
Business Issue 
One of the world’s largest consumer goods companies sought to revive its 
management training program for young people, beginning with an effort 
in the Philippines. The intensive week-long program is the first business 
simulation course in the Philippines that offers a unique, world-class learning 
experience for young people who show strong leadership potential. While 
the program is designed to create opportunities broadly, high-potential 
students who demonstrate a strong fit are invited to join the company as a 
management trainee under its ongoing leadership development program. 

While the implementation of the program was welcome, it posed several 
challenges due to the high volume of prospects and an ill-defined 
recruitment process. Put simply, the quantity of applicants was likely to 
be high, but there were no strategies in place to ensure the quality of 
applicants. This was exacerbated by the fact that the company actually had 
a target list of more than 2,000 student candidates, but a majority of them 
had no contact information. 

Because the program had been dormant for several years, there was 
also no mechanism in place to ensure a positive candidate experience 
before, during and after the program, nor was there a plan to promote the 
company’s brand.

Finally, time was a serious consideration. In a span of just 30 days, 1,500 
students needed to be contacted and invited to apply to the program. This 
posed sourcing and recruiting challenges, but it was also a communications 
issue because the program lacked the brand awareness it once had.

C A S E  S T U D Y

Philippines: Innovative Social Sourcing 
Helps a Revived Leadership Training 
Program Deliver Opportunities to  
Young Leaders



Solution
Given the target demographic and need to surface the highest potential talent, 
ManpowerGroup Solutions established a specialized team to design and execute 
the solution. The team’s strength centered on creative sourcing and digital/
social media outreach. This included one experienced product lead focused on 
knowledge sharing, training of team members and developing, organizing and 
leading the overall work plan. The team was also comprised of four recruiters who 
are experts in digital sourcing innovation. 

The plan consists of three major phases/areas of activity: 

Consolidation: ManpowerGroup Solutions mapped out a detailed flow chart to 
streamline and improve the recruitment process and candidate experience—from 
the initial sourcing to a telephone invitation and ongoing email communications.

Outreach: Specialized sourcing expertise enabled ManpowerGroup Solutions to 
identify contact information and reach every student on the client’s list of targets.

The used its extensive knowledge of local sourcing channels and social media 
to define the most efficient outreach strategies, including a targeted outreach 
via Facebook. A dedicated account serves as an official program recruiter with a 
growing network of contacts while still remaining distinct from the company’s overall 
brand.  

In addition, the ManpowerGroup Solutions team assumed all administrative tasks 
related to recruitment work (university promotion, report generation, interview 
coordination), which enabled the client to focus more time on other HR objective. 

Reporting: Given the time constraints, ManpowerGroup Solutions developed a 
system to capture data and run a variety of reports on a daily basis. This effort 
kept the team focused on overall progress and objectives, and ensured continuous 
communication with the client.



Results
The revived leadership training program is designed to feed into the company’s annual 
management trainee recruitment process. It has proven to be an effective way to 
screen management trainee applicants by immersing them to group simulations earlier 
in the leadership development process. The program has succeeded in meeting the 
client’s expectations including:

• Increased contacts: 100% of all targeted students were contacted—1,500 student applicants 

were directly invited to apply, as compared to 300 students from the previous year (500% growth)

• Increased candidate quality: By targeting highly qualified candidates, the passing rate increased 

by 15% 

• Increased applicants: Increased passed applicants from 100 students to 500 (500% growth)

• Improved process: The solution helped the client to streamline its processes for operational 

efficiency and optimal candidate quality


