 STUDENT OUTLINE

CONDUCT ITINERANT RECRUITING TRIPS
BRC. 66

LEARNING OBJECTIVES:  
a. TERMINAL LEARNING OBJECTIVES:  Without the aid of references,  identify in writing 

the three stages of an itinerant recruiting trip in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.16)

     b.  ENABLING LEARNING OBJECTIVES:

(1)  Without the aid of references,  identify in writing the definition of an itinerant recruiting trip 

in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.16a)

          (2)  Without the aid of references,  identify in writing the purpose of an itinerant recruiting  trip in 

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.16b)

          (3) Without the aid of references,  identify in writing the scheduling criteria for an itinerant 

          recruiting trip in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  

          (8411.4.16c)

          (4) Without the aid of references,  identify in writing how to determine if an itinerant recruiting   

          trip should be established in accordance with Guidebook for Recruiters Volume I, MCO 1130.76.  

          (8411.4.16d)

          (5) Without the aid of references,  identify in writing how to document an itinerant recruiting trip 

          in accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.16e)

          (6)  Without the aid of references,  identify in writing how to work an itinerant recruiting trip in    

          accordance with Guidebook for Recruiters Volume I, MCO P1130.76. (8411.4.16f)

          (7)  Without the aid of references,  identify in writing the items taken on an itinerant recruiting trip      

          in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  (8411.4.16g)

          (8)  Without the aid of references,  identify in writing how to determine if an itinerant recruiting  

          trip is effective in accordance with Guidebook for Recruiters Volume I, MCO P1130.76.  

          (8411.4.16h)

1.  Definition: The definition of Itinerant Recruiting Trip (IRT) is a scheduled visit or trip by a recruiter along a planned route for the purpose of prospecting in a populated and geographically remote area of the RSS.

2. Purpose:   The purpose of an IRT is to increase area coverage.  In the case of rural RSSs, they may be the only way a recruiter can effectively cover his assigned territory. An IRT is especially useful in working populated areas that are some distance from the RSS. Generally, if a populated area is more than an hour from the RSS, an IRT should be established to work that area.

3.  IRTs are scheduled by considering the following criteria;

a. Specific days and times.  IRTs may be set up to be run for short periods such as every Tuesday  

     between 1000 - 1500, or they may be set up to run for long periods such as the second Wednesday of  

     the month from 0800 - 1800, or an overnight trip covering two full days.

b. Frequency of use.  IRTs may be scheduled twice a week, twice a month, once a month, or as is 

deemed necessary. It depends on the priority and potential of the area.

4.  Determine:  To determine if an IRT should be established in an area,  the decision will be based principally on it's production potential, it's assets, and it's distance from the RSS. The recruiter should take these steps;

a. Consult with your NCOIC.  In most case the NCOIC will be very familiar with the entire RSS 

area. If any known commitments or special events are scheduled for that area, the NCOIC will know about it. The NCOIC can work with the recruiter to analyze the area for possible IRT routes and stops. Some of the factors that must be considered are:

     b.  Population.

     c.  High Schools.

     d.  Past Productivity.

     e.  Contacts.

     f.  AC Locations.

     g.  Take-one Sites.

h.  Consult the Assets and Enlistment Maps.  The Assets Map will show you what assets are available 

for support in the IRT area. The Enlistment Map will show the productivity of the area in terms of where enlistments have been obtained.

i.  Conduct a reconnaissance of the route.  Travel over the proposed route to verify it's usefulnessand 

to determine the best times to conduct the IRT. Once an IRT is established, it must be documented the following way:

     j.  Once an IRT is established, it must be documented the following way:

k. Complete an IRT Profile Sheet.  An IRT Profile Sheet is completed at the time the IRT is 

established. Use this form to record detailed information about the IRT. Keep it current; any changes must be immediately reflected on the IRT Profile Sheet. Make up a new IRT Profile Sheet at the end of each fiscal year. Attach the corresponding IRT Card to the old IRT Profile Sheet when the Profile/ Progress Book is filed at the end of the fiscal year.

l.  Prepare an IRT Card.  The IRT Card is an action card used in the working file to plan and schedule 

IRT's for prospecting through action dates. Prepare a card for each IRT. The recruiter and NCOIC will maintain a running record of results on each IRT on the back of the IRT Card.

m.  Mark the route on the Assets and Enlistment Maps.  Outline and connect the IRT route and 

specific stops on the Assets and Enlistment Maps with colored thread yarn, or a heavy thread). Use a different color for each IRT.

5.  Conducting: The key to successfully work an IRT is careful planning  in preparation for it. The recruiter should  make advance arrangements a few days before the IRT by:

     a.  Scheduling visits to high school along the IRT route.

     b.  Making telephone calls to lists, PPC's, and PAC's from the IRT area.

     c.  Checking for any HV's  that can be done on the IRT.

     d.  Arranging to contact poolees during IRT stops.
e. Scheduling to visit any Marines home on leave, or the parents of Marines at recruit training,   

during the IRT.

f. Checking with contacts to ensure that their houses or businesses are available for use during the 

IRT.

g. Having the MPA NCO develop and send out to selected radio, newspaper, and TV stations, PSA 

advertisements announcing when and where the IRT stops are scheduled.

     h.  Take the following items on the IRT:
     i.  Maps.  Local maps of the state, town, or county.

     j.  S&R Book.

     k.  Benefit Tags/ Marine Corps Opportunity Book.

     l.  Telecorder and films.

     m  Take-ones.

     n. Collateral material and Incentive items.

     o.  Screening tools.  WRAT, EST, Forms, Police Checks.

     p.  Complete enlistment packages with extra enlistment forms.

     q.  Door hangers and business cards.

     r.  Phone book(s) of the IRT area.

     s.  Lists from the IRT area.

     t.  PAC, PPC, Media, and Contact cards for the IRT.

  8.  Effectiveness: To determine if an IRT is effective:

     a.  Periodically review the back of the IRT Card to check the results of the IRT.

b. Review the Assets Map to correlate the assets in the area and the coverage of the IRT, and the  

Enlistment Map to see the effectiveness of the IRT in terms of enlistments obtained over a  given period.

c. If sufficient contacts and enlistments are not resulting, make adjustments to the IRT, (i.e., change, 

add, or stop). If results are not immediately forthcoming, changes to the day/times of stops may help or the addition/deletion of some IRT stops may be needed. Remember, it takes time and persistence to develop an effective IRT.

d. Check the IRT card and other action cards to see if there is a weakness with a particular recruiting 

activity or asset.

e. Compare the your IRT results to the county market share report, available at the RS, to the 

competition. If they are getting contracts, adjustments may be required.
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