What Recruiters Won't Tell You

That federal signing bonus has stri ngsfattatched. Here's what they don't explain up
ront.

If you're looking at federal law enforcement—ICE, CBP, Border Patrol, any of it—you've probably seen the
signing bonus. Up to fifty thousand dollars. Good money. Real money.

But before you sign anything, you need to understand what that money actually is.

It's not a bonus. It's a loan with strings. Sign the service agreement and you're committed—three years, five
years, depending on the position. If you leave early, for any reason, you owe it back.

How the Deal Works

The signing bonus is real—but it's paid out over three years, not all at once. You sign a service agreement,
typically 3-5 years. Leave early, for any reason, and you owe money back. The exact terms aren't posted
publicly. You won't see the full deal until you're already in the hiring pipeline.

What Happened to the Truckers

Companies promised drivers they could lease a truck, work hard, and own it in a few years. Independence.
Good money. Be your own boss.

The reality: drivers grossed $1,970 a week and took home $33. Some got paychecks for 67 cents. If they quit?
They lost the truck and every payment they'd made.

In January 2025, a federal task force published its findings: "Irredeemable tools of fraud." Failure rate: over
90%.

What Happened to the Chicken Farmers

Companies told farmers to build barns to company specs, raise company birds, get guaranteed income.
The reality: farmers took out $1-2 million in loans for barns that only worked for one company. The company
controlled everything. The farmer owned the debt. Pay was based on a "tournament” where farmers
competed—but the company decided who got healthy chicks.

Median income from contract poultry farming in 2022: negative $4,069. When Tyson closed plants, farmers
were left with million-dollar debts on useless buildings.

The Pattern

Step One: Promise something good—money, independence, a chance to get ahead.

Step Two: Put money in their hand, but attach strings they don't fully understand.

Step Three: Structure the deal so leaving costs them everything.

Step Four: They're stuck. Not because they want to be—because they can't afford to leave.
Labor lawyers call it "stay-or-pay." California banned most of these contracts. New York calls them
"unconscionable." The CFPB is investigating.

Before You Sign Anything
* Get the full service agreement in writing—not just the offer summary



» Ask: What do | owe if | leave after 1 year? 2 years? What triggers repayment?
* Do the math: $50K over 3 years with a 5-year commitment

» Ask about exceptions: Laid off? Medical issue? Family emergency?

* Talk to a lawyer before signing anything with a clawback clause

If you've served before—military, law enforcement, anything—you know how this works. You know
how organizations get people to do things they wouldn't otherwise do. You know what |everage looks
like.

The truckers didn't see it coming. The farmers didn't see it coming. You can.

Read the fine print. Ask the hard questions. Know the exit costs before you walk in the door.

If they won't show you the full deal up front, that tells you something. Listen to what it'stelling you.
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