
Tackling Summer for LCPs & EBs



STEP 1: WTF (Where the Fuck) To Begin? 
STEP 2: Projects to Focus on and Goal Distribution
STEP 3: How to lead an LC restructuring
STEP 4: Accountability for Summer Marketers, 
Proxies, and Current Members

Where are we? 



Why start the conversation?  



Why Some LCs Start Thinking About It

Their LC is evolving to 
a stage where they 

should be facilitating 
more products. 

They need to get back on track 
with their year goal. 

They are on track for health in 
the short-term by hitting their 
year goal, but have not hit all 5 

criteria for long-term health. 



Why LCs Should ACTUALLY Start Thinking About It

“Does my city need access to 
different products? To what 

degree am I reaching the 
customers in my city? Are 

meeting standards for delivery 
in all products?” 

“Am I pushing the limits on my 
membership’s potential? Is my goal 

challenging my LC to think of a strategy 
they’ve never thought of before, to do 

something that’s never been done 
before?” 

“Even if I am reaching a huge customer 
base in my city, is every member 

involved and developing through that 
achievement? Are we beating our 

personal best? What are we leaving 
behind for future years?”



How can I start the conversation?  



Step 1: Figure out where your team is at. 

“I’m motivated to achieve my LC 
goal because my LC has a lot of 
potential - our membership can 
develop and do so much more 
than they are doing right now.” 

“I’m motivated to achieve my LC 
goal because I can’t imagine what 
it would be like to not hit it. I have 
to hit it - I’ve always achieved and 
excelled and the culture of our LC 
is also one of excellence.” 

“I’m motivated to achieve my LC goal 
because I’m driven by AIESEC’s 
relevance for my city. I see the impact 
we have on our customers and I want 
to facilitate more of those experiences.”

“I’m not motivated at all to achieve 
my LC goal. I do not see the purpose 
and feel indifferent towards it.”

THE LC STORY

THE INDIVIDUAL STORYINDIFFERENT

THE AIESEC STORY



Step 2: Figure out where the team wants to go. 

Discussion What drives you in 
AIESEC (see Slide 7)?

VALUES & MOTIVATION

Based on discussion, what does success 
mean for the team? 

STRATEGIC PRIORITY

Increase market 
penetration & 

accessibility of products?

Delivering on standards 
for customer experience? 

Setting & hitting a goal 
that challenges the LC & 
membership beyond the 

norm? 

Ensuring every member 
contributes to and 

develops through LC 
achievement?

Assess current state of LC in 
relation to the 

priority/priorities that the 
team has picked.

CURRENT STATE



Step 3: Schedule touch-points to complete the rest of 
the summer re-planning process!



So what is the flow of re-planning?



Part 1: REGAINING PURPOSE

VALUES & MOTIVATION

STRATEGIC PRIORITY

CURRENT STATE

What drives the team to continue excelling in AIESEC?

Based on the team’s values/motivations, what is most important 
for the team to achieve in summer? 

● Increasing market penetration & accessibility of our products
● Improving delivery of products to continue growing
● Setting a goal that challenges the LC’s mindsets & potential
● Ensuring every member contributes and therefore develops through the goal

Based on the priority/priorities picked, what is our current state 
in comparison to where we want to be? 

● Current vs. desired market penetration
● Current vs. desired growth of products 
● Current vs. desired delivery of standards and value for each product
● Current realizations and strategies attached to it vs. desired LC goal
● Current member contribution rate vs. desired member contribution



Part 2: REGAINING DIRECTION

GOAL PLANNING

PRODUCT PLANNING

STRUCTURE PLANNING

Based on our priority, what are our goals for each product and 
how should we distribute these across the summer & fall? 

Based on the goals we distributed, what 
opportunities/sub-products for each product should we focus on? 

Based on our product focuses and goal planning, how many 
people should be in each team? How should our structure 
change? How do we manage this change?  



Part 3: REGAINING ACTION

RECRUITMENT

NEW PEOPLE 
RESOURCES

PROXY PLANNING

If we need to do an off-season recruitment, how do we bring 
them up to speed as quickly as possible? How can we leverage 
the remaining members to hit a faster time to contribute? 

How can I make sure I have a great ROI on Summer Marketers, 
CEEDers, or any other new talent that I am compensating for 
AIESEC work over the summer? 

If I have a proxy, how do I make sure that they are held 
accountable throughout the duration of their work? 



Key take-away in one slide:

A REPLANNING RETREAT AGENDA!  

VALUES & MOTIVATION: Why is AIESEC important to the team? 

STRATEGIC PRIORITY: Based on the team’s values, what element of LC growth is most important to the 
team? 

ASSESS CURRENT STATE: What is our current state of growth in comparison to where we want to be? 

GOAL PLANNING: What goals are attached to our vision for growth? How should these goals be distributed? 

PRODUCT PLANNING: What sub-products/opportunities should we focus on to grow our products? 

STRUCTURE PLANNING: What structure best aligns with our vision for growth? How do we transition to 
this? 

RECRUITMENT PLANNING: How do we lead an off-season recruitment and get current members to 
contribute? 

NEW PEOPLE RESOURCES: How do we maximize the ROI on members, CEEDers, and Summer Marketers? 

PROXY PLANNING: How can I reinforce accountability amongst my proxies? 



You have the chance to 
transform. Will you take it? 


