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CUSTOMER FLOW IS THE FIRST STEP
TOWARDS 2020!



ATTR CONS

_vwp | BADV

CUSTOMER FROMEHER

VISITOR ACCEPTED APPROVED COMPLETE
OPEN IN PROGRESS REALIZED

HE GETS TO KNOW ABOUT AIESEC THROUGH
DIFFERENT CHANNELS: SOCIAL MEDIA, WEBSITE.

ON GROUND MARKETING (CLASS VISITS. FLYERS,

HE IS LOCKING FOR THE ANSWER FROM THE
OPPORTUNITY MANAGERS, APPLYING,

PREPARING FOR INTERVIEWS.

.

HE GOES THROUGH ALL FORMALITIES LIKE VISA

HE IS GETTING TO KNOW THE INFORMATION
ABOUT PICK UP, HOSTING, ENTITY ETC.

HE IS FLYING BACK HOME
HE WANTS TO GIVE AND RECEIVE FEEDBACK
HE SHARES THE EXPERIENCE THROUGH NPS,

BOOTHS) + HE GOES THROUGH REJECTIONS OR NO + HE IS ATTENDING OPS OTHER SHOWCASING STRATEGIES AND TO
CUSTOMER : HEISGOING THROUGH LOTS OF ANSWER, MAKES DECISION WHICH EP AN TO + FLIGHT, PICK UP FRIENDS/FAMILY
OPPORTUNITIES, HE SIGNS UP (WHICH SIGN = + HE ATTEND REINTEGRATION SEMINAR
CONVERTS CUSTOMER PROFILE TO LEAD) + HE GETS CONTACTED BY SENDING ENTITY ;
+ HE IS MAKING A PAYMENT AND SIGNING + HE IS INVOLVED WITH AIESEC COMMUNITY (LC &
CONTRACT WITH SENDING ENTITY EPS) AND GOES THROUGH IPS
+ FINAL APPROVAL + HERE IS WHERE THE MAGIC HAPPENS!
DELIVERY OF RE-INTEGRATION SEMINAR (S&S
* ONLINE MKT c : lu THER EXPERIENCES FOR SHOWCASING
* SOCIAL MEDIA ATRRACTION . DING ENTITY . o e g L o L
S . ON-G UND MARKETING 5 SURE THEY SIGN THE 5 GUIDE RETURNEES TO TAKE MORE
E + PRMOTION MATERIALS (VIDEOS, FLYERS OPPCRTUNITIES ORGO TOLLC
BOOTHS, ETC)) .
+ PROVIDE EMAIL SUPPORT . SIGNING.
AIESEC
H OSTING OPPORTUNITIES (SE8S: 24.5.6.1011) « PICK UP EVALUATE STANDARDS ACCOMPLISHMENTS
'HECK APPLICATIONS + HOST FAMILY/BUDDY INTRO FOR PRODUCT DEVELOPMENT
E RODUCT IMPROVEMENT « SHORTLISTING AND REJECTING APPLICATIONS. + DELIVERY OF IPS IMPROVEMENT. BASED ON FEEDBACK
JD CLARIFICATION + INTERVIEW WITH COMPANY (GIP) + ASSISTANCE EXPERIENCE EVALUATION + NPS SURVEY
VALUE PROPQSITION PRESENTATION - STORY + FOLLOW-UP COMPANIES FOR FINAL DECISIONS. + DOCUMENTATION RELATED TO PLACEMENT ANALYSIS
TELLING. TESTIMONIALS + APPROVE SHORTLISTED EPS. SHOWCASING AND RE-INTEGRATING THE EP
+ PARTNERSHIP BUILDING
+ FIRST INTERACTION WITH AIESEC GETTING IN + AGREEING ON TIMELINE + EXPECTATION SETTING (BETWEEN COMPANY EXPERIENCE EVALUATION
TOUCH WITH AIESEC DUE TO REFERRALS « REINFORCE VALUE PROPOSITION AND ROLE OF AND EP) INTERN PROVIDING INSIGHTS TG COMPANY
ENABLER + STRATEGIC ALLIANCES COMPANY IN DEVELOPING LEADERSHIP COMPANY PREPARATION BOOKLET RE-RAISING OPPORTUNITY
: + EXPECTATION SETTING - CORRECT VALUE POTENTIAL COMPANY INVOLVEMENT TO IPS

PROPOSITION UNDERSTANDING + SHORTLISTING OF CANDIDATES SPECIFICATION OF JD
+ BROWSE AVAILABLE PROFILES + COMPANY SELECTION DOCUMENTATION RELATED TO PLACEMENT
« 157 MEETING * COMPANY REJECTS INTRODUCTION TO COMPANY, REGULAR

COMPANY INTERVIEWS

FEEDBACK,
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\ HOW

- PLACE OUR - WE BELIEVE THAT
CONFIDENCE LEADERSHIP

y) IN ¢
AS THE KEY TO UNLOCK A O&am

BETTER FUTURE AND IT CAN BE DEVELOPED IN ANYONE.




what

\, WHAT

WE ENABLE YOUNG PEOPLE TO DEVELOP THEIR

LEADERSHIP

THROUGH LEARNING FROM ®

‘PRACTICAL
EXPERIINENCES

CHALLENGING
.\ENVIRONMENTS./.




INNER & OUTER JOURNEY

INDIVIDUAL
RESPONSIBLITIES

& GOALS

SET PERSONAL

CHALLENGING

ROLE &

ENVIRONMENT

OUTER

JOURNEY JOURNEY
INTERACTION WITH ‘ \ . UNDERSTAND
MUTTELE " s @ On® O

VALUES
SUPPORT
SYSTEM

RE-INVENT
YOURSELF







CAN YOU IMAGINE WHAT HAPPENS TO THE WORLD WHEN WE
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315t of December 2016

How do you imagine your LC?

Which changes do you want to bring to LC?

nagine you meet your interns, what they are
saying to you ?

HOWNODR BRSTEREFSCONPRIEYFEDYRY TIGE
LC?






. . e i
are your ideas to make

R e_changes happen?
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