Purpose to this section:

· Define required prospecting activity to accomplish the mission.

· Provide quantifiable parameters for Out-of-Limits Conditions (OLCs) grounded in the five production ratios/relationships (Lead:Contact, Contact:Prospect, Prospect:Applicant, Applicant:Select, Select:Accession).


C.
PRODUCTION TRENDS


Goals in FY 02 were reduced during the FY in GOF, CEC, and Aviation categories.  Preliminary goals are anticipated to be slightly lower for FY 03.  Medical goals continue to stable though there attaining Physician and Medical Service Corps (Critical) goals will be a challenge.  Officer seats close out on a first come-first select basis and CNRC will begin FY03 with many in-year goals achieved.  Therefore, recruiters must submit as many qualified applications as soon as possible in the latter part of FY 02, the first and second quarters of FY 03 to achieve goal.


Initial goals are assigned to all officer recruiters for FY03 based on the previous years’ goals. Copies of all goaling letters issued can be found in Appendix A. 

Medical Programs Required Leads:

	Projected Goal:
	MC-HPSP: 10  
	Dental Student: 4

	Required Applicants:
	13 x 1.5 = 21
	6 x 1.5 = 9

	Required Prospects:
	21 x 2   = 42
	9 x 2 = 18

	Required LEADS:
	42 x 3   = 126
	18 x 3 = 54


	Projected Goal:
	Critical: 4      
	Non-Critical: 3

	Required Applications:
	1.43 x 4 = 6
	1.43 x 3 = 4

	Required Applicants:
	6 x 1.5 = 9      
	4 x 1.5 = 6

	Required Prospects:
	9 x 3 = 27
	6 x 3 = 18

	Required LEADS:
	27 x 5 = 135
	18 x 5 = 90


Medical Programs Production Trend Data
	PROGRAM
	FY01

GOAL   ATTN
	
	FY02

GOAL   ATTN
	
	FY03(Est)

GOAL
	
	CLOSEOUT

DATE

	MED GROUP 1
	3
	4
	
	4
	3
	
	4
	
	SEP 03

	MED GROUP 2
	1
	1
	
	6
	8
	
	5
	
	JUN 03

	MED GROUP 3
	1
	1
	
	2
	4
	
	2
	
	MAY 03

	MED GROUP 4
	12
	16
	
	17
	17
	
	10
	
	SEP 03

	MED GROUP 5
	4
	4
	
	7
	9
	
	7
	
	FEB 03

	MED GROUP 6
	1
	1
	
	2
	2
	
	2
	
	MAY 03

	MED GROUP 7
	4
	9
	
	1
	1
	
	3
	
	JUN 03


Medical Service Programs Production Trend Data
	PROGRAM
	FY00

GOAL   ATTN
	
	FY01

GOAL   ATTN
	
	FY02

GOAL  ATTN
	
	ESTIMATED

CLOSEOUT

	MSC STUDENT(C)
	1
	1
	
	1
	3
	
	2
	3
	
	Opto: Mar

Others: Aug

	MSC DA(C)
	3
	1
	
	3
	0
	
	2
	0
	
	Sept

	MSC STUDENT(NC)
	1
	1
	
	0
	0
	
	1
	0
	
	Jun

	MSC DA(NC)
	4
	1
	
	3
	0
	
	2
	1
	
	Varies


OCS/OIS (Non-Nuke & Non-Med) Programs Required Leads

	Projected Goal:
	Aviation: 10  
	Other OCS: 4

	Required Applicants:
	13 x 1.5 = 21
	6 x 1.5 = 9

	Required Prospects:
	21 x 2   = 42
	9 x 2 = 18

	Required LEADS:
	42 x 3   = 126
	18 x 3 = 54


	Projected Goal:
	Chaplain: 4      
	Other OIS: 3

	Required Applications:
	1.43 x 4 = 6
	1.43 x 3 = 4

	Required Applicants:
	6 x 1.5 = 9      
	4 x 1.5 = 6

	Required Prospects:
	9 x 3 = 27
	6 x 3 = 18

	Required LEADS:
	27 x 5 = 135
	18 x 5 = 90


OCS/OIS (Non-Nuke & Non-Med) Programs Production Trend Data

	PROGRAM
	FY01

GOAL   ATTN
	
	FY02

GOAL   ATTN
	
	FY03

GOAL
	
	CLOSEOUT

DATE

	AVIATION
	11
	14
	
	21
	44
	
	7
	
	JUN 03

	OTHER OCS
	41
	39
	
	17
	22
	
	15
	
	AUG 03

	CHAPLAIN
	1
	1
	
	2
	4
	
	1
	
	DEC 02

	OTHER OIS      
	4
	4
	
	2
	2
	
	4
	
	SEP 02


NUCLEAR/ENGINEERING PROGRAMS REQUIRED LEADS

	Projected Goal:
	Nuke In-Year: 10  
	Nuke Out-Year: 4

	Required Applicants:
	13 x 1.5 = 21
	6 x 1.5 = 9

	Required Prospects:
	21 x 2   = 42
	9 x 2 = 18

	Required LEADS:
	42 x 3   = 126
	18 x 3 = 54


	Projected Goal:
	CEC: 4      
	EDO: 3

	Required Applications:
	1.43 x 4 = 6
	1.43 x 3 = 4

	Required Applicants:
	6 x 1.5 = 9      
	4 x 1.5 = 6

	Required Prospects:
	9 x 3 = 27
	6 x 3 = 18

	Required LEADS:
	27 x 5 = 135
	18 x 5 = 90


Nuclear/Engineering Programs Production Trend Data
	PROGRAM
	FY01

GOAL   ATTN
	
	FY02

GOAL   ATTN
	
	FY03

GOAL
	
	CLOSEOUT

DATE

	NUC IN-YEAR    
	3
	4
	
	4
	5
	
	3
	
	SEP 03

	OTHER OCS
	7
	6
	
	7
	8
	
	8
	
	SEP 03

	CEC
	5
	13
	
	1
	1
	
	0
	
	OCT 02

	EDO      
	5
	13
	
	1
	1
	
	0
	
	OCT 02


OUT-OF-LIMITS CONDITIONS (OLC).

1.
The 5 quantifiable relationships of Lead:Contact, Contact:Prospect, Prospect:Applicant, Applicant:Select, and Select:Accession provide specific milestones to diagnose the effectiveness of individual recruiter and departmental wide efforts in regard to achieving mission in each of the 3 major program areas of Nuclear/Engineering Programs, OCS Non-Nuclear Programs, and Medical Programs.

2.
Should any of these relationships fall below 10% of the targeted activity level, a Plan of Action and Milestones (POA&M) shall be developed to address the specific short fall.

3.
Each parameter is weighted according to the percentage of goal to be obtained within each quarter (Q) of the fiscal year (FY), e.g., Q1=60% of goal, Q2=30% of goal, Q3=10% of goal.

Note: Due to OCS and OIS seat availability and various other market limiters (e.g., academic school year calendar), a percentage of the goal will not be placed in Q4 of FY 03.

4.
The POA&M shall be developed utilizing the following four developmental steps:


Step 1: Identify the relationship(s) that are out of limits.


Step 2: Examine/Analyze all relevant activities within the Marketing Operations Plan (MOP) previously assigned for the purpose of achieving the desired level of activity in support of the particular area that is out of limits to assess MOP compliance and effectiveness. Variables such as media 
(type and quality), prospecting activities, Professional Selling Skills (PSS) proficiency, processing procedures, etc. are to be principal among the activities examined.

Step 3: Develop activities and procedures to address the identified weaknesses.


Step 4: Implement the POA&M with specific timeline requirements.


Step 5: Review/Assess the plan’s effectiveness in resolving the out-of-limits condition(s).

5.
Out-Of-Limits Criteria
	NUCLEAR/ENGINEERING PROGRAMS FY PROFILE

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	100
	60
	30
	25
	10
	10

	Q1 Profile (60% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	54
	32
	16
	13
	5
	5

	Q2 Profile (30% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	27
	16
	8
	7
	3
	3

	Q3 Profile (10% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	9
	5
	3
	2
	1
	1


	OCS/OIS (NON-NUKE & NON-MED) PROGRAMS FY PROFILE

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	120
	100
	80
	70
	20
	20

	Q1 Profile (60% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	65
	54
	43
	38
	12
	12

	Q2 Profile (30% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	32
	27
	22
	19
	5
	5

	Q3 Profile (10% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	11
	9
	7
	6
	2
	2


	MEDICAL PROGRAMS FY PROFILE

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	115
	95
	75
	65
	15
	15

	Q1 Profile (60% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	62
	51
	40
	35
	8
	8

	Q2 Profile (30% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	32
	26
	21
	18
	5
	5

	Q3 Profile (10% Weighted – 10% variance)

	Leads
	Contacts
	Prospects
	Applicants
	Selects
	Accessions

	11
	9
	7
	6
	2
	2


