5
]
Y
|

S ——

R

I . -: Cegid Iberia, LatAm & AfricaPT
R e

1SALES

KICK-OFF!

2023




Renaud CLAVEL
Head of Sales HCM

|
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2022 HCM - Foundation

#1 BU @Cegid

= From 60 to 240M€ in 3 years (35% of Cegid Rev)

= Historical business then Meta4 + VisualTime + TalentSoft + Wittyfit + DR ... MTC ;)

2022 Rev. Growth +7% (97,5% of Rev. Plan)
= But 59% of the 2022 Booking Plan (short of 18,5M€)

YTD Like for like

Software 603,40 9,7%| 153,9|0) 7.8% 349/ 126%| 2063 97% 1271 10,0%| 80,8/ 11,9%
Licenses 17,9 11,6% 0,1(i (82,2%) 0,3|® (13,4%) 2,6/ 41,0% 9,9/@ 19,2% 518 (1.4%)
Maintenance 91,0|{@ (19.5%) 43| (68,1%) 67| @1.5%)] 171|/@(133%) 32.8/@ (122%)| 29,7|@ (11,4%)
Saas 4946/ 17.4%| 1496/ 16,0% 279|/@ 262%| 1867/ 12,0%| 844|@ 207%| 46,08 37.2%
Professional Services & Other 79,9\ (10,3%) 51| (26.0%) 3,98 (19.2%)| 33.7|@ (7.7%) 14.8/@(205%) 2240 3.1%
Financing 3,0 0,0 3,0 0,0 0,0 0,0

Total 686,4| ) 6,8%| 1590/ ) 63% 418/ 6,6% 2400/ 68% 1419 57% 1033 98%
of which Recurrent Revenue 5855|@ 96% 1539|@ 81%| 347|@ 129%| 2037|/@ 94% 1173|@ 92% 757|@ 129%
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2022 HCM - Foundation

Tough transition at TS
High churn & SaaS Booking <50% of Plan

Positives on Public & Nordics

Xselling below expectations but OK - Ramping up
= Now refounding - New talents & new leadership

= Additional value & opportunities (Witty, DR)

SALES
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2022 HCM - Foundation

High Positives
= Payroll FR, VisualTime
= Revenue upsides - LATAM, Cegid Talent

Very Promising M&A
= Wittyfit & DigitalRecruiters

Clients, Partners and Market

are impressed by our vision, pace and strategic roadmap

SALES

KICK-OFF
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2023 Ambition

In 2023 we plan to achieve a Revenue growth of

+7.2% and further accelerate

Gap

HCM B23 A22 i Growth A21 Gap 22vs 21 Growth
Software 224986 206 905 18081 8,7% 188 551 18354 9,7%
Licenses 4261 2592 1669 64,4% 1838 754 41,0%
Recurring Revenue 220725 204 313 16412 8,0% 186713 17 600 9,4%
Maintenance 14 268 17061 (2 793) -16,4% 19678 (2617) -13,3%
Saas 206457 187 252 19205 10,3% 167 036 20216 12,1%
PS & Other 32 960 33679 (719) -2,1% 36474 (2 795) -7,7%
Financing - - - N - -
Total 257 946 240 584 17362 ((72%) 225026 15558 6,9%

Growing our SaaS Booking by
= Payroll FR / IB / LAT
= TS France & International

= DigitalRecruiters
= Wittyfit

SALES

KICK-OFF

2023




SALES GTM
PAVPE




2023: 1 079 Deals signed over HCM Payroll
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TOP PERFORMERS
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STRATEGY 2023

PAYROLL

&

i

2023 Year of the « New Biz »

v

Re-Invit the way we work with
Partners & Alliances

Accelerate on TALENTSOFT

UPSELLS

Acquisition Value

v

SALES
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DRIVERS : What about 2023 ?

PAYROLL

Organization

Staffing

Collaboration

SALES

KICK-OFF
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HCM Sales Organisation

I - Jean-Sébastien !! ,‘ Claire-Bourrut !

ﬁ Philippe Clerc , SALES TS | COURSAULT i, (1 ng;ﬁﬁ : Lacouture |
& H 1

¥ Key Accounts Samir Belkhayat E “i)IGITALRECRUITERS A Wittyfit | cill\g E

|_____________________' . S DU " T e

N T oo TS ST Gioraio Alesst

& oOlivier Laurent Bruno Longhi Sylvain Cartier | '°rﬂznsiisr' i

" Large Account & New Biz 1 | Public Sector & Cli MidMarket PRESALES FRANCE ! SDR !

+9 \ +10 b +8 : __________________,‘,_8_:

. il ' NENRRRRRRRREEE ~

% . Marcel Bott Michael Gullith f ¢@a °~  Thomas Papin ca;:;f;:%?g;‘;::¥ i ) Valerie Vaquerizo E

el Eﬁ DACH - NORDICS NORTHAMERICA i ! ALLIANCES !

it & RFP CENTER ! 3 !

4 +4 +2 +2 +10 : : + :

3 SALES PAYROLL
i Renaud Clavel
ﬁ Julien Delignon Sylvain Cartier L Thomas Cornet P T Daniel Guichard
o France . Presales FR T‘ Wittyfit k | 3 CSM
| +6 +6 NP -

; Romain Brach
s Cli Mid-Market
+9
Cristina 2 Fernando Carlos Diaz s Enric Blanco Emilio Martin Alberto
G ' Presales Iberia "

Fernandez o Murcia +2 ? TaIentSoft Iberia »“8 Visualtime : Qumtana
Cli Iberia +5 .- New Biz Iberia +9 +8 Latam




BUDGET BOOKING 2023

PAYROLL

Landing SaaS & Lic. 2022 7 Y
17,7 M€

Plan 2023 : 25,8 M€ Booking

Excl. X Sell : FRANCE 9,5M€
IBERIA 6,2M€
LATAM 1,4M€

17,1 M€

X Sell ;: VisualTime 2,4M€
Wittyfit 1,7M€

Talentsoft 3,0M¢€
8,7 M€

DigitalRecruiters 1,6 M €

SALES

KICK-OFF
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We can do a fantastic 2023!

Great
Products

I

)

\ Great A You 4
O Company ) \

Committed
Together

Execution
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Cristina Fernandez de Landa
Sales Director IB

|
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Base Instalada Iberia De Y22 => Plan Y23

I JCDecaux

Booking 2023: 2,8 M€

Transicion al Saas => 1,2M¢€

5 T MECALUX ':_-w
swift_ 7)) STL VITALOENT IB Sales PLAN Y23
Salvesen
Lacera Logistica
HEPSA - UPSELLING :
. GRUPO ASV BIMBO
emargia LC}Q@ ‘ (Biine0) TALENT
13 CLIENTES
Oas

FANAY/

+ 3 M€

(70% Migracion - 30% Transicion)

Universidad

‘W) de Navarra

Gsitel  mepiaseTespana.
RO - Y- T- 11 XY= i)

38 CLIENTES
+ 100.000 ee

A\ IR BB  UNiSONO
nRpmw

a TeleMadrid = — o0y C

== grupo aguas
devalencia

PLAN Y22 BOOST TO SAAS - MIGRATION

UpSelling => 900k €

Crosselling =>700k €

SALES

KICK-OFF
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Objetivos Base Instalada Y23

Maximizar Saas

Aceleracion y Crecimiento
Transicion — Migracion (OP-Saas-Saas)
Crosselling (TS, VT, WF, DG, PF)
Upselling - PN

~
f

Fidelizacion - 50 TOP

Incrementar Posicionamiento Cegid
UpSelling
Plan Relacional
Referencias — Casos de Exito

I &

l|1

Sales Team
Equipo 100% On Board — New AM
Sales Enablement y Formacion
Doble Booking (Unico Equipo)
Partners => Cegid TEAM

SALES

KICK-OFF

2023




Equipo HCM UNICO - Colaborativo

EQUIPO IB SALES - PRESALES - PARTNERS

Mk & Comunicacion

CES

Legal

Seguridad

Product + PMM
Finanzas

SALES

KICK-OFF
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Fernando Murcia
Sales Director NewCli

|
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NUEVO NEGOCIO EN ESPANA

RETOS 2023

2,8 M€

MAYOR PORTFOLIO
SOLUCIONES PARTNERS

+ Ofertar las mejores
soluciones de Cegid por
area funcional:

PNET + VT + TS

* Apoyo y Cooperacion de
los equipos de TS y VT

« Crear una nueva solucion
integral

* Son indispensables para

el crecimiento esperado.

Vamos a tener una mayor
involucracion en los
procesos comerciales y a
derivar cuentas de mayor
volumen.

RELANZAMIENTO
de AAPP

* Gran Oportunidad de
Negocio.

* Inversion de Cegid:
« Certificacion ENS
*Roadmap de Evolucion
* Posicionamiento (CNIS)

+ Oportunidades reales de
cierre este afo.

( | SALES
KICK-OFF

2023




Carlos Alonso
Sales Director Cegid Talentsoft

|
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NUEVO NEGOCIO EN ESPANA

RETOS 2023

923K €

POSICIONAMIENTO

« Aumentar el nimero de
referencias locales

* Oportunidad en el
mercado: Solucion « Top
Gama » nivel funcional,
mejor approach
econoémico.

* Crosselling PN: Base
Instalada + Newcli.

We have

TAM: 33.100

By targeting LMM to VLA
SOM: 657

By targeting UMM to VLA
SOM: 57

SALES

KICK-OFF
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PLAN DE ACCION 2023

Za

1 5 0 nuevas
reuniones

©

nuevo hegocio

@ O

23% 13% 15%

Prospects
(Best Few)

Suspects Leads

(In Funnel) (Universe)
49+

Lost / No go

60 %

Thru Sales activity
8 mensuales

40 %

Thru In / Outbound
SDR, MKT, WEB
5 mensuales

Objetivos

e Tamano promedio del lead
« 2.500 employees

e Promedio ARR del lead
* 60.000 €

E[tl] 35 prospects: 2.1 M€ In funnel

20 suspects: 1.2 K€ Universe

SALES

KICK-OFF
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COMPETIDORES

~.

¢ — — .

N

successfactors’ Gornerst ORACLE
An SAP Company WOor k d Q yO
HCM CLOUD
» Core HR / Employee C. * Core HR * Mayor catalogo de » Core HR. Countries
* Referencias * Proceso de onboarding formacion compliance
* Proceso de onboarding * Performance * NUmero de oferta de * HR analytics (propio Bl) )
* Recruiting * Plan de Sucesion CUrsos  Workforce planning &
 Workforce analytics X * Médulo de * Integracion 3 budgeting
* Employee and Manaf‘g compensacion plataformas * Performance & career
mobile app * Payroll Analytics » Mobile app machine planning.
* Red de Partners learning
SALES
KICK-OFF

2023




Enric Blanco
Sales Director Cegid Visualtime

|
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Solucion #1 de Gestion del Tiempo

eves, 26 de mayo de 2022
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~. g >
© 1
/ 2
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Q
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Exitos 2022

2022
+67% Boo king vs 2021

161 Newc“ @ Integracion

1 55 MigraCiones @ President’s Club
1 ’289 CIientes @ 3 Top Performers



2023
Seguir creciendo a

doble digito

2,2M£€ Booking




Objetivos 2023

Exploiting client's

el by Development of

sales
and

enhancing Acquiring

and finalizing

cegid Visualtime



Exploiting client’s full potential

Migrations
® 8
2,TM€ 470 3Y
+ARR Clientes OP Booking 3Y
Upsell ?,G Product Tiering

?,G VisualTime Hybrid

?/G Legacy Customers

Y21
68%

Y23

Y22 |
60% 685% |

-

T'Q-w




Prospecting Sales

M Optimizar Sales Machine D Especializacion
11 Sector & PBR Z) Venta consultiva
OQ TM - Playbook & Pitch Elevator Pitch + Argumentarios

Sales Machine VisualTime Story telling (demo)

A Cegid Company

Outbound Prospecting Sales (AE)
™M1 TM2  TM3... O\ Case Studies*
Sector
?ﬂ’iei%\:‘(benemx reference B ) Lead:“Q Cor;tqc,
S (\‘ "“‘ , Relevance
| . ./ ./
tion A: Sk L 2 | \

Acton . prospecing % ‘ ‘u /‘ ;\l \ Wi y C() ) + comunicacion / + relacion

| A E 2 8 i

I | \ [ ‘\/“’ o5 2 5 Meeting

YRRl aatiag 18-
Inbound { LI \j 2 ZAAT
Mot | A Focus

-Centro recursos ¥ | \
-Webinars \J I B
-Articulos en mediios ! c
-Google Ads v Cadencia
Eﬂiiglﬂ ﬁ?xs:'\cl] SQk > Lead,! % contact .
Nt Lead.2 so60% SF: Forecast / Daily update opp /
-Banner medios

Activity

k:D Buyer Journey

+ pipe (x3) + win rate (35%)

cegid Visualtime



Cross Selling

cegid Visualtime



Cross Selling

cegid Visualtime



Cross Selling

Inspired by Visualtime team

i

1
i |

|

—

cegid Visualtime



Cross Selling

Inspired by Visualtime team

i

1
i |

|

—

cegid Visualtime



Cross Selling

cegid Visualtime



Cross Selling

cegid Visualtime



Cross Selling

cegid Visualtime



Cross Selling

cegid Visualtime



Cross Selling

i, grupo
vz m primavera

A Cegid Company

cegid Visualtime



Cross Selling

i, grupo
vz m primavera

A Cegid Company

cegid Visualtime



Cross Selling

ceqgid Visualtime
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Alberto Quintana
Sales Director Latam

|
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2023 Budget

€ 211 5 M sfs ;Ioogn!\(,!z mths) € 0,35

. € 0,5 Migrati .
Saas Booking (12mths) . €0.2 VisaalTime Licences
€ 0,4 TalentSoft
€ 0,1 WittyFit
€ 0,6 NewCli

2023 Focus:

Big Focus on NCA and Xsell/Upsell.
Build a stronger Pipeline.

Reconnect with SaaS Clients. SALES
Complete the R2M (TalenTSoft, VisualTime, WittyFit) KICK-OFF
2023
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Pipeline 2023

Pipeline 8 Opportunities number Saa$ pipeline Licence booking

View Report (Payroll Full Year Pipeiine_V5) View Report (Payroll Full Year Pipeline V5) View Report (Payroll Full Year Pipeline V5) View Report (Payroll Full Year Pipeline_V5)

Pipeline by stage =
Stage
Sum of Amount (Saas and Licences) (EUR) F - Identify the needs @ Sales Purpose Q1 Q2 Q3 Q4 Total
E - Analyze the needs @
" Cross-Sell 52 828 89 0 968
C - Vilidate the sokition @ Migration OP/OP 466 0 0 0 466
B - Negotiate @& . .
Other @ Migration OP/SaaS 739  1.181 135 0 2.055
Newcli 320 2529 1429 930 5.207
Upsell only 0 233 198 45 476

Total general

SALES

KICK-OFF

View Report (Payroll Full Year Pipeline V6) 2 0 2 3
Confidential | 01/02/2023 | Alberto Quintana Ceg j d




Sales Director
Alberto QUINTANA

5 Standard Sales Representatives 4 Presales (All Countries & All Products)

: Argentina (AR)
n Territory (PN+VT+VF) AR 'f;,

Territory TS — AR, CH, PE New Client o~
Sdndrd BALAGUERO Mariano AGUIRRE

Pera (PE)
Territory (PN+VT+VF) CH, PE, AR Public
Territory TS — CH, PE- IB +Int. Oppy T
Gerardo SANCHEZ Ana H. RODRIGUEZ Oscar GONZALEZ Alain RAMIREZ

Colombia (CO)
: Territory (PN+VT+VF) CO
Territory TS — CO IB +Int. Oppy

1Dedicat DR ° H H vitioac:
Jorge LOPEZ Celldels Reinforcing Sales Activities:

México (MX) !‘{E@'
_ Territory (PN+VT+VF) MX 7 y *  Weekly Forecast Review
) 4 Territory TS - MX IB +Int. Oppy {0"' » Territory Planning
Juan REYES Rodrigo TORRES * Daily update on opportunities

*  Weekly Sales Activity
México (MX)
¥, Territory TS — MX, CO New Cli

Julio SUAREZ

SALES

KICK-OFF
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Pablo Giraldez Quiroga
Partner & Alliances Director

Pilar Gallo Ayala Enrique Sala Pascual
Business Developer

SALES

Business Developer KICK-OFF
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Resultados 2022

Este ano han sido muy en nuestro negocio...

» El ecosistema de partners ha participado en el
de las oportunidades

= Han impactado directamente en el del
resultado comercial SaaS (ventas) de Cegid Iberia

= Se convierten el de las oportunidades en que

estan presentes

SALES

KICK-OFF

2023




Resultados 2022

Y ademas ...

New partners SaaS New certified Professionals
Laborit 11 Cegid Peoplenet AAPP
SHS* 31 Cegid Peoplenet
minsalt MV 10 Cegid Peoplenet HR
BEZd Max People (Port) 4 Cegid Peoplenet Payroll
EvoLuTi-N  HCEvolution (Port 1 Cegid Tinnova

SALES

KICK-OFF

2023




Cegid Visualtime - marzo 22

Cegid Talentsoft - junio 22

&

Evento partners - oct 2023

Portal del Partner

Showpad



Portal del Partner

G - o o

-
ceg |d Sales ~  Marketing ~  ParinerCare -  News&Events -  Parinership~ @ Help

Hello David! /'\.

e _f\;_-_;_—_;,_—_:. R\
Welcome to your Cegid Partner Portal s @ NAY/
‘- | [ N
Company : Vincere Sclucicnes S.L JI || I|I S 5 I| | | I|II
Cegid Partner Status - HCM: Cegid Partner ‘\\ |\_| = f “
N :

Short cuts

First time

TecniaRH Fase |I: Programa de especializacion..

Programa "Modulo .

10 1 12 13 14 15
17 8 19 20 21 22

consulta su estado
(conectado a Sales Force)

Descubre las
de productos Cegid
HCM

Consulta tu
(webinaires, formaciones, eventos)

Accede a todos los

de tu solucion
(E-books, newsletters, videos, infografias,
testimonios clientes, etc ...)

V



Resultados 2022

Pero hemos de
reconocer que solo el
20% de las
oportunidades son
« partner sourced »

ok

T MECALUX

ESMENA

VITALDENT

BMY zElre

swift )

Gssilor

A5 Universidad
Ay de Navarra

.

windgroup

N@RTHGATE

Hotels SALES

KICK-OFF
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3 grandes ejes de actuacion para 2023

Aumentar la independencia

Ampliar “la tienda y capacidad del partner

? Nuevos productos y
soluciones » Paravender

> Certificaciones ¥ Paraimplantar e integrar

* > Para autog%ngrar negocio

v »
~
4

-~

Mejoras operativas

2> Seguridad

2 FEficiencia

SALES

KICK-OFF
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3 grandes ejes de actuacion para 2023

La actuacion es estos ejes nos
exige (como organizacion)
activar una serie de palancas:

. Ampliar las capacidades de los partners en los productos actuales

Determinar y comunicar el ambito de actuacion en las nuevas soluciones
Productos Channel ready

Disefiar un modelo de negocio con partners que les impulse a la accion e
impulse nuestro negocio

Atraer y captar recursos: nuevos partners y nuevos profesionales

Partner Care

ALES

CK-OFF

nuestras soluciones 2023

Aumentar las capacidades de interactuacién, comunicacion y operatividad g




:Gracias!™’
Obrigado!
Merci!

Thanks!




Emilio Martin Cross
Presales Director

|

SALES

KICK-OFF
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PREVENTA IBERIA

RETOS 2023
ACTIVIDAD OFERTA RETOS
* Cualificaciéon y Orientacion
* Demos, WS, POC - Nueva Oferta “Integral”: - Transformarnos para dar - Dos personas nuevas en
- Toma de Datos y Consultoria PeopleNet, Talentsoft, soporte a las nuevas 2022: Victor y Antonio
VisualTime, Wittyfit, Digital ofertas o
- Estimaciones Recruiters, Paycheck Now... ’ ° EspeC|aI|zaC|On VS.
» Consultoria de procesos Polivalencia
* Propuestas * Nueva Oferta GCy soluciones P y
* RFI, RFP, Pliegos Partners . + Contad con nosotros
- Apoyo Comercial y Partners * Portugal * Oferta Comercial
. Webinars . Pablico * Apoyo a Partners

* Funcionalidad, Tecnologia, + ¢Apoyo a Latam?

Seguridad, Integraciones

A ‘ r

‘ 9, 3 M € SALES

! 4 £ g / KICK-OFF
! ) L ) 2023
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PRODUCT iisitsiméns

HCM STRATEGY | IBERIA & LATAM

Fabrice Coutadeur | Head of Product Management Peoplenet | WW
Mohamed Zaghou | Head of Product Marketing Management HCM | WW

cegid



Mohamed Fabrice
Zaghou Coutadeur
Head of Product Marketing Head of Product

Management HCM

Management Peoplenet

V

SALES

KICK-OFF
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CONFIDENTIAL | April 2022 | Mohamed Zaghou

Product

Product
Marketing
initatives

Marketing

Sales

ceqgid




2026 Product Marketing Vision

From Products to Capabilities — From upsell to growth

2024 2025 / 2026
Enlarge Secure
Taxonomy Cover successfully NPI gates from 1to 4 B8  Extend all that has been done between

Value proposition Improve Market sizing and positioning and improve
NP Secure 2022 best practices

Sales enablement Focus on competitive intelligence and
FMM alignment "PCC" (Proactive Competition

PM alignment Campaigns).

Market sizing and positioning (TAM to

SOM)

Ensure commercial success of all our product launches and support organic growth and upsell

id
CONFIDENTIAL | April 2022 | Mohamed Zaghou Cegl



ORGANISATION

Mohamed Zaghou
Head of Product Marketing
HCM

/

s

—

Jéréme Ricard Myriam Hetier Flora Brousse Charlie Esclapez Maria-Bettir.na Rodriguez Laurent Cuilleret
PMM Sr PMM PMM PMM Flick PM/ PMM
Payroll (FR) HR (International) HR (International) Payroll (Iberia/LATAM) PMM Talentsoft Public Sector

Proxy — Iberia / LATAM

ceqgid



New Product Introduction Process

NPI Board

Gate 2: Financial
commitment

NPI Board

Gate 3: Commercial
release

NPI Board

Gate 4: Launch
readiness

NPI Board

Gate 5: Portfolio
optimization

Key questions / Output:
- Canitbe done?
- Can it make money?
- Should we do it?

+ Brand & Naming

*  Competitive Positioning

+ Value Statement &
Messaging

* Prototype

+  Financial Plan

*  Pricing Model

*  Product Profitability

*  Marketing Plan

Key questions / Output:
- How is the profitability?

- How do we provide service?
- What is required?

+ Product testing & UAT

 Identity & Run Pilot

 Test the pricing

« Campaign Planning

« Thought Leadership

+ Value Proposition Word
document

+ Crafting up a PMM and
Marketing go to market
plan

Key questions / Output:
- Is the product working and the
pilot ok?

Do we meet buyer expectations?
What shoud we improve / mitigate
before massive launch?

Reputation/Advertising
(Plan)

Demand Creation (Plan)
Content Activation (Plan)
Sales Content & Tools
Influencer Relations
Territory Alignment
Named Account (TBD)
Sales Communication &
Training

Key questions / Output:
- Are we ready to sell?
- Are we ready to

implement?
- Are we ready to serve?

A

* Sales/client input : not available yet because the product is not realeased/relaunched

© 2020 Forrester. Reproduction Prohibited.

-

A decent go to

market takes a least of :

3 to 5 month

v

Demand Measurement
Win/Loss Analysis
References and Advocacy
Customer feedback

NPS Score

High Priority Update
Sales Adoption

Pipeline Analysis

Key questions / Output:

Should we enhance it?
Should we maintain it?
Should we retire it?

cegid



Client need

Taxonomy tied to our value proposition

Product description

The story of a 200€ swimwear

Brand

Capability

Product taxonomy

Product value proposition

v

Distinctive and
high-end
swimwear

High quality and
durable material
A recognizable
brand

Swimwear with elastic waistband
Supple twill with a peach finish
and an extra soft feel

Special material for extra quick
drying swimwear

Water reactive shorts

Water reactive effect

100% polyester

VILEBREQUI

Men swim short

* Water Reactive Requins 3D

Incognito in the open air, the
sharks on these Aquaréactif
Moorea Requin 3D men's
swimming trunks only reveal
themselves once in the water.
These three-pocket shorts
revert to plain when dry, and
are stylish and comfortable as
they feature the original

Vilebrequin cut from the 70s.

cegid



Marketing campaigns

Top of Funnel

Though leadership content
Global campaign content
Supporting campaign themes
TOF public speaking events

Top of Funnel

Webinar content, themes and
speaker contribution

Bottom of Funnel

Webinar content, themes and
speaker contribution

Decline the value proposition

Marketing campaigns and content

Sales kits

Large kit

1t level presentation

Deep dive presentation

Modules dedicated presentation (upsell)

Client facing collateral (brochures, product white
papers or eBook, etc)

Module product sheet (upsell)

A least of 3 sales tools

Medium Kit

1t level presentation

Deep dive presentation
Client facing collateral
A least of one sales tool

Small kit

* Deep dive presentation
+ Product sheet

Training

Sales training

15t level training for new comers or simply a
training refresh

Deep dive trainings with multiple guest speakers
with different expertise and 1% level demo training.
Training to be led by Product Marketing and
mandatory for any new product launch or
“relaunch”.

Pre-Sales training

More technical and product oriented training
Deep dive training also with multiple speakers.
Training also led by product marketing but
Product Management contribution is key to insure

technical accuracy of the content

Training to be led by Product Marketing still, and
also mandatory for any new product launch or
relaunch.

Sales can also attend those training sessions.

cegid



Build a space rocket to the future of payroll and PA

Expand your ecosystem with ( Enable our clients to extend or complement our solutions with third-party solution using APIs, based on our Core HR
module.
preferred patners
/ N
Standard connectors with Cegid Sole access point Core HR
products
Strengthen our solution with . A The application provides a unique The CoreHR component is the entry
other Ceaid solutions Standard connectors with Cegid . I i th low
g . access point to aggregate all HR point in the HRMS, allowing our
products allows easy and frictionless o :
. : Services, including external ones, customers to have a better control on
integrations. : L .
independently of their origin. data quality and exchanges
\ . . Payroll controls Process and business orientation Productivity of HR Professionals
Innovative and efficient N
Efﬁgent Elalnléj antomat?dtCOf”trdS allow The application is process oriented, Automation, exception
ayroll Professionals to focus on 4 4 o e )
exceptions and added-value tasks and allovvm_g any user to interact with it, management, or a prioritized to-do
increase payroll and data quality. Payroll m'akm'g it easier to understand. list contribute to enhanced
analytics uses Al to go even further Navigation is guided by the context productivity
Reliable and . o : . o
productive ( Compliance Optimization of TCO Best in class UX Reduction of Build time
We deliver up-to-date Applicative maintenance We provide a best-in- The tools used to set up a
and relevant compliance and operation processes class UX for HR client's payroll are
with high quality and on are straightforward and Professionals, managers, configuration oriented,
time. highly automated and employees with low or no code

.
Confidentiel | February 2023 | F. Coutadeur » Cegld



Product and Product Marketing — Support to sales

Product Management Product Marketing

Confidence Conversation

» Support market communication on
our innovation (Features availability
matrix and activation)

» New product strategy and roadmap

Autonomy Advocacy
* More visibility and material to « Making noise and advocating our
explain what we'll deliver new functionalities and innovation

effectively



5
]
Y
|

S ——

R

I . -: Cegid Iberia, LatAm & AfricaPT
R e

1SALES

KICK-OFF!

2023




Nicolas Maritan
Global Head of Campaigns - HCM
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What's Marketing mission?

cegid




Marketing is about

Creating Value

)
Understand Cegid Revenue Ofstgﬁ’pe +58A(|_)0
Market & Needs Growth created
Customer Brand Brand Transition
EXperIence Reputation Meta4, Talentsoft,

VisualTime, Wittyfit

3, 7M€
NEEN
Booking

+1M€

Advertising
FR, DACH,
Iberia

ceqgid



SUPPORT YOU
IN 2023?

HOW WE WILL ./
N

P

A



1. CEGID

REVENUE 830
GROWTH

328

ceqgid




1. CEGID
REVENUE
GROWTH

830 i

cegid




2. CEGID
BRAND

> Continue to invest to develop

* * * * 'I Cegid Brand across the globe
‘ > Cegid x IDC WW Study
> PR / Local HR / Major Events

ceqgid



3. CUSTOMER
ENGAGEMENT

® o > Customer events
> Webinars roadmap (Jan & Sept)

> New job role "FMM UpSell" for
programatic campaigns (Pilot in France)

ceqgid



A GREAT TEAM BEHIND ALL THAT!

| |

IBERIA - 3

Guadalupe Leyre

Maribel Noelia

FRANCE - 5 INTERNATIONAL - 4

Talentsoft Payroll [NORDICS]  [BENELUX]

Nathalie Stéphanie Sophie  pMarie-Anne
March 13th  (until Feb Tst)

Mihaela Denise Alexandra

@ (March 1st)  (maternity leave)

Romane TBH
Talentsoft

Community Upsell Ceg id




#COLLABORATION
& Amplify
WE N.-EI'D YOU! all our actions
the

Oppies delivered

&

share ideas

ceqgid




Spain 2023 Plan

Guadalupe Garcia-Soto
Head of Campaign HCM lberia
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>

Guadalupe Garcia Soto
Iberia Marketing & Communications Manager
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TAM Spain focus (33.149 companies): Market available to Cegid products

Tamano del mercado/Oferta Cegid HCM Esparia/Sectores Clave

‘ Oferta disponible (Cegid Peoplenet & Cegid Talentsoft)
. Oferta no disponible (solo Cegid Visualtime y Cegid Wittifyt)

+2.000 NPS

500 -1.999 NPS

50-499 NPS

LMM (30.739)

% MARKET SHARE

‘(,\

Infrastructure | 7%
Transportation, energy & public utilities

Public sector | 12%
Government, education, healthcare & social

Cegid Peoplenet services

Cegid Talentsoft

Cegid Visualtime Commerce | 18%

Paycheck Now by Cegid Wholesale trade, spaciality retail, other retail
Cegid Wittifyt

Cegid DigitalRecruiters

(500-1000 NPS)

Services | 29%

CPA, Financial services, Business services,
consumer services, telecommunication

Production | 34%
Agriculture & natural ressources, construction,
manufacturing, process manufacturing

Cegid Visualtime
Cegid Wittifyt ;?

-— -



OWNER

OFERTA

MK CONTRIB.

2023 Iberia Marketing Objectives

NEW CLI: FERNANDO

BI/UPSELL: CRISTINA

NEW CLI/UPSELL: CARLOS

Cegid Peoplenet Noémina
Cegid Peoplenet AAPP
Paychecknow by Cegid
Cegid Wittyfit

Cegid DigitalRecruiters

Cegid Peoplenet
Paychecknow by Cegid

* Cegid Talentsoft

40%

of the sourced pipeline

6M€ 755AL

pipe creation

influence 4 5 %

of the upsell pipeline

. 2
iﬂ | _| t

influence 4 5 %

of the upsell pipeline

40%

of the sourced pipeline

40 SAL

-— -



2023 Iberia Local Campaigns
KEY PRIORITIES

PROPUESTA DE VALOR HCM: RETHINK THE WORK EXPERIENCE

v

% 1. Cegid Peoplenet + Talensoft — Focus on NEW CLI

X 2. Cegid Peoplenet - Public Administration

L% 3. Market Launch of Cegid Paycheck Now

4. Market Launch of Cegid Wittyfit. (Pending NPI)

LR
Talent
Acquisition
Talentsoft
RS In the Flow of
= Work
S = ! Ang
% ® :'.Deve\operPori' Core HR =i
= el Oocoooocf] Z1 Online
8t Payroll & =
o HR Admin bielste
= Reoplenet
% ' Workforce
% Management
< Visualtime

cegid

' : S
,sq” Standard connec®
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TOP MK Programs & Tactics

Demand Creation Programs

B Obj: LeadGen

v & © ¢ ]

1. Web 2. Events& 3. Telemarketing 4. Digital MK 5. Sales
marketing HR Congress& Enablement
Webinars
‘\\
==

B

6. Customer
Engagement

ceqgid



TOP MK Programs & Tactics

: Reputation Programs
Obj: Reputation & LeadGen
& o ) = E a 'y
1. PR & Social 2. HR content & 3. Case Studies 4. Newsletter: 5. Product 6. Videos 7. Webinar

Media Blog Cegid HRTrends overview

Cegid Awareness




s F HCM Iberia 2023 Calendar < Fs
P s € % &
GO Q @3@ ©

FEB MARCH APRIL MAY JUN JUL AUG SEP ocT

174K

ADVERTISING - HCM KIDS (1 publication/month: PRINT, DIGITAL MEDIA)
MEDIA (1 publication/month: PR, TRIBUNE, INTERVIEW, RANKING, ETC.)

CASE STUDY
REPUTATION SOCIAL MEDIA (ORGANIC) (1 publication/day minimum on LK, TW, FB and YT)
(*) +36K PR BLOG « GLOCALTHINKING » (2 post/week)
GC: HR TRENDS 2023 IDC | C: PAYROLL LC: CEGIDIDL RESEARCH1 LC: PAYROLL GC: ;? LC: PAYROLL&AAPP LC: CEGIDIDL 2 GC: ;?

LC: PAYCHECK NOW LAUNCH

TELEMARKETING (CEGID PEOPLENET + CEGID TALENTSOFT + PUBLIC ADMINISTRATION)

DIGITAL MARKETING CAMPAIGNS (PAYCHECK NOW+ CEGID PEOPLENET PAYROLL + PEOPLENET PUBLIC ADMINISTRATION + CEGID TALENTSOFT) FOCUS IN PAID SEARCH
WEBINAR 1 WEBINAR 2 WEBINAR3  WEBINAR4  WEBINAR 5 WEBINAR 6 WEBINAR7  WEBINAR 8
PAYCHECK NOW??  pAYROLL TALENT PAYROLL TALENT PAYROLL TALENT PAYROLL CNIS AAPP
ROUND TABLE 1 ROUND TABLE 2 TALENTDAY ROUNDTABLE3 oy (g  TALENTDAY
HR TRENDS 23 PUBLICAAPP  (MAD) SERVICES (BCN)
G——
CFH (MAD)
G—
DEMAND FORUM RH
CREATION s (LISBON) ,
EMAILING 4
EMAILING 1 EMAILING 2 EMAILING 3 (CEGID IDL EMAILING 5 EMAILING 6 EMAILING 7 EMAILING 8 E('\C"E"\G':'I')NIGDI? EMAILING 10
(RE-UP&SKILLING) (HR TRENDS IDC) RESEARCH 1) (GARTNER 1) (GARTNER 2) (XXXXXXX) (XXXXX) BTN (GARTNER 3)
GC: FIND AND RETAIN THE RARE PEARL (TALENT) GC: BUILD AN INSPIRING WORKPLACE (TALENT) GC: SWITCH TO PEOPLE TECHNOLOGY (TALENT)
LC: WHEN INNOVATION SERVES COMPLIANCE (PAYROLL) LC (AAPP PENDING) LC: PAYROLL ROLE IN YOUR STRATEGY (PAYROLL) LC: PAYROLL (PENDING)
LC: PAYCHECK NOW LAUNCH
NURTURING STREAM / FIND AND RETAIN THE RARE PEARL CONTINUING
CUSTOMER EVENT OR MK RELATIONAL PLAN GP;?
-
SALES WHAT WE ARE GOING TO DO IN 2023? Ceg|d
ENABLEMENT




HR CONGRESS

HR Congres List
- Congreso Factor Humano. MADRID| May
- Congreso Factor Humano. BCN | Nov
- - Foro HR Lisbon | May
- -Talentday. MADRID | Jun
- Talentday. BCN| Sept.
- Congreso CNIS (AAPP) | Dec

Zoom on: Leadgen (Events)

WEBINARS(*)

Global Campaigns
(Talentsoft)

-H1 (Talentsoft Solutions)
- H2 (Talentsoft Solutions)
- H3 (Talentsoft Solutions)
- H4 (Talentsoft Solutions)

Local Campaigns
(PeopleNet Payroll)

Payroll Solutions)
Payroll Solutions)
Payroll Solutions)
Payroll Solutions)

-H1
H2
-H3
-H4

o e e Y

* We need resoures for webinars in Spain

C
I

EGID
POSITIONING

Activities
- Membership supported by marketing
- Identification of activities by marketing

Sponsorship
- CEAPI
- Embajada de Francia
- Gala RH Lisboa
- 3 CANAL FORO RADIO
- EVENTOS AAPP SOCINFO?

+ Plan Relacional GP

CEGID EVENTS

Product launch
- Paycheck Now by Cegid

Cegid HR Connections ;?

-— -



Zoom on: Cegid Paycheck Now Launch (Q1)

I
JAN FEB MARCH APRIL MAY JUN JuL AUG SEP ocT NOV DEC
NP ACUERDO
= POST BLOG 1 POST BLOG 2 POST BLOG 3
E SOCIAL MEDIA (ORGANIC)
>
PAYCHECK NOW B+ CONTENIDO 1 CONTENIDO 2 CONTENIDO 3
BY CEGID [
NEWSLETTER 2
Gr——
PROGRAMS JAN FEB MARCH APRIL MAY JUN JUL AUG SEP ocT NOV DEC
LANDING PAGE + WEB DIGITAL MARKETING CAMPAIGN
Z
83
= WEBINAR
=3
-~ -—_—
og
EMAILING
CLIENTES
O——
V=) 0~



January

Plan on a page Cegid Iberia (Q1)

February

March

REPUTATION PROGRAMS

SOCIAL MEDIA ACTIVITY: LK/TW/FB (every days) & BLOG (2 Post/week)

|

CEGID FOR HR" LINKEDIN ACCOUNT PROMOTION CAMPAIGN

ADVERTISING PRINT & DIGITAL (KIDS HCM)

PR1: TOP EMPLOYER + TRIBUNE HR1

PR2: COUNTRY SALES MANAGER PT + TRIBUNE HR2

PR: PAYFLOW AGREMENT + TRIBUNE HR3

GC: RESKILLING & UPSKILLING

|

|

GC: EBOOK HRTRENDS 2023 (INTERNAL)

GC: HRTRENS IDC ;7

|

|

CASE STUDY

LC: PAYCHECKNOW

|

DIGITAL MARKETING CAMPAIGNS: RESKILLIN&UPSKILLING

DIGITAL MARKETING CAMPAIGNS: HR TRENDS 2023 |

DIGITAL MARKETING CAMPAIGNS: GARTNER RP 1 ;7

DEMAND CREATION PROGRAMS

DIGITAL MARKETING CAMPAIGNS: When innovation serves compliance (PAYROLL)

TELEMARKETING: TALENTSOFT + PEOPLENET

15FEB: ROUND TABLE FORO RRHH: HRTRENDS 23

EMAIL SPONSORED: GARTNER RP 1

EMAIL SPONSORED: RESKILLING&UPSKILLING

EMAIL: NEWSLETTER CEGID HRTRENDS
EMAIL: RESKILLING&PSKILLING

CUSTOMER ENGAGEMENT PROGRAMS

EMAIL: HRTRENDS IDC

EMAIL: pending

,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,



Spain 2023 Plan

Cegid Visualtime




Sonia Casimiro
Marketing and Communications Manager
Cegid Visualtime

|

SALES

KICK-OFF

2023




Key strategic axis for 2023

Optimize PPC’s strategy, and solving problems with

tracking and conversions

Local Campaigns: HR Webinar

Product “Declaration - register” Increase Database with LMM, UMM
and LA

Build awareness VisualTime now is Cegid

Visualtime Working with LATAM, Mkt +SDR

cegid



E oo

1l

2023 Marketing Objectives

_
—

N EW CLI > Cegid Visualtime

40% 240 1.2¢€

of the sourced SAL
pipeline

* Without Google + Microsoft Ads — 180 SAM - 900K pipe creation 60/65%

B %
U PS E LL > Ceg|d V|Sua|t|me Influence 3 0 O of the upsell pipeline in Cegid Visualtime

pipe creation

PeopleNet and TalentSoft —+ Common oppys or oppys for PeopleNet or TalentSoft but the oppy come from )
Cegid Visualtime Local Campaing Ceg|d



Events
* Program types : Reputation & Lead Gen; Sales purpose : NewCli & UpSell
e TRADESHOWS WEBINAIRES TIME EVENT
. ité Activities
List of tradeshows Opportunites |
"o be defined - One February - With ESADE and Cuatrecasas
- One March
- One April
Success factors e Sponsorship
- Sponsorship/Visibility ~ One September - Visibility
Acuerdo de trabajo - One October - Participation
a distancia - One November - Other?
S v v
Budget : 3k Budget : 53k
; Obj. : to be checked SAL Obj. : 185 SAL Budget : 15k
Obj. : 20 SAL

Politica de
Desplazamientos y

Gastos

— ceqgid




2023 SCHEDULE

M11 M12 M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12
C— [ ——
PLANIF WEBINAR WEBINAR WEBINAR EVENT WEBINAR WEBINAR WEBINAR EVENT PLANIF
2023 HR Automation Declaration or  To be defined Cuatrecasas + To be defined To be defined 2024 Trends Cuatrecasas +
register ESADE ESADE 2024
ANALYSE ANALYSE
OPTIMISING SMA/ MONITORING SEA /SMA SEA/SEM MONITORING SEA/ SMA SEA/SEM
SEA STRATEGY
CONTENT  SEQ CREATION POST  SOCIAL MEDIA (ORGANIC) LINKEDIN
PLAN 1 post / week 1 post/ day
: 3 DOWNLOAD DOWNLOAD RESOURCED DOWNLOAD  DOWNLOAD RESOURCED
: GLOBAL CAMPAING - BUILD AN RESOURCED 1Q
g RESO1UQRCED INSPIRING WORKPLACE 1Q
PRODUCT LAUNCH WEBINAR WEBINAR
Launch of the To be defined
working time
declaration
PRODUCT ONE WEB GO LIVE?
PAGES
GC - BUILD AN INSPIRING WORKPLACE © >
FOLLOW-UP AND ANALYSIS
V=D

LEADS WITH SDR TEAM
Q4

cegid



N

FIND AND RETAIN

THE RARE PEARL

Duration: Q1
Targets: 1 & 2
Themes:

Recruitment and retention
of employees

Contents: 10 written
contents & webinars

Product: Talentsoft

Demand creation

1 global campaigns in 2023
P -

HR TRENDS 2023

/
/
Duration : Q1 /
Targets : 1-2-3 I
I
Thematic : tendances RH I
2023
I
Content : IDC Trends Repdrt
& IDC Assessment Online
tool |
Product : aucun/tous \
\
\
\

\
: \ :
Reputation Demand creation
N\
~

/

Ve
/

BUILD AN INSPIRING

WORKPLACE

Duration: Q1 & Q2

Targets:1& 2

Thematic:

Critical talent shortage
Employee retention
Employee and candidate
experience

Diversity, Equity and
Inclusion

Content: coming soon

Product : TS, WF, DR, RITA,
VT

Y

~ -

L -

7/

SWITCH TO PEOPLE
TECHNOLOGY
\

\ Duration: Q2 & Q3

\Targets: 1&2

‘Thematic:
Jmportance of UX and overall
mployee experience
rive technology adoption at all
pvels
!ﬁplications of adopting the
ybrid model
Frechno ROI difficult to evaluate
'HR data craving

I Content: coming soon

Product: TS, Wittyfit

/
/

/

cegid



Plan on a page Cegid Visualtime Spain

January February March

Reputation

Blog+ content

SEA with New Branding Celd

[ MonthyNL | . MonthlyNL | fl___ MonthiyNL___| i

Acquisition/ upsell / cross-sell

i A SEO New post in Cegid Visualtime Blog — Apostando or el Talento

-' Campaign HR Trends 2023 7 i E New Download Content i

I 1 : :
= Webinar — HR Automation Webinar — Declaration or registered Webinar — People Analytics ¢?
= E
=

Emailings IB — New Functionality

SEA — Improve tracking to have real figures
SMA

Official statement -To be more Secure

Roadmap;? Discover what’s New in the Product
Customer retention & upSell*

Monthly NL

Monthly NL Monthly NL i

Cegid Visualtime Academy

\ Sales enablement > Introduce Productivity concept in speech Ceg |d




Latam 2023 Plan

./

?

Maribel Cano I I



Maribel Cano
Head of Marketing and Communications
LATAM

|

SALES

KICK-OFF

2023




Key strategic axis for 2023

. Brand awareness
Clients (Installed Base): - 7/10 have heard about Meta4, only 1 or 4
- Maintain & Increase Loyalty 2/10 knows who Cegid is**
- Upsell & Xsell
- Finish the migration to cloud V
Lead Gen
* Focus on New Cli after 2 years of being focused on
migration

* Lead Gen for new products

New Products

e Launch TS

e Launch VT

* Launch Wittifyt?

» Sell more to our clients
» Sell to new clients

**Data obtained Nov2022
-—— g




2023 Marketing Objectives

NEW CLI > PeopleNet, Talentsoft, Visual Time, Wittyfit

40% 75 2.2ME€
SAL

of the sourced
pipeline

pipe creation

UPSELL  peopleNet, visual Time influence 40%

of the upsell pipeline




++

=

o 0

1. Digital
marketing

Generic Campaigns

Obj: Reputation
&lLeadGen

Budget: 41k

1'

/“\ /‘\

A

TOP Program & Tactics

8

2. Cegid Events

Obj. Reputation
& Demand Creation

Budget :37k

ﬂ/’\

%,

3. Product
Launch
Objectif : Reputation &
LeadGen

Budget : 40 500

/

D))

4. Digital

Marketing
Global Campaigns

Obj: Lead Gen

Budget: 50k

&

5. Customer
Engagement

Objectif : UpSell

Budget: 41k

ceqgid



FIND AND RETAIN
THE RARE PEARL

(TALENT)
Date: Q1

Thematic : Employee
recruitment and retention

Content :
Upskilling/Reskilling

Product : Cegid Talentsoft
(PN GlobalHR)

Core Business: Talent

Demand creation

4 global campaigns in 2023

HR TRENDS 2023

Date: Q1 and Q2

Thematic : HR trends for
2023

Content : Master the X
trends to deploy the best
HR strategy in 2023 — Data
Visualization report —
Assessment tool

Product : Cegid Talentsoft
(PN GlobalHR)

Core Business: Trends

Reputation

WHEN INNOVATION
SERVES COMPLIANCE

(PAYROLL)

Date: Q1 and Q2

Thematic : Payroll
innovation

Content : Payroll innovation
in a new context,
Assessment of payroll
effectiveness

Product : Cegid Peoplenet

Core Business: Payroll

Demand creation

v

BUILD AN INSPIRING
WORKPLACE

(TALENT)
Date: Q2

Thematic : Shortage of
critical talent, Employee
retention, Employee and
candidate experience,
Diversity, Equity and
Inclusion

Content : Wat are your
employee's expectations

Product : Cegid Talentsoft
(PN GlobalHR)

Core Business: Talent

Demand creation

ceqgid



2023 HCM LATAM Product Launches (Talentsoft, VisualTimes, Wittifyt)

Target
UMM- VLA

Themes
- TBD with the HCM value prop after the local survey

Content

Aligned with the Global Campaigns

Product
Talentsoft- 1Q, Visual Times 2Q, Wittyfit-

Budget
40k total

Activities
Launch event+ digital campaign+lead purchase

cegid



REPUTATION
DEMAND CREATION

! EG:KE : i
2023 Calendar HCM LATAM SALES ENABLEMENT
TALENTSOFT ONLY- BOLD
M11 M12 M1 M2 M3 M4 M5 M6 M7 M8 M9 M10 M11 M12
PLANIF 2023 PLANIF 2024
SOCIAL MEDIA ORGANIC (LIN, FB, TW ). 2-3 A WEEK
SMA (LIN+ FB)+ SEA
PUBLIC RELATIONS (Mx/AR-2 MONTH, OTHERS- 6 A YEAR

ﬁ GC - TALENT- FIND&RETAIN T RARE PEARL GC —-TALENT- BUILDING AN INSPIRING WORKPLACE GC -TALENT- SWITH TO PEOPLE TECH
O
>
8 GC - PAYROLL 1 GC - PAYROLL 2
o

NURTURING PROGRAM

TRADE
LAUNCH SHOW LAUNCH
WEBINAR TS ERIAG(Y WEBINAR VT

LEAD PURCHASE

CEGID
CONNECTIONS
(WEBINAR)
(LAUNCH WITTYFIT)

LEGAL WEBINARS- 3?7

MAILING: QUARTERLY NEWSLETTER + GC CONTENT

>

HOSPITALITY EVENTS -MX + AR

TS SALES & MKTG TRAINING
V=D

VT SALES & MKTG TRAINING

R AT
BRSO

TS SALES KIT

VT SALES KIT

WITTYFIT SALES & MKTG

TRAINING?




I

Plan on a page LATAM - 1Q

March

January February

Reputation

Demand creation

SMA + SEA .

ESeEClare pelarl GC When innovation serves: compliance

Sponsor'ed email (?)

Nurturing program

LAUNCH Webinar TS

Mailing Newsletter per Q

I Mailing GC Find the rare pearl Mailing GC HR Trends 2023 Mailing GC When innovation E Mailing GC HR Trends 2023
E E Legal webinars TBD i
| E i Planning Hospitality events E
i i ! AR/MX E



/

THANK YOU

O\



