


Why Microsoft

Together,
it's possible

To accelerate revenue, improve customer
loyalty and empower your sales teams to
achieve more.

Industry clouds

Microsoft

Microsoft 365 LinkedIn Dynamics 365

Microsoft

GitHub Power Platform

Microsoft Azure

Identity, security, management, and compliance




Business Applications

Customer Commerce Fraud
Service Protection
Customer N : Connected
Voice ’ » Store
Customer > Intelligent Order
Insights a» Management

Marketing T Data & W et
Intelligence

Sales 0 “ Guides
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Field
Service Y ’] Finance
=
Business Human Resources
Central
Remote Project
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The buying journey has changed ).
S G7 imn = I Al

8025 of custome
business with a pany if it offers
personalized experiences’

6526 of customers intend to continue their changed
buying behaviors after the pandemic? <

B2B buyers report spe
time with sales reps
purchase journey i.

ling exceedingly little
% of the total

4326 of companies repo
approach with inconsisten
marketing and custo

1 Epsilon Research 2 McKinsey and Co. 3 Gartner 4 Forreste



https://us.epsilon.com/pressroom/new-epsilon-research-indicates-80-of-consumers-are-more-likely-to-make-a-purchase-when-brands-offer-personalized-experiences
https://www.gartner.com/document/3994185?ref=solrAll&refval=288251566
https://www.forrester.com/report/The+Forrester+Wave+RealTime+Interaction+Management+Q1+2019/-/E-RES143533







More roadblocks to selling

More
stakeholders

More dispersed More distractions

5 Oo/o of business 7 8 O/o of employees 7 50/0 of buying

travel will disappear in report being distracted involved people from a
post-pandemic world 7 gno’ needing help to focus wide variety of roles,
teams, and locations 3

'Bill Gates
2 Willis Towers Watson

e NEXER



https://www.nytimes.com/live/2020/11/17/business/dealbook-summit
https://hrexecutive.com/hres-number-of-the-day-teamwork/
https://www.gartner.com/smarterwithgartner/what-sales-should-know-about-b2b-buyers-in-2019/

Data can get trapped

X a n

Business apps Social networks Productivity apps Custom apps

12 K

s
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Bring data together

NEXXE




Adaptive digital selling outcomes

Digital

4A\
ama

__ 1

Guide and collaborate
with customers remotely

Insights-driven

'

Understand your
customers and build
stronger relationships

Aligned

Align and optimize sales
and marketing processes
to reduce costs

Agile
B
o

Help your teams adapt
to rapidly changing
environment

NEXXER



Empowering the entire sales team

manager

Sales manager

NEXXER



Sellers face many challenges

O n Iy 1 8 % Customer research and meeting prep is time-consuming

. Bogged down with disjointed process and admin tasks
are considered

e e e Can’t read the customer

NEXXER



Meet buyers where they are

Know the next best customer Meet and collaborate virtually Communicate more effectively
and activity



Build relationships

x . g ; BB &5 e D Dsochate G Uit % Comest e w0 oses 7 ideChat N ] Domie

0 Alex Baker tor ) Hore Spemcerlow . My Open Opportunities by Relationship
, % . Altar @ ®

Summary Relationship Analyics  Detalls  Related - . o || Relstorshi Pipdine

Sses Manager
£ Mesti

slexbd185 Bautio_.

Phone Call from Sanjay Shah

Get contextual insights Find new leads |dentify customers who need
from LinkedIn attention



Sales

Dynamics 365

Y 1 filter jo,

¥ Leads—Grade A &
Regina Brady
% Follow up with customer

1:56 PM » Lead

David Baker

B Y €4 & ®

[ New business account - follow

O

Ivan Cashin

&

&, Follow up meeting with custo

=]

[

Wyatt Wetmore
M Send business account paper

“  Leads—Grade B

Reuben Kidd

X Introduction mail

Rachel Michael
E Introduction mail

Harold Alexander

E= Introduction mail

2021 1205 PM = Lea
Lavona Field
™ Request new credit limit
eads—Grade (

Jaclyn Moses

Q\D Follow up with customer

Halle Griffiths
1 Send call summary

2/16/2021 12 vl = Leao

@ Gerald Stephens

n 13 items

~u
L

& Qualify ¢ Disqualify ~ ¥t Follow &, Assign

o
oy

4 Regina Brady

Lead - Accelerator -

90 Lead to Opportunity Sal...
Qualify (51 Hrs)

Active for 51 hours

Summary Relationship Analytics  Details Related
89
Up next (D Q
88 Sequence: Call
@, Follow up with customer
Step 1 of 4 « Due by 1:56 PM
82
@ call || & Markcomplete
= Send call summary
2of4
75 Step 2 o
™ Follow up on tasks
72 Step 3 of4
@, Follow up with customer
68 Stepd of 4
65
Timeline
£ Search timeline
63
Enter a note
i %2 Phone Call from Jacob Smith
58 - Follow up with customer
Active
&€ Phone Call from Jeremy Johnson
Qualification call (sample)
4 PM

B2 Open

a8 Develop

E RN

Tip: Catch up on last analyzed calls ()

P @
Seminar
Lead Source
& Propose
Lead score (1)
Grade A
5 Steady
A Purchase timeframe is next quarter
A Purchase process is individual
A Lead is relatively new
A Estimated budget is $50,000.00
Details

Who Knows Whom

Alan Steiner

% alans@contoso.com

+ v ®
o @

L

Get Introduced

Alicia Thomber

aliciac@contoso.com

Get Introduced

Allie Bellew
allieb@contoso.com

Get Introduced

David So
davids@contoso.com

Get Introduced

Warm

New Jacob Smith
Status Owner
& Close

1] T

B save

(mawmaid) sjjed swea] A



Managers face many challenges

/naccurate sales forecasts

I_e SS t h an 5 O % Can’t tell which deals are at risk

of forecasted business Don’t know which sellers need coaching

ends up being closed Unaware of shifting customer and market dynamics

NEXXER



Streamline forecasting

o

e
[ ;] 0000 o0

Increase forecast accuracy

Coach teams and detect emerging
customer trends



Dynamics 365

Sales Hub

n Home

L recent

Pinned

My Work

X Sales accelerato
<= Dashboards

Customers

i Accounts

@‘ Competitors

Marketing

£ Marketing Lists
©. -

&1 Quick Campaigns

& Campaigns

Collateral

Y ~
1 Quotes

) A
= Orders

See forecast grid history s available

FY2020-2021 Territory Forecast

Grid Trend  Flow FY2020 Q4 (67 days left) § USD

#) Drill down by: None h‘

Territory Manager Quota Prediction Forecast Won Committed Best case Pipeline Gap to quota

o World (group) 4 ohn Peltier $60,000,000.0( $57,517,724.28 st SR o S O $31,064,925.0 $2,393,342.( $435,500.00 $40,777.324.0(

——
0'-\5"‘ merica (qrou _< """

© us st oo sazerm

@ S West (group $24.051,182 ol 4
° EMEA (group) _ 578.0 - ~~~~~~~ J‘
O 5o st



Sales ops face many challenges

Sales ops role growing 2.7x
Stretched thin - responsible for supporting a wide range of
U N CI er p Fessure sales activities like strategic planning, sales performance
: : : analytics, sales enablement, technology management
in rapidly changing
environment Lower than expected adoption of sales tools

Maximize value from technology investments

NEXXER



Dynarmics

Sales Insights

&

Adaptive

Contoso Intelligent Coff.

scceleration
Sales accelerator (previen)

assistant studio

Hame

Optiminm aricing {previout

Productivity

Email engagenent

Metes analyis

Relationship insights
Arsiyics and b
Talking poinis

Who kncws wherm

Predictive madels

Tailor processes based on best
practices

Dynamics 365« Sasbhi 5

Sl wecaleaution (preview)
Engagement center

Sequences

Assistant studio
ek cards

Optimize vanking

Preducthity intefigere.

p—

Notes ansysis

Correetion irght.

Who kncus wheem

Predictive mastels
Laad scaing
ety s

Pramiam foscsitig

s sesigs 3 G et

Assistant studio

Lo b 2 s the asistans st

o P s sers by ok

Moditied Desriptian High pris

Adapt Al for your unique needs

Jennifer Bodley

jennifer_bodley@christianitd.com

CNTID_4935

13708 Salas Freeway Suite
053 Santa Clara California
33306 USA

Customer Check-In

Contoso Members can
check-in for rewards and
personalised
recommendations.

Activity

Case - 6/18/2019
Casewas cancelled

Case - 6/14/2019
fve

Case - 4/29/2019
Case was resoived

Case - 2/12/2019

OnlinePurchases - 2/4/2019

< @& A

Purehased a nmdiict online

@ Contoso

4

Recommendations

Recommend seasonal promotional offers

Recommend contoso credit card for cash backs

@ High value customer

Quickly create custom apps



Dynamics 365

57 Pinned

My Work

Sales accelerator

£ Dashboards

Customers

Accounts

R Contacts

Sales

l @ Leads

B Opportunities

Sales Hub

< [ Show Chart - New () Refresh

My Open Leads v

Glenda Francis
Horace Crutcher
Harriet Parrish
Lilly Pyles

Kenya Brady

Harrison Curtis

Lavona Field
Winford Asher
Hillary Mullins
Jackelyn Thurman
Jermaine Berrett
Rachel Michael
Jabez Parker
Josiah Love
Jaclyn Moses

Gabriela Christiansen

]ﬁ[ Delete

2] Email a Link

G
G

2 Flow fd] Run Report

20 Airpot XL Coffee Makers for Consolidated Messenger

3 Café Corto Espresso Machines for Lucerne Publishing

15 Airpot Duo Coffee Makers Short-term Rental for Lucerne...

3 Café Duo Espresso Machine Long-term Lease for A. Datum
20 Airpot XL Coffee Makers for Consolidated Messenger

5 Café Duo Espresso Machines for Fabrikam

10 Airpot Lite Coffee Makers Long-term Lease for Alpine Sk...

15 Airpot Duo Coffee Makers for Fabrikam

10 Airpot Coffee Makers for Fabrikam

3 Café S-100 Semiautomatic Espresso Machines for Graphic...

25 Airpot XL Coffee Makers for Southridge Video

5 Café Lite Espresso Machines for A. Datum

20 Airpot XL Coffee Makers for Alpine Ski House

5 Café Lite Espresso Machines for Proseware

10 Airpot Duo Coffee Makers for Alpine Ski House

15 Airpot Duo Coffee Makers for Wide World Importers

5 Café Grande Espresso Machines for A. Datum

TraaAsAT P ~

H ] K L M N

B8 Excel Templates

New

New

New

New

New

New

New

New

New

New

New

New

New

New

New

New

New

@3 Export to Excel

0

@3 Import from Excel

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43 |

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43 |

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43 |

1/17/2021 12:43

1/17/2021 12:43

1/17/2021 12:43
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PM

PM

PM

PM

PM
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PM
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PM
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Sales Insights



Generate & track high quality
leads at scale — Lead scoring

Scoring model to generate scores and to identify and
prioritize leads that have more chances of converting into
opportunities

Provides a list of leads with different parameters
including lead score, lead grade, and lead score trend

Get the list of opportunities with different parameters,
including opportunity score, opportunity grade, and
opportunity score trend

Predictive opportunity scoring mode/ to focus sales
efforts on opportunities that are more likely to convert
into deals

B howChat 4+ New O Rotesh B Delete |V~ @ Excel Tooplates

2 ° My Open Leads Scored

) Opon Dashboseds.

v

NEXER
Learn more on Microso OCS



https://docs.microsoft.com/en-us/dynamics365/ai/sales/work-predictive-lead-scoring

Friction-Tree selling

Sales accelerator helps velocity sellers
move fast and stand out from the
competition with a single digital
workspace that has everything sellers
need to stay focused and productive.

Get an Al-prioritized list of customers,
with clear and achievable sales
activities.

Use integrated multi-channel too/s
such as soft phone dialer and email
templates to shorten sales cycles.

Collaborate with contextual
chat/channels and engage with
empathy based on conversation
intelligence

(O Refresh [ Qu

[i] Delete

+ New

~ Regina Murphy

Wi By: Due date B P Lead - Sales insights +
plibatl Summar y Details Related
@ Regina Murphy
Em.au\fo\law—.e;.u‘ 9% = CONTACT Up next O
iew] o Jane Howard Topic Interested in insurance for h... 2 Email follow-up
Email followup to web query % = Due by 9:00 AM
5 e Reg asic int sur produ
e Shaue Morita )
Followwpeall 65 & | Lagtnam Mur m ~ Mark compl
rrrrrrrrrrrrrr Job Director of gy N
Email followup to web query PR o Intro phone call
, - Lea ice our insure
+1(425) 5380783
o Alexandra Vareshnikoff
Follow up call 37 %
e activit (123) 4567890 = Send a thank you message
il regina.murphy@® m
o Nathan Willson
Schedule a meeting with produc.. 93 & ' Show completed
. wi ows whom
COMPANY
@ Eduardo Moedlliani Heney Brill
Schedule a meeting with produ... 96 &, Company © Contoso Timeline + v o M
o Inna Bar https://www. m Rabert Tolbert
Email followup to web query [ .
- h : 0 Way o
o Vittorio Bianchi  Bh 1 f "
Email followup to web query '*1 > m
e by 1 1e dmond I terested
Cle
e S"“;J'” ":';‘”E‘C{”" 5 = State/Province Washington
end product info i Email from Brenden T e
. Cod 08052 hank downloading p Notifications
v
L adive o s d
Philippe Gonzales Country/Region United States
@ Email followup to web query 100 =
€ . Insights

Yan Lim

NEXXER



Moake every conversation count

With more sales interactions
happening virtually, sellers need
digital-first solutions that provide

What characterizes top sellers?

Top sellers on your team have a talk-to-listen ratio of 40:60,
which is lower than the team average of 50:50

signals on whether their call o =

conversations are landing. |

Conversation intelligence

automatically transcribes and

analyzes customer emotion,
sentiment, conversation content, and e e

speaking style, so sellers can build
rapport remotely.

Top sellers on your team have a switch rate of 45 switches per
hour, which is higher than the team average of 37 switches per
hour

Focus on the customer conversation
while the solution auto captures
action items from Teams calls and
videos

NEXXER



Free up time

Minimize data entry with Al-
suggested customer activity records.

Auto capture customer emails and
meetings based on Outlook data.

With notes analysis, get contextual,
real-time suggestions for creating
new emalls, meetings, contacts, and
tasks as sellers enter notes.

SalesHub  Sales > Opportunities > 3D Printers for GDI

Save @' Save & Close + New () Refresh  E5 Collaborate E] Recalculate Opportunity & Create PDF = Email as PDF ™ 2, Assign 43 Email a Link

3D Printers for GDI 5/31/2020  $90,000.00 InProgress  Brandon Stuart
Opportunity - Sales Insights v Est. Close Date  Est. Revenue Status Qwner

Opportunity Sales Process <

Active for 6 days Qualify (6 D) Develop Propose Close

Summary Relationship Analytics ~ Product Line Items  Quotes Related

Topic * 3D Printers for GDI Timeline + v @ Assistant
/O Search Records
Contact Regina Murphy Insights
Enter a note... [/
Account Al i i -
Graphic Design Ins... Activity Suggestions (preview) X 1suggested follow-up ~
Purchase Timeframe This Quarter . Appointment from Brandon Stuart 3/10/2020 [T =  Email left unread
Y Meet to review 3D printer needs " Re: Thank you for the meetin...
Currency * & pollar Show all
Budget Amount $95,000.00 "g = Nﬂfe n.‘lodn‘lefl by Brandon Stuart
& Meeting with Regina Opportunity score (0
ust finished a call with Regina. Send a proposal by Friday to
Purchase Proces i 16 AM
urchase Process Committee 216 Grade A
o &  New email suggestion X peym—
VIr
Description Supply printers for their -7& New Email 2 g
new expansion. . Y
P Shall | send an email with the file? A Education is a strong industry

A m 4 Estimated revenue is similar to many
ot successful opportunities
Sent 12 March 6:21 AM . Last opened 12 March 7:03 AM A Estimated close date is more than 2 weeks
away
Closed

4 Graphic Design Institute is a returning
M. Foeail fram Ranina Mirnhy .

NEXXER



Monitor relationships

Keep track of relationship health
during longer sales cycles where
maintaining trustis crucial.

Mitigate risks based on
comprehensive interaction signals
across Dynamics 365, Microsoft
365, and Linkedin.

Sales Hub  Sales > Opportunities

B2 Hide Chart New [ Delete () Refresh & Collaborate [ Email a Link o Flow {9 Run Report 68 Excel Templates

My Open Opportunities by Relationship

Relationship Pipeline B2 .. Group By nog i

v

) Print N $70,00000 ® Good A Improving Northwind..

Elkem Opportunity $5,000.00 Fair A Improving NorthStar ...

Opportunity for .. $45,00000 ® Good =» Steady Microsoft ...

Modified Opportu... $40,00000 ® Good A Improving Microsoft ...

3D Printer opport...  $100,000.00 ® Good A Improving Microsoft ...

E 3D printer for David $£4,00000 ® Good A Improving Microsoft ...
_; 3D Printer for Ren... £65,00000 ® Good A Improving Microsoft ...
; Livio Pursuit £40,800.00 Fair A Improving Microsoft ...
3D Printer for San... £35,0 Poo A Improving Graphical ...

Life Insurance Poli... $80,000.00 @ Good A Improving Graphic D...

# A B C K L M N O P Q R S

NEXXER



Strengthen relationships

Who knows whom shows colleagues
who already have active relationships B e

with prospects based on Microsoft oy
Exchange data, so you can secure a -
warm introduction.

Contact: Contact vV
Alex Wu

Summary Details

Relationship Assistant

% Recent Meeting
Review Proposal

We noticed you just ended a
meeting. Would you like to save

notes about this meeting in

Move relationships forward with
personalized talking points and next
best action assistant cards that are
easy to customize.

Open Appoint...

Talking points for Alex Wu

@ I went out with my family last night.

2 hours ago about Family

Alicia Thomber We attended the concert during the conference
3 hours ago about Entertainment

Strong Connection Strength

7 aliciac@contoso.com I'm feeling energetic after cycling.

2 days ago about Health

NEXXER



Adapt to change

Keep up with a rapidly changing
environment with flexible and
intelligent forecasting solutions.

Predictive forecasting increases
accuracy and shortens planning
cycles by automatically
supplementing seller-generated
forecasts with objective data-driven
signals.

Inturtively track and analyze changes
in the pipeline using snapshots and
deal flow visualization.

FY2020 Quarterly Forecast v

FY2020 Q1 (20 days left)

@ Millard Lamontagne

Prediction details

This is a prediction breakdown for the forecast conf

Committed G .
S4M S311.27K

52.41M

NEXXER



Leverage Al to support your unique business
processes

Customize Al with powertul, flexible,
no-codade assistant studio to make Al . )

. ssistant studio
Work for your buslness processes. Insights cards are shown as part of the assistant and relationship assistant experiences. Learn more

Quickly adapt next best action
recommendations - what, when, how,

and to whom insights are surfaced. - - - - -

Learn mol l: h nsight ¢ dW|h

Get more accurate lead and e i Pover tomate
opportunity scoring by adding
custom fields to generate custom
predictive models. | @ it o o o

We've found new stakeholders you might want to
add to your open opportunities

ro‘, Add Stakeholder ~ Always Add

Stake holder Recommendation

Share feedback

NEXXER



Microsoft Relationship Sales



Microsott Relationship Sales cont’d.

° N
o2+ =3 (%
- a
Find the right people Stay connected to your Reduce cost of selling

customers

@ (& CRANE Jioastics' CAPITA

° Grant Thornton Q{/J OUVE ';:»;" PARK PLACE Inms DESCARTES
NEXXER



Find the right people

r_"
. . L______ ¢
a ‘a ad
L
Identify people Find every member of Discover the best path
most likely to buy the buying committee to reach each buyer

NEXXER



Stay connected to your customers

Take the next
best action

AR

Keep track of customers
and their needs

.8
(e
e

Engage customers with
personalized content

NEXXER



Reduce cost of selling

—
re) P, @D
J >O: RO
Streamline selling with Keep customer data accurate Gain fl{” co.ntex.t with
connected, digital processes unified timeline

NEXXER



Better together

Increase sales productivity by 15%

Accelerate time to close

Bottom line: combining Sales Navigator + Dynamics 365
for relationship-based selling helps sellers close deals
faster

NUCLEUS
RESEARCH

RESEARCH NOTE

PROGRAM: CUSTOMER RELATIONSHIP MANAGEMENT
DOCUMENT Ra20 * JUNE 2017

MICROSOFT LAYS OUT
CRM STRATEGY

Kelsey Anspach, Rebecca Wettemann

THE BOTTOM LINE

Earlier this spring, Microsoft announced the Microsoft
Relationship Sales solution, which combines Microsoft's
Dynamics 365 for Sales and LinkedIn’s Sales Navigator
Enterprise edition, scheduled for availability July 1. Nucleus found
the new solution can drive a productivity increase of 12 to 15 percent for sales
people while accelerating time to close

OVERVIEW

In April, Microsoft announced the Microsoft Relationship Sales solution which
combines Microsoft's Dynamics 365 for Sales with Linkedin Sales Navigator. Sales

people will have access to information from the world's leading professional
network that will make it easier for them to find prospects and strengthen
relationships. The solution offers

current

*  Access to 500 million Linkedin professional profiles including pho

les people
understanding of their current customers and use the network to identify new

roles, and work history. With t can both gain a better
leads

* Recommendations for users’ next-best action within Dynamics 365 based on
M)

combined signals from e-mail, customer relationship management (C
software, and Linkedin. Suggested actions are artificial intelligence (Al) based
and include suggestions for introductions and connection requests, as well as
suggestions for sending InMail and messages.

NoceusResesrch com

NEXXER



& Dashboard

[} Take a note ‘ [¢3] Create a contact

Customer meetings >

Relationship selling — Sales
Mobile App

» This app is dedicated to keeping sellers connected and
optimizing for productivity and efficiency no matter their
location Recent contacts >

Contoso proposal, review customiza...

» Update content quickly and easily through the app, @ @ @ @ e
quaranteeing information in Dynamics 365 Sales is Mona  Amends  Fewin  lyda - Fooin

always current
; L Recent records >
* Access account or opportunity details in seconds
Expressed interest in Azure capacity
$54K, | fate 01/14/2

» Easily and intuitively find any record in Dynamics 365 ﬁ :
Sales G Q

« Securely sign-in with your work email using SSO

NEXER
Learn more on Microso OCS



https://docs.microsoft.com/en-us/dynamics365-release-plan/2020wave2/sales/dynamics365-sales/get-started-quickly-standalone-sales-app

Microsoft leader



Microsoft named a Leader in the 2020

We believe our recognition validates
our ability to help organizations:

9

9

Adapt with digital selling

Enable sellers to build relationships remotely
Boost sales productivity with seamless tools
Improve coaching and sales performance

Innovate with sales solutions built to evolve

Gartner Magic Quadrant for Sales Force Automation, Theodore (Tad) Travis, et al, July 2020
This graphic was published by Gartner, Inc. as part of a larger research document and should be evaluated in the context of the entire document. The Gartner document is available upon request from Microsoft. Gartner does not endorse any vendor, product or service depicted in its
research publications, and does not advise technology users to select only those vendors with the highest ratings or other designation. Gartner research publications consist of the opinions of Gartner’s research organization and should not be construed as statements of fact. Gartner
disclaims all warranties, express or implied, with respect to this research, including any warranties of merchantability or fitness for a particular purpose. Gartner does not endorse any vendor, product or service depicted in its research publications, and does not advise technology users to

research, including any warranties of merchantability or fitness for a particular purpose.

ABILITY TO EXECUTE

Source: Gartner (July 2020)

Gartner Magic Quadrant for Sales Force
Automation

@ sak
@ Vic
CRMNEXT @
@ O
@ Creatio
. Insightly . SugarCRM
Xiaoshc w.‘.
Pega
@ Freshworks @
Pipeliner @
@ Zend
Viiger @
COMPLETENESS OF VISION As of July 2020 Gartner, Inc

select only those vendors with the highest ratings or other designation. Gartner research publications consist of the opinions of Gartner's research organization and should not be construed as statements of fact. Gartner disclaims all warranties, expressed or implied, WRNIJE)AXE R



Recognized as a leader

Gartner

ShortList

NEXXER



Microsoft is top leader in CRM Watchlist
2020

- Well-rounded: excellent products and services,

strong partner ecosystem, sustainable impact CRM WATCHLIST

- Clear vision and mission
- Strong marketing strategy and outreach

- Solid management and financial stability

NEXXER



NEXXER



NEXER

N




