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Introduction

What is the National Code of Conduct? 

AIESEC is the world’s largest non-profit youth-run organization. We 
develop and connect the next generation of young leaders with 
impactful professional and volunteering experiences to activate their 
potential. The National Code of Conduct sets the basic requirements for 
business conduct and serves as a foundation for our organization’s 
processes. 

Why do we have a Code, and why must we follow it? 

As a global organization, we are subject to the highest standards of 
business conduct and behaviour. To continue to operate and maintain 
our reputation as an organization that puts first the needs of its 
customers we serve around the world, we must each learn, understand, 
and comply with our National Code of Conduct. 

Complying with our National Code of Conduct is about creating an 
environment where we can do our best work and be proud of the work 
we do, the challenges we overcome, and the success we achieve — all 
because we do these things with exceptional quality.  

In everything AIESEC Canada does, we have recognized that our 
customers  are critical to our continued success. We are all caretakers of 
AIESEC’s reputation. How we conduct our operations and how we treat 
others — our partners, customers, and own people — will continue to 
determine how the world views AIESEC. 

The National Code of Conduct demonstrates that we take our 
responsibility seriously and helps us make decisions in our daily 
activities. 



Lead to  
Apply 

Once a lead has signed up on OP, it is our responsibility to have them Apply to an Opportunity 
within a week. If you are holding information sessions, email your new leads within 2 days of 
signing up for them to attend. At the information session, ensure that they Apply either at the 
information session itself or at a scheduled follow-up EP meeting. If the you are not holding 
information sessions or the lead does not respond, the lead should be contacted within 2 days of 
signing up on OP by an AIESEC representative via email, phone call, or text. 

Apply to 
Accept

When an EP applies to an opportunity on OP, it is our duty to ensure their prompt interview and 
acceptance. Immediately upon applying, send the EP’s CV and contact information via email to 
the Opportunity Manager (listed on OP). Follow up every other day with the Opportunity 
Manager until your EP is accepted to the project of their choice. This is your main responsibility as 
an EP manager as you are accountable to your EP’s application process. 

Accept to 
Approve

Upon acceptance, it is now your job to officialize the match by Approving your EP. This must be 
done within 5 days maximum or you risk your EP loosing interest due to poor follow-up. Schedule 
a final meeting with your EP for any final questions and initiate the EP payment. Once the 
payment is done, contact the OP manager to officialize the approval on EXPA. 

Approve to 
Realize

Once the Approve is official, start preparing your EP for the most important step of the Customer 
Flow: the Realization. Ensure your EP has the proper VISA, travel insurance, flights, vaccines, 
currency, etc. in order to arrive safely to the location of their project. Maintain regular 
communication with the receiving LC to minimize the risk of any quality issue.

Outgoing Global Volunteer

Process Time (Days) 

Open:Apply 7

Apply:Accept 5

Accept:Approve 4

Conversion Rates

Apply:Accept 60%

Accept:Approve 70%

Approve:Realize 90%

Realize:Completed 75%

1 42 3

1

2

3

4

7 days 5 days 4 days

*Note that if any LC fails to contact their EPs (open) within 48 hours the EPs will be reallocated to the 
respective NST and the Approve & Realization will not count for the LC.

Our Promise to our Customers



Lead to  
Apply 

Once a lead has signed up on OP, it is our responsibility to have them Apply to an Opportunity 
within a week. If you are holding information sessions, email your new leads within 2 days of 
signing up for them to attend. At the information session, ensure that they Apply either at the 
information session itself or at a scheduled follow-up EP meeting. If the you are not holding 
information sessions or the lead does not respond, the lead should be contacted within 2 days of 
signing up on OP by an AIESEC representative via email, phone call, or text. 

Apply to 
Accept

When an EP applies to an opportunity on OP, it is our duty to ensure their prompt interview and 
acceptance. Immediately upon applying, send the EP’s CV and contact information via email to 
the Opportunity Manager (listed on OP). Follow up every other day with the Opportunity 
Manager until your EP is accepted to the project of their choice. This is your main responsibility as 
an EP manager as you are accountable to your EP’s application process. 

Accept to 
Approve

Upon acceptance, it is now your job to officialize the match by Approving your EP. This must be 
done within 5 days maximum or you risk your EP loosing interest due to poor follow-up. Schedule 
a final meeting with your EP for any final questions and initiate the EP payment. Once the 
payment is done, contact the OP manager to officialize the approval on EXPA. 

Approve to 
Realize

Once the Approve is official, start preparing your EP for the most important step of the Customer 
Flow: the Realization. Ensure your EP has the proper VISA, travel insurance, flights, vaccines, 
currency, etc. in order to arrive safely to the location of their project. Maintain regular 
communication with the receiving LC to minimize the risk of any quality issue.

Outgoing Global Entrepreneur

Process Time (Days) 

Open:Apply 7

Apply:Accept 6

Accept:Approve 4

Conversion Rates

Apply:Accept 50%

Accept:Approve 70%
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Prospect

Prospecting companies should be kept as a separate activity so as to not halt your core 
contacting activities. Ways to find companies includes: Online job postings, your cities business 
directories, and Linkedin. Consider looking into specific markets where you can better target an 
audience and tailor your messaging. EX: IT Startups 

Connect & 
Raise

Your objective is to get an in person meeting with prospective companies. This can be achieved 
through efforts in: Cold Calls/ Cold Emails, Cold Walk Ins, Emails, LinkedIn Messages, Event 
attendance, Warm Lead Generation. First and foremost, know our primary products (IT, 
Marketing, Business Administration, Engineering) and get a general understanding of how 
AIESEC can be aligned to fill in the demand. Persistence and following up is key here. More than 
75% of AIESEC Canada’s raises come after the company has had at least 4  touchpoints.

Match & 
Realize

Upon raising, it should take no longer than 2-3 days for your opportunity to be created and 
approved on EXPA. Matching times vary, but generally there are certain countries/regions that 
specialize in certain products. For example, Brazil provides Canada with just under 50% of our 
matches, most of which are in I.T. Upon acceptance, interns and LCs must follow the specific 
work permit guide. Work permit approval varies per country, our two top providers, Tunisia and 
Brazil take 3+ Months, while countries like Mexico take 1 month. All interns must receive the 16 
standards prior to and during their internship. Regular check ins need to be conducted with 
companies as well as the interns.

Complete & 
Showcase

A happy intern=A happy company. Servicing interns should continue throughout the entire 
internship. Solicit company feedback regularly, and use these touchpoints to further build the 
relationship.  Present the company with CVs regularly and shoot for an upscale/re-raise, or ask 
them to refer you to other companies that would be a good for AIESEC.

Incoming Global Talent

Process Time (Days) 

Raise:Approve 45

Approve:Realize 127

Conversion Rates

Calls: Meeting 25:1

Meetings:Raise 20:1

Approve:Realize 65%

1 42 3

1

2

3

4

1-2 days* 21 days* 32 days*

BRAND ADVOCACYATTRACTION CONSIDERATION VALUE DELIVERY

Prospect Connect & Raise Match & Realize Showcase

The stage in which a 
customer is being 
introduced to a 
product. 

The stage in which a 
customer is on the 
edge of the decision 
to purchase.

The stage in which a 
customer has 
purchased the 
product and must 
now be serviced.

The stage in which a 
customer has made use 
of their product and is 
now a promoter. 

Activities include: 
• Cold Calling & 

Emailing 
• Networking 

Events 
• Digital & Physical 

Marketing

Activities include: 
• Closing 
• Follow-Up 
• Lead Nurturing 
• Providing CVs 
• Tailored Packages

Activities include: 
• Check-Ins 
• Evaluations 
• LEAD and IPS 
• Socials

Activities include: 
• Interviews 
• Showcasing 
• NPS Reporting 
• Follow-Up 
• Upscaling & Re-

Raising



Talent Management
The role of TM is to predict outcomes, diagnose problems, and prescribe actions 

on the people side that will add business value. TM is responsible for processing 
excellence, developing our people, and engaging and retain our talent.

Process 
Excellence

Twice a year, TM  is responsible for recruiting the best talent into 
our LCs. Regardless of when your LC recruits its new members, it is 
TM’s role to identify and implement the best recruitment strategy in 
accordance to past data and the LC’s talent needs. Recruitment 
should not take longer than 2 weeks and the member on boarding 
process should be no longer than 10 days. 

Developing 
our People

TM  is accountable to the development of our people. This includes 
both professional and personal development. TM must create 
regular LC-wide touchpoint throughout the year to assess our 
people’s development. These touchpoint include: member induction 
spaces, monthly General Assemblies (LCMs), bi-monthly LC-wide 
bondings, and much more. 

Engage & 
Keep our 

Talent 

TM is responsible in ensuring high member retention. Parallel to 
this, TM’s role is also to ensure the readiness of talent for critical 
leadership positions in the upcoming future and have member ready 
to apply to such higher roles. As such, TM must properly ensure that 
high performers are actively engaged and recognized within the 
organization. Whether this be through rewards and recognition, LC-
wide events, or other touch points, TM is accountable to the growth 
path of their LC’s members.

MoS / KPIs 
• # of members 

recruited 
• # of members

MoS / KPIs 
• Member 

productivity  
• Member to REs 

ratio (min. 1:3) 

MoS 
• Member rendition 

rate (min. 50%) 
• Members applying 

to leadership roles  
(min. 50%)
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P1: LC 
Creation 

P2: LCP 
Driven 

P3: VP 
Driven 

P4: TL/  
Member 
Driven 

P5: LC-  
wide 

Collab 

P6: 
Expansions

REs
0 - 11 12 - 25 26 - 70 71 - 130 131 - 160 161 - 250

TIER 5 
(1 POINT)

TIER 4 
(2 POINTS)

TIER 3 
(3 POINTS)

TIER 2 
(4 POINTS)

TIER 1 
(5 POINTS)

oGV 1 - 25 26 - 50 51 - 80 81 - 125 125 - 180

oGE 1 - 5 6 - 15 16 - 30 31 - 45 46 - 60

OGT 1 - 5 6 - 15 16 - 30 31 - 45 46 - 60

iGT 1 - 5 6 - 10 11 - 25 26 - 40 41 - 60

CLUSTER 5: 0-3 CLUSTER 4: 4-8 CLUSTER 3: 9-14 CLUSTER 2: 15-20 CLUSTER 1: 21-25

Organizational Development Model
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PHASE FOCUS LC STRUCTURE GOAL

P1: LC 
Creation

• Strong foundation 
(minimum standards, etc.) 

• oGV 

• oGV: flat team of 4 members. 
• oGET: flat team of 3 members 
• iGT: flat team of 4 members 
• FIN: flat team of 2 members

• 11+ REs

P2: LCP 
Driven

• VPs focus on strategy 
• Focus TN upscaling 
• IXP 

• oGV: flat team of 4 members. 
• oGET: flat team of 3 members 
• iGT: flat team of 4 members 
• FIN: flat team of 2 members

• 25+ REs 
• VP driven results

P3: VP 
Driven

• VPs focus on strategy 
• Strong New Sales 
• IXP 
• Introducing TLs

• oGV: 2 TLs with 3 members each 
• oGET: flat team of 4 members 
• iGT: flat team of 4 members 
• FIN: flat team of 2 members

• Member driven 
results  

• 70+ REs

P4: TL/ 
Member 

Driven

• 3:1 LC productivity rate 
• VPs focus on strategy 
• Focus TN upscaling 
• Strong TL structure

• oGV: 3 TLs with 3 members each 
• oGET: 2 TLs with 3 members each 
• iGT: 2 TLs with 3 members each 
• FIN: flat team of 2 members

• TL/member driven 
results 

• 130+ REs 

P5: LC-
Wide 

Collab

• 4:1 LC productivity rate 
• Upscaling TN takers 
• TL structure

• oGV: 4 TLs with 3 members each 
• oGET: 2 TLs with 3 members each 
• iGT: 2 TLs with 3 members each 
• FIN: flat team of 2 members

• Member driven 
initiatives / 
strategies  

• 160+ REs

P6: 
Expansions

• 4:1 LC Productivity 
• Successfully establishing 

AIESEC in a new campus  
• Large TN accounts

• oGV: 4 TLs with 3 members each 
• oGET: 2 TLs with 3 members each 
• iGT: 2 TLs with 3 members each 
• FIN: flat team of 2 members 
• EXPANSION: 2 TLs with 3 

members each

• Member driven LC 
• 250+ REs

Growth Paths


