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I. INTRODUCTION TO THE CITADEL

 
VOLUNTEER PROGRAM

A.
Mission of The Citadel Volunteer Program

.
The Citadel Volunteer (CV) program, formerly known as the Cadet Procurement Program (CAPP), was founded in 1973.  Its mission, under the guidance of the Citadel Alumni Association and the Admissions Office, is to recruit and assist highly qualified high school students through the enrollment process.  

Alumni recruitment has been, and will continue to be, a vital component of The Citadel’s overall recruiting plan.  Citadel Volunteers provide a “personal touch” to the enrollment experience.  In addition, CV’s offer parents a “third party” contact for information and direction.

Traditionally, Citadel Alumni Clubs across the nation have formed the foundation of this program, using club resources and hosting recruiting events.  However, individual CV’s not affiliated with active Citadel Clubs can make an impact in their local communities through a concerted recruiting effort.

The reason well over 300 alumni serve as Citadel Volunteers is because they feel a connection to our Alma Mater.  But one reason seems to be the most abundant:

Citadel Volunteers Enjoy Recruiting Sharp Young High School Students to Continue the Tradition !!!

B. The Citadel Volunteer Program 
Organization Structure:

(See the Citadel web site for a graphical listing of positions)
www.citadel.edu/admission/cadmission/cadrecruitupdate.html

Citadel Volunteer National Chairman -  The top alumni representative who helps shape the CV program through strategic planning on a national level.  The CV National Chairman works closely with both the Citadel Admissions Office and the CAA.  A committee of admissions personnel and CAA members appoints CV National Chairmen to a two-year term.

Citadel Volunteer National Vice Chairman -  The "second in command" alumni representative shares duties with the National Chairman.  Often, the National Chairman and the National Vice Chairman split the Eastern Seaboard into two areas of responsibility. A committee of admissions personnel and CAA members appoints CV National Vice-Chairmen to a two-year term.

Coordinator of Alumni Recruitment – As a member of The Citadel Admissions Office, the (CAR) oversees the CV program on a daily basis.  The CAR provides CV’s and Citadel Clubs with prospect/accept lists, college fair information, and recruiting materials.

Citadel Volunteer State Chairman -  The state chairs take responsibility of the alumni recruitment within their respective states.  They keep tabs on club activities and receive weekly updates on their progress.  CV State Chairmen are appointed by the National CV Chairman, the National Vice Chairman, and by the Coordinator of Alumni Recruitment.

Citadel Volunteer Regional Coordinators – Typically, these CV Regional Coordinators work from within a Citadel Club to lead the recruiting effort in a metropolitan area. Both the respective CV State Chairman and the CAR appoint the RC’s.  Again, they serve a two-year term.
Citadel Volunteers – Consisting of individual alumni around the world, the CV’s actively assist in recruiting each freshmen class of Citadel Cadets.

C.
Typical Admissions Cycle
· Every student is an individual and makes decisions at his or her own pace.   

· The Citadel’s recruiting respects that premise and is focused on learning as much about each candidate as possible.  

· Most students tend to follow typical patterns when making college choice decisions.  

· For most, the process is at a minimum a 12-month adventure.  More recently, as colleges have begun to compete for students, the process has expanded to cover nearly 24 months.   While The Citadel is unique in its lifestyle, students have many choices, and we compete annually for our class.  

· All our assets are important – staff, faculty, current Cadets, alumni, friends and volunteers – in helping students and families get through what can be a terribly confusing and stressful decision.

A Typical Recruitment/Admissions Cycle Calendar:


Sophomore Year, Fall Semester – Many students take the PLAN or PSAT exams (these are similar to the SAT and ACT) during the fall semester of their sophomore year, or begin completing surveys that highlight their interests and desires.


Colleges buy the names of PLAN and PSAT test-takers and students who complete various who fit college selected profiles.   Students begin to contact schools on their own to get on college mailing lists.  


Sophomore Year, Spring Semester – The Citadel begins written communication with all prospective students, and a more intense recruitment process including phone calls to selected candidates.


Junior Year, Fall Semester – The Citadel buys the names of students who have taken the SAT or ACT exams and fit a certain profile, and buys names of students who complete various surveys in selected areas.   Students begin their college search process with more intensity, contacting schools, sending test scores, etc.  

Junior Year, Spring Semester – Building our “prospect” pool becomes the critical issue, and frankly, our success at this efforts sets the stage for how “successful” we will be at meeting our recruitment targets the rest of the year.  We write to the many thousands of students whose names we have purchased (some for the second or third time), inviting them to become prospective candidates for admission.   About 3% of these respond.  


In the latter half of the spring semester, we send all our “prospects” an application for admission and invite them to apply before they leave for summer.  About 300 students will do so.   


Summer, between Junior and Senior Year – We begin in earnest to encourage “prospects” to apply.   A series of about 5-8 letters, coupled with targeted phone calls kicks off around early August and continues for about four months. 


Senior Year, Fall Semester – About 85% of all “prospects” are already in our database as this semester starts.  The remaining 15% come primarily from college fairs, high school visits, and referrals.  We welcome all of these, but our perspective has begun to shift to “conversion”, that is, converting a prospective student into an applicant.  During this time, we will receive about another 800-900 applications, bringing our total to about 1100-1200 before mid-October.  Written communication and personal contacts accomplish this objective.


The Citadel Scholarship competition and Pre-Knob visits begin during the fall semester.  Students who apply before the end of September have the greatest set of choices for visitation.  Fall visits are generally filled by students who apply for admission by mid-October.  You can see why early application is so important.


Senior Year, Spring Semester and Summer – Predominately devoted to helping families finalize the college choice.  We continue with written and personal contacts, emphasizing final closure of admission portfolios, visits, financial aid, and preparation for becoming a Cadet.  Finally, after about two 
D. Annual Citadel Volunteer Involvement Calendar 

· CV’s generally support recruiting through volunteering about 15 hours annually in some of the following functions:

(Sept-Nov)
Fall College Fair Season – The fall is usually jam-packed with  

college fairs.  CV’s will be contacted via email updates with information 

about college fairs in their areas.  Training will be provided before 

anyone is asked to represent The Citadel at any fair.  

High School Visits – CV’s visit guidance counselors in local high schools to deliver current applications, Citadel Videos, and student brochures.

(*see chapter 2, section B for details about college fairs and CV high school visits)

(Sept–Dec)  
Phone Calls – CV’s will be asked to call students selected by the 

Coordinator of Alumni Recruitment (CAR).  The thrust will be to 

encourage an application, a visit, or participation in a scholarship 

competition.

(Jan – Feb)
Citadel Volunteer Phone-A-Thon – This is the critical time where many high school students are starting to make final college decisions.  CV’s are provided lists from the CAR of accepted students in their local area.  The CV’s follow the phone-a-thon “guideline” sheet, provided with the lists, to call these accepted students / parents and offer their assistance.  In addition, they encourage these students to visit the campus during one of the Spring semester “pre-knob” visits.

(Feb – Mar)
Spring College Fair Season – The spring college fair season, though much smaller than the fall, is our first contact with the juniors (rising seniors).  Again, the CAR will forward lists of these fairs to the CV’s.

Prospect/Accept Dinners – Typically hosted by Citadel Clubs, these dinners are important in answering any last minute questions as well as firming students determination to attend The Citadel.

(Apr – Aug)
Individual Contacts – CV’s make a final effort to help “fence-sitters” to make a final decision.  This is generally done on a case by case basis.

Cadet Sendoff/Retention Picnics – Citadel Clubs and individual CV’s host BBQ picnics for all their local incoming freshmen to help prepare them for the challenge ahead.  This is also an important event for parents to learn what to expect from other graduates.

(Sept)

CV Recognition.  Yes, the season recruiting season starts anew, but as a 

celebration of our just concluded year, The Citadel hosts the annual CV 

Awards Banquet.  Awards are presented to recognize CV achievements that

Go above and beyond.  All CV’s are welcome to attend the event, usually 

held on campus in conjunction with a home football game.
E.
Role of the Alumni Recruitment Program
CV’s help in the following ways:

1. CV’s serve as an information source about The Citadel and its many academic and extracurricular programs.

2. CV’s provide the fundamental personal touch throughout the admissions process, serving as living examples of the benefits of a Citadel education.

3. CV’s provide feedback to the Admissions Office to help us assess how best to support the needs of each interested candidate.

The Role of the Citadel Volunteer is to Positively 

Impact Every Aspect of the Recruiting Cycle:

Prospect:  CV’s make initial contact with many of the prospects we attract every year through college fair participation.  CV’s allow our recruiting effort to cover a vast geographic area.

Applicant:  CV’s encourage sharp young people to apply to The Citadel.  The CV’s have the reserved right to waive the application fee by merely signing the back of the candidate’s application.

Accepts:  CV’s call during the CV Phone-A-Thon candidates who’ve been academically accepted to encourage them to visit the campus during one of the Pre-Knob Visits.

Matriculants:  CV’s help prepare local accepts for the Fourth-Class year by means of the annual send-off picnics.  CV’s also have an opportunity to prepare the candidate’s parents for what to expect.

CV’s provide genuine support without

any vested interest!!

CV’s radiate pride in The Citadel and families/students respond!!

II.   ALUMNI PARTICIPATION
A. Sample Citadel Volunteer Responsibilities
The Citadel asks volunteers to contribute about 15 hours annually to the recruiting cycle.   Some volunteers do even more, and the College wants to thank everyone for the time they spend on its behalf.   CV’s generally represent the College in the following fashions, but your creativity and initiative may suggest other ideas.  

1. Maintain communications with their State Chairmen and Admissions Office.

2. Serve as Citadel ambassador at local College Fair Programs.  (College fair lists will be provided to the Citadel Club CV Officers by the Coordinator of Alumni Recruitment in the Admissions Office)

3. Make phone calls to selected candidates at various times of the recruiting cycle, coordinated between the Coordinator of Alumni Recruitment and CV State Chairmen.

4. Help organize local high school visitations with other CV’s in your club or local area, to include speaking to interested students and dropping off recruiting materials in HS guidance offices.

5. Provide your State Chairman and the Coordinator of Alumni Recruitment in the Admissions Office with feedback as to what recruiting materials you have and what you might need.  Report successful recruiting strategies and or any noteworthy stories for publication purposes.

6. Organize both prospect dinners and freshmen send-off functions with local Citadel Club or with other local CV’s.  (Freshmen lists and labels will be provided by the Coordinator of Alumni Recruitment)

7. Forward fellow CV award recommendations to your respective CV State Chairman for outstanding service.  (Annual CV Awards Banquet)

8. Follow-up with their area freshmen who have matriculated to The Citadel as well as their parents.  (Retention starts with these important last steps!)

B. College Fairs / Stats. / Recruiting Material

1. This year’s average SAT:  1125
2. This year’s average GPA: 3.3
3. Minimum Standards: We don’t have minimum standards. We take the top 625 well-rounded students to fill our freshmen class.  Refer students to last year’s test and GPA averages if the students really want a benchmark.  (This policy is subject to change)
4. Undergraduate size =  The Corps of Cadets (approx. 1900 – 1950 cadets)

5. Average class size at The Citadel = 30 (Ask them what the average is in their high school and compare.)

6. 95% of our faculty have reached terminal degrees (doctorate level and beyond).

7. Over the last 5 years, 94% of our graduating seniors have had job offers or have become enrolled in graduate programs.

8. The Citadel has the highest 4-year graduation rate of any public school in SC.

9. The Citadel has the highest 5-year graduation rate of any public school in SC.

10. The Citadel has the one of the region’s highest 4-year graduation rate for athletes.

Why are the above numbers so strong, because The Citadel offers not only a superb education, but it allows it’s students to learn leadership, time management, and decision-making skills that make Citadel graduates commodities in both the military and in the corporate world.

11. 35-45% of our graduating seniors are commissioned into the services. 

12. Another 20-30% go straight into graduate school programs (Law, Medical, Dentistry, MBA, etc.)
13. On the second page of the search piece (the square double foldout piece that has four pictures on its cover) you will see a complete listing of majors and minors.  If you are unfamiliar with any of the majors, please take a look in the college catalog and see what kind of courses are offered so that if a prospect has interest you will have an idea of what to tell them.

14. US NEWS  has ranked The Citadel 1st in “Best Value, Regional Universities in the South.” (1999-2000) This ranking was “developed to provide a realistic measure of value by relating the cost of attending an institution to the quality of education.”  

***Use this information for prospects or parents  discouraged by the cost***

Also lead them into a short discussion of financial aid.  To do this you must read the “financial aid” brochure that all of you should, or will have at the time of your designated college fair.

15. Citadel Scholarships: 4-year scholarships awarded annually.  Generally, students with a 1100 SAT or higher and a 3.0 GPA or higher, may be considered for scholarships; however, the higher the scores, the more competitive the student becomes.  Those academic accepted candidates that are selected for the scholars competition will be invited to a scholars’ visit.  During the course of the visit the candidates will be interviewed by faculty members and write an essay.  From these events, scholarships will be awarded.

16. Currently, The Citadel has 7 female NCAA sports: indoor track, outdoor track, cross-country, soccer, rifle team, golf, and volleyball.  Women’s Tennis is in the building stages.

17. Tuition Cost:  (This is an all-inclusive figure that covers room and board, meals, uniforms, tailor costs, laundry fees, a base QM fee, and defers some book costs.  Most other colleges don’t give you the full sum, but rather group them strategically separate from one-another.)

Freshmen

Upperclassmen
Out of State:

$21,772.00

$18,512.00

In State:

$14,301.00

$11,041.00
Recruiting Material Glossary:

Items to be returned to the Admissions Office:
Information Cards: These large index cards are to be filled out by interested students at college fairs.  It is up to the CV to encourage any interested students to fill these cards out.  Have the student fill the card out on your table; their information will be entered into our database.  The database starts a letter series that will give the student information on Scholarships, Pre-Knob Weekends, and Application Procedure.  Make sure you mail these Information Cards back to the Admissions Office as soon as you possibly can!

Citadel Banners: These banners are used to cover the table assigned to The Citadel at the college fairs.  There are only 18 available, so I am forced to use them sparingly.

Items to be given away to prospective students:

Search Brochures: These small square gray brochures serve as our recruiting staple.  These are the most commonly distributed pieces and are given to all interested students, offering a quick glimpse of The Citadel and academic majors and minors.

Applications:  Applications are only to be given to students the CV feels have a true desire to attend The Citadel.  This should always accompany the student filling out an information card.

Viewbooks:  These magazine-like brochures are sent from the Admissions Office to students who return the information card.  The viewbook offers a quick look at the many facets of the Citadel education:  (Academics, Athletics, Leadership, Spirituality,,)

Citadel Catalogs): These books are an in-depth look into the requirements for admission, the academic majors and the course loads.  These, again, should be given only to the most interested students, or those students who you have a personal relationship with.

Citadel Videos: This award winning video is to be distributed to local high school guidance offices, as well as used for presentations to prospective students.

CV’s Should Bring A Sphinx From Home: Set it up on the table so students can browse through it.

C. Citadel Volunteer Phone-A-Thon

The Mission of calling  “prospects” and “accepts.”

Prospects: (non-applicant but one who has expressed an interest)
1. We are calling to establish rapport with the prospects and their parents.

2. We are establishing ties between the prospects/families and the local Citadel Clubs and CV’s.

3. We are offering them a resource as a non-Admissions local contact person.

We are asking if they have applied, to prompt them to do so with influence rather than pressure.
Guidelines:

DO NOT make any promises of any kind.  If you CAN’T answer an admissions question simply refer them to the Admissions Office.  The call mission is to give these candidates a “personal touch” and establish yourself and or your club as a local contact point for the candidates and their parents.  The impact of this is critical in that it is not a sales pitch; it is simply a personal touch.  This key element sets The Citadel aside from other institutions and offers these candidates and their families an introduction to the Citadel “family.”
Ex: 
“Is this “prospect’s name?”  “My name is Bill Gates and I own a local software company and am also a 1973 graduate of The Citadel.  I’d like to congratulate you on your interest in The Citadel and let you know that there is a local Citadel Club in the area that supports your endeavor.  Have you had the opportunity to APPLY yet?

YES






NO

Great!!  Did you send test scores and 
Encourage them to submit an application 

your high school transcript in as well?
based on early scholarship and financial 

If NO, encourage them to contact the
benefits.

Citadel Admissions Office to find out 

how to complete their application file.

Move on to visit info below.


Move on the visit info below.

Let them know that they can schedule a visit, including a meeting with an Admissions Counselor and a Cadet tour of campus, Monday through Friday from 8:30am – 4:30pm (800-868-1842 ext.1).  Close the call by giving them your contact information (phone, email).
Accepts: (academically accepted students)

1. Again, we are calling to establish report with the accepted students and their parents.

2. We are establishing ties between the accepts/families and the local Citadel Clubs and CV’s.

3. We are offering them a resource as a non-Admissions local contact person.
4. We are asking if they have signed up for a “pre-knob weekend visit.”  If they have not done this yet, our goal is to tell them of the benefits of the weekend visits.  Remember that it is your influence that will win these kids over, not pressure-salesman tactics.  

Guidelines:

(SAME AS ABOVE!)

Ex:
“My name is Bill Gates. I own a local software company and am also a 1973 graduate of The Citadel.  I’d like to congratulate you on your interest in The Citadel and let you know that there is a local Citadel Club in the area that supports your endeavor.  Have you had an opportunity to visit the school yet? Charleston?  

YES 






NO
Great!!  Did you enjoy the visit 


I encourage you to sign up for what they call

program?  (Record this feedback)
a pre-knob weekend visit because it will offer you the opportunity to stay with a first

year cadet and give you some real insight as to what the school is like.  

Do you have a pen handy?  Great, let me give you my phone numbers so when questions come up you & your family will have me as a local contact.  It was nice talking to you and good luck!”

(Also, repeat your name because their minds have probably gone blank in a state of Knob-like panic)

D.
Prospect Nights
The importance of prospect nights is to informally meet and talk with prospective students and their parents.  The impression these functions have on prospects has traditionally been a major catalyst in pursuing admittance to The Citadel.

1. Organize a small dinner function inviting local area prospects to attend with their parents.  Typically this is arranged within a Citadel Club as a “Club” function, but many CV’s not affiliated with a Citadel Club have hosted them in the past.

2. Commonly used facilities: Restaurants, CV homes, and CV office buildings.

3. Customarily, these dinners are held in late Fall (Oct.-Nov.), and in some cases (Jan. and Feb.).

E.
Cadet Send-Off Picnics
These picnic are designed to prepare the incoming freshmen 

and parents for the upcoming Knob year.  They are critical 

to retention of freshmen!!

1. These picnics should be scheduled in July so recruited athletes will have an opportunity to attend before departing for The Citadel for early athletic cadre.

2. CV’s should give a head’s up as to what to expect in terms of the Army PT test:  2 mile run, pushups, sit-ups and the Knob experience in general.

3. CV’s should educate parents that they will most likely receive a call from their son or daughter looking for an easy out.  Let them know that every cadet has bad days and that positive reinforcement is the best remedy.

III.
General Information

A. Athletic Recruiting
Guidelines:

1. If the Athletic Office recruits these athletes they will fall under NCAA rules and regulations.  This means that we should cease any further recruitment.  The Admissions Office will let you know the candidate’s status.  If the candidate tells you he or she is being recruited as an athlete, you must again cease further recruitment.

2. If you have no reason to believe you are working with an athlete, continue to talk with the candidate and the candidate’s family.

3. If the athlete wants to pursue an athletic scholarship, they best response is to tell them to have their coach contact The Citadel’s Athletic Office.  Avoid detailed conversations about athletics and stick to standard recruiting.

Athletic Contact Numbers:

MENS

Baseball


843-953-5901

Basketball


843-953-5903

Football


843-953-5906

Golf



843-953-5070

CC & Track


843-953-5900

Tennis


843-953-6866

Wrestling


843-953-4865

WOMENS

Soccer


843-953-5844

Volleyball


843-953-7034

CC & Track


843-953-5900

Tennis


843-953-6866

Golf



843-953-5070

The Citadel’s Official Athletic Web Page: WWW.CITADELSPORTS.COM
B.
Financial Aid
· Citadel Scholarship Program

The Citadel’s scholarship program is designed to attract outstanding high school graduates to the college, reward undergraduate academic excellence, and assist those worthy students who desire financial assistance to complete their college education.

· How to Apply

Applicants are considered for scholarships based on the information from The Citadel’s admission application.  Applications received by November 15th receive priority in the awarding of scholarships.  The Citadel Scholars Program is an annual competitive event and is by invitation only.  It includes an interview with a member of the faculty scholarship committee and may include an overnight visit.  More than 30 full scholarships are offered through this program.

Since a number of scholarships specify ‘need’ as a condition of the award it is recommended that an applicant file a confidential Free Application of Federal Student Aid (FAFSA).

Please refer to the Financial Aid Web Page for current information on scholarships and cost to attend at www.citadel.edu.

Financial Aid Contacts:

Hank Fuller

Director of Financial Aid

843-953-5185

F. Ward Logan
Associate Director


843-953-4866

Claudia Shenton
Administrative Assistant

843-953-5187

Financial Aid Toll Free Number:  (800) 868-1842 ext. 2
D. Citadel Volunteer Contacts

(NATIONAL LEVEL)
National CV 


Coordinator of


National CV

Chairman


Alumni Recruitment

Vice Chairman
LTC Gil Pohl, ’76 (Ret)

Shamus Gillen, ’96

L Charles Pearcy, ’60

969 Heathland Drive

Citadel Admissions

56 Wolfe Street

Newport News, VA 23602
W#(843) 953-4830

Alexandria, VA 22314

H#(757) 877-4663

W#(800) 868-1842

H#(703) 549-3844

W#(704) 525-5551

GillenS@Citadel.edu

W#(202) 685-4410

 gilbertapohl@home.com 





F# (202) 685-4175









PearcyC@ndu.edu
National CV Alumni Consultant

J. Thomas Mikell, ’64

P.O. Box 1727

Beaufort, SC 29901-1727

H#(843) 521-9669

W#(843) 524-2110

F#(843) 524-4995

__________________________________________________________________________________

 (STATE LEVEL)

SC CV Chairman

GA CV Chairman

VA/DC CV Chairman


MG Carroll LeTellier, ’49
Doug Kant, '75


Bob Mebane, ‘80

14 Fort Royal Court

3061 Hampton Ridge Way
5313 Avalon Place

Charleston, SC 29407

Snellville, GA 30078

Alexandria, VA

H#(843) 571-0466

M# (404) 245-0377

H#(730) 313-7431

F#(843) 571-0466

H#(770) 979-3908

W#(202) 645-8443

CNLET@aol.com 

citadel75@mindspring.com 
bomeb80q@erols.com
FL CV Chairman

NC CV Chairman

TX CV Chairpersons
Jim Borden, '65 DEA (Ret)
Robert Settin, ’88

Bob & Jan Roseman, ’65

5315 Southwest 116th Ave
10811 Old Tayport Place
4524 Mayfair

Cooper City, FL 33330

Charlotte, NC 28277

Bellaire, TX 77401

H#(954) 434-4947

H#(704) 845-8272

H#(713) 668-6560

W#(954) 261-1272

W#(704) 391-1023

W#(281) 463-5449

jborden65@aol.com 

Settin@msn.com

F#(281) 463-2783







Jan4524@aol.com
MD CV Chairman

PA CV Chairman

TENN CV Chairman
Scott Shotto, '83


Richard Fried, ‘61

Tandy Rice, ‘61

904 Mount Soma Court

2858 Edgemont Drive

9 Music Square South

Fallston, MD 21047

Allentown, PA 18103

Nashville, TN 37203

H#(410) 877-3194

H#(610) 433-8115

W#(615) 297-2771
W#(410) 229-8207

Dor1ch@aol.com

TriceJr@iopener.net
Scott.Shotto@morganstanley.com 




Citadel Admissions Toll free number (800) 868-1842 ext. 1
