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Fortune 500 Challenges

Rapid Pace of Technological Change 73%
Cybersecurity. 61%
Increased Regulation 40%
Skilled Labor Shortage 36%

Geopolitical Risk 26%

Source: Fortune.com June 2017
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A Static Approach...
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Who do vou love?




A Multi Touch Framework

Social Media 500+

Focus Groups
High Value Content




Traditional Outreach
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Determining needs

Feedback on business climate



High Value Content
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Feedback on business climate

Allows for customer segmentation



Focus Groups
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Business Walks
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Social Media

To send “trial balloons”

Used to promote the market area



namic Approach...
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Focus Externally




Intersect Frequently




Provide Value
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