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A blizzard warning was issued
for parts of the region, as resi-
dents and travelers prepared
for a storm to dump up to 20
inches of snow.Metro, B1.

A fourth quarter surge by the
OrlandoMagic ended the Celt-
ics’ winning streak. Sports, C1.

The Patriots are having fun
moving around the defensive
line. Spots, C1.

Pakistani police believe an
attack that killed at least 45
peoplewas the first timemil-
itants have sent awoman to
carry out a suicide attack in
Pakistan. TheWorld, A4.

A young woman was killed in
a Christmas Eve fire in Chel-
sea, and amanwas in critical
condition.Metro, B4.

New Hampshire’s winter
hikers brave the cold but reap
some spectacular rewards.
NewEngland Travel,M5.

NOTE TO READERS
The Boston GlobeMagazine
will not be published today.
The crossword and Sudoku
puzzles appear on B4. The
magazine resumes publication
next Sunday.

‘‘If the MVP contest only
measures statistics and
performance— not
morals and ethics—Vick
and Brady are equally
worthy of the prize. That’s
the beauty and ugliness of
professional sports:
Throw a ball deeper and
more accurately than
anyone else, and the past
can be forgiven if not
forgotten, even if it
includes the electrocution
of dogs.’’ Opinion, K10.

POINT OF VIEW:
JOAN VENNOCHI

In the news

Have a news tip? E-mail
newstip@globe.com or call
617-929-TIPS (8477). Other
contact information, B2.
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WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.

SHAYNA BRESLIN/SOUTH BEND TRIBUNE

Retired generals led a lobbying effort for
AM General, the Humvee manufacturer.

From the Pentagon to the private sector
In large numbers, and with few rules, retiring
generals are taking lucrative defense-firm jobs

GENERALS, Page A22

By Jenna Russell
GLOBE STAFF

Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.

Schools
lag on
bullying
strategy
Child protection
plans due Friday

BULLY LAW, Page A20

By Lisa Wangsness
GLOBE STAFF

FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’

PHOTOS BY YOON S. BYUN/GLOBE STAFF

Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry

O’MALLEY, Page A10

By Eric Moskowitz
GLOBE STAFF

In June of 1959, packaged sandwiches
and envelopes of nickels began pouring
into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-

JOANNE RATHE/GLOBE STAFF

Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’

PHOTOS BY YOON S. BYUN/GLOBE STAFF

Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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In June of 1959, packaged sandwiches
and envelopes of nickels began pouring
into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-

JOANNE RATHE/GLOBE STAFF

Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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measures statistics and
performance— not
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and Brady are equally
worthy of the prize. That’s
the beauty and ugliness of
professional sports:
Throw a ball deeper and
more accurately than
anyone else, and the past
can be forgiven if not
forgotten, even if it
includes the electrocution
of dogs.’’ Opinion, K10.
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WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.

SHAYNA BRESLIN/SOUTH BEND TRIBUNE

Retired generals led a lobbying effort for
AM General, the Humvee manufacturer.

From the Pentagon to the private sector
In large numbers, and with few rules, retiring
generals are taking lucrative defense-firm jobs
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Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.

Schools
lag on
bullying
strategy
Child protection
plans due Friday
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FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’
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Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-
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Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.
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Retired generals led a lobbying effort for
AM General, the Humvee manufacturer.

From the Pentagon to the private sector
In large numbers, and with few rules, retiring
generals are taking lucrative defense-firm jobs
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Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.

Schools
lag on
bullying
strategy
Child protection
plans due Friday
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FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’

PHOTOS BY YOON S. BYUN/GLOBE STAFF

Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-
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Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.
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AM General, the Humvee manufacturer.
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Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.
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strategy
Child protection
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FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’
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Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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the MBTA — the MTA’s successor — need-

JOANNE RATHE/GLOBE STAFF

Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song

CHARLIE AND THE T, Page A10

fghijkl
D e c e m b e r 2 6 , 2 0 1 0

L o t t e r y , P a g e B 2

Suggested retail price

$3.50
$4.00 outside of
Greater Boston

*

V O L U M E 2 7 8
N U M B E R 1 7 9

For breaking news, updated Globe
stories, and more, visit:

0 9 4 7 7 2 6 1

5 1 7 4 4

BOXING DAY KNOCKOUT

Today: Snow hits in the afternoon.
High 31-36. Low 27-32.

Tomorrow: Snow ending, high winds.
High 30-35. Low 15-20.

High Tide: 2:33 a.m. 2:50 p.m.
Sunrise: 7:12 a.m. Sunset: 4:17 p.m.

Full Report: Page B12

A blizzard warning was issued
for parts of the region, as resi-
dents and travelers prepared
for a storm to dump up to 20
inches of snow.Metro, B1.

A fourth quarter surge by the
OrlandoMagic ended the Celt-
ics’ winning streak. Sports, C1.

The Patriots are having fun
moving around the defensive
line. Spots, C1.

Pakistani police believe an
attack that killed at least 45
peoplewas the first timemil-
itants have sent awoman to
carry out a suicide attack in
Pakistan. TheWorld, A4.

A young woman was killed in
a Christmas Eve fire in Chel-
sea, and amanwas in critical
condition.Metro, B4.

New Hampshire’s winter
hikers brave the cold but reap
some spectacular rewards.
NewEngland Travel,M5.

NOTE TO READERS
The Boston GlobeMagazine
will not be published today.
The crossword and Sudoku
puzzles appear on B4. The
magazine resumes publication
next Sunday.

‘‘If the MVP contest only
measures statistics and
performance— not
morals and ethics—Vick
and Brady are equally
worthy of the prize. That’s
the beauty and ugliness of
professional sports:
Throw a ball deeper and
more accurately than
anyone else, and the past
can be forgiven if not
forgotten, even if it
includes the electrocution
of dogs.’’ Opinion, K10.

POINT OF VIEW:
JOAN VENNOCHI

In the news

Have a news tip? E-mail
newstip@globe.com or call
617-929-TIPS (8477). Other
contact information, B2.

THE YEAR IN ARTS

PAGE
N1

BIZ QUIZ

OOPS!

Test your knowledge of the year’s top business stories

The year in mistakes

MONEY & CAREERS G1

IDEAS K1MOVIES
Wesley Morris
and Ty Burr
on the films
of the year

N9

By Bryan Bender
GLOBE STAFF

WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.

SHAYNA BRESLIN/SOUTH BEND TRIBUNE

Retired generals led a lobbying effort for
AM General, the Humvee manufacturer.

From the Pentagon to the private sector
In large numbers, and with few rules, retiring
generals are taking lucrative defense-firm jobs
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Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.

Schools
lag on
bullying
strategy
Child protection
plans due Friday
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FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’

PHOTOS BY YOON S. BYUN/GLOBE STAFF

Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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In June of 1959, packaged sandwiches
and envelopes of nickels began pouring
into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-

JOANNE RATHE/GLOBE STAFF

Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.

SHAYNA BRESLIN/SOUTH BEND TRIBUNE

Retired generals led a lobbying effort for
AM General, the Humvee manufacturer.

From the Pentagon to the private sector
In large numbers, and with few rules, retiring
generals are taking lucrative defense-firm jobs

GENERALS, Page A22

By Jenna Russell
GLOBE STAFF

Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.

Schools
lag on
bullying
strategy
Child protection
plans due Friday
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FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’

PHOTOS BY YOON S. BYUN/GLOBE STAFF

Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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In June of 1959, packaged sandwiches
and envelopes of nickels began pouring
into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-
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Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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performance— not
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WASHINGTON — An hour after
the official ceremony marking the end
of his 35-year career in the Air Force,
General Gregory ‘‘Speedy’’ Martin re-
turned to his quarters to swap his
dress uniform for golf attire. He was
ready for his first tee time as a retired

four-star general.
But almost as soon as he closed the

door that day in 2005 his phone rang. It
was an executive at Northrop Grum-
man, asking if he was interested in
working for the manufacturer of the B-2
stealth bomber as a paid consultant. A
few weeks later, Martin received another
call. This time it was the Pentagon, ask-

ing him to join a top-secret Air Force
panel studying the future of stealth air-
craft technology.

Martin was understandably in de-
mand, having been the general in
charge of all Air Force weapons pro-
grams, including the B-2, for the previ-
ous four years.

He said yes to both offers.
In almost any other realm it would

seem a clear conflict of interest — pit-
ting his duty to the US military against
the interests of his employer — not to

mention a revolving-door sprint from
uniformed responsibilities to private
paid advocacy.

But this is the Pentagon where, a
Globe review has found, such apparent
conflicts are a routine fact of life at the
lucrative nexus between the defense
procurement system, which spends
hundreds of billions of dollars a year,
and the industry that feasts on those
riches. And almost nothing is ever
done about it.

SHAYNA BRESLIN/SOUTH BEND TRIBUNE

Retired generals led a lobbying effort for
AM General, the Humvee manufacturer.

From the Pentagon to the private sector
In large numbers, and with few rules, retiring
generals are taking lucrative defense-firm jobs
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Forty percent of Massachu-
setts school districts have not
filed bullying-prevention plans
with the state, despite a Dec. 31
deadline for administrators to
comply with a new law that seeks
to improve protection for stu-
dents in the classroom and be-
yond.

The law, approved by the
Legislature and signed by Gover-
nor Deval Patrick last spring, was
passed amid urgent calls for ac-
tion following the suicide of bul-
lied student Phoebe Prince on
Jan. 14. It requires schools to
adopt clear procedures for re-
porting and investigating cases of
bullying, as well as methods for
preventing retaliation against
those who report problems.

The new measure has sparked
widespread debate about com-
plex aspects of a longtime social
problem, including how to define
bullying, whose responsibility it
is to stamp it out, and how
schools can control conflict on
the Internet.

As of late last week, 238 out of
394 public school districts had
submitted their plans, a spokes-
man for the state Department of
Education said, after a last-
minute push that brought in new
documents hourly.

Schools
lag on
bullying
strategy
Child protection
plans due Friday
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FRAMINGHAM — Cardinal
Sean P. O’Malley was just out of
seminary when his friary sent
him to serve as chaplain at the
Butler, Pa., county prison. His first
task was to preach to the inmates,
but he had never given a sermon
before, much less to such a tough
crowd. He consulted his preach-
ing textbook, which advised:
‘‘Speak into the horizons of your
congregation.’’

Inspired, O’Malley gave a lively
account of the Bible’s great escape

stories: Daniel and the lion’s den,
St. Paul escaping over the walls of
Damascus in a basket, St. Peter in
chains. The inmates listened,
rapt.

‘‘The problem was, that night,
several prisoners escaped from
the prison,’’ O’Malley said with a
laugh during a recent interview.
‘‘And I was afraid my first sermon
was going to be my last. The supe-
rior was very unhappy.’’

O’Malley went on to become a
well-regarded homilist; in a qui-
eter way, he has also continued

‘YOU ARE NOT
FORGOTTEN ABOUT’

PHOTOS BY YOON S. BYUN/GLOBE STAFF

Cardinal O’Malley offered a blessing to inmates Lauren Bizzotto (right), Rebecca Tolisano, and Valeda Talamini.

MCI-Framingham inmates prayed after receiving
Communion during a Mass said by the cardinal.

Behind bars, a cardinal’s quiet prison ministry
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In June of 1959, packaged sandwiches
and envelopes of nickels began pouring
into the Park Square headquarters of
Boston’s Metropolitan Transit Authority,
postmarked from as far off as California
and Hawaii. All were addressed to Charlie
— ‘‘the man who never returned.’’

The Kingston Trio’s ‘‘At Large’’ album
was headed to number one, and listeners
couldn’t get enough of the opening track,
‘‘M.T.A.,’’ about a fellow trapped on the
subway because he lacked a nickel for the
exit fare. The hit would go on to become a
campfire staple and slice of Americana,
widely embraced, frequently parodied,
and adapted for styles from country to
punk.

So Charlie was a natural choice when
the MBTA — the MTA’s successor — need-

JOANNE RATHE/GLOBE STAFF

Sam Berman sang lead on the original version of
‘M.T.A.,’ first penned as a protest song.

Charlie, out from the underground
MBTA acknowledging radical roots
of folk hero celebrated in subway song
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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two, is used to smooth out annual
variation and reveal an underlying trend.
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals

BRENDAN SMIALOWSKI FOR THE BOSTON GLOBE

SHAYNA BRESLIN/SOUTH BEND TRIBUNE

Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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SOURCE: Globe reporting

Continued on next page

º GENERALS
Continued from Page A1

2



DECEMBER 26 ,  2010

A22 The Nation D E C E M B E R 2 6 , 2 0 1 0B O S T O N S U N D A Y G L O B E

The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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NOTE: A three-year rolling average, the
average of each year and the previous
two, is used to smooth out annual
variation and reveal an underlying trend.

SOURCE: Globe reporting

Continued on next page

º GENERALS
Continued from Page A1

3



DECEMBER 26 ,  2010

A22 The Nation D E C E M B E R 2 6 , 2 0 1 0B O S T O N S U N D A Y G L O B E

The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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two, is used to smooth out annual
variation and reveal an underlying trend.

SOURCE: Globe reporting

Continued on next page

º GENERALS
Continued from Page A1

A22 The Nation D E C E M B E R 2 6 , 2 0 1 0B O S T O N S U N D A Y G L O B E

The Globe analyzed the career
paths of 750 of the highest rank-
ing generals and admirals who
retired during the last two dec-
ades and found that, for most,
moving into what many in Wash-
ington call the ‘‘rent-a-general’’
business is all but irresistible.

From 2004 through 2008, 80
percent of retiring three- and
four-star officers went to work as
consultants or defense execu-
tives, according to the Globe
analysis. That compares with less
than 50 percent who followed
that path a decade earlier, from
1994 to 1998.

In some years, the move from
general staff to industry is a vir-
tual clean sweep. Thirty-four out
of 39 three- and four-star gener-
als and admirals who retired in
2007 are now working in defense
roles — nearly 90 percent.

And in many cases there is
nothing subtle about what the
generals have to sell — Martin’s
firm is called The Four Star
Group, for example. The revolv-
ing-door culture of Capitol Hill —
where former lawmakers and
staffers commonly market their
insider knowledge to lobbying
firms — is now pervasive at the
senior rungs of the military lead-
ership.

Among the Globe findings:
ªDozens of retired generals

employed by defense firms main-
tain Pentagon advisory roles, giv-
ing them unparalleled levels of
influence and access to inside in-
formation on Department of De-
fense procurement plans.
ª The generals are, in many

cases, recruited for private sector
roles well before they retire, rais-
ing questions about their inde-
pendence and judgment while
still in uniform. The Pentagon is
aware and even supports this
practice.
ª The feeder system from

some commands to certain de-
fense firms is so powerful that
successive generations of com-
manders have been hired by the
same firms or into the same field.
For example, the last seven gen-
erals and admirals who worked
as Department of Defense gate-
keepers for international arms
sales are now helping military
contractors sell weapons and de-
fense technology overseas.
ª When a general-turned-

businessman arrives at the Pen-
tagon, he is often treated with ex-
traordinary deference — as if still
in uniform — which can greatly
increase his effectiveness as a
rainmaker for industry. The mil-
itary even has name for it — the
‘‘bobblehead effect.’’

‘‘We are changing the percep-
tion and maybe the reality of
what it means to be a general,’’
said retired General Robert
‘‘Doc’’ Foglesong, who retired as
the second-ranking Air Force offi-
cer in 2006.

‘‘The fundamental question,’’
he said, ‘‘is whether this is shap-
ing the acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’’

Apostretirement business
Some members of Congress

who served in the military said
the system needs much stricter
disclosure rules. With few excep-
tions, all the Pentagon requires
now is for retired officers to wait
one year before directly advocat-
ing for a contract before the spe-
cific military branch they served
in.

‘‘A lot of these guys earn two
to three times their retirement
money,’’ said Senator Jack Reed,
a Rhode Island Democrat and
West Point graduate. ‘‘If you are
deriving a significant portion of
your nonpension income from
defense companies actively en-
gaged in contracting — especially
if you are also involved in these
advisory panels — that should be
disclosed.

‘‘When I was an officer in the
1970s, most general officers went
off to some sunny place and re-
tired,’’ he added. ‘‘Now the defini-
tion of success of a general officer
is to move on and become suc-
cessful in the business world.’’

Representative Joe Sestak of
Pennsylvania, a retired three-star

admiral, said that when he was
in uniform he saw firsthand the
influence retired admirals have
when they are brought in to ad-
vise the Navy.

‘‘Rank did mean something.
The principal guy in the room
really drove the thing. There is a
hesitancy to question them,’’ he
said. ‘‘If there isn’t transparency
or knowledge of who they are
working for when they are advis-
ing the Pentagon, you are build-
ing a military that is not all it can
be.’’

Martin and other generals in-
terviewed by the Globe maintain
that their postretirement con-
sulting business is ethical and
beneficial for America’s defense.
They said it matches private-sec-
tor expertise with crucial Penta-
gon missions.

‘‘Access sounds sleazy, but it
brings a value,’’ Martin said. ‘‘I
am interested in doing things
that I think the Air Force or [De-
partment of Defense] might ben-
efit from.’’

Martin and Northrop Grum-
man declined to discuss the de-
tails of his activities on behalf of
the company. Martin said his on-
going role as chairman of the Air
Force Studies Board is mostly
limited to deciding what to study,
not making specific recommen-
dations.

‘‘I do not substantially influ-
ence the findings of studies that
could help my clients,’’ Martin
said.

Yet judging the validity of
such assertions is difficult. Even
fellow participants in the two-
year stealth aircraft study, for ex-
ample, said they were not told of
Martin’s industry clients. Seth
Bonder, a member of the Nation-
al Academy of Engineering who
also participated on the panel,
said, ‘‘I never knew what Speedy
was doing elsewhere. I don’t in-
quire what he has in terms of in-

dustry connections.’’
Bonder said disclosure of po-

tential conflicts would be desir-
able, to prevent confidential data
from reaching contractors at an
early stage.

‘‘You get privied information,’’
he said.

Clear potential for conflict
There was a clear sense of ur-

gency as top Army officials and
advisers converged on the Na-
tional Defense University’s cam-
pus on the banks of the Potomac
River for a high-level meeting in

June 2009.
Their goal: develop ideas for

the Army’s next ground combat
vehicle. The Army badly needed
to get a new tank program rolling
after its previous effort resulted
in an embarrassing, $14 billion
flop.

A veil of secrecy surrounded
the event. The Army did not pub-
licly disclose the guest list for the
meeting. It required participants
to sign nondisclosure agree-
ments.

And to block potential bidders
from gaining an unfair advan-
tage, defense contractors were
pointedly excluded.

Yet, defense contractors had a
robust presence inside.

At least six retired generals in-
vited by the Army were also con-
sultants or executives of defense
companies that would bid on the
new tank contracts, according to
a meeting roster obtained by the
Globe. The roster did not list
their private-sector affiliations.
Each was listed by the Army only
as ‘‘distinguished participant.’’

Contacted by the Globe, sev-
eral generals said they disclosed
their potential conflicts of inter-
est to the Army, on ethics ques-
tionnaires, before arriving at the
meeting.

The Army refused to com-
ment on the ethical issues raised
by the generals’ presence and de-
clined to release copies of the eth-
ics disclosure forms, citing pri-
vacy concerns. It confirmed,
however, that no one was dis-
qualified from participation
based on their responses.

A look at some of those at-
tending suggests that there was
ample potential for direct con-
flicts.

Retired Army Lieutenant
General William H. Campbell
oversaw all of the Army’s infor-
mation systems before leaving
the service in 2000. Since 2002,

he has been employed as a senior
vice president at BAE Systems,
one of the Army’s primary weap-
ons suppliers and a major bidder
for the new ground combat vehi-
cle.

Campbell said in e-mail re-
sponses that he did not have a
conflict of interest because he
works in the electronics division
of BAE, not the ground combat
division, which is bidding to
build the new tank. Campbell
and BAE declined to say how
much, if any, of the electronics
system in the new tank might be
produced by Campbell’s division
at BAE.

But Campbell suggested that
other generals at the meeting
may have been skating closer to
the edge.

‘‘I think there is a danger of a
real or perceived conflict of inter-
est when an individual who is
working on a defense program
provides external advice to the
military on the very same pro-
gram, in either an official or un-
official capacity,’’ he said.

Campbell did not name
names.

BAE had another representa-
tive in the meeting room: retired
Lieutenant General Joseph L. Ya-
kovac, formerly the top deputy to
the Army’s senior acquisition of-
ficial, who was advising BAE on
the ground combat vehicle as a
private consultant.

It was Yakovac who had over-
seen, while in uniform, the failed,
$14 billion ‘‘future combat sys-
tem’’ program. And the office he
once ran was in charge of devis-
ing the new combat vehicle.
Some of the active-duty officers
now running the unit previously
worked for Yakovac, including
Major General John Barley. Nev-
ertheless, Yakovac said he was as-
sured by Army lawyers he could
offer advice without running
afoul of any ethics rules.

The new system is considered
a separate contract by the mili-
tary, freeing him to take an advi-
sory role. As a rule, Yakovac said,
he does not seek to influence for-
mer Army colleagues on matters
involving his private defense cli-
ents. And he said he provides cli-
ents with advice that is based
solely on publicly available infor-
mation.

‘‘You spend 35 years in an eth-
ical place,’’ he said. ‘‘You don’t
leave that at the door.’’

Another retired general at the
session was General John H. Ti-
lelli, who was the vice chief of
staff of the Army before retiring
in 2000. He now runs Cypress In-
ternational, which has a consult-
ing agreement with Science Ap-
plications International
Corporation, another bidder on
the ground combat vehicle pro-
gram, confirmed Melissa L. Kos-
kovich, a corporation spokes-
woman.

Retired General William S.
Wallace, who ran the Army’s
Training and Doctrine Command
before retiring in 2008, said he
was not representing one of the
prospective bidders at the time of
the meeting. Like the other par-
ticipants, however, one of the
ethics questions he was asked to
answer, according to a blank co-
py, was whether he intended to
consult in the future for a client
that may have a direct interest in
bidding on the new tank.

Wallace declined to say how
he answered that question. Wal-
lace confirmed that he is now a
consultant for General Dynamics
Land Systems Division, which is
seeking to win the ground com-
bat vehicle contract. But he in-
sisted he does not use his Army
contacts to further the business
interests of his clients.

On this point, the public is es-
sentially left to trust the word of
Wallace and other retired gener-
als that they do not improperly
trade on their influence and ac-
cess. That’s because they are al-
most never required to divulge
their clients, or say how much
they get paid. The few rules that
do guide the Pentagon influence
trade prohibit only a narrow
range of sales activities.

Navigating ethical issues
The one-year ‘‘cooling off’’ pe-

riod prohibits a retired general or
admiral from directly making a
sales pitch to their former mili-
tary branch. For two years after
retirement, the Pentagon prohib-
its them from participating in
‘‘particular matters,’’ meaning
ongoing contracts greater than
$10 million that were under their
command. New editions of older
weapon systems — like the new
ground combat vehicle — are not
considered ‘‘particular matters.’’

‘‘Even if restrictions apply, ‘be-
hind the scenes’ work is permit-
ted, so essentially they can assist
a new employer as long as they
don’t place the call or show up at
meetings,’’ said Scott Amey, the
general counsel at the Project on
Government Oversight, a watch-
dog group.

The generals who navigate
these ethical minefields said they
are capable of managing poten-
tial conflicts without oversight,
because of their own integrity.

‘‘You have to have a firewall in
your head,’’ said industry consult-
ant and former Vice Admiral Jus-
tin D. McCarthy.

But a number of retired gener-
als contacted by the Globe said
they are uncomfortable with the
laxity of the system and refuse to
use their Pentagon contacts to
win private clients.

Air Force Lieutenant General
Kenneth E. Eickmann, who fre-
quently dealt with defense con-
tractors when he was on active
duty, is among them.

‘‘I always felt uncomfortable
dealing with former generals
working for those companies,’’
said Eickmann, who retired in
1998 and is now a senior fellow
at the Energy Institute at the Uni-
versity of Texas. ‘‘Sometimes I felt
like they were relying on a past
friendship to get me to do some-
thing.’’

William ‘‘Buck’’ Kernan, a re-
tired Army four-star general who

Defense firms lure retired generals
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Representatives from AM General, at top, attended the Association of the United States Army meeting in October. Humvee maker
AM General successfully lobbied the Army, with the help of retired generals, to reverse its plan to stop building the vehicles.

‘Access sounds sleazy, but it brings
a value. I am interested in doing
things that I think the Air Force
or [Department of Defense]

might benefit from.’
RETIRED AIR FORCE GENERAL GREGORY MARTIN

‘The fundamental question
is whether this is shaping the
acquisition system and
influencing what the Pentagon
buys. I think the answer is yes.’
RETIRED AIR FORCE GENERAL ROBERT FOGLESONG
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry

MATT SAYLES/ASSOCIATED PRESS/FILE 2005

Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.

Continued from preceding page

By Bryan Bender
GLOBE STAFF

WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.

Continued from preceding page

By Bryan Bender
GLOBE STAFF

WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry

MATT SAYLES/ASSOCIATED PRESS/FILE 2005

Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs

D E C E M B E R 2 6 , 2 0 1 0 The Nation A23B O S T O N S U N D A Y G L O B E

recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry

MATT SAYLES/ASSOCIATED PRESS/FILE 2005

Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs

D E C E M B E R 2 6 , 2 0 1 0 The Nation A23B O S T O N S U N D A Y G L O B E

recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry

MATT SAYLES/ASSOCIATED PRESS/FILE 2005

Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:
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Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:
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Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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recently left Military Professional
Resources, Inc., a company that
provides training, logistics, and
other support to the military, be-
lieves trading on such access and
influence raises difficult ques-
tions.

‘‘I didn’t like people doing it to
me when I was a four-star, a
three-star, even a two-star — us-
ing a previous relationship as an
entree to selling me something,’’
he said. ‘‘The perception from the
outside of a previous superior
now dealing with a previous sub-
ordinate can cause all kinds of
questions.’’

Navy Admiral William J. Fal-
lon said he turned down consult-
ing offers after learning that de-
fense industry clients were
seeking ‘‘tactical’’ information
from inside the Pentagon. Said
Fallon: ‘‘I didn’t want to be a
walking Rolodex.’’

Humvee lobbying pays off
The Humvee is perhaps the

most visible icon of modern war-
fare — bulky, tough, and ubiqui-
tous on battlefields in Afghani-
stan and Iraq. But this year the
Army said it would build them no
more.

Instead, it proposed shifting
half a billion dollars in money for
new Humvees to a program of
fixing up old models, which Ar-
my officials determined would be
more cost-effective.

Whether or not it was a good
move for the Army, it was a loom-
ing debacle for the Humvee’s ex-
clusive manufacturer.

The firm — AM General, of
South Bend, Ind. — fielded a trio
of former military leaders with
major Beltway clout, including
retired Army General Jack
Keane, to try to reverse the plan.

A commanding presence at 6
foot 5, Keane, 66, turned in his
fatigues seven years ago for a pin-
striped suit. He is now one of the
most influential retired generals
in Washington, holding a seat on
a high-level Pentagon advisory
panel, the Defense Policy Board,
and counting among his defense
industry clients McAndrews and
Forbes, the New York holding
company that owns AM General.

Keane contacted Army Gen-
eral Peter Chiarelli, as vice chief
of staff the Army’s second-rank-
ing officer, to make the case that
the service should continue buy-
ing new Humvees, Keane
confirmed in an interview. He
said he told Chiarelli that he be-
lieves the Army needs to main-
tain a ‘‘strategic partnership’’
with AM General, whose rela-
tionship with the military dates
back to building Jeeps during
World War II.

Chiarelli declined through a
spokesman to be interviewed for
this article.

Keane also helped AM Gen-
eral make its case to influential
members of Congress, according
to a former defense industry offi-
cial with direct knowledge of the
discussions.

Keane was involved in the ef-
fort on the Hill even though he is
not a registered lobbyist. He
maintained in an interview that
he was not required to register
because he does not spend more
than 20 percent of his time con-
tacting Congress, as the lobbying
disclosure laws stipulate. He said
he only helps clients reach the
right decision makers in the Pen-
tagon or on Capitol Hill.

In addition to Keane, AM
General was paying the Spec-
trum Group, a defense consult-

ing firm with a roster of retired
generals, about $20,000 a month
to help arrange access to key de-
cision makers, according to a for-
mer Pentagon official with direct
knowledge of the contract. Ac-
cording to a former AM General
executive, the AM General ac-
count at Spectrum was overseen
by retired Army Lieutenant Gen-
eral John Caldwell.

Caldwell’s last job before retir-
ing in 2004 was as the deputy to
the service’s top acquisition offi-
cial. Before that he served as
commander of the Army’s Tank-
Automotive Command, the
Michigan-based unit that is re-
sponsible for acquiring Humvees
and all other ground vehicles in
the Army. Spectrum did not re-
turn several calls for comment.

A third retired general help-
ing AM General was General
Paul J. Kern, a member of the
Pentagon’s Defense Science
Board, an official military adviso-
ry panel. Kern, who declined a
request for an interview, retired
in 2005 as the chief of the Army
Materiel Command and was pre-
viously the service’s top acquisi-
tion officer. Kern, who served as
president of AM General from
2009 to 2010, is also an associate
at The Cohen Group, the consult-
ing firm that includes a number
of high-profile retired generals
and admirals.

All that muscle appeared to
pay off for AM General, which
did not respond to a request for
an interview.

In July of this year, Congress
denied the Army’s request to
shift more than $500 million to
the refurbishment of Humvees
and ordered the service to use the
money to keep buying new ones.

Tom Christie, a former senior
Pentagon acquisition official,
said the Humvee debate is a
prime example of how defense
companies gain by deploying re-
tired generals. ‘‘They are very
useful in opening doors.’’

Aconvincing proposal
As envisioned by Northrop

Grumman, the Fire Scout — a
nimble, remote-controlled sur-
veillance helicopter — would
help troops pinpoint enemies
hiding beneath a jungle canopy.
With hovering capability, it could
peer into places a Predator drone
could not.

But before Northrop could get
to work building Fire Scouts, it
first needed to convince the Ar-
my the project was a good idea.
For persuasive assistance, it

turned to Burdeshaw Associates
Ltd.

Burdeshaw was founded in
1979 and is one of the oldest
‘‘rent-a-general’’ consulting
firms. It has a reputation for zeal-
ously guarding the identity of its
clients, and even its headquar-
ters seems deliberately low pro-
file, housed above a Safeway gro-
cery store in suburban Bethesda,
Md.

To get the Fire Scout off the
ground, Burdeshaw did more
than just set up meetings with
key Army decision makers. It was
hired by Northrop Grumman to
write a ‘‘concept of operations’’
for the aircraft, according to re-
tired General William Richard-
son, a former commander of the
Training and Doctrine Command
and an adviser to Burdeshaw.

The concept of operations is
an official document that is a cru-
cial step in defense procurement.
It lays out exactly how a weapon
is supposed to work and what its
mission will be, and provides the
justification for pursuing its de-
velopment.

After the Army adopted the
concept, it gave Northrop a 10-
year deal and paid the firm $109
million to build eight Fire Scouts.
But they are still sitting at North-
rop Grumman’s Mississippi
plant, unused. With little expla-
nation, the service decided
earlier this year that it didn’t
need the aircraft after all.

The Army would not respond
to questions about why it can-
celed the Fire Scout. Notifying
Congress early this year that it
was killing the program, it said it
was focusing on other priorities.

Burdeshaw’s chief executive,
retired Army General William
Hartzog, who until 1998 com-
manded the Army Training and
Doctrine Command, did not re-
spond to repeated requests to
discuss his company’s business.

An official at Northrop Grum-
man’s Aerospace Systems Divi-
sion who was not authorized to
speak publicly disputed Richard-
son’s characterization of Bur-
deshaw’s work, saying the firm’s
consultants crafted a series of
briefing papers that helped make

the case for the project, not an of-
ficial concept of operations.
Northrop Grumman declined to
comment on the record about
Burdeshaw’s work on the Fire
Scout program.

The Army Aviation Center in
Alabama, which is responsible
for all Army aircraft, did not re-
spond to several requests to com-
ment on how the documents pro-
vided by Burdeshaw were used.

Retired officers frequently
help industry and the military
branches develop the concept or
justification for weapons, accord-
ing to interviews with military
and industry participants. In oth-
er cases they try to influence
weapons projects more indirect-
ly: by passing along ‘‘white pa-
pers’’ and other documents draft-
ed by their clients that question
the rationale for awarding con-
tracts to their competitors.

Wallace, the Army four-star
who retired in 2008 as the com-
mander of the Training and Doc-
trine Command, said the phe-
nomenon has grown in recent
years. He cautioned that the Ar-
my should only use such private-
industry analyses as a starting
point for further work.

‘‘I hope [the Army] wouldn’t
just take it and put an Army logo
on it and say it’s ours,’’ said Wal-
lace, who now consults for Gen-
eral Dynamics on the ground
combat vehicle program, among
other companies. ‘‘Doesn’t sound
like a good idea to me.’’

Tapping a nichemarket
The Four Star Group certainly

lives up to its name.
The heavyweights on its con-

sulting roster, all retired from the
Air Force, served as chief of staff;
deputy chief of staff; chief of the
Space Command; head of the
Materiel Command (Martin);
and commander of the Air Na-
tional Guard. The newest adviser
for the group is former Air Force
Secretary F. Whitten Peters.

What sets these retired gener-
als apart in the military consult-
ing world — aside from the bla-
tant way their brand touts their
old command authority — is
their market niche. They are us-
ing their influence and knowl-
edge of the Pentagon to build a
business in equity investing.

The partners in the Four Star
Group have an exclusive arrange-
ment with a $3 billion private eq-
uity firm in Los Angeles, the
Gores Group, which awards
them an equity stake in compa-
nies that Gores acquires based on

their advice. What Gores gets in
return is knowledge about which
companies are drawing attention
from key Washington decision
makers, or are developing tech-
nologies that will be in demand
by the Pentagon.

Through their relationship
with Gores, the generals own
shares, or could own shares in
the future, in firms that make
communications devices for sol-
diers, blast-resistant glass for em-
bassies and military installa-
tions, and radar equipment.

The Globe identified several
other equity firms with defense
expertise that also are deploying
retired generals as part of an in-
vestment strategy.

Critics say this emerging line
of retirement business for gener-
als raises thorny questions about
their access to privileged Depart-
ment of Defense information.

‘‘The big question is should
they be using their contacts in
the military to benefit their new
investment?’’ said Charles Elson,
director of the Weinberg Center
for Corporate Governance at the
University of Delaware. ‘‘At what
point does your fidelity to the
military dissipate or go away? Do
the contacts they have in the mil-
itary benefit their new opera-
tions?’’

But Bill Patton, a former cor-
porate executive who helped set
up The Four Star Group and is its
chairman and chief executive,
said the firm’s principal owners
scrupulously avoid trading on
privileged information.

‘‘I think this is how a company
of ethical retired generals should
operate,’’ he said. The generals’
role, he said, is limited to acting
as ‘‘assisters, advisers, and intro-
ducers.’’

The demand for the generals
who can guide investment deci-
sions is expected to grow in the
future, say observers of the trend.

Retired Army General Wesley
K. Clark, who now works as a
lobbyist and investment banker
for companies seeking alterna-
tive energy contracts, believes
the growing hunger among pri-
vate equity firms and Wall Street
investors to enlist retired gener-
als is a consequence of a broader
phenomenon: the increasing im-
portance of the military to Amer-
ica’s industrial base.

‘‘It is the militarization of the
economy,’’ Clark said in a recent
interview.

Bryan Bender can be reached at
bender@globe.com.

The 2007 class of retiring generals
Of the 39 three- and four-star generals and admirals who retired in 2007, 34went to work for the defense industry. Their post-military careers provide a snapshot of
the diverse roles that America’s most senior formermilitary leaders play in the private defense business. A look at the careers of four generals who retired that year:

º For career profiles of all the generals who retired in 2007, go online to boston.com.

Adm. Edmund Giambastiani
Retired as vice chairman of the
Joint Chiefs of Staff, served
as chairman of Alenia North
America, the US subsidiary of
an Italian defense company,
and is now on the board of

defense companies Boeing, SRA International,
and the MITRE Corporation, a government-
funded defense research center. He stressed
that he also does non-defense work, including
as a board member of Monster Worldwide and
the Naval Academy Foundation. “I don’t spend
a huge amount of time on the defense side.”

Vice Adm. Lewis W. Crenshaw
Retired as the deputy
chief of naval operations
in charge of the budget,
went to work for Grant
Thornton, an internation-
al accounting firm where

he is now a partner. “I wanted to be
valued for something other than having
a good Rolodex,” he said. “When I was
in the Navy I was in charge of a $130
billion budget. Everybody laughed at my
jokes and returned by calls. It wasn’t
because of my personality.”

Gen. Peter Pace
Retired as chairman
of the Joint Chiefs
of Staff, is president
and CEO of SM&A
Strategic Advisors, a
defense and aero-

space consulting firm that boasts it
has worked on 150 programs worth
$1 trillion. He is a member of the
senior defense advisory committee at
Finmeccanica, the Italian defense con-
glomerate, and is also on the board of
several other Pentagon contractors.

Lt. Gen. Donald J. Wetekam
Retired from the Air
Force as the deputy chief
of staff for logistics,
was recommended by
another retired general
for a job at AAR Corp.,

which was looking for a retired general
to help expand its military supply busi-
ness. “I was the first retired flag officer
they hired,” Wetekam, who now runs the
company’s business development divi-
sion, said in an interview. “I know exactly
what the Air Force has in mind,” he said.

Did not enter defense
industry after retiring

Entered defense
industry
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Retired Lieutenant General Joseph L. Yakovac, who oversaw
the military’s failed ‘‘future combat system’’ program, in
retirement has advised BAE on the ground combat vehicle.
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WASHINGTON — President Dwight
D. Eisenhower warned in 1961 about
undue influence of the ‘‘military indus-
trial complex’’ on Pentagon policy.
Were he alive today, 50 years after that
famous speech, he might be stunned at
how completely his prophetic warning
has been ignored.

Former officers and specialists say
the defense industry’s political might is
getting a new boost from an accelerat-
ing flow of retired generals and admi-
rals.

‘‘Ike would have a problem with it,’’
said retired Marine Corps General An-
thony Zinni.

The Department of Defense does
not. In fact, it runs an exclusive job
service to teach soon-to-retire generals
how to land jobs in the defense indus-
try. And military firms routinely recruit
elite officers while they are still in uni-
form.

In rare cases, generals have gone so
far as to establish their own consulting
firms before retirement.

The vast majority are ‘‘class A, high-
driving, patriotic people who want to
contribute to the nation and do the
right thing,’’ said Howard Bushman, a
Beltway lawyer who represents gener-

als who operate their own consulting
firms.

But, he added, ‘‘Some are wheelers
and dealers. Some guys are in the Pen-
tagon working the phones [to get con-
sulting work] while they are still in
their job.’’

The defense industry pays large
sums to the retired flag officers it hires.
For the rapidly growing corps of con-
sultants, fees reach thousands of dol-
lars a day; monthly retainers can run
between $20,000 and $50,000 for indi-
vidual clients. The busiest and most in-
fluential retired generals are earning
millions of dollars a year, according to
industry sources.

Even with a generous pension —
100 percent of their salary and lifelong
benefits — a number of retired generals
interviewed by the Globe said they
needed to make more money after dec-
ades of living on a military salary and
saving little. Several said they never
owned a home while they were in the
military and had college-age kids when
they were getting ready to retire in
their mid-50s. The financial rewards of
a job in industry were difficult to resist.

‘‘It is what put meat on the table,’’
said Zinni, the retired Marine Corps
general who is now chairman of the
board of BAE Systems, one of the na-

tion’s largest defense contractors.
Intense competition for contracts is

helping drive the industry’s insatiable
desire for influential and well-connect-
ed insiders.

So is the burgeoning business of out-
sourcing war.

The Pentagon is increasingly hiring
private firms to do work that soldiers
and sailors once performed. The result
is that some generals are finding jobs in
private industry performing many of
the same supervisory duties they did
while in service, such as managing se-
curity at military bases around the
world.

To take one relatively small exam-
ple, the Globe’s inquiries to the Army
about the role of retired generals in the
defense industry were fielded by ex-
military officers who are now civilian
contractors at a company called Mili-
tary Professional Resources, Inc. The
company provides training and logis-
tics support to militaries around the
world.

‘‘The revolving door may no longer
be the most apt metaphor. It’s more like
a military-industrial complex blender,’’
said Daniel Wirls, a professor at the
University of California Santa Cruz and
author of a book on the intersection of
industry and Pentagon policy.

Despite widespread concerns about
a corrosive effect of the phenomenon
on the military, the transition of retired
senior officers to the defense industry is
actively encouraged by parts of the De-
partment of Defense.

Since the early 1990s, the Navy and
Air Force have been sending retiring
senior officers — in some cases a full
two years before they leave the military
— to taxpayer-funded career seminars
on Coronado Island near San Diego.
They are taught how to write a resume
and to network in private industry.

‘‘Even if you are a four-star admiral
you may not know what is out there,’’
says John Ruehlin, a retired admiral
and president of the firm Ruehlin and
Associates, which records show has re-
ceived millions of dollars in Pentagon
contracts over the last decade to organ-
ize the career seminars.

‘‘Some do it several years before they
retire,’’ said another Ruehlin official
who asked not to be named, ‘‘and figure
out how to set themselves up.’’

The seminars are reserved for mili-
tary officers from the ranks of lieuten-
ant colonel and above and the most
senior ranks of noncommissioned offi-
cers. For many retired flag officers,
however, attending a seminar isn’t as
important as simply following the ex-

ample of their predecessors.
When Vice Admiral Jeffrey Wierin-

ga retired in August, he drew quickly
on his experience as the Pentagon’s
gatekeeper for international weapons
sales, providing advice to Computer
Sciences Corp., which sells computer
systems to aerospace and defense cus-
tomers around the world.

In choosing his second career, Wier-
inga was following in some familiar
footsteps. His six immediate predeces-
sors at the US Defense Security Cooper-
ation Agency had gone to work in in-
dustry, working to boost overseas arms
and technology deals, according to a
Globe review.

‘‘If you haven’t done it, it is compli-
cated stuff,’’ Wieringa said of the Penta-
gon’s approval procedures for defense
sales to foreign countries and corpora-
tions. ‘‘If you’ve done it, it is easy.’’

Other retired generals and admirals
interviewed by the Globe said they
were unprepared for the intense de-
mand for their services.

‘‘The defense guys come after you. I
am talking about the large companies,’’
said three-star Vice Admiral William D.
Crowder, who established a consulting
firm after he retired earlier this year as
deputy chief of naval operations. ‘‘Peo-
ple start knowing that you’re out.’’

Seminars teach senior officers how to land industry jobs
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