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To the cooks, cleaners, truck drivers,
and construction workers who make up
Halliburton’s army, as well as the whistle-blowers
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This page intentionally left blank



CONTENTS

Introduction: A Revolution in Military Affairs, ix

Part 1
1 Riding the Catfish to Anaconda, 3

2 Early Days of Brown & Root, 15

3 Brothers in Arms: Dick Cheney and Donald Rumsfeld, 22
4 Cheney at the Helm, 41

9 The Birth of LOGCAP, 51

Part 2
6 Supporting the War on Terror, 69

7 Operation Restore Iraqi Oil (RIO), 80
8 Corruption in Kuwait, 109
9 Camp Anaconda, 139

10 Keep on Truckin, 158

Part 3
11 The Whistle-blowers, 181

12 Investigation and Punishment, 198
Conclusion: Revisiting the Revolution in Military Affairs, 212

Notes, 225
Acknowledgments, 263
Index, 269



This page intentionally left blank



INTRODUCTION

A Revolution in Military Affairs

Early on the morning of March 18, 2008, some four thousand raucous U.S.
troops gathered at Holt Stadium on Logistical Supply Area (LSA) Anaconda, a
giant U.S. military base located a little more than forty miles northwest of
Baghdad near the town of Balad.! Named after the giant Amazonian river
snake that is known for coiling its body around its victim and choking it to
death, LSA Anaconda is really a small U.S. town in the middle of Iraq that
houses the central command for all its military supply operations in the coun-
try. The soldiers who were gathered that cool spring morning were just a small
fraction of the thirty thousand troops and contractors who work on the base.?

Some soldiers sat perched on top of the Humvees and Stryker fighting vehi-
cles while others waved flags and chanted “USA, USA” when Brigadier General
Gregory Couch, the commanding general of the 316th Expeditionary Sustain-
ment Command, introduced the surprise guest who would mark the fifth an-
niversary of the 2003 invasion of Iraq.

Surrounded by plainclothes bodyguards, U.S. Vice President Dick Cheney
strode in from the back of the stadium to meet and greet the troops, pin a
Bronze Star on Staff Sergeant Shane Lindsey from Greenville, Texas, and Spe-
cialist Veronica Alfaro of Modesto, California, and give a speech. “The work
that goes on at Balad and at Camp Anaconda, around the clock, seven days a
week, is absolutely critical to the mission that America has undertaken here,”
he told the cheering soldiers. “Balad is one of the busiest airports anywhere,
and it’s the main staging area for the massive logistical operations we need in
this theater.”?

After the event, Cheney was ushered into one of the four major dining fa-
cilities on the base where he helped himself at a hot breakfast buffet to bacon,
sausage, eggs, and hash browns and took a seat next to Shubra Bhattacharya-
Jones, an Asian American lieutenant in the U.S. Army and others at a special

ix
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table draped in black. Nearby, dozens of South and Southeast Asian contract
workers kept busy, cooking and serving up food to fill the buffet that was be-
ing rapidly emptied by the thousands of hungry troops filing in after Cheney’s
speech.*

Later that day, Dick Cheney left Iraq the way he had come: holed up in a
forty-foot silver trailer inside a C-17 aircraft, to continue his swing around the
region—through Ankara, Jerusalem, Kabul, and Riyadh—before returning to
Washington.> On this trip he packed a collection of World War II histories
into a green duffel bag: Washington Post reporter Rick Atkinson’s The Day of
Battle, about the U.S. Army’s campaign to capture Sicily and mainland Italy,
and a collection of essays.®

Yet the war that Cheney had just visited could not be more unlike the his-
tory he was perusing where soldiers subsisted on canned Spam, powdered
eggs, powdered milk, and powdered coffee.” The dining facility where he had
just eaten (also known as DFAC), like most of the services on the sprawling
nine-square-mile base—ranging from laundry to mail—are largely supplied
and maintained not by soldiers, but by workers and subcontractors of Kellogg,
Brown & Root (KBR), under a contract with the Pentagon called the Logistics
Civilian Augmentation Program (LOGCAP).® KBR is a former subsidiary of
Halliburton, a Fortune 500 company based until early 2007 in Houston, Texas.

This LOGCAP contract has netted KBR more than $25 billion since the
company won a ten-year contract in late 2001 to supply U.S. troops in combat
situations around the world. As of April 2008, the company estimated that it
had served more than 720 million meals, driven more than 400 million miles
in various convoy missions, treated 12 billion gallons of potable water, and
produced more than 267 million tons of ice.” These staggering figures are tes-
timony to the significant role that Halliburton/KBR has played in supporting
the U.S. military in Iraq and other countries targeted in the Global War on
Terror.

Cheney’s 2008 visit stands in marked contrast to his brief trip to Iraq in
early May 1991 as secretary of defense, when he clambered on top of a sand-
colored Abrams tank to give a speech to U.S. troops who were camped out in
tents in the southern desert just five miles north of the Kuwaiti border.!® His
visit was brief, just a few short minutes; he did not stay overnight nor could
he expect to join the soldiers in a military mess similar to those back at
home.

Most troops in Iraq at that time typically ate Meals Ready to Eat out of a
pouch such as chicken stew, corned beef hash, and pork with rice and barbe-
cue sauce washed down with a bottle of water, or the older-style A, B, or T ra-
tions that were prepared from semi-perishable or canned food by army
cooks.'!
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Today’s menus at large bases in the Middle East and Central Asia, particu-
larly on festive holidays, are a far cry from the 1943 or even the 1991 menus. A
2003 Thanksgiving menu in Bagram, Afghanistan, featured glazed ham,
turkey, roast beef, corn bread stuffing, simmered corn, giblet gravy, ground
gravy, pumpkin pie, sweet potato pie, cheese cake, chocolate cake, blueberry
pie, and hot fresh rolls.'> Such menus have been possible only because of the
unprecedented reliance on contractors: Approximately one in one hundred
people on the Iraqi battlefield in the 1991 Operation Desert Storm were con-
tractors, compared to today in Operation Enduring Freedom, where the num-
bers of contractors are roughly equal to those of military personnel.'?

Much of this outsourcing was initiated by Dick Cheney himself when he
was secretary of defense in the early 1990s to comply with U.S. Congressional
demands to downsize the military and its bloated Cold War budgets.'* Then,
as CEO of Halliburton for five years before he became vice president in 2000,
Cheney also oversaw the first major deployment of contractors into support
services for the military in active battlefields in former Yugoslavia.

It was not the first time Halliburton or its subsidiaries had been involved
in battle; indeed Brown & Root, then an independent company, built 359
warships that were actively involved in the Second World War, including am-
phibious assault ships, destroyer escorts, and submarine chasers.!> During
the Vietnam War, the company built most of the U.S. military bases in that
country, but it was the first time that the contractors would allow soldiers to
be wholly spared the dreadful monotony of cooking and cleaning up after
themselves.

ENEMY NO. 1: PENTAGON BUREAUCRACY

Cheney was not alone—indeed the man who did most to implement the
changes that he initiated after Operation Desert Storm, was one of his closest
political allies and longtime friends—Donald Rumsfeld, who took over as sec-
retary of defense under the new Bush-Cheney administration in 2001.
Rumsfeld heralded this little-noticed but seismic policy change in military
logistics at a Pentagon event on the morning of September 10, 2001, precisely
one day before three aircraft struck the Pentagon and the World Trade Center
in New York. “The topic today is an adversary that poses a threat, a serious
threat, to the security of the United States of America,” Rumsfeld told the as-
sembled senior staff who had gathered for the kick-off of the annual Acquisi-
tion and Logistics Excellence week. “This adversary is one of the world’s last
bastions of central planning. It governs by dictating five-year plans. From a
single capital, it attempts to impose its demands across time zones, continents,
oceans, and beyond. With brutal consistency, it stifles free thought and
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crushes new ideas. It disrupts the defense of the United States and places the
lives of men and women in uniform at risk.'®

“You may think I’'m describing one of the last decrepit dictators of the
world,” he thundered. “The adversary’s closer to home. It’s the Pentagon bu-
reaucracy. The technology revolution has transformed organizations across
the private sector, but not ours, not fully, not yet. We are, as they say, tangled in
our anchor chain.”

Rumsfeld said that the Pentagon was wasting at least $3 billion a year. “We
must ask tough questions. Why is DOD one of the last organizations around
that still cuts its own checks? When an entire industry exists to run ware-
houses efficiently, why do we own and operate so many of our own? At bases
around the world, why do we pick up our own garbage and mop our own
floors, rather than contracting services out, as many businesses do?”

He outlined a series of steps to slash headquarter staffs by 15 percent in the
next two years and promised even more dramatic changes in the years to
come. “We will not complete this work in one year, or five years, or even eight
years,” said Rumsfeld. “An institution built with trillions of dollars over
decades of time does not turn on a dime. Some say it’s like turning a battle-
ship. I suspect it’s more difficult.”

A little more than five years after Rumsfeld delivered that speech, he was
asked to resign, but less than eight years down the road, when Cheney made
his overnight stop at LSA Anaconda, Cheney would see that the transforma-
tion that Rumsfeld had demanded was complete.

No longer were U.S. soldiers picking up their own garbage and mopping
their own floors, or cooking their own food or washing their laundry. Today,
tasks like that are now done by an army of low wage contract laborers drawn
largely from Third World countries. (Some senior Halliburton/KBR managers
made considerably more money, particularly if they were willing to bend the
rules.)

A HUNDRED TRIPS ACROSS IRAQ

A fortnight after Dick Cheney left Iraq, I visited the very same dining facilities
and logistics operations at LSA Anaconda that he had toured. I flew south
with the U.S. military to Kuwait city where I accepted an offer to meet with a
group of Fijian truck drivers who worked for a local company named Public
Warehousing Corporation (PWC) that was doing subcontract work for
Halliburton/KBR.

My host was Titoko Savuwati from Totoya Lau (one of the Moala Islands in
Fiji), who picked me up one evening in a small, white Toyota Corolla rental
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car. The sound system was cranked up to play country favorites and oldies.'”
Savuwati was six feet tall, with broad, rangy shoulders, short-cropped hair,
and a French beard. A former police officer in Suva, he was fifty years old and
had six children back in Fiji, whom he had not seen in four years. When he got
out of his car, I noticed he had a pronounced limp, dragging one foot ever so
slightly behind him.

We joined his friends at his apartment for a simple Anglican prayer service.
Deep baritone voices filled their tiny living room with Fijian hymns, before they
sat down to a meal of cassava and curried chicken parts and told me their sto-
ries. Each of them had made at least one hundred trips to Iraq, driving the large
eighteen-wheeler refrigeration trucks that carry all manner of goodies for the
U.S. soldiers, from ice to frozen steak and lobster, from Kuwaiti ports to bases
like LSA Anaconda. They sleep in their trucks (they are not allowed to sleep in
the military tents or trailers) and have to pay for their own food on the road.

Savuwati had arrived in Kuwait on January 14, 2005, as one of four hun-
dred drivers, hoping to earn $3,000 a month. Instead, he discovered his real
pay would be 175 Kuwaiti dinar (KWD) a month (US$640) out of which he
had to pay for all his food and sundries, as well as rent. They were paid an ex-
tra 50 dinar ($183) allowance per trip. “I came to Iraq because of the large
amount of money [the labor recruiter from Fiji] promised me,” he says, sigh-
ing. “But they give us very little money. We’ve been crying for more money for
many months; do you think my family can survive on 50 KWD?” He sends at
least 100 dinar ($365) home a month, and has no savings to pay for a ticket
home, which would cost him roughly US$2,500 round-trip.

I did a quick calculation. For every trip, if they worked the normal twelve-
hour shift expected of them, the Fijians earned about $30 a day, or $2.50 an
hour. I asked Savuwati about his limp, and he told me that in 2005, when he
was on a trip to Nasariyah, his truck flipped, and he injured his foot. Did he
get paid sick leave when he injured his foot? I asked. Savuwati looked incredu-
lous. “The company didn’t give me any money. When we are injured, the com-
pany gives us nothing.” But he assured me that he had been lucky—a number
of fellow drivers had been killed on the job.

The next day, I stopped by to see the Fijians again, and Savuwati gave me a
ride home. I offered to pay for gasoline, and after waving me away, he quickly
acquiesced. As he dropped me off, he looked at me a little sheepishly and said:
“T've run out of money, do you think you could give me 1 KWD [$3.65] for
lunch?” I dug into my pockets and handed over the requested money, but as I
walked away I thought how ironic it was that the men who drove across a bat-
tle zone, dodging stones and bullets to bring fresh food and ammunition to
the U.S. soldiers, had to beg for food themselves.
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MILLION DOLLAR BRIBES?

The largest government-owned weapons manufacturing arsenal in the United
States—the U.S. Army Rock Island Arsenal—is situated on Rock Island in
western Illinois, the biggest island in the Mississippi River where Chief Black
Hawk—the self-proclaimed political leader of the Sauk nation—was born.'®
The arsenal’s modern stone buildings also house the offices of the Army Ma-
teriel Command from which Halliburton/KBR’s multibillion dollar LOGCAP
contract has been managed for the last seven years.

A week after I left Iraq, and less than a month after Cheney made his ap-
pearance at LSA Anaconda, a parade of former Halliburton/KBR junior and
senior procurement managers from Kuwait and Iraq appeared to testify before
ajury at the Rock Island federal courthouse, less than two miles from the arse-
nal across the 24th Street Bridge. Several of the witnesses were military veter-
ans who had served in the Vietnam War in the 1970s and had traveled to the
Middle East as employees of Halliburton/KBR. They had been summoned un-
der subpoena for the case of USA v. Mazon et al. before Joe Billy McDade, an
African American Republican judge from Texas, who was appointed by
George H. W. Bush in 1991."

The case to be heard in front of the jury was as follows: A million-dollar
check had changed hands between Jeff Alex Mazon, Halliburton/KBR’s pro-
curement materials and property manager, and Ali Hijazi, a Kuwaiti-based
businessman, in September 2003.The U.S. Department of Justice alleged that
the check was a payoff for devising a scheme to defraud the taxpayers of more
than $3.5 million related to the awarding of a subcontract to supply fuel
tankers for military operations in Kuwait.

“The Department of Justice is committed to ensuring that hard-earned tax-
payer dollars are not siphoned off or wasted in our defense procurement
processes,” Assistant Attorney General Wray charged in a press release. “Espe-
cially in a time of war, the relentless pursuit of those who would fraudulently
divert money for their own benefit must be a high priority.”?°

J. Scott Arthur, Mazon’s attorney, claimed that his client had made a simple
mathematical error in overpaying Hijazi, blaming instead his former employ-
ers at Halliburton/KBR for making a scapegoat out of his client. “The mother
ship—KBR and Halliburton—isn’t going to take any responsibility,” said
Arthur. “They have the nerve to throw stones at people like Jeff Mazon [who]
built Guantdnamo Bay for the U.S.”?!

Mazon was the first of some thirty lower-ranked Halliburton/KBR man-
agers, Pentagon procurement officials, and Middle Eastern contractors to go
to jury trial. Almost every other person indicted has pled guilty to bribery
charges.?
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What was most astonishing was not the fact that Mazon accepted the mil-
lion-dollar check, which is not in dispute, but that he claims that he did noth-
ing wrong in accepting the money, which he says was a personal loan. The
witnesses who were called to testify described similar offers of payoffs from lo-
cal merchants as well as the tale of a party house where alcohol and women
were made available to senior managers by a contractor. Robert Gatlin, the
former project manager for all of Halliburton/KBR’s contracts in Iraq, Jordan,
and Kuwait, admitted to ordering multiple bottles of complimentary liquor
from the Pakistani-American representative of a Saudi contractor to provide
to David Lesar, then CEO of Halliburton, on his monthly visits to a company-
leased townhouse at the Hilton resort in Kuwait—despite the fact that alcohol
is strictly illegal in that country.?

PROFITS AND LOSSES

The rewards and punishments for Cheney and Rumsfeld’s revolution in mil-
itary affairs have been profound, not least for the soldiers who are now sup-
plied with hot food and showers around the clock. For the Pentagon
generals, it has meant that they can do far more with far fewer soldiers; the
proverbial “tooth-to-tail” ratio has been reduced, so they can focus on train-
ing new recruits to engage primarily in warfare, instead of engaging in mun-
dane logistics.

For military retirees, who take jobs with Halliburton/KBR, this new indus-
try also represents a lucrative new career in which salaries and benefits far ex-
ceed what they might have made as public servants, while the profits for the
company and its subcontractors run into the hundreds of millions of dollars.

Accompanying this new industry is the potential for bribery, corruption,
and fraud. Dozens of Halliburton/KBR workers and their subcontractors have
already been arrested and charged, and several are already serving jail terms
for stealing millions of dollars, notably from Camp Arifjan in Kuwait.

The bulk of the workers like Savuwati, however, will not see anything close
to that, as the pay for Asian workers starts at $300 and probably averages
$1,000 a month, although this is still quite a bit greater than what they might
have earned at home. Hardest hit are those who have been injured in the
course of their work in the war and cast aside as noncombatants with no
prospect of a medal, let alone medical care; or for those who have been killed
and whose families have been left without a breadwinner.

These men and women make up Halliburton’s Army, which employs
enough people to staff one hundred battalions, a total of more than fifty thou-
sand personnel who work for KBR under a contract that is now projected
to reach $150 billion. Together with the workers who are rebuilding Iraq’s
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infrastructure and the private security divisions of companies like Blackwater,
Halliburton’s Army now outnumber the uniformed soldiers on the ground
in Iraq.

But without this private army of low-wage labor and highly paid managers,
the invasion and occupation of Iraq would have been impossible: The U.S.
simply did not have enough soldiers and reservists to maintain the supply
lines to keep the combat troops alive. This book traces the history of the evo-
lution of military logistics contracting since the Vietnam War, in parallel with
the careers of Dick Cheney and Donald Rumsfeld, to explain the crucial deci-
sions that were taken to make it feasible to implement George W. Bush’s
Global War on Terror.



;ﬁ Part 1



This page intentionally left blank



Riding the Catfish to Anaconda

CATFISH AIR must be the oddest little privately run airline in the world: It has
no planes or pilots, charges nothing, and has no official schedule. The only
way to get a ride is to call a phone number and ask to be placed on a flight to
one of the military base destinations in Iraq. Its headquarters are on the west
side of LSA Anaconda in a nine thousand square feet, sanitized, K-Span build-
ing. Unlike most airlines, which discourage passengers carrying liquids, it sup-
plies one-liter bottles of cold water in the terminal that you are strongly
advised to take with you (to prevent heat exhaustion). Cots are also provided
for those who get stuck there with no available flights (this happens frequently
and can last for days, as space on the free flights is subject to the hierarchical
priorities of the military chain of command).!

Catfish Air operators can get passengers on the flight manifest for a Space-
A (space available or stand-by, in civilian language) seat on a helicopter, which
is the quickest and easiest way to move around Iraq. At its disposal are a fleet
of more than U.S. Army 130 UH-60 Black Hawks and CH-47 Chinooks that
typically deploy in pairs flying a few hundred meters apart—Ilow and fast, of-
ten at night with no lights on. The U.S. Army pilots, who shuttle the aircraft
around the country, frequently fire a flare and a burst of aluminum chaff on
take-off as a decoy for heat-seeking missiles.

To the right of the main arrival/check-in desk at LSA Anaconda hangs a
plastic replica of a catfish, which was placed there by members of the Missis-
sippi Army National Guard’s 185th Aviation Brigade, who set up the service
back in 2004.* Behind the desk sit a half-dozen men and women in civilian
clothes, whose attire seem to share just one thing in common: a red lanyard
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worn around their necks that secures their identification badges. On closer in-
spection, the strap can be seen to bear the initials KBR.

Indeed, for casual visitors to Iraq, the easiest way to find out how things
work is to look for someone wearing a red KBR lanyard; they are usually the
people in charge of everything from food service, laundry, bathrooms, and
shuttle buses, to loading baggage on to the “break-bulk” pallets that are
stacked on the back of a cargo plane.

THE RHINO RUNNER

Another popular service operated by the men and women of Halliburton/
KBR is the Rhino Runner service, which is housed in a low, wooden building
with a porch that looks like it has been plucked straight out of a cowboy-and-
western movie set and then dropped into the maze of concrete barriers,
barbed wire, and port-a-potties that make up Camp Stryker, which is next to
Baghdad International Airport. Appropriately named Stables, inside is a large,
cool room, with two big TVs tuned permanently to the Fox network. Behind
the counter are the ubiquitous South Asian workers and a supervisor with a
KBR badge slung around his neck.

The Rhino Runner, manufactured in Ashdod, Israel, is a thirteen-ton, all-
armored vehicle that resembles a very large black refrigerator on wheels with a
small picture of a rhinoceros emblazoned on the front.> The windows are made
of bullet-proof glass that is so tough it hurts one’s knuckles to even tap on
them. The passenger windows, which are angled in streamlined fashion, re-
mind one of an old-time Greyhound bus and are supposed to be blacked out,
but there are chinks through which one can see. A small fleet of these ugly
buses that make the regular forty-minute ride to the Green Zone is protected
by a vehicle that looks like a Humvee on steroids (it is literally the size of a small
tank). This vehicle is an MRAP Cougar (Mine Resistant Ambush Protected ve-
hicle) with various extra antennas and what look like square satellite dishes at-
tached. It looks like something out of an apocalyptic sci-fi future battle.

Driven by Halliburton/KBR drivers, the Rhino Runner has the distinction
of ferrying both Donald Rumsfeld and Saddam Hussein. It is the only safe
way—other than by helicopter—to move diplomats, contractors, and others
working for the government between the Baghdad airport and the Green
Zone along “Route Irish,” also known as “the Road of Death.” (When a Rhino
took a direct hit from a rocket-propelled grenade, “Nobody was hurt except
for some minor bumps and bruises,” said Army Major Sharon Smith of the
Joint Area Support Group, who books the Rhino convoys.)*
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DINING FACILITIES

Thirty minutes before midnight, every single night, three Ugandan men
beckon forward a small cluster of U.S. soldiers at Camp Stryker just outside
Baghdad’s military airport. A trickle of men and women surges through,
streaming past the slim and rather youthful-looking former African soldiers,
personnel of a private security company named EODT. Soon there is a steady
river of hungry people who complete the routine magazine check on their
M16 carbines and head inside looking for a late snack—at an all-you-can-eat
American buffet in the middle of the Iraqi night.”

Inside the vast and brightly lit Falcon dining facility that can seat more than
one thousand people at once in three sections of fifty eight-seater tables,
dozens of South Asian men with brown uniforms emblazoned in the orange
colors of the Gulf Catering Corporation, a Halliburton/KBR subcontractor,
serve up unlimited supplies of food to those who qualify: soldiers, government
employees, and the media.

For the late-night snack, there were made-to-order omelets and hamburg-
ers, breakfast food such as waffles, hash browns, sausages, and bacon, heartier
food like pasta and meatballs, and no shortage of desserts from carrot cake to
chocolate cake and pecan pies.

Falcon, like every major dining facility on a U.S. base in the region, has a
salad bar, a soft drink station provided by Rastelli Global, a hot and cold food
buffet, a soup station, drink fridges sponsored by Sprite and stacked with
juices from Cargill, milk from Nada, a dessert bar, and ice cream freezers em-
blazoned with a Baskin Robbins logo (although the ice cream is Kuwaiti). On
every table are the sauces that one might find at a roadside diner in the United
States—Texas Pete Hot Sauce, A-1 Steak Sauce, and MclIlhenny Tabasco. The
orange marmalade and breakfast syrup is from Heinz of Pittsburgh, Pennsyl-
vania, and the little honey packets are from Mason, Ohio. Peeking outside the
dining facilities one can see the delivery vehicles—giant Mercedes Benz trucks
with Thermo King Refrigeration containers driven by workers from countries
as diverse as Egypt, Fiji, and Sri Lanka.

The scene at the Falcon mess is typical of dozens of dining facilities across
Iraq and Kuwait, where contractors serve four full meals a day to the soldiers
and contractors who work odd shifts (or for the plain hungry). One hour after
midnight, the Falcon dining facility—the DFAC—will shut its doors but just
to clean and prepare for the next rush, a much bigger throng of soldiers queu-
ing up for breakfast at 5 a.m.

At another dining facility in LSA Anaconda, I met up with the chief war-
rant officer who ran it—Michael St. John of the Pennsylvania National Guard,
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who led me on a tour of the facility, pointing out little details that he was
proud of such as the fresh romaine lettuce. He stopped at the dessert bar. “We
added blenders to make milk shakes, microwaves to heat up apple pie, and
waffle bars with ice cream.” Next he led me to the “healthy bar” in the Carter
room. “Here, we offer baked fish or chicken breast, crab legs, or lobster claws
or tails.”

“Contractors here do all the work,” said St. John. He explained that he had
about twenty-five soldiers and six to eight Halliburton/KBR supervisors to
oversee 175 workers from a Saudi company named Tamimi, feeding ten thou-
sand people a day and providing take-away food for another one thousand.

“They do everything from unloading the food deliveries to taking out the
trash. We are hands off. Our responsibility is military oversight: overseeing the
headcount, ensuring that the contractors are providing nutritional meals . . .
and making sure there are no food-borne illnesses. It’s the only sustainable
way to get things done, given the number of soldiers we have to feed.”

These dining facilities are free to soldiers. Most big bases also have a “mini
mall” where one can find U.S. fast-food chains serving in-between meals or a
change from the Halliburton/KBR food. But even these Burger Kings, KFCs,
McDonaldses, Pizza Huts, Subway sandwich shops, as well as Green Beans
Coffee stores are run efficiently by polite Indian and Filipino migrant workers,
who serve up espresso chai latte and mocha frappes or personalized pan pizzas
and Whoppers to the soldiers. And at the military supermarket, operated by
the Army and Air Force Exchange Service (AAFES), soldiers can stock up on
anything from cookies to Bitburger nonalcoholic beer, Sony PlayStations, and
even mountain bikes.

Sarah Stillman, a journalist with TruthDig, tells a story that she heard about
a PowerPoint slide that’s becoming popular in army briefings: “Back in 2003,
the average soldier lost fifteen pounds during his tour of Iraq. Now, he gains
ten.” Stillman says that the first warning that many U.S. troops receive here in
Baghdad isn’t about the rampant IEDs (improvised explosive devices), or the
RPGs (rocket-propelled grenades), or even the EFPs (explosively formed pro-
jectiles). It’s about the PCPs: the pervasive combat paunches.”

INSIDE THE SCORPION’S DEN

At yet another military camp, whose name I am not allowed to reveal under
military rules, the desert floor seems to extend forever. The pale brown color
of the fine sand melds with the army tents and then the sky, which is the same
muddy hue, even though it is 2 p.m. in the afternoon. If there were no gravel
path between the sea of tents parked neatly in alphabetical rows, made out of
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light-grey pebbles, it would be hard to tell where desert merged with canvas
and canvas merged with sky. Yet it is not too hard to find distractions from the
gathering sandstorm.

Entering the “Scorpions Den”—a Morale, Welfare, and Recreation (MWR)
tent run by Combat Support Associates, a Kuwaiti company that offers identi-
cal services to what Halliburton/KBR provides in Irag—one is greeted by al-
most pitch darkness, the background music from a one-hundred-seater open
theater, the soft glow of laptops, and the flickering lights of video games,
which makes it feel as though one has just entered either a space station or a
very large student recreation facility. A checkout desk allows anyone to borrow
a movie for personal use (video-watching stations are available on a first-
come, first-served basis). Small posters dangle over the desk for new films:
March of the Penguins, Georgia Rule, CSNY, Invisible, and Mission Impossible
IIT. There are also free popcorn, boxes and boxes of bottled water (Makkah
water from Saudi Arabia, 550 ml), and a Dipping Dots ice cream machine
(“Ice cream of the future”).?

An MWR facility next door—a tent with a plywood floor covered in red car-
pets and white canvas walls punctuated by air-conditioning units—goes by the
name of the “Sandbox.” It hosts pool tables, table tennis, an Internet facility
(thirty minutes free on a first-come, first-served basis), and it’s also operated by
either Indian and Filipino workers. Dozens of soldiers sit slumped into fake
leather armchairs, playing war games or programs like Guitar Hero and watch-
ing a Star Trek movie. Festive decorations and clumps of green balloons from
some forgotten party (it is three months after Christmas) hang from the ceiling.

It is a Friday night. The lights dim and a DJ has started spinning Latin mu-
sic. One couple ventures onto the floor; they appear to have a rough idea of
what they are doing. Other soldiers gawk: men and women, too shy to try.
Soon enough, the first couple gets off the floor. But the ice has been broken
and another couple follows. Soon the floor is filled with half a dozen army
couples, men and women in identical blue shorts and grey T-shirts, gyrating
to “Corazon, Corazon.”

THE FUSION CELL

How does this dizzying array of U.S. creature comforts find its way to Iraq? My
answer came when I was invited to visit the “fusion cell,” which is a coordina-
tion system housed inside a secure building on LSA Anaconda. At the time,
this office was run by the 316th Expeditionary Sustainment Command from
Coraopolis, Pennsylvania, near Pittsburgh, and it coordinates every piece of
equipment from “beans to bullets” that is delivered in Iraq. Walking into the
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room, one feels transported to the command headquarters in the 1980s film
War Games, or for that matter any recent Hollywood war thriller.’

The fusion cell resembles a small lecture theater with four tiers of benches
rising from a large, polished wooden conference table at the front of the
room. The room is divided by two aisles into three sections, each of which
has swivel chairs that seat sixteen soldiers and the occasional contractor from
Halliburton/KBR. There are transportation coordinators on the left, and mu-
nitions personnel to their left who keep track of everything from small bul-
lets to missiles and supply and track everything from fuel and food, tanks,
and their many spare parts, to uniforms and cots. A special desk at the far left
has a small group called the route section that monitors truck convoys on
every road in Iraq. Every soldier has a laptop flipped open, most of which are
logged into the SIPRNet (Secret Internet Protocol Router Network) or
NIPRNet (Unclassified but Sensitive Internet Protocol Router Network), and
they can all watch four flat-screen TVs and two projection screens at the
front of the room.

A sign at the back reads: “It’s all about distribution management.” Lieu-
tenant Colonel Robert Harter and Major Michael Sharon, who run the fusion
cell, explain that the term refers to the newest system of asset management in
the military. “Rather than having large stockpiles to move on short notice, we
now have smaller quantities throughout Iraq. We can’t do “Just in Time” like
Fed Ex, but we try to keep enough on hand to move it efficiently and in a
timely fashion, to save money,” says Sharon, a reservist whose civilian job is
emergency coordinator at the State Department in Washington, DC. “Here at
the sustainment brigade, we talk to the commanders in the battle space all the
time to make sure the soldiers have what they need.”

Sharon is also a firm believer in the use of contractors like Halliburton/
KBR. “You don’t necessarily have to have a soldier operating a dining facility;,”
Sharon adds. “We try to gain efficiencies so that we are using our soldiers to
focus on where we need the soldiers best. We decide on a case-by-case basis
what jobs are not inherently military. In the battlefield, we might not have
civilians run a dining facility.”

FROM ROCK ISLAND TO CRYSTAL CITY

The Anaconda fusion cell represents the command central for logistics in Iraq
once the supplies arrive in the theater. The supplies are actually ordered and
paid for by a variety of military managers back in the United States, primarily
working out of the LOGCAP office in Rock Island and the Defense Supply
Center in Philadelphia, Pennsylvania, who in turn must answer to higher
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authorities like the Army Materiel Command (AMC) headquarters in Fort
Belvoir, Virginia.'

You can find their civilian counterparts just twenty miles north in Crystal
City, directly outside Ronald Reagan National Airport, a mile south of the
Pentagon, in Arlington, Virginia. The complex is a small forest of sleek, white-
and-brown commercial buildings that have sprung up to replace the junk-
yards and low-rent motels that once dotted the neighborhood in the 1960s."!
It now hosts some sixty thousand office workers during the daylight hours, a
tenfold increase on the number of people who actually live there.!* Most of
those workers are military contractors who work for Boeing and Hallibur-
ton/KBR. Walk down Crystal City Drive toward the airport and it is hard to
miss the corporate logo of KBR in giant, red letters on the eleven-story build-
ing at the far corner of Crystal Park. The company rents about 125,000 square
feet at this property, which is one of its biggest offices in the Washington, DC,
area—in addition to offices on North Kent Street and Wilson Drive in Arling-
ton, where much of the company’s military logistics work in countries from
Afghanistan to Iraq is coordinated."”

Paul Cerjan, a retired army lieutenant general was one of the men who ran
Halliburton/KBR’s operations out of its offices in Kuwait, Texas, and Virginia.
A former deputy commanding general of the U.S. Army in Europe who also
led Pentagon delegations to China, he was hired by Halliburton/KBR in July
2004 to run its worldwide military logistics operation, a job he did for about
one year. In an interview with Martin Smith of Frontline—a public television
news program—Cerjan described the services that Halliburton/KBR provides
for U.S. forces in Iraq.'

“We’re responsible for two significant areas. One that’s base support ser-
vices, which includes all the billeting, the feeding, water supplies, sewage—
anything it would take to run a city. And on the other side, for the army in
support, we handle logistics functions, which include transportation, move-
ment of POL [petrol, oil, and lubricant] supplies, gas supplies—all class of
supplies, as a matter of fact; all their spare parts, ammunition, anything they
need to conduct the war. . . . It’s like the Department of Public Works Plus.”

Cerjan says that this was a complete contrast to when he served in Vietnam.
“We erected our own tents; we put together our own dining facilities, etc. I
spent my entire career watching soldiers pull ‘kitchen patrol’ in the kitchen.
Why do we have to do that with soldiers? Why can’t we outsource that mis-
sion? We provide dining facilities that are very attractive and give soldiers all
the nourishment they need. We give them MWR facilities so they can work
out, see movies, etc. And we get their mind straight so when they go outside
the wire to do their military job, they’re sharp.”
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KEEPING A VOLUNTEER ARMY HAPPY

Tim Horton, the head of public relations for LSA Anaconda, and a former
transportation officer for twenty years, has a simple explanation as to why the
army relies so heavily on contractors to operate facilities today.

“What we have today is an all-volunteer army, unlike in a conscription
army when they had to be here. In the old army, the standard of living was low,
the pay scale was dismal; it wasn’t fun; it wasn’t intended to be fun,” he says.
“But today we have to appeal, we have to recruit, just like any corporation, we
have to recruit off the street. And after we get them to come in, it behooves us
to give them a reason to stay in.”°

Horton points out that if the average soldier gets an average $100,000
worth of military training in the first four years, then the military has to spend
another $100,000 to train every replacement soldier. “What if we spend an ex-
tra $6,000 to get them to stay and save the loss of talent and experience? What
does it take to keep the people? There are some creature comforts in this Wal-
Mart and McDonald’s society that we live in that soldiers have come to expect.
They expect to play an Xbox, to keep in touch by e-mail. They expect to eat a
variety of foods.”

A quarter century ago, Horton says, when he joined the army, all they got
was a fourteen-day rotational menu. “We had chili-mac every two weeks, for
crying out loud. What is that? Unstrained, low-grade hamburger mixed with
macaroni. Lot of calories, lots of fat, lots of starch, that’s what a soldier needs
to do his job. When you were done, you had a heart attack.” Today, says Hor-
ton, expectations are very different. “Our soldiers need to feel and believe that
we care about them, or they will leave. The army cannot afford to allow the
soldier to be disenfranchised.”

“I treat myself to an ice-cream cone once a week. You know what that is? It’s
a touch of home, a touch of sanity, a touch of civilization. The soldiers here do
not have bars; all that is gone. You've taken the candy away from the baby,
what do you have to give him? What’s wrong with giving him a little bit of
pizza or ice cream?”

SUPPORTING AN ARMY OF ONE

The truth of the matter is that the U.S. military today is incredibly over-
stretched. For the Bush administration to go to war, it needs an army of cheap
labor to feed and clean up after its men and women who are sent into battle—
who happen to be young U.S. citizens who have grown up in a world of crea-
ture comforts.

When did this symbiotic relationship between Halliburton/KBR and the
Pentagon to support war come into being? For the answer to this question, we
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need to start at the very beginning—when Brown & Root first discovered how
to turn on the spigot of dollars in Washington, DC. The man who taught them
was the thirty-sixth president of the United States, a Democratic politician
from Texas named Lyndon Baines Johnson.

Pampering the Soldier

A Fox reporter, Gregg Kelly, reported from a military dining facility in

Taji, Iraq, in April 2005, that soldiers were very well taken care of. “You
know, some of this looks like a brunch, you know, at a Marriott Hotel or
something like that. It's pretty elaborate.” The dining facility had “probably
one of the few pastry chefs ever deployed to a combat zone—Chef Denzel
from India” he added.®

In a report, a warrant officer named Joshua Gunter was seen eating a
meal. He eagerly proclaimed, “KBR does an extremely good job." The food
is so good, he says, that “we've been trying to hide it from our wives. . ..

| was talking to my wife the other day. | was like, ‘Baby, it's pretty rough
over here! | said ‘they have only nine flavors of Baskin Robbins’ (laughs).”

A Halliburton/KBR worker who asked to remain anonymous sent me the
following description from his military base in September 2005: “l am a
civilian working on a military base in Irag. | find that most people in the
States still have no idea what is going on over here. | get offers all the
time: ‘Do you need a care package, can we send you some snacks?’
etc., but the shocking thing is that the bases over here are like upscale
American cities!’!”

“I can talk only in general terms because | could get fired,’ he continued.
“But it is no exaggeration that | live a higher lifestyle here on a base in Iraq
than [l would] in the United States. We have free laundry, apartmentlike
housing with unlimited, free A/C and electricity, hot water, various
American fast-food outlets, lounges, free Internet, coffee shops, and a
large PX [that sells thousands of CDs, DVDs, vacuum cleaners, junk food,
steaks, etc., etc.—like a Wal-Mart]. Oh yes, and at lunch and dinner they
serve Baskin Robbins ice cream out of huge tubs, and once a week we
get steak and lobster. There is a lot more | am leaving out: karaoke night,
all kinds of sports teams, and on and on and on.

“Yet just a few hundred meters outside the fence, little kids are begging
for anything: food, bottled water. . . . The reality is very, very, very shocking.
We are truly a pampered and spoiled culture.
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But the general impression among the soldiers is that they could use a
little more pampering, as the following memo (edited for length) indicates:

TASK FORCE ADLER-22D SIGNAL BRIGADE
CAMP VICTORY, IRAQ
17 May 2006

MEMORANDUM FOR RECORD
SUBIJECT: Dining Facility Advisory Council Meeting

QUESTION: SPC R.: Asked if the dining facility could provide Belgium
waffles, waffle cones, and more variety of ice-cream flavors.

RESPONSE: MR. L.: Explained that KBR is restricted by what it can
order from the vendor's catalog, but stated that it does strive to provide a
constant variety. These changes do take time to implement. We must take
into consideration the ordering/delivering time.

QUESTIONS: LTC M.: Compliments the facility as one of the best he has
ever seen. He expressed that when he and his soldiers have requested
changes, they have been met: larger cups, onion and pineapples on the
stir fry bar. He requested better pita bread for the gyros; the current ones
tasted bad and fall apart too easily. LTC M. also requested chicken liver
and asked if we could discontinue the live band performances. He
considered the band to be too loud, and suggested that this may be the
wrong forum for it.

RESPONSE: SFC W.: We thank you for your comment, and we will do
our best to accommodate your requests.

QUESTION: Requests rye bread, bigger taco shells, and Jell-O without
fruit or anything in it. He also stated that the salt and pepper shakers did
not dispense enough salt and pepper, and many soldiers would need to
unscrew the top to get enough.

RESPONSE: SFC W.: Explains that the shakers have just recently been
purchased and that in order to get better ones, the military would have to
provide funds to replace the existing salt and pepper shakers.

QUESTIONS: LTC M. expressed that the serving portions are too large.

RESPONSE: MR. L. states that they do train the servers on serving sizes;
however, there is a language barrier issue with training the servers.

RESPONSE: SFC W.: The servers are briefed everyday on this issue. It is
also put out that a diner should be specific on what he or she wants when
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at the serving line. The servers are very accommodating toward the diners’
needs.

QUESTIONS: LTC M. informs the panel that the soap dispensers are
unserviceable, and they have the wrong soap in them.

RESPONSE: MR. L. states that the new dispensers are on order, and
that the soap currently used is the right soap for hand washing.

STATEMENT: PFC P.: The music in the dining facility is too loud. The
soldiers cannot hear the televisions. | also would like to request more
variety of fruit, with an emphasis on strawberries.

RESPONSE: SFC W.: The music issue will be addressed.

RESPONSE: MR. L. replies that travel time limits the type of fruit they
can serve. We also can order only items that are available in the catalog.

QUESTIONS: SGT J. requests Spanish flan and more exits during the
lunchtime hours as it is too crowded during that time for the one current exit.

RESPONSE: MR. L.: Flan is available almost daily.

QUESTIONS: SGT S.: Why does the DFAC let only the
contractors/civilians get only one to-go tray, while military gets three?

RESPONSE: SFC W.: Three to-go trays are the absolute limit, and the
policy is not strictly enforced, but there is a policy out there that states that
civilians are authorized to dine in and take out only one to-go tray. For all
customers, a written memorandum is required in order to take more than
three trays. The restrictions are in place to keep the head count accurate.

RESPONSE: MR. L.: Each meal costs about fifty to sixty thousand dollars.
KBR supports, but tries to control the cost of the meal while providing
whatever it can to help morale. The DFAC gets its funding by a per-patron
rate of $17.70 a day [BRK: $3.54 per patron; LUN: $7.08 per patron;
DIN: $7.08 per patron].

QUESTIONS: SPC R.: This is for CSM H. What is the policy on having
your weapon?

RESPONSE: CSM H.: MNC-l policy requires a weapon on you at all
times, except when conducting PT. The guards have been instructed
to turn away anyone who does not have their weapon.

QUESTION: LTC M.: Why not use the Air Force to fly fresh fruit and
vegetables to the base?
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RESPONSE: CSM H.: At this time, this is not feasible.
QUESTION: SGM A.: Can the lobster tails be cut in half?

RESPONSE: MR. L.: Due to the lack of proper equipment, this is not
possible.

The advisory council meeting was adjourned at 1615 hours. The next
council meeting will be held on 23 June 06.

/IORIGINAL SIGNED//

W. SFC, USA
Senior Food Operation Sergeant 18



Early Days of Brown & Root

IN 1937, LYNDON BAINES JOHNSON, the tall, lanky twenty-eight-year-old son
of a five-term Texas state politician, ran for election to the U.S. Congress to
represent Austin and the surrounding hill country. His campaign was based
on the New Deal platform, a series of government-financed schemes to re-
build the economy after the economic disaster of the Great Depression.! LB]J
won easily with the help of generous contributions from the Humble and
Magnolia oil companies and immediately found himself courted by other lo-
cal businessmen who wanted him to help them get New Deal dollars for their
projects.’

George and Herman Brown, brothers and founders of a Houston construc-
tion company named Brown & Root that was less than twenty years old, were
among the first in line. Before LBJ even left for Washington, he was invited to
dinner with the Brown brothers to discuss getting federal money to build the
Marshall Ford Dam on the lower Colorado River, the biggest project they had
taken on to date.’ LBJ agreed readily.

Weeks after he arrived in Washington, LB] secured the money for the dam
with the help of President Roosevelt, even though the project violated the
work relief program that provided funding for government agencies to hire
unskilled labor, rather than private companies hiring skilled labor. (“Give the
kid the dam,” Roosevelt is reported to have said.)*

LBJ and the Browns became friends forever after that day, and Johnson
spent many nights at the Browns” house on 4 Niles Road at the edge of down-
town Austin.’ Later in his career, LBJ often visited the Brown Huntland estate
in Middleburg, Virginia, where he once suffered a heart attack while on a se-
cret visit in July 1955.
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“It was a totally corrupt relationship, and it benefited both of them enor-
mously,” said Ronnie Dugger, the author of The Politician: The Life and Times
of Lyndon Johnson. “Brown & Root got rich, and Johnson got power and
riches.””

“I remember asking Johnson once in the White House, ‘Did you deal with
cash?” And he said, ‘Tt was all cash,” Dugger recalled. “I mean, there were no
records, so under those circumstances, there were plenty of politicians who
were selling out to business interests.”

After LB] bowed out of the 1968 presidential election because of the im-
mensely unpopular Vietnam War, he often stayed at the Lamar Hotel at 1000
Main Street in downtown Houston. (The building no longer exists; it was
razed in 1983.) This hotel was then known as the “unofficial capital of
Texas”—some eighty-eight of the hotel’s three hundred fifty rooms were
rented on a permanent basis by major figures in oil, politics, and banking. In
particular, LBJ was a frequent visitor to Suite 8-F, which consisted of two
rooms and a kitchenette, rented by Brown & Root.?

The room functioned as a meeting place for James Abercrombie (Cameron
Iron Works), Hugh R. Cullen (Quintana Petroleum), Morgan J. Davis (Hum-
ble Oil), James Elkins (American General Insurance and Pure Oil Pipe Line),
William Hobby (governor of Texas and owner of the Houston Post), Jesse H.
Jones (multimillionaire investor in a large number of organizations and chair-
man of the Reconstruction Finance Corporation), Albert Thomas (chairman
of the House Appropriations Committee), William Vinson (Great Southern
Life Insurance), and Gus Wortham (American General Insurance Company).

BUILDING BROWN & ROOT

The Brown brothers did not start out rich. Like LB]J, they grew up in central
Texas, where they initially struggled to make a living. Beginning in 1919 with
contracts to build Texas roads, Herman Brown and his younger brother,
George, a former miner, worked for almost two decades to build a construc-
tion business before they would strike it rich. (The name Root comes from
Herman’s brother-in-law, Daniel, who gave them some of their initial capital,
but he was not involved in day-to-day business.)’

At first they did numerous small building projects, sometimes even resort-
ing to selling pigs on the side and renting mules for transport to make ends
meet. Dan Briody, author of The Halliburton Agenda, says the Brown brothers
eventually learned how to get ahead in business: “At first, it was just taking out
a commissioner for a nice dinner. Then they learned how to submit a low bid,
then ratchet up costs over time. Finally, they became adept at the more sophis-
»10

ticated lobbying of public officials.
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The Marshall Ford Dam was just the first of many Brown & Root schemes
to profit from taxpayer money. Another LBJ biographer Robert Caro reports
that the Brown brothers made “an overall profit on the dam of $1.5 million, an
amount double all the profit they had made in twenty previous years in the
construction business” (roughly equal to $18.3 million in 2008 dollars).!* And
that was just for the first part of the dam; the second phase would net them
millions more. George Brown would later explain that LB] himself described
the deals as a “joint venture” in which “Wirtz [Brown & Root’s lawyer] is going
to take care of the legal part. . .. 'm going to take care of the politics, and
you’re going to take care of the business side of it. . . . The three of us will come
up with a solution that improves the status of all three of us.”2

Dam building was quickly followed by more ambitious projects. In the
spring of 1941, Albert Thomas, a U.S. Congressman from Houston who had
gone to school with George Brown, helped them take over a contract from
Platzer Boat Works to build what would eventually number 359 warships for
the Second World War. This boom was worth $357 million at a facility on the
Houston Ship Channel."

What was remarkable about both the Marshall Ford Dam and the shipbuild-
ing job was that the company had no experience in either field before they won
the contracts; it was all based on lobbying the right politicians like LBJ and Al-
bert Thomas. “We didn’t know the stern from the aft—I mean the bow of the
boat,” George Brown would confess later about the shipbuilding deal.'*

LBJ’s support for Brown & Root in Washington was deeply appreciated by
the Brown brothers. On May 2, 1939, George Brown wrote LBJ a letter: “I hope
you know, Lyndon, how I feel reverence to what you have done for me, and I
am going to try to show my appreciation through the years to come with ac-
tions rather than words if I can find out when and where I can return at least a
portion of the favors.”!®

A few months later, he followed up with another letter dated October 27,
1939: “Dear Lyndon, In the past I have not been very timid about asking you
to do favors for me and hope that you will not get any timidity if you have
anything at all that you think I can or should do. Remember that I am for you,
right or wrong, and it makes no difference whether you think I am right or
wrong. If you want it, [ am for it 100 percent.”'¢

On February 27, 1940, LB] replied, “I wish I could dictate as sweet a letter as
you wrote me. . . . I really enjoyed being with Herman this time. . .. We had a
lot of heart-to-heart talks and, I believe, know each other a lot better now.
Knowing is believing, you know.”!”

That month, Brown & Root won a contract to build the Naval Air Station
Corpus Christi, which was initially estimated to cost $23.4 million. James For-
restal, the undersecretary of the navy would later say that he “twisted a helluva
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lot of tails” to make sure that the contract would be awarded to one of “Lyn-
don’s friends.” George Brown himself would later acknowledge that LBJ
helped them win the contract that was billed at “cost-plus,” which meant that
the company was paid a guaranteed profit on every dollar spent. When the
project was finished, it had cost the taxpayer $125 million, making for a size-
able profit for Brown & Root.'®

Briody explained that by the Second World War, the Brown brothers had
become experts at getting taxpayer money: “The Browns knew then some-
thing that most government contractors understand now: Ninety percent of
the work in government contracting is getting the job. Once you have the con-
tract in hand, prices can be systematically ratcheted up and the government’s
costs for switching contracts midstream exceed the cost increases being
handed down by the current contractor.”"?

Over the next three decades, the company went from strength to strength.
They won contracts to construct air and naval bases in Guam, France, and
Spain for the U.S. government worth $553 million altogether. In 1961, the
company won the contract for the $200 million Manned Spacecraft Center, in
Houston, and finally a $1.9 billion contract to build bases in Vietnam. Most of
these contracts have been linked back to their ties with LBJ.?°

(Construction projects were not the only way the Brown brothers prof-
ited at taxpayer expense—in 1947 they led a group of investors who put up
$150,000 to acquire the Big Inch and Little Big Inch pipelines that the fed-
eral government had constructed to transport oil from Texas to the north-
eastern states after German submarines started to sink East Coast oil
tankers. The pipelines were later incorporated as the Texas Eastern Trans-
mission Corporation. When they offered an initial public offering, the
brothers alone cleared some $2.7 million. Over the next four decades, Texas
Eastern Transmission Corporation would supply Brown & Root with $1.3
billion in business.)?!

BAGS OF MONEY

LBJ’s ties to Brown & Root were well known and often remarked upon in the
press. In August 1964, William Lambert and Keith Wheeler penned a lampoon
of LBJ and President John E Kennedy in Life magazine. Kennedy is described
saying: “Now, Lyndon, I guess we can dig that tunnel to the Vatican.” LB]
replies: “Okay, so long as Brown & Root gets the contract.”*

The reason that LB] was so helpful to Brown & Root was simply because
they were very helpful to his political career. In addition to organizing rallies
for their candidate, the Brown brothers reportedly began putting money into
LBJ’s campaigns in 1938, the year he ran for reelection to the U.S. House of
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Representatives. Although citizens were not allowed to contribute to individ-
ual politicians, the Brown brothers created a group called Brown & Root for
the Committee. This was the Democratic Congressional Campaign Commit-
tee to which LBJ was an informal advisor. Company employees and friends
put in the maximum of $5,000 each, which LBJ then doled out to candidates
around the country, buying future loyalty.?

Similar tactics were used to raise money for LB]’s 1941 U.S. Senate run.
“Bags of cash, envelopes stuffed with $100 bills, accounting sleight-of-hand;
all conceivable techniques of hiding the destination of the Brown’s money
were employed,” writes Briody. “Lawyers would take bonuses from the
Browns, pay the money to someone else in the law firm, take it back in cash,
and give it away to the campaign.” The bonuses also had the happy outcome of
lowering company tax payments.**

LBJ lost the 1941 Senate bid, despite a campaign that was rumored to have
cost as much as $500,000 (the limit at the time was $25,000). The lavish
spending did not go unnoticed. In July 1942, the Internal Revenue Service
(IRS) started an investigation into Brown & Root’s books for tax evasion and
criminal wrongdoing in funneling money to the campaign. What became
quite clear, after eighteen months of investigations that involved testimony
from senior executives, was that the company might be prosecuted. So LBJ
asked for an audience with then President Franklin Delano Roosevelt on Janu-
ary 13, 1944, to discuss the matter. The next day, a new IRS agent was assigned
to the case, who recommended a $549,972 fine for tax evasion and dropped
the criminal charges.”

But Brown & Root allegedly continued to finance LB] when he ran again
for the U.S. Senate and won in 1948, after a primary battle that was widely
considered to have been rigged. “That was the turning point. He wouldn’t have
been in the running without Brown & Root’s money and airplanes. And the
1948 election allowed Lyndon to become president,” says Dugger.?®

Caro describes the aftermath of the 1948 U.S. Senate election: “Johnson
flew back to Texas on the private plane of Brown & Root, the giant Texas con-
struction company. When the Brown & Root plane delivered him to Texas, it
delivered him first to Houston, where a Brown & Root limousine met him and
took him to the Brown & Root suite in the Lamar Hotel. Waiting for him
there, in Suite 8-F, were men who really mattered in Texas: Herman and
George Brown, of course, oilman Jim Abercrombie, and insurance magnate
Gus Wortham. And during the two months he spent in Texas thereafter, the
senator spent time at Brown & Root’s hunting camp at Falfurrias and in oil-
man Sid Richardson’s suite in the Fort Worth Club.”?’

In the 1950s, LBJ went to Falfurrias to pitch for money. “I want to tell you
fellows something. I'm thinking of running for president, and if I do, it’s going
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to cost all of you a lot of money. So I want you to think about it.” The Suite 8-
F crowd ponied up. Ed Clark, a Brown & Root lawyer, would later tell Caro:
“They would contribute substantially as hell if their friend, somebody who
had helped them, had a political campaign.”?

Decades later, telephone transcripts made public would clearly show that
for more than twenty years the Brown brothers had indeed been contributing
illegally to the campaign coffers of LBJ and his colleagues. “I have some money
that I want to know what to do with. ... I was wondering . . . just who should
be getting it, and I will be collecting more from time to time,” said George
Brown in a conversation recorded with LBJ in January 1960 when his friend
was U.S. Senate majority leader.”

ERLE HALLIBURTON

At the time that the Brown brothers set up Brown & Root, another Texas
multinational was taking shape, founded on the new oil boom that was taking
the country by storm. Although oil had first been struck in the 1860s, it wasn’t
until mass production of automobiles in the first decade of the twentieth cen-
tury that gasoline (then a by-product of kerosene, which was used for stove
fuel) would literally fuel a drilling frenzy in Oklahoma and Texas.

Erle Palmer Halliburton, of Henning, Tennessee, was a young jack-of-all-
trades who landed a job working for Almond Perkins at the Perkins Oil Well
Cementing Company in California in 1916.°° There he learned how to use a
technique called “oil well cementing” to protect the wells from contamination
by underground water and lessen the danger of explosions from high pressure
oil and gas. Basically a wet cement slurry was pumped down a pipe into a well
under high pressure and forced up the gap between the wall of the hole and
the pipe where it hardened. But Perkins fired Halliburton, and the young man
traveled back East where he tried to sell the technique in Texas. Unable to get
any customers, Halliburton moved his operations to Oklahoma where he
quickly won business when he capped a well for the Skelly Oil Company, sav-
ing them millions in wasted crude.”!

By 1921, Halliburton was dispatching crews and equipment to drilling sites
in Arkansas and Louisiana from his headquarters in the town of Duncan,
Oklahoma. Although he would later have to buy out Perkins for “borrowing”
the techniques of oil well cementing, he deserves credit for improving upon
the original idea. (He would be quoted as saying: “Don’t ever tell me I cannot
do something because it will infringe on somebody’s patent. I started in busi-
ness infringing.”)** Halliburton followed up with a number of future inven-
tions that the oil industry would come to rely upon such as the jet mixer—
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a mechanized mixer that did away with hand-mixing of the minimum 250
bags of cement-and-water slurry needed for each well.”?

In 1924, he incorporated as the Halliburton Oil Well Cementing Company
or Howco. By 1926, the company was exporting cementing trucks to British
companies, and by 1929, the company was using planes to deliver on con-
tracts. In 1932, Howco was sending a total of seventy-five cementing and well-
testing crews in red Halliburton trucks to sites in seven states. In 1940, Howco
expanded overseas with the establishment of its first South American sub-
sidiary in Venezuela.”*

When the United States entered the Second World War, Howco joined the
war effort like most other U.S. industries. Its oil drilling services were useful
for a military that needed vast quantities of fuel for their operations. The
company also used its expertise in the cement business to develop a soil/
cement process that was used by the air force to make landing strips. Another
technique that the company used for oil drilling was called “gun perforating”
in which it lowered a cylindrical device into cemented oil wells to blast holes
in the walls to allow the oil to flow. The company’s engineering shops that
built this equipment were easy to modify to build gun-mount bearings. Its en-
gineering workshops were also soon turning out jigs, fixtures, and dies for the
B-29 bomber as well as for the Boeing airplane plant in Wichita, Kansas.*
Halliburton himself loaned his yacht (the Vida, named after his wife) to the
navy to use as a weather station in the Pacific.’®

When the war was over, Halliburton returned to its core work of designing
and acquiring specialized equipment for the oil industry such as Hydrafrac in
the late 1940s, which used jellied gasoline pumped under pressure into the
bottom of a well to split the rock formation and rejuvenate many dwindling
oil wells. The company rented and sold tools to obtain fluids and pressure
readings from oil-bearing rock, wall cleaners, depth measuring equipment,
and on-site services such as electronic logging and sidewall wellcoring and the
transporting of cement and fracturing sands to drilling sites.?”

The company soon outgrew Duncan, and Halliburton moved its headquar-
ters to Dallas, Texas. By the time Erle Halliburton died in 1957, he had become
one of the ten richest people in the United States.’® The company continued to
expand, however, making forays into new businesses such as airlines.

In 1962, shortly after Herman Brown died, Halliburton acquired Brown &
Root. George Brown stayed on as chairman of the company until the end of
the Vietnam War in 1975, after which he retired.*® The new subsidiary would
still operate under its own name for another three decades, until Dick Cheney
became CEO of Halliburton and acquired Kellogg Industries, a competitor,
and merged the two to create Kellogg, Brown & Root.



Brothers in Arms
Dick Cheney and Donald Rumsfeld

ON WEDNESDAY, MAY 11, 1966, a Fairchild C-123 “Provider” aircraft touched
down on a newly installed, temporary runway in southern Vietnam. Once the
VIP plane—originally designed as an assault glider aircraft—had rumbled to a
halt, its distinguished cargo of six U.S. Congressmen, Agency for International
Development (AID), and military officials disembarked. They were promptly
whisked away by a Huey helicopter. It was 9 a.m. at Cam Ranh Bay, but 11 p.m.
in Washington, DC, the city from which the group had departed five days
prior on United Airlines flight 53.!

The Congressional delegation was led by John Moss of Sacramento, the
Democratic chairman of the foreign operations and government information
subcommittee of the House committee on government operations. (Moss was
best known as the author of the Freedom of Information Act, and would later
be known for chairing hearings on federal contracting abuses and then for ini-
tiating the call to impeach President Richard Nixon.)?

The youngest member of the group was Donald Rumsfeld, already on his
second term in the U.S. House of Representatives from the state of Illinois, at
the tender age of thirty-three. He was also one of just two Republicans (they
were the minority party at the time) on the trip and it would be his first op-
portunity to see the work of Halliburton up close.’

Over the next three hours, the group listened intently as Major General
Charles Eifler, the commanding general of the First Logistical Command, gave
them a whistle-stop jeep and helicopter tour of a new base that was being con-
structed on what has been described as the most beautiful deepwater port facil-
ity in the entire world. A shimmering blue inlet of the South China Sea on the
central coast of southeastern Vietnam, situated between the towns of Phan
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Rang and Nha Trang, the facility stretched some ten miles long and twenty
miles wide and was protected by a three-hundred-foot-high sand peninsula. A
mile-wide strait linked it to the open ocean, allowing large ships to sail into the
natural harbor and making it an ideal military base for the region.*

Hundreds of construction workers were laboring to transform the land
around the bay that held two picturesque fishing villages, tropical scrub forest,
and miles of perfect beaches into a major military supply installation practi-
cally overnight—a 1960s equivalent of LSA Anaconda. The workers were em-
ployed by a consortium named RMK-BR] that was led by Brown & Root, the
newly acquired subsidiary of Halliburton. (The acronym stood for Ray-
mond/Morrison-Knudsen, Brown & Root, and J. A. Jones Construction.)
RMK-BR]J was the sole contractor for the federal government for military con-
struction projects in Vietnam, accounting for about 90 percent of the total
share of all work.”

Building the base at Cam Ranh Bay was no easy task. The previous fall, con-
struction crews worked through the rainy season to construct the very airfield
that the Provider had landed on from the drift sand of the Cam Ranh Bay’s
central peninsula. The crews built a ten-thousand-foot aluminum mat run-
way, a parallel taxiway, an aluminum mat fighter apron, and a pierced steel
plank cargo apron together with twenty-five thousand square feet of living
quarters composed of Quonset huts (a military design invented by the British)
that would house troops arriving from the U.S. Air Force. A million cubic
yards of earth were moved by a workforce of U.S., Korean, Filipino, and Viet-
namese workers. Following the construction of the landing strip, the consor-
tium began work on a vast ammunition storage and the Dong Nai dredge
arrived to build a U.S. Army port facility. Meanwhile, twenty miles away to the
north, the crews were busy expanding a special forces airbase and an army
field hospital at Nha Trang, just another of the two dozen major military in-
stallations that the company would build in the course of the decade.

Rumsfeld and his colleagues could not have arrived at a more chaotic time.
That very week, workers on the Bess dredge had to abandon a project to place
fill behind an army-troop-constructed bulkhead after excavating 120,000 cu-
bic yards because the backwash was so great. An order to drill forty-two water
wells had just been signed, and word had come through that yet another ma-
jor order was about to be inked to build a new naval communications facility
over three sites along the east coast of the peninsula.

After the tour of the port facilities in Cam Ranh Bay, the Moss delegation
flew on to view the police training and civilian pacification programs in Vung
Tau at the mouth of the Saigon River before returning to conduct hearings at
the U.S. Agency for International Development (USAID) building in Saigon.
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It took another two years for the Cam Ranh Bay military base to be fin-
ished, transformed from endless acres of “unbroken sand dunes” into an inter-
national air and sea terminal with substantial deep draft berth facilities, ample
warehouse space, and many miles of new roads, including a new causeway.®

REINVENTING VIETNAM

U.S. military operations in Vietnam date back as far as 1950, when Washing-
ton began supplying small arms to the French military to combat communist
expansion after the Second World War. This escalated in the late 1950s when
the Chinese-supported North Vietnamese government ordered a military in-
surgency against the U.S.-supported South Vietnamese government.”

At the same time, the Soviet Union was expanding its sphere of influence
with the takeover of Hungary in 1956 and the building of the Berlin Wall in
1961, putting pressure on U.S. politicians like President John E. Kennedy to
pledge in his inaugural address to “pay any price, bear any burden, meet any
hardship, support any friend, oppose any foe, in order to assure the survival
and success of liberty.”®

LBJ, who was Kennedy’s vice president, flew to Saigon in May 1961 to de-
clare support for the South Vietnamese government, and Washington began
to send increasingly more “military advisors.” Raymond/Morrison-Knudsen
was hired to help build bases with the U.S. Navy under a $15 million deal
signed in San Bruno, California, on January 19, 1962.'°

When Kennedy was assassinated in Dallas, Texas, in November 1963, LB]
took over the reins of government and continued the expansion of the war ef-
fort. On August 2, 1964, the USS Maddox, on an intelligence mission along
North Vietnam’s coast, reported that it had been fired upon by three North
Vietnamese torpedo boats in the Gulf of Tonkin. Two days later, a second at-
tack was reported on the USS Maddox as well as the USS Turner Joy."!

Coincidentally, these attacks occurred during the last few months before
the presidential election. LB] asked the U.S. Congress to approve a resolution
“expressing the unity and determination of the United States in supporting
freedom and in protecting peace in Southeast Asia . . . (that should express
support) for all necessary action to protect our Armed Forces.”

On August 6, Secretary of Defense Robert S. McNamara testified before a
joint session of the Senate Foreign Relations and Armed Services commit-
tees, in which he stated that the Maddox had been “carrying out a routine
mission of the type we carry out all over the world at all times.” This was
later revealed to be a lie. (The United States had been supporting covert op-
erations of South Vietnamese commandos under a secret program called
Operation Plan 34A.)
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On August 7, 1964, the U.S. Congress voted unanimously to approve a joint
resolution that authorized the president “to take all necessary steps, including
the use of armed force, to assist any member or protocol state of the Southeast
Asia Collective Defense Treaty requesting assistance in defense of its freedom”
without consulting the U.S. Senate, as required by law.'?

(Almost forty years later, on February 5, 2003, Secretary of State Colin
Powell would repeat history in a speech to the United Nations in which he
would lay out the case for war on Iraq: “Leaving Saddam Hussein in posses-
sion of weapons of mass destruction for a few more months or years is not an
option,” he told the international diplomats. The passage of time showed both
McNamara and Powell had misled their audiences in order to make the case
for war: LBJ tapes made public in 2005 proved that he knew that the Gulf of
Tonkin incidents never happened.'’ That same year, Powell admitted that the
speech was a “blot” on his personal record but claimed that he honestly be-
lieved the evidence he was given.'*)

Combat troops were rushed to Vietnam following the Gulf of Tonkin reso-
lution; the covert support for the South Vietnamese was quickly turned into a
full-blown war. From a mere sixteen thousand troops in mid-1964, the mili-
tary had increased troops in the country to a quarter of a million by May 1966.
Operation Rolling Thunder had been in effect for more than a year: an aerial
bombing campaign was designed to destroy bridges, air defenses, and supply
depots and was intended to destroy the will of the North Vietnamese to fight
and to stop the flow of men and supplies down the Ho Chi Minh Trail.'®

This sophisticated U.S. military operation that required fighter planes and
radio technology was just not feasible in what was still principally a land of
rice paddies and water buffaloes. So, as Secretary of Defense McNamara ex-
plained to U.S. Senate committee members, waging war “in a country of this
sort requires the construction of new ports, warehouse facilities, access roads,
improvements to highways leading to the interior of the country and along
the coasts, troop facilities, hospitals, completely new airfields, and major im-
provements to existing airfields, communications facilities, etc.”'

The U.S. Congress was convinced, and in 1966 it appropriated $1.4 billion
for construction to be paid out to RMK-BR]J who grandly named themselves
the “Vietnam Builders.” Soon the consortium changed the very landscape of
the country, according to James Carter, assistant professor of history at Texas
A&M University—whose excellent book Inventing Vietnam is a comprehen-
sive account of the Vietnam Builders.!” Paul Harder, a photojournalist who
visited the country at the time, described all of the activity in South Vietnam
in 1967 as a “paradox of construction and destruction . .. Motor grader oper-
ators work with loaded carbines at their sides; . . . scrapers cut roads across the
shadows of hastily prepared gun emplacements; a lean, tanned construction
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superintendent waxes enthusiastic over the future while helicopters stutter
overhead looking for enemy guerillas.”'®

Cam Ranh Bay was just one of many projects that RMK-BR]J was hired to
build in order to provide the infrastructure for prolonged military operations
in Vietnam. The subcontractors that Brown & Root hired were primarily engi-
neers and did not cook and clean or manage airlines and truck convoys as they
would in Afghanistan and Iraq almost four decades later.

Over the life of the contract, the consortium boasted that it moved 91 mil-
lion cubic yards of earth, used 48 million tons of rock product, nearly 11 mil-
lion tons of asphalt, poured 3.7 million yards of concrete, enough to have built
a wall two feet wide and five feet high completely around southern Vietnam,
and moved an average of more than 500,000 tons of goods every month. A to-
tal of 150 million board feet of lumber, 3,600 prefabricated buildings, 11 mil-
lion pounds of nails, 750,000 sheets of plywood, 98 million pounds of asphalt,
plus nearly 2,000 trucks and tractors were used in the construction."”

Brown & Root’s consortium negotiated a special payment system for them-
selves, changing from the standard cost-plus-fixed-fee (CPFF) type to a cost-
plus-award-fee (CPAF) type. This allowed the Builders to earn an extra award
of up to four-ninths of the fixed fee based on how well the job was done. For
example, one specific project in 1966 cost $57 million. The base fee for the job
was $975,000, and the maximum award fee was $433,000, which allowed the
contractor to get a maximum profit of $1.4 million.?

Meanwhile, the escalating military operations conducted from the bases
built by Brown & Root’s consortium included sustained bombing cam-
paigns in the countryside, which soon made life hell in rural Vietnam and
caused villagers to flee to the cities. Once a nation of farmers and a leading
rice exporter, South Vietnam went from a population of about 15 percent to
40 percent urban dwellers in the mid-1960s, and by the end of the war, it
had become 65 percent urban. The country had to import nearly 500,000
tons of rice to feed its people, and 750,000 tons in 1967.*! (The Moss delega-
tion blamed this on the success of the Viet Cong in intercepting rice ship-
ments from the Mekong Delta to Saigon and other cities.) A Senate
subcommittee chaired by Senator Edward Kennedy suggested in 1965 that
the war had resulted in 380,000 to 500,000 refugees; in 1966 this estimate
had risen to 1.6 million, and on the eve of the Tet Offensive of early 1968,
analysts estimated the number of uprooted Vietnamese had grown to ap-
proximately 4 million, or one out of four Vietnamese below the seventeenth
parallel.?

The conditions under which the Vietnamese lived were wretched: a survey
in 1967 revealed the rate of civilian war casualties ran at approximately one
hundred thousand per year. A USAID public health official estimated that
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there was just one qualified doctor for every one hundred thousand inhabi-
tants compared to one for every eighty-five hundred in nearby Thailand and
one to every seven hundred fifty people in the United States. As a result,
many of those injured and crippled by war received either inadequate med-
ical aid or none at all. The number of cases of cholera in South Vietnam in-
creased from a few hundred in 1963 to more than twenty thousand by 1965.
A Congressional investigation concluded similarly: “The situation in South
Vietnam is that there is just too much disease and too great a demand for
medical services. Almost every disease known to man is present.” *> By 1968,
an estimated thirty thousand to fifty thousand amputees awaited prosthetics
that they would likely never receive. Another fifty thousand or more civilian
war victims died each year before reaching understaffed, underfunded, and
overcrowded hospitals.

Ironically, in the same time period that Brown & Root’s consortium was
paid $1.4 billion, historian Carter calculated that Vietnamese war refugees re-
ceived a scant $22.5 million in aid, of which all but $3 million was actually
designated for U.S. government official salaries, equipment, and logistics.**

“WASTE AND PROFITEERING”

When Rumsfeld returned to Washington, DC, in May 1966, he was more con-
cerned that Brown & Root’s projects seemed to be a payoff for financing LBJ,
than with the plight of Vietnamese refugees. Three months after the delega-
tion returned, Rumsfeld announced to his fellow politicians that the adminis-
tration had signed contracts that were “illegal by statute.” He urged a
high-level probe into the “thirty-year association—personal and political—
between LBJ as congressman, senator, vice president, and president” and the
company’s chairman, George Brown of Houston, who “had contributed
$23,000 to the President’s Club while the Congress was considering” whether
to award yet another multimillion-dollar project to Brown & Root.? (Club
membership could be bought for $1,000 in those days.)?*

Rumsfeld noted that “under one contract, between the U.S. government
and this combine, it is officially estimated that obligations will reach at least
$900 million by November 1967. ... Why this huge contract has not been and
is not now being adequately audited is beyond me. The potential for waste and
profiteering under such a contract is substantial.”

When the subcommittee’s full report from their investigations into how
taxpayer dollars were being spent in Vietnam was delivered in October, Rums-
feld, together with fellow Republican subcommittee member Bob Dole of
Kansas, issued a stinging, dissenting opinion, much to the dismay of Moss,
who said he “confess[ed] disquiet over the negative tenor of my colleagues.”
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One quote from the Dole/Rumsfeld letter stands out: “I want this record
and you gentlemen to know how disappointed I was at the discussions in
Vietnam with AID personnel. Invariably the reason [our questions] could
not be answered was because of the lack of records, the lack of audits, the
lack of procedures whereby this information would be available. . . . I got the
feeling . . . that the information is not available. . . . It is distressing for a . . .
member of a subcommittee to be attempting to come to grips with these
problems, and to be repeatedly told that necessary and basic information is
not available.”?’

The $900 million turned out to be an underestimate. When the job was fin-
ished, the final bill for the ten-year-long “construction miracle of the decade”
came to a cool $1.9 billion. And the General Accounting Office (GAO) discov-
ered that over the course of the war, Halliburton/Brown & Root had lost ac-
counting control of $120 million, and its security was so poor that millions of
dollars worth of equipment had been stolen.®

The words of the junior Republican politician in the 1966 critique would
sound remarkably familiar, indeed almost identical to those of Halliburton’s
critics from the Democratic Party following the invasion of Iraq in 2003.

PARALLEL CAREERS

Soon after Rumsfeld returned from Vietnam, he met a young intern who
would eventually become his boss and paradoxically put the two men in the
same position as LB]J: hiring Halliburton to help them support an unprovoked
war. That man is, of course, Dick Cheney, and a brief review of the lives of the
two men would show them to have followed a surprisingly similar path.

Both men dropped out of graduate school to work on Capitol Hill; both
men married high-school sweethearts to whom they are still attached; both
men served in the U.S. House of Representatives for several terms where they
were known for their political conservativeness; both men served as chief of
staff in the White House and as secretary of defense; both initiated campaigns
to run for president; and both led invasions of Iraq. Both men also ran For-
tune 500 companies in which they challenged the government of the time to
open up markets that would make them millionaires many times over.

But the two men are also quite different in many ways. Rumsfeld was a
wrestling champion who served in the military, unlike Cheney, who wriggled
out of the draft. Cheney’s career both as a businessman and as head of the
Pentagon could arguably be characterized as mediocre by his critics, if not
problematic. Where Rumsfeld’s press conferences and speeches attracted me-
dia attention, Cheney shied away from publicity unless he really had no
choice.
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DONALD RUMSFELD

Donald Henry Rumsfeld was born on July 9, 1932, in Evanston, Illinois, and
grew up in Winnetka, Illinois, on the North Shore of Chicago that borders
Lake Michigan. His father, a real estate salesman, enlisted late in life into the
navy at the age of thirty-eight, toward the end of the Second World War, when
Donald was eight. The family then spent several years traveling from one mili-
tary base to the next, ranging from North Carolina to California and Washing-
ton State, giving Donald an early glimpse into the government agency he
would eventually run.”

The younger Rumsfeld studied at Princeton on a military scholarship, and
then joined the navy in 1954. After he left the navy in 1957, he dabbled with
the idea of a law career at Georgetown University in Washington, DC, but
ended up working as an aide on Capitol Hill. Enamored by political life, he de-
cided to try his chances in 1962, and despite his relative obscurity and youth,
won a seat in the U.S. House of Representatives, with the help of his old
schoolmates and the financial backing of local businessman Dan Searle, whose
family owned the pharmaceutical giant GD Searle.

There are two sports that observers say explain Rumsfeld and his career:
one is wrestling and the other is squash. Wrestling was something he took up
early and helped him to distinguish himself at high school. He was then a
wrestler at Princeton, and, finally, when he signed up for the navy in 1954, he
won the title of All Navy Wrestling Champion.*

At Princeton, Rumsfeld was famous for his conditioning and determina-
tion (he would do one-armed push-ups for money) but especially as a relent-
less bulldog who never gave up. Roger Olsen, who co-wrote a book called The
Turning Point about the 1953 wrestling season, explained to a New Yorker
writer, “They’ve always built Rumsfeld up as being a great wrestler. . . . But he
wasn’t. Rumsfeld, I think, was just a plugger. He would keep coming after you,
even when the final verdict was no longer in doubt.”?!

Two other wrestlers—Phil Harvey and Ken Hunt—told the magazine a
story of a legendary fight between Rumsfeld and Hunt in the finals of the East-
ern Intercollegiate championship in 1953. “The gym was packed—people
were right down on the mats,” Hunt said, “almost like the kids at Duke basket-
ball games. It was quite a jovial get-together. But Don was quite serious. Even
in those days, gosh, he was a very intense guy. . . . I think I was ahead eight-zip
or eight-two,” Hunt said. “And then I began to run out of gas. I had the feeling
that he could taste blood, you know, if he could get me real tired—and I was
getting tired.”

Then Rumsfeld began “reversing” Hunt. “He exploited every possible
tool,” Hunt said. “I frankly don’t remember the end of it. One of my best
friends from high school was at the edge of the mat there, and I remember



30 = HALLIBURTON'S ARMY

him saying, ‘One more minute!” Don may have gotten one takedown toward
the end—gosh, I don’t remember. He had sheer will and determination.”?

Rumsfeld took up squash when he worked in corporate America. He played
it in a similar fashion to how he wrestled during his college days—relentlessly.
Pretty much every day for six years, when he was running the Pentagon under
President George W. Bush, he would take an hour off work in the afternoon,
change into a T-shirt, sweats, and a headband, and play squash.

Rumsfeld plays a variation of the game known as “hardball,” which requires
less running and more quick hitting. “I think what struck me most was that
Don never gave up on a point,” wrote David Hiller, publisher of the Los Ange-
les Times. “His view was that every shot could be made, every game could be
won, and he never surrendered until the last volley was played out. With me,
he was usually right.”?

“He hits the ball well, but he doesn’t play by the rules,” Chris Zimmerman, a
Pentagon official in department of program analysis and evaluation, told the
New York Times, noting that his boss would fail to get out of the way after hit-
ting the ball, thwarting his opponent. (Zimmerman did not play with Rums-
feld but was often at the courts at the same time.)>*

“There, no matter how the war in Iraq was going or how many Democrats
were calling for his head, Mr. Rumsfeld could uncork his deadly drop shot,
leaving his foe helpless and himself triumphant, at least for a moment,” wrote
David Cloud in the New York Times.

“In some ways, squash offers a window into Mr. Rumsfeld’s complicated
psyche, revealing much about his stubborn competitiveness and seemingly
limitless stamina. Pentagon officials and employees say Mr. Rumsfeld’s play
closely resembles the way he has run the Defense Department, where he has
spent six years trying to break the accepted modes of operating.”

Indeed Rumsfeld himself has said that his military plans for invading Iraq
were influenced by his squash playing. The same could be said of his political
career. While in the U.S. Congress in the 1960s, he played hardball with the
Democrats, challenging them relentlessly as he did on the Moss delegation, at-
tracting a loyal group of young Republican followers on the Hill who were
known as “Rumsfeld’s Raiders.”* This aggressive style also won the devotion
of a quiet intern, Dick Cheney, who would work for Rumsfeld as an aide, then
as a protégé, and eventually become a friend and, finally, Rumsfeld’s boss.

RICHARD BRUCE CHENEY

Richard Bruce Cheney was born on January 30, 1941, in Lincoln, Nebraska, to
a middle-class family like Rumsfeld’s. But unlike his future mentor Cheney
did not seek a military scholarship to get into an Ivy League college. Instead,
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he was sponsored by a local businessman named Thomas Stroock who intro-
duced him to Yale. And, also unlike Rumsfeld, he did not do well, spending
more of his time partying it up, drinking Thunderbird wine and Schaefer and
Teals’s beer (“Schaefer is the one beer to have when you’re having more than
one” went the jingle at the time). He got into trouble for playing pranks like
throwing water balloons and disrupting the film society. Kicked out twice for
poor grades, he initially gave up school to work in Wyoming as a groundman
to lay power lines. His job was helping the “powder monkeys” who would
transport explosives to blast rocks.’® There he started to develop a serious
smoking and drinking habit and was arrested twice for driving under the in-
fluence, once in Cheyenne and then in Rock Springs.*’

Stephen Hayes, author of Cheney’s biography, tells the story of how the fu-
ture vice president sobered up after a night spent in the Rock Springs jail in
June 1963, following the second run-in with the police, and less than four
years after he started school at Yale. At the same time he was under pressure
from his girlfriend, Lynne Vincent, who had graduated early from Colorado
College with the highest honors, who let him know that he would have to fin-
ish school if he wanted to marry her. Cheney picked himself up, enrolled at
Casper College in Wyoming, and finished his undergraduate degree. He then
moved to Madison where he started doctoral studies in political science at the
University of Wisconsin. He married Vincent and used his college attendance
and eventually the birth of his first child to obtain five deferments from the
draft.’® (Rumsfeld did serve in the military but escaped serving overseas be-
cause he was too young to deploy to Korea and too old to serve in Vietnam,
while most men of Cheney’s age had to sign up for service and were often sent
to Southeast Asia.)

While at school in Wisconsin, Cheney got an American Political Science As-
sociation fellowship to be an intern in Washington, DC, which brought him to
live in the nation’s capital just months after the assassination of Robert F.
Kennedy in 1968. At twenty-seven, he was already older than most of the other
interns, but he was determined to stay. He applied for a job with Rumsfeld, but
the interview was a disaster. “It was one of the more unpleasant experiences of
my life;” Cheney would recall later. “The truth is I flunked the interview. After
half an hour, it was clear to both of us that there was no possibility that I could
work for him.”**

He went to work, instead, for Bill Steiger, a U.S. Congressman from Wis-
consin. Less than a year later, however, Cheney got another chance to work for
Rumsfeld, an opportunity of his own making that would transform his career,
propelling him swiftly into the White House, and starting a long political part-
nership that continues to this day. It began when he saw a notice on Steiger’s
desk from Rumsfeld looking for advice on an agency called the Office of
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Economic Opportunity (OEO), a special office set up as part of Lyndon B.
Johnson’s War on Poverty. Rumsfeld was the newly appointed director of this
agency, having resigned from his position in the U.S. Congress.*

The agency was not what one might have expected a conservative politician
to want to work in: It provided grants to community-based programs such as
the Middle Kentucky River Area Development Council and the East Oakland-
Fruitvale Planning Council in California, groups filled with radical activists
who were involved in the anti-war movement. But, indeed, that is exactly why
President Nixon hired Rumsfeld; he figured that the abrasive politician would
make short work of the trouble-causers.

Cheney dashed off a memo, suggesting close evaluations of each project,
which caught Rumsfeld’s eye and then had him summoned to the OEO office,
which was in a rundown office building on 19th and M street in downtown
Washington. When Cheney walked in for his second job interview with Rums-
feld, he noticed the rusty buckets arrayed in the room to catch rainwater as it
dripped from the leaky ceiling. It was a very short meeting. “[Rumsfeld] didn’t
say: ‘Hey, I liked your memo’ or ‘Would you like to come work for me?””
Cheney would later tell Hayes, his biographer. “He said: “You, you're Congres-
sional relations. Now get the hell out of here”*!

Unexciting though the job was, it turned out to be Cheney’s lucky break. He
did Rumsfeld’s dirty work, investigating radical programs and helping shut
them down. By hitching his wagon to Rumsfeld at that crucial time in history,
Cheney would quickly go straight to the top, bypassing the normal climb up
the ladder.

It was tough going working for Rumsfeld, but Cheney persevered. A biogra-
pher would later write: “Rumsfeld was swaggering and super-ambitious, an
ex-fighter pilot who would greet subordinates visiting his office with lines like
“You've got thirty seconds!” and would relentlessly needle the people working
for him. ‘Speak up, Dick! Don’t talk into your sleeve!” he’d say to the very green
Cheney when he’d go into his Western mumble in staff meetings.”*?

Two years after he took on the OEO, Rumsfeld was given another thankless
job for a conservative: running a new agency called the Cost of Living Coun-
cil that Nixon created to impose price freezes in order to stem rising inflation.
By coincidence, Rumsfeld had written his senior thesis at Princeton about
what happened when Truman seized the steel mills in the 1950s for refusing
to accept the rulings of the Wage Stabilization Board. (The decision backfired
on Truman when the Supreme Court ruled to limit the power of the presi-
dent in 1952.)%

Rumsfeld was aghast when he was offered the job. “I don’t agree with it; I
don’t believe in wage or price controls; 'm a market man,” he told George
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Shultz, who had been instructed to offer him the job. Shultz informed him
that was precisely why they wanted him to do it.**

And so on Thursday, November 11, 1971, Rumsfeld and his crew worked
through the night to draw up a list of what products would have price controls
and what would not—the very antithesis of their own political beliefs. Cheney
was assigned the job of typist for the twelve-page list that divided every prod-
uct available in stores at the time into the two groups. For example garden
plants, raw honey, and unpopped corn were exempt from price controls, but
floral wreaths, processed honey, and popped popcorn were not. Cheney was
not as upset as Rumsfeld about having to do the project; he says he simply fol-
lowed orders. “At the time I didn’t think much about it. Nixon had done it, so
we were going to make it work.”

When this list was finished, Cheney was put in charge of a small army of
three thousand Internal Revenue Service agents who were to investigate and
punish offenders, such as nine grain workers in Chicago who had been given
pay raises above the 5.5 percent allowed under the law. The experience had a
major effect on Cheney.

“I became a great skeptic about the whole notion of wage-price con-
trols,” he told Hayes. “The idea that you could write detailed regulations
that were going to govern all aspects of the economy as big as the U.S. econ-
omy is loopy. . . . You know, all of a sudden the price of a hamburger was
our problem.”*

But doing Nixon’s dirty work would give Rumsfeld and his sidekick much
needed political experience for their résumés. Rumsfeld then got another un-
welcome but lucky break. Nixon decided that Rumsfeld was getting too ambi-
tious (Rumsfeld wanted to be vice president), so Nixon banished him to
Brussels to serve as ambassador to the North Atlantic Treaty Organization
(NATO). Although Rumsfeld was unhappy about this move, it allowed him a
safe haven when politicians like Moss moved against Nixon in 1973.%

THE FORD ADMINISTRATION

On August 9, 1974, Dick Cheney, who had left government, when Rumsfeld
departed for Brussels, was glued to the television like millions of other U.S.
citizens, watching Nixon bid farewell to the White House. Partway through,
Cheney left the live broadcast, got into his 1965 Volkswagen, and drove to the
Dulles airport to meet his former boss who had returned under invitation
from Gerald Ford to help lead the transition to a new administration. Cheney
drove Rumsfeld back to Washington, where they harvested the fruit of the un-
expected turn of events.*
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As two of the very few Republican stalwarts who were close to Nixon but
untainted by the Watergate scandal, Rumsfeld and Cheney were extremely
valuable to the new president, Gerald R. Ford. By late September, Rumsfeld
was asked by Ford to become chief of staff, and he, in turn, asked if Cheney
could share his job as a special “consultant.” (Officially they used the terms
staff coordinator and deputy staff coordinator because Rumsfeld did not like
the term chief of staff). From then on, Rumsfeld and Cheney became a team
working in Ford’s inner circle to the anger of other Republicans who felt
pushed aside.

It was a political ascent akin to a miracle. It had been little more than thir-
teen years since Cheney had been kicked out of Yale, eleven years since his
night in jail as a drunk, blue-collar groundman in Rock Springs, Wyoming,
and just six years after he had been rejected as an intern. Now, Cheney was
suddenly Rumsfeld’s deputy and an advisor to the president! The appoint-
ment was almost canceled when the FBI learned of the DUI arrests, but fortu-
nately for Cheney, Rumsfeld stood up for him. “It impressed the hell out of me
that he was willing to stand by me,” Cheney said.*®

Cheney took his work seriously and soon gained the confidence of Ford,
such as drafting memos for the president on how to respond to Seymour
Hersh’s explosive investigative bombshell in the New York Times that the CIA
was spying on U.S. citizens. Cheney would also become deeply involved in
Ford’s “Sunday Morning Massacre” on November 2, 1975, when the president
fired William Colby as head of the CIA, Henry Kissinger as national security
advisor, and James Schlesinger as secretary of defense. On Air Force One, en
route with Ford to a meeting with President Anwar Sadat of Egypt, Cheney
had the distinct pleasure of calling his former boss to offer him the job of Sec-
retary of Defense, making Rumsfeld the youngest man to be offered that post.
When he accepted, Cheney took over as chief of staff.*’

On January 4, 1976, Cheney, then just thirty-four years old, was grilled
about budget and unemployment issues by reporters on CBS Evening News’
Face the Nation.”® He had finally arrived as a political leader, but not quite in
the way he wanted; he much preferred to be anonymous, helping write the
president’s speeches and write talking points. When Ford decided to run for
reelection, Cheney stayed involved with the media, but the voters, angry with
the slow economy and his pardon of Nixon, voted Ford out.

BEACH VACATION IN THE BAHAMAS

With Ford out, and Jimmy Carter installed in office in early 1977, Cheney and
Rumsfeld were out of jobs. But Cheney was no longer a hapless would-be
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intern; he had become Rumsfeld’s friend and colleague, evidenced by the fact
that the two men took that opportunity to take a vacation together with their
wives. They flew to Eleuthera, a small remote island in the Bahamas that the
wealthy often used as a hideaway. (Robert de Niro and the Prince and the
Princess of Wales became frequent visitors to the island.) Cheney had rented a
beachfront house and Rumsfeld, his guest, took it upon himself to teach
Lynne how to play tennis.’!

After a week of holidaying in the Caribbean, the two men went their sepa-
rate ways. Cheney decided to emulate his mentor and get some experience as
an elected official, so he returned to Wyoming, where he had spent his teenage
years, to try his luck running for the U.S. Congress. In November 1978,
Cheney was elected to Wyoming’s sole seat in the U.S. House of Representa-
tives, where he would serve for most of the 1980s.>2

During Cheney’s tenure in the House, he rose to become Minority Whip
for the Republicans, the second spot under the Minority Leader, and made a
name for himself as one of the most conservative members of the U.S. Con-
gress in history.”

DONALD RUMSFELD, CEO

While Cheney was voting against just about any progressive bill in Congress,
Rumsfeld, for his part, had returned to Illinois to work for the former finance
chair of his Congressional campaign, Dan Searle, as chief executive officer of
Searle’s family pharmaceutical business. Fresh from Washington where Rums-
feld had run the Pentagon for more than a year, he was seen as an ideal candi-
date to shake up Searle who had fallen on hard times with a $28 million loss in
1977 and shares at a low of $10. The company had been very profitable in the
past with drugs like Metamucil (once the top-selling laxative), Dramamine
(the first motion-sickness pill), and Enovid (the first contraceptive of its kind
to reach the market). But a series of acquisitions, the expiration of a number
of patents, and a failure to get new drugs to market was causing the company
to lose money.™*

Rumsfeld played hardball from the day he stepped into Searle’s headquar-
ters in Skokie. He disposed of twenty-five businesses with a net worth of $400
million soon after he arrived, fired 150 staff, and moved a similar number out
to regional offices, then he hired his high-school friend John Robson who had
been his issues director on his run for Congress. The following year, the com-
pany made a profit of $72.2 million.

Next, Rumsfeld turned his attention to a product that Searle had spent $30
million developing and trying to get to market: a controversial new product
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called aspartame. The Food and Drug Administration was reluctant to ap-
prove it because two of Searle’s hypertension drugs called Aldactone and
Aldactazide had recently been discovered to have ingredients that were con-
sidered carcinogenic. The Justice Department had opened an investigation
into allegations that Searle had withheld evidence about the dangers of the in-
gredient, which in turn “led the FDA to question the integrity of all of Searle’s
research work,” despite the fact that the company had been given approval for
developing aspartame in 1974.

Rumsfeld took unprecedented action—ignoring the legal advice he had
been given—and sued the government to force them to approve the drug. On
July 15, 1981, the new Republican government of Ronald Reagan conceded.
Rumsfeld and Robson immediately called a press conference the following day.

“The lemonade was free. The strawberries and the chewing gum were, too.
These confections, offered at a press conference by G. D. Searle and Company
yesterday, are just a few of the food items that will contain the company’s new
low-calorie sweetener,” wrote a New York Times reporter who attended.>®

“The sweetener is aspartame, a food additive approved Wednesday by the
Food and Drug Administration. Many believe the additive will eventually steal
away much of the existing $115 million annual demand for saccharin, cur-
rently the only substitute for sugar in the United States, and possibly convert
some sugar users as well.”

And indeed aspartame, which had by then cost the company an astronomi-
cal $70 million, became a runaway best-seller, making the company $336 mil-
lion in 1983. Rumsfeld was hailed as Outstanding Chief Executive Officer in
the Pharmaceutical Industry from the Wall Street Transcript in 1980 and Fi-
nancial World in 1981.

(Incidentally, aspartame remains a controversial product despite its ubiq-
uitous availability. Food and Chemical News reported that aspartame com-
plaints represented 75 percent of all reports to the U.S. government of
adverse reactions to substances in the food supply from 1981 to 1995. A
number of studies have recommended further investigation into the possi-
ble connection between aspartame and diseases such as brain tumors, brain
lesions, and lymphoma. The U.S. Air Force even issued an alert in 1992,
warning air force pilots about drinking diet drinks containing aspartame be-
fore flying.)>®

In 1985, Rumsfeld sold off the Searle Company at $65 a share for $2.7 bil-
lion to Monsanto, pocketing $12 million for his part in the turnaround. He
continued to work in the private sector, while accepting a number of govern-
ment advisory positions such as on the General Advisory Committee on Arms
Control and as a special envoy for President Reagan, including a controversial
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trip to Iraq, where he met with Saddam Hussein. In 1990, Rumsfeld took over
as CEO of General Instrument, a military contractor, until he took the com-
pany public in 1993, making yet another fortune.>’

FALL OF THE SOVIET UNION

While Rumsfeld was making his millions, Cheney was following his former
mentor’s footsteps in Washington. When George H. W. Bush was elected pres-
ident in 1988, Cheney was invited to become Secretary of Defense to fill in for
John Tower, who was unable to get confirmation from the U.S. Congress. The
senior Bush knew that Cheney could be relied on to do his bidding and keep
his mouth shut, just as he had done for Ford. Cheney was also well liked in the
Pentagon for his unflagging support of weapons’ systems. “As a member of
Congress [I] voted for every single defense program—I never saw a defense
program I didn’t like,” Cheney once said.*®

Nor did he take any risks trying to shake up the bureaucracy. The day he
was sworn in, he arrived at his new office at the Pentagon and asked an aide to
fetch the agency’s organization chart, a mammoth diagram that “sort of fell
off both ends of the desk,” he told Hayes. “I rolled it up and stuck it in the
trash and never looked at it again. I decided right then and there I wasn’t go-
ing to spend a lot of time trying to reorganize the place.”

History intervened shortly after he took office. Pro-independence move-
ments in Estonia, Latvia, and Lithuania began organizing protests against
Moscow. The Berlin Wall was torn down in 1989, and finally, the Soviet Union
crumbled in 1991, bringing the end of the four-decade-old Cold War and with
it, the expectations of a peace dividend.

For a man who had claimed to never have voted against a weapons system,
Cheney was suddenly faced with demands to cut the budget. He didn’t think
too hard apparently; he simply axed projects in the districts of David Bonior,
Thomas Downey, and Jim Wright, all high-profile Democrats. Jane Mayer of
The New Yorker says that a Democratic aide on the House Armed Services
Committee told her that Cheney developed a contempt for Congress, which
he regarded as “a bunch of annoying gnats.” Meanwhile, his affinity for busi-
ness deepened. “The meetings with businessmen were the ones that really got
him pumped,” the former aide told Mayer.®® He also downsized the military,
cutting troop levels about 19 percent, from about 2.2 million in 1989 to about
1.8 million in 1993.

These cuts also paved the way for new thinking about the future of warfare
in a world without another superpower. To that end, the Pentagon awarded a
$3.9 million contract to draw up a strategy for providing rapid support to
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twenty thousand troops in emergency situations. The company that was
given the contract was Halliburton. After reading the initial report, the Penta-
gon paid Halliburton another $5 million to draw up detailed plans for out-
sourcing support operations, setting the stage for multibillion dollar
contracts in future wars.®!

PERSIAN GULF WAR

Cheney’s time as Secretary of Defense was also marked by another event al-
most as significant as the fall of the Soviet Union: the invasion of Kuwait by
Saddam Hussein in 1990. It would also have an enormous influence on his
future.

Cheney was dispatched by President Bush on a whistle-stop tour of Middle
East capitals to help negotiate access for troops preparing for the 1991 Persian
Gulf War. Cheney did not have to actually plan the war itself—that was left to
General “Stormin” Norman Schwarzkopf and General Colin Powell. Cheney
did make some suggestions, such as Operation Scorpion—a plan to send U.S.
troops into the desert west of Baghdad—which was scuttled by Schwarzkopf,
who thought his boss was getting too big for his boots. “Put a civilian in
charge of professional military men, and before long he’s no longer satisfied
with setting policy but wants to outgeneral the generals,” he would later write
scornfully in his memoirs.®*

Six weeks after the war began on January 17, 1991, Saddam Hussein had
been defeated, and less than three months after it ended on February 28, the
last troops pulled out of Iraq to return to the United States.

A victory parade was called for New York for June 10. Cheney, Powell, and
Schwarzkopf rode at the head of the parade in matching red, white, and blue
convertibles, as grand marshals. It began at Battery Park at the very tip of
Manhattan Island at 11:30 a.m. and lasted for four hours as an estimated 4.7
million people gathered along Broadway under warm, summer skies to watch
twenty-four thousand marchers, including 4,761 uniformed soldiers, sailors,
and marines make their way to City Hall.*®

There were Humvees, there were Patton tanks mounted on flat-bed trucks,
there was a woman painted in pale green and dressed as the Statue of Liberty.
After the parade, lower Manhattan was illuminated that night by a patriotic
fireworks display that included a simulation of an Iraqi Scud missile being
blasted out of the sky by a Patriot missile.

Paper floated down from the skyscrapers lining the “Canyon of Heroes” like
winter snowflakes, including some five hundred pounds of donated ticker-
tape, ten thousand pounds of multicolored confetti, 140 miles of shredded
yellow ribbon and streamers, and U.S. flags.
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But despite the outpouring of support, Bush Senior was not able to stave
off defeat in the 1992 election, and so eighteen months later, Dick Cheney
found himself looking for a new job.

DICK CHENEY, CEO

If there was a sport that defined Cheney, it was fishing. Although he would
later gain infamy as a hunter for going shooting with Supreme Court Justice
Antonio Scalia in southern Louisiana in 2003, and later when he accidentally
shot his friend Harry Whittington, in February 2006 on a southern Texas
ranch, he was most at home wading into a river and casting for fish. He
learned the skill at age sixteen when he went on a backcountry trip with his
friends in Wyoming’s Powder River Basin.**

A wry portrait of the man appeared in The New Yorker magazine in 2001,
shortly after he became vice president. “If I were entering a contest to win a
dream date with Dick Cheney, here is what I would say: We would definitely
go fishing. Not bait fishing, which is for amateurs, a category that does not in-
clude Cheney, but fly-fishing,” wrote Nicholas Lemann.®

“Way up in the Wind River Range of Wyoming, someplace beautiful and
remote like that. We’d make camp, and then we’'d get up before dawn and go
out on the river. You have to be cool and patient and quiet to be a good fly
fisherman—that’s Cheney. We’d spend the whole day out there, just working
the pools, not talking. With Cheney you do a lot of not talking. Maybe every
hour or so, I'd ask him a question, and he’d answer with a ‘yep’ or a ‘nope’ or a
‘little bit, nothing more. Any fish we caught, we’d throw them back.”

“Then at the end of the day we’d build a fire, and Cheney would make din-
ner—he’s a really good cook, just basic American stuff, though, spaghetti and
chili and stew. But I would tease him about how bad his cooking is. That’s one
of the rules with Cheney: He won’t tease you, but you can tease him—under
that masculine proviso by which you can express affection only through
patently unmeant insults—and he kind of likes it.”

So it isn’t that surprising that his next lucky break would come when he was
out fishing with his buddies on the remote Miramichi River, in New
Brunswick, Canada. One of the fishermen was Thomas Cruikshank, the CEO
of Halliburton, who was “impressed” with Cheney. Cruickshank would say
later: “When you're isolated for about a week, fishing and sitting around the
dinner table at night, you get to know people a little better.”

Two stories are told about what happened next. Lemann writes in The New
Yorker: “After a long, silent day, he decided to turn in early. The businessmen
were sitting around talking and the conversation turned to how Halliburton
needed a new CEO. After a while, somebody said, ‘What about oI’ Cheney?’
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Since he was asleep in the lodge, he couldn’t gruffly protest that he’d never
worked in business, but his mysterious silent magic was permeating the
place—so that was it, he got the job.”

Hayes tells it differently. He says that the fishing trip that Cheney and
Cruickshank took was in August 1994, and that the Halliburton CEO did not
think of recommending Cheney for the job until the following spring. “A lot
of the things that he was overseeing as secretary of defense would be similar to
the things he would be overseeing at Halliburton,” said Cruickshank. “Big in-
frastructure. A lot of foreign operations. Long-range planning. Logistics plan-
ning. Budgeting. Personnel management. Technology management.”®®

In reality, of course, Cheney had no experience in the oil business or in any
kind of corporate management, for that matter, but he did have a far more
valuable education: the ways of Washington and access to the corridors of
power among the sheikhs and kings, presidents and politicians, bureaucrats
and generals who really controlled the purse strings, particularly as a result of
his involvement in negotiating access during the Persian Gulf War. “The mem-
bers [of the search committee] believed that Cheney had a good reputation
with their customers in the oil-rich Middle East,” wrote Hayes. He had an-
other advantage—he knew Congress and the White House as well as the Pen-
tagon, where Halliburton/Brown & Root often shopped for contracts.

And it had been done before, after all. Rumsfeld had gone from govern-
ment to the private sector and worked wonders. So the committee called
Cheney up, and he agreed to fly from Jackson, Wyoming, to Dallas to meet
with them over an informal lunch at Cruickshank’s house on a Sunday after-
noon in July 1995. The very next day, Cruickshank offered him the job and
Cheney accepted a few days later and moved to Texas in August of 1995.%



Cheney at the Helm

HIGHLAND PARK is an expensive and quiet neighborhood nestled in the heart
of Dallas. It is surrounded on all four sides by the big city, but this community
has its own mayor, gathers its own taxes, and oversees its own services. The
houses are often palatial, resembling those of Beverly Hills in California. Here
and there Jaguars, Lexuses, and new model Mercedes Benzes dot the streets,
quite a few of which are named after Ivy League colleges like Dartmouth and
Harvard.!

In the mid-1990s, Dick Cheney bought a home? that practically sits on Tur-
tle Creek, a stone’s throw from Prather Park, a charming little city escape with
winding, stone-walled paths and bridges. There is a city-owned swimming
pool and children’s playground, although much of this is invisible to the in-
habitants of Cheney’s home at 3812 Euclid because of the twenty-foot-high
white walls that surround the forty-seven-hundred-square-foot home. At the
entrance, two green statues of women pouring water flank the stairs and three
giant jars top the gate. Walk around past the bamboo and ferns and you can
peek inside the compound through ivy-entwined, white lattice work that
punctuates the walls on either side.

It was here, in this quiet enclave in the heart of a city, after a twenty-five-
year career in the nation’s capital, that Cheney came to live and work while the
Democratic party ruled the country under President Bill Clinton.

A fifteen-minute commute from his house was Lincoln Plaza, right in the
heart of downtown Dallas. A forty-five-story skyscraper that is painted alter-
nate gold and dark brown, the building has a nice little old clock outside and
broad steps sunken into the sidewalk leading downstairs to a posh restaurant
named Dakota’s. Water cascades over the walls of the sunken area, through
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decorative plants.® Next door is the Fairmont Hotel, where Cheney’s Hallibur-
ton would hold its annual meetings, until it moved to Houston in 2003.

It was out of these offices that from 1995 to 2000 Dick Cheney ran Hal-
liburton, primarily helping the company win new business around the world
as well as unprecedented loans and credit guarantees from the U.S. govern-
ment. “What Dick brought was obviously a wealth of contacts,” David J. Lesar,
Halliburton’s subsequent CEO would later tell the Baltimore Sun. “You don’t
spend twenty-some years in Washington without building a fairly extensive
Rolodex.”

During his tenure, Cheney personally intervened or lobbied to change U.S.
government policy in Azerbaijan and Russia, while the U.S. government inter-
vened directly to help Halliburton in Angola. Cheney’s statements on Iran and
Halliburton’s work in that country suggest that he was not above figuring out
loopholes in the law for financial benefit, while the company’s dealings in
Nigeria suggest that its executives knowingly broke the law and paid out mul-
timillion-dollar bribes.

AZERBAIJAN

While he was head of Halliburton, Cheney cultivated a number of friendships
with heads of states, including dictators. One such notable leader was Heydar
Aliyev, who was president of Azerbaijan, a former Soviet Politburo member,
and head of the local KGB, and whose country had been subject to stringent
sanctions from the U.S. Congress beginning in 1992. This was because of al-
leged human rights violations in presiding over the latter half of a vicious war
and blockade against the Armenian enclave of Nagorno-Karabakh and be-
cause of the ethnic cleansing of the country’s Armenian population.” But
Azerbaijan was also one of the key states that controlled access to oil in the
Caspian Sea, which led to potentially lucrative contracts with Halliburton.

Cheney lobbied in Washington to repeal the aid embargo against Azerbai-
jan and to sell oil-drilling equipment there, which he claimed would further
America’s national interest by bolstering Azeri independence from Russia. In
1997, Cheney gave a speech to the U.S.-Azerbaijan Chamber of Commerce, in
which he said: “I believe that our current policy prohibiting U.S. assistance to
Azerbaijan is seriously misguided. In my experience, this kind of unilateral
sanction, based primarily on U.S. domestic political considerations, is
unwise.

“The Caspian may be the first world-class oil province to open up since the
North Sea,” he continued. “Azerbaijan is among the countries on the frontlines
of this global competition as nations and commercial interests now jockey for
influence over the Caspian’s vast oil and gas resources. We in the petroleum
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industry have an obvious interest in seeing that the word goes out that Azer-
baijan and the Caspian region are indeed of vital interest to the United States.”

Indeed, his efforts on behalf of the Central Asian country were so impres-
sive that, in addition to being named honorary advisor to the U.S.-Azerbaijan
Chamber of Commerce, Cheney was given a “Freedom Support Award.””

In 1998, Cheney reiterated the same concept in a broader fashion when he
said the following, quite unequivocally, at a foreign policy conference: “The
good Lord didn’t see fit to put oil and gas only where there are democratically
elected regimes friendly to the United States. And so occasionally we have to
operate in places where, all things considered, perhaps we’d rather not oper-
ate, but that’s where the business is.”®

Later, when he became vice president, Cheney made sure to promote Azer-
baijan at every possible opportunity, such as in the national energy policy pa-
per of May 17, 2001 (also known as the Cheney Report after the vice president
refused to release the names of the people he consulted for it), when he in-
cluded Azerbaijan among the “high-priority areas.” “Proven oil reserves in
Azerbaijan and Kazakhstan are about twenty billion barrels, a little more than
the North Sea” His recommendation to the president was this: “Ensure that
rising Caspian oil production is effectively integrated into world oil trade.”

The State Department dutifully conveyed the message to Azerbaijan’s capi-
tal city, Baku. Steve Mann, the Caspian energy advisor to the State Depart-
ment, was keen to tell the media about Cheney’s strong interest in the country
at a briefing at the U.S. embassy in Baku in June 2001. “T had a very good
meeting with Vice President Dick Cheney last Friday in Washington. The vice
president is very knowledgeable about the Caspian and Central Asia area, and
he is very interested in energy developments in this region. And he has asked
me to bring to the region the message that he personally fully supports the
project we have on the way.” 1

In January 2002, President George W. Bush announced that the sanctions
against Azerbaijan would be dropped.!' Cheney stayed in touch with Presi-
dent Aliyev when the Azeri president came to the United States for prostate
surgery at a clinic in Cleveland, Ohio, in February 2002. While he was recover-
ing, Cheney would call to chat about the two countries’ common interests.'?

So when the United States announced its plans to invade Iraq in early 2003,
Aliyev publicly, albeit cautiously, supported the idea. It was an important ges-
ture on his part, given that the people of Azerbaijan were mostly Muslim. In
return, he was given a half-hour meeting with President Bush in the Oval Of-
fice in February 2003," an important political signal that the U.S. supported
him. (Aliyev was running for re-election.) At the meeting Aliyev asked Bush to
help him get money from the World Bank for the Baku-Tbilisi-Ceyhan oil
pipeline. The International Financial Corporation, a division of the bank,
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approved the project in November 2003 in the face of bitter opposition from
environmental and human rights groups.'*

That very afternoon Aliyev was invited to the State Department to witness
the signature of a bilateral agreement, granting immunity for both countries’
citizens from possible prosecution by the International Criminal Court (ICC)
in The Hague. The document was signed by Azerbaijani envoy to the United
States, Hafiz Pasayev, and the U.S. assistant secretary of state for European and
Furasian Affairs, Flizabeth Jones.!”

RUSSIA

Russia provides an excellent example of how Cheney personally intervened in
contracts, according to an account by investigative reporter Aram Roston in
Mother Jones. In February 2000, Cheney visited Alan Larson, then undersecre-
tary of state for economic affairs at the State Department, to discuss the de-
partment’s decision to block $500 million in federal loan guarantees to a
Russian company called Tyumen Oil.'® Larson had apparently been directly
responsible for blocking these loans, which he had done in response to warn-
ings from British Petroleum and the CIA that Tyumen and its owners—a Rus-
sian conglomerate called the Alfa Group—were deliberately driving the
company into bankruptcy and attempting to steal its assets in a rigged auc-
tion.

Halliburton was hoping to get nearly $300 million of the federal subsidies
to refurbish a Siberian oil field, so the hold-up was bad news for the company.
In lobbying for the loans to go through, Cheney reportedly told Larson that
American jobs at Halliburton were at stake. Within two months of the meet-
ing, the State Department agreed to release the money.

The following January, Larson appears to have been rewarded by the new
administration—he kept his job as undersecretary of state for economic af-
fairs, the only one of thirty-seven undersecretaries from the Clinton era to re-
main. (State Department officials denied that there was any quid-quo-pro. A
senior official told Mother Jones magazine that “questions of loans, contracts,
or individual companies were never raised nor even considered.”)

Larson and Tyumen would later play crucial roles in providing support
during the planning period for the invasion of Iraq in 2003. Worried that war
might disrupt Iraqi oil supplies and send prices soaring, the Bush-Cheney ad-
ministration put in place a series of contingency plans in the summer of 2002.
First the White House signed a deal with the Alfa Group to explore a series of
oil projects in Russia. And in October of 2002, Tyumen became the first Rus-
sian company to deliver 285,000 barrels of oil to the Strategic Petroleum Re-
serve, which is an emergency fuel store of petroleum maintained by the United
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States Department of Energy. Second, at the very same time that Tyumen
shipped its oil across the globe, Larson was dispatched on high-profile mis-
sions to Saudi Arabia and other oil-supply nations to secure a commitment
for increased production if war were to begin with Iraq.!”

IRAN

Cheney’s dealings with Iran are possibly the most curious, given the fact that
the Bush-Cheney White House would later impose harsh sanctions on that
country. At an earlier conference in February 1997, in Washington, Cheney
told an audience that sanctions were a bad idea, in keeping with his long-
standing opposition to sanctions. “The unintended result of our policy toward
Iran is to give Russia more leverage over the independent states of central Asia
and the Caucasus by blocking export routes toward the south,” he said.'®

The following year, Cheney lobbied the Clinton administration to ease
sanctions on Libya and Iran. “I think we’d be better off if we, in fact, backed
off those sanctions [on Iran], didn’t try to impose secondary boycotts on com-
panies . . . trying to do business there,” Cheney told an Australian television in-
terviewer in April 1998."

Halliburton has had long-standing ties with Iran: Howco set up an office in
Tehran as early as 1957, and the company won an $800 million contract in
1975 to build a naval base for the Iranian Army.?° But Cheney didn’t have to
worry too much about sanctions as the company had figured out a loophole
to continue to do business with Iran—by using foreign subsidiaries that were
not subject to U.S. law. When ABC Television’s Sam Donaldson confronted
Cheney, pointing out that the practice was “a way around U.S. law,” Cheney
replied, “No, no, it’s provided for us specifically with respect to Iran and
Libya.”!

Halliburton claimed that its work in Iran was legal because the contracts
were signed by a foreign-owned subsidiary based in the Cayman Islands. Yet
investigative reporters would later discover that this might have just been a
matter of legal convenience.

When a crew from the CBS television program 60 Minutes visited the Cay-
man Islands address where Halliburton Products and Services was incorpo-
rated, it discovered a “brass plate” operation. The reporters “weren’t allowed to
enter the building with a camera. So we went in with a hidden camera and
were introduced to David Walker, manager of the local Caledonian Bank,
which is where the subsidiary is registered.” 2>

Walker told 60 Minutes that while Halliburton Products and Services was
registered at this address, there was no actual office, no employees on site, and
if any mail for the Halliburton subsidiary came to that address, it was
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forwarded to Houston. “If you understood what most of these companies do,
you would know they’re not doing any business in Cayman per se. They’re do-
ing business, international business,” Walker told the reporters. “Would it
make sense to have somebody in Cayman pushing paper around? I don’t
know. And some people do it. And some people don’t. And it’s mostly driven
by whatever the issues are with the head office.”

Halliburton responded by saying that its Cayman Island subsidiary was ac-
tually run out of Dubai. So 60 Minutes visited Halliburton’s office in Dubai
where it learned that the Dubai operation shared office space, and phone and
fax lines with a division of the U.S.-based parent company—which raises the
question about whether it was truly a separate foreign operation that was not
subject to U.S. laws.

A federal grand jury was convened to look into whether the company or its
executives knowingly violated a U.S. ban on trade with Iran.?® The U.S. Depart-
ment of Justice subpoenaed company documents in the fall of 2004 but took
no subsequent action. In April 2007 Halliburton succumbed to pressure from
the U.S. government and pulled out of Iran after completing its contracts.**

ANGOLA

Angola provides another example of the U.S. government support that
Cheney was able to help engineer for Halliburton. The company had a $200
million contract with Chevron and its partners in the enclave of Cabinda, a
province of Angola that is geographically distinct from the rest of the coun-
try.?> In Cabinda Halliburton services more than 330 wells in thirty oil fields
that are located between one and forty miles offshore, which provide 8 percent
of U.S. oil imports—more than even Kuwait provides, and which is 80 percent
of the Angolan government’s revenue.?® Tourists report that the once beautiful
sandy beaches of Cabinda have turned black from the pollution, and the smell
of petroleum hangs everywhere.?’

Then Secretary of State Madeline Albright personally flew out to Chevron’s
Takula Oil Drilling Platform in Cabinda, on December 12, 1997, to announce
that the Export-Import Bank of the United States was “finalizing an innova-
tive loan of nearly $90 million to develop new oil fields here, and it is dis-
cussing with SONANGOL [the state oil company] and Chevron a further
$350 million package to support purchases of American equipment.”?®

A follow-up cable from the U.S. embassy in Angola to Albright in 1998 ex-
plains the help it gave Halliburton: “Our commercial officer literally camped
out at the offices of the national oil company, petroleum ministry, and central
bank, unraveling snag after snag to obtain the transfer of funds. The bottom
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line: thousands of American jobs and a foot in the door for Halliburton to win
even bigger contracts.” That memo detailed how the embassy helped Hallibur-
ton “in tough competition with foreign firms” by allaying the Export-Import
Bank’s concerns and removing “barriers” to the $68 million loan package.
David Gribbin, the vice president of government affairs for Halliburton,
told the Associated Press that the helpful diplomat in Angola was “a guy who
was enthusiastically doing his job. God bless him. I'm sure probably a lot of
our folks, when they are working in these countries, will get to know the com-
mercial attaché and vice versa. You can call any company that is a global busi-

ness, and they will tell you this.”*

NIGERIA

Halliburton was implicated in a bribery scandal in Nigeria in the late 1990s. In
1994, a consortium known as TSK] was incorporated in Madeira, Portugal,
that consisted of M. W. Kellogg (it was not yet a part of Halliburton at the
time), Technip of France, Italy’s Snamprogetti, and Japan Gasoline Corpora-
tion. The partnership submitted a bid to Nigeria LNG, a company partly
owned by the Nigerian government, to work on a multibillion dollar natural
gas liquefaction complex and related facilities at Bonny Island in Rivers State.
In December 1995, TSK] was awarded the contract.*®

A little more than two years later, M. W. Kellogg was acquired by Hallibur-
ton and merged with Brown & Root to create Kellogg, Brown & Root (KBR),
an acquisition directed by Dick Cheney. Albert Jack Stanley, the chairman,
president, and chief executive officer of Kellogg, was appointed to head up
the new company. Cheney told the Middle East Economic Digest in 1999, “We
took Jack Stanley . .. to head up the organization, and that has helped
tremendously.” 3!

Investigators would later reveal that between 1995 and 2002, Stanley’s busi-
ness associates had paid more than $166 million in “advisory fees”—part of
which was paid out during Cheney’s time at Halliburton. Notes written by M.
W. Kellogg employees during the mid-1990s mention bribing Nigerian offi-
cials, evidence that, according to the Financial Times, “raises questions over
what Mr. Cheney knew—or should have known—about one of the largest
contracts awarded to a Halliburton subsidiary.”*?

Stanley stayed in his job as chairman of KBR until December 2003 when he
retired, at which point he became a consultant to Halliburton. In June 2004,
Halliburton fired Stanley after investigators turned up evidence that he had vi-
olated the company’s “code of business conduct” by accepting “improper per-
sonal benefits” of $5 million, related to construction work in Nigeria.*
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The official Halliburton 2006 annual report acknowledged that people em-
ployed by Halliburton and/or its predecessors made illegal payments to Niger-
ian officials: “Information uncovered in the summer of 2006 suggests that,
prior to 1998, plans may have been made by employees of the M. W. Kellogg
Company to make payments to government officials in connection with the
pursuit of a number of other projects in countries outside of Nigeria. We are
reviewing a number of recently discovered documents related to KBR activi-
ties in countries outside of Nigeria with respect to agents for projects after
1998. Certain of the activities discussed in this paragraph involve current or
former employees or persons who were or are consultants to us and our inves-
tigation continues.”** In September 2008, Stanley pled guilty to participating
in the decade-long scheme to pay $182 million worth of bribes.>

It is difficult to ascertain who knew what at the time, but Stanley, as chair-
man of KBR, was definitely part of Cheney’s inner circle. Stanley reported di-
rectly to David Lesar, Halliburton’s president and chief operating officer at the
time, who in turn reported to Cheney. Neither Lesar nor Cheney have so far
been charged in association with the Nigeria case.*

LEAVING DALLAS

At 6:22 a.m. on Tuesday, July 25, 2000, the phone rang at Cheney’s Euclid Av-
enue house in Dallas.’” It was Texas Governor George Bush offering Dick
Cheney the vice presidential spot on the Republican ticket. Within minutes
the media had the house staked out and pretty soon were rewarded by his
daughter Liz who peeked out of the gates to take some pictures of the assem-
bled photographers and reporters. Cheney immediately took a leave of ab-
sence from Halliburton and joined the race.

Ironically, Cheney was not officially in the running for the job as he had
been the head of Bush’s vice presidential selection committee. One obstacle
Cheney faced in pursuing the V.P. position was that his primary residence,
his place of work, indeed his driver’s license, were all registered in Texas.
This was constitutionally problematic because the president and the vice
president are supposed to come from different states. But Cheney was al-
ready hard at work on solving that problem: the previous Friday he had
flown to Wyoming to have his voter registration changed. Some consider he
put the Euclid house up for sale so that he could say that his real residence
was in the gated community in Jackson Hole where he had a vacation home.
(Dianne T. Cash, a wealthy Republican Highland Park resident who had
contributed $200,000 to the party committee, bought the Euclid property
soon after the election. This completed the legal process to void a lawsuit
that challenged Cheney’s appointment.)3®
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After a long, grueling battle over the results of the 2000 election, the
Supreme Court effectively handed the election to Bush on December 12.
Cheney quit Halliburton and set up a transition office for the new Bush-
Cheney administration on Anderson Road in McLean, Virginia, to begin the
process of moving back to Washington.”

Halliburton’s chief financial officer, David Lesar, took the reins from
Cheney. Things looked good at the time—the company’s share price had dou-
bled from $21 in August 1995 to $43.56 in the five years between Cheney’s ap-
pointment in August 1995 until his resignation.*® Although it would later
emerge that Cheney had made a number of extremely rash decisions that
would force the company temporarily into bankruptcy,*! what the investors at
the time saw was the rich seam of government finance and contracts that
Cheney had brought to the company.

In the five years before Cheney joined Halliburton, the company received
$100 million in government credit guarantees. During Cheney’s five-year
tenure, this amount jumped to $1.5 billion with sweetheart deals from the U.S.
Export-Import Bank and the Overseas Private Investment Corporation. The
company also won $2.3 billion in direct U.S. military contracts, almost double
the $1.2 billion it earned from the government in the five years before he ar-
rived, which is the subject of the next chapter.*?

Golden Paydays

Cheney made a fortune when he took over as chief executive of Halliburton
in 1995. In the five years that he worked at the company, he received
$12.5 million in salary. He also held $39 million worth of stock options
when he quit the company in 2000—a fortune for a man with no previous
experience in running a multinational company. In addition, Halliburton's
board of directors voted to award him early retirement when he quit his
job, even though he was too young to qualify under his contract. That
flexibility enabled him to leave with a retirement package, including stock
and options, worth millions more than if he had simply resigned.*®

Halliburton made payments of $205,298 to Cheney in 2001, $162,392 in
2002, $178,437 in 2003, $194,852 in 2004, and $211,465 in 2005, in
the form of “deferred compensation” (to avoid excessive taxes) that was
on par to his 2005 vice presidential salary, which was worth $205,031.44

Cheney cashed in his remaining stock options gradually, starting with
selling one hundred thousand Halliburton shares in May 2000 to rake in
an immediate profit of $3 million. In 2005, Cheney exercised most of what
remained of his Halliburton stock options for a $6.9 million profit, all of
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which he donated to charity. (Most of it was donated to the Richard B.
Cheney Cardiac Institute at George Washington University.) The remaining
stock options that he held in the company were also “irrevocably”
committed to charity.*® However, it appears that Cheney invested his
previous earnings from Halliburton well, as his net worth was reported be
as high as $99 million in May 2008.46

A report by the Congressional Research Service, at the request of Senator
Frank Lautenberg, a New Jersey Democrat, says that the deferred
compensation that Cheney receives from Halliburton, as well as the stock
options he possesses, “is considered among the ‘ties’ retained in or
‘linkages to former employers’ that may ‘represent a continuing financial
interest’ in those employers, which makes them potential conflicts of
interest"4”

This contradicts Cheney’s statement made September 14, 2003, on

NBC television’s Meet the Press: “l have no financial interest in Halliburton
of any kind and haven't had, now, for over three years. . . . I've severed all
my ties with the company, gotten rid of all my financial interest 48

.. . But Workers Get Stiffed

A federal investigation of Halliburton's pension plans showed that the
company had charged some costs of Halliburton’s top bosses’ pension
and bonus plans to the workers’ pension fund, spending about $2.6 million
in total between June 1, 1999, and January 1, 2004. Two such violations
took place when Cheney was the company’'s CEO.

The company also failed to pay out part of the pensions that were owed
to employees who came to work at Halliburton when Cheney bought
up Dresser Industries, in marked contrast to the former CEO's early
retirement package. When the workers complained to investigators at
the Department of Labor, Halliburton returned the money to the affected
people and returned the money it had spent from the workers’ pension
funds.*®



The Birth of LOGCAP

IN THE FIVE YEARS that Cheney jet-setted from “New Delhi to Cairo and all
points in between,” cutting oil deals,! his company was also deeply involved in
a remarkable experiment to transform the U.S. military. To truly understand
how the traditional practice of military quartermasters—soldiers who pulled
kitchen patrol and day laborers from surrounding communities at U.S. bases
around the world from Germany to Vietnam—were replaced by an interna-
tional pool of migrant workers under a single corporate logo belonging to
Halliburton, we need to explore the introduction of major logistics contrac-
tors to the Pentagon. The planning for this effort began a few years after the
end of the U.S. war in Vietnam, at a time when the suspension of the draft was
starting to cause a drop in walk-ins to military recruitment stations.> The
tragedies in Southeast Asia were already retreating in national consciousness,
and a hawkish new president was seeking a return to the global stage to under-
take interventions in far-flung trouble spots such as Grenada. But military
planners knew that it was going to be tough.

Time magazine highlighted the logistical hurdles that the planners were
confronting for such campaigns in a November 1983 article titled “How Much
Can America Do? Its power is vast, but its global commitments are breathtak-
ing.”?> George J. Church, the reporter, summed up the problem: “As long as
trouble on opposite sides of the globe can be met by deployments the size of
those in Lebanon and Grenada, there is no strain. . . . But a pair of widely sep-
arated major confrontations—a Soviet threat to the Persian Gulf oilfields, say,
and a blowup in Korea—would pose a real problem,” noting that the real
problem would be sustainment as “the U.S. would be hard pressed to fly or
ship in the fuel, food, and ammunition.”

One of the men Church interviewed for the article was General John A.
Wickham, then U.S. Army chief of staff under President Ronald Reagan.

51
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Wickham was already working on creating light infantry divisions for possible
rapid “contingency missions” in the Third World and in the forested and ur-
banized regions of Western Europe. He also ordered his staff to determine
what might have to be done if U.S. troops were ordered into a hostile situation
in Central America.*

But Wickham’s most important legacy was a short, thirteen-page order that
he signed on December 16, 1985, that set out the concepts, responsibilities,
policies, and procedures for using civilian contractors to replace soldiers and
recruiting local labor during wartime.” This order—which described a new
military doctrine called the Logistics Civilian Augmentation Program
(LOGCAP)—became the umbrella under which Halliburton has been con-
tracted by the Pentagon: to provide support services to the U.S. military in
conflict zones like Iraq. The LOGCAP regulations remained on a shelf for sev-
eral years before planners would take the next step to turn them into a con-
tract for industry to bid on. They would not be used in any major way until
after the 1991 Persian Gulf War highlighted how hard it was for the post—Cold
War military to deploy quickly to distant battlefields.

Wickham gave an interview to the Washington Post when he retired in 1987,
in which he noted that despite the creation of the quick reaction forces, the
army would be able to fight for only three months before running out of sup-
plies and would have to wait nine months before industry could start deliver-
ing replacements for destroyed tanks and guns, particularly in the Persian
Gulf, where even the dovish [President] Carter had promised to protect the
critically important oilfields by “any means necessary.”

One answer to this, Wickham believed, was to place supplies on Diego
Garcia—an island in the Chagos Archipelago in the Indian Ocean that had
been vastly developed over the previous decade to house a U.S. and UK navy
base. Another answer was to build up bases in friendly countries like Turkey
and Saudi Arabia, where Wickham was advocating that the Air Force could
deploy F-15 fighter planes.®

These military base expansion proposals would prove immensely lucrative
to Halliburton, after its mentor, LBJ, had lost power in the White House. Hal-
liburton led a consortium that won a contract to expand Diego Garcia in
1982, and it also created a joint venture to provide catering and maintenance
services on U.S. bases in Turkey in 1988, picking up one of the first contracts
in the arena of logistical support.

DIEGO GARCIA

Diego Garcia is an atoll in the middle of the Indian Ocean, about one thou-
sand miles south of India and Sri Lanka in the Chagos Archipelago. It was
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initially settled by the French in the eighteenth century who established copra
plantations by using slave labor, but the island passed into British control after
the Napoleonic wars in the early nineteenth century.’

In 1967, the British bought up and closed down all the plantations. In 1971,
the British handed over control of the island to the United States in exchange
for a $14 million discount on a purchase of Polaris missiles. The two thousand
Chagossians—descendants of Indian workers and African slaves—were de-
ported to Mauritius, an island off the east coast of Africa.?

U.S. Navy engineers, who are also called Seabees, then began an eleven-year
construction project to turn Diego Garcia into a military base for operations
by the United States and the United Kingdom. In 1982, the U.S. Navy awarded
a contract to a consortium of Houston-based Raymond International
Builders, Brown & Root, and Mowlem International of Middlesex, England
(RBRM) for a major new expansion—consisting of 128 projects at a cost of
more than $452 million—to be built over five years that would expand the
harbor and the runways to allow bigger aircraft and ships to be received.’

Halliburton/Brown & Root’s expansion of Diego Garcia has allowed the
U.S. military to base long-range U.S. Air Force bombers like B-1Bs, B-2s, and
B-52s on the island for quick strikes on strategic targets, without refueling,
anywhere in the Middle East, or Central or South Asia. It was used during
the Persian Gulf War in 1991 and during military missions in Afghanistan
during Operation Enduring Freedom in 2001. And the island was also used
to carry out the initial aerial bombardment on Baghdad, Iraq, on March 22,
2003.1°

TURKEY

The Incirlik military base in eastern Turkey is about an hour’s drive inland
from the Mediterranean coast and about seven miles from the city of
Adana. Incirlik—which means “place of the fig orchard”—was transformed
from its fruit growing origins in 1951 when a company named Metcalfe,
Hamilton, and Grove was hired by the U.S. military to build the original
base. Initially, it provided a base for CIA spy missions in the 1950s when
U-2 aircraft were launched from extremely high altitudes to photograph
ground installations and eavesdrop on electronic signals from the Soviet
Union and the Middle East.!!

Incirlik also provided a major staging post for thousands of sorties flown
against Iraq and occupied Kuwait during the Persian Gulf War in January
1991, dropping more than three thousand tons of bombs on military and
civilian targets. Following the end of that war, approximately fourteen hun-
dred U.S. soldiers continued to be stationed there—to staff Operation
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Northern Watch’s Air Force F-15 Strike Eagles and F-16 Fighting Falcons,
monitoring the no-fly zone above the thirty-sixth parallel in Iraq.

Catering and housing services for the pilots were provided by a consortium
named Vinnell, Brown & Root (VBR), a joint venture between Halliburton
and the Vinnell corporation of Fairfax, Virginia, under a contract that was first
signed on October 1, 1988, which also includes two more minor military sites
in Turkey: Ankara and Izmir.'?

(Vinnell Corporation was founded by the late A. S. Vinnell in 1931 to pave
roads in Los Angeles. Since then, the company has handled a number of large,
private as well as government projects, not unlike Brown & Root. The com-
pany was the major contractor for U.S. military operations in Okinawa, over-
hauled air force planes in Guam in the early 1950s, and sent men and
equipment onto the battlefields of the Korean War. It also won a contract to
train the Saudi Arabia National Guard.)"?

Cheap labor was the primary reason for outsourcing services, said Major
Toni Kemper, head of public affairs at the base. “The reason that the military
goes to contracting is largely because it’s more cost effective in certain areas,”
she told my colleague Sasha Lilley. “I mean there were a lot of studies years ago
as to what services could be provided via contractor versus military personnel.
Because when we go to contract, we don’t have to pay health care and all the
other things for the employees; that’s up to the employer.”*

Approximately twelve hundred VBR employees work on the base at a cost
estimated in the late 1990s of about $30 million a year.'®> “We provide support
services for the United States Air Force in areas of civil engineering, motor ve-
hicles transportation, and in the services arena here—that includes food ser-
vice operations, lodging, and maintenance of a golf course. We also do U.S.
customs inspection,” explained VBR site manager Alex Daniels, who had
worked at Incirlik for almost fifteen years when Lilley interviewed him in early
2003.'°

About eleven hundred of the employees are local. They travel to work at the
main gate at Incirlik by shuttle bus or dolmus, a popular Turkish private bus
service that ferries people from the center of Adana down the E5 highway. All
visitors are greeted by armed Turkish sentries who do a casual check of identi-
fication cards before waving the vans through.!”

Before one gets to the base, visitors must pass a mile-long commercial strip
that houses restaurants, gun shops, carpet sellers, tailors, and bars, offering
goods ranging from Mexican burritos to pirate copies of the latest James Bond
movies on DVD to homesick soldiers. Local women may often be seen leaving
the premises of the Cheers Bar or the Happy House Restaurant on the arm of
a soldier to make a quick ride back to a cheap hotel on Innonu Caddesi in
Adana before curfew closes the main base gate at 11 p.m.
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Company employees try to keep a low profile, though. In early 1991, gun-
men from a militant, underground Marxist group killed two VBR employees:
Bobbie Eugene Mozelle was killed at Incirlik, while director John Gandy, a for-
mer U.S. Air Force officer, was shot to death by gunmen who boldly walked
into the VBR offices in Istanbul after overpowering several employees. These
incidents caused the company to shut down its multistoried offices in down-
town Adana and move onto the base itself.'®

Despite the attacks, jobs on the base in Adana have always been much
sought after by the local population—at the base exchange, bowling alley, mini-
mart, fast food restaurants such as Burger King and Taco Bell, clubs, the golf
course, library, movie theater, and post office. Indeed, these jobs are so sought
after that they have invited petty graft, according to former VBR employee
Mehmet Aziz (not his real name), whom I met in late 2002. In the privacy of his
home in Adana, he sipped his tea—which was served Turkish style without
milk in a glass thimble with a couple of cubes of sugar—recalling the twenty
years he worked on the base as a driver before he retired the prior year."”

“Everybody in Adana wants jobs at the American base because they pay so
well. Starting salaries for a driver are $500 a month, twice as much as you can
get from other companies. Both the Americans and Turkish people working at
VBR know this, and they make good money charging people to get hired. To-
day, people pay as much as $5,000 to get a job on the base,” he told me.

Another reason for the demand for jobs on the base is the ability to buy
goods at U.S. prices and then smuggle them out to the Amerikan Pazari
(American market) in central Adana where perfumes and jeans could fetch
two to three times the original price.

Company officials do not deny that there may have been incidents of cor-
ruption in the past. “I'm not saying it was impossible that people did or did
not buy jobs in the past, but I can tell you the way it is today,” said site manager
Alex Daniels.?* “Today, our processes are that we gather most of our applicants
through the Adana Labor Exchange; that’s a government agency. If you have a
requirement, let’s say a carpenter for example, we would go to that govern-
ment agency and say we would like applicants for a carpenter position. They
would provide us with ten to twenty applicants, and then we would interview
those folks.

“The closest we come to nepotism is 'm sure some of our workers recom-
mended family members as references on applications, and those people are
considered, you know, just like any other company would consider an applica-
tion from somebody that’s working for them,” he added.

Despite the demand for jobs, VBR employees repeatedly expressed dissatis-
faction with the company. Kenan Durukan, president of Harbis (the war work-
ers union in Turkey) in 1989, charged the company with carelessness toward
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the health of Turkish employees, who were suffering from respiratory diseases
and eye and ear disorders from working in the company cold storage in Izmir,
where the temperature was kept at thirty degrees below zero Celsius.?!

The base has also been a target for three major union strikes since VBR
took over. The first strike began in August 1990 when Harbis asked for more
job security and pay raises proportional to inflation. The strike was post-
poned when Iraq invaded Kuwait. The second month-long strike, in July
1998, ended when the company threatened the workers. Izzet Cetin, head of
Harbis at the time, said: “We strongly criticize the employer who threatened
and broke the strike by telling that the Turkish-American relations would be
destroyed.”*

The latest strike occurred in December 2002, but it too was called off.
Orhan Sener, the president of Harbis, told me, “We asked for pay reviews [to
keep up with the galloping inflation in Turkey] every three months in our col-
lective labor agreement with the air force, but they agreed only to a review
every six months. So after consulting with my head office, I personally refused
to sign the new agreement.” At the time, Sener was a twenty-year veteran on
the base who started at the bottom as a freight handler.?®

Daniels says he believes the workers got the upper hand in the arbitration
that followed the strikes. “I think it had to do primarily with—how can I say
this—the home-field advantage, the union being Turkish, and the people that
are negotiating are the U.S. government, for all practical purposes, and Uncle

Sam has the [money] pot.”**

OPERATION DESERT STORM

The Incirlik contracts were probably the first to employ single contractors to
provide support services to the U.S. military, such as food and general mainte-
nance, predating the use of LOGCAP by at least four years. LOGCAP was also
used briefly in July 1989 to help maintain two oil pipelines in the Middle East.
However, it was not employed in any major way during Operation Desert
Storm in 1991, when the U.S. led a multinational coalition to kick Saddam
Hussein out of Kuwait, which his army had invaded in August 1990.%

Instead, in the Saudi desert, suppliers and construction companies were
hired on hundreds of separate contracts to provide logistics support with un-
even results, which frustrated military planners.?® These concerns would cause
planners to give Halliburton/Brown & Root a $3.9 million contract to figure
out if it would be possible for the military to use a single contractor under
LOGCAP to coordinate rapid support to twenty thousand troops over 180
days in emergency situations at thirteen different “hot spots” around the
world.”’
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Simultaneously, soldiers who served in Operation Desert Storm were also
complaining bitterly about the harsh living conditions, leading the army to
turn to its research lab in Natick, Massachusetts, after the end of hostilities, to
figure out a better way to support troops in the field. The lab decided to ex-
pand on an existing system pioneered by the U.S. Air Force, called Harvest Ea-
gle and Harvest Falcon, of prefabricated military bases. This would become a
cornerstone of LOGCAP.*

THE BASE IN A BOX

Natick’s new design was called Force Provider: It is a one-size-fits-all, prefabri-
cated base-in-a-box that was designed to make military operations more effi-
cient. This off-the-shelf package can be shipped or airlifted anywhere in the
world in a standard container. It comes with complete instructions so that
anybody can assemble it, eliminating the need for specialized, trained engi-
neering battalions and paving the way for private contractors to set up the
bases.?

Each $5 million module is capable of housing 550 soldiers in comfortable
climate-controlled tents with showers, laundry rooms, and complete kitchens
as well as eighty thousand gallons of water storage and distribution, forty-
thousand-gallon fuel storage and distribution, 1.1 megawatt power generation
and distribution, and waste water storage units. The set is designed to work in
weather ranging from fifteen below zero or 120 above. The ten-acre base
camp, which takes about ten days to assemble, needs fifty support staff to set it
up and run it.

By the end of the 1990s, the army possessed twenty-seven of these Force
Provider modules, each consisting of one hundred or so containers, at multi-
ple locations around the world, ready for shipment at a moment’s notice.

“These kits benefit soldiers. It’s a better way of life. It keeps them off the
dirty ground. They’ve got just about everything you've got at home, except a
wife,” says William Oliver, a supervisor at the Defense Depot in Albany, Geor-
gia, where some of these kits are stored. Michael Gallagher, Force Provider’s
program manager at Natick, says officials recently visited troops overseas who
were living in the modules. “They were getting handwritten notes from the
troops, saying, ‘T’ve never deployed in conditions as good as this.’ That’s what
it’s all about.”

One of the more unusual components of the Force Provider is a “container-
ized chapel,” a multidenominational religious center catering to Christians,
Jews, and Muslims, which can be set up in six hours out of a box that measures
eight by eight by ten feet. Complete with its own altar power supply, electric
piano, and a digital hymnal, the chapel is sixty-four feet long and comfortably
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seats one hundred people. “We like to say that we not only take care of the sol-
dier’s body, but of his spirit. We’re great defenders of the right of everyone to
express their faith,” says Ben Richardson, the chaplain at Natick Labs who
helped develop the containerized chapel.’!

According to U.S. Department of Defense statistics at the time, of the
470,000 soldiers in the army, about 40 percent were Protestant, 20 percent
were Catholic, while Jewish, Muslim, Buddhist, and Hindu all made up less
than 1 percent. (The rest presumably are atheists or unaffiliated to a religion.)
The Catholic kit, for example, includes a heavy metal cross and chalice. The Is-
lamic kit has ten kufis (male prayer caps), kimaras (female head coverings),
prayer mats, and Korans. The Jewish kit includes ten yarmulkes and camou-
flage prayer shawls.

SOMALIA

In August 1992, the U.S. Army Corps of Engineers issued the first global
LOGCAP contract known as LOGCAP 1.°> The contract gave the govern-
ment an open-ended mandate and budget to ask Halliburton/Brown & Root
to go anywhere in the world to support military operations. That opportu-
nity would arise almost immediately when President George H. W. Bush of-
fered to lead a military operation to enforce United Nations Security
Council Resolution 794 “to create a protected environment for conducting
humanitarian operations in the southern half of the Republic of Somalia,”
following the collapse of the government of General Siad Barre and the sub-
sequent civil war.*

In December 1992, working under LOGCAP, Halliburton/Brown & Root
began providing support to U.S. troops assigned to Somalia, putting employ-
ees on the ground within twenty-four hours of the first U.S. landing in Mo-
gadishu. Bob Burroughs, the military logistician who oversaw the contract,
was pleased with what they did, although he suspected that money may have
gone astray. “I had an unlimited budget because of what we were doing there,
and I’'m sure they overcharged me on some things. But I would have been in
real trouble if they hadn’t been there,” he would later tell Dan Briody, author
of The Halliburton Agenda. “I don’t know how they did it . . . but Brown &
Root got whatever we needed.”**

There was one minor problem, though. To get things done in Somalia, Bur-
roughs says that Halliburton/Brown & Root was paying off the “bad guys”
who the United States was supposed to be fighting. Warlord Mohammed Far-
rah Aidid’s finance man was arrested with “a bunch of Brown & Root checks
in his pocket.” He looked the other way, though, as he believed that “some-
times you have to work with the devil to make things work.”
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By the time Halliburton/Brown & Root left, in 1995, it had become the
largest employer in the country, having outsourced most of the menial work
while importing experts for more specialized needs. For this job in Somalia,
Halliburton/Brown & Root was paid $107.3 million by the U.S. government,
but when the company left the country, it simply dumped its temporary labor,
causing riots to break out.

A Reuters reporter in Mogadishu described the incident thus: “A demon-
stration by Somali workers at the United Nations compound to protest the
dismissals of local laborers by an American construction company was broken
up today with clubs and tear gas. The workers who were dismissed had been
employed repairing roads. . . . United Nations spokesperson, Eugene Forson,
said that ninety Somali workers were laid off [but] Somali sources had said
that five hundred employees had been dismissed. Mr. Forson said that after
fruitless negotiations, United Nations troops rushed the workers at the United
Nations compound in Mogadishu with batons and tear gas.”**

After Somalia, Halliburton/Brown & Root continued to be tasked with
LOGCAP duties in U.S. military interventions throughout the 1990s, such as
the following:

+ Rwanda: “Operation Support Hope,” August 1994, $6.3 million. Water
production, storage, and distribution.

+ Haiti: “Operation Uphold Democracy,” September 1994, $150.1 million.
Base camp construction and maintenance; food service and supply;
laundry; bulk fuel receipt, storage, and issue; airport and seaport opera-
tions; and transportation services.

+ Saudi Arabia/Kuwait: “Operation Vigilant Warrior,” October 1994, $5
million. Food service and supply; transportation; Arabia/convoy sup-
port; shuttle bus service; Kuwait laundry; and off loading and storing
containers from ships.

« Italy: “Operation Deny Flight,” September 1995, $6.3 million. Base camp
construction.’®

YUGOSLAVIA

The first major LOGCAP operation took place in former Yugoslavia shortly
after Dick Cheney took the helm at Halliburton. The very month he started
working in Dallas, NATO began bombing Bosnia-Herzegovina in Operation
Deliberate Force to undermine the military capability of the Bosnian Serb
Army that was attacking UN-designated “safe areas” in Bosnia.

Following the bombing, a peace conference was held in late November in
Dayton, Ohio, between Serbian President Slobodan Milosevi¢, Croatian
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President Franjo Tudjman, Bosnian President Alija Izetbegovi¢, and Bosn-
ian Foreign Minister Muhamed Sacirbey. “Operation Joint Endeavor”—
a U.S.-led NATO peacekeeping force—deployed days after the Dayton
Peace Accord was signed in Paris, France, on December 14, the first com-
mitment of forces in a wartime environment in NATO’s history.

Brown & Root was hired to deploy with the troops, and the initial results
were mixed. Major James P. Herson, Jr., the executive officer of the 181st
Transportation Battalion (“The Road Warriors”) was one of the first to call
upon them because he was hard pressed to move supplies into Bosnia. His
battalion had been cut from six truck companies in 1990 to three in 1995, with
one of them shuttered as late as September 1995. So he came up with the idea
of asking Brown & Root to dispatch civilian drivers to pick up goods that
would be delivered by rail to Dombovar, Hungary, from where they could be
driven into Bosnia.*’

While Brown & Root attempted to put together a civilian truck fleet, Her-
son worked frantically to speed up the bureaucracy to get his own military
truck drivers on the road at short notice. He was able to issue the military
drivers American Express credit cards to cover the cost of fuel, roadside emer-
gencies, and unscheduled billeting to drive from Mannheim, Germany,
through Austria into Hungary en route to Bosnia in early December, but
Brown & Root was unable to assist him with any additional trucks.

“Ultimately, this novel approach proved untenable for several reasons,”
Herson would later recount in Army Logistician. “The M911 HET’s [Oshkosh
trucks] and M747 trailers were in poor condition; it would take weeks of
maintenance to get them fully mission capable. Considerable contracting and
host-nation support negotiations would have been needed to ready the Dom-
bovar base. Brown and Root would need several weeks to get drivers to Hun-
gary and would not be able to meet the timeline. Difficulties in finding
sufficient hardstand parking for HET systems and adequate maintenance fa-
cilities in Dombovar finally doomed the idea.”

Food for the troops was dispatched from the Defense Distribution Depot
Europe in Germersheim, Germany, in standard twenty-foot containers
of breakfast and dinner T-rations. Initial plans for Brown & Root to supply
the food were also scrapped because it would take too long to issue the
contracts.’®

Brown & Root was more successful in working with the Force Provider life-
support systems, if only because the company was given more notice. The day
after the first U.S. tank platoons crossed the Sava River into Bosnia on Decem-
ber 30, 1995, over a just-completed pontoon bridge, crawling in at three miles
per hour, Brown & Root contractors were at Kaposvar, Hungary, working to
move Force Provider sets to house them in the Tuzla Valley in Bosnia.*
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Two months earlier, the Pentagon’s Military Traffic Management Com-
mand in Alexandria, Virginia, had initiated planning discussions with Brown
& Root to get the Force Provider systems up and running. In anticipation of a
possible deployment, the first Force Provider containers shipped from the
Sierra Army Depot in Herlong, California, for the port of Beaumont, Texas, on
November 8. A total of 355 items were radio tagged—248 twenty-foot con-
tainers, ninety 100-kilowatt (kW) generator sets, twelve M85 laundries, and
five latrine-servicing trucks—collectively weighing more than twenty-five
hundred tons. These were loaded onto a U.S. Navy ship, the American Condor,
to set sail for Rotterdam, where it arrived on December 3. As soon as the
agreements were signed, the containers were dispatched to Kaposvar, Hun-
gary, where C-5 and Boeing 747 aircraft could land and take-off. During the
month of January 2006, the containers arrived, some by air, to build three base
camps in Bosnia’s Tuzla Valley: Comanche Base (Tuzla West), with a popula-
tion of seventeen hundred soldiers; Steel Castle Base (Tuzla East), also seven-
teen hundred soldiers; and Lukavac Base (also known as Gotham City), with
fifteen hundred soldiers.

Eventually, as the Pentagon got over its teething problems, Brown & Root
took over much of the operations, providing a dizzying array of services: base
camp construction and maintenance; showers; latrines; food service and sup-
ply; sewage and solid waste removal; water production, storage, and distribu-
tion; shuttle bus service; bulk fuel receipt, storage, and issue; heavy equipment
transportation; mail delivery; construction material storage and distribution;
railhead operations; and seaport operations.

As the peacekeeping operations expanded, Brown & Root would be able to
support the military more smoothly. In the spring of 1999 NATO jets
pounded targets in Yugoslavia for seventy-eight days in Operation Allied
Force to stop President Milosevi¢ from evicting ethnic Albanians from the
province of Kosovo. Brown & Root was hired to help build Camp Bondsteel in
a wheat field near the town of Urodevac in the eastern part of Kosovo and
eighteen miles south of the capital of Pristina. It would be the biggest base that
the United States had constructed from the ground up since the days of the
Vietnam Builders.*°

In the summer of 1999, more than one thousand Brown & Root construc-
tion workers completed construction of Camp Bondsteel. The finished 955-
acre base, with a perimeter measuring seven miles, looked like a veritable
fortress on top of a series of small hills. Inside, it was no different from bases
back in the United States with a hospital, library, two gymnasiums, a volleyball
court, and two chapels.*!

By contrast, the soldiers from the other thirty nations participating in the
NATO-led peacekeeping force lived in existing apartment blocks and, in some
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cases, factories. But U.S. commanders were learning that U.S. soldiers ex-
pected to be treated like they were at home. “We need to get these guys pump-
ing iron and licking ice cream cones, whatever they want to do” when not on
duty, Colonel Robert McClure, commander of the 1st Infantry Division engi-
neers, told USA Today.**

By 1999, the Brown & Root staff practically ran Bondsteel. They met sol-
diers on arrival, assigned them to barracks, and told them where to pick up
their gear.* “We do everything that does not require us to carry a gun,” David
Capouya, Brown & Root’s regional manager for the service contract in
Kosovo, would tell Government Executive magazine. Colonel Vincent Boles of
the Army Materiel Command in Rock Island, who oversaw LOGCAP, agreed.
“By having contractors in the rear,” he said, “we can move soldiers to the
front” *

Just as in Turkey and Somalia, the bulk of the employees were local—some
five thousand out of the company’s fifty-five hundred workers were from
Kosovo, and the company had more than fifteen thousand applications for va-
cancies. The company also used some two dozen subcontractors for specific
tasks like building fences. Once again, the workers were paid at local rates of
$1 to $3 an hour. “We can’t inflate the wages because we don’t want to over-
inflate the local economy;” said Capouya.

The Pentagon dispatched twenty-one military and civilian workers to su-
pervise the contract, under the aegis of the Defense Contract Management
Agency (DCMA). “Our job is to be the Johnny-on-the-Spot wherever our war
fighters need a contractor service,” army Brigadier General Edward Harring-
ton told Government Executive.*

In fact the company was no longer being called upon as a last resort; it had
become indispensable and impossible to fire. When Halliburton/Brown &
Root officially lost the competition for the second LOGCAP contract
(LOGCAP 1I) in 1997 to DynCorp, another private military contractor that
was better known for hiring out former soldiers and police officers for train-
ing and security operations, the U.S. Army carved out the Yugoslavian portion
of the contract and awarded the “Balkans Support Contract” back to Hallibur-
ton/Brown & Root on a sole-source (no-bid) basis in May 1997.4

The Balkans Support contract grew to a size that was probably ten times
bigger than any previous LOGCAP project, although it was smaller than the
kind of work the company had done in Vietnam. Halliburton/Brown & Root
made sure that the managers on the ground knew the ropes—most senior
managers like Capouya had worked at one time or another for the military
and knew how to get projects done and troubleshoot problems. For example,
Capouya’s man in charge of engineering and construction was fifty-five-year-
old Robert Bruce “Butch” Gatlin from Tennessee, who had worked for the
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Army Corps for thirty-two years, including several years as the commander
for the agency’s Texas coastal district, which includes Houston. There he had
to face off with local groups that wanted to preserve the Sheldon Lake wet-
lands for the recreational use of inner-city kids, instead of allowing developers
to divert local water into Lake Houston, and songbird enthusiasts who wanted
to prevent the filling of wetlands near Lake Jackson to build a golf course.
Gatlin rarely gave into the pressure, favoring the engineering works over the
interests of environmental activists.*’

At Bondsteel, Gatlin was also tasked with making decisions about water re-
sources. He hired a Greek company to dig for water and they eventually struck
an aquifer about seven hundred feet below ground. All told, eight wells were
completed to supply the camp, although most soldiers refused to use it for
drinking. At the time, Gatlin said the water well project was the largest ever
dug by the military on a base.*®

In time, Gatlin would be called to head up an engineering project that was
ten times bigger than Bondsteel: the building and supply of military bases in
Kuwait for the 2003 invasion of Iraq. That project would tax even his experi-
ence, and he would resign in anger from the company.

But for the time being, his supervisors were happy. U.S. Army officials were
full of praise for Halliburton/Brown & Root whom they said had finally licked
the problems of short-staffing as well as the complications encountered in us-
ing multiple contractors in the 1991 Persian Gulf War.

Under the terms of the contract, the company was guaranteed a 1 percent
profit and up to 8 percent more if it did a good job. Between 1995 and 2000,
Halliburton/Brown & Root was given the full amount for five evaluation peri-
ods, 99 percent twice and 98 percent once.*’ In fact, the Logistics Management
Institute (LMI), a military think tank, claimed that LOGCAP contractors em-
ployed 24 percent fewer personnel and were 28 percent less expensive than us-
ing the military itself.”°

Other government agencies were more skeptical than LMI. “It is convenient
to contract a lot of this work out. The problem is that the government doesn’t
do the best job of oversight,” Neil Curtin, director of operations and readiness
issues at the Defense Capabilities and Management Team at the GAO said.”!

A February 1997 study by the GAO showed that the 1996 estimate pre-
sented to Congress of $191.6 million had ballooned to $461.5 million a year
later. Examples of overspending included billing the government $85.98 per
sheet of plywood, which cost $14.06 per sheet in the United States. The com-
pany also billed the army for its employees’ income taxes in Hungary.>

A subsequent GAO report, issued in September 2000, noted that army
commanders in the Balkans were unable to keep track of contracts as they
were typically rotated out after six months, erasing institutional memory. For
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example the GAO pointed out that “half of the crews had at least 40 percent of
their members not engaged in work,” despite the fact that jobs like office
cleaning were being performed four times a day. The GAO also faulted Hal-
liburton/Brown & Root in its over-zealous purchasing of power generators at
great expense and employing far more firefighters than necessary. (The com-
pany wanted to hire 116 firefighters, but army engineers concluded that sixty-
six would be sufficient. Eventually the two would compromise with
seventy-seven firefighters.)>?

Pentagon officials were able to identify $72 million in cost savings on the
Brown & Root contract simply by eliminating excess power generation equip-
ment that the company had purchased for the operation. The company also
eventually settled allegations of fraud: In November 2006 Halliburton/Brown
& Root paid the government $8 million to resolve lawsuits brought under the
False Claims Act for double-billing, inflating prices, and providing unsuitable
products during the construction of Camp Bondsteel.”*

“Was there waste in Bosnia?” General William Nash, the former U.S. com-
mander in Bosnia and the UN administrator in Kosovo told Briody. “Of
course there was. When you come in on the leading edge of an operation,
you’ve got to expect that there will be some degree of less-than-perfect organ-
ization. To some extent, it’s the cost of doing business. There were a lot of
scams that people could run. The fact that they got over on some portion of
the contract, I can’t deny. Life is real.”

And the reality was contractors had become an institutional part of the bat-
tlefield. By the time the Clinton administration’s tenure in office drew to a
close, contractors were called in even to take part in war game exercises such
as Operation Restore Order, which took place at Fort McPherson, Georgia,
and the Diamond Reserve Center in Louisiana in July 2000. There, troops were
deployed at the request of the embattled (and fictional) “Vogarian” govern-
ment in Africa, which was under siege because of political and economic in-
stability as well as factional fighting outside the capital of Queenstown, to
prevent large-scale famine and disease among displaced civilians.®

Fort Ord

In February of 2001 Halliburton paid out $2 million to settle a lawsuit with
the Justice Department, which alleged that the company defrauded the
government during the closure of the Fort Ord military base in Monterey,
California, in the mid-1990s. The allegations in the case first surfaced
when Dammen Gant Campbell, a former contracts manager for Halliburton
turned whistle-blower, charged that between 1994 and 1998 the
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company fraudulently inflated project costs by misrepresenting the
quantities, quality, and types of materials required for 224 projects.
Campbell said that the company submitted a detailed “contractors pricing
proposal” from an army manual containing fixed prices for some thirty
thousand line items.%”

Once the proposal was approved, the company submitted a more general
“statement of work,” which did not contain a detailed breakdown of items
to be purchased. Then, according to Campbell, Halliburton intentionally did
not deliver many items listed in the original proposal. The company
defends this practice by claiming that the “statement of work” was the
legally binding document, not the original “contractors pricing proposal’”

“Whether you characterize it as fraud or sharp business practices, the
bottom line is the same, the government was not getting what it paid for,
explained Michael Hirst, who litigated the case for the U.S. attorney’s office
in Sacramento. “We alleged that they exploited the contracting process
and increased their profits at the government’s expense,’ Hirst added.
“Kellogg, Brown & Root was very cooperative and eager to settle. They
said they wanted to maintain a good relationship with the government.’®®

Meanwhile, Campbell's attorney, Dan Schrader, was pleased with the
settlement, but he wondered why the company was so eager to
compromise. “If the company was indicted, | suspect that it might have
been far more difficult for them to get new government contracts,” he
said.®® The 2001 annual report says precisely that in its notes on the
settlement of the lawsuit: “Kellogg, Brown & Root'’s ability to perform
further work for the U.S. government has not been impaired.®°
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Supporting the War on Terror

ON THE SECOND FLOOR OF 1150 18TH STREET—a white, ten-story office build-
ing between L and M streets, in the heart of the Washington, DC’s, “Golden
Triangle” business district—are the discreet offices of Halliburton’s staff lob-
byists.! Their job is to make sure that the company continues to win large fed-
eral contracts such as the giant multibillion dollar LOGCAP contract under
which the company has been supporting the “Global War on Terror” by build-
ing and maintaining military bases from Bagram in Afghanistan to Guanta-
namo Bay, Cuba, and all points in between, not least of which are the fifty-odd
bases in Iraq.

These offices housed a few of Cheney’s closest aides at the Pentagon when
he took over Halliburton. The first of these aides to come on board was
Charles “Chuck” Dominy, a former three-star general with the Army Corps of
Engineers (the agency that awarded the LOGCAP contracts).? Next to arrive
was David Gribbin, who had served as Cheney’s assistant secretary of defense
for legislative affairs.” Finally, Admiral T. Joseph “Joe” Lopez, who had served
as Cheney’s military aide while he was secretary of defense, was brought in
on July 1999, although his main base of operations would be at the Houston
headquarters.*

Dominy told National Public Radio in December 2003, “Mr. Cheney made
it very clear to me when he arrived that he would not be engaged in the gov-
ernment side of our business. He said, ‘You're on your own. I don’t want any
perception that as a former secretary of defense I influenced government
work. This was direct conversation.”

The job could not have been easier for Dominy, who grew up on a farm in
Fairfax, Virginia, and spent thirty-three years in the army. The job of meeting
with Army Corps staffers in charge of the LOGCAP contract at the Pentagon

69
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in Arlington was like meeting up with old friends. During his career he had
served as an Army Corps colonel in Savannah, Georgia, and as a brigadier gen-
eral at the Army Corps Missouri River Division, before becoming director of
the army staff, where he was responsible for the management and organiza-
tion of the army staff and coordinated the activities of all agencies reporting to
the chief of staff. He also served as the chief legislative liaison responsible for
all army activities related to the U.S. Congress (i.e., he was the army’s lobbyist
on Capitol Hill).°

For Gribbin, who joined Halliburton in 1996, the job of chief lobbyist at
the 18th Street offices where he had to represent Cheney in Washington, DC,
was also a natural step. Gribbin had shadowed Cheney for most of his life after
the two met at Casper’s Natrona City High School in the mid-1950s. Both
men married their high school sweethearts, graduated from the University of
Wyoming together, and despite losing touch for a short time in the 1960s, they
worked together again in the 1970s. Gribbin helped Cheney move out of his
house in a rented Ryder truck in 1977 when he lost his job at the White House
and drove him back into Washington in a Volkswagen in 1979 to his new job
as Congressman. (The two men initially found themselves locked out of the
office because they hadn’t brought a key.) When Cheney was sworn in at the
Cannon Building on Capitol Hill as secretary of defense, Gribbin was invited
to jump into the blue Cadillac limousine with a red light on top for the seven-
minute ride to the Pentagon in Virginia.”

Gribbin’s Capitol Hill résumé was not limited to working for Cheney. He
worked as chief of staff to former House of Representatives Speaker Newt
Gingrich and Senator Dan Coats after Cheney left the Pentagon in 1993.
While with Coats, Gribbin took a brief sabbatical to teach a seminar on the
U.S. Congress at the Naval Postgraduate School in Monterey, California, be-
fore coming to work for Halliburton.?

With friends like Dominy and Gribbin lobbying Capitol Hill and keeping
Cheney out of the public eye for a possible conflict of interest over the Balkans
contract, Cheney then hired Admiral Joe Lopez. Cheney and Lopez had a
long-standing relationship that dated back to the days of Operation Just
Cause—the Panama invasion in 1989—when Lopez was part of the Crisis Ac-
tion Team that reported directly to Cheney under Lieutenant General Thomas
W. Kelly, director of operations for the Joint Chiefs of Staff. (Lopez actually
came up with the name Operation Just Cause to replace the slightly ridiculous
original name, Blue Spoon.)® Lopez had just retired as commander of all U.S.
and Allied Bosnia Peace Forces where his job included meeting with Serbian
President Slobodan Milosevi¢ in Belgrade.'® Lopez was asked to run Brown &
Root Services, which he was very familiar with already, as the company had
provided support to his troops in the Balkans.
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This close group of comrades was split up when Cheney left Halliburton in
2000. Gribbin was the first to leave; he quit his job at the company as chief lob-
byist at the same time Cheney quit his post. At first he followed his mentor,
joining Cheney at his McLean office to work as director of Congressional rela-
tions for the White House transition team, where he managed the confirma-
tion process for newly nominated cabinet secretaries.!! Eventually, in June
2001, Gribbin left Cheney’s immediate orbit and took a job as managing di-
rector of a Washington, DC, lobbying firm named Clark & Weinstock.'? Both
Dominy and Lopez, however, stayed with Halliburton, with Dominy taking
over Gribbin’s job as chief lobbyist.'?

LOGCAP III

When Cheney and Gribbin left Halliburton and Dominy took over the 18th
Street offices. The company’s lobbying budget plummeted. It went from
$600,000 in 1998 and 1999 to $300,000 in 2001 and stayed down there to the
present day (with the exception of 2004, which is the year that the company
was hauled over the coals in the U.S. Congress to explain allegations of over-
charging)."

Yet despite this, Halliburton’s winning streak did not abate. The Army
Corps of Engineers, Dominy’s previous employer, issued a new LOGCAP con-
tract to replace the one that DynCorp controlled. LOGCAP I1I, issued on De-
cember 14, 2001,"> was an “unlimited firm-fixed-price/cost-plus-award-fee/
cost-plus-fixed-fee order” to perform “selected services in wartime and other
operations.” The contract was for one year, but the Pentagon was able to ex-
tend it every year for a maximum of nine years, until January 31, 2012. The
contract was awarded after three competing bids were reviewed.

“The Halliburton Company wins their work on the merits of our capabili-
ties. It’s all about competence. Our history of working for the Department of
Defense goes way back to World War II. We have won work building ships.
We’ve won work building airfields in Vietnam,” Dominy told CNN later. “We
are the only company in the United States that had the kind of systems in
place, people in place, contacts in place, to do that kind of thing.”!®

“We’ve had multiple contracts successfully done in places like Somalia,
Rwanda, Haiti, Bosnia, and Kosovo. We win work in Republican administra-
tions. We win work in Democratic administrations. This is a company that has
great capabilities, worldwide reach, lots of talent, and we like to compete. And
we’re ready to compete on any given field.”

Asked whether the fact that Dominy had once been a senior staffer at the
Army Corps had helped them win the contract, he told 60 Minutes, “I wish I
could embed [Halliburton’s critics] in the Department of Defense contracting
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system for a week or so. Once they’d done that, they’d have religion, just like I
do, about how the system cannot be influenced.”!” Later he told The Hill news-
paper, “There was never any profiteering. There was never any gouging. Every-
body says, ‘Oh, you had this sweetheart deal, it was no bid. There is
zero—zero—cronyism associated with our work.”'®

But it’s hard to convince people that the company had no influence when
your entire upper management once worked for the very agencies that
awarded the contracts. As Charles Lewis, the executive director of the Center
for Public Integrity, said: “This is not about the revolving door, people going
in and out. There’s no door. There’s no wall. I can’t tell where one stops and
the other starts. They’re retired generals. They have classified clearances, they
go to classified meetings and they’re with companies getting billions of dollars
in classified contracts. And their disclosures about their activities are classified.
Well, isn’t that what they did when they were inside the government? Whats
the difference, except they’re in the private sector?”!”

AFGHANISTAN AND UZBEKISTAN

A month after the attacks on the World Trade Center in New York and the
Pentagon on September 11, 2001, a thousand light infantry troops from the
U.S. Army’s Tenth Mountain Division were dispatched to an old Soviet air
base named Khanabad, after permission was granted by President Islam Kari-
mov in October 2001.2° The base is near the town of Karshi in southern
Uzbekistan, about ninety miles north of the Afghan border. Supplies to set up
Camp Stronghold Freedom on the Uzbek airbase were first dispatched by gi-
ant military cargo planes like the C-130 and the C-17 Globemaster and then
by rail from Bremerhaven, Germany. At the base, the 164th Transportation
Contract Supervision Detachment arranged for these supplies to be driven
across the Afghan border in private, ten-ton Super Kamas trucks rented from
local merchants.

As of mid-April 2002, Major David Cintron, the 164th detachment team
leader, estimated that they had sent six hundred contracted trucks south to
Bagram in Afghanistan carrying approximately forty-two hundred tons of
cargo. “Some of the obstacles transporters have encountered along the way in-
clude delayed bridge crossings, avalanches, blizzards, flooded tunnels, one-
way traffic alternating daily, and administrative delays,” he wrote later in Army
Logistician magazine.?!

But help was on the way. With the new LOGCAP contract in hand, plan-
ners at the Army Materiel Command in Rock Island, Illinois, were already is-
suing task orders to Halliburton/KBR to provide support at Camp
Stronghold Freedom.?
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On April 26, 2002, three employees of Halliburton/KBR arrived at Khan-
abad to begin operations at the U.S. military base in the Afghanistan “theater
of operations.” Within two weeks the numbers of Halliburton/KBR employees
had swelled to thirty-eight, and by June 10 these men replaced the 130 mili-
tary personnel that previously oversaw day-to-day support services at the two
Force Provider prefabricated military bases that housed the Tenth Mountain
Division.?

New troops arriving at the base were soon being assigned sleeping quarters
by the Halliburton/KBR employees who wore khaki pants, black or blue golf
shirts, and baseball caps to distinguish themselves from the soldiers. In addi-
tion the Halliburton/KBR employees were made responsible for laundry, food,
and general base camp maintenance as well as airfield services, taking on the
same tasks as their colleagues at Camp Bondsteel and Incirlik.**

The contract was soon extended to Afghanistan. When the United States
seized Bagram from the Taliban in 2001, there was no sewage system, no run-
ning water, or electricity. So Halliburton/KBR employees were set to work
drilling and sawing, installing these basic services, putting up new buildings
and heated tents, running laundry services, showers, and the Camp Viper
mess hall at Bagram.? In August and September 2002, Halliburton/KBR was
awarded two new task orders that would yield $216,263,785 and $144,864,959,
respectively, to provide similar services for troops at bases in both Bagram
and Kandahar in Afghanistan. A third task order issued in 2003 yielded
$68,511,111.%

Most of the supervisors Halliburton/KBR hired were former military per-
sonnel. In 2003 an army reporter interviewed three contractors working at
Bagram for an article on the dining facilities that Halliburton/KBR was oper-
ating: Dean Brunn, Glenn Lee, and Willie Mickens estimated that Hallibur-
ton/KBR was spending about $1.5 million a week to feed thirteen thousand
troops at five dining facilities in Bagram airfield and in Kabul, and importing
meats from Philadelphia, fruits and vegetables from Germany, and sodas from
Saudi Arabia and Bahrain.?” “A lot of the guys working here are prior military,”
said Mickens, who retired from the army in 1994. “We’ve been there and done
that too, so this is like we’re giving back. I remember what they’re going
through.”

On Thanksgiving Day in 2003, the Halliburton/KBR crew served up a
menu which included glazed ham, turkey, roast beef, corn bread stuffing, sim-
mered corn, giblet gravy, ground gravy, pumpkin pie, sweet potato pie, cheese
cake, chocolate cake, blueberry pie, and hot, fresh rolls. A military reporter in-
terviewed three Halliburton/KBR workers—Derryel Clarke of Orlando,
Florida; and Jerry Gross and Ronald Waters of Killeen, Texas—about the meal.
“This is something I've been looking forward to since I arrived with Brown
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and Root in support of the military,” said Waters, a food service manager. “I
know how important this meal is, considering I served twenty-one years in the
food service in the military.” %8

Fariba Nawa, an Afghan American reporter from Fremont, California,
agreed to visit Bagram on my behalf in late 2005. She emailed me a report from
the military base: “Halliburton/KBR hires Afghan laborers who are paid ten
dollars a day, three times the local rate, but sources inside the base said that
they seem to be employing more and more from outside the country such as
Bosnians, Kyrgyz, and Indians. A group of Afghan men working for Hallibur-
ton/KBR unloaded garbage from a truck into a large bin in their orange jackets.
They said they work twelve hours a day, six days a week. The men said there are
too many unemployed Afghans who need work, and they did not understand
why foreigners were being hired instead. They pointed to the dozens of Afghan
laborers standing outside the base, waiting for employment.”%’

Rick Scavetta, Nawa’s military tour guide, a former journalist at a small pa-
per before he came on duty, was quite candid. “It frees up soldiers to do what
we do best—kill the enemy,” he said matter-of-factly. “When KBR shows up,
the troops know they get a hot shower, a chess game, a clean toilet. They work
tirelessly to support us.”

Nawa described how Scavetta took her to the food court and bazaar of the
base where a big Burger King sign was painted on the side of a blue building,
next to a Subway sandwich shop. Souvenir shops sold Afghan and Central
Asian merchandise for prices ten times higher than in the stores in Kabul. The
workers in these restaurants were mainly from Kerala, India, who spoke En-
glish. Binu, who worked at Green Bean Coffee, told Nawa that he had been in
Bagram for nine months. He received $600 a month and free food and hous-
ing. “I like it here,” he said.

“[When] the tour was over, Scavetta dropped me off right outside the base
where I witnessed a startling contrast of lifestyle,” wrote Nawa. “Scrawny ven-
dors looking tired and ragged sold fruits and vegetables in carts. Women
shopped in their burqas, haggling with the vendors. Off the main road, all the
streets were dirt, and a couple of men sat on a corner complaining about the
lack of electricity and water in their homes. This was life in the Bagram town
outside the base.”

PRISON CELLS ON GUANTANAMO

Beginning in 1996, the U.S. Navy also put in place a program that was nearly
identical to LOGCAP. Named Contingency Construction Capabilities
(CONCAP), it was created to help the Naval Facilities Engineering Com-
mand’s ability to respond to emergencies anywhere in the world.
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The company first hired for CONCAP was Perini, based in Framingham,
Massachusetts. Perini was first deployed to Camp Lejeune when Hurricane
Bertha hit North Carolina with sustained winds of 100 mph on July 12, 1996.
Over the next couple of years the contract was used in the Caribbean, the
Florida Keys, Mississippi, and Virginia. CONCAP was also used to design a
road between Grozde and Sarajevo in Bosnia during 1996; to build a sewage
treatment plant, holding tank, and pumping stations in Souda Bay, Crete; and
for urgent runway repairs at Aviano, Italy, in 1999, and in Morocco in 2001.%°

In 2001, Perini lost the contract with Halliburton/Brown & Root. In March
2002 Halliburton/Brown & Root was tasked with building new detention fa-
cilities to replace the ramshackle Camp X-Ray where Al Qaeda suspects who
were picked up in Afghanistan were being held in Guantinamo Bay, Cuba.’
For those with long memories, the contract would bring back thoughts of
Vietnam, when Brown & Root was hired to replace the infamous Tiger Cages
built by the French to hold Vietnamese prisoners.*

To do the Camp Delta job, Halliburton/KBR hired 199 Filipino welders,
fabricators, and carpenters through a Manila-based company named Anglo-
European Placement Services (AEPS). In less than twenty-four hours, AEPS
was able to obtain their travel and working papers (a bureaucratic process that
normally takes two to three months) when the Philippine Overseas Employ-
ment Administration received a phone call from the U.S. Embassy and the
Philippine ambassador in Washington, DC, to expedite approval.

Rick Rocamora, a Filipino American journalist, accidentally discovered the
story of the workers when he met some of them at the San Francisco airport in
California. He told the story of Jojo (last name omitted for security reasons), a
thirty-five-year-old carpenter, in the Philippine Daily Inquirer.”

Jojo says he was flown to Cuba on a chartered DC-10 registered to Electra
Airlines in Greece, with refueling stops in Dubai, Greece, and Portugal. “We
were not allowed to leave the plane during stopovers and traveled for thirty-
two hours, longer than the time our travel papers were processed by the
Philippine government,” he said.

Once Jojo and his fellow workers arrived at Guantdnamo Bay, they were
housed in enormous tents, where they were not allowed access to television,
radio, or newspapers, and were allowed to call their families for no more than
two minutes at a time. They were paid $2.50 an hour for twelve hours a day,
seven days a week, but they lived like prisoners. “We had our own guards and
could not leave our compound,” he said. Indian engineers and British man-
agers supervised them.

A small shop was set up to sell the workers cigarettes, toiletries, chocolates,
and Gatorade on credit while they were supplied working clothes, safety gog-
gles, helmets, and working shoes. A cook was provided to prepare Filipino
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meals of beef, chicken, pork, and fish. They were also given two cans of beer at
the end of each work day.

Jojo and his co-workers built the Guantdnamo prison cells out of shipping
cargo containers, removing three walls and replacing them with plastic-cov-
ered cyclone fencing. A hole was cut in the roof for ventilation, and a ceiling
fan was installed in each unit. A small window was also cut into each door, and
each door was reinforced with big bars and heavy-duty padlocks. Plumbing
was placed underneath the units that were elevated four feet off the ground.

Each container was divided into six small cells with a toilet, a bed, and a
sink. Special air-conditioned cells were built as interrogation rooms, and an
exercise area was also built near the units. Around the complex, the workers
also constructed five layers of security fence four meters apart as well as a
high-perimeter fence with six layers of security fence with razor-sharp edges.

After almost two months in Guantdnamo Bay, the Filipinos were given a
certificate of employment, but the location of work was not recorded on
the grounds that it might jeopardize their chances of getting jobs in the
Middle East.

Jojo and his group took a small plane to Jamaica, and from there they flew
on American Airlines to San Francisco via Miami before being put on a
Philippine Airlines flight to Manila. In San Francisco, the group was kept in a
small room where immigrations officials insisted on escorting them at all
times, even when they went to the bathroom, made phone calls, or bought
food. One of them got so upset with the treatment they received that he
shouted, “Why are you doing this to us, keeping us like prisoners? You should
treat us better; we were the ones who built the prisons of your enemy.”

The man in charge of the CONCAP contract at Guantinamo was Jim
Spore, an engineer with a master’s degree from the Georgia Institute of Tech-
nology and a graduate of the U.S. Naval Academy.>* He would later advertise
his accomplishment on his résumé when he got a job in Kuwait as “Program
General Manager [for a] special four-hundred-person, $15 million detention
facility complex on a remote island in just fifty-four days, later expanding to a
twelve-hundred-person prison, troop housing, hospital, and related infra-
structure in excess of $60 million in just eight months.” (Like his workers, he
probably omitted the name Guantdnamo in case it stirred up any resentment
in the Middle East.)*

When he retired from the navy, he would be invited to work for Hallibur-
ton/KBR in northern Iraq, to oversee, among other projects, the expansion of
the Balad airbase to create LSA Anaconda. With him, he would bring the men
who had helped supply the Filipino workers, so as to avoid having to hire local
workers.
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Camp Delta was not the last CONCAP contract that Halliburton/KBR
would be awarded in Guantdnamo, whose work on the island approaches
$100 million. In July 2005, Halliburton/KBR was awarded a contract by the
Naval Facilities Engineering Command to build a new prison on the island,
named Detention Camp 6 and costing $30 million. The two-story prison was
designed by Miami Correctional Facility Superintendent John VanNatta, who
is also an officer in the U.S. Army Reserves, and was intended to house 220
men and include exercise areas and medical and dental wards, as well as a se-
curity control room.*

“The future detention facility will be based on prison models in the United
States and is designed to be safer for the long-term detention of detainees and
guards who serve” at Guantdnamo, a Pentagon statement said. “It is also ex-
pected to require less manpower.”?’

INVADING IRAQ

While Jojo and his comrades were building Camp Delta under the supervi-
sion of Jim Spore, and Major David Cintron was working to dispatch trucks
from Camp Stronghold Freedom in late April 2002, General Tommy Franks
was at Camp David with President Bush describing possible options for a fu-
ture military operation, code-named Operation Polo Step—a possible inva-
sion of Iraq.”®

The internal discussions among the senior members of the Bush adminis-
tration for dealing with Saddam Hussein can be traced back to the days when
Cheney’s team was still making the transition from Anderson Road in McLean
to Pennsylvania Avenue in Washington, in 2001. In January that year, Cheney
sent a message to then Secretary of Defense William S. Cohen who was
preparing to leave office. “We really need to get the president-elect briefed up
on some things . . . [such as a] discussion about Iraq and different options,” he
wrote, according to Washington Post journalist Bob Woodward. Woodward
also noted in his book Plan of Attack that between May 31 and July 26, 2001,
Deputy National Security Advisor Stephen J. Hadley had convened four meet-
ings of the “deputies” (the advisors to the administration’s national security
“principals”—Dick Cheney, Colin Powell, Secretary of State George Tenet, the
head of the CIA, and National Security Advisor Condoleezza Rice) on how to
weaken Hussein diplomatically, which resulted in a paper presented to their
bosses on August 1. The topic of attacking Hussein was also raised briefly by
Secretary of Defense Donald Rumsfeld on the afternoon of September 11 after
the destruction of the World Trade Center in New York and the attack on the
Pentagon.
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Serious planning for an invasion began, however, only in late November
2001, when Rumsfeld flew down to Tampa, Florida, to direct General Tommy
Franks, the head of Central Command, and his operations director, Air Force
Major General Victor “Gene” Renuart, to revise an existing document code-
named Op Plan 1003 that had been written in 1996 for a possible intervention
in Iraq.

Op Plan 1003 called for a seven-month buildup for a military force of five
hundred thousand, a scheme not dissimilar to the 1991 Persian Gulf War.
Rumsfeld was not happy with this plan; he wanted a much smaller group that
could be dispatched in weeks, not months. “Let’s put together a group that can
just think outside the box completely,” ordered Rumsfeld. “Certainly we have
traditional military planning, but let’s take away the constraints a little bit and
think about what might be a way to solve the problem.”

The successful invasion of Afghanistan, just two months prior, was a major
stimulus. On the one hand, the fact that a military force had been put on the
ground within weeks, and the country taken over in a matter of days, made
any future military operation seem feasible. On the other hand, Rumsfeld and
his military planners knew that the first boots on the ground were from the
CIA, not the much-vaunted Special Forces, so the Pentagon had to save face in
any future operations. Franks, in particular, was acutely aware that Saddam’s
military was far superior to anything the Taliban had in Afghanistan.

Franks and Renuart set about their task somewhat reluctantly as they were
still knee-deep in overseeing the Afghan operations. Indeed the battle for Tora
Bora had only just begun when Rumsfeld ordered the two men to start plan-
ning for Iraq. Over the next nine months, they struggled to come up with a
plan that would please Rumsfeld. Operation Polo Step, which envisioned two
hundred fifty thousand soldiers, was just one of several plans that they would
present to Rumsfeld, only to be shot down and told to come back with a plan
that would involve smaller numbers.

The final plan that would win tentative approval was called the Hybrid (al-
though the actual invasion would be given the code name Cobra II) that
Franks and Renuart would present to the National Security Council at 4:30
p.m. on August 4, 2002, in the White House Situation Room. The presentation
consisted of 110 slides.

One of the key concepts that the Hybrid plan envisioned was a buildup of
infrastructure in Kuwait. In the years after the 1991 Persian Gulf War, the
United States had maintained a small force in the country and had agreed
with the Kuwaitis on a joint plan to improve the country’s airfields, in a man-
ner very similar to what the United States had done in neighboring Saudi Ara-
bia. Two Kuwaiti bases—Ahmed Al Jaber and Ali Al Salem—were to be built
up with Kuwaiti money. However, the Kuwaitis had deferred the funding, so
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Franks figured it would be easy to provide U.S. funds to pay contractors to do
the work without the Iraqis suspecting that this was a covert operation for a
U.S. invasion.

The two bases also already had foreign personnel working on them. Al
Jaber “The Jab” was used for Operation Southern Watch, a decade-long recon-
naissance mission of overflights to protect Southern Iraq. DynCorp contrac-
tors worked on the base providing support to the Kuwait Air Force. Ali Al
Salem, which was the first base to be overrun by Saddam’s troops in August
1990, was shared with the UK’s Royal Air Force.

Some thirty projects worth $700 million to upgrade the Kuwaiti bases
were quietly approved by Bush by late July 2001 without notifying the U.S.
Congress. This included converting ramp space at the two bases to make way
for storage. Franks also signed a series of contracts with the Kuwaiti oil min-
istry to clean out some existing fuel pipelines close to the bases to allow an
invading force to get a continuous supply of fuel from Kuwait’s refineries on
the coast.

Bush would later tell Woodward that the buildup of the infrastructure was
a smart plan by Franks and Rumsfeld: “It was, in my opinion, a very smart rec-
ommendation by Don and Tommy to put certain elements in place that could
easily be removed, and it could be done in such a way that was quiet so that we
didn’t create a lot of noise and anxiety.”

Although Congressional approval for an invasion of Iraq would not be
given until October 12, 2002, the first ships started delivering the military
equipment into Kuwait in August 2002, following the approval of the Hybrid
concept, and the first Halliburton/KBR managers would be hard at work by
September, starting on the building of brand new bases for the invasion.*

In many ways, the use of Halliburton/KBR and contractors for the buildup
in Kuwait was but a logical next step from previous interventions such as in
Bosnia, where Halliburton crews were just days behind the initial invading
force, and in Cuba and Kosovo, where they were used for building “sustain-
ment” bases and facilities such as Camp Delta on Guantdnamo Bay and Camp
Bondsteel in Uro$evac.

Still the use of contractors six months in advance of an invasion was highly
unusual—but it was also the only way that Franks and Renuart could possibly
begin to implement what Rumsfeld kept demanding: an invasion force num-
bering just one hundred fifty thousand. Ultimately the number of troops that
would fight under the banner of the “Coalition of the Willing” in March 2003
would be three hundred thousand, closer to the number that Franks had rec-
ommended in the May 2002 version of Operation Polo Step.* Later, as the
number of troops was drawn down to half the initial strength, it would be
Halliburton/KBR that would expand to take up the slack.



Operation Restore Iragi Oil (R10)

DEEP IN THE BOWELS OF THE PENTAGON, in a secure room, accessible only to
those with high-level military clearance, the military engineer looked around
the vast conference table to see who had arrived. Lieutenant General Carl
Strock looked worried.!

It was a cold, blustery Wednesday in late February 2003, and war was in the
air. Less than two weeks prior, the world’s largest mobilization had taken
place—from estimates of well over a million in London to a small gathering of
five scientists bundled in red parkas and woolen hats at the South Pole,
protesting U.S. plans to break international law and oust Iraq’s dictatorial
ruler, Saddam Hussein.?

But neither the protestors nor the impending war worried Strock. He had,
after all, led battalions from the 82nd Airborne Division through Operation
Just Cause in Panama, Operations Desert Shield, and Desert Storm in Saudi
Arabia and Iraq.’ Indeed the army was his life; he had been born into a mili-
tary family in Georgia. No, his chief concern was what was described in the
papers the group was about to discuss: a new kind of military operation, a
kind that his agency had never undertaken before.

He was director of military operations at the U.S. Army Corps of Engi-
neers, an agency that had built and repaired a wide range of public projects
for a little more than two centuries, from dams to emergency shelters after
earthquakes. The Army Corps has had long ties to the Middle East, particu-
larly in Kuwait, where as far back as the Second World War, Army Corps engi-
neers had supervised the assembly of prefabricated barges used to transport
war materials up the Tigris and Euphrates rivers. A special office called the
Middle East/Africa Projects Office (MEAPO), headquartered at Winchester,
Virginia, had coordinated the building of some $14 billion in Saudi military
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infrastructure such as the King Khalid Military City; King Faisal Military
Cantonment and King Abdulaziz Military Cantonment; Jubail and Jeddah
naval bases; and Khamis Mushayt, Taif, and Tabuk air bases.* But today the
Army Corps was being asked to take a special lead on fixing oil fields, a sub-
ject on which Strock and the Army Corps had little or no experience at all.

Seated close to Strock was the Corps’ chief procurement officer, Bunnatine
“Bunny” Greenhouse, a former mathematics teacher from Louisiana. Broad
shouldered, with short, dark hair, and a few years older than Strock, she too
had a lot of military experience, starting out as a military wife, and then work-
ing her way up the chain of command as a civilian employee at the Pentagon.
Like Strock, she was part of both Operations Desert Storm and Desert Shield,
albeit in the procurement arena, not in the battlefield. She was the person who
was responsible to sign off on the contract that was on the table that day.

“It was a snow day,” Greenhouse would later recall in her quiet, understated
fashion. And indeed, for the first time in a week, the temperatures had
dropped below freezing in the Washington, DC, area. Visibility was down, a
northeasterly wind had picked up, and the light rain was predicted to turn to
snow. The weather was marginally better than in Texas, where a strong winter
storm had been building over the week to bring a mix of rain, sleet, freezing
rain, and snow to the region. The day before, the Dallas/Fort Worth airport
had canceled more than 220 flights, tree limbs and power lines snapped across
the state, while motorists were trapped for up to ten hours on slippery, crash-
filled highways.’

Joining Strock and Greenhouse around the conference table were represen-
tatives of a slew of government and military agencies. From Secretary of De-
fense Donald Rumsfeld’s office there was Gary Vogler, who had a background
in both the military and in the oil business, a West Point graduate who had
just retired from Exxon-Mobil,® and Clarke Turner, the director of the Rocky
Mountain Oilfield Testing Center, in Casper, Wyoming. Both of them had
been working for Rumsfeld for almost six months and were called in to help
with the war plans.”

From the office of the under secretary of defense, there was Stephen
Browning, who had been in charge of reconstruction after Hurricane Mitch
and the World Trade Center collapse® and Barbara Glotfelty, a procurement
analyst who was writing the new Pentagon purchasing regulations.’

From Central Command at the MacDill Air Force Base in Florida, there
was Colonel Gary Tregaskis. Then there were several officials from USAID and
the State Department.

All of them were acutely aware that war was just days away in Irag, which
was halfway across the world, even though the White House continued to
deny that a final decision had been made. European diplomats were scuttling
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across the world in an effort to influence a pending United Nations Security
Council resolution to avert war on the one hand while U.S. officials were do-
ing precisely the opposite. In Washington that week senior White House and
Pentagon officials were already making presentations on reconstruction plans
for after the war.

Then the door opened. Greg Badgett and Mary Wade of Halliburton/KBR
were ushered into the room, apologizing profusely for being just a little bit
late. The men and women who were gathered around the table nodded; every-
body knew how difficult it was to get around in the nation’s capital in winter.

On the table was a proposal that Halliburton/KBR had drawn up for what
to do in case Saddam Hussein set ablaze Iraq’s southern oilfields, as his troops
had done in Kuwait when his army was routed in 1991. (More than six hun-
dred wells were booby-trapped with plastic explosives and set on fire, causing
millions of barrels to burn every day, which took months to put out.)'° Then
there was the even bigger question of who would fix the Iraqi oil fields, known
to be in a state of disrepair after decades of war and sanctions. This contract,
which was named Restore Iraqi Oil, or RIO for short, had yet to be put out to
bid, as is the normal procedure, but it was clear to the Halliburton/KBR offi-
cials, who had just arrived, that they were in the running.

As the meeting, chaired by Strock, got under way, Greenhouse sat back,
stunned. Under this plan, Halliburton/KBR had drawn up the contingency
plan in November 2002 for fixing the oil fields, for which it had billed the tax-
payer $1.9 million. (This was done at the direction of Michael Mobbs—a spe-
cial assistant to U.S. Undersecretary of Defense Douglas Feith.) But in such
cases, the contractor that draws up a plan for a project is rarely allowed to bid
on the job itself because that company would know insider details that would
give them an unfair advantage. In any case, there were a number of other in-
ternational engineering companies that were qualified to do the job—Bechtel,
Fluor, Parsons—all of which had previously worked for the military and were
known to be interested.

“KBR came to give an update on where they were, you know, in the plan-
ning session. They provided that update, but they were allowed to continue to
stay on, you know, within the meeting,” recalled Greenhouse.

“T was just flabbergasted,” she continued. “I got up and whispered in the
ear of the lieutenant general that it was time KBR left the meeting. If you
know I’ve got a budget for $200,000, you're going to give me [a bid of]
$199,000 plus some cents.”!! It was instantly clear that this was a setup be-
cause exactly a week prior, Gordon Sumner (no relation to Sting), a Pentagon
lawyer, had sent Greenhouse an e-mail asking for her opinions on no-bid
contracts with Halliburton/KBR."?
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What’s more, it was also obvious that the contract was to be “cost-plus”—
that is to say that Halliburton/KBR would submit bills for all expenses, and the
government would pay every penny back plus guaranteed profits ranging
from 2 to 7 percent. Indeed, this was exactly why Greenhouse had been so crit-
ical in the past, because of absurd bills from the conflict in Yugoslavia where
the company had billed $85.98 per plank of plywood.

Reluctantly, Strock complied with her request, asking Badgett and Wade to
leave the room, but even after they left, Strock seemed adamant that Hallibur-
ton/KBR would get the job on the grounds of “compelling emergency.” All
Greenhouse could do was insist that the contract be limited to one year.

She left the Pentagon that evening feeling deeply troubled. The question on
her mind was why were they breaking all the rules to negotiate this contract?
“I sensed that the entire contracting process had gone haywire,” she said later.
“The Corps had absolutely no competencies related to oil production. . .. No
aspect of the contracting work related to restoring the oil fields following the
1991 Persian Gulf War was undertaken by the USACE, and there was no rea-
son why USACE should take over the function for the prosecution of the Iraq
War. Restoration of oil production was simply outside the scope of our con-
gressionally mandated mission. How then, I asked, could executive agency au-
thority for the RIO contract be delegated to the USACE?”!?

If she had a crystal ball to look a few weeks into the future, then she
would have seen many of the men and women whom she had conferred
with around the table that day, congratulating each other in springtime in
Baghdad at the chandelier-illuminated Republican Palace, at Saddam Hus-
sein’s former residence. Walking the Italian marble corridors was Stephen
Browning, now number two to Paul Bremer, the de facto governor of Iraq
wh