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Your Speakers

REBECCA MOUDRY
VP ECONOMIC

SIMON LEROUX
EXECUTIVE

VICE PRESIDENT DEVELOPMENT
« 15 years of experience in B2B * Recognized leader in investment
marketing and ec dev attraction - former Deputy for
SelectUSA

«  Expert B2B consultant for Fortune
1000 incl. Salesforce, Aon, SAP,

Leads ROI's global economic

Cisco, BNP Paribas development practice
* Lead international business « 15 years of local, federal and
development efforts of RO international experience

«  Co-founder of Gazelle.ai
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The ROI Story
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ROI’'s Core Services

MODERN TARGET BUSINESS
ECONOMIC INDUSTRY & GAZELLE.AI LEAD IN-MARKET RETENTION
DEVELOPMENT BENCHMARK ) GENERATION REPRESENTATION & EXPANSION

TRAINING ASSESSMENT

g =0 1 N ey

Through our activities we:

+ Interview over 150,000 firms annually

- Deploy Gazelle.ai data for over 7 million growing firms
« Have 15 years of lead generation experience

+ Conduct in-house analysis and surveys

®, ROI
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DATA SERVICE /cnrzziiza

Gazelle is the first database designed to detect and expose companies that are
expanding. Gazelle combines machine-learning algorithms, big data and human

curated intelligence to identify expanding companies.

CASE L Em T m GAZELLE’S FEATURES

Proprietary algorithm
BAF, woustay e indexing company growth
potential

_ Prognosticative Job posting
Q FEATURED LISTS intensity

Industry Overviews
Export/Import analysis
Proprietary analytics

Get detatec nsghts on over 900 ndusties

WY FOLDERS

Access your saved searches and customisad company lsts

Cluster heat maps by number
of companies

Dynamic company updates
Company news feeds

10-year revenue and
employment forecast
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—— @ What Firms Are Looking For,
How They Find It
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Site Selection Now
The Site Selector’s Perspective

78% of site selectors do not reach out to EDOs when
developing a long list of options

65% of site selectors visit an EDQO’s website before making
contact

Are you proactively presenting the information site
selectors and firms need to consider your location?

©®, ROI
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Source: ROl Research on Investment Site Selector Survey, 2017



Site Selection Now
The Firm's Perspective

The Location Decision Process Today:

Source: DCI 'Winning Strategies, 2017

68% of firms do not use outside site selection or business
consultants when site selecting

41% of firms are in information-gathering mode for 1-2
years, and 33% take more than 2 years

65% of firms make contact with the location of interest
within 3-6 months

90% of firms select just 1-5 locations for their ‘short list’
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Site Selection Now

First Contact with an EDO: Firms vs. Site Selectors

. Corporate Executives Location Advisors

After we have developed a shortlist of potential communities, to request specific data or arrange site visits.

27%

@

During the initial screening of all possible locations, to request preliminary data.

-
-}

0%

We would not contact an economic development organization at any stage in a site location search

12%

@&

After the field has been narrowed to a few finalists, to negotiate incentive offers.

8%

o
g'

After a location has already been selected, for assistance in identifying a suitable building/lot. :.: ROI
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Source: DCI 'Winning Strategies, 2017



Finding the Data

Most-Useful Features of an

Economic Development Organization’s Website

Incentive information

Demographic information

Searchable database of available
buildings and sites

43%

Comparisons to competitor locations

@
@

Quality of life information

Workforce statistics

Major employer list

Staff contact information

@

Target industries and related information

e

Maps of the community / region

Current press releases / announcements

&

Educational institution information
(K-12 & post-secondary)

Testimonials from local employers

=

Video content

Sources: ROl Research on Investment Site Selector Survey, 2017; DCI ‘Winning Strategies, 2017

#1 site selector
recommendation
on ‘how to
increase profile
with site selectors!’
update website
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EFSEARCH O IM¥ESTUERNT



Finding the Data

Leading Sources of Information Influencing Executive Perceptions
of Business Climate Comparisons

Sources 2017 | 2014 | 2011 | 2008 | 2005 | 2002

Dialogue with industry peers  46%

Business travel 42%
Articles in newspapers 34%
and magazines
Meetings with economic
development organizations 33%
Online sources 27%
Word of mouth 22%
Rankings/surveys 21%
Personal travel 17%
Social media 11%
Advertising 9%
Other 3%

TV/radio newscasts/shows 6%

Direct mail 2%

Source: DCI 'Winning Strategies, 2017

55% 50% 61% 54%  56%
37%  27%  42%  45%  47%
44%  46% 53%  45% ©62%
31%  28%  32% 33%  21%
22% 20% 28%  22% 9%
21%  19% 19%  16% 29%
24%  36% 22% 17%  23%
13% 9% 14%  13%  14%
2% 0% == == =
4% 3% 4% 3% 4%
12%  13% 10%  14%  14%
9% 14% 7% 5% 14%

2%

0%

2%

2%

2%

1999

71%

45%

61%

27%

9%
21%
31%
8%
4%
8%
7%
3%

1996

68%

52%

60%

24%

24%
34%
21%

4%
15%
4%
4%

4= Know your
businesses...
they are talking
to your
prospects
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A.T. Kearny FDI
Confidence Index

2018 | 2017 | 2016 | 2015 |
5

What are the most Regulatory transparency and lack of corruption 1 3 2
important factors overall  taxRates and ease of tax payment 2 3 7 3
for where to make Cost of Labor 3 12 2 5
investments?
General Security Environment 4 1 4 4
Domestic Market Size 5 6 1 1
Technological and innovation capabilities 6 4 6 n/a
Domestic economic performance 7/ 7/ n/a n/a
Ease of moving capital into and out of country 8 8 9 9
Government incentives for investors c 10 11 7
Strength of investor and property rights 10 9 14 11
Country's participation in trade agreements 11 11 11 14
Efficiency of legal and regulatory process 12 2 5 6
Quality of telecommunications infrastructure 13 19 10 15

Source: A.T. Kearney FDI Confidence Index, 2018 R&D Ca pabilities 14 16 12 n/a



—— @ Building Your Marketing
Technology Stack

RESEARCH OM INVEETMENT




Marketing Technology
Stack: The definition

Your martech (marketing technology) stack is how you
organize, or stack, your marketing technology tools
together in the most efficient way possible.

With the right stack, tools and approach you can
become much more productive and stay on top of
all your Business Retention, Expansion and
Attraction activities.

©®, ROI
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High performers have
Integrated martech stacks

Percentage of Marketers Who Say They Do the Following with

Advertising Teams

Have integrated technology stacks

Share common goals and metrics

Collaborate on the evaluation
and purchase of technology

Share the same brand and/or
Crestive teams

Share a commeon budgst

Build budgets togetherin
a single process

Share a single departmental head

Source: Salesforce Research, State of Marketing (fifth edition), March 2019

87%

61%

55%

52%

4959

48%

45%

of high performers
have integrated
marketing and
advertising
technology stacks
versus 69% of
underperformers.
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The martech landscape

C—
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~3,500
(3,874 logos)

2016
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SEO & WEBSITE ANALYTICS
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Ry N .
UK cormrusr @) BuzzStream

aKssmerics YOAST GuthorityLavs

EMAIL MARKETING
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RADIUS _infer “iLattice

leadspace (=) wiserniit MINTIGO

VIDEO MARKETING
Vgeaos wevineo wideo-

Camtasa swisTIA JJf

ddvard Wllbem gajtura

B woosHi

SEARCH & SOCIAL ADS

VikdStage Acaptly Gravity
nanigans acauisio= EIES
¥ WerdStream  brandnetworks

®InsideVault

The martech landscape
simplified
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The ROl martech stack for
outreach success

Attract Convert Nurture Close Analytics

fGAZZLLE.AI

®

Linked T WORDPRESS ‘( .
... SALES NAVIGATOR @ unbounce ‘¢ SharpSpring
. Google
asana @ Autbrain salesforce :
GetProspect r‘ POINTDRIVE Analytics
Google
i 7<)
© ovutreach
— AN Google Ads o Outreach

o

W Hootsuite:

@wduord”

5 slack
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—— @ Effective Outreach
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Outreach Reality

'l% % &% « How do we make connections?

of cold calls convert to

appointments « What are the most efficient

ways to network?
8%~ L]

of those called engage in

conversations

e i s e
e i i e

0 o 1() TOP LEVEL DECISION-MAKERS

simply do not respond to cold outreach anymore '® ROI
L
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Multitouch Outreach

COMPANY-
CENTRIC
CONTENT

SOCIAL MEDIA -
TARGETED CONTENT

ENGAGED LEAD

@ PHONE CALL

NURTURING

o, ROI
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Outreach.io

Q) RO' JGAZZLLZ.AI © outreach

RESEARCH ON INVESTMENT

Outreach.io receives MQL from Gazelle.ai to begin executing communication to
potential investors using sequence touchpoints (email/calls/social).

Using structured workflow to provide a sequence of timely touch points and follow-ups,
ROI's Economic Development Associates engages prospect, qualify expansion

opportunity and schedules meetings.

Depending on initial meeting, the lead (prospect) can be recycled into Outreach or
Marketing automation.

( ROI
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Exam
sequence

le of a

Mark
° e ~ = = m
(s ]

Step 1: Manually personalized
email template by ROl testing the
subject line effectiveness with A/B
testing

Step 2: ROI phone call 10 minutes
after email sends with script
referencing the email

Step 3: Outreach.io sends an
automated email in thread on your
behalf bumping personalized email
to top of inbox

Step 4: Rep executed LinkedIn task
with suggested language

Call leads that engage:
Call task created for 2+ opens
or 2+ clicks

( ROI
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https://app1d.outreach.io/sequences/7883

What we learn from a
sequence

What we learn:
e Phone is 87% of responses
 Steps 8,9 are auto emails w/ 200

3020 RN replies

o 1131 Replies by step \\¥ « Email dies after step #11

ron #3 285 e LinkedIn steps 3, 16 are better
./‘ This is where most 16 than emails
people give up. Spo e Call more

6 .' s o Automate emails

- ! 4 e Try more LinkedIn steps .

Cstonts i +

S 2292 Replies by step e

o #8: 728 Replies by end of

= 90% of people never get sequence:

‘63 here 24% of all production of

S5m0 A this sequence would never

i happen on most Lead Gen
firms.

This would be_ ®, ROI

without the use of a
sequence and automation.


https://app1d.outreach.io/sequences/6241/prospects?state=replied

Measure and

Impr

ove

O O Acan Brazier - Prospects - 0 x

i Secure | hitps:/appld.outreach o prossects 721020 /overview
Adsm Brazier Q
* Overview
a
WOUT  Prospecting Edit
=
-
] - A L A
L . SingTel
Telstra L T -
Qa: W TalEIra, oM Bl - Va
Telstra builds and operatas StarHub:
oy : telecommunications netwarks i
and marets voice, mobile, Teday

e B

and other media products.

Social Madia: °°° 1

Today 3:58 AM

You added a note to Telstra

ek 2O @ Cubreach

T By

Prospect Account

Adam Brazier
GM @ Talstra

-]

¢ 3of3Tasks

High =

Adam Brazier .

Note:

Call now - in australia

Your phane number;

EENIZD ntarnational prospect, Nota loa - Prospect’s phone number:
Reverse: 52630 hea calling, !
o ®& -B1292420113
Tasks Emails Employee Count: 51.5¢
Irdustey: Telezommunicatior MEN . ; Call Purpose:
Touched 3 days age
Navi B Sales K . . 8 Engaged 3 d:l)"u
UPCOMING TASKS - ‘%
B s41es wavigaton D saces wavicaronr c‘
158 Telstra
Top card leebreakers Mare Top card Connections Mare Call Notes:
100 2 Glosed - Unrespansive
80 Adam Brazier .
General Manager, Praduct Marketing - § = Call Tags:
] &m see all 32,213 employees on Linkedin = Darren P
Today sydney s
233 Tasks Due Sort by: '*' Priority Prospect Engagement _ & 1heur ege ﬁ‘lﬂl L
233 2 81 150 © Todoy 5:00 PM
Tatal Emails Calls Action ltems prospecmm¥ed:  Raply
Nick Campanelia /f inf Gell
L Bl ; _ Engaged 4m 20d 2 lhourago &3 .
AL de o | RIS Email — ehack 15 see if they have hired a new sales leader . Reply All
E Toduy 455 PM Forward

Lo
Tl e bhas ey el

(3]

R
o\. Perte e " fphe ww  5agpm

L el
AT TR L 0 R T

&5"."_'-_. e e f bl

WK

Call for Step #3 of FY19Q2 Industry Interest Sequence — This kead showed

Intereat in industry content related 1o sales engagement sales best practices. Treat the lea...

Call for Step #3 of FY19Q2 Industry Interest Sequence — This lead showed

Interest in industry content related to sales engagement/sales best practices. Treat the lea...

Call for Step #3 of FY19Q2 Industry Interest Sequence — This lead showed

interast in industry content related to sales engagementsales best practices, Treat the lea...

EEEED Call for Step #1 of updated custom fup — Look up prospect on Linkedin
and use ReachOut (Zeaminis Extension) te find Direct dial for prospect. ALSO Add prospe...

Praspec. il red:
Engaged 5d ago Nick Campanelta /f i D€

2 lhourago &

Engaged 4d ago o Toduy 4:53 FM

Plugin Push Event

Nick Campanella received an email from
Engaged 4d ago Send this View
i © &

a Today 339 PM
Nick Cameanalia raceived an email from

prospeclu Tl Ra

Act: Do tasks faster than
ever before, move on to
the next task instantly.
EDAs never thinks “what
do | need to do next”
again.

Update: New
information captured,
implement a new tactic,
edit important
Salesforce data. Data is
never out of sync.

Equip: All research on
one screen. Do more
tasks and do them
better.
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Targeted Marketing

AWORLD LEADER AND UNIQUE

STATE-OF-THEART MEDICALTE  MEDICALTECHNOLOGY op SNITZERLAND

IN SWITZERLAND ENTERPRISE

DYNAMIC BUSINESS HIGHLY QUALIFIED LN e Dunirese

gy dvesfed ndoryrre Wodd

‘and production in the mediech sector
DIAGNOSTIC =
IMAGING e
A0 M mM
swssweorec,  IEPAE

famovition.
360 meduech manulscrurers.

fohman-fohmen & BIOTRONIK omedtronic (7)) ZmMMER BIOMET

Liv Minder
Imindor@s-ge.com
+41 44 36554 85
ELy Mincer

+ Formom ndermaton, vt
W0, COM eV it Batselard

Switzariand Globst Emersese
%) Iy
CH-8008 Zurch

Translate USP into specific
messaging for specific firms
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Targeted Marketing

FinTech in the UK-The West Midlands Region

il
Paul Brogan

Feature of LinkedIn

@ Email me

Casey Colomb Von Tress

2 Sputiulist
4 08 - QCiinn = Computer © WC] 3

follow the
smart money

Kristy Higdan
st Activity! 01/10) Qdtianra, Ganngis - B Camputer © & Chmme Wiaw Activity

Kristy Higdon
® UgectS - Advertising nd Marksting Account Manage: Wiew in Sales Navigator Wiew Activity
Last ctivity 03/20,2028 - Wdrianta, Gearme B Computer © @ Chrome

Real-Time Insights/Analytics:
Who is engaging
Total views
Time viewed
Pages viewed
Downloads

®. ROI
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Targeted Marketing

W Selni bl Gl View Haloy Boowmans Wedow Hew

Good morning Mr. ([l

| am contacting you on behalf of one of my company's

clients, a regional economic development group in the Metro
Washington, DC area in Virginia.

They are sending a delegation to the Toronto area in October,
and they have asked me to reach out to try and arrange a

meeting with you.

The goal of the meetingwould be to discuss ([ D s I n M a i I S 2 5 % CO nve rS i O n rate

global eybersecurity infrastructure and workforce and
discuss opportunities for the company in this sector in
Virginia.
Would you have a few minutes to discuss this?
Regards,
Paul

Paul, thx for reaching out. Can u get me more details on who
wants to meet and for what? Thanks

) B ®. ROI
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Targeted Marketing

wRro!1 ROI Research On Investment
Considering European expansion?

As part of the 2018 Greek Roadshow, Enterprise Greece is hosting an
Investment Seminar in Chicago to inform US investors about current
economic and investment developments in Greece.

_ The Greek sconomy. is making astrong comeback and presents a

unique opportunity.

ENTERPRISE GREECE

INVEST & TRADE
Learn more about investment opportunities in Greece
' ‘ Full Name * ‘ http://www.enterprise-greece.org/chicago/
—=—r: | (]

INVESTMENT ROUNDTABLE:
MAKE GREECE YOUR NEXT
PROJECT DESTINATION

REGISTER TODAY

Phone Namber =

CHICAGO oyt

Friday June 22,2018

ENTERPRISE GREECE

INVEST & TRADE

Fricay June 22

http://wwwi.enterprise-greece.org/chicago/

ABOUT

As part of the 2018 Greek Roadshow in the U.S., En

enterprise-greece.org

Post Se
country with opp ost Settings ~~ m

T “ | -

LANDING PAGE

Specific messaging without
completing re-building a

website

®. ROI
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THANK YOU!

Simon Leroux Rebecca Moudry
Executive Vice President Vice President
=] =)
—— ——
sleroux@researchoninvestment.com rmoudry@researchoninvestment.com

514.774.7218 202.725. 7281



