Social Selling
Enablement

Geo-Expansion Service




Geo-Essential Plan
upto 3sellers

€1350 Startup

€9OO price per month

Strategic Intake
Setup Listening tools
Team Training

6 weekly engagement
opportunities
+ written comments
Bi-weekly Seller check-in (10 min)

Monthly stakeholder meeting

Reporting

Ideal forindividual users or small
teams starting to explore LinkediIn
engagements innew Geo’s

Geo-Advanced Plan
up to 5sellers

€1550 Startup

€] 245 price permonth

Strategic Intake
Setup Listening tools
Team Training
TBS

10 weekly engagement
opportunities
+ written comments
Bi-weekly Seller check-in (10 min)

Monthly stakeholder meeting
Quarterly strategy meeting

Reporting
Gamification and Badges

Suitable for medium-sized teams
looking to optimize their LinkedIn
engagements innew Geo’s

Geo-Pro Plan
up to 10 sellers

€1950 Startup

€1 975 price permonth

Strategic Intake
Setup Listening tools
Team Training
TBS + Readiness scan
CRMIntegrationsetup

16 weekly engagement
opportunities
+ written comments
8 weekly Sales Signals
Bi-weekly Seller check-in (10 min)

Monthly stakeholder meeting
Quarterly strategy meeting

Reporting
CRMintegration
Gamification and Badges

Suitable forkey accountteams
looking to optimize their account
engagementsinnew Geo’s




Challenges—

—25yearsago, youcouldcall100 people, ten would call
youback, three would seta meeting, and youwould
close one deal. How to setup a process that works
today?

—Qutreaching to new contactsis time consuming. It
involves researching prospects, engagingin
conversations, sharing insightful content, and building
relationships. Many salespeople struggle to balance
these activities with their other responsibilities.

—Traditional market entry strategies ofteninvolve
substantial upfront investments inlocal offices, staffing,
and marketing campaigns.

Solutions—

—The Geo-Expansion Service test the waters innew
territories by engaging with key audiences and potential
clients through our service, assessing market
receptiveness and gain valuable market insights.

—The Geo-Expansion Service ensures the engagement
opportunities are regular and targeted. Each week, we
provide a curated listof top-tier engagement
opportunities chosenfor theirrelevance and their
potential to start meaningful conversations.

—The Geo-Expansion Service is designed as arobust
strategy and aclearly defined process. This strategic
foundation allows us to measure performance, refine
tactics, and ensure scalability.



BreakInto New Markets

Expandbeyond
borders without
boundaries

Navigatingthe Digital Transformation:

To effectivelyinfluence the buyer’sjourneyinnew
markets, it’s essential for Sales to engageinquality
conversationsthat are timely, relevant, and tailored
to the specific needsandinterests of your
audience. Our serviceensuresthatthese
conversations happen, connecting youwiththe
rightpeople attherightmoments, focusing onthe
topicsthat mattermostto them.

86%

Higher connectionrate
ona “warm”
connectionrequest
than “cold” outreach,
duetowarm
prospecting and
researching.

LinkedInlnsights 2023

14-12

Peopleinvolved intech
purchaseswhenselling
technologyto cross
functional teams.It’s
tough tounderstand
this group.

Gartner2020

82%

Of top performers say
they “always” perform
researchbefore
reachingoutto
prospects.

State of salesUK 2022

47%

Read 3-5 piecesof
contentbefore
reachingouttoa
company.

Gitnux

65%

Of B2Bbuyersare
Digital-Firstbuyers.
Theyavoid talking to
sellersand prefertodo
theirresearchon Social
Media.

TrustRadius 2022

43%

Use social networks as
aprimary source of
information.

Hootsuite



Objectives

Build a strategic process,focusedon
incorporatingmodernselling practices
into the businessroutine, witha special
focusongeo-expansion. We will
enableyour team to executeonthe
mostvaluable outreachactivities
tailoredtonewanddiverseterritories.
Researchingprospects, engaging in
conversationand sharinginsightful
commentstargetedtotheaccounts
that willmostlikely wantto buy.

This willresultinanincreasein
connectivity,increaseinpipeline and
overallgrowth.
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Geo Expansion '
DoneRight &

LeverageAl-poweredinsightsto
connect,engageandnurture ,
clientsinnewinternational - i
markets. ‘
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About the service

Geo-Expansion
Service:
engagement
opportunities

We combine state-of-the-art Al-poweredtoolingwithour
extensive social selling expertise. Withthis, we will ensureyour
GeoExpansionactivitiesare scalable, measurableremain
consistentandfocused.

v Weekly Engagement Opportunities:
Eachweek,we willidentifyand provide youwithrelevant
engagementopportunitiesonlinkedIn.These are posts from
your targetaudience whereyou can engagewithgivingyoua
chance tointeractand buildrelationships.

v Weekly outreach opportunities:
Eachweek, we willidentify potentialbuyerswithinyour
preferredaccounts and provide you withan analysis of their
priorities, needs, and motivations. Thiswillempoweryouto
tailoryour outreach and engagement strategies effectively.

v Bi-weeklysellercheck-in:
Every other weekthe coach willsitdownwiththe salesteam
and discussthe engagement opportunitiesandthe outreach
activities. Holdingtheteamaccountable for the actions tobe
takenand keepingtheleadson top of mind. Ensuring
ongoing improvements.



Providingyoursalesteams witha consistent flowtargeted engagement
opportunitiesandenabling themto havea “warm” wayin.

Resultingina weekly flow of :

- DigitalHandshakes

- Targetedconnections(MQL’s)
- Meetingsplanned

Allwithinthe targetaudience, attherightlevel, at theright time, ensuring
insight drivendiscovery meetings.




Outreach withInsights - engagement opportunities

))) 6 perweek )) 6 comments

/ perweek
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Selecting the right opportunity Engaging withthe known lead \
Frombeing anunknown lead Fromaneverengagedleadto
to known lead byidentifying anengagedleadbyleavinga
the bestengagement meaningful commentunder
opportunities. theirpost.
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./ Initiate a connection Establishadigitalhandshake
Frominteractionto a Fromno interactionto an

' Marketing Qualified Lead interactionwith yourlead

g (MQL)bysending a eithertroughalike, a

\ personalized connection commentoraview.

25% accepts request.
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the meeting

S ) m e e -

Activate your connection SQL assessment

Send amessageinviting the Meet, listen, exchange and
personto a meeting. close.



Found and qualified by our social Listening team

#SpringStatement2022
How will

Engagement The Spring

Statement

Opportunities e

Enableyoursellerstoengage:
We sourcethe bestengagement °
opportunitiesand supply yourteamwitha
high-quality comment.

Eliminating the barrierforsellersto

e

engagewithwhomthey shouldengage N o
with,and how. i S :

. AROUELDE 2ERENR L L
Consistencyiskey: 0 e - O o 2 o A N

Consistently adding connectivity by being
partof the discussionwithpeople within
the buying committee.

iﬁ: a

Comment delivered by our Engagement consultants 10



How does thislook like?

Sales Outreach
Opportunities

DigitalHandshake:
Keepingtrackonthelistof leadsis
important. Buildingup relationshipsisnot
aone-offevent,ittakestime, attention
and consistency.

The firststepis to establishcontact. When
theyrespond, we callita Digital
Handshake.

The artof Follow-up:

The next phaseis the nurture phase. Once
the digitalhandshake hasbeenmade, the
sellerisin. Followingupwitha callto
actionwillhave a much higherrespond
ratethanacoldoutreach.

Your Engagement Opportunities




Program Timeline

Weeks

1-2

3-4

5-6

7-8

9-10

1-12

Intake with salesteam
CollectingBDMdata from CRM

Settingup thelisteningtools
OutreachTemplates
Setup trackingsystem
Baseline Scan

Trainingsales ( Professional
BrandingandTricycle
Engagement Opportunities
Process)

Delivery of Engagement
Opportunities, Including Written
Comments, per week

Bi-weekly 10 minutes checkin
SDR/ Tricycle Consultant

Monthly Stakeholder call




Results for Geo ExpansionService

FromEngagementto Meetings: ABreakdownof Our
ProcessandResults (Remember, these figures are
estimatesbasedonaveragesandthe actualresults
VA 1Y)

10

Engagement
opportunities provided

+20

Marketing Qualified
Leads

30

DigitalHandshakes

+5

SalesMeetings

20

Connections

10+

SalesHours Saved
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Onboarding

Receive comprehensive onboarding
support,including aproduct
walkthrough, team training and
access to helpful resources

Get up to speed quickly and make

the most of your Geo-expansion
Service fromday one

Legend

Pro

‘ Advanced
O Essential

) _

ON

) _

Strategic Intake

2x 60 minutes — Group Session

— Building detailed buyer personas for precise targeting.

—Exploring industry-specific topics for meaningful engagements.
—Defining broad, yetattainable, engagement goals forprogram success.

Readiness Scan

Included in Advance and Pro Plan
—zeromeasurementon seller’ssocialreadiness
—Tricycle Branding Score analysistopinpointareas ofimprovements

Setup Listening tools
Included in Essential, Advance and Pro Plan

—Establishing search parametersto captureindustry-specific conversations.

—Setting up notifications forreal-time awareness ofrelevant discussions.
—Finding our flow of industry insights for strategic engagements.

Team training

60 minutes — Online Group Session

—Optimizing LinkedIn profiles formaximumimpactand visibility
—Guiding throughthe sales outreachprocessfor clearunderstanding
—Empowering the teamwithbestpracticesforeffective engagement

15



Product

Our team identifies relevant LinkedIn
engagement opportunities and
carefully selects the top ones per
user. For each opportunity, we craft
a customized comments designed
toinitiate meaningful conversations
and showcase your expertise.

Besides the Weekly Engagement
Opportunities, inthe Pro-plan, we
create alist ofrelevant Business
Decision Makers. From this list, we
select thebest way and provide the
sales team with an actionable item to
engage.

Legend

Pro
‘ Advanced

O Essential

) _

Engagement Opportunities

Customized Weekly Opportunities

—ldentifying xweekly engagement opportunities tailoredforeachuser.
—Crafting personalized comments toinitiate meaningful conversations.
—Showcasing your expertise withinsightfuland engaging dialogue.

Sales Signals
Include in Pro Plan

—Building alist of relevant Business Decision Makers (BDMs)inyourindustry.

—Handpicking signalseachweek fortargeted outreach.
—Deliveringchangesinpositions weekly.

16



Team

Our Engagement Consultant is at the
frontline of service execution. They
are creating customcomments,
custom captions and engaging text
designed toinitiate valuable
conversations and highlightyour
industry expertise.

The Customer Success Manager acts
as avital conduitbetween your
business objectives and our
strategic solutions. They ensure that
our services align perfectly with your
ambitions. Theirrole guarantees your
satisfaction and enhances the value
you gain from our services.

Our Strategist focussesonbroader
business context, they guide our
service strategy through quarterly
strategy meetings, reviewing past
achievements, suggesting strategic
improvements, and setting
objectives forthe upcoming quarter.

Legend

Pro
‘ Advanced

O Essential

) _

Engagement Consultant

Activating Opportunities

— Responsible for executing the service offerings.
—Skilledinidentifying and drivingengagement opportunities.
—Ensures effective communicationand meaningful conversations.

Customer Success
Included in Advance and Pro Plan

—Servesasthe cruciallinkbetweenclient'sbusiness objectives and our solutions.

—Translatesbusiness goalsinto actionable plansfor the engagement consultant.
—Ensures customer satisfactionand maximizes the value of our services.

Strategist

Included in Pro Plan

—Providesastrategic overview of the service landscape.
—Ensuresalignment of our solutions withevolving industry trends.
—Guidesthe service strategy, considering broaderbusiness context.

17



Governance

During the brief 10-minute meetings,
we'll address any immediate
questions or concerns the team may
have, shareinsights fromthe week's
activities, and ensureyour
engagement strategy stays on track.

In our monthly stakeholder
meetings, we take a deeper diveinto
the efforts. We review theresults of
the past month, address any
strategic changesorissues, and set
the coursefortheupcoming month.

Our quarterly strategy meetings are
designedto take a step back and
look at the biggerpicture. We'll
review the achievements and
learnings from the past quarter,
discuss strategic improvements,
and set ambitious yet achievable
objectives for the next quarter.

Legend

Pro

‘ Advanced
O Essential

) _

ON _

Bi-weekly check-in (10 min)

10 minutes — Group Session

— Share and discussinsights fromrecentengagements forimprovement.
—Swiftly addressimmediate queries and concerns to ensure smooth operations.
—Regular check-insto confirm alignmentwiththe strategic objectives.

Monthly stakeholder meeting

60 minutes

—Review of the past month's resultsto measure and appreciate progress.
—Discussand address any strategic shifts orissues for maintaining strategic alignment
—Setclearand actionable course for the upcoming monthto continue momentum.

Quarterly strategy meeting

90 minutes

—Reflecton achievements and learnings from the pastquartertocelebrate success.
—Engageindiscussions about strategic improvements for continuous enhancement.

—Establishambitiousyetachievable objectives forthe upcoming quartertodrive growth.

18



Reward

Add a sweet touch to your team's
motivation! Our gamification
strategy rewards the team member
who has gained the mostindustry-
related connections with a tree
planted in our forest. This fun
incentive encourages active
engagement and networking within
yourindustryusing our service.

Celebrate networking milestones
with our badge system. Collect
digital handshakes and earn Bronze,
Silver, and Gold badges. Boost
engagement and foster a positive
networking culture.

Legend

Pro

‘ Advanced
O Essential

Gamification

Green reward system

—Fostera sense of friendly competitiontoimprove participationrates.
—Everyleadyougain,isanother tree we'll plantin the winner'sname.
Find our digital forest here: Forest of Tricycle | Tree-Nation - Forest's trees

Badge

Earnrecognition asyou engage

—Bronze badge for 50 digital handshakes: Startyour networking journey.
—Silverbadge for100 digital handshakes: Showcase your growing influence.

—Goldbadge for150 digital handshakes: Celebrate your digital networking prowess.

19


https://tree-nation.com/profile/tricycle-europe-1

Technology

Seamlessly integrate ourservice
with your internal systems via CSV
upload. Enjoy streamlined data
transfer, improved data quality, and
enhanced operational efficiency.

Automate your workflows and
increase productivity with our Zapier
integration. Achieve real-time data
syncing, automated updates, and
improved business efficiency.

Legend

Pro

‘ Advanced
O Essential

CVS upload

Included in Pro Plan
—Smooth data transition: Facilitates swift integration with CRM.
—Improved dataquality: Reduce errors, ensuring accurate entries.

—Operational efficiency: Acceleratesdata processing and streamlinesaccess.

Zapier

Included in Pro Plan

—Real-time datasyncing: Nomore manual dataentry.

—Automated updates: Ensuresdataaccuracy and timeliness.
—Improvedbusiness efficiency: Automatesprocesses fortime-saving.

20






Enabling sellers to boost pipeline
by providing a steady stream of
engagement opportunities

Our clientisa mid-sizedB2B company operating inthe techsector,
specifically focused onprovidinginnovative cloud security solutions across
Europe. Predominantly servicing the Financial Services, Legal, and Human
Resourcesindustries, they are dedicated to protectingsensitive
informationand systems, leveragingtheirunique expertisetoensure client
dataremains secure and compliant.

Challenges
Skilland Knowledge Gap: The sales teamischallengedby alack oftime
andknowledge toeffectively utilize LinkedIn as a sales channel.

Processand Accountability Deficit: The absence of a solid process and I I l l p a Ct
propermanagementoversightinhibitsthe sellers' consistent use of
LinkedIn forsales efforts. 4

Measurement and KPI Establishment: The company strugglesto
establishand monitorrelevant KPIs, leaving themunable to effectively Sellersserved
measure the success oftheirLinkedIn activities.

_Q Our Solution _|_'| OO

*  Weconductedin-depthresearchtounderstand the target audience
and ensure that the provided opportunities where alignwith the business SalesOutreach
goals. Opportunities

Ourexperts provided aweekly list of top opportunities, tailored
comments, andinsightful analytics, resulting in efficient and impactful

connections.

“Sales Outreach Opportunities truly transformed
our LinkedIn engagement strategy. The team's
deep understanding our challenges and their
commitment to delivering tailored value through
their ~ weekly  opportunities have been
instrumental in driving growth and fostering
meaningful connections.”

Account Executive

3 +25 4.8/5

Months program SSlincrease Programscore

60 +39 11

Digital ; :
Handshakes MQL's Meetings



Accelerating Sales Growth for
Microsoft’s Sales Teams by
driving connectivity m" Microsoft

“The Tricycle team wunderstands the
challenges of Microsoft Sellers really well, so
the approach based on their account
challenges is a great approach and great
benefit.”

Tricycle’sPipeline Hackunlocks key accountinsights and enables sellers to
increase contactebillity save time, new BDM connections and extrasales
opportunities.

Account Executive

Challenges
Increase use of Data Insights. There are 6 billionsocialmedia messages,
how are you using that toyouradvantage?

AlignMarketing and Sales. How toenable Saleswithactionableitems R It
thatare beingvalued andusedtocreate more connections in CRM. esuits

Increaseinternal tool adoption. Internaltools are filled withrelevant -I 2 -I -I O 5 3 44

content &data, but the usage staysbehind. o .
Participants Engagement Digitalhandshakes ~AddedBDM’sin
opportunities CRM

@ Our Solution

v Tricycle planned shortbut detailed sessions for Key Account teams 9 6 O - - 2 4 . 8/5

where the focusisonthe account and on executing and improving
connectivity. Clientmeetings Saleshours saved Opportunitiesin Programscore
CRM

Tricycle prepared SocialMediaresearch beforehand, ensuring that the
business decision makers list was created, the socialinsights were
connected,andthecontent toengage with wasready.
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Telefonica’s approach to boost
sales conversations

The mindset shift to adigital approach:

Telefonica's culture is shifting and so are their sales teams. Visiting their
clients face to face was a big part of their day-to-day activities, specially
for their SMCand SMB segments.

In order to improve productivity, Telefonica is trying to make their sellers
more digitally so they can meet virtually with clients and reduce the
travelingtime.

Additionally, in order to keep their sales teams visible, they wanted to
boost customer engagement using B2B networks as LinkedIn and sales
tools as SalesNavigator.

Telefonica has trusted Tricycle Europe to build a more digital and social
culture and improve the use of tools as Sales Navigator while improving
their sellers Online Professional Brand.

Our solution:

Pipeline Hacks is our solution to go through the basics of Social Selling
theory concepts and jump into action at the same time. The 2-hour
workshop and the accounts BDM research help sellers to actively engage
with interesting prospects while using conversational starters, focusing
the conversations onthe clientand with the trust of doingitcorrectly.

In this scenario, Telefonica chose 5 different accounts and 4 types of
potentialbuyersin5 differentgeographies.

Our research consisted in bringing the most active BDMs within those
accounts withrelevantinsights to act as conversational starters as well as
engagementopportunities.

Tricycle team helped to Ilocate prospects,
resulting in the identification of two BDMs to invite
to the Telefonica Google event.

This opened a conversation in which a potential
"Google Workspace" product could be offered to
meet the customer's needs.”

Account Executive

90 5

Engagement Accounts

opportunities
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Geo-Essential Plan
upto 3sellers

€1350 Startup

€9OO price per month

Strategic Intake
Setup Listening tools
Team Training

6 weekly engagement
opportunities
+written comments
Bi-weekly Seller check-in (10 min)

Monthly stakeholder meeting

Reporting

Ideal forindividual users or small
teams starting to explore LinkedIn
engagements innew Geo’s

Geo-AdvancedPlan
up to 5sellers

€1550 Startup

€] 245 price permonth

Strategic Intake
Setup Listening tools
Team Training
TBS

10 weekly engagement
opportunities
+written comments
Bi-weekly Seller check-in (10 min)

Monthly stakeholder meeting
Quarterly strategy meeting

Reporting
Gamification and Badges

Suitable for medium-sized teams
looking to optimize their LinkedIn
engagements innew Geo’s

Geo-ProPlan
up to 10 sellers

€1950 Startup

€1 975 price permonth

Strategic Intake
Setup Listening tools
Team Training
TBS + Readiness scan
CRMntegration setup

16 weekly engagement
opportunities
+written comments
8 weekly Sales Signals
Bi-weekly Seller check-in (10 min)

Monthly stakeholder meeting
Quarterly strategy meeting

Reporting
CRMiintegration
Gamification and Badges

Suitable for key account teams
looking to optimize their account
engagements innew Geo’s




Thankyou

Let’s ‘
connect =

Jochem
Verberg

Tricycle
Co-founder

Eeem

[=]ey

BEZE | Follow Tricycleon

LinkedIn form

Questions? +31(0)6 24519769
Schedulea check-inhere. j.verberg@tricycle-europe.com



https://www.linkedin.com/in/jochemverberg
https://calendly.com/j-verberg/30min

tricycle

Follow us!

Scan me. Or visit:

linkedin.com/company/tricycle-europe

We are dedicatedto supportyouintransitioninginyour
role and impacttowardsthe future.

What’sinit for you?

—We putout valuable contentevery week that will
helpyouunlockyournextlevelonsocial

—Stayuptodatewith thelatest tips and trendsin
sociallistening, social selling and thought leadership

—Youwill experience ourinternational coaching
team’s supportinrealtime

—Youcan’t miss outon ourfreewebinars & online
events

28
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