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by TOM WOLFE

Senior Contributing Editor

Hydroelectric.  Geothermal.  Solar.  
Nuclear.  Fossil fuel.  Wind.  These 

power sources have a major infl uence 
on our daily lives.  When it comes to a 
job search however, it is the power of 
questions that drives the turbine from 
the initial interview through the offer and 
decision.  The questions that you ask and 
how you answer the ones asked of you 
infl uence the outcome of an interview 
more than any other single factor.  Much 
like the damage that can be done due to 
an outage of electrical power, an outage 
of questions during the interview can 
have a devastating effect on the results.  
To illustrate this, here is the tale of Navy 
Lt. Mike Gonzales. 

I met Mike several years ago in 
Annapolis, Md., where he taught 
mechanical engineering at the Naval 
Academy.  Mike had decided to leave 
the Navy and I was assisting him with 
his career transition preparations.  Unlike 
many junior offi cers in his situation, he 
had a well-defi ned objective in mind 
with respect to the type of company and 
position he was targeting.  

Mike’s goal was to work for an 
international company in power 
generation where his Spanish speaking 
ability would be an asset.  In addition 
to his master’s degree in mechanical 
engineering and his shipboard engineering 
tours, Mike was bilingual.  The grandson 
of Cuban emigrants, he grew up in 
Miami in a household where English 
and Spanish were used interchangeably.  
Being single and with no geographic 
restrictions, Mike expressed an interest in 
working for a company that would allow 
him to either travel to Spanish-speaking 
countries or even be assigned to one as 
a base of operations.  I shared with him 
that although something that specifi c 
would not be easy to fi nd, he was indeed 
qualifi ed for it and we would try.

As luck would have it, I received a call 
from Caterpillar Incorporated (CAT) a 
few weeks later, during which a special 
opportunity was described to me.  When I 
received the job specifi cations, I could not 
believe my eyes.  It was if Mike himself 
had written the job description.  They 
wanted to hire a junior military offi cer 
with a mechanical engineering education, 
experience in power generation, fl uency 
in Spanish, and a willingness to live in 
Buenos Aries and travel throughout South 
America as CAT’s resident expert on 
emergency diesel power backup systems.

After a resume review and a phone 
interview, Mike was scheduled to fl y 
to CAT’s corporate headquarters in 
Peoria, Ill., for a series of interviews.  

Understanding how lucky he was to have 
this opportunity and how important it was 
to interview well, Mike worked on his 
interview preparations.  He did extensive 
research into both CAT and its competitors, 
learned all he could about emergency 
diesel power, brushed up on the questions 
he was expecting, and reviewed the list of 
questions he intended to ask.  He even 
managed to locate a Spanish-language 
textbook on thermodynamics and some 
Spanish-language technical manuals 
on CAT emergency generators.  We met 
the day before his trip and reviewed his 
preparations.  I asked him to call me from 
the airport in Peoria before he boarded 
the airplane to fl y home.

Mike called me the next evening and 
I could tell by the tone of his voice that 
the interviews had gone well.  He had 
discussions with several managers, one 
of which was conducted entirely in 
Spanish.  He felt that he had done well 
answering their questions and selling 
himself for the job.  I asked him to predict 
the outcome and he felt fairly confi dent 
that he had been well received.  In fact, 
as a last-minute addition to his schedule, 
he was taken to meet the president of 
CAT’s international division.  We both 
felt that was a very good sign.  As we 
were hanging up the phone, I told Mike 
I would call CAT the next morning to get 
the results of his interview.

I reached Dennis, the HR manager 
at CAT, the next morning and shared 
with him Mike’s feedback.  He was not 
surprised to hear how enthusiastic Mike 
was about the position.  Mike had done a 
great job of selling himself and expressing 
his high level of interest.  Dennis told 
me that several of the managers on the 
interviewing team were quite impressed 
with Mike’s questions.  I asked if he had 
done well enough to receive an offer and 
Dennis replied that, yes, all of the feedback 
so far had been extremely positive and that 
all of the managers were recommending 
an offer.  There was, however, one more 
step.  Dennis had not yet discussed Mike 
with the division president.  Although 
the division president was not a part of 
the interviewing team and the team was 
empowered to make the offer without 
presidential approval, Dennis would not 
fi nalize an offer without fi rst checking 
with him.  Dennis was to meet with the 
president later and he promised to call 
me after the meeting.

I hung up the phone and called Mike.  
I told him that although it was not “in 
the bag,” all indications were positive 
for an offer.  We were just awaiting the 
president’s input, which the HR manager 
felt was simply a formality.  Almost as an 
afterthought, I asked Mike to tell me about 
the session he had with the president.  
Mike thought it had gone well.  They had 
spent about 15 minutes together, with 
Mike mostly responding to the president’s 
questions about Mike’s time in the Navy.  
The president shared with Mike that he, 
too, had been in the Navy.  Mike also 
mentioned that the president asked him 

if he had any questions.  Mike replied 
that no, all of his questions had been 
thoroughly answered by the interviewing 
team.  I told Mike I would call him later 
that day, as soon as I heard from the HR 
manager.

When fi ve o’clock rolled around and I 
had not heard anything, I called Dennis.  
He then told me that he had almost dialed 
my number several times, but was fi nding 
the call very diffi cult to make.  Mike 
was not going to get the offer.  Although 
the division president told his managers 
that he would defer to them, he would 
recommend against an offer.  Why?  The 
division president was disappointed that 
Mike did not ask him a single question, 
even when he purposely gave him the 
opportunity to do so.  “Here I am, the 
president of the international division 
of one of the largest companies in the 
world, with over 20 years of experience 
in the industry, and this candidate does 
not have even one question for me?  I am 
not sure what disappoints me the most – 
his apparent lack of interest or a lack of 
judgment.  Regardless, I cannot endorse 
him.”

I hung up the phone, took a deep 
breath, and made myself dial Mike’s 
number.  He picked it up on the fi rst ring.  
I delivered the bad news.  I could tell he 
was completely surprised.  The irony is all 
of Mike’s questions had been answered 
by the time he met the president and 
he thought he was exercising good 
judgment by not taking up too much of 
the president’s time. 

The moral of the story?  NEVER run 
out of questions!  Make the time to ask 
them!  Never decline to ask them when 
given an open door to do so!  Make them 
kick you out the door with questions on 
your lips.  In Mike’s case, he could have 
saved himself with one simple question:  
“Well, sir, although your people have 
done an excellent job throughout the 
day of answering my questions, I do 
have one for you.  If you don’t mind, 
would you share with me some of your 
thoughts about your career with CAT?”

Unlike other forms of power, the 
power of questions cannot be stored.  
The only benefi ts come from their actual 
usage.  Fortunately, they are a renewable 
resource and can be effectively recycled.  
Any questions?  Wait, I almost forgot to 
ask you one – interested in knowing how 
things turned out for Mike?  

Although he disagreed with the 
president’s assessment, he understood 

that a person’s perception is his reality.  
Realizing that he, Mike, was responsible 
for that perception, Mike decided to 
correct it.  He overnight mailed a very 
well worded letter to the president, 
reemphasizing his interest in the company 
and expressing regret that he had not 
taken advantage of the opportunity to 
pick the brain of someone with so much 
experience in the industry.  Mike also 
called Dennis, the HR manager who had 
set up his trip, to express his gratitude for 
having had the opportunity to interview 
and to apologize for not doing well 
with the president.  He also asked for 
another chance.  Mike told Dennis that 
he was prepared to travel back to Peoria 
at his own expense for the opportunity 
to get just 15 minutes on the president’s 
schedule.  The HR manager told Mike 
that although he felt the matter was 
dead, he was willing to propose it.  He 
promised Mike a call the next day.

Early the next morning Mike’s phone 
rang.  Hoping for the best but prepared 
for the worst, he picked up the phone 
expecting Dennis.  It was the president!  
“Mike,” he said, “I just fi nished your 
letter when Dennis came in to deliver 
your proposal.  Let’s save us both some 
time and money – do you have any 
questions for me?”

Mike got the job.  The last time I heard 
from him he was living in Caracas and 
enjoying the life of an expatriate.  He 
had just fi nished a big emergency power 
generation project with the largest 
hospital in Venezuela and was planning 
to take some time off to visit his family in 
Miami.  Recently engaged to be married, 
his bride-to-be had never been outside 
of Venezuela and she was very much 
looking forward to spending some time 
in Los Estados Unidos.  “Hey Tom,” he 
said, “it looks like I fi nally fi gured out this 
question thing after all and she said yes!”

Tom Wolfe is the candidate strategies 
editor and career coach at Bradley-Morris, 
Inc.  He served as a surface warfare offi cer 
in the Navy and has provided career 
guidance to military personnel since 
1978.  Contact Tom Wolfe at 1-800-330-
4950 ext. 204 or via e-mail at tomwolfe@
bradley-morris.com for additional career 
transition assistance.  Used with the 
author’s permission.

All of my questions 
have been answered 
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Courtesy of Edward Jones

 Balance is essential to almost all parts 
of our lives. We balance work and family 
issues. We can balance our indulgence 
for desserts with an extra trip to the 
gym. We even balance our checkbooks. 
But sometimes, we let our investment 
portfolios get out of balance — and that 
can be a costly mistake.

Of course, for your portfolio to become 
unbalanced, it had to be balanced 
to begin with. When you developed 
your investment strategy, you probably 
made sure your asset allocation — the 
percentage of your portfolio that you 
invested in each asset class, such as 
stocks or bonds — refl ected your goals, 
risk tolerance and time horizon. In short, 
your portfolio was balanced. However, 
over time, the amount of your portfolio 
devoted to a certain asset class could 
“drift” from your initial asset allocation.

This drifting process can lead to an 
unbalanced portfolio — and leave you 
vulnerable to market forces in ways you 
hadn’t anticipated. To illustrate this point, 
let’s assume  you began investing in 1982 
with a portfolio weighted 50 percent 
in stocks and 50 percent in bonds. But 
following the long run-up in stock prices, 
nearly 80 percent of your portfolio’s 
value might have been in stocks by the 
beginning of 2000, assuming you never 
rebalanced your holdings. This 80-to-
20 stock-bond ratio probably was much 
too risky for you. As it turned out, your 
portfolio would have reached the 80 
percent stock level at a very inopportune 
time — right before the stock market 
decline of 2000 – 2002. 

Consequently, to help avoid taking 
on too much risk, you should consider 
rebalancing your portfolio at regular 

intervals to bring it back to the asset 
allocation that’s right for your needs. 
In the above example, this would have 
meant reducing your exposure to stocks 
and adding more bonds.

But rebalancing your portfolio can 
do more than just restore your asset 
allocation — it can also help you take 
some of the emotions out of investing. 
How? Consider, once again, the huge 
rise in stock prices from 1982 to 2000. 
Caught up in the euphoria of a seemingly 
endless bull market, many investors 
got greedy and kept buying more and 
more stocks — including the so-called 
“dot-com” stocks, many of which had 
ambitious business plans but little, if any, 
actual earnings. When the technology 
“bubble” burst in 2000, these stocks 
sank — and so did the fortunes of their 
investors. Then during the stock market 
slump over the next couple of years, 
investors, driven by fear of more big 
losses, sold stocks at lower and lower 
prices. The biggest sales occurred in 
2003 — right as the market was set to 
rebound over the next few years.

To sum up: Greed and fear caused 
many investors to “buy high and sell 
low” — the opposite of the “golden 
rule” of investing. But if these investors 
had systematically rebalanced their 
portfolios along the way, they could 
have helped avoid the negative results 
that can arise when emotions dictate 
investment decisions. (Even so, asset 
allocation does not ensure a profi t or 
protect against loss.)

Your fi nancial advisor can help you 
establish a rebalancing strategy. But 
don’t wait too long to begin. A balanced 
portfolio is an essential step toward 
helping you achieve your long-term 
fi nancial goals.

To learn more about investing, contact 
Ben Clark.  He is a Financial Advisor with 
Edward Jones in the greater Atlanta are 
and can be reached at 770-977-4229 or 
toll-free at 1-888-421-4601.  He served 
in the U.S. Army (active and reserve 
combined) for 28 years, retiring as a Lt. 
Col. in 2003 after returning from a tour in 
the Middle East. 

Pre-register for the job fair at
www.CivilianJobs.com to get 
your resume in the hands of 
employers  with positions in your 
fi eld of interest and geographic 
location preference.

E-mail info@civilianjobs.com
or call 1-866-801-4418

November 6 - 
Fort Hood, Texas

December 4 - 
Fort Sam Houston, Texas

www.slb.com/careers

• Medical & Dental
 (multiple choices each)
• 401k with 6% match

• Discounted Stock Purchase
• Paid Vacation
 And Much More!

Schlumberger is the world’s leading oilfi eld services 
company with a presence in over 80 countries. Schlumberger 
Oilfi eld Services works with clients to resolve their challenging 
problems by investing in state-of-the-art technology and 
extensive research and development.

POSITIONS AVAILABLE: 
FIELD SPECIALIST (fi eld team lead)
The Field Specialist position is a demanding, hands-on job 
utilizing cutting edge technology to optimize solutions for 
Energy companies. The information and services that a Field 
Specialist provides helps clients locate, evaluate, and produce 
oil and gas reservoirs more cost effectively and effi ciently.

EQUIPMENT OPERATOR (fi eld team member)
Equipment Operator’s are responsible for driving, operating 
and maintaining fi eld operational equipment, in accordance 
with local and Schlumberger safety standards and guidelines.

ELECTRONIC TECHNICIAN
The Electronic Technician is responsible for the maintenance, 
troubleshooting and repair of all electronic, electric and 
computer based equipment.  

DIESEL/HYDRAULIC MECHANIC
The Diesel Hydraulic Mechanic is responsible for the 
maintenance, troubleshooting and repair of all mechanical, 
hydraulic and diesel power based equipment. 

BENEFITS

Mapping Life’s Tomorrows
by Wilford D. Gower

Retired U.S. Army Col. Wilford D. Gower has 
experienced a lot of life in his 89 years and he is sharing 
his wisdom in his new book Mapping Life’s Tomorrows.  
In this book, Gower’s advice applies to all areas of both 
your personal and professional life with chapters on 
“Planning for Marriage” to “Planning for Retirement.  As 
a member of the greatest generation, Gower’s “tell it 
like it is” style refl ects both his Kentucky roots and his 
leadership roles in the U.S. Army.

BOOK CLUB

“Balance” is key in
successful investing

mailto:info@civilianjobs.com
http://www.slb.com/careers
http://www.civilianjobs.com/careeradvice/jobfairs.aspx
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Join the nation’s leading auto and home insurance company
as a State Farm Agent and experience personal success 
running your own agency in your own community. State Farm, 
ranked in the top 50 on the Fortune 500 list of companies, is 
seeking individuals with an entrepreneurial spirit.

Benefi ts from the fi rst day:
 • Paid internship & side by side
 mentor agent coaching. 

• Among the industry’s most attractive 
 incentive & rewards program. 

• A work environment that allows you 
 control over your time. 

• Opportunity to represent a full range of
 insurance & fi nancial services products. 

• National marketing & advertising support.

• $18,000 bonus following training.

State Farm Insurance is an equal opportunity
employer. For immediate consideration, 
please email your resume to:
kendra.glassmeyer.jbe3@statefarm.com,
refer to job code:  civilianjobnews
and include your state of residence
in the subject line.

To see additional State Farm agency
information please visit:
www.statefarm.com/agent/careers

GROW. LEAD. SUCCEED.

http://www.statefarm.com/agent/careers
http://www.donjon.com
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Allan Young’s successful but short-lived 
career as a small-business consultant 

in Richmond, Va., was sidetracked in 
2005 when he was deployed to the 
Middle East as an operations offi cer with 
the U.S. Army Reserve. Young handed off 
some of his accounts to other consultants 
and returned six months later “thinking I 
wouldn’t have any clients and would have 
to completely restart my business.”

However, one company waited. Launched 
out of a garage in 2000, Shelf Conversions, 
now called ShelfGenie, designs, builds and 
manufactures high-quality, custom Glide-Out 
shelving that fi ts existing cabinetry in kitchens, 
bathrooms and elsewhere throughout the 
home. The mother-son ownership team – 
Joyce Burgess and Andrew Kerwin – wanted 
Young to develop a growth plan and he 
implemented a dealership model for the 
business that Kerwin had launched after 
moving to Richmond from Calif., where he 
had worked in the shelf conversion industry 
and realized its potential. Within a year, 
ShelfGenie had 30 dealers throughout the 
country, all recruited by Young. What he 
saw in the industry was something he had 
witnessed before.

“I always viewed the closet industry as a 
very close cousin to ours.  Looking at their 
history has enabled me to make smarter, 
more strategic decisions,” Young said. 
“Ten to 15 years ago, the closet industry 
was where we were a couple of years ago. 
It was very fragmented and people never 
thought it would make it. Now you can fi nd 

over 10 large, successful closet organization 
companies in every major market in the 
country.”

In what can only be described as a 
whirlwind, the 37-year-old Young – along 
with business partner and franchising 
veteran Barry Falcon, 56 – has taken 
the foundation that Burgess and Kerwin 
established with their original concept and 
founded ShelfGenie Franchise Systems, the 
nation’s only franchised provider of custom-
built shelving solutions that glide in and out. 
Franchising efforts were launched in May 
2008 and the company expects to grant 
two franchises each month through 2008 
and 125 to 150 franchise owners by the end 
of 2010. The company is initially targeting 
major markets throughout the Northeast, 
Florida., Texas and California.

Young said his military experience 
has served him well in his post as CEO 
of ShelfGenie, especially in leadership 
responsibilities. Young went on active 
duty with the Army in 1993 after attending 
the University of Richmond on an ROTC 
scholarship. During his fi ve years at Schofi eld 
Barracks in Honolulu, Hawaii, Young 
served several roles – an artillery offi cer in 
the positions of platoon leader, operations 
offi cer for a 1,500-member brigade and as 
commander of an elite counter-intelligence 
radar unit as part of the 25th Infantry 
Division – all of which taught him discipline, 
leadership and the importance of hard work. 
Young returned to Virginia in 2002 and 
joined a reserve unit while teaching military 

science at his alma mater but was deployed to 
Kuwait just three years later as an operations 
offi cer under special operations command 
specializing in psychological operations 
and civil affairs. Young was responsible 
for planning, coordinating and executing 
missions to construct schools, hospitals and 
water pumping stations throughout Iraq, 
Afghanistan, Somalia, Ethiopia and Kuwait. 
No matter where he was stationed, Young 
was taught by mentors to always put the 
welfare of his soldiers fi rst.

“All too often, I see business leaders who 
are solely focused on their own personal 
gain.  While it is sometimes necessary to 
make diffi cult decisions as a business leader 
for the greater good of the company and its 
customers and employees, these ‘leaders’ 
clearly are making decisions based on 
fear of failure or other short term reasons,” 
said Young. “The Army taught me to lay 
out a strategic plan with an objective and 
understand all of the assumptions and implied 
tasks required to achieve that objective.  
This signifi cantly reduces the amount of 
fear and risk and allows our leadership to 
focus on maximizing long-term results and 
maximizing customer satisfaction.”

To learn more about ShelfGenie, visit 
www.shelfgenie.com.

Top-shelf opportunity

http://www.shelfgenie.com
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CLASSIFIED ADVERTISING

National/Regional

NUMEROUS OPS - INTEGRATED POWER SERVICES 
Formerly the Power Services unit of Reliance 
Electric, is a national electric motor repair and fi eld 
service company.  We are growing and are pleased 
to announce the additional of Electro-Mac  Inc. of 
Indiana, PA to our IMPS family.  Safety, quality, 
and customer service are our hallmarks.  We provide 
nationally competitive pay, comprehensive family 
benefi t plans including a 401-K savings plan, and 
a fair and friendly work environment.  Come join 
our team!  We are located near Birmingham, AL 
Charlotte, NC, Cincinnati, OH, Chicago, IL, Denver, 
CO, Houston, TN, Indiana, PA, Philadelphia, PA, 
Portland, OR, Shreveport, LA, Pittsburgh, PA and 
Rock Springs, WY.  For immediate consideration 
please visit www.gjlewis@integratedps.com 
or, mail to: Integrated Power Services, Attn:  
Recruitment/Employment, 3 Independence Pointe, 
Suite 100, Greenville, SC 29615./ EOE.

Overseas

PROJECT MANAGER - US CAMPS INCLUDING: MOSUL, 
TAJI, HABBANIYAH OR KIRKUSH - GK – 1522 - 
Project Manager for various construction projects. 
All projects in US Camps. Any travel required outside 
the wire is by US military helicopter.  Prefer BS Civil 
Engineering or related fi eld. 10+ years experience 
with experience in Iraq helpful. Used scheduling 
software such as Primavera or MS Project. Must 
be familiar with and have prepared QC and Safety 
plans and other project execution documentation.  
E-mail resume to careers@civilianjobs.com and 
include Project Manager - US Camps including: 
Mosul, Taji, Habbaniyah or Kirkush - GK – 1522 in 
the subject line..

CA • California

ACCOUNT REPRESENTATIVE & RECRUITER WANTED 
FOR SAN DIEGO OFFICE – BRADLEY-MORRIS, INC.  
Bradley-Morris, Inc (BMI) is the largest exclusive 
military recruiting fi rm in the United States and 
we are growing. Our company was founded in 
1991 and we have experienced nothing but growth 
and success. We have placed military offi cers 
since our inception and have expanded to placing 
enlisted technicians and supervisors in 1998 and 
sales candidates in 2006.  We have a need for an 
Account Representative in our San Diego offi ce to 
support our West Coast operations. As an Account 
Representative, you are responsible for establishing 
and maintaining relationships with companies that 
would be interested in hiring our candidates through 
inside sales.  Financial rewards and benefi ts:  
Expect to be making $100K+ within two years. 
This is not a career for someone who is content 
making $60K a year. Bonuses, Medical, Dental, 
Vision, 401K, Company Trips, are just a few of the 
perks that come with this opportunity. What sets 
Bradley-Morris apart?  Low turnover – most people 
employed for over a year and left BMI did so to 
become a stay-at-home moms, go to school, or 
become self-employed--start a new business, etc. 
The individuals who make up the BMI are some of 
the best people to work with regardless of industry 
- we are the winning team.  Family Friendly - with 
plenty of children in the BMI family, we give more 
than lip service to this important area. Almost all 
BMI people either coach or are signifi cantly involved 
in their children’s schools. Signifi cant events in 
our children’s’ lives are not missed.  For more 
information, call 888-275-0745 or visit www.
bradley-morris.com.

CO • Colorado

CORRUGATOR SUPERVISOR - GOLDEN, CO  - 
INTERNATIONAL PAPER COMPANY. We currently 
have an opening for a Corrugator Manufacturing 
Supervisor at our Golden Colorado Plant. This 
facility manufactures packaging products for local 
and national customers. We are looking for a 
motivated individual who is capable of performing 
a multitude of supervisory functions in a fl exible, 
fast-paced production environment. Our workplace 
requires supervisors who understand the needs of 
the business while maintaining a focus on safety, 
customer satisfaction, quality, productivity and 
engagement of crew members. This position reports 
to the manufacturing manager and has responsibility 
for the direction of production employees on the 
2nd or 3rd shift. In addition to daily operational 
responsibilities, the successful candidate will be 
responsible for implementing and maintaining 
systems, driving manufacturing improvements as 
well as leading, coaching, motivating and engaging 
the work teams to accomplish operational objectives.  
Apply at CivilianJobs.com

GA • Georgia

NUCLEAR SECURITY OFFICER - AUGUSTA, GA - 
SOUTHERN COMPANY As an armed Nuclear Security 
Offi cer (NSO) at Plant Vogtle, near Augusta, 
GA you will be part of a well-trained Security 
Organization charged with ensuring safety of 
personnel and nuclear reactor systems. The high 
security environment requires an elevated standard 
of mental and physical readiness in order to 
successfully deter and defeat the “Design Basis 
Threat (DBT).”  The Nuclear Security Offi cer (NSO) 
reports to the Shift Lieutenant and supports daily 
shift activities which maintain site physical security. 
The responsibilities of the NSO include the following 
activities:  Continuous focus on SAFETY; Main 
gate and protected area access control; Vehicle 
search and escort; Personnel screening and search; 
Protected area and vital area patrols; Armed tactical 
contingency response; Rifl e and handgun live-
fi re training; Annual testing and re-qualifi cation; 
Dependable VIGILANCE at all times, 24/7 Sentry-
posts.  APPLICATION INSTRUCTIONS:  Please read 
complete job description and job requirements 
then to apply online, please visit the SOUTHERN 
COMPANY website: http://www.southerncompany.
com/careerinfo/

IA • Iowa

MAINTENANCE MECHANIC - WATERLOO, IA 
- INTERNATIONAL PAPER COMPANY This position 
is responsible for safely providing maintenance 
support to our fast-paced Waterloo box plant that 
is equipped with technology ranging from simple to 
state of the art for the corrugated industry. Utilize 
both excellent mechanical skills and knowledge 
(pneumatics, hydraulics, machining, welding, 
power transmission, lubrication) and electrical/
electronics skills and knowledge (PLCs, A/C, D/C 
motors and drives, schematics) in our continuous 
process manufacturing environment to achieve 
machine uptime metrics. Work positively with 
maintenance and operations teams to troubleshoot 
and solve problems. Will be engaged in preventative 
maintenance processes in assigned areas.  Apply at 
CivilianJobs.com

IL • Illinois 

RECYCLING PLANT OPERATIONS MANAGER - ITASCA, 
IL - INTERNATIONAL PAPER COMPANY We are one 
of the world’s largest paper recyclers, handling 
more than 6 million tons of paper every year 
-- the equivalent of more than 120,000 railcars. 
We have recycling facilities throughout the United 
States. A majority of the recycled paper is used 
in International Paper mills, with the balance 
sold domestically and worldwide.   Responsible 

for the safe and effi cient operation of the Itasca 
Recycling Plant, the Operations Manager serves 
in a hands-on leadership role for the production 
and leadership teams in the areas of safety, 
housekeeping, productivity, customer satisfaction, 
cost effectiveness and continuous improvement.  For 
more information, and to apply, go to CivilianJobs.
com

KY • Kentucky 

DIESEL LOCO ELECTRICIAN 021551 – CSX 
Locomotive Electrician work consisting of wiring, 
maintaining, repairing, rebuilding, inspecting and 
installing of all generators, switchboards, meters, 
motors and controls, rheostats and controls, static 
and rotary transformers, motor generators, electric 
headlights, and headlight generators, electric 
welding machines, storage batteries, axle lighting 
equipment, electrical clocks and electric lighting 
fi xtures, winding armatures, fi elds, magnet coils, 
rotors, transformers and starting compensators. 
Inside and outside wiring at shops, buildings, 
and yards and on structures, and all conduit work 
in connection therewith, including diesel electric 
locomotives, passenger trains, motor cars, electric 
work on tractors and trucks.   RAILROAD RETIREMENT. 
APPLY ONLINE AT WWW.CSX.COMFOR QUESTIONS 
ON THE APPLICATION PROCESS CALL 1-888-884-
9417.  IMPORTANT, PLEASE FILL OUT THE SURVEY 
ON THE MILITARY RECRUITING DATABASE AT WWW.
CSXMILITARY.COM.  Say Military Recruiting as your 
Referral!  SAFETY IS A WAY OF LIFE!

LA • Louisiana

QUALIFIED EXECUTIVE STEWARDS, LINE COOKS, 
NIGHT COOKS, BAKERS/OFFSHORE – ART CATERING 
- Qualifi ed Executive Stewards (Chief Manager), 
Stewards (Line Cook), Night Cooks and Bakers 
needed for full time employment working the 
Gulf of Mexico oilfi eld.  We are a major offshore 
catering company servicing clients such as Chevron, 
Transocean, Shell, British Petroleum, McDermott, 
etc.  Competitive pay and benefi ts!  For more info 
please visit our website www.artcatering.com or call 
1-800-969-1252.

MA • Massachusetts

RNS, MANAGERS AND OTHER MEDICAL OPPORTUNITIES  
- UNIVERSITY OF MASSACHUSETTS MEDICAL SCHOOL 
Utilizes the nursing process to meet a variety 
of health care needs with ambulatory care a 
primary focus. Works with a variety of health care 
professionals and security offi cers in a correctional 
environment. Functions as team leader as assigned.  
To learn more and other opportunities, go to www.
civilianjobs.com.

MD • Maryland

INFORMATION OPERATIONS ANALYST - NEK 
ADVANCED SECURITIES GROUP NEK is 
seeking an Information Operations Analyst to join 
our team of experts at Fort Meade, MD in the 
following capacity:  Assess the vulnerability of U.S. 
information, information systems, and information 
infrastructure, while conducting vulnerability and 
risk analyses. Plan, direct, coordinate and conduct 
network instruction techniques. Analyze computer 
hardware and software studies to determine the 
vulnerabilities and what actions can be applied 
to interrupt or disrupt inputs, outputs, logic, and 
linkages with other software and hardware devices. 
Determine and prepare team computer related 
needs and conducting cost benefi t analysis.  Work 
independently with MACOMs, HQDA, and other 
national level agencies to facilitate IO/C2W/
C2P technological advances of automated, and 
management of information systems and works 
closely with IO counterparts throughout Army Staff, 

HQ, DA (ARSTAF), MACOMs, Federal Agencies, 
and supported activities.  Ability and willingness 
to deploy and travel independently worldwide 
estimated travel requirements are less than 25%. 
Send resume to careers@nekasg.com or apply 
online at www.nekasg.com.

NV • Nevada

PRIVATE SENIOR HOME HEALTH AGENCY - OWNERS 
NEEDED! - THE ENTREPRENEUR AUTHORITY OF SOUTH 
TEXAS  Give peace of mind to your customers 
by providing the highest quality healthcare 
staffi ng solutions. While it may be benefi cial to 
have healthcare or medical experience, it is not 
absolutely necessary. We are looking for those that 
have passion to succeed and the passion to make 
a difference in the lives of seniors.  Our typical 
franchisee has either 5 years of mid-level manager 
or above who has 5 years of experience managing 
at least 3 people. You need to be compassionate 
and caring. You also need to be able to build 
relationships, network, and be resourceful.  To learn 
more about this and other small business ownership 
opportunities, e-mail mtapp@eauth.com 

TX • Texas 

QUALIFIED EXECUTIVE STEWARDS, LINE COOKS, 
NIGHT COOKS, BAKERS/OFFSHORE - ART CATERING 
- Qualifi ed Executive Stewards (Chief Manager), 
Stewards (Line Cook), Night Cooks and Bakers 
needed for full time employment working the 
Gulf of Mexico oilfi eld.  We are a major offshore 
catering company servicing clients such as Chevron, 
Transocean, Shell, British Petroleum, McDermott, 
etc.  Competitive pay and benefi ts!  For more info 
please visit our website www.artcatering.com or call 
1-800-969-1252.

OVERHEAD CRANE TECHNICIAN - HOIST AND CRANE 
SERVICE GROUP Hoist & Crane Service Group is 
seeking Electricians, and Mechanics to inspect 
and repair overhead cranes and small to medium 
sized hoists.  Experienced Industrial Electricians, 
Mechanics, Motor Control Techs. and  Millwrights are 
encouraged to view our website: www.hoistcrane.
com for more information. 

VA • Virgina

CLINICAL NUTRITION MANAGER - RESTON HOSPITAL 
CENTER The Clinical Nutrition Manager maintains 
overall responsibility for all patient nutrition 
care activities in compliance with established 
policies and procedures. Provides direction and 
leadership for overall clinical nutrition services 
programs maintaining high caliber standards of 
care, developing long range strategic plans, and 
working towards implementation of cost effective 
nutrition programs. Functions as a member of the 
multidisciplinary health care team to implement 
nutrition care plans. Send resume to Brenda.
Miller@hcahealthcare.com.

WA • Washington

AVIATION MAINTENANCE TECHNICIANS - THE 
BOEING COMPANY - Immediate openings for 
Aviation Maintenance Technicians in the Puget 
Sound area of Washington state to perform fl ight-
line maintenance and inspection on both standard 
and experimental aircraft.  Please visit: boeing.
com/careers and click on the Aviation Maintenance 
Technicians Featured Opportunities button to view 
a detailed job description. It will direct you to 
our Aviation Maintenance Technicians Featured 
Opportunities site, where you can learn more 
and apply online. Boeing is an equal opportunity 
employer supporting diversity in the workplace.

http://www.gjlewis@integratedps.com
mailto:careers@civilianjobs.com
http://www.bradley-morris.com
http://www.bradley-morris.com
http://www.southerncompany.com/careerinfo/
http://www.artcatering.com
http://www.civilianjobs.com
http://www.civilianjobs.com
mailto:careers@nekasg.com
http://www.nekasg.com
mailto:mtapp@eauth.com
http://www.artcatering.com
http://www.hoistcrane
mailto:Miller@hcahealthcare.com
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Come Grow With Us! 
CCS is expanding throughout the country

and we are looking for enthusiastic, 
self-motivated professionals to join all

levels of our leadership team. 

Correct Care Solutions (CCS) invites you to 
become part of the best healthcare provider around!  

CCS provides healthcare services to correctional 
facilities nationwide.  As we continue to 

aggressively expand our operations, we are looking 
for the following leaders to join our TEAM: 

 Health Services Administrators
 Directors of Nursing

 Physicians & Mid-Level Providers
 Psychiatrists

 Dentists 

~CCS is an equal opportunity employer~ 

For immediate consideration, please email resume to: 
hr@correctcaresolutions.com or fax to
(615) 324-5774. For additional career 
opportunities please visit our website at 

www.correctcaresolutions.com.  

 If you’ve ever thought of working for the BEST, 
getting to know CCS is the next step for you.

We currently have operations in
the following states: 

 And we are expanding into other areas across
the nation! We have a strong relocation package. 

Let’s explore the opportunities together!

ennessee
ansas
isconsin
rth Carolina

outh Carolina

irginia
llinois
ebraska
ew Jersey 

mailto:hr@correctcaresolutions.com
http://www.correctcaresolutions.com
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