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BILLION DOLLAR QUESTION: 

Does established transition education such as resume writing, interview preparation, 
and job fairs provide an adequate foundation for identifying the sense of purpose, 
emotional intelligence, and self-actualization that this 65% of veterans desire most in 
their career path and life?

According to the Center for a New American Security, 65% of post-9/11 veterans are leaving 
their first post-military job within 24 months of starting. 

Background

Source: Carter, P, Kidder, K., Schafer, A. & Swick, A. (2016) 

https://www.cnas.org/publications/reports/onward-and-upward


Our hypothesis: there is a veteran 
population that is competent in the basics 
of finding career stability but is still 
lacking something in experiencing 
personal achievement or satisfaction. 

Background Cont.



1. Understand why the market fails the new generation of military member transitioning today from the 
government , private, and regional veteran advocate level.

2. Collect, Analyze, and Illustrate “undelivered needs and wants” raw data from a non bias way from post 
9/11 veterans who have been separated from the military for at least 24 months. 

3. Using a data analytics software Parmenides Eidos, to further interpret the data in a non bias way to 
map out four key life scenarios which include risk factors that could predict high risk suicide, 
organization fit, and emotional intelligence ability.

4. Educate and provide concrete recommendations to support modern post 9/11 veteran programming to 
move them up “The Ambitious VET Hierarchy of Needs”.

Objectives

https://www.parmenides-eidos.com/eidos9/us/


Outreach to achieve 300 participants in focus group

• Used current database of veterans that we reach through podcasting, social channels and email. 

• Used Reddit and other specialist veteran groups.

• Sphere of influence.

• Incentivized participation by offering FREE copy of our Ebook and raffle entry to win a $100 Amazon 
gift cards.

Methods: Outreach



Overview: The data collection process was executed in two ways (1) video conference interviews 
and (2) online survey answering open ended questions like: 

What do you lie awake at night thinking about?

What are you looking for, seeking, hoping for? 

What are your obstacles?    

Being a veteran 2+ years after military service, what is your want, need, or desire from your own 
experience?
 

 

 
 

 

 

 

 
 

Methods: Data Collection Tools



Participant response tracking was done via Excel Spreadsheet: we measured response completion, participant 
information, and response trends.

• We had proactive systems in place to vet every survey or live interview response, to make sure every veteran 
meets the criteria we are looking. (Post 9/11 veteran who served in either OIF or OEF and has been separated for 
at least 24 months from military service)

• To reduce the risk of bias data we share leveraged a software tool to interpret the raw data collected. 
• The Customer Profile was broken down by generation, gender, educational level, marital status, children, income 

level, nationality, occupation.

Disclaimer: The focus group was post-9/11 veterans not specific to enlisted or commissioned, branch of service, tenure of service, or honorable / other than honorable / dishonorable discharge.

Methods: Screening, Tracking, and 
Minimizing Risk for Bias or Skewed Data



Results: 
Demographics

87%
Male

13%
Female

GENDER

INCOME

GENERATION

49%
Gen X

51%
Millennial



Results: Pain Points Analysis

Ideal
Career

Dream job, job skills for 
advancement

76%

Purpose/
Fulfillment

Goals and
aspirations

56% 47%

Financial 
Stability

Financial position that 
allows security and 
freedom of lifestyle

42%

Emotional 
Intelligence
Self-awareness, 

self-management, social 
awareness, relationship 

management

42%

Culture/
Comradery
Community and

belonging

Support 
Systemically
VA services, job 

market, government
entities

36%

Creating a
Legacy/Giving 

Back
Lasting and
wide impact

29% 27%

Family
Support

Family involvement, 
support, and belonging

24%

Mentor 
Relationship

Mentor/Mentee

20%

Education

Educational goals
and achievements



Results: Veteran Profile Scenario One



Results: Veteran Profile Scenario Two



Results: Veteran Profile Scenario Three



Results: Veteran Profile Scenario Four



• Emotional intelligence is threaded throughout all of these four scenarios. 
• Post 9/11 veterans desire to know how to build social support systems.
• Post 9/11 veterans desire more than just stability and basic needs to be met.  
• This newer generation is more growth minded than any warfighter generation 

before them. 

Conclusion: What We Learned



Recommendations: Modern Psychology 
Education for the Modern Transitioning 
Warfighter



1900

WWI

Disease-Based Psychology
Mental disorders and psychoanalysis

Evolution of Psychology and US War Timeline

Behavioral Psychology 
Behaviors are acquired through conditioning / environmental stimuli shape our actions

1920 1940 1960 1980 2000 2020

Humanistic Psychology 
Behaviors are connected to inner feelings and self-Image

Positive Psychology 
Strengths vs. Weaknesses
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The Ambitious VET Hierarchy of Needs

Purpose 
& Fulfillment

Ideal Career & 
Education

Emotional Intelligence

Culture/Comradery & 
Family Support

Systemic Support & Financial Stability

   

Recommendations: A 
New Positive Psychology 
Model of how to educate 
and develop the newest 
generation of warfighter 
post military. 



“A handyman with tools is 
useless if he doesn't know what 
he is working on.” - Chris Hoffmann



Contact Info 
Chris Hoffmann
Email: choffmann@vettrainingcoaching.com 
Direct Line: 636-295-7477

Thank you! Questions?

mailto:choffmann@vettrainingcoaching.com

