
 

Creating an LA:RISE Recruitment Pipeline 

Benefits of creating a recruitment pipeline 

• Provides a steady supply of candidates to the LA:RISE program 

• Easier to track what is and isn’t working and gives insight to future strategy  

• Increases the interest of participants who are being referred 

Ideas to creating a successful recruitment and referral process 

• Utilize information we already have: 

o Connect with other LA:RISE partners 

▪ One of the best resources in the LA:RISE program is the 

program partners. Some of the partnerships overlap in the 

populations they serve at their employment social enterprise. 

Using the REDFworkshop LA:RISE Partner Directory can spark 

ideas on which partner you can connect with to learn more about 

their referral sources. A contact list is also provided on each of 

the LA:RISE Portals and gives you the opportunity to directly 

connect with your fellow partners.   

o Create relationships with the existing referral partners 

▪ For our CD2, CD10, and Youth Academy initiatives, we are 

partnered with several service providers. To ensure a successful 

and consistent referral process it is imperative to be in contact with 

the staff at these sites. Creating time and space for introductions 

and meetings with these new partners will help create a more 

seamless transition for potential participants. These new potential 

clients are familiar with their case managers at these sites, by 

becoming more familiar with them the easier it will be for the 

potential client to become familiar with you.  

• Potential recruitment solutions: 

o Conduct outreach to raise awareness of the program 

▪ Getting the word out about the LA:RISE program and your services 

is critical to recruitment. Rather than focusing on potential partners 

across the board (shown below), focusing on community members 

and organizations in your area can help identify and refer new 

participants. Collaborating with existing community leaders can 

open up a new pool of talent for your employment social enterprise. 

This could also include hosting recruitment events and inviting local 

https://redfworkshop.org/larise/partnerships/
https://redfworkshop.org/socal/larise/


community members to attend, as well as planning meetings and 

events at other local community sites. 

o Identify referral partners you want to tap into for potential 

participants 

▪ As partners we recognize that each organization caters to different 

populations, and a big step in recruitment is connecting with 

external organization. If your program focuses solely on re-entry 

population, reaching out to places like the Department of Probation 

or a non-profit that also deals with that demographic could be key 

to new referrals. For this you may want to start internally to see if 

any of your colleagues have existing connections to the 

organizations you wish to create a relationship with, and if not, send 

a general inquiry to establish exactly what you are hoping to 

achieve. 

o Make the marketing material for LA:RISE accessible to potential 

partners and participants 

▪ LA:RISE has several pieces of marketing material on the 

REDFworkshop portals, including recruitment flyers for all 

initiatives, talking points, and an overview 2 pager. Making these 

accessible on your website as well as having them on-hand to 

provide to potential new partners and participants is crucial.  

o Identify how you will facilitate referrals 

▪ Once we you have established relationships with referral partners, 

you need to consider how you will facilitate these referrals. Whether 

this is an internal tracking sheet, via email or phone, or through an 

online page. Tracking and follow-up are important to ensuring no 

potential participant is lost in the process. 

The information above came out of existing employer recruitment information, their 

research was combined to create the potential strategy above.  

• The Blueprint: How to Create a Recruitment Pipeline 

• Campbell & Company: How to Build a Diverse Talent Pipeline for Your Nonprofit 

Team 

• Campaign Monitor: 7 Marketing Strategies to Increase Referrals 

• HubSpot: How to Build a Customer Referral Program 

https://redfworkshop.org/socal/larise/
https://www.fool.com/the-blueprint/pipeline-recruitment/
https://www.campbellcompany.com/news/diverse-nonprofit-talent-pipeline
https://www.campbellcompany.com/news/diverse-nonprofit-talent-pipeline
https://www.campaignmonitor.com/blog/email-marketing/7-marketing-strategies-increase-referrals/
https://blog.hubspot.com/service/customer-referral-program

