
 
 
 
 
 

January 31, 2009 
  

DIVISION COMMANDER DEPARTMENT % OF GOAL 
 
 I Francis Yestramski Massachusetts 100.07 
 II Dean R. Ascheman Minnesota 101.26 
 III Al Grimmer Louisiana 100.51 
 IV James Robbins Rhode Island   100.53 
 V Gary A. Lucus Wyoming 100.00 

 

 
Recruiting smarter 
According to a recent look at our demographics, the average current age of DAV members is 65. 
While many of us never looked better, we who are active in the organization would be lying if 
we didn’t admit that the presence of gray hair and shiny foreheads hasn’t become the norm at 
chapter and department meetings. 
 
But if we’re honest with each other, we have to admit that involvement in veterans’ service 
organizations has always gone toward an older crowd. We Vietnam War era veterans look with 
gratitude to the men and women who fought in World War II. They held a steady grip over the 
leadership of our organization. 
 
Despite the generation gap we faced initially, we came to be partners as time went on. We, 
begrudgingly in some cases, learned to respect our differences and appreciate the similar and 
dissimilar experiences that shaped our generations. 
 
The experiences that we all bring to the table as members of the DAV bring nuggets of wisdom 
and knowledge that we must proliferate as quickly as possible. The sight of gray hair and bald 
heads is a sign of experience. 
 
And as we look to recruit new members, we need to find an army of young men and women who 
we can mentor and bring along. We need to get them in our rolls and use their experience to help 
us get our message out to the public and to their fellow veterans who will need our help and 
services. 
 
As we look ahead, let’s think of recruiting intelligently and reaching out in ways that will help 
our organization bridge the generation gap. Bringing in members of post-Vietnam war eras 
makes good sense for our future and will bring energy and a new sense of vitality to our 
chapters.  
 
 
 



Combat Eras: The Cuban Missile Crisis 
Historians argue that the Cuban Missile Crisis of 1962 was the most intense confrontation of the 
Cold War. Call it the Caribbean Crisis or the October Crisis, never before or since was the world 
closer to all-out nuclear war.  
 
Castro’s Cuban government feared direct intervention by the U.S. military following a miserably 
failed coup attempt at the Bay of Pigs. Castro declared Cuba a socialist republic and began 
modernizing its military with help from the U.S.S.R. 
 
Following an economic embargo and covert operations against Castro, President John F. 
Kennedy, a DAV life member, became aware that missile sites were being built in Cuba.  
 
This unique period saw veterans of nearly every service standing at the ready at a desperate time 
in American history. Air Force U-2 “Dragon Lady” reconnaissance planes from McCoy Air 
Force Base, Florida, initially spotted missile sites. Navy RF-8A Crusader recon aircraft were 
fired upon while gathering additional evidence. Marines on Guantanamo Bay stood at the ready 
while their shipmates on the USS Essex, Kennedy, Gearing and others conducted a naval 
quarantine of the island. Strategic Air Command went up to DEFCON 2. The Army’s 1st 
Armored Division was sent to Georgia and five other divisions were put on alert.  
 
Through creative diplomatic negotiations, the missiles were removed from Cuba by the Russians. 
However, without an entire military ready at a moment’s notice to answer the call to duty, the 
outcome of this confrontation could have brought devastation to the entire planet. 
 
If you know a man or woman who served during this unique period in American history, ask him 
or her about their experiences. While you’re at it, ask them if they need our services or are 
eligible for membership. You never know who is going to join if you never ask. 
 
RECRUITERS REMINDED TO OBTAIN ALL REQUIRED INFORMATION 
As most veterans have learned from military service, when the going gets tough, attention to 
detail makes all the difference. As we push to build upon the legacy our past and aging veterans 
have so tirelessly built, it is important that they obtain and provide complete information on all 
applicants. Full dates of birth, dates of service, and complete information for applications is 
necessary and critical. Recruiters need to ensure that every piece of information required on the 
application is provided in full. 
 
Ironically for recruiters, one of the most common gaps in the information provided on applicants 
is the sponsor code that gives recruiters credit for their prospective members. By ensuring that 
the Membership Department gets all the required information, you expedite your applicant’s 
membership and ensure you get the credit for your efforts! 
 
 
MEMBER BENEFIT: HOME BENEFITS 
After the Federal Reserve’s November announcement that they would be buying $600 billion in 
mortgage-backed securities, there has been a slight thaw in the mortgage market. By pumping 
funds into the mortgage market, mortgage rates subsequently dropped to their lowest level in 40 
years. The refinance boom is well underway and is expected to continue for the better part of 
2009.  
 



Even though interest rates are at historical lows, it’s difficult to decide when refinancing is worth 
it. There are a few factors that homeowners should consider when deciding if refinancing is right 
for them. 
 
Do you have a high interest rate on your current mortgage? You may be able to lower your 
current monthly payments by taking advantage of today's lower interest rates. 
  
Do you have an adjustable rate mortgage? You may want to consider trading your ARM for the 
security of a fixed rate mortgage. 
  
Are you concerned with out-of-pocket costs? SIRVA Mortgage offers low-and no-closing-cost 
refinancing. 
  
Do you need extra cash? Refinancing can help you consolidate debt to a lower rate, make home 
improvements or even pay for tuition. 
 
Do you currently have a VA mortgage?  You may be able to lower your interest rate on your 
current VA Loan to a new VA loan. With a VA Streamline Refinance you can lower your 
interest rate and minimize the amount of documentation and paperwork from when you initially 
purchased your home.  This is the most popular VA Refinance program and now is a great time 
to take advantage of the new low VA Refinance rates.  
 
Now may be the time to consider refinancing your current mortgage.  With SIRVA Mortgage's 
multi-lender approach you can take advantage of the most competitive interest rates and 
refinance to a lower or fixed monthly payment.  Unlike many mortgage providers, SIRVA 
Mortgage has maintained a very strong balance sheet and remains a preferred and viable lender.   
You can receive a low, fixed-rate loan with no application fee as part of a $300 closing cost 
credit when you close on your new loan.  A mortgage loan counselor can run financial scenarios 
to determine if refinancing makes sense for you. Make the call today to find out if refinancing is 
right for you! 
 
Get the help you need and the value you deserve. 
Call 800-593-2526 or visit http://dav.myhomebenefits.com. 
 
DAV members also receive member preferred discounts from two of the most respected moving 
companies. Call or e-mail northAmerican, 1-800-524-5533 / tmento@universitymoving.com, or 
Allied, 1-800-871-8864 / jweaver@centralvan.com, for more information. 
  
 
LESSONS IN LEADERSHIP: SEMPER GUMBY 
In 2006, three years into combat in Iraq, the Army and Marine Corps recognized a need to 
relearn some tactics it had forgotten and update soldiers and Marines on counter insurgency or 
“COIN” operations. Three decades after Vietnam, the military recognized it had neglected 
doctrine and national security policies in regards to dealing with an insurgency. 
 
Field manual 3-24/MCWP 3-33.5 was developed by then Army Lt. Gen. David H. Patreaeus and 
Marine Lt. Gen. James F. Amos to make troops and officers on the ground more flexible and 
adaptive in dealing with local communities and their enemies. 
 



The effort was reminiscent of the costly lessons the United States paid dearly to learn in past 
conflicts. 
 
There is much we can learn from the past, and much we can teach the youngest generation. 
Flexibility and the ability to adapt and overcome is something near and dear to Vietnam 
Veterans.  
 
At one time we were young and wild. We could run all day and fight all night. We must 
remember the lessons our brothers and sisters paid with blood to learn, the spirit we carried in 
our hearts and the sharp edge we honed through sweat and determination.  
 
We must continually adapt to new circumstances and use every tool in our arsenal to carry out 
our fight for one another. We mustn’t leave our brothers and sisters behind. We must never 
surrender when duty calls. 
 
Moving forward, we need to look for opportunities to bring new men and women along in our 
organization so that the next generation doesn’t have to retake the same hills and beachheads we 
sacrificed to take. We must evolve our personal skills and organizational outreach to ensure we 
continue this sacred fight well into the future. 

 
 
 
 

ANTHONY L. BASKERVILLE 
National Membership Director 

 



As of 01/31/2009

Membership Standings

Present

Standing State

Life Member

Population

Life

Goal

% of

Goal

Goal

Variance

Division I - Over 35,000 Members

 1 MASSACHUSETTS  30,859  30,837  100.07%  22
 2 CALIFORNIA  69,578  69,679  99.86% -101
 3 NEW YORK  49,419  49,606  99.62% -187
 4 PENNSYLVANIA  34,058  34,263  99.40% -205
 5 OHIO  32,063  32,301  99.26% -238
 6 MICHIGAN  25,662  25,854  99.26% -192
 7 FLORIDA  56,491  56,919  99.25% -428
 8 VIRGINIA  23,183  23,433  98.93% -250
 9 TEXAS  54,599  55,293  98.74% -694

 10 NORTH CAROLINA  29,591  30,040  98.51% -449

 405,503  408,225 -2,722Division Totals  99.33%

Division II - 18,000 To 34,999 Members

 1 MINNESOTA  16,675  16,468  101.26%  207
 2 COLORADO  16,514  16,461  100.32%  53
 3 KENTUCKY  17,731  17,774  99.76% -43
 4 WISCONSIN  15,136  15,183  99.69% -47
 5 MARYLAND  13,418  13,468  99.63% -50
 6 NEW JERSEY  18,824  18,904  99.58% -80
 7 INDIANA  14,552  14,639  99.41% -87
 8 OKLAHOMA  15,689  15,786  99.39% -97
 9 MISSOURI  15,960  16,074  99.29% -114

 10 WASHINGTON  17,709  17,843  99.25% -134
 11 ARIZONA  16,542  16,742  98.81% -200
 12 ILLINOIS  17,246  17,461  98.77% -215
 13 TENNESSEE  14,112  14,299  98.69% -187
 14 SOUTH CAROLINA  12,602  12,823  98.28% -221
 15 ALABAMA  14,630  14,935  97.96% -305
 16 GEORGIA  15,998  16,438  97.32% -440

 253,338  255,298 -1,960Division Totals  99.23%

Division III - 10,000 To 17,999 Members

 1 LOUISIANA  8,824  8,779  100.51%  45
 2 CONNECTICUT  8,215  8,205  100.12%  10
 3 NEW MEXICO  9,840  9,864  99.76% -24
 4 ARKANSAS  11,267  11,387  98.95% -120
 5 WEST VIRGINIA  8,050  8,163  98.62% -113
 6 OREGON  7,943  8,069  98.44% -126
 7 PUERTO RICO  6,865  6,995  98.14% -130

 61,004  61,462 -458Division Totals  99.25%
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As of 01/31/2009

Membership Standings

Present

Standing State

Life Member

Population

Life

Goal

% of

Goal

Goal

Variance

Division IV - 5,000 To 9,999 Members

 1 RHODE ISLAND  4,774  4,749  100.53%  25
 2 SOUTH DAKOTA  4,367  4,351  100.37%  16
 3 IOWA  6,889  6,885  100.06%  4
 4 UTAH  4,554  4,553  100.02%  1
 5 NEVADA  5,296  5,297  99.98% -1
 6 HAWAII  4,636  4,638  99.96% -2
 7 NEW HAMPSHIRE  5,285  5,300  99.72% -15
 8 MONTANA  3,840  3,864  99.38% -24
 9 MAINE  6,849  6,895  99.33% -46

 10 NORTH DAKOTA  4,112  4,143  99.25% -31
 11 NEBRASKA  6,092  6,141  99.20% -49
 12 KANSAS  6,779  6,837  99.15% -58
 13 MISSISSIPPI  5,959  6,020  98.99% -61
 14 IDAHO  4,433  4,483  98.88% -50

 73,865  74,156 -291Division Totals  99.61%

Division V - Less than 5,000 Members

 1 WYOMING  1,664  1,664  100.00%  0
 2 D C  1,955  1,972  99.14% -17
 3 DELAWARE  2,167  2,188  99.04% -21
 4 ALASKA  2,400  2,432  98.68% -32
 5 VERMONT  2,428  2,464  98.54% -36

 10,614  10,720 -106Division Totals  99.01%

National Totals  862,596  867,118  99.48% -4,522
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