
Client Situation 
Continued growth led one of the world’s largest food distributors to place a 
high premium on emerging talent. The company has strong career paths for 
recent graduates in psychology, administration, information systems, industrial 
engineering, chemistry and nutrition in Mexico. With a three-year training 
program for candidates who aspire to management positions in the future,  
the company prepares trainees to work in various roles based on the evolving 
needs of the business. 

Despite the attractiveness of the training program and clear growth potential, 
competition for talent in many of the company’s Mexican markets is fierce.  
As a result, the company needed an Recruitment Process Outsourcing (RPO) 
partner with the networks and market intelligence to create a pipeline of  
fresh talent. 

Solution
ManpowerGroup™ Solutions leveraged its experience in some of the client’s 
hardest to fill areas (HR, manufacturing, purchasing, logistics, vehicles and 
information systems) to identify young candidates with the most potential  
to become right-fit employees. ManpowerGroup Solutions provided critical 
market intelligence to the client as it related to the supply and demand of  
talent in their key recruiting markets of Monterrey, Guadalajara and Puebla.

As the company’s RPO partner, ManpowerGroup Solutions engaged in each 
phase of the recruiting process, from candidate sourcing and assessments 
to conducting interviews. To reach potential candidates, recruiting strategies 
leveraged social media, online job boards and ManpowerGroup Solutions’ 
internal channels. To ensure that the company’s internal hiring managers  
 were freed up to focus on business strategy, rather than day-to-day recruiting, 
ManpowerGroup Solutions developed a “blind” system in which candidates  
are sourced prior to knowing the identity of the hiring company. In addition  
to allowing recruiters to more effectively filter top candidates, this also  
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solved a prior problem in which internal hiring managers were being bombarded with  
emails from prospective employees, whether or not those individuals were well-suited  
to the company’s needs.

Once an application is submitted through ManpowerGroup Solutions’ electronic talent 
management system, it goes through a filtering process that ensures top quality talent  
will surface to the top. Prospective candidates are then contacted by the recruiting team. 
An initial interview is conducted by phone, during which time recruiters share the details 
of the hiring company, its training program and opportunities for the successful candidate. 
Candidates who are selected to move on in the process then participate in an in-person 
interview at ManpowerGroup Solutions’ facilities. Candidates also undergo a screening 
process to verify skills, education and other personal information. Finally, candidates 
participate in an assessment phase including psychometric testing and an assessment  
of English skills. 

Top candidates that have succeeded through the rigorous, multiphase screening process  
are selected by ManpowerGroup Solutions to move on to an interview process led by the 
client’s internal hiring managers.

Results
ManpowerGroup Solutions has been interviewing candidates at an average rate of 30 per 
week, filling over 140 roles. In addition, over the first 16 months of the engagement, the  
RPO model resulted in a reduction of the client’s recruiting costs in excess of 46 percent.


