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Swiie Card

La carte
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Let’s smile
at work.

Swile, la carte et I'app au servic
de 'engagement des employes.

swile

Swile Card

La carte la plus puissante jamai
imaginée pour les employeés.

La carte titres-resto
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CoWorkingCard
CoWorkingTicket
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Lancer la version HybridWork de SWILE :
réservation et payement de coworking

déplacement pro (train, avion, multimodalité, mobilité douce)
hébergement pro (tout type d’hébergement)

achat d’équipement de bureau (écran, chaise, webcam...)
choix, réservation et paiement de formation pro

et bien sdr le déjeuner en ticket resto demateérialisé

OBJECTIF VALO : passer de 1 a 6 milliards !

MAIS






Les grandes
reussites viennent
des bonnes equipes
aui ont pivote... plus
que des grandes
Idees !




Les VC (venture capitalist)
choisissent d’abord I’equipe ...
et Ioriente sur un bon projet
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Live With
Education J |
p/ 9 Resumeé
« QUOTE : happy Company 2012...2020 | :
to be an Products
entrepreneur in | +:
Description: funder of an IOT PAIN POINTS
company
9 employees | .

7 millions euros turnover
29 clients with 650 shops

S

FOR SUSTAINABLE .
DEPARTMENT ‘ VALUE CREATION G ECOLE DE LA FINANCE 10/04/2020 RENAULT INTERNAL 355 RENAULT



Millennials

BabyBoomer uso-ss+-sans
Genx (1955 1985 +/-8 ans)
GenY — Millennials (1979 1999 +/- 5 ans)

(Generation | ' AR - . GENERATION
: ‘ CONNECTED FROM BIRTH.

bridging identity
adaptable\/ protest . | Born mid-1330s to 2010.
multi-task risk-taking b '
education fearless DELMAN 8095:




Empathy Map Canvas

£ WHO are we empathizing with? GOAL 1 What do they need to DO?
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Customer Journey




Nom du Touchpoint /
Point de contact

Channel / Canal

Interaction du client

Interaction de la marque

Avis du client pergu par le client

Décalage avec le
positionnement voulu



Customer Journey Map  Journey Map Tite
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Epic

User Story
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1/ Présentation équipe (1mn oral)
2/ Persona (1)
3/ Carte d’empathie (simple)

4/
5/
6/

Parcours client (7j)
Product Backlog (10 user stories)

Prototype (Marvel App)

Better done than perfect









Vin Cerf
Tim Berners-Lee
Metcalfe

Moore
Rifkin




Satochi Nakamoto
Vitalik Buterin
Pascal Gauthier

Nicolas Julia
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METCALFE’S LAW
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N sprinklr Products Services  Everts Customer Success Aot Us & Login

Modern
Marketing

Sprinkir Modern Marketing increases the ROI of
content with Al-powered insights and reuse,
saves time with automated workflows, and
manages brand risk with enterprise governance

Modern Markoting

§
il

@ Generate more sales with better content
using integrated insights leveraging Al

© Reduce content marketing production costs
and enable agile marketing with automated workflows

@ Protect your brand's reputation
with enterprise-grade governance
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Marketing Automation—Eloqua

Product Detalls Capabiites vV Scaabiity and Selabiity

Eloqua Remains a Leader in the
Gartner Magic Quadrant for CRM
Lead Management 2019

Once again, Gartner ranxed Oracle Elocus a2 a Leader for ite clear market understanding
and sales suaery. The report savwr 0s Elogua's strengihs: data management, ASM
functienality, and scalablty, See how Elcqua compar-- -
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L eaders Cx Marketlng

Jracie Eoaw
Dracle Reapoarys
Oracle Biuekai

Drale Masprnisar

Oracle Infinty
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HubSpot Software « Pricing Resources « Partrees « About «

There’'s a
better way
to grow.
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Marketing. salos, and sernce soltware tha

Nelps your Dusiness grow without compromise '
. . | C

Because “good lor the busress” should sl .,,..\

mean ‘good for the customer.”
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“' M&kpto’ Products Canabslirties Sobrom Wy Marketo Revcurcen Company

SOLUTIONS FOR EVERY DIGITAL MARKETING NEED

From acquisition to advocacy, drive measurable results
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LEAD MANAGEMENT EMAN MARKETING CONSUMER CUSTOMER BASE MOBILE MARKETING
MASKETING MARKETING
@ B
/ A
REVENUE ACCOUNT-BASED

ATTRIBUTION MARKETING



w Q800 9208 S34 Nuus cunlec iy I entl M

Eokkions b Des parcours client
personnalises au service d'un
marketing intelligent

DECOUVRR LA MRESINTATION
Mutc(n;

“Grace a Salesforce, nous sublimons artisanat et tradition pour
‘aire réver nos chiants

. BAVID BOUDAR | PRfArINT OF saim Ty
DAY 908 53 RICARDER LAVIDEO
CONTACTEZ NOUS L‘s‘ I)l'RE E
."(')n

Vm AAM Yot fuOe Gars Tra Redd, PON 200N & Ui ser Salesionce de mariere uadgue »



SG//’gcnt @/::' Platform « Channegls » Industries » Servces Case Studies 2 SCHEDULE A DEMO

Yol FORMESTES Rt
Comn COhave Zowng Mo ape ol g mdMats ¢

NAMED
A LEADER

Selligent was recognized for its 'focus on moments-based

marketing' and as a leader among Independent Cross-Channel
Campaign Management Vendors.




Développez votre activité
avec le meilleur logiciel
CRM, facturation & comptabilité

Elminaz o comOax éd adminy seni e aved une sowton on igne Qu

sulomatise volre oycle de venie.

Jo vouux festor mol mdme ! Jo prdfere une démo




