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WHAT DOES
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A EXPERIENCE M7 PROCESS

ovir 100 vears

Over 100 years of experience
in demand creation.

v 250

Worked with close
300 global economic development
organization

over 100 528

Worked with over
100 B2B clients

4 YEARS

Average 4 years of tenure per Research
Associate

360 pecrrs

360 degrees service offering
from strategy to implementation

D

5 quality control tollgates baked in our
methodology

Quality

Quality over quantity
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OUR
INTERNATIONAL
FOOTPRINT

OVER 25

Over 25 languages spoken

APCO worwinr

Global Strategic Partnership
with APCO Worldwide

31 COUNTRIES

Presence in 31 countries

| OUR PROMISE:

RESULTS
91%

91% client Hot 50 Company
renewal rate as selected
by Profit Magazine

HOT 50

* & our
w INFRASTRUCTURE

VISION cry

Proprietary VISION CRM

10,000,000 coracrs

10,000,000 contacts
in our proprietary database

0ver DO+

Team of over
50+ in-house Research

E:Y 322%

Ernst & Young Average ROMI
International of 322%
Entrepreneur

of the Year Finalist



SOME PAST AND PRESENT
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Georgia®

Arizona Commerce
Authority

Charlotte Regional Calgary Economic
Partnership Development

Georgia Department of

Economic Development

Région
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Montréalnternational A\Mﬁ&l; LG CENTRECO @ DENVERSOUTH
amarilloedc.com ‘v B Cent_re PAR
Amarillo Economic i
Monftreal International CENTRECO Denver South Economic

Development Corporation
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Development Partnership

$% PARIS INVESTTORONTO
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Paris Region Economic

Invest Toronto

Invest in Finland Development Agency

My
InvestHC zf’ Ontario

Japan External Trade I tH K Ontario Ministry of
NVESHEEEEINONY Economic Development

Trade and Employment

THAILAND
BOARD OF
INVESTMENT

Thailand Board of
Investment

Organization




' / Steven Jast

President

* University of

Western Ontario g A
« E&Y International Daniel Silverman

Charlie RUWE“ Entrepreneur Vice President
VP, US Operations of the year Finalist

« MBA from Notre Dame * B2B Sales and ~ Gradudi

) B Marketing Expert * 10+ years in Economic
gg;kyg;rl]g J:r::jsdlcnonal Development and Investment

: Prospecting consultin
Investment Prospecting : 4 :

Christiane Weiland Ryan

Manages ROI's International
Lead Generation teams
Multi-Lingual

6 years at ROl with over 30 .
n\éms B Alice Flourent

MBA from Yale
15+ yrs. B2B Sales and
Marketing Executive

Trilingual BBA degree in
Marketing from HEC Montréal
Account Manager and then as
a Project Manager business
solutions division TC Media

unts including
. IHK,




ROI DEMAND GENERATION: METHODOLOGY
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Program Adviso Project Launch Research Qualify Grow
* Audit of current processes & * Optimize demand generation + Database segmentation and * Multi-touch lead development * Appointment setting
infrastructure mix & outreach strategy prioritization of targets * Lead generation * Prospect account profiling
» Segmentation & targeting * Review value proposition, + Business intelligence collection < Lead scoring * Market intelligence
* Messaging & content personas and buygrs journey strategy KEY DELIVERABLES: - Ongoing lead tracking and
development * Review segmentation and * Customer & market research
. . . : engagement
* Program architecture & targeting criteria KEY DELIVERABLES: * Lead scoring
management + Training : + Segmented database with KEY DELIVERABLES:
+ Align logistics, goals & Key « High-value prospect database primary-sourced business

KEY DELIVERABLES: - Sales and investment ready

Performance Indicators (KPIs) * License to ROI's VISION CRM intelligence

» Demand generation strategic jeads
and tactical plan KEY DELIVERABLES: . 'Returtn on tmarkeﬁng
investmen

» Qutreach strategy
» Conversation &
communication strategies

* Access to ROl FunnelFire

e LN s
VISIEN A R@|FUNNELFIRE

* Lead nurturing strategy
« Business intelligence
+ Transformation of data into strategic information

NURTU RE KEY DELIVERABLES:

Pipeline Reports and Insights

Leads tracked in ROI FunnelFire
Ongoing ROI FunnelFire access post engagement



TECHNOLOGIES AND A PROPRIETARY CRM
FOR TRANSPARENCY, EFFICIENCY AND GROWTH

VISI®EN

A cloud based
solution based
on an Oracle
backbone

Proprietary database Customized reporting from a menu
and companies = ‘ of 300 possible reports

Real-time access via password Regular status reports with insights
and secure log-in and Business Intelligence



TECHNOLOGIES AND A PROPRIETARY CRM
FOR TRANSPARENCY, EFFICIENCY AND GROWTH
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| CONNECTOR | | MEETING WITH: Citrus Communications Inc. | | CONNECTOR | | MEETING WITH Citrus Communications Inc. |
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Contact Level Qulifidlead  level Leadlevel1:  Tevel Leadlevel2+ Level Leadlevel3+  Lewel Leadlevel4s
o immediate immediate

4 with defined budget 2436 12-24mo.
Information 1], s Pt || ] el need need
Name: M. Mark edelstein

Title: President and CEO
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1514444011 22/M/2013 @ 11:00am

m.edelsteingcitrus.com 2/m/2013 @ 1:00pm @ Business Intelligence g:?:;;n] @

Linkedln: www linkedin.com/medeistein sute 109, Nequo oo beatio Dpect pladunton e AT

IT challenge priority: ili - WME::s;
Software used: -
M. mark Edelstein
President and CEO
Company Summary

Year established:
Namber of employees:
vhions 3 Number of locations: single locati i b z s
City, Province: Montréal, QC H4R 1v4 s 5 > - gl mmmw@usnmmmmwmxnﬁmmmumwm
et Vokipta temolum atissit adi ditatiatem quis Iamm mmmmsmw«q im fuga. Nonsedita se velendus
15144481165 Activity description: & e o o excarao. Pl . conseqm, I even tré t VoEsio rStas doluptatur?

Address: 4030, boul. Cote-verty
suite 105

aut rehenem. Neque qui tem dolupis citatquost mods essin core, aute eossequo eati cus
delloruptus est omnima et ut eum eium ides nobitisquam ex et eaquam, occus elitatquis is quuntiostrum ad ma dolor sae officatur as ius est de.
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PO
Action Items: Tip of the Day:
© Pudandit eninil enimus, con nihilia peraesti debis aut rehenem qui tem dolupis. mmﬁillenilms con nihilia peraesti
Dandi beaquam eveliqui sus Andelis rehenem qui tem . Occae.
‘volore etus natiorum, optur? Qui offic aliquidus, volupiducil @ pudandit enihill enimus, con ihilia peraesti debis aut rehenem qui tem dolupis. minnvmmsenmeamiln.
totate nis dolor aborro velt as untis ut ol veliguid qui conem que coressu mquam.

ditatectum, ommolor
‘ecemat prem rectur? Ipsunt s earum as
aligendionse ipsant.

© Fudandit enitill enimus, con rifilia peraesti debis aut rehenem qui tem dolupis.
x Z e 5 5 We'd love to know
(@) Pudandit enitill enimus, con rifilia peraesti debis aut rehenem qui tem dolupis. how this meeting weat.
8us acculparum facaullam quam ;_ Please provide feedback at
o e T ROlmeetings@ROlvisin.com
natemod peﬁern ommosam Notes:
mamalgn reped molupis rento et
aut dit quos aut lab ius di officil iberovit
omnimpore seque et aut audaecus ium sae.
i turehendae

This report has boen produced by ROF Research on vestment inc. on behalf of X000 “the Cllent”; based on information providd by the company named In this report aador
other sources.

RO CONNEETOR RO CONNEETOR

Appointment information section includes a quick view of the date and time of the meeting,
as well as the location of the meeting.



PROPRIETARY LEAD TRACKING &
ENGAGEMENT SOFTWARE

My Funnel = = % . _F"“F”“"‘e"""“
" Avaya selects Integrated Researct's Prognoss fo LEVERAGED FOR
SMARTER OUTREACH

50,000 UNIQUE

] SOURCES

89% OF SALES REPS
MISS OPPORTUNITIES
BECAUSE THEY CAN'T

o Mt S R e KEEP UP WITH
I —— CUSTOMERS &
PROSPECTS

Get the latest news and social data on all of your leads prior to the meeting, then continue tracking all of
your leads over time so you can reach out at just the right moment with relevant, meaningful content.
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ROI MANDATE

 The provision of Market Research within the identified target markets to help identify companies exhibiting the need for expansion / relocation needs in
which McKinney can provide a strategic advantage.
* |dentification of geographic regions within the United States as well as internationally that currently house strong clusters of similar industries to those of
McKinney's targets.
+ (Organization and execution of trade mission trips to the areas identified to include:
« Setting of high quality pre-screened appointments with targeted industries.
« Setting of additional meetings with site selectors within same regions that represent advantageous companies and industries for McKinney.

As part of this proposal ROl is proposing to:

» Market research report to identify geographic target markets

* Build a Target Company Prospect List

* |Initiate calls with companies that have an identified interest in expanding, relocating to Texas and more specifically McKinney
* Generate qualified leads in the targeted sectors

» Schedule face-to-face and/or conference call meetings with pre-qualified companies and site selectors

* Have bi-weekly update meetings and submit a final report

Having supported the investment attraction efforts of over 250 international economic development organizations since 2003, ROI's team stands ready to
offer our collective experience with best practices and lessons learned from the myriad of approaches our clients have pursued:

* Aclear understanding of the MEDC goals and objectives

» Demonstrable knowledge of key markets

» A sufficiently experienced and senior team to ensure messages are delivered with the gravitas and clarity they require

» Experience of handling similar accounts

» The CV's of ROl team, demonstrating suitability, understanding of objectives and evidence of relevant experience within this sector
» A detailed methodology on how the lead generation activity will be delivered



ROI MANDATE

Project Launch & Management Competitive Intelligence and Lead Generation

Project “Kick-off”
Database programming

Database of 750 targeted companies
Surveying of TCPL

» CRM programming  Segmentation of companies successfully surveyed

* Project Launch minutes « Submission of segmented database to MEDC in Excel
» \Weekly updates format

* Final report * License to ROI's Funnel Fire

Target Market Identification Report Pre-Qualified Meetings

dentification of Primary target markets Scheduling of 30-40 pre-qualified meetings on behalf

|dentification of Secondary target markets of the MEDC team _
Overview of markets and industry sectors Scheduling of 12-20 site selector meetings on behalf

: - of the MEDC team
E/Iqelert?r?gr::m?‘i?(rjna;tlioonns of geographic targets to pursue Detailed company profiles of each meeting

Agenda management
Meeting confirmation



