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The bottom-l ine impacts and 
results of a MilVet Program. 

Sustainability In 
Military & Veterans 
Programs 
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Intro and Agenda

Matt Disher
Executive Director, Military 

& Veterans Programs 

Veteran, US Marines

Jamie McCall
Senior Military & Veterans 

Programs Partner 

Veteran, US Army National 
Guard

Who is Cushman & Wakefield? 

Our MilVet Program

How does our program work 
and why do we have it?

Our results and numbers
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Cushman & Wakefield at a Glance 

Property 
Management

Stats:

5B Sq Ft
of property 

managed globally

$10B
in revenue

52,000
global employees

Brokerage

Facility 
Management

Facility 
Services
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Cushman & Wakefield MVP

This program was started to fulfill a few basic fun ctions

• People and talent – getting the best talent from the workforce 
by hiring from the military & veteran population.

• Our clients were involved in this work too.

What we do now: 
Employment pathways; direct hire, MilSpouse, Skillbridge, 
advisory, marketing, and business development/retention and 
relationships.

Our Team’s Leadership 
Executives and Executors

Bruce Mosler
Chairman Global 

Brokerage; Chairman

MVP 

Rick Cenkus
President, Valuation 

& Advisory

Veteran, USAF

Matt Disher
Executive Director, Military 

& Veterans Programs

Veteran, USMC

Jamie McCall
Senior Military & 

Veterans Programs 
Partner Veteran

Veteran, USANG

Billy Flagg 
Military & Veterans 
Program Specialist 

Veteran, US Army
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Why MVP

Companies are asking for a more diverse workforce. Here it is. A 
captive, fraternal audience from which the best tal ent can be hired 

• We’re a relationship and reputation-
based business, as many of you are.

• People align to brands that culturally 
align to themselves.

• Veterans are fraternal and brand loyal. 

• We not only have veterans in the 
business, but veterans are our clients; 
and clients are involved in this work 
too. 

42%
of the veterans we 
hired in 2023 identify 
as racially diverse

13%
of the veterans we 
hired in 2023 are 
women

~20%
of the veterans we 
hired in 2023 claim 
a disability
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Cushman & Wakefield MVP 

We fulfill 3 pillars onto which we provide meticulo us data and reporting.

Brand

• We generate over 8M digital 
impressions per year, 
expanding and educating on 
our brand and offerings.

• We have a dedicated mission 
of sharing our best practices 
with other companies…many 
are our clients.

People

• Hiring

• Skillbridge

• MilSpouse

• Interns

• We contribute to QBRs.

• We are called upon when 
a client POC or pursuit is 
affiliated to the military.

• We work hand in 
hand with respective 
government contracts.

Business 
Development
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SkillBridge

Since Inception

• …in late 2020, the MVP SkillBridge Program has brought on 90+ candidates.

offer intention 
conversion rate

90%
Over

different types of 
positions across 
the organization

30
Hired in

Excess Total 
payroll savings

$2.1M
survey submissions 
of interest to engage 

in participation

6K+
Received
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SkillBridge continued…

Candidate Engagement 
Strategies:

• Social media 
and targeted 
advertising, alongside 
Skillbridge website

• SEM

• TV ads

• LinkedIn/Facebook

• AI direct comms for 
Skillbridge process 
instruction

Hiring Manager 
Engagement Strategies:

• Presentations on 
leadership calls

• Internal comms 
via intranet and 
email campaigns

• Talent Acquisition 
collaboration and 
incentives

• Annual/bi-annual 
reporting

Client Engagement 
Strategies:

• Establishment of 
thought leadership 
through Skillbridge and 
MilVet program 
consultation
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Stats to Support

Retail or Product-based Companies

• The veteran, military and affiliated family population 
represents $1T in annual spend power 

• Veterans alone are $200B per year of spend power

Service Based Companies

• 8% of top 500 US companies are led by veteran 
C-suites or CEOs 

• Veteran owned businesses represent $950B in 
annual receipts. 
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Financially Sustainable Programming

• Tax incentives – WOTC

• Skillbridge offset – for us, this looks like around 
$30k per candidate

• Business retention and recurrence – for consumer-
based companies, you’re generating a loyal customer 
base who is culturally aligned

Our Results

• Over $10M in represented relationship-based deals 
in 2023. 

• In 3 years, $2M+ in payroll offsets by Skillbridge

What do we do with this data?

• When we ask for budget, headcount, sponsorship 
dollars, hiring events…etc, we are not viewed as a 
cost-center or a “nice to have”. 

represented 
relationship-
based deals

$10M
payroll offsets 
by Skillbridge

$2M+
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Questions?


