United Motorcoach Association   www.uma.org 
then navigate: Membership > Membership Directory. On the directory page, in the Member Type field, select Operator 

Member.  

}  MAGAZINE RACK
To learn about the issues, the major players, and the general buzz in transportation and logistics, I suggest that you 

read magazines and view media websites on the subject. Most of the magazines are available both in print and online.

Publication / Site  Publisher   Link
Air Transport World  Penton    http://atwonline.com/
American Trucker  Penton   http://trucker.com/magazine/issue
Automotive Fleet  Bobit Business Media  www.automotive-fleet.com 
Aviation Week  Penton   http://aviationweek.com 
Aviationpros.com  Cygnus Business Media  www.aviationpros.com/
Bulk Transporter  Penton   http://bulktransporter.com 
Business Fleet  Bobit Business Media  www.businessfleet.com 
Commercial Carrier Journal Randall-Reilly Publishing Co. LLC http://read.dmtmag.com/t/27141 
Fleet Owner  Penton   http://fleetowner.com 
Food Logistics  AC Business Media Inc.  www.foodlogistics.com/
Heavy Duty Trucking  Bobit Business Media  www.truckinginfo.com 
Inbound Logistics  Thomas Publishing Company LLC www.inboundlogistics.com/cms/index.php
Logistics Management  Peerless Media LLC, Div. EH Publishing, Inc. www.logisticsmgmt.com/
Marine Log  Simmons-Boardman Publishing Inc. www.marinelog.com/     
Mass Transit  Cygnus Business Media  www.masstransitmag.com 
Material Handling & Logistics Penton   http://mhlnews.com/
Metro   Bobit Business Media   www.metro-magazine.com 
Modern Materials Handling Peerless Media LLC, Div. EH Publishing, Inc. www.mmh.com 
Overdrive   Randall-Reilly Publishing Co. LLC http://read.dmtmag.com/t/27142
Progressive Railroading  Trade Press Media Group, Inc. www.progressiverailroading.com 
Railway Age  Simmons-Boardman Publishing Inc. www.railwayage.com 
Reverse Logistics Magazine Reverse Logistics Association www.rlmagazine.com/
School Bus Fleet  Bobit Business Media  www.schoolbusfleet.com 
School Transportation News STN Media   http://stnonline.com 
Supply & Demand Chain Executive AC Business Media Inc.  www.sdcexec.com 
Supply Chain Digest  Supply Chain Digest  www.scdigest.com/
Transport Topics   American Trucking Associations, Inc. www.ttnews.com/index.aspx 
Work Truck   Bobit Business Media  www.worktruckonline.com 

Rick Jones is vice president of sales at RecruitMilitary and a former master gunnery sergeant in the United States 
Marine Corps.
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We’re Looking 
for a Few Good 
Team Members.
Giant Eagle is a proud and grateful supporter 
of those who have served in our armed forces, 

and we’d love to have you on our team!

Competitive wages

Advancement opportunities 
with a growing company

Team atmosphere

Flexible scheduling

A safe & respectful  
workplace

Tuition reimbursement

We offer our Team Members extensive benefits, including:

We offer opportunities for all backgrounds and 
skillsets, and are currently hiring for a variety of 
positions throughout the company, including:

Retail | Warehouse | Drivers | Corporate | Team Leaders

Apply online at:  jobs.GiantEagle.com
Giant Eagle is an equal opportunity employer.

★CHECK OUT THESE 50 COMPANIES★

The companies listed below have demonstrated their commitment to veter-
ans by using RecruitMilitary products and services. We encourage veterans 
to investigate their opportunities. All of the URL’s listed are live links in digital 
Search & Employ®, accessible from https://recruitmilitary.com/resources/
search-employ.   

Interested in MANUFACTURING?

AdvancePierre Foods, Inc.  www.advancepierre.com 

Air Liquide America Corporation  www.airliquide.com 

Eaton Corporation   www.eaton.com/Eaton/Careers/index.htm  

General Electric Company  www.ge.com/careers/culture/us-veterans 

Goodman Manufacturing  www.goodmanmfg.com/ 

Ingersoll Rand   http://careers.ingersollrand.com/we-hire-veterans.aspx 

Peddinghaus Corporation  www.peddinghaus.com 

Plastipak Packaging, Inc.  www.plastipak.com 

Texas Instruments   www.ti.com

Altria Group, Inc.   www.altria.com/Careers/Pages/default.aspx

Apex Tool Group   www.apextoolgroup.com 

ArcelorMittal USA   www.arcelormittal.com 

Archer-Daniels-Midland Company  www.adm.com 

Argos Ready Mix   www.southernstarconcrete.com 

Armstrong World Industries, Inc.  www.armstrong.com 

Cargill    www.cargill.com/careers/ 

Coca-Cola    www.enjoycareers.com/en/   

Crown Holdings, Inc.   www.crowncork.com 

Dairy Farmers of America, Inc.  www.dfamilk.com/ 

Dean Foods Company   www.deanfoods.com 

Emerson Electric   www.emerson.com 

Fontanini    www.fontanini.com 

Georgia-Pacific, LLC   www.gp.com 

Goodyear Tire   www.goodyear.com/careers/lot/diversity.html 

Hampton Affiliates   www.hamptonaffiliates.com/ 

Ifone Inc.    www.ifoneinc.com 

Jantech Services   www.jantechups.com/ 

Johnson Controls Inc.   www.johnsoncontrols.com/careers/career-opportunities 

KAO Brands Co.   www.kaobrands.com 

Kellogg Company   www.kelloggcompany.com 

Kimberly-Clark Worldwide, Inc.  www.careersatkc.com 

Laser Shot Inc.   www.lasershot.com/career-opportunities 

Mettler-Toledo International, Inc.   www.mt.com 

Michelman, Inc.   www.michelman.com 

Nestle Purina   www.purina.com 

Nestle USA   www.nestleusa.com 

Nestle Waters   www.nestle-waters.com/jobs 

Parker-Hannifin Corporation  www.parker.com/ 

PepsiCo    www.pepsicojobs.com/veteran-recruiting 

Smithfield Foods, Inc.   www.smithfieldfoods.com 

Standard Textile Co., Inc.  www.standardtextile.com 

Sysco Corporation   http://sysco-veterans.jobs/ 

Tenaris    www.tenaris.com 

The Mosaic Company   www.mosaicco.com 

The Wornick Company   http://military.wornick.com/

Thermo Fisher Scientific  www.thermofisher.com 

TMK IPSCO   https://tmk-ipsco.tmk-group.com 

Toyota Motor Engineering & Manufacturing www.toyota.com/usa/careers/index.html    

UTC Building & Industrial Systems  www.bis.utc.com/ 

Zumar Industries, Inc.   www.zumar.com/ 

https://board.recruitmilitary.com/sign_up
http://jobs.GiantEagle.com
http://careers.enterpriseproducts.com/
 https://recruitmilitary.com/resources/search-employ
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Bring your talent and passion to a global 
organization at the forefront of business, 
technology and innovation. Collaborate 
with diverse, talented colleagues and 
leaders who support your success. Help 
transform organizations and communities 
around the world. Sharpen your skills 
through industry-leading training 
and development, as you build an 
extraordinary career.

Accenture is hiring 5,000 US veterans and 
military spouses by 2020. Join Accenture 
and discover how great you can be.

Visit accenture.com/military

Copyright © 2015 Accenture. All rights reserved.

I ENCOURAGE JOB SEEKERS to use this guide to learn about job opportunities 
in manufacturing. All of the URL’s listed are live links in the digital replica of Search & 
Employ®, which is accessible from https://recruitmilitary.com/resources/search-employ.

}  INDUSTRY ASSOCIATION
The National Association of Manufacturers has a wealth of information at its site, www.

nam.org. For information on job openings, you can access thousands of company web-
sites via a list of more than 225 industry associations that are in the NAM’s Council of 
Manufacturing Associations. Most of the industry associations’ sites contain links to the 
individual manufacturing companies, and most of the company websites contain “jobs” or 
“careers” pages. 

To access the list of associations, start at www.nam.org, then navigate: Alliances  >  
Council of Manufacturing Associations  >  Member Organizations.   

}  EMPLOYMENT / OUTPUT TABLE
The Bureau of Labor Statistics (BLS), a part of the United States Department of Labor, has published projections on 

employment and output for the Manufacturing sector of the economy for the years from 2014 through 2024; visit www.
bls.gov/emp/ep_table_207.htm. 

}  INDUSTRY SUBSECTORS
The Manufacturing sector includes 21 subsectors: and, on an “Industries at a Glance” page for each subsector, the 

BLS describes the nature of the subsector; provides  workforce statistics – employment and layoffs, extended mass 
layoffs, employment by occupation, projections, earnings, and earnings by occupation – presents data on work-related 
fatalities, injuries, and illnesses; provides industry-specific pricing information; and discusses workplace trends in terms 
of numbers of establishments and productivity. The subsectors and the URL’s of their pages are:

1.   Food Manufacturing    www.bls.gov/iag/tgs/iag311.htm 
2.   Beverage and Tobacco Product Manufacturing  www.bls.gov/iag/tgs/iag312.htm  
3.   Textile Mills     www.bls.gov/iag/tgs/iag313.htm 
4.   Textile Product Mills    www.bls.gov/iag/tgs/iag314.htm 
5.   Apparel Manufacturing    www.bls.gov/iag/tgs/iag315.htm 
6.   Leather and Allied Product Manufacturing   www.bls.gov/iag/tgs/iag316.htm 
7.   Wood Product Manufacturing      www.bls.gov/iag/tgs/iag321.htm 
8.   Paper Manufacturing    www.bls.gov/iag/tgs/iag322.htm 
9.   Printing and Related Support Activities   www.bls.gov/iag/tgs/iag323.htm 
10. Petroleum and Coal Products Manufacturing   www.bls.gov/iag/tgs/iag324.htm 
11. Chemical Manufacturing    www.bls.gov/iag/tgs/iag325.htm 
12. Plastics and Rubber Products Manufacturing  www.bls.gov/iag/tgs/iag326.htm 
13. Nonmetallic Mineral Product Manufacturing   www.bls.gov/iag/tgs/iag327.htm 
14. Primary Metal Manufacturing    www.bls.gov/iag/tgs/iag331.htm 
15. Fabricated Metal Product Manufacturing   www.bls.gov/iag/tgs/iag332.htm 
16. Machinery Manufacturing    www.bls.gov/iag/tgs/iag333.htm 
17. Computer and Electronic Product Manufacturing  www.bls.gov/iag/tgs/iag334.htm 
18. Electrical Equipment, Appliance, and Component Manufacturing www.bls.gov/iag/tgs/iag335.htm 
19. Transportation Equipment Manufacturing   www.bls.gov/iag/tgs/iag336.htm 
20. Furniture and Related Product Manufacturing  www.bls.gov/iag/tgs/iag337.htm 
21. Miscellaneous Manufacturing    www.bls.gov/iag/tgs/iag339.htm 

}  PRODUCTION OCCUPATIONS
Another BLS publication, the Occupational Outlook Handbook has chapters on production occupations, including assem-

blers and fabricators; bakers; butchers; dental and ophthalmic laboratory technicians and medical appliance technicians; 
food and tobacco processing workers; jewelers and precious stone and metal workers; machinists and tool and die makers; 
metal and plastic machine workers; painting and coating workers; quality control inspectors; welders, cutters, solderers, and 
brazers; and woodworkers. Each chapter covers the nature of the work, work environment, how to qualify for the occupation, 
pay, job outlook, and similar occupations. The chapters are accessible from www.bls.gov/ooh/production/home.htm.     

}  MAGAZINE RACK
To learn about the issues, the major players, and the general buzz in manufacturing, I suggest that you read magazines 

and view media websites on the subject. Most of the magazines listed below are available both in print and online.
Publication / Site  Publisher   Link
Assembly   BNP Media   www.assemblymag.com
Automation World  PMMI Media Group  www.automationworld.com
Automotive Industries  Automotive Industries Ltd. www.ai-online.com
Beverage Industry  BNP Media   www.bevindustry.com
Chemical Processing  Putman Media, Inc.  www.chemicalprocessing.com
Control   Putman Media, Inc.  www.controlglobal.com 
FDMC   CCI Media LLC  www.fdmcdigital.com 
Flow Control  Grand View Media Group  www.flowcontrolnetwork.com 
Food Manufacturing  Advantage Business Media www.foodmanufacturing.com 
Food Processing  Putman Media, Inc.  www.foodprocessing.com
Forging   Penton   http://forgingmagazine.com 
Foundry Management & Technology Penton   http://foundrymag.com 
Hydrocarbon Processing Gulf Publishing Company www.hydrocarbonprocessing.com 
Industrial Heating  BNP Media   www.industrialheating.com 
Industry Week  Penton   www.industryweek.com 
Manufacturing Business Technology  Advantage Business Media www.mbtmag.com 
Manufacturing Engineering Advanced Manufacturing Media www.sme.org/manufacturingengineering 
Manufacturing Today  Phoenix Media Corporation www.manufacturing-today.com
MetalForming Magazine Precision Metalforming Association www.metalformingmagazine.com 
Packaging Digest  UBM Canon   www.packagingdigest.com 
Paper, Film & Foil Converter YTC Media Inc.  www.pffc-online.com  
PaperAge   O’Brien Publications, Inc.  www.paperage.com 
Petfood Industry  WATT Global Media  www.petfoodindustry.com
Pharmaceutical Manufacturing Putman Media, Inc.  www.pharmamanufacturing.com
Plastics News  Crain Communications, Inc. www.plasticsnews.com 
Printing Impressions  NAPCO Media  www.piworld.com 
Processing   Grand View Media Group  www.processingmagazine.com 
Quality Magazine  BNP Media   www.qualitymag.com
Reliable Plant  Noria Corporation  www.reliableplant.com
Textile World  Textile Industries Media Group, LLC www.textileworld.com
Welding Design & Fabrication Penton   http://weldingdesign.com 

Jasen Williams is vice president of agency relations at RecruitMilitary and a veteran of the United States Marine Corps.

by JASEN WILLIAMS
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SEARCH & EMPLOY® ADVERTISERS INDEX

Osmose professionals inspect, maintain and  
rehabilitate aging utility infrastructure  
across the country.  We’re seeking  
mission-focused individuals with  
strong leadership skills to enter  
our Foreman Training Program.

  • Paid Training
  • Competetive wages + 
    performance bonuses
  • Company truck
  • Excellent benefits
  • Opportunities for advancement

Learn more about Osmose at: 
www.osmosehiring.com/veterans
EOE M/F/D/V

operation opportunity
Career Opportunities in Utility Maintenance

Osmose Foremen Receive:

Teamwork, loyalty and adaptability are all qualities 
valued in the PwC professional; they are also 
ingrained in those who have served in the military. 
This is one of the reasons why veterans and active 
service members are a good fit for our culture.

To explore opportunities at PwC, please visit  
pwc.com/militarycareers

© 2016 PricewaterhouseCoopers LLP, a Delaware limited liability partnership.  
All rights reserved. We are proud to be an Affirmative Action and Equal Opportunity Employer.

Leaders 
serve here
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 Academy of Art University www.academyart.edu   14

Accenture http://accenture.com/military  51

Air Liquide www.us.airliquide.com/en/careers.html  48

Amplifon, Inc. www.miracle-ear.com/careers/  19

Bartlett Tree Experts https://www.bartlett.com/careers  47

Capital One http://capitalonecareers.com/military/  40

CDA Technical Institute www.cda.edu   24

Combined Insurance https://www.combinedinsurance.com/  12 - 13
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Seagate Technology www.seagate.com/jobs/   41

Sears Holdings Corporation http://searsholdings.com/shsmilitary  Inside Back Cover

Spectra Energy http://spectraenergy.com/careers  37

Starbucks  www.starbucks.com/careers/veterans  26 - 27

Strategic Systems Programs www.ssp.navy.mil   21

Strayer University, Inc. www.strayer.edu/admissions/military  7

SunTrust Bank https://jobs.suntrust.com/content/military/ 20

Texas Instruments http://careers.ti.com   24

The Art Institutes www.artinstitutes.edu/admissions/  8 - 9
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Touro College www.touro.edu/veterans   34

TravelCenters of America / Petro Stopping Centers www.ta-petro.com   49

USAA http://usaa.com/recruitmilitary  31, Outside Back Cover

Veteran Franchise Centers www.veteranfranchisecenters.com  35

Vinnell Arabia www.vinnellarabia.com/   45

Walgreens www.walgreens.jobs   15

Wells Fargo www.wellsfargo.com/career   39

West Virginia Army National Guard www.wv.ngb.army.mil/contact.aspx  34
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Join the Sears Appliance Experts.

Challenging. Rewarding. Opportunity.
We’re seeking dedicated team players who are able 
to ensure fast, flexible and expert service to every 
customer via excellent time management and technical 
skills.  We provide competitive pay and ongoing 
training in a collaborative and team-oriented setting. 

As a Sears Home Services Appliance Repair Technician, 
you will enjoy working independently as a representative 
of a leading retailer providing in-home repair services 
for heating and cooling systems, lawn and garden 
equipment or kitchen and laundry appliances.

Apply today and transition from  
Distinguished Service... to a Distinguished Company.

searsholdings.com/shsmilitary

We’re hiring veterans.
Our Benefits Program

Your general well-being, in and 
out of the office, is important 
to us. This is why we provide a 
variety of thoughtful benefits 
for our associates, including:

• Medical Plan

•  Health Care Flexible  
Spending Account

• Dental Plan

• Work & Family Benefits

• Retirement/Financial Benefits

• Paid Time Off

• Unpaid Time Off

• Disability & Survivor Benefits 

•  Military Pay Differential &  
Benefits Continuation

Sears Holdings 
Corporation employs 
30,000+ veterans. 

®

http://searsholdings.com/shsmilitary


http://usaa.com/recruitmilitary

