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HUL wins GenY back

Kala Vijayraghavan
MUMBAI

ﬁ SHARPLY-FOCUSED human resource strategy

aimed at winning back Gen Y has ensured Hin-

dustan Unilever is ‘Dream Company No. 1’
among management graduates in India’s top 20 busi-
ness schools, three years after students relegated the
‘fuddy-duddy’ consumer goods makerto the bottom of
their most preferred employers’ list.

The ‘CEO factory” topped preferred employer charts
for nearly two decades, but was upstaged by i-banks
and consulting firms in 2007, when itslipped toa shock-
ing number 14 in the dream employer list.

Stung by the affront, the company responded by
overhauling its HR framework to make itself more at-
tractive to a younger generation and be seen as accessi-
ble and informal on campus.

Thisseems to have worked. Almost 64% of manage-
ment graduates have considered applying to HUL, ac-
cording to the latest Nielsen Campus Track-B School
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which began a process of harmonisation to revamp
policies on compensation, talent and learning.

Top officials in the company took urgent steps to be
relevant 1o a young workforce who have different per-
ceptions about careers and the role of money in their
lives. In the past few years, the leadership behaviour at
HUL under Doug Bailie, Harish Manwani and Nitin
Paranjpe is distinctly and progressively getting informal
and accessible, unlike the earlier slightly imposing and
hierarchical style.

What has also helped HUL is the fact that the
FMCG sector, which offers far greater security, has
emerged as the industry of choice for this year's man-
agement graduates.

“The younger generation demands far greater trans-
parency and flexibility; they will not be career loyalists.
The challenge is how organisations are equipping
themselves to cope with a generation which isinto blog-
ging and communicating through the web,” says Nair.

Some things remain unchanged, such as rigorous ru-
ral stints — known as the Business Leadership Training
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Survey this year. through Facebook, Twmeri (BLT) programmes. However, unlike earlier years,
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Leena Nair, director, HR of HUL told ET. el
The factors driving students’ choice of dream compa- called coulditbeu

£ municates early on with its star performers.

S “The processes have improved a notch every year.
£ More importance is given to a person’s wishes while
£ planning career moves, and these are recorded. HUL is
£ now farmore flexible,” says Nair.

ny were good job prospects, a high degree of independ-
ence, a good market standing, salary package, job con-
tentand take-home salary. “Unilever has taken its game
to the next level in order to retain its position as em-
ployer of choice,” a senior AC Neilsen official who did
not wish to be named, said.

Among the changes the company broughtin were to
communicate to students that it was committed to
“building great leaders and not just making them great

marketers,” explains Nair. The company did this by set-
ting up a portal for students on campus which show-
cased information about career paths and how man-
agers have grown to be great leaders at HUL. The com-
pany also began an informal style of communication
with studentssuch as having conversations over collee.

The HUL team that restructured the organisation’s
HR framework, included a global HR sub-division,

A sales manager is given a ‘capability card” which
highlights where his future potential is, what his next
jobislikely to be and what his development action plan
should be, says Nair.

“What drew me 1o the place is the way leadership is
groomed in the company by taking us through different
and flexible roles which ensures tremendous learning,”
said Prathik Ved, whojoined HUL's sales and marketing
team from IIMA.



