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INSPECTOR GENERAL VISIT

PREPARING FOR AN IG VISIT

There are many waysto prepare for an 1G forma ingpection. Some are better than others are.
Since the ingpection is announced many months in advance, there is ample time to prepare if you teke a
reasonable look at the time available and what you have to do. The following suggestions are offered as
an effort to assist you in your preparations.

WHAT THEY ARE LOOKING FOR

The IG team will conduct its inspection using the CAP Compliance Inspection Guide [copy of which
was mailed to the Wing CC & IG]. Each functiond areain the group fdls under the guiddines of one of
the checklists. Using the checklist is the best tool for preparing for the forma ingpection. Important
note: these are the questions for your “find exam”. They will ask you these questions during the
ingoection. Addressing dl of the specific questions in the Group Inspection Checklist with the right
answers, and documentation that shows off those good programs will get you on the road to a good
grade.

Groups and directors should also look &t their last report and ensure that any and al FINDING'S
and write-ups have indeed been fixed, and if reinspected, conform to current guidance and policy. You
should also look at the past 2 to 3 years worth of Evaluation reports as well as any staff assstance vidts
to ensure corrective action has been taken, and ensure that those write-ups are still closed out.

GET YOUR ATTITUDE RIGHT

Having the right attitude for the ingpection will be important for you when the inspectors arrive. So
let’ s take a moment to think about the reason the team is coming.

The Ingpector Generd is charged with the respongbility of looking a the way a unit performsits
mission on adaily basis. They look for compliance with directives, effective management of resources,
and the ability of the unit to do their job. They'll conduct their ingpection by asking questions, looking at
checkligts, and watching how your people and resources are used. They aso take ahard look at our
‘military image’ - military courtesy, and compliance with dl CAPR’s, CAPM’s, and directives. Before
they are finished the ingpectors will have examined how well you comply.

All thissounds alot like harassment. But believe me, the |G team redlly wants you to do well.
Before the ingpection begins, each ingpector assumes you have the best program in the command. Al
you have to do is show himvher that program and convince him/her that he/she was right. If your
program complies with governing directives and established inspection guiddines is safe and efficient,
and iswell managed, you' re well on your way to an outstanding rating.



No unit is expected to be perfect inits operation. Having problemsis expected. But having those
problems identified, documented, and solutions mapped out are asign of good management. Having a
system in place, which periodically identifies those problems, fixes them, and prevents them from
happening again, iswhat the sdf-ingpection program is al abouit.

Thefind part of having the right attitude is“sdlling”. Y our atitude should say, “My program isthe
best in CAP. It coversal the basesand | think you need to tell everyone else about it.” Show pictures,
charts, and whatever €lse you have so that they thoroughly understand how you operate. When you
brief your ingpector, hand ataking paper that describes your particular operation. That way they’ll
remember it better when they start writing the formal report. Y ou can even include prepared responses
to dl of the questions in the Unit Compliance Guide.

Remember, thisis your opportunity to show off dl the great work you' ve been doing since the last
ingpection. Having the right attitude will go along way toward showing off your programs and ataining
the rating you deserve.

HOW TO TREAT AN INSPECTOR

Thefirgt impresson that you have on an |G ingpector isimportant. 1t sets the tone for the entire time
he/sheisingpecting your particular area. That first impresson may aso affect other areas which your
ingpector is evauating that day. If not handled properly, your first meeting may creste a barrier, which
both you and the ingpector must actively overcome if there isto be afar exchange of ideas. Clouding
the ar at the outset by a bad firgt impression will make the entire ingpection difficult, as well as diminish
your image as a competent professond.

During arecent inspection at another unit, our CAP-USAF |G observed a rather norma and human
experience, which you will want to avoid. He observed an ingpector it down with a CAP member and
begin the ingpection process. After afew minutes, it was obvious that the CAP member had taken a
defensive position and was not being cooperdtive, and evasive, and offered no information, or
explanations for his program. The inspector tried hard for about ten minutes to try to get the person to
give him enough information o that he could a least give apassing grade. Findly, in disgust, the
ingpector terminated the interview and gave that area an unsatisfactory. All because of the attitude that
CAP member had. Theimpact of thiswill be fet in that unit for along time, and the unit will have to
work harder in the months to come in order to fix that particular area.

Ingpectors are people too!  Treat them as such and you' Il both get started on the right foot. Being
friendly is only common courtesy and they’ll be thankful for thet. After dl, our inspectors have probably
just traveled a couple thousand miles, fought with crowds in airports, gotten their bags lost once or
twice, and may be suffering the effects of alittle jet lag. Give ‘emabresk! A genuindy friendly gredting
and decent treatment will be well gppreciated, and you may even learn some things to improve your

program.

Greet your ingpectors as they enter your area. Stand up as they enter the room, get out from behind
your desk and shake hands. Offer a comfortable chair and coffeeif available. Thiswill set them at ease
and keep at least one of their hands busy for awhile! Close the door [if you have one] so digtractions
areminimized. Plan to gart the conversation by explaining how your area functions, what your part of
the operation is, and how you support the overal misson of the unit. Cover your program in enough



detail to convince the ingpector you know what you' re doing, and emphasize the good things that
you've done. Thisisthetime to show off your pet program and your particularly efficient way of getting
the job done. Having a piece of paper to give the ingpector when he leave will aso increase your
chances of his acknowledging those good programs when they later write their report. Then explain
your problem areas, outlining what actions you' ve taken to fix your problems as well as how you're
preventing those problems from hgppening again.

When the ingpector begins asking questions, don't try to hide things. They are an expert in your
fidd, have been doing this for years, have seen many other units, and aready knows some of your
problems. Answer the questions truthfully and if it’s obvious to you that the inspector has found
something you' ve missed, listen, take notes, and see if you can fix the problem quickly. The most
unprofessiond and counterproductive thing you can do isto get defensive and begin arguing with the

inspector.

Be receptive to the ingpectors suggestions. They have been around and whether they’ re espousing
their own pet program or one they have seen at another unit, kegp an open mind ‘ cause it may be a
better way of doing business. Take notes, especidly on whom authored the program, and then follow it
up later. Remember, the ingpectors redly are here to help you improve your program: if they have a
better mousetrap, let’'sget it! Treat them well---don't make it harder for yoursdlf than it hasto be.

LAST MINUTE PREPARATIONS

Prior to the team’ s arrival, pruce up your work areas and the people in them. Sweep up, wash up,
and sraighten up. A 36-29 ingpection isin order while there is dill time for the barbershop and tailor.
Rehearse your |G in briefing, paying particular attention to what you are saying to the inspector.

Then remind your people and yoursdf the basic “Do’s and Don'ts’” when dealing with the |G.
Don'ts. argue; try to fool the ingpectors; hide things from them; build an adversary rdationship. Do's.
take the time to be personable with the ingpector; be open and honest; receptive; show them what they
ask for.

BE PROFESSIONAL!




