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CEO MESSAGE

“You must be very patient, very persistent. The
world isn’t going to shower gold coins on you just
because you have a good idea. You’re going to have
to work like crazy to bring that idea to the attention

of people.”

“Power should be reserved for weightlifting and

boats, and leadership really invo

ves responsibility.”

“Your employees come first. Ar

d if you treat your

employees right, guess what? Your customers come
back, and that makes your shareholders happy. Start
with employees and the rest follows from that.”




WE CAN PROMOTE YOUR BUSINESS AT GCC
WEBSITE & GCC MONTHLY MAGAZINE



ABOUT GCC

-Dynamic Approach and list-building capabilities to enhance global
business connectivity

-Real time trigger alerts for business and investment opportunities
-Comprehensive and verified Company Profiles

-Sales Growth Models

-Venture Capital, Private Equity and Joint Ventures arrangements
with leading global private financial groups

-Private Equity pioneered the value-added investment approach. We
partner with management teams to help build and grow great
companies.

GCC E-Trade(Sell & Purchase Goods/Stocks)

We offer an electronic trading platform to trade commodities and
services. The company receives revenue from income generated by
the business community, commissions for order execution, payment
for order flow,

GCC has advanced a consulting-based approach to investment. We
develop close partnerships with management teams around the
world, uncovering valuable insights that drive long-term value to
businesses and markets. We have expanded this approach beyond
private equity to several asset classes, including credit, fixed
income, public equity, venture capital, and real estate. We're
dedicated to responsible business practices, and environmental,
social, and governance (ESG) standards are critical considerations in
our investment approach. We strive to create lasting impact for all
stakeholders: our investors, our teams, our businesses, and the
communities

we're a part of. We believe our shared values form the core of our
competitive advantage: - We develop exceptional partnerships. We
know great outcomes come from great teams. - We challenge
conventional thinking. We think differently. We nurture a culture of
deep objective inquiry and seek the full potential in every
opportunity. - We work with tenacity. We roll up our sleeves, dig in,
and come to work every day searching for better outcomes. - We
believe character matters. We prize personal integrity and humility.




WORLD TRADE CENTER BARRANQUILLA
ALLIANCE PARTNER

NEWSLETTER
The CEO Global club is proud to welcome our new alliance partners in South America; World Trade Center Barranquiilla.

The WTC Barranquilla will be discussing through our and their digital magazines during the course of the year , various topics
related to sustainability, projects, development, agriculture and Capital of Barranquilla.

Sustainability

Barranquilla is a city that is committed to sustainable development. One of the initiatives that the city has taken to promote
sustainability is the implementation of bike lanes. In recent years, the city has constructed more than 100 kilometers of bike lanes.
These bike lanes have helped to reduce traffic congestion, improve air quality, and promote a healthy lifestyle.

Another initiative that the city has taken to promote sustainability is the construction of green buildings. The city has implemented
strict regulations on building construction to ensure that all new buildings are energy-efficient and environmentally friendly. These
regulations have helped to reduce the carbon footprint of the city and promote sustainable development.

Projects

The city of Barranquilla has several ongoing projects that are aimed at promoting economic development. One of these projects is
the construction of a new port. The new port will be able to accommodate larger ships, which will increase the city's trade capacity
and create new job opportunities.

Another project that the city is undertaking is the construction of a new airport. The new airport will be able to handle more
passengers and cargo, which will further promote trade and economic development in the region.

Development

Barranquilla is a city that is experiencing rapid economic growth. The city has attracted several foreign investors who have invested
In various sectors of the economy, including manufacturing, logistics, and technology. This has led to the creation of new job
opportunities and increased economic activity in the city.

Capital

Barranquilla is a city that is open to foreign investment. The city has a well-developed financial sector, which includes several banks,
Insurance companies, and investment firms. The city's financial sector is supported by a strong regulatory framework, which ensures
that investors are protected, and that the financial system is stable.

In conclusion, Barranquilla is a city that is committed to sustainable development, promoting economic growth through ongoing
projects, and attracting foreign investment through its well-developed financial sector. As the city continues to grow and develop, it
will undoubtedly become a hub of trade and commerce in LATAM.

Soon our partner ; Global CEO Club and us will be hosting a webinar to introduce our New Exclusive and proprietary Virtual Trade

Missions workbench and Best Business Practices and KPI guidelines.

Contact:
Rogelio Mojica +57 316-685-5314

rmojica@wtcbarranguilla.com

hmurcia@wtcbarranquilla, com

suppRort@wtcbarranguilla.com


mailto:rmojica@wtcbarranquilla.com
mailto:support@wtcbarranquilla.com

GCC BRAZIL OFFICE

GCC Brazil office is fullyffunctional
for physical meetings, trade,
iInvestments

"Empresa
EJ SERVICOS INDUSTRIAIS LTDA
Rua da Imprensa, 376
Parque Novo Mundo, 376
Limeira-SP
Cep 13481-370
Jalio César F. Lima
Brazil”



INVESTMENT

Director of Global Jet Capital Venture

MEETING WITH DIRECTOR OF GLOBAL
JET CAPITAL VENTURE LEASING USA
FOR INVESTMENT & COLLABORATION TO
LEASE BUSINESS AIRCRAFTS GLOBALLY
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MEETINGS WITH FOR INVESTMENTS IN PAKISTAN FROM USA
-EX GOVERNOR PUNJAB MR GEN KHALID MAQBOOL
-CHAIRMAN GYMKHANA CLUB LAHORE MR MISBAH UR REHMAN
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Business Strategy

Zoom meeting among CalTech Group USA,
Kenya and Pakistan forissuance of L/C 1
Billion USS
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HOVERTISE WITH US

AviZone |International FZE was established in Sharjah,
United Arab Emirates, AviZone Group of companies Is a
professional aviation service provider has a vast
experience Iin the aviation industry pertaining to ground
handling and all types of permits for both Pax/Cargo
flights and general aviation. We provide an international
network with experience, flexibility, reliability and the
highest standards of expertise for 24/7 real-time
customizable logistics solutions.
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Aircraft Boeing 737-700 Freighter Is

Available Immediately For 3 Weekly Flights
Between DWC-KHI/LHE/ISB-DWC...
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VIZONE INTERNATIONAL (FZE)

AIRCRAFT L410
TURBOPROP

CONTACTUS

(C) +971 52 4040948 - (W) +971 58 8144020
INFO@AVIZONEAVIATION.COM - WWW.AVIZONE AVIATION.COM
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At Tech.Advanc‘e, vil@ specialize in providing cutting-edge IT solutions
tailored to meet the unique needs of our clients. Here are some key details
about our company that set us apart:

1. Expertise: With a team of highly skilled professionals and extensive
Industry experience, we possess the expertise to deliver top-notch IT
services across various domains. From software development to
cybersecurity, cloud solutions to data analytics, we have the
knowledge and capabilities to address a wide range of IT challenges.

2.Customized Solutions: We understand that every business has unique

| requirements. That's why we take a personalized approach to develop

Q tailored solutions that align with your specific objectives. Our team
" works closely with you to gain a deep understanding of your business

orocesses and goals, ensuring thateour solutions deliver maximum

‘%ue and efficiency.

3.Innovation and Technology: We stay at the forefront of technological
advancements to provide our clients with the latest and most effective
solutions. Our commitment to innovation enables us to leverage
emerging technologies such as artificial intelligence, machine learning,
and blockchain to drive digital transformation and optimize business
operations.
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ZUMIRS & Co
Chartered Accountants
RB/2, 3rd Floor, Awami Complex,
New Garden Town, Lahore
0092-300-8490299
WWW.ZUMIRS.COM
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WE PROVIDE SERVICES ACROSS THE FULL
INVESTMENT LIFE CYCLE: DEAL GENERATION,
ACQUISITION SCREENING, STRATEGIC DUE
DILIGENCE, PORTFOLIO COMPANY VALUE CREATION
AND EXIT STRATEGIES.
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SALES
TIF

“Train your reps.” “Practice enablement.” “Hire the right people.” .
A lot of advice on preparing your sales team for success is pretty vague. How can you even be
“stay hungry” and get real results with it? _
Forget that. We’ve got the real advice here: solid, tangible stuff you can use every day to actually hit those
numbers.
We asked top sales leaders who can confirm these techniques work out in the real world, not just as concepts.
Smarter KPIs
When you’re measuring sales team performance and figuring out what needs to be improved, KPIs and metrics are
key.
Clinton Patterson, VP of Global Sales Development at Lusha, has a simple formula for it.
“The way | look at it is: activity x effectiveness = success.
Activity is calls, emails, and attempts to communicate - all the actual selling. Effectiveness is how well you do it -
your craft.
If you want to find the missing link that’s keeping your team from success, you have to look at ratios. I’'m not a
numbers guy, I’m a ratios guy. A numbers guy will say, ‘l expect 100 dials a day,’” but that only solves problems that
are caused by a lack of activity. It also assumes we can’t improve what you’re doing (the effectiveness piece).
When you focus only on numbers, you don’t really learn how to make changes that solve real issues for salespeople.
Think of what it takes you to book one demo — how many conversations does it take? Here are some easy numbers
to demonstrate.

e |f your close rate is 50%, that means it takes two conversations to book a demo.

e How many dials does it take to have a conversation? Let’s say every 10 dials you get a conversation.

e That means you need to make 20 dials to get two conversations to get one demo. So we now know what you

need to get a demo a day.

Let’s use a more realistic ratio of 86:11:1. In that case we’ve got two things to fix. How do we make it so you have
fewer dials to get conversations? And how is it that it takes 11 conversations just to get one demo? That tells me
that your activity might be good. It also tells me that the first 10 seconds is pretty effective since you’re having
those conversations, but you struggle with converting into the next step. It shows me what we need to do to help
you.
For team metrics, | like to look at productivity per rep. It’s not really ‘did we hit our numbers this quarter,” but more
what was the productivity per rep (this can be measured in terms of demos booked or any metric like average deal
size). You need to be more specific than quotas, or else you don’t know what you’re fixing.”
Accurate tools
62% of revenue teams want to decrease the number of tools they use, even when there are no redundancies in their
tech stack. What gives? Well, this means leaders want to simplify (and improve) their seller workflows and do more
with less. It also means that when you’re avoiding sales tool overwhelm, you have to be very careful about the tools
you do keep around to make sure they’re actually helpful.
Jeremy Levine, former head of Strategic Business Development at WalkMe, faced this challenge when optimizing
his team. “l started to really look at what the problems were, as far as hitting our targets and delivering the pipeline
that we were supposed to. The first thing that | found was that the data wasn’t there.”
Iblis. team needed a tool that could meet some specific needs: accurate and current phone and email data that was
comprehensive and could reach prospects across the world.
“When BDRs complain, the first thing they’re going to complain about is the quality of the data.”

(==



https://www.lusha.com/blog/how-to-leverage-your-request-a-demo-form-to-increase-conversions/
https://www.lusha.com/blog/productivity-in-sales/
https://www.lusha.com/blog/sales-productivity/
https://www.lusha.com/blog/sales-pipeline-metrics/
https://cdn-mktg.outreach.io/assets/Downloadable-assets/Sales-Hacker-State-of-the-Sales-Tech-Stack-1.pdf
https://www.lusha.com/blog/bdr-vs-sdr/
https://www.lusha.com/sales/
https://www.lusha.com/blog/sales-pipeline/
https://www.lusha.com/blog/how-to-motivate-your-sales-team-to-work-2x-harder-according-to-experts/

“Every once in a while, maybe a few times per quarter, we’ll run a contest where
booked and approved meetings by the end of the week gets a prize. We’'ll incentivize the
to a hoodie to a Friday off. It’s all about finding what motivates your team because maybe your tea _
about getting a free lunch, but they will compete for a day off. You need to know your team well enough to
what will work for them.”
When it comes to timing these contests, there are a lot of times it could be good to implement them. “If we have a
new priority we’re setting or if we’re close to beating our record from last month, it’s a good push for the team to
get some extra productivity in there. It also works at the beginning of the month or the quarter to start off on the
right foot and get ahead of pacing.
The way | look at it, the team is already working super hard. It’s just an additional push that can spice things up with
a little competition.”
Strategic sprints
The average sales rep only spends about 36% of their time on actual selling activities. The rest of the time is spent
on things like admin, prospecting, and research. While all of those are key parts of a sales team’s effort, it’s easy to
get distracted from the whole “selling” part.
Here’s how George Nammour, Director of Business Development at Lusha, handles it:
“Especially for newer sales reps, adding as much structure as you can to their day helps protect the time they need
to spend selling. As a company scales and grows, I’'m learning that structure is key. We’re putting call blocks in
people’s calendars and creating these sacred calling times. We give them best practices and guidance for these
blocks and then make sure that they’re not being interrupted.
| consider them sprints, which is an idea from Jeb Blount. A sprint can be from 15 minutes to an hour, and it’s a way
for salespeople to hyper-focus on one task, and one task only. So they don’t answer any slack messages or emails,
even if someone is asking them for something. Once you build a practice around these, your reps can rely on having
that dedicated time to get their selling done.
What | like to do with those sprints is try to focus more on a rep’s strength. So let’s say they’re really good at social
selling and LinkedIn messaging, then you’ll want them to have some sprints where they’re focusing just on social
media selling. The more time they can spend doing their strength, the more you can expect the most optimal
results. So it’s really important to structure the day to make sure they have time to focus on their highest-returning
activity.”
Structured 1:1s
One on ones are your best friend. Whether you’re in an SDR role or approaching it as a manager, having these
meetings run well is key to a well-oiled sales team machine. Marc Perroni, Business Development Manager at Lusha,
has a winning formula for getting the most out of these meetings:
“I’'ve always been an advocate of the 30 minute meeting, broken into three 10-minute sections.
Here’s how that breakdown works:
e First 10 minutes: Start with the human first
o Everyone’s human at work — | don’t think that’s so profound. Making sure that you start with the human first

is most important. How are they doing; do | notice any changes in who I’'ve come to know as a member of my

team? And what’s going on — not necessarily in the sense of granular work stuff, but a pulse check.
ye Middle 10 minutes: How they can be successful in the role

o This is where | focus on what | need to communicate. These middle ten minutes are where | discuss new

initiatives or give feedback on their performance.

i



https://www.salesgig.com/articles/how-much-time-do-your-sales-reps-spend-selling-probably-not-enough#:~:text=First%2C%20let's%20take%20a%20look,%2C%20and%20research%20(14%25)
https://www.lusha.com/blog/write-a-linkedin-cold-outreach-message-thats-so-personalized-its-scary/
https://www.lusha.com/blog/inside-sales-representative-job/

ORGANIZATION IS KEY T KE @ PIPELINE FLOWING,
ESPECIALLY WHEN YOU HA! ."*;:,. OTHOF VIO UME. BEN BALTIMORE,
SALES MANAGER AT L '_s}"HA “HASYA STRATEGY:

“KEEPING A CLEAN PIPELINEIS: xR‘EALLV MPORTANT TO ME SO WE
CAN UNDERSTAND WHAT THE DEALLOOKS LIKE FROM START TO
FINISH, WHAT ROADBLOCKS/WE MIGHT HAVE IN BETWEEN, AND

HOW WE CAN STRATEGIZE TO OVERCOME THOSE.

ONE THING ABOUT SALESPEQOPLE IS THAT WE HAVE TO MOVE
REALLY QUICKLY, AND IT’S EASY TO OVERLOOK THINGS. WE’RE
TALKING TO HUNDREDS OF PEOPLE IN A MONTH; WE’RE NOT GOING
TO REMEMBER WHAT WE SAID TO SOMEBODY ON APRIL 2.
| LIKE MY TEAM TO KEEP NOTES DURING THE ENTIRE JOURNEY OF
THE CUSTOMER. THEY WRITE A TIMESTAMP AND PUT IN THEIR
INITIALS TO KEEP TRACK OF WHO’S ADDING IN A NOTE AND WHAT
THEY NEED TO DO. THEY’RE DOCUMENTING EVERY SINGLE THING
THEY DO THROUGHOUT THE SALES PROCESS, SO THEY KNOW
EXACTLY WHAT’S GOING ON. THIS MAKES IT EASY TO POP BACK IN
AN ACCOUNT AND UNDERSTAND WHAT OUR NEXT STEPS ARE.
ANOTHER WAY WE KEEP TRACK OF NEXT STEPS IS WITH A SALES
METHODOLOGY CALLED MEDDPICC (METRICS, ECONOMIC BUYER,
DECISION CRITERIA, DECISION PROCESS, PAPER PROCESS,
IDENTIFY PAIN, CHAMPIONS, AND COMPETITION). USING THAT
ACRONYM, WE FILL OUT THE INFORMATION WE LEARN AS WE GO
THROUGH THE SALES PROCESS. AND THE GOAL IS THAT YOU LEAVE
NO STONE UNTURNED - YOU KNOW WHO YOU’RE SUPPOSED TO BE
TALKING TO AND WHAT YOUR NEXT STEPS SHOULD BE. AND IF YOU
CAN’T FILL OUT ONE OF THESE MEDDPICC SECTIONS, THEN YOU
KNOW THAT’S YOUR NEXT STEP WHEN YOU TALK TO THE CUSTOMER

g NEXT.”
KEY TAKEAWAYS:
e USE SMARTER KPIS, STRUCTURED 1:1S, AND CONSISTENT NOTE-
KEEPING TO ZERO IN ON WHAT CAN BE IMPROVED AND STAY ON
TOP OF NEXT STEPS.
e STRATEGIC SPRINTS AND TEAM-WIDE COMPETITIONS CAN ADD
THAT EXTRA OOMPH TO MAKE THE MOST OF YOUR SALES TEAM’S
EFFORTS.
e USING THE RIGHT TOOLS WITH ACCURATE DATA (LIKE LUSHA)
KEEPS YOUR REPS HAPPY AND PRODUCTIVE.



https://www.saleshacker.com/meddpicc-intro/#:~:text=MEDDPICC%20is%20a%20sales%20qualification,Pain%2C%20Champions%2C%20and%20Competition.

TRADE EVENT

SUSTAINABLE TOURISM INTERNATIONAL EXHIBITION

Date: November 28 - December 02, 2023 in Douala / Cameroon
A Project by the company GO AFRICA BUSINESS LTD / Cameroon
Participez au prochain Salon International du Tourisme Durable a

Douala au Cameroun du 28 Novembre au 02 Decembre 2023.

Many exhibitors from various countries and continents are
exepcted.
Contact us to register now:

Dr LOVE CHANDRIAND
Business Developer & Consultant
GO AFRICA BUSINESS LTD
https://www.goafricabusiness.com
+237 693 270 057

Sustainable Tourism International Exhibition
Salon International du Tourisme Durable

sE——

November 28 - December 02, 2023
Douala, Cameroon

Sustainable tourism, promotion of cultural wealth and
preservation of African traditions

IT'S TIME

6‘9&% Jsnrigmm in %ﬂm

@ contact@goafricabusiness.com @ +237 680 04 13 06 / +237 699 61 89 84



WHERE IS THIS EVENT?

ST REGIS MARSA ARABIA ISLA!

THE HAPPENING.!

DAY 01
WELCOME COCKTAIL
MUSICAL NIGHT

DAY 02
CONFERENCE WITH LEADING SPEAKERS
B2B SESSIONS / MEETINGS
ARABIAN NIGHT

DAY 03
CON }TR ENCE WITH LEADING SPEAKERS
B2B SESSIONS / MEETINGS
AWARDS CEREMONY

MUSICAL NIGH T
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RETHINK _ rReBUILD
FOR A BETTER TOMORROW

LETS CONNECT:
UAN: +9230-4111-0696
WHATSAPP: 41974 6674 3756
EMAIL: INFO@PBACOMNGRESS.COM
PLOT # 7C, 7™ LANE, ZAMZAMA COMMERCIAL

PHASE VYV, DHA, KARACHI-PAKISTAN.
WWW.PBACONGRESS.COM




Full of Actionable
Knowledge...

STRATEGIES T0
GROW YOUR
EXISTANGE FAST

[ Q How to 10x Your Followers in 3 Months




PAKISTAN: 292-B, FAISAL TOWN,
LAHORE: +92-300-8490299

USA: 2130 FULTON STREET, SAN
FRANCISCO: +1708-655-8889
SHER@GLOBALCEOSCLUB.COM



mailto:sher@globalceosclub.com

