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As the world gets smaller and travel footprints get larger, there’s a company changing the way
people stay connected across borders—one ultrathin microchip sticker at a time. Malaysia-based
Flexiroam developed its propriety technology to create a seamless, hassle-free travel experience,
and is relying, in part, on strong industry alliances to share this to travellers.

Flexiroam’s co-founder and Vice President of Sales
& Marketing Nicholas Yeap explains: “Our biggest
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to find the right people!

SIM card. For many people, this is a relatively new
concept, so it is mission critical that we help them

Nicholas Yeap,
Co-founder and Vice President
of Sales & Marketing, Flexiroam

embrace it”

One way that Flexiroam does this is through
alliances. Partnering sales and marketing not
only drives revenue for the company, but also
strengthens the Flexiroam brand through
association with industry leaders. The company
currently has over 100 travel industry partners,
including major airlines and top travel agencies,
and continues to build on success with some help

from LinkedIn Sales Navigator.



Picking up the Prospecting Pace

“Before LinkedIn Sales Navigator, reaching out to
prospects online was pretty tough, so my team spent
a lot of time on the road trying to meet the right
people through meetings, exhibitions and other
offline marketing activities. Now, our prospecting
and lead generation process is much faster because
LinkedIn Sales Navigator helps us identify prospects
with precision, gives us more insights about them,
and allows us to connect directly with them within
the platform,” said Nicholas.

He estimates that LinkedIn Sales Navigator
contributes to about a quarter of Flexiroam’s partner
sales, and about half of its on-lead generation today.
It has also helped Grace Gadin, Flexiroam’s Head of
Partner & Airline Affiliates, sign on two-thirds of the
company’s airline partners.

“I love how LinkedIn Sales Navigator creates so many
opportunities for us. Of course, it’s up to us to make
the most of each connection. It’s not just about
reaching out, but also about how well we connect

Objectives

« To develop new alliances within the travel industry

+ To accelerate and enhance the sales prospecting process
+ To build brand awareness and trust in the market

Solutions

+ LinkedIn Sales Navigator

Why LinkedIn?

Access to the world’s largest professional network
with more than 562 million users in 200 countries
Advanced search capabilities to target prospects
with precision

Asingle platform to identify, connect, and engage
prospects

with people, how we show interest in their goals,
and how we work to create a win-win situation for all
parties,” she said.

“The other feature | love is PointDrive. This has
made it so easy for me to upload and share material
with potential partners, and so convenient for the
recipient to access this via a link rather than an
attachment.”

Like Grace, the rest of the Flexiroam team uses
LinkedIn Sales Navigator on a daily basis. Nicholas
makes sure of this by setting a minimum score that
every member of the team must achieve in order to
keep using the tool.

“We are very happy with the results that LinkedIn
Sales Navigator and the social selling approach
have given us, so using social selling index as a
performance indicator is a natural way to keep this
momentum going.”

Results

» Two-thirds of airline partnerships from LinkedIn
Sales Navigator
25% of partner sales from LinkedIn Sales Navigator
50% of on-lead generation from LinkedIn Sales Navigator
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Visit sales.linkedin.com to learn how other sales professionals are hitting their targets with ease.
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