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Title: Report 3: List of 60 Pre-Qualified Leads - Project: Lead Generation for the Outsource to
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Abstract: Lead Generation for the Outsource to the Caribbean Conference (OCC) 2017 is a project

that is scheduled to be in effect for just over five months. It aims to provide the necessary
marketing, lead generation and sales so that Caribbean Export Development Agency
(CEDA) and the Caribbean Association of Investment Promotion Agencies (CAIPA) will
attract the desired audience for participation in the Outsource to the Caribbean
Conference 2017 which will be held on December 6, 2017 at the Iberostar Rose Hall, in
Montego Bay, Jamaica.

The overall objective of the project is to promote the Caribbean Region as a nearshore
outsourcing destination, to deliver 60 key conference attendees and accelerate the
process of bringing new Business Process Outsourcing projects to the region and intra-
regionally.



Prefatory note

This is the third deliverable of the project and Report 3, which presents the “List of 60 Pre-qualified
Potential Investors”.

Also presented are the potential investors and receiving companies. Alternate arrangements related to
scheduled investor-IPA meeting times are included. CEDA committed to providing the contacts for IPAs
while the team directed its focus on potential investors external to the Region.

A total of 46 from the targeted required listing of 60 pre-qualified targets are presented in Annex A of this
Report.
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. Executive Summary
Overview

The purpose of this Report is to present the third deliverable under the Lead Generation for the Outsource
to the Caribbean Conference (OCC) 2017 project and provide a progress update on the proposed activities
since the second reporting period.

Included is the “List of 60” pre-qualified potential investors and attendees, challenges and constraints as
well as activities for intelligence gathering and marketing for ensuring the sales funnel and attendees
presented are the desired audience. The “List of 60” includes investors and connectors from North
America, Europe and the Caribbean. Among the targets presented are Caribbean-based entities pursuing
inward seeking strategies but who are also looking for potential service delivery partners in the Region.

The preceding is validated by the deliverable detailed and accepted in the Inception Report.

G¢2 &dzo YA G -dualified targets@h® wilthepartidh&ing in the Conference. Additionally, the
Report should include detailed buyer/investment or seller/supplier profiles for each target; the
preliminary due diligence report; along with investBA meeting schedules. In the context of the
project, the IPA is referred to as the supplier/seller given they will be selling their country or region and
are the most likely first contacts withwhon@S & 1 2 N& At € YSSG -F2NJ SI OK 0O2d

Confirmed and included among the targets is one Asia-Pacific based potential investor with a solid track
record and global footprint in the BPO.

While conference participants should include government, the list does not include this group of potential
attendees as the Caribbean Association of Investment Promotion Agencies (CAIPA) and Caribbean Export
Development Agency (CEDA) will secure those attendees. CAIPA member territories do not account for a
significant representation on the list being submitted largely because many are emerging and also
because the audience, which will include primarily CAIPA member IPAs would have been invited by CEDA
or the CAIPA Secretariat.

No significant additions of targets from the Caribbean occurred during the period between Report 2 and
this Report 3. However, there are two strong potential investors from the Caribbean and a number of
private sector entities who are looking to receive investment for increasing their BPO market share or for
entering the industry sector.

Below is a table that summarizes the distribution of pre-qualified companies presented by Regional
Markets.
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% of Companies
Regions Pre-qualified

100%

Tablel: % OfPreQualifiedCompanies by Region

The methodology, methods and approach for refining the shortlist of 200 to the 46pre-qualified
confirmed attendeess presented primarily through visualizations.

Updates on the execution and results of the proposed sales and marketing activities are also included.
Report Structure

The report is organized according to chapters. It commences with the status on the target list being
presented. Following is the due diligence report that includes a presentation of the pre-qualification
methodology for refining the list. A status update on the marketing research for intelligence and event
promotion follows. The Prequalified list of 46 is presented in Annex A.
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Il. Status on Target List

The target “List of 60” pre-qualified potential investors and confirmed conference attendees has been
completed. However, the list falls short of the target by 23%, with the team securing 46 confirmed and
approved attendees for the event.

It should be noted that the registration form was designed before the lead generation team was
contracted and initiated the development of the website and Facebook Page for supporting marketing of
the Conference. Once the website was handed over to CEDA the associated conference Email address was

replaced.

The completed “List” represents the completion of the third project deliverable and is detailed in

Annex A of this Report.

Deliverables Date Due Status
Inception Report detailing the programme of work, timelines and the August 18, Completed
targeted “long-list of 1000” investor leads, connectors, site selection 2017 V
advisers and influencers, within 3 weeks of commencement of the

assignment — Report 1

Report 2 Submission of the short-list of 200 pre-qualified potential September Completed
investors (targets) 22,2017 V
Report 3 Submission of the list of 60 pre-qualified targets, who will be November Submitted
participating in the Conference. This Report should also include the 17,2017 November
profiles of these targets, the preliminary due diligence report and the 17,2017
times scheduled for meetings with the IPAs. Completed
The lead generation process delivered 46 confirmed pre-qualified V
targets.

Final Report (Report 4) that includes feedback from the 60 targets on December

the Conference and on the meetings held with the IPAs, their proposed 29,2017

follow-up action and support required from the IPAs.
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The Sales and Marketing FunmeDCC 2017

Status

1000 Leads

200 Pre-qualified
potential investors

46 of targeted 60
Confirmed attendees

Target

1000 Leads

200 Pre-qualified
potential investors

g 60 Confirmed attendees

':ﬁ.’ Delighted attendees

S SS Investment dollars

Source: lllustrated by Meegan Scott
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Due Diligence Report
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lll. PreQualification Methodology

Target LisPre-QualificatiorMethodology and Approach

‘ “Long list of 1000” companies

Filtered by purposive random sampling —

4200 Pre-qualified potential investors”
“Short List of 246 “ tested for reliability and
validity by stratified random sampling. The
additional 46 serves as a buffer in case
of funnel leaks.
- 46 of target “List of 60 “ finalized by
confirmed attendance. Pre-qualification
— assessment— size, time in business, industry,
d‘ interest, revenue, location, global footprint,

Conference target.

Figurel: List Refinemeri¥lethodology
Source: lllustrated by Meegan Scott

The “Long list of 1000”, presented in the Inception Report constitutes the sales and marketing pipeline
from which the “Short list of 200” Pre-Qualified potential investors were filtered.

The purposive random sampling process was informed by the criteria outlined in the Terms of Reference
for the Project and guided by the expertise of the Key Expert, personal and industry knowledge, and
research by the backstopping team. The research method, validation and pre-qualification led by the
marketing and research arm of the backstopping team. In accordance with the project requirements the
list includes investors, connectors, site selection advisers and influencers.

The process was designed to include a detail capture of the contact and responses for informing the pace
of uptake of the Conference by potential attendees and participants.

Improving the Reliability and Validity of the List
Stratified Random Sampling was conducted post list development and was applied to the list for gauging
its reliability and validity based on established standards for FDI lead generation and target list refinement.
The variables examined includes average company size, location, revenue, location footprint and product
type/ by sub-sector.
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Prequalification of the46 submitted from he List of 60
The pre-qualified list of 46consist of prospects validated in the list of 246 presented in Report 2 as well
as other prospects that registered subsequently. For this process the composition of the list was largely
determined by those who confirmed their attendance. It should also be noted that the pre-qualification
report includes the first 25 of the 46 prospects presented to give a sample analysis of about 50% of the
confirmed delegate.

Pre-and Post-confirmation validation of fit or due diligence in determining suitability was based on
segmentation parameters. Key predictors were assessed as the next step in determining fit and capacity
to invest.

It should be noted that there has been some decline in the confirmation of attendance among the
prospects post registration. Among the factors contribution was the expectation of paid travel to the
Conference. Neither Caribbean Export Development Agency nor the Lead Generation team can be held
responsible for these assumptions. There were also at least 5 potential delegates from the Caribbean
who could not find reasonably priced and fairly direct flights from their locations to Montego Bay. This
was a deterrent and one Legal Processing Outsourcing firm based in Barbados indicated this as the reason
for not attending.

Key Predictors- Post Short-list

* Company Size Validation & list of 60
* Location Footprint

* Product type/Sub-sector

* International Activity

* Team /Expert Knowledge

* Recommendations by
Industry
Expert/Analyst/Influencer

* Project TOR

Step 1 Step 2

For Caribbean based companies seeking inward investment, services currently offered, years in existence,
service delivery capacity and location footprints were considered but not necessarily used as a selection
criterion. In some cases, the business needs, goal or FDI strategy were captured primarily for helping
investors and potential partners to decide on whether or not they wanted to explore the opportunity
presented. For instance, in the case of Belize Virtual Center Ltd, the information gathered made it clear
that they had capacity, track record and was ready for investments, new clients and or new partners.
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Not considered as part of the pre-qualification for Report 3 are participants who have booked hotel rooms.
Our pre-qualification and related research methods were grounded in the standard for FDI Lead
Generation illustration in the chart below. We expect to assess the results of the process post conference
when attendance can be validated and the outcomes of the process can be validated for the short term

Figure2: Lead Generation and Qualification Process

* Online databases

+ CEDA List & Guide
* Team industry contacts

2 Comp‘ar; Linkedin P;ges,

1000 Leads

Industry Directories 1
» Trade show & Conference Expert/Anah lencer ~
Papers, Inquiries, Industry . ] :
- Journals, Wiki, Google 200 re-féaied
-——— potential investors
— ey

W Key Predictors- Post Short-list

« Blogs, Twitter, News Feeds, Validation & list of 60 )

Wikipedia, Owler, Hoovers,
60 Confirmed attendees

\ilz Journal, Corporate Sites

= T

* Inquiries from Marketing —
* Interest/ Responsiveness to
communication

The Findings

Segmentation Parameters
Across the Regions, except for the Caribbean, the majority of companies listed were over ten years old,
some being founded as early as the 1940s. A significant number of potential investors earned revenue in
excess of US $30 M— the largest earning US$500 Million per annum.

Companies were served by over 5 employees to a high of 10,000 employees for entities external to the
Caribbean. However, companies in the Caribbean were typically served by 1 to 5, some had a larger
capacity that includes part time agents or staff. One had as many as 200 in full time staff.

A signification portion of the contacts had local footprints in North America, the Caribbean and Europe.
However, there are strong entities with no experience in the Caribbean but who indicated an interest in
between 3 and 15 Caribbean locations. An entity such as IBEX Global is still new to the region but have
experience investing in Jamaica and Latin America. We feel confident that they are looking for their next
country in which to invest. The majority of Caribbean entities have not yet established footprints beyond
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their borders but some have established footprints in up to 4 regions or served 3 or more Caribbean

countries from their current location.

Segmentation Paramete&sKey Predictors
Segmentation by Region

Segmentation Parameters by Market

. Spread
Regional _
of Location Product type/
Markets . : :
Leads | Average Company Size Location | Revenue footprint by sub-sector
500 — 2000 (average 10- USS$25 -
North America 8 15) US$500 M Avg. 6-8 Outsourcing
100
Europe (UK) 1 10,000 UK Us141 m Outsourcing
Primarily IT
50% below 10. Avg. 1 with | enabled
2 entities fell within two having 42% Core
Caribbean 14 the 25-50 size category 8&4 outsourcing
Asia-Pacific 1 1000+ India 5 Outsourcing
Industry
Middle East 1 Dubai 1 supply chain
25

This table represents the findings for the 25 profiles studied.

Limitations

Limitations related to the data presented above.

For 9 of the 25 cases studied revenue data was

unavailable. The Caribbean ranking the highest for missing data. No data related to size was available for
8 cases or 32% of the cases. Data related to ownership was missing for 8 however, we are confident that

more than 90% of the leads are privately owned companies.

Sixteen entities expressed interest in

Caribbean locations with the average being interested in 5 or more locations. Besides the British Virgin
Islands, the Cayman Islands and Curagao no interest was registered for CAIPA members who were

overseas territories of European or North American countries.
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About the List

1000 Leads

200 Pre-qualified
potential investors

46 of targeted 60
Confirmed attendees

Figure3: 46 of the 60 targeted haveonfirmed (llustrated by Meegan Scott)

Composition: The profiles presented comprise of 46 from the targeted “List of 60” pre-qualified leads and
their profiles. From the target group of investor leads, connectors, site selection advisers and influencers
the Team have been able to secure or more accurately to properly categorize two investor lead, site
selection advisors, and industry sector players such as BPOs. Additional research has revealed one entity
also qualifying as investor influencer.

The list and profiles are spread among the 3 “sweet spot” regions targeted by the Project and CAIPA
members plus two additional represented by two potential investors. The two additional regions are Asia-
Pacific and the Middle East. A total of 5 regions.

Of the profiles presented approximately sixty-percent (60%) matches the primary target specified in the
Contract. The remainder 40% comes primarily from the Caribbean and refers to a target named in the Call
for Proposal as well as in discussions with CEDA as it relates to inter and intra-regional investments and
partnerships.
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Figure4: Numberof Companies by Region
Among the larger companies and entities likely to make an investment in the Region are:
e IBEX Global
e Alvarez and Marsal
e Prism (A Caribbean company)
e Fusion BPO
e DirecOne International Interaction Center
e American Stock Transfer and Trust and
¢ Newgen Software Technologies Limited
One UK entity confirmed has a global footprint of 100 locations including 4 in the Caribbean.

Twenty-four percent (24%), of the list represents smaller entities with the number of employees ranging
from 2 to 10. Most of those entities are from the Caribbean.

The larger entities are typically staffed by two hundred (200) to ten thousand (10,000) persons. Of the
larger companies 50% were served by more than two thousand (2000) members of staff.

The lower 50% ranged in size from two hundred (200) to five hundred (500).

Fusion BPO won a Gold Medal in Canada. “For the Best Outsourced Contact Centre and Best Outsourced
Customer Service and the Silver medal for Best Outsourcing Partnership in the most prestigious contact
centre awards program in the World run by ContactCenterWorld.com — the largest association for
Contact Center & Customer Engagement Best Practices”.

Source: https://www.contactcenterworld.com/view/contact-center-news/fusion-bpo-services-wins-
gold-for-canada.aspx
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% of Pre-qualified Leads by Region

— 32% = North America

m Asia Pacific

= Europe (UK)

» Africa

\ = Caribbean

v 4% m Middle East
4%

4%

56%

Figure5: Percentage of Companies by Region
The Caribbean accounts for 56% of the leads generated, while North America accounts for 32%.

While the project intended to deliver more attendees from outside of the Caribbean the uptake is less
than expected. The slow uptake may be attributed to the timing of the announcement and promotion of
the Conference. A number of entities indicated that it was not on their travel budget for this year but
indicated that they would like to be kept on the mailing list. Among them are a prominent Toronto based
legal outsourcing firm.

While the Conference conveners offered a generous package to attendees some were still expecting to
have their airfare covered and this led to the loss of some prospects. Loss of prospects owing to the need
for airfare tickets to conference should not be considered as a negative but as a positive for weeding out
likely event participants with no intent or capability to act in the short term.

Lesson Learnt
® An earlier start time is required for an emerging region
e Strict adherence to the search and nurturing approach proposed is required in this market
e Quality participants of quantity could be more valuable
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Leads by Core Targets of Project Contract

Investor eads

Table2: Number ofPre-Qualified Leads by Core Target of Project Contract (Potential Investors/Influencers)

The fifteen (15) cases presented above represent potential extra-regional investors and industry players
named in the contract.

The remaining ten (10) of the 25 studied are Caribbean entities seeking inward investment; included are
two potential investors.

A target clearly stated in the RFP in addition to the IPAs to be provided by CEDA for scheduling of B2B
investor and investment seeking countries.

Key Predictors Applied to Profiles Presented

Key Predictors- Post Short-list
Validation & list of 60
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Key Predictors for the list of 46 presented

Strategy Announcements Rate of | Contract Award New Executive Regulatory Changes | New Funding
Growth

The New CEO Whose Market 30% in New CEO Robert

Knowledge Lead IBEX Global to 2015 Dechant

Jamaica and Nicaragua

Washington, DC — April 14, 2016

IBEX Global was eager to move into the
nearshore. So it hired a leader with
knowledge of key markets. It's too
early to judge the results of the
expansion, but IBEX believes new CEO
Robert Dechant has set it up for
success.
https://www.ibexglobal.com/investors-
news.php

Jamaica Rolls Out Red Carpet to

Investment Mission in the BPO Sector

This three-day mission included visits to
the country’s two technology hubs,
Kingston and Montego Bay, as well as

delivery centers operated by Ibex

Global, ItelBPO, and VXI Global

Solutions. Oct. 20, 2017

Alvarez & Marsal _Strengthens Its Firm opens

Corporate Performance Improvement
Bench with The Addition of Three New
Managing Directors

Stockholm office
responding to pan-
European regulatory
changes driving
market demand
June 2017

Prism Services Inc.
Digicel acquires Prism
2015
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http://www.nearshoreamericas.com/ibex/
http://www.nearshoreamericas.com/ibex/
http://www.nearshoreamericas.com/ibex/
http://www.nearshoreamericas.com/jamaica-rolls-red-carpet-investment-mission-bpo-sector/
http://www.nearshoreamericas.com/jamaica-rolls-red-carpet-investment-mission-bpo-sector/
https://www.alvarezandmarsal.com/insights/alvarez-marsal-strengthens-its-corporate-performance-improvement-bench-addition-three-new
https://www.alvarezandmarsal.com/insights/alvarez-marsal-strengthens-its-corporate-performance-improvement-bench-addition-three-new
https://www.alvarezandmarsal.com/insights/alvarez-marsal-strengthens-its-corporate-performance-improvement-bench-addition-three-new
https://www.alvarezandmarsal.com/insights/alvarez-marsal-strengthens-its-corporate-performance-improvement-bench-addition-three-new
http://www.vault.com/company-profiles/management-strategy/alvarez-marsal/company-overview.aspx
http://www.vault.com/company-profiles/management-strategy/alvarez-marsal/company-overview.aspx
http://www.vault.com/company-profiles/management-strategy/alvarez-marsal/company-overview.aspx
http://www.vault.com/company-profiles/management-strategy/alvarez-marsal/company-overview.aspx
http://www.vault.com/company-profiles/management-strategy/alvarez-marsal/company-overview.aspx
http://www.vault.com/company-profiles/management-strategy/alvarez-marsal/company-overview.aspx
https://www.digicelgroup.com/en/media/news/2015/december/2/digicel-group-acquires-controlling-interest-in-prism-holdings.html
https://www.digicelgroup.com/en/media/news/2015/december/2/digicel-group-acquires-controlling-interest-in-prism-holdings.html
https://www.digicelgroup.com/en/media/news/2015/december/2/digicel-group-acquires-controlling-interest-in-prism-holdings.html

Key Predictors for the list of 46 presented

Rate of | Contract Award New Executive Regulatory Changes | New Funding

Strategy Announcements
Growth

Layoff notices issued; Fusion BPO
Services in Stephenville seeking new

contracts, Sept. 2017
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http://www.thewesternstar.com/news/local/layoff-notices-issued-fusion-bpo-services-in-stephenville-seeking-new-contracts-117563/
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http://www.thewesternstar.com/news/local/layoff-notices-issued-fusion-bpo-services-in-stephenville-seeking-new-contracts-117563/

Assessment of a Segment of the Profiles Presented by Predictors

IBEX Globghirly new to the region, financially strong and looking to grow its market share in the
Caribbean.

Alvarez & Marsabpecializes in professional services and therefore a likely investor for helping the
Caribbean to accelerate its trajectory into higher market shares in the industry such as the KPO sector.
The Caribbean has been slow in getting beyond the BPO sector compared to other Regions though it has
under-utilized talent that can serve that sub-sector most of whom are largely unaware of the
opportunities. Its global footprint spans 30 countries including North America but they are not yet in the
Caribbean or Latin America. The company has won a slew of consulting and performance awards that
maybe view at the following link https://www.alvarezandmarsal.com/am-awards.

Prism oBarbadosone of the strongest entities amongst those listed that originates from the Caribbean.
They are approximately 24 years old and have served at least 4 Caribbean countries. Prism employs 200
person spread across Jamaica, Barbados, Saint Lucia and Trinidad. It has expressed an interest in twelve
(12) Caribbean locations including the ones in which it already has experience. Among the locations of
interest to them are: The Bahamas; Barbados; Belize; The Cayman Islands; Curacao; Dominican Republic;
Guyana; Jamaica; St. Kitts and Nevis; Saint Lucia; Suriname; Trinidad and Tobago. DIGICEL, regional
telecommunications service provider acquired controlling interest in the company in 2015.

Fusion B®. Having lost a major client to businesses seeking offshore call centres, Fusion BPO is likely
looking to hedge by establishing an offshore presence in the Caribbean. According to Fusion BPO’s
LinkedIn Page it serves 50 clients and operate from 5 global locations, two are based in North America but
the others are not nearshore locations. Its areas of specialization are: Customer Services, Upselling & Cross
Selling, Direct Response Telesales Services, Lead Generation, Technical Support-Voice/ Email/ Chat,
Market Research & Surveys, Order Taking & Processing, Call Quality Audit Programs, Spanish Customer
Services, Billing. According to Hoover’s its revenue is around US$12M. This potential investor would also
be interested in the multilingual capability offered by the Caribbean.

Belize Virtual Center Ltd, is another strong entity from the Caribbean that is looking for both inward
investment and regional partners. This entity provides inbound services, virtual assistant, outbound
services. Projects include: IT Recruiting, SEO services, Energy Deregulation, Research and Marketing
Analytics, Reverse Mortgage, Home Security, Customer Service and Quality Assurance services and Virtual
Assistant services. FDI Strategy—efficiency seeking FDI and outsourcing client’s entities. This entity is also
interested in finding partners in The Bahamas; Dominican Republic; Jamaica; and Trinidad and Tobago.
Though Belize Virtual is just under five years old they have established a track record of providing services
and is served by 25 employees and 15 remote agents and an additional capacity of 40. According to Janine
Montenegro, they have expanded their infrastructure to support projects requiring 75-100 persons. The
company is privately owned with revenue of US$125,000.
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American Stock Transfer and Trust and CompanyASIL)Cis the largest independent transfer agent
in the United States”, says the Society for Corporate Governance. We believe they are qualified influencers
when it comes to investment.

Newgen Software Technologies Limjtéxch global provider of Business Process Management (BPM),
Enterprise Content Management (ECM), Customer Communication Management (CCM) and Case
Management solutions with a global footprint in over 60 countries with large, mission-critical solutions
deployed at Banks, Insurance firms, Healthcare Organizations, Governments, BPQO’s & Telecom
Companies”. The preceding was taken from the company’s web site. They have been in business for
over 25 years. The company is privately held and based in India. This entity is likely looking to hedge in
the Nearshore market as well.

Also included are a few Caribbean based profiles who are young companies with HR resource capabilities
largely in one to three persons but who could provide services along the value chain or partner with other
entities.

The profiles will demonstrate that all company representatives are senior decision makers.

The lead generation team has delivered 46 quality delegates and contributed to the depth of the
Conference programme by securing some strong speakers and panelists for the event.
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Report No: Cex3
Lead Generation for the Outsource to the Caribbean Conference
November 2017

IV.MARKETING & RESEARCH FOR PROI@EGTIBN EVENT
MP Ct Execute the Marketing Campaign

Email or Phone Password
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Reviews )
Outsource to the Caribbean Conference has no reviews yet
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Figure6: Outsource to the Caribbean Facebook Page
Dr. Marcia Brandon is responsible for a significant increase of followers on the Facebook Page.

Liesl Harewood and Dr. Brandon are the main contributors to that Page. Meegan Scott shares content
from other platforms including those of Magate Wildhorse thereby increasing the number of channels
from which information about the Conference hits major search engines.
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"Who's Looking to Outsource to the Caribbean? "

if you missed that webinar this morning you missed an awful lot of infc ...see more

OUTSOURCE 'O

THE CARIBBEAN ,.

WHO'S LOOKING
TO OUTSOURCE
TO THE
CARIBBEAN?

Magate Wildhorse
facebook.com

LIKeS

& Like E Comment g Share

|~ 102 views of your post in the feed

Figure7: Webinar Summary witth02 views on LinkedIn, 97 on Magate Wildhorse FB.

#0CC2017 ...5ee more

The Caribbean: Your Nearshore Solution
voutube.com

Figure8: 174 views on LinkedIn
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Lawyers in Toronto and the Caribbean know that the Outsource to the
Caribbean Conference, (OCC 2017) is a must-not-miss Event.

To book your place at the Conference please to receive your complimentary
invitation.... See More

Bay Street’s big legal firms turn to outsourcing

No-frills operations that charge a fraction of the big firms’ fees are changing the legal
landscape in Canada

A TEA ADE

BETA.THEGLOBEAI

2L 300 people reached Boost Post

Figure9: 300 Views on Magate Wildhorse FB

Meegan Scott
:-: fpur,.: Strategy Planning & Performance Management, & Mar

Popular OCC 2017 Conference Questions & Answers

Outsource to the Caribbean Conference 2017

2

¥

2

@ Like E Comment @& Share

Llf 560 views of your post in the feed

Page 20 of 33



Social Media Platform

Status

Issues &

Constraints

Resolution

OCC 2017 Facebook Page
https://www.faceb
ook.com/Outsourc
e2caribbeanconfer
ence/

9 Promotion and information
sharing ongoing

I SEO Optimized

I Listed on Google Search
Engine

91 Promoted on:

LinkedIn

Twitter

Facebook

Other web sites

Google+

Team Facebook

Channels (Business and

Personal)

Now at 196 likes grown

=4 =2 =4 -8 8 9

N/A

organically

N/A

OngoingActivities

1. Individual Team members rostered to promote Facebook Page - Completed
2. Weekly Conference and interesting industry news to be shared on Facebook Page, Linkedin,

Twitter and other social media channels.
3. Conference and stakeholder education material shared via Magate Wildhorse Facebook, Google

and Twitter handles

4. The hashtags being used are: #0CC2017 #outsource2caribbean
#BPOcaribbean #outsourcecaribbean #outsourcenearshore

Sources

Actions

Results

Completed at time of
Report

Company LinkedIn Pages
Industry Directories
Trade
Papers
Inquiries
Industry Journals
Wiki

Google

Biz Journal
Corporate Sites
Yahoo Finance
Caribbean and
Newspapers Online
Academic Papers
Vault

Bloomberg

show & Conference

International

Connect and Engage by:

Facebook

LinkedIn

YouTube

Google+

Twitter

Email

Faculty Department
Follow on LinkedIn
Conduct research for
key predictor and
segmentation factors
I Design research and
conduct list
validation

=4 =8 =4 -8 -8 -8 a9

Route Contacts to Sales
Team or Present CEDA
correspondent for action

9 Promote conference
on social media to
drive engagement and
response

Y Conference
marketing/
promotional
opportunities
New Prospects
Increased
awareness about
the Conference
i Social media post
views on a single
post and handle
receiving 100+ to

= =

270 views in 24
hours.

{ LinkedIn post
viewed over 800+
times within a
week

{ Share related news for
building rapport

91 Request connection to
OCC 2017 Conference
Page

1 Share Conference and
Caribbean related
BPO/Outsourcing
information with
Captive audience

1l Use segmentation &
predictor information
plus responses to
sales and marketing
correspondences to
refine and reduce list
to 60 confirmed
attendees. Final
number confirmed
was 46.

9 Messages shared rack
up 1000 or more
impressions within a
day or two on Twitter
plus industry followers

Table3: Market Research for List Validation and Targetindgntypund Marketing
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MP Dt Sales (Lead Conversion) Campaig$iini-project forms part of the lead nurturing to
conversion process. It includes the proactive actions such as calling, emailing, meetings, prospect
evaluation and sales activities that the account managers will use to close the conference attendance
sales.

5 Nurturing Emails routing | Emails created and routed to the | Confirmation of intent to attend
prospects to the 5 monthly | team were distributed by Social | Conference
pieces on the web site Media and Email

Calls, Emails and Skype
Messages used

Messaging Focue Date

Re-shares of Success Stories - Caribbean BPO
Experience

Glnsights and information to be gained at conference,\
not available in industry literature.

1 Opportunity to ask questions for solving problems
which are difficult to find by long distance
interaction.

9 Components of the Caribbean's Value Proposition &

total Value Proposition

Opportunity to accelerate disruption
Cost effectiveness

Growth Innovation

Talent Pool

Aspirations of nationals of inward target

Problems

AN

Location interest - Nearshore et al.

Stable environment and infrastructure
Conference location and setting

Event host

Networking & market meeting opportunity

Knowledge

/—_-.—_-1—_-4—_-4—_-4\/__-.__-.__-.__-‘__-‘\/

/ v

Figurel0: OCC 2017 Messaging Focus
Sourcelllustrated by Meegan Scott

Page 22 of 33



IPABPO Investor Meeting GuideWebinar

Lynda Arsenault, Key Expert of this project, Peter Ryan, Principal of Ryan Strategic Advisory and Stephen
B. Ferber, CEO & Managing Partner of Golden Gate BPO Solutions, LLC will deliver the webinar. A request
for capacity gaps and awareness to be addressed by the session has been submitted to CEDA. This activity
has been rescheduled to November 28, 2017 as the original date of November 24, 2017 fell during the US
Thanksgiving Holiday weekend and would have an effect on the anticipated attendance numbers. CE has
circulated information and reminders about this webinar through their distribution list and the project
team has also promoted this event on the project’s FB page, via personal LinkedIn and Twitter feeds and
through other key influencers platforms.
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V. Project and Information

Latest News

Labour force must keep pace
with BPO sector — Holnhess

Friday, October 06, 2017 @ 6 Comments

Conflicting message related to one of the primary destination’s ability to deliver the value proposition of
the OCC 2017 and the Conference. This risk could have been averted through key stakeholder
engagement and talking points with the media as earlier forewarned by the Lead Generation Project
Team.
http://www.jamaicaobserver.com/latestnews/Labour_force_must_keep_pace_with_BPO_sector_Holne
ss?profile=1228

JAMPRO has since hosted events and shared information with equally board audiences which have
hopefully undone some of the damage that would have resulted from the previous. The Team was
proactive in sharing related messages on all social media channels listed.

http://www_nearshoreamericas.com/jamaica-rolls-red-carpet-.. ./

Red Carpet for BPO in Jamaica.
Have you got your ticket to #0CC2017 ?

Jamaica Rolls Out Red Carpet to Investment Mission in
the BPO Sector

The government of Jamaica this week welcomed delegates from the US, UK, and
Ireland on an investment mission to encourage more investment in the BPO sector.

NEARSHOREAMERICAS.COM

Page 24 of 33
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CX Jamaica: An Insider's View on What Drives One of Nearshore’s Hottest
Markets.

http://www.nearshoreamericas.com/cx-jamaica-nearshore-trad.../

#outsourcetocaribbean #occ2017 #magatewildhorse #nearshore

CX Jamaica: An Insider's View on What Drives One of
Nearshore's Hottest Markets - Nearshore Americas

Nearshore Americas is hosting CX Jamaica, a unique trade mission for US clients on
October 18-21. Contact us now to secure your spot on this exclusive tour.

http://jamaica-gleaner.com/.../jampro-launches-campaign-captu. .
#jamaicabpo #outsourcingjamaica #JAMPRO #BPOmarketshare

JAMPRO launches campaign to capture greater share of
global BPO market

Jamaica Promotions (JAMPRO) has set out to aggressively sell Jamaica as an ideal
Business Process Qutsourcing (BPO) destination.

AR AR ALV = A R TS
JAMAICA-GLEANER.COM
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VI. Project Evaluatio& List Quality Assessment

The Internal Team Evaluation Report as well as client feedback is due for completion and inclusion in
Report 4.
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Annex AList 0f46 PreQualified and Confirmed Attendees

These profiles have been submitted to Caribbean Export Development Agency and will be uploaded to
the online tool being managed by CEDA to fulfill the matchmaking and setting up of one on one meetings
between the 46 delegates and representatives from the CAIPAs.

[ FOF |
1
-

Adobe Acrobat
Document
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