B.  The NURSE Market Segment

1. Introduction.  

This segment of the Play Book is an attempt to demystify the nursing student and the Army Nurse Corps, and to provide a reference for the development of a quality Army ROTC Nurse Program on your campus.  To be successful in recruiting and retaining nursing students, you need a working knowledge of specific nursing issues and must be able to view ROTC in the nursing student's perspective.  There are no unique characteristics that make nursing majors stand out among the multitude of students on your campus.  They are the same as any other college student experiencing the college environment.  So to begin to target your recruitment efforts, you will need to have a better knowledge of your intended prospects in those areas that are not obvious.

There is no simple description of a "nurse" in today's society.  Presently, it seems anyone working in the healthcare field, especially if female, are labeled as a nurse.  The familiar role of a nurse ministering to a patient's basic needs is envisioned when talking about healthcare providers.  The professional Registered Nurse goes far beyond that role by possessing highly developed critical thinking skills and brings to their position a well-rounded understanding of the risks and benefits of every health care decision.  

For purposes of entry into the Army Nurse Corps, we are looking at Bachelor of Science degree in Nursing (BSN) graduates.  Students can enter the bachelor's program either progressing from high school or after previously attending technical or junior colleges. Because of the many levels of entry, active recruitment must involve all academic classes up to and including the first semester of the junior year.  The BSN program provides the groundwork for obtaining a college degree and becoming a Registered Nurse.  Differing from the more technical oriented associate degree program, the BSN educational experience prepares students to develop the ability to think critically and apply knowledge skillfully in the care of individuals, families and communities.  

A nursing program can be either progressive, where a student is admitted to the School of Nursing (SON) as a freshman, or competitive, when students must apply to the SON as sophomores and only the top students enter the "upper division" nursing courses their junior year.  In both programs, academic course work during the first two years develops a firm foundation for students. Basic sciences like Anatomy, Physiology, Microbiology, Chemistry, the behavioral and social sciences, and arts and humanities are usually taken to prepare the student for the specific nursing courses the following two years.  The nursing education in the junior/senior years blends theory and practical application in subjects such as basic nursing concepts, adult health, pharmacology, women's health and pediatrics, research methods and nursing leadership.  Graduates are eligible to take the RN licensure exam and, once passed, can practice the profession of nursing in hospitals, schools and military settings.  

(For more information on this topic, see the Nurse Newsletter: What kind of "Nurse" do we look for?)

Over the years nursing students have been portrayed as being so unique that they would not effectively fit into the ROTC program.  Nursing, like many other academic majors found on campus, has particular requirements unique to that major.  That fact does not mean that the students cannot participate in ROTC activities.  To better understand how to effectively relate to nursing students it is important to understand some of their attributes.

The majority of nursing students entering a program selected nursing as their future profession while in high school.  As they seek out a professional education that will make them independent economically from their past, their goal while establishing financial stability is to perform a role that makes them feel that they are contributing to the betterment of a person or group.  Your program should promote a way to provide a sense of uniqueness, a way to differentiate themselves from others in their class.  

Another area of consideration is that approximately 85 percent of nursing students on campus are female.  Within ROTC, the average population by gender is 70 percent female and 30 percent male.  Because of the dedication of a female nursing student to the nurturing aspects of the profession and desire to make a difference in their chosen field, a greater emphasis on the profession of nursing as their main goal needs to be promoted.  Equally important to the students is the ability to practice the science of nursing in an established, quality organization such as the Army Nurse Corps.  Your prospective students have already selected nursing as their life time goal, your recruiting theme should develop upon this dedication and incorporate how Army ROTC is the best means possible of meeting their goal of practicing nursing in the Army Nurse Corps. 

(See: Changing Our Recruiting Theme)

How do you know that the student talking with you has the academic abilities and dedication to succeed in the nursing program?  A big hurdle facing all college students is the ability to adjust to the college academic environment.  One challenge to nursing students is the high number of pre-nursing science courses required during their first two years of college.  These foundation courses are important building blocks for their nursing courses.  A low GPA (2.8 or lower) in the pre-nursing course work suggests difficult times ahead.  During the interview process, pay close attention to their dedication to the nursing profession and their desire to practice nursing within the Army.  Unrealistic expectations may lead to disenrollment because of a "lack of interest" later on.  

(See: Indicators for Success for a comprehensive listing of indicators to predict the success of a prospect interested in ROTC) 

Your successful recruitment of quality students is largely due to your preparation and actions, but it is also very dependent on the dedicated team that assists you.  Along with your fellow ROTC cadre and school support personnel, the SON faculty, academic advisors and Dean/Director are your best resources to assist in student recruitment and retention.  Early on as you plan your strategy, make appointments with SON academic advisors, enrollment directors and the Dean or Director of the nursing program.  The key is to make you as knowledgeable about their program, and at the same time, become well known to the SON to be looked at as an asset for the students, not a hindrance.

Through presenting your program to the SON influencers, you have an excellent opportunity to gain quality allies.  School of nursing faculty are interested in their students excelling academically, passing the NCLEX-RN exam, and obtaining a quality position in a well known hospital or organization where they can put their nursing knowledge to practice, thus reflecting favorably on their school.  If you, or what you represent, are perceived as interfering with any of their established outcomes for their students, you will not gain the required support, and soon become an unwelcome guest within the school.  Develop for the SON influencers a unique information packet covering your campus ROTC program, latest scholarship offerings, opportunities in Army ROTC and Army nursing, and most importantly, a one-page summary of your ROTC program with available incentives.  Ensure that you make frequent visits to the SON so that all faculty members know you and have copies of your information packets.  During your visits, stress how Army ROTC and the Army Nurse Corps can greatly benefit their students and how the ROTC leadership and management training will set their students far ahead of their peers.  

(See:  Opening Your School of Nursing Door) 

Lastly, enlist the services of your nurse team.  You are not alone in the planning and development of your quality program.  Involve your Brigade Nurse Counselor in helping you become established within the SON.  Your team members; Brigade Nurse Counselor, Region Chief Nurse and Cadet Command Chief Nurse are more than willing to represent the profession of nursing and be your subject matter expert for specific questions asked by the SON.  The nurse team can assist you in assessing your program, offer suggestions on how to improve your relationship with the SON, expand your marketing and recruiting plan, and help with putting together a package for your SON explaining benefits of the Army ROTC program and the Army Nurse Corps.

The majority of your efforts center on persuading nursing students to practice the science of nursing within the Army setting.  Stress opportunities in leadership and management, continuing education, specialty course guarantees, and professional adventure.  Don't hesitate to accent advancements in Army nursing as compared to their peers who will practice within the civilian market.  Accentuate the leadership and clinical skills gained through attending the Army ROTC Nurse Summer Training Program.  Using the ideas and resources found within this Play Book, you will open doors not just with the school of nursing, but all across your campus. 

(See:  Four Years after Graduation; NSTP - Nurse Summer Training Program; The Many Positions and Opportunities Available in Army Nursing)

B.  The NURSE Market Segment, 2.  Working Matrix
	NURSE MATRIX
	
	PREPARE FOR CONTACT
	CONTACT PROSPECT
	ASSESS, PRE-QUAL, ESTABLISH RAPPORT
	SALES PRESENTATION
	FOLLOW-UP
	CLOSE THE DEAL, RECEIVE INTO THE BN
	RETAIN

	
	DESIRED END STATE
	Recruiter prepared for nurse conversations (“nurse language” aptitude of 1)
	Student agrees to meet with recruiter
	Rctr det’ms needs, objections/barriers, information needs, interests, and how to best sell ROTC; IDENTIFY INFLUENCERS, COMPLETE 155R
	Rctr overcomes barriers, fills information gaps and raises interest to the point the student seriously considers enrollment
	Student given materials for in-depth review, can understand enough to make decision to enroll
	Student enrolls and/or contracts COMPLETE 139R, ETC..
	

	
	TOOLS
	Prepare Direct Mail (SMART Book); Pre-Call Plan (PSS); NURSE Product, Prospect Knowledge (TTPs)
	Direct Mail

e-Card

Personal Visit

Telephone Call
	Prospect Management system (automated), TTPs, Market Research and Analysis
	CD for Recruiters;

Compilation Tape; RPIs; Incentives; PSS Workbook

Nurse Video(s), 

Nurse RPIs
	CD for Prospects; RPIs; Incentives; mementos like Lab Value cards, penlights
	Officer’s Guide or other contracting memento; Parents’ Guide to Officership (new)
	Officer’s Guide, Other items; Mentorship connection (ANC)

	
	CONSIDERATIONS
	Best Practice “hooks” include independence, career progress, parity with doctors, responsibility, making a diff
	Nursing student -specific issues – environment is school of nursing; not campus; need critical-thinking, risk analysis
	Army Nurse Corps officers often have more opportunities for progression and development across skill areas
	Nurse incentives include: earlier book allowance; liability insurance; shots; one-time payment for uniforms and supplies; (cont.)
	clinical nursing fees; NCLEX-RN review course; testing fee, license app; benefits for summer courses
	GPA of 2.8 or higher in pre-nurse course work may predict success
	Nurse cadets recognize they are different, reinforce TWO chosen career fields

	
	ACTIONS
	Review market: nurse enroll rqmts, degree completion, etc;
	
	Nursing bkgd chk: CC 192-1-R, previously licensed nurses clear of adverse actions or practice restrictions
	“NCLEX-RN pass rates for ROTC graduates at 91% exceeds the national average pass rate of 85%”
	RM coordination
	Coordinate w/ RM for all additional incentives
	Trips to MTFs, coordination w/ NSTP precepts (NSTP is great retention tool); watch course load in Jr year


B.  The NURSE Market Segment (cont.)

2.  Extended Nurse Matrix

Use the following information to help fill in the working matrix where you need additional insight.  Consult the references cited for in-depth discussion on each topic.

Prepare for Contact

Desired End State:  Recruiter has identified market, prospect qualifications, program requirements, location of school of nursing (SON) and key influencers within SON.   Identified SON student population.

Tools: Class rosters with e-mail addresses, university catalog with course descriptions, SON faculty roster, copy of ROO Nursing Reference guide

Considerations:  

· if Air Force or Navy on campus, know their "best nurse offer"

· understand academic requirements

· be familiar with SON enrollment criteria (See: What are the unique aspects of a   Nursing Education that affects ROTC?)

· potential market: 4-year students (high school), 3-year on-campus, 2-year from community college, AND, Diploma programs

· become friendly with SON academic advisors, enrollment directors, Director or Dean of program (See: Opening Your School of Nursing Door)

· frequent visits to SON to establish rapport

· obtain class rosters of enrolled students, class lists, room locations, e-mail addresses (See: Changing our Recruiting Theme - a new direction)

· have on hand a wide variety of local and published handouts (See: Marketing and Tools Available)

· at some schools, freshman nursing students are as unambiguous as any other freshman.  They are involved in prerequisite coursework and do not visit the school of nursing regularly; they may not be an easily identifiable group.

Actions:

· involve Cadet Command Nurse Team (Bde Nurse Counselor, Region Chief Nurse, CC Chief Nurse) in helping to develop recruitment program 

· visit SON frequently,  meet different faculty and admin personnel

· obtain upper division selection list in spring of sophomore year

· provide concise, informative handouts

· know class schedules to identify where freshman students congregate for pre-nursing science courses


(See: What Kind of a "Nurse" do we Look For?)
Contact Prospect

Desired End State: Student responds to initial contact and provides recruiter an assessment opportunity to talk about Army ROTC and Army nursing

Tools:  Direct mail, e-card, personal contact, telephonic contact

Considerations:  

· more responsive to visual representation of chosen career, able to identify with images depicting nursing

· information projecting caring attitude and human kindness

· accentuate helping, nurturing aspect of nursing

· use pictures of maternal-child settings in handouts, displays

· propensity to stay within local area to live and seek employment

· accentuate ability to live "normal" family life while in Army

· relate to historical depiction of past "healers" in nurse role

Actions:

- promote caring/nurturing aspect of nursing in pictures, print images

- include historical accounts of Army nurses in SE Asia, Korea, WW II caring for injured soldiers  (See: Changing our Recruiting Theme - a new direction)
Assess Prospect

Desired End State:  Recruiter better understands how to accommodate nursing student in their ROTC program.  Identifies interests and concerns of individual student and how best to integrate ROTC into their nursing classes

Tools:  Local and national market research and analysis, information for other nurse cadets and nursing students, information from SON faculty and advisors, recruiting packets from local hospital Human Resources 

Considerations:  

· most females select nursing as a career early in high school

· selling nursing profession without dedication = loss of interest disenrollment  (See: Changing our Recruiting Theme - a new direction)
· whereas a typical freshman may entertain ROTC as a career option, a nursing student already has a chosen career field

· academic excellence and degree attainment (See: Indicators for Success)

· concerned about fitting ROTC into academic schedule

· poor understanding of nurse/officer concept or role

· difficult relating their caring/nurturing beliefs into an Army environment

· relevance of Army training to nursing profession questioned

· can they maintain high academic standing while participating in ROTC

· conflict of nursing clinicals and ROTC labs (See: What are the unique Aspects of a Nursing Education that Affects ROTC?)
· incentives and offers from local hospitals 

· a typical freshman may want information about the Army as a profession, while a freshman nursing student will want to know about careers and opportunities for nurses in the Army  (See: Reason to become an Army  Nurse)

· a typical college junior may be considering career options within his or her major, a nursing student is considering specialization areas within nursing (See: The Many Positions and Opportunities Available in Army Nursing)

· nursing students are described as being generally one phase line ahead of most students in regards to their career considerations

Actions:  

· determine major concerns/misinformation concerning ROTC

· identify roles and responsibilities of an ANC officer, get help from CC nurse team  (See: The Many Positions and Opportunities Available in Army Nursing)

· coordinate ROTC requirements to academic year and clinical requirements (See: What are the unique Aspects of a Nursing Education that Affects ROTC?)
· promote academic excellence in all discussions (See: Indicators for  Success)

· emphasize how ROTC leadership training accentuates nursing abilities

· be familiar with incentives/programs local hospitals are offering

Inform and Sell

Desired End State:  Student prospect voices understanding of basic ROTC and Officership concepts.  Able to relate academic and career goals to ROTC benefits. Recruiter effectively presents a program that successfully integrates nursing students into the ROTC program.  Offered incentives meet the students needs.

Tools:  ROTC Nurse CD-ROM, AMEDD CD-ROMs showing military treatment facilities, training opportunities

Considerations:  

· two major concerns: tuition assistance and time to participate in ROTC

· would consider other offers for financial benefit and enhancing career (See: Four Years after Graduation - A Comparison of Civilian vs. Military Nursing)

· looking for unique opportunities to practice profession but would consider staying close to home choice first 

· want experiences that will make them a better nurse

Actions:  

· promote Army Nurse Corps as the mechanism to obtain a wealth of clinical experiences in many unique environments (AMEDD CD-ROM videos, ROTC CD-ROM  Nurse Testimonials) 

· stress the many incentives and financial assistance offered by ROTC to support their academic and professional goals 

· use the CC nurse team to assist with developing serious selling points (See: Main Selling Points and Reasons to Become an Army Nurse)
Inform

Desired End State:  Student is provided take home materials that cove both aspects,  Army ROTC and the army Nurse Corps.  Contact material enables student to rationalize that ROTC leadership training is a positive asset to professional career.  Materials represent student's desired vision of what they want from ROTC and Army nursing experience. Motivates student to look at Army ROTC as a way to become an Army Nurse officer; begins enrollment process.

Tools:  Compilation of handouts, ROTC and USAREC CD-ROMs, and list of incentives 

Considerations:  

· looking for materials with photos representing ROTC and Army Nurse activities. (USAREC AMEDD CD-ROMs) 

· materials emphasize how ROTC will enhance career potential

· materials include testimonials from SON faculty to support positive 

· relationship between SON and ROTC (ROTC CD-ROM Nurse testimonials)
· wants information found within materials to assist them in developing clearer career pathway; helps define their future  (See: Four Years after Graduation)
Actions:  

- materials include point of contact of CC nurse team; students encouraged 

to contact them for specific nursing answers

· produce engaging local materials to encourage students to review them once leaving recruiter's office  (See: Main Selling Points, Reasons to Become an Army Nurse, and The Many Positions and Opportunities Available in Army Nursing)
Close the Deal

Desired End State: Student enrolls and/or contracts

Tools: Compilation of handouts, ROTC and USAREC CD-ROMs, and list of incentives, Offer personal answers to questions from member of nurse team

Considerations:  

- considers this an important milestone in career choice


- receptive to receiving a keepsake at signing


- wants to feel welcome in organization


- requests realistic answers to questions concerning nursing career


- wants life changing answers guaranteed by authority figure

Actions: 

- provide special item to commemorate enrollment/contracting


- signing ceremony in conjunction with MS lab for recognition


- contact nurse team if student has question unknown by recruiter


(See: The Many Positions and Opportunities Available in Army Nursing)
Retention in Program

Desired End State:  Cadet retained in the program, commissioned as an ANC officer

Tools:  Nurse Counselor counseling sessions; CD-ROM showing benefits of AMEDD, 

           video tours of treatment facilities, OBC, available training opportunities; close 

  
 working relationship with school of nursing faculty

Considerations:  

· clinical requirements may begin as early as sophomore year  (See: What are the Unique Aspects of a Nursing Education that Affects ROTC?)
· academic achievement is top priority in meeting career goals 

· faced with critical decision for time management, ROTC will be dropped in favor of maintaining academic success in nursing program

· clinical hospital experience requirements demand significant time and their scheduling can be inflexible when coming up against ROTC requirements  

· nursing students must spend significant time arranging for and commuting to their clinical assignments 

· the Nurse Summer Training Program may be a potential solution for obtaining clinical credit, provided that the college or university awards academic credit for these clinical experiences

· junior nursing students are already considering a specialization area within nursing  (See: The Many Positions and Opportunities Available in Army Nursing)
Actions:


· involve nurse team early in answering cadet questions concerning future in Army Nurse Corps

· work closely with faculty to reduce conflict with hospital clinical experiences

· work with entire ROTC cadre to develop acceptable allowances for completion of course requirements by nurse cadets 

· support desire of junior/senior nurse cadets to plan future by setting up medical treatment facility tours and panel discussions with Army Nurse officers 

· support ROTC-sponsored nurse groups/clubs/study groups to help market Army ROTC throughout the school of nursing community (See: Best Practices) 

· use CD-ROM set of AMEDD programs, educational opportunities, virtual treatment facility tours, Officer Basic Course introduction and benefits of being an active duty officer (See: Reason to Become an Army Nurse)

B. The NURSE Market Segment (cont.)

3. Marketing and Tools Available

Marketing the Army ROTC nurse program on your campus begins with understanding the school environment and student population.  To define your target population, you need to be aware of the academic requirements and enrollment criteria for your school of nursing.  Do your homework to identify your potential customers, which may include high school graduates, on-campus freshman/sophomores, Registered Nurses with Associates degree or Diplomas, and local community colleges with a BSN matriculation contract with your university.

Next, become familiar with the nursing students' course schedule and class locations so you will know where nursing students concentrate.  During visits to the school of nursing, pay attention to display areas for future positioning of ROTC posters; identify competitors' displays; and take note of areas frequently visited by students.  Consider the following factors when planning the campaign for Army ROTC nursing:

- Sharing information and marketing the nurse program does not mean dropping off handouts on a table and running - personal recruiting is KEY.  Become actively involved to ensure that your marketing campaign is both informative and impressive.  Posters and information should be prominently displayed on multiple school of nursing boards AND within areas where freshman and sophomore pre-nursing students take key science courses like Anatomy  & Physiology, Chemistry, and Microbiology.

Remember, during the freshman year, nursing students may be as ambiguous as any other freshman. They are involved in prerequisite coursework, and may not frequently visit the school of nursing and are not an easily identifiable group. 

- Ensure that informational handouts are close to the poster displays.  Make sure your name, number, location and other contact information can be easily found.

- Position flyers and posters in school of nursing break rooms and other areas where nursing students pass by and congregate.  Visit these areas at least every two weeks to restock, update and just to be seen.  Take responsibility for presenting a quality product.  The condition of your display reflects on your product.  If it appears abandoned, what does that say about the way look after your cadets?

- Set up information stations in the foyer where all the freshman and sophomore students pass by on their way to pre-nursing science classes. 

- Position yourself to will meet the nursing students.  Be in the areas at the times nursing students concentrate, i.e., before and after Anatomy & Physiology classes.

- Plan to be present at your information stations.  Human beings are much more interactive compared to posters and handouts.

Available Marketing Items:


- Army ROTC CD-ROM "Army ROTC = Officer"

Includes Army ROTC Intro video, explanation of the program and a nurse video, including testimonials, produced during the Nurse Summer Training Program at Walter Reed Army Medical Center.


- Nurse E-Card
Comprehensive introduction to nursing program along with video testimonials to introduce prospects to Army ROTC nurse program and invite them to obtain more information through the ROTC web site or personal contact. 


- Nurse Recruiting RPI
A 2002 interim publication highlighting five different ethnic diversities.  Provides the prospect with a general overview of the program's opportunities, incentives, and introduction to being a commissioned officer in the Army Nurse Corps.  Includes testimonials from Dean, School of Nursing, active duty Army Nurse Captain and a cadet majoring in nursing. 


- Lab Value Reference cards
A clinical pocket reference that includes normal laboratory values, formulas, test descriptions and assessment criteria for patient conditions.  


- USAREC RPI 518  Army Nurse Corps Brochure
Most informative USAREC RPI. Includes information on entry requirements, educational and advancement opportunities, and specialty training for active duty enrollment.  Also provides a comprehensive discussion on Army Reserve opportunities.  Includes two-page layout on Army ROTC and ROTC scholarship opportunities.  Good overall reference for learning about Army Nurse Corps and available options.


- USAREC RPI 529  Active Duty Army Nurse Corps Pamphlet
Concise reference identifying advantages of Army Nurse Corps, partial listing of specialized training available and a listing of benefits. Excellent companion to ROTC RPI - presents advantages and challenges of being an army nurse.


- USAREC RPI 558  Active Duty/Army Reserve Nurse Corps 

Brief introduction to Active Duty/Army Reserve eligibility; has slot for inserts for targeted groups: critical care, anesthesia, med-surg, operating room nursing. 


- USAREC CD-ROM Set Version 4.0

Seven CD set of videos covering aspects of AMEDD recruiting, training opportunities, tours of major medical treatment facilities, benefits, Officer Basic Course description and medical deployment highlights.  Current set has the AMEDD crest (“To Conserve Fighting Strength”) printed on the CD.

Specific segments to use include:

Features #1 – Active Duty OBC, Medical, Dental, Veterinary and Medic’s Prayer
Features #2 – Airborne, Air Assault, JTF B, Ranger and Special Forces

Benefits – TriCare and Dental Plan

Locations # 1 – Alaska, Tripler (HI), Korea, Madigan - Lewis, Europe

Locations # 2 – Beaumont – Bliss, Brooke - Fort Sam Houston, Carson, Hood, 

Leonard Wood, Polk, Riley, Sill

Locations # 3 – Bragg, Drum, Eustis, Knox, Walter Reed

Locations # 4 – Benning, Campbell, Gordon, Rucker, Stewart

B.  The NURSE Market Segment (cont.)

4. Primary Selling Points – Nurse   

(See also the basic features and benefits of Army ROTC and service as an Army officer in Appendix D of the TTPs.)

· Army ROTC focus on Leadership training

· Army ROTC's ability to develop leadership traits that can be used throughout career and life

· Financial incentives including scholarships and reimbursement of fees

· School incentives for ROTC cadets such as room and board, reduced tuition 

· Army focus on physical and mental fitness; setting standard for life

· Nurse Summer Training Program - greatest retention tool

· Duty, Honor, Country

· Educational opportunities on active duty; Master's Degree

· Guaranteed specialty course within first two years of active duty service 

· Active duty pay and allowances; active duty benefits package 

· Career progression within nursing profession; potential to rise to head nurse position in four years

· Job diversity and ability to move around without loss of seniority

· Travel opportunities on active duty; assignments around the world

· Unconventional training opportunities: Airborne, Air Assault, Combat Casualty Care course, Bio/Chem Casualty course

· 30 days paid vacation per year

· Experience is excellent résumé builder if leaving active duty after four years 

B.  The NURSE Market Segment (cont.) 

5. Top Perceived Obstacles or Barriers to Closing the Deal   See also the common concerns and ways to overcome them at Appendix C of the TTPs.

· Joining the Army means being a private - enlisted stereotype – Overcome this misperception with information on officership – show OBC video clip on CD (AMEDD - Features #1) as proof

· "MASH" stereotype of providing health care – Overcome this misperception with information on modern Army medical facilities – show major medical centers on CD (AMEDD – Locations #1 - #4) as proof

6. Reasons to become an Army Nurse  See also the information on needs-based professional selling skills in the TTPs and the workbook from Achieve Global – most of the “reasons” listed here answer a particular need for a student, e.g. the need/want/desire for continued education is met by service as an Army nurse.
· Opportunity to take care of soldiers and their families – sense of “serving a community” but a unique community 

· Opportunity to improve natural leadership abilities and develop confidence to manage crisis situations

· Advanced Education Opportunities (Master's and PhD graduate programs)

· Specialty Training (Critical Care, Emergency, OB/Gyn, Operating Room, Psychiatric)

· Assignment opportunities in various specialty and supervisory areas (clinics, wards)

· Regular promotions with pay increases (36% increase within the first 4 years)

· Increased leadership responsibilities with every promotion

· Opportunity to work in both inpatient facilities and "field environments"

· Free Continuing Education courses provided through Army Nursing Education Department

· Free certification training through nursing education (BLS, ACLS, PALS, TNCC, etc.)

· Travel opportunities available with every assignment (Germany, Italy, Korea, Japan)

· Advanced Nurse Leadership Courses (Head Nurse Leadership Course)

· Service as a member of the "Army family" including camaraderie and esprit

· Unique nursing opportunities such as Nurse Recruiter, White House nurse, Company Commander, Forward Surgical team member, Forces Command nurse, Parachute and Helicopter transport training

· Ability to work in a new environment - chance for a new assignment every three to four years based on specialty and rotation cycle (job listings and availability dates listed on the Army Nurse Corps website)

· Opportunity to volunteer for alternate nursing experiences in Honduras, Haiti, six-month positions in Germany, participation in Humanitarian Aid Missions or as member of Disaster Relief team

· Deployment with an Army Combat Support Hospital to care for soldiers involved in military contingency operations 

B.  The NURSE Market Segment (cont.)

7. Best Practices in Nurse Recruitment and Retention 

See also the Recruiting Officers Best Practices bulletin board on the Army ROTC Blackboard system.  These are examples of activities/initiatives actually in practice at Army ROTC programs.

· ROTC nurse cadets have established a university-sponsored association called AFAN (Association of Future Army Nurses).  Has become an excellent forum for recruiting potential ROTC nurse candidates and the promotion of Army nursing within the school of nursing.  

· Nurse cadets have developed a Study Group within the school of nursing to assist pre-nursing students in their science courses.  Select high quality upper division nurse cadets volunteer to tutor freshman and sophomores in Anatomy & Physiology, Chemistry, Pathophysiology, and Pharmacology to assist them in improving their GPA to be more competitive for upper division selection into the junior year. 

· Cadets and prospects tour patient care areas of local military hospital to emphasize state of the art standards, quality of patient care, and introduce prospects to the military healthcare system.  During tour, time is scheduled for former Army ROTC officers to hold a panel discussion to present the highlights of practicing nursing as an Army Nurse and how Army ROTC assisted them to obtain their present position and career in Army Nurse Corps.  Lunch at the Officer's club on post and tour of post facilities.

· Brigade in San Antonio, TX, utilizes a tour of the AMEDD museum at Fort Sam Houston as an introduction to Army Nursing.  Follows with a tour of Brooke Army Medical center and officer panel discussion.

· UH-60 demonstration and class on Patient Evacuation.  Followed by rides for "contracted" cadets.

· Tour of a Combat Support Hospital setup to demonstrate the capabilities of a mobile hospital and experience how nursing is performed within the DEPMEDS setup.

· "Job Shadow" with an Army Nurse at a military treatment facility for a day.  First hand experience of what it is like to be an Army Nurse.  
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