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N

810M members in 200 countries and regions worldwide’

SocialGen

19M+

Canada

17M+

Mexico

185M+
United States | Europe
UK 32M+ Portugal 3M+
France 23M+ Romania 3M+
Italy 16M+ Sweden  4M+
DACH 17M+ Czech Rep. 1M+
Spain 15M+ Finland 1M+
Netherlands oM+ Ireland  2M+ 56M+
Belgium 4M+ Poland AM+ Chinese Mainland
Denmark 2M+ Norway 2M+
Hungary 1M+ 3IM+
IM+ ' 85M+ Republic of Korea
+ | I I India g
: ll_.rM ‘ srae - 2M'|'
urkey
10M+ M3M+ ! ' i Japan
[ |
Colombia T 6M+ 5M+ 2M+ ‘ 2M+
55M+ ' Egypt UAE Hong Kong (SAR) Taiwan
Brazil 5M+ 5M+ ' o - 10M+
6M hisch saudiArabia SM+ The Philippines
L ‘ Ll Singapore
Chile 2M+ GM'!'
: Kenya 20M+ Malaysia 2M+
| Indonesia | New Zealand
| 9M+
9M+ South Africa g-qzth""
Argentina ustralia

*Membership numbers are updated quarterly after Microsoft Earnings



AGENDA

e Why is Linkedin Social Selling critical?
e What is Linkedin Social Selling?
e What are the benefits?

e How does it work?

SocialGen



There are 58
million Companies that post
companies on weekly on Linkedin
Linkedin business see a 2xhigher
decisions engagement rate

4 out of 5 people
on Linkedin drive

LinkedIn Social Selling is a buyer-centric approach that
leads to higher engagements and conversions
40% of surveyed
marketers indicated
4 50% of buyers turn to Linkedin as a resource when making B2B purchasing decisions Ny it was the most
Linked [ - effective channel to
e Sy . drive high quality

v TA% of buyers choose the sales rep who was first to add value and insight
4 /6% of buyers are ready to have sales conversations on social media _ " 4 leads

v' 81% of buyers are more likely to engage with brands that have a strong, cohesive, professional

social media presence T b

L Sign in f~._
v 61% of organizations engaged in social selling report revenue growth : i — ' 77% of content
= ' marketers say

Linkedin produces
the best organic

results
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Sales People with a Linkedin presence
have 45% more sales opportunities

Connections

Can see what you post
and you can see what
they post to the
LinkedIn feed.

SocialGen

78% of salespeople using social selling
perform better

Messaging

FB messenger style
communication with your
connections that is free -

this is different to
Inmails.

ommercialin Confidencg

31% B2B salespeople say social selling
help them build deeper relationship

RINEHES

30 a month. Credited
back if you get a
response (Even if that
response is negative,
e.g. no thanks or not
interested).




LinkedIn Social Selling requires you to build your brand,
engage the right people and build strong relationships

LinkedIn Social Selling — Key elements

1
k)Build a professional
brand

K',Find the right
prospects

3)
Engage with customers
and land the sale

uBuild strong
relationships

SocialGen

Establish a presence on LinkedIn with an optimized
profile

Prospect efficiently with the right strategies for lead
generation

Join groups that serve your target audience, Share
valuable content, Facilitate meaningful conversations

Expand your network with the right people who can
introduce you to prospects




Social Selling is the process of developing, nurturing, and
leveraging relationships online to sell products/ services

LinkedIn Social selling refers to using LinkedIn to find, connect, and build relationships with leads and

prospects in hopes of driving sales

FIND CONNECT BUILD
]

~ Create the future of sales

?
m Q Searct | -j,‘ ) oS

:

SALES

“People buy from people who: Understand their Business, Understand them, and Trust to solve their
problems”

SocialGen




BUILDING YOUR PROFESSIONAL BRAND
= | CONGRETES ERNT RS
-  EpkeREMEDIAL

DAN Danrae Group
rurlluinﬂlu wn‘EHFHn“FINE =T teyreime
F 0 L

* CEO
Full-iime

[

Experience

AN LTS BRI

Sydney, Australia

Daniel Caruana (HeHim) - 2nd . Danrae Group - What | gat

Waterproofing Specialist » Water Leak Prevention = Water Leak EEEEE.

Reports & Repair = Waterproofer = Remedial Builder = CEQ E Charles Surt Unheerslty | protect buildings and structures from leaks. My business prevents and remedies water ingress into
Sydney, Mew South Wales, Australia - Contact info properties and structures in the strata, commercial, government and civil/infrastructure industries using

500+ connections proven products in the market.

(. 9 mutual connections: Cr.

r v . )

v Pendmgj C\ﬁew in Sales Nawgatmj (’Mme\) = Danrae Group are people who:
-
= protect your existing property;

West, Micole Ender, and T others Click here te find out more >» > hitps/fwww.danregroup.com.au

Providing services Hiring: Remedial Waterproafer = recammerd the bast solution for the long term; and
Project Management Danrae Group - Sydney, Mew South Wale- =% ~—— d on family values.
See all details See all detail H

: s Daniel Caruana b4

ind of people you want?

»» hitps://www.danraegroup.com.au

About Contact Info
fou lgoking to do?
= What we do? s . -
e B Daniels profile . .
o ) ) tks from any area such as roofs, car parks, lift pits, planter boxes, balconies, basements;
My team and | protect buildings and structures from water leaks. Qur business prevents and remedias w linkedin.com/in/water-leak-waterproofing-remedial-builder-prevention-  zoncrete damage to from water issues such as concrete cancer, effiorescence, eracks, carbon fire
into proparties and structures in the strata, aged care, commercial, government and civil/infrastructure i & ; 5 P g & expansien joints:
installing proven praducts in the market repair-detection-reports-investigation : vea; _ . ) ) )
sultant damage from water such as mould, paint, gyprock, brickwork, tiles, balustrade, facades;

vater ingress such as membrane installation, injection, damp coursing, cavity systems;

o here to find out >3 httpsy/www.d ' i
DAIEE e S pdfwrvow.danraegroup.com.au ‘90 Website te leaks and provide reports through infrared cameras, dye testing, EFVM testing.
w Danrae Group sre peogle whe: danraegroup.com.au (Company) nt a maintenance program to maintain your flat #rogfing #waterproofing membrane
EEEEEEEEEEEE
=] Birthday
=2 recommend the best solution for the long term; and
May 21

= based on family values
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Your LinkedIn profile needs to be customer centric
aiming to inform and inspire

(1) Build a professional brand

SocialGen

LinkedIn Headline should be action oriented, not just
a title

Summary should include role, your unique value
proposition, and why you’re passionate about the job

LinkedIn Profile Picture should represent you in the
best light possible

Rich media should illustrate your story

Educate potential buyers who visit your profile

L mmata




BUILDING YOUR PROFESSIONAL BRAND

.

Experience

Business Development Manager - Scale Up

15t

rl Autodesk

. University of Wollongong

Jeremy Christoforatos %
Construction Technology | Digital Transformation | BIM | Partnering
with industry leaders to make a better tomorrow =

Contact info

lg 12 mutual connections: Joshua Hay, Phillip Siu, and 10 others Media (1) :
y w Y . —
TR . ¥, 1 AGHE
Message (| View in Sales Navigator PAN Mare MANUBACTURING
Sage Australia n
About
As 3 C-suite exscutive or managing director in the construction industry, how aré you connecting the
Robert Hanson x

from the earliest phases of design, through planning and construction, and long into the operations pl

Contact Infa

We know that many firms are still reliant on paper-based workflows and siloed data which prevents co
causes delays, while creating new nisks and costly rework. To solve these challenges, builders need a pif
bringing together best of breed tachnelogy in an integrated solution that is easy to deploy and Intulthl  » wessins

[ Robert's Profile

As an Account Executive with Autodesk, | work closely with our construction clients to understand the
currantly axperiance at each stage of the building process. | then halp tham to lavarage tachnology, in

P N Fhene
networks from Autodesk that streamling their bidding processes and enable them to enginsar valus g = R
Work. 7 Addeens
With more than a decade of expenence in the construction industry, a5 well 35 a Civil Engineering and | @ &mad
degree, | bring 2 unique set of skills and first-hand knowledge to assisting our clignts as they make the =
new systems and processes. e

Jg Connected
Mwech 13, 3013

SocialGen

Sisca Margaretta ¢

Global Marketing Leader | CX & Client Insight Strategies |

Contact info

Decisioning and Analytics - CMO 3t Expenian Asia Pacific

T_:.-' Experian

Royal Melbourne Institute of
Technpiogy

Wy financial indluséon i
important in the road to—.
Bzoa Maga
Finnneial inclugion has
S6en 3 prg

everyond has egual aCoess 1o
findncisl ideniities And essentis
firancial services. | fand thane's 8

us a% Experian,
and that means making sure that

Priyvamka Nadkarmi, ICOMN Board
bember speaks with Sisca...
T ube

With cver & hours of incraditie
speaier presentations at the
upcaming FOON X0 Market
Leadership: Asla Conference on

Experian's commitment to
working with migrant domesti_

corporats responsibility, o
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SALES NAVIGATOR

Linked [T}

FIND YOUR

PROSPECTS
USING SALES
NAVIGATOR?
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Use the right strategies to identify the most effective —

Filters: Clear (4) Selectal

(2) Find the right prospects

Curstom Lists +

B Steve Grace 2ed [

+ csj Mribés 31 CUB Private Business Chil

= Filter your search 0 results x

Past Lead and Acgount Activity

Strategies for finding prospects:

Top filters Apply your sales preferences l'\_) Grography ﬂ —
+ LinkedlIn Search m
Keywarnds Past Lead and Account Activity
* "People Also Viewed" Sidebar + i Within: Region @ & Gabricl Machurct 2nd
Founder 4! ASO Agency
* Your Customers' Connections Relatiorabie schaol Relationship + ishiepien;
i ’ - Company + u | 4 shared eonections
* Lead Builder
Profile Language First name Last name Industry
+ Saved Search + + H . ! :':“'_i”.iu,ﬁlfm"- h—’rf tConnection
 Csrmmenori M Monagiog Director 1 Tl "
+ Job Alerts Role & tenwre filters [ Financial Services X | i
P Y
+ Linkedln Pulse Vears in current position Years at current company

SocialGen

= Filer your search

Pt company

+

Wears in curment position

+ ¥

0 Fduilts Eﬂ x

Vears ol current company

+ ¥

Years of experience

4 ¥

Company type

+

Health, Wellness and Fitness X

Hospital & Health Care X

Hurnan Resources X

Information Technology and 5... X

Dez Blanchfield 2nd
Founder / Chief Executive Oificer 21 Sockaall Inc.

Potential Prospects
as targeted by your company



START
CONVERSATIONS

© 2022. All Rights Reserved.
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SocialGen

Add a note to your invitation

LinkedIn members are more likely to accept invitations that include a personal

Hi Nick. hope you're well. | thought I'd reach out as we are both connected
with Mick Smith so am aware you're the Co-CEO at AltX. For networking
purposes. I'd like to connect with you on Linkedin, Best Wishes, Jeff...

Maya Culas =t
Technology Marketer, Mentor, Counselor

angalore Urban, Karnataka, India - Contact info
500+ connections

w 4 mutual connections: Pratyush Khare, George Soulintzis, and 2 others

(View in Sales Navigator) (More)

Hitachi Vantara

Ad see

New message e X

Maya Culas X o

Maya Culas - 1st
Technology Marketer, Mentor, Counselor

Hi Maya, I'm sure you get lots of requests to connect so wanted to say ™
“Thanks" for accepting mine. I'm always interested to know my
connections and it seems we share some professional interests so let

me know if your thoughts on catching up over a ‘virtual’ coffee to
share experiences?



ADDING
VALUE BY
SHARING
CONTENT

© 2022. All Rights Reserved.
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@ Andrew Jones -
-®

How your bank can prevent commercial lending fraud in COVID-13 relief
programs - Thomson Reuters Institute

oe

ARTICLE POSTS

#Here AtAWS I

""" IMAGE POSTS

SocialGen

Are you

o000

Greg Gillies - Mentor, Coach »
.
doing this @

CAROUSEL POSTS

Greg McCreanor » 1st

M S = o =k S skl = = = - 1 e | e
Microservices Is 3 pattern that enables C:’g.::"lS.;'ZIC".; to innovate at speed, but
|
u

without appropriate planning around security and governance, the dream of

microservices can quickly become a nightmare.

) MuleSoft

y
MICROSERVICES?

Play

. . .
rra atinnc havua wave hoan wanti

P M ® @ ov4s048 x o)

NATIVE VIDEO POSTS



ﬁ .Grfa!ldc.-rcna )
& Derick Mildred « 15t “ew thr to Fave joines t
She @ e :

€ What is the Best Investment You Can Make In Your Life?

We all of only have one go at this life so it makes perfect sense to mak ..seem

What is the Best Investment You Can Make In Your Life?

ne author can sée ho ou vote, Learn more

Stocks, Shares, Property

Education & Improving Yourself

Quality Time with Your Family

o W W
S L

Other, Please Comment Below

00" 335 - 198 comments

@ () SocialGen - 828 Soclal Selling

’:5 Like &) Comment ) Share <7 send .9, Aca s co .
o CY Y.

Dusrok Bell (HaHirn) = 1ot 3 (#mE) =
Very coal for corponate events. 've bogkmarked these guys. New, To

SEATE DIANAING OUF MEXT iM=DErSOn Event o, 1757w

SocialGen



SETTING

MEETINGS &
APPOINTMENTS

NcialGen © 2022. All Rights Reserved.




ABOUT MEETING ACCEPTANCES

Thanks for connecting with me Mandy, | hope my network offers some value.
I'm always interested in knowing my LinkedIn connections better and

considering we are both based in Melbourne, | would normally suggest a catch
up over a coffee to share insights and experiences.

However, due to the current situation, perhaps | could interest you in a virtual
coffee over a video conference instead? Let me know your thoughts... Chris

— - w 1
[ View in Sales Navigator ) [ More... )

Chris Wood - st [ im [f—

Enterprise Security | Data-Centric Security | Cloud Security
| DevOps Security - Regional VP for APJ at Imperva
Greater Melbourne Area - 500+ connections - Contactinfo

@  The Streetly School

Hi Mandy, great to hear back from you and
happy new year! Is there a number and email
one of my team members can reach you on to
book something in our calendars?

—_—— - ~ &
Connect (_Viewin Sales Navigator ) (_More...

Mandakini (Mandy) Khanna - 2nd me=¥ MyState Limited

CRO, MyState Limited . Australian Institute of
Greater Melbourne Area - 500+ connections - Contact info Company Directors

SOC|a|Gen Commercial in Confiden®




AUSTRALIA/NEW ZEALAND

e Connection Acceptance = 30%-40%
e Meeting Acceptance = 15-20%
e Response Time (In Days) = 5-9

hcialGen




SUCCESS STORIES




Leads Imported 2,125
o Approved for Meeting Invites a2
Remaining Leads 338
B , On Hold for Meeting Invites [v]
Jeremy Christoforatos # -1« H Autodesk Leads Run Out 010ct
Construction Technology | Digital Transfarmation | BIM | Partnering 2020 5 g
with industry leaders to make a better tomorrow (= . University of Wollengang Denied for Meelmg Invites 87
Sydney, New South Wales, Australia - Contact info =
Connection Requests Sent 1,186 Approval Rate for Meeting Invites 49%
Accepted Connections 298 Meeting Invites Sent 72
. " i . " i Connection Acceptance Rate 2513% Meeting Invites Accepted 9
Linkedin Linkedin Linkedin Linkedin Linkedin P e 4
Likes Comments Clicks Reshares Views )
Leads Excluded 601 Meeting Acceptance Rate 13%
437 3 206 7 19618 T _— 28.28% Meetings Booked 0
e P_erem,- Christafarates « 15t - e e Jeremy Christoforatos « Tt rs e Jeremy Christoforatos « 15t =EE
@ P ® N Y e
Digital twin technology really is the future. What differentiates it from BIM is its A recent study by Autodesk and Dodge Data & Analytics shows, 52% of general Being open to innovative ways of working is now becoming more crucial for the
ability to contrel equipment, completing job-site tasks remotely. A critical contractors and 56% of trades noted failures in communication and coordination construction mdustny. S0, how ¢an we use offsite construction systems and lean
advantage in times like today. The Igarnmg and growth opportunity gain ed a5 & top factor for low productivity. 5o, how do we overcome this challenge? construction 1o get back on site with the current restrictions? Although UK based
through the data received is also of immense value. Read more here. #DigitalTwin Ultimately by streamlining processes and breaking down information and data this article shares some great research on how to do just that and utilise offsite
#ConstructionTransformation #AutoDesk silos. We've added a bunch of features to BIM 360 to help you da just that and paneized EETon n"e:h:'_s:!s for integrated "“'F“"'T chain m""":“"‘ increazed
track actual costs, streamling cast management workfiows, and enhance figld efficiencies and grester collaboration. #ConstructionTransformation
checklists, Here's how, ZBIM360 SAutodesk 20fisteConstruction #leanConstruction 2Autodesk

i i New BIM 360 Features to Track Actual Costs, Streamline Cost Management
Digital twin technology set to transform construction - Build Australia Workflows, and Enhance Field Checklists - Autodesk Construction Cloud Blog

g COARIruCtonDIOR BUl00eS 0

SocialGen




Leads Imparted 1,990

Approved for Meeting Invites 145
Remaining Leads 68 On Held for Meeting Invites 0
George Soulintzis 1= Hitachi Vantara Laads Run Out 04 Apr Denied for Meeting Invit 299
Data Modermisation | Smart Cloud Strategy | Data Analytics | Data 2022 enied for Meeting Invites
Qps | Digital Transd ation |
dnay, New South 4ustralia - Contact info Approval Rate for Meeting Invites 33%
Connection Reguests Sent 1,785
L00+ connections
H 12 mutual connections: Gavin Lipman, Lyn Ward, and 10 othe Meeting Invites Sent 129
Accepted Connections 595
M I S 1Y e . Meeting Invites Accepted 24
Connection Acceptance Rate 33.33%
Meeting Acceptance Rate 19%
Leads Excluded 137
About
As 8 CTO e CI0, how are you mademising your dats environment 1o meet the new digital demands of your business? Lead Exclusion Rate £.88% Meetings Booked 0
The push towards hybind d is bing diriven by 3 confiuence of end user nequirgmints such s butingss comtinuity,

mcbility, security, anabytics, and processing power o enable
objectives. To meet thess neads, it's essential to create complate
and backups acress your hybnd doud enmvingnment.

oricioroe B Enscutie Tasks in support of busingss
visibility and control of applications, data sterage

Linkedin Linkedin Linkedin Linkedin Linkedin
As an docount Exeoutoe with Hitachd Vaniara, | work corsuliatreely with cur chents o undersiand thedr curment - - -
challenges for criving better performance from their data enviranment while simultaneously lwering risks and Likes Comments Clicks Reshares Views

creating new efioencses.

With more than two decades of experienct 33 3 consultant and advisor in the technology sector, | bring a blend of

dirgct énd user dxpentisd with mid-marked and Enterprise e customens and channél partners. | specialine in bulding 69 2 144 G 62 16
streng customer relationships, articulating business value, and helping clients to develop business cases for technalogy

imvestment.

believe in changing the conversatio

h strategy led rather than proguct ked discussions 10 SLDPor Cusiomsrs

transformation goals via data-driven insights. A5 3 passionate customer advoate. I'm able to navigate multi-layered George Soulintzis - . Gearge Soulintzis + 15t e
GG hars 3nd (rEate DT 1O DT BILONMIONS by putting myself in dur deent's shaes 1o understing and asist them in Data Meskermisation | Smaet Clowd Srabecry | Dats Anabriics | Duts Oos | Dioit 4l e R R Y sics | Data O | Dioit
delnverng their business i e, e B N : o ® )

Can automation further humanise work? Accarding to Bain, yes! By automating No surprise that hybrid cloud is the architecture of choice. In today's day and age,
menial tasks, we create space for problem-sohving, creativity, and interpersonal our enviranmints arg complex and :“‘c te mast various needs ‘1'? adaptte

o nt c . Howew N hybr h certamiy key. yoL
connection—all significantly areat drvers of le‘:_mm:& P ponstant change. However, while a hybnd approach is most certainly key, you

Ca m pa | g n T| I e‘l I ne sDatalnnovation have to ensure you have vigbility and contrel over your environment. This is

whieré Datalps comes in, THitachiOps *Data0ps fHybridCloud

N Days Elapsed [N Devs To Go

41 curated Linkedin posts
24 Accepted
to Meet

Marketing
Qualified Lead

Hybrid cloud hurdles — and how to addresd thim

chogen = 8 min read

SocialGen




Network Meetings

Leads Imported 1035

Approved for Meeting Invites &8
Remaining Leads 0 On Hold for Meeting Invites 0
Leads Run Out 105ep Denied for Meeting Invites 0
in| 2021
R Approval Rate for Meeting Invites 100%
Kylah Limmer 203 Fujitsu Australia Limited Connection Requests Sent 934
Defence Indus‘trly Eco-system | Slraieg:;ic Partnering | Interoperability Meeting Invites Sent &8
[Technology Visionary | Global Expertise Murdoch Univarsity Accepted Connections 473
Canbemra. Australian Capital Terr
- S Meeting Invites Accepted 67
500+ connections Connection Acceptance Rate 50.64%
‘g 1 mutual connection: Phillip Meeting Acceptance Rate 9%
Leads Excluded 101
= e : s N )
[N | View in Sales Navigator More ) Meetings Booked 4]
Lead Exclusion Rate 2.76%

DD Linkedin Linkedin Linkedin Linkedin Linkedin
As a senior leader in the Australian Defence Force. do you feel supported by your Industry partners to ensure your Likﬂs Comments Clicks Reshares VEGWS

continued investments in digital technology solutions and services are intéroperable across agencies?

With so many siloed digital transformation prejects taking place within the Defence landscape in Australia, it is

essential that platferms and programs can securely intersect at a data level. Finding the right balance between data 315 16 1 5 23751
sharing and data security nequires tnusted partnerships with technology providers who can offer co-creation

CApabilitigs fiar qunng INROYITION wile mmmmsmg ks,

As the Head of Defence at Fujitsu Australia, | work with senior leaders across the Australian Defence Force to create

partnerships that enable each agency to levarage the trusted innovation capabilities that Fujitsu offers. EFOpenatiiy [fechn
With mere than two decades of experience as a consultant and senior executive 3cross the enterprise technalogy Part of the challenge in digitally transforming military departments is overcoming There ane varicus technologies available that the Australian military could leverage
sector, | enjoy highly regarded relationships that span the breadth and depth of the Australian Defence Organisation cultural and ethical barriers, However, any military that deesn't sdopt emerging of shety et 8 better handle on dats quality 3nd mandgement. This new 1 h
and the Defence Industry Ecosystemn. With proven expertise in leading high performing teams to drive profitable technology and leverage Al capabilities could be at a distinct disadvantage. designed to modernice how the Department of Defence wees data across the

f ny yatem. pr P g high p ning prof #military #digitaltranstormation board i & wekiome step forwand. Sdatadriven Smillitary

growth and customer engagement. | enjoy creating a culture of trust and client-centricity within our team,
Alongside Defence relationships, | am also proudly a Defence Industry advocate. holding several key leadership

positions including Chair of ADIESA. the Industry Advisar for the ADF Cyber Skills Association. and have been invited to
speak at Defence conferences such as MiIICIS. Defence Cyber Summit. and the Space 2.0 Summit.

19 curated content- Aug to Oct 2021

Ld
SOC I a I G e I l Techrclogical innevatisnwithin themilitary will be a cultural and ethical

challenge Defence dept lyunches first ever data strategy - InnovationAus

perytachagiogy.com » 3 min read innenSicrlus.oom = 2 min rad



Paul Crighton -2~

Public Cloud | Private Cloud | Hybrid Cloud Solutions | Digital
Transformation | Cloud Infrastructure | Data Storage

Greater Melbourne Area + Contact info

c) Paul Crighten « Znd
e ® '

That is mighty impressive. “While today's users probably don't need & 442 Thps
connéchon, that speed could be leveraged by businesses, especully a3 companses
adopt trends like loT and cloud computing.”

+ Follow

HT 2Network TTechnalogy FloT #CloudComputing fAustralia

Researchers squeeze 44.2 Thps through existing fiber optic cables

Bafranceyaronoo « F minredd

SocialGen

n [

@ British Royal Navy College

Bwulcﬂ;h:gﬂ.;—:: + Follow ===
Pusie Ot | Privaite O | Myond Ol Saiutons | Digt
e

In 1849, wath months apart 5 'sbange beaste’ Cambe 10 b the dawn of the
computer sge — I fram Bnteen, 2 from the US, and 1 froen . Ausirala,

“What's smazing sbout the CSIRAC is that the researchers who built it had Eathe
idiea of the wark going on elsewhere in the world .. the lacal resesnch community

wid 3fEn wiing i gaecands of the lateit Setidpments overiesd.”

| highly recammend you have 5 read of this excellent piece on Autralia’s CSIRAC
gre of the grandfathers of modern computent. Great technclogical haitony lesson!

1T ETechnslogy SComputers SAustralia

CHIRAC: The Only First-Gemeration Computer Sill in Exittence

e » § i g

7%

&7
45

&7%

Linkedin
Views

24523

Leads Imported 1,655 Approved for Meeting Invites
Remaining Leads 48 On Hold for Meeting Invites
Leads Run Qut 16 Sep Denied for Meeting Invites
2020
Approval Rate for Meeting Invites
Connection Requests Sent 1428
Meeting Invites Sent
Accepted Connections 438
i Meeting Invites Accepted
Connection Acceptance Rate 30.67%
Leads Bxcluded 179 Meeting Acceptance Rate
Lead Exclusion Rate 10.82% Meetings Booked
Linkedin Linkedin Linkedin Linkedin
Likes Comments Clicks Reshares
526 26 221 0
. Onling Relationship Per Industry . Online Relationship Per Populate Accounts
Indormugion Techeciogy & Sandens Wagrnnrtss Graug
Fogpey & B (e G Al
B Sarven ree i i
Hiphar Euemen Srem i
ey gt
(BT AT 10 Technology
Masaperas (onuting ]
Compuner Softwang Bagtraia Fog
Ty NP
PZANACRSOININAIS [ Pul ey
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LUCKY DRAW
WINNER

SocialGen




chialﬁen

GERALD GARCIA

At SocialGen, | work hand in hand with businesses to help their business influencers form genuine
human relationships with key decision makers. We enable you to use soclal selling as your conduit
for delivering targeted and measurable messages to the right people, at the right time.

With more than two decades of experience as a senjor leader and business development axecutive
in sales, marketing, and customer experience, | understand the importance of bringing sales and

marketing departments to align activities for more effective sales enablement.

By connecting emotionally with my customers, | have an acute understanding of their needs to
better help them transform their business. | am adept in all facets of customer journey mapping and
leverage strong technical skills to develop platforms that deliver efficiency and productivity gains,
Increase sales opportunities, and facilitate revenue growth,

My career success stems from an ability to lead and inspire teams, motivating consistently strong
performance through recognition, feedback, coaching and mentoring. | thrive in multi-faceted roles
and enjoy a culture of collaboration where | can contribute across multiple levels to achieve business

objectives.



