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WHO WE ARE

The Human Capital Bridge (HCB) is a trusted connector within Ourrole is not to deliver services directly, but to connect the
the human capital ecosystem. We bring together organizations right expertise to the right opportunity, ensuring every

and rigorously vetted partners to create meaningful, people- engagementis grounded in trust, credibility, and measurable
centric impact. impact.

Built on over two decades of leadership and human capital
experience, HCB operates through a transparent governance
model that prioritizes integrity, quality, and long-term value.




M . .
To be the most trusted boutique connector
that brings together organizations and proven

high-calibre human capital partners to create
meaningful, people-centric impact.

To curate and connect organizations with
rigorously vetted trusted human capital
partners, offering tailored, end-to-end
support and philanthropic value ensuring
every partnership delivers measurable
results, integrity, and positive impact.
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Driving Access, Affordability & Impact

ACCESSIBLE AFFORDABLE IMPACTFUL

Ensuring Providing clients with Creating
to
enabling
, while
positioning partners for through
high-value engagements trusted, long-term

through a transparent, at zero cost. collaboration.
reliable, and curated

ecosystem.




OUR PARTNERS

A Global Ecosystem of 115+ Human Capital Experts & Business Schools

HCB partners with leading business schools, global coaching bodies, consulting firms, tech giants, assessment providers, and ecosystem HC
experts worldwide.

The logos below represent a high-level, non-exhaustive selection of the institutions and partners available to you via the HCB.
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Diaghosing Connecting

D O E S Gaps and Organizations
translating them directly with

HCB acts as a trusted into clear scopes trusted expertise

connector across the human

capital value chain by:

Understanding Curating Assuring

Organizational The most relevant Quality, alignment,
goals and pre-vetted partners and governance

capability needs throughout the
engagement



/" GOVERNANCE & INTEGRITY

HCB operates through a clear, transparent, and ethical
engagement model designed to protect all parties involved.

* Allintroductions are qualified and governed by HCB

* Ambassadors operate within clear boundaries and
approved messaging

* Integrity, professionalism, and long-term
relationships are prioritized at all times

This ensures every engagement reflects the standards,
reputation, and values of the Human Capital Bridge ecosystem.




Revenue
Participation

WHY BECOME AN
HCB AMBASSADOR

What's in it for you 01
HCB Ambassadors participate in a
structured, trust-based model designed to
20% revenue share,

reward relationships and expertise without
the burden of selling or delivery.

Priority Access to
Paid Opportunities

02

preferred access to
coaching, mentoring,
and consulting
projects

No Sales or
Delivery Burden

ambassadors to focus
on relationships,

credibility, and impact




AMBASSADOR ONBOARDING & HCB SUPPORT

HCB ensures ambassadors are fully supported with the tools, materials, and guidance needed to succeed.

WHAT HCB PROVIDES

Clear onboarding and alignment to HCB provides brochures, decks, and HCB supports ambassadors during
ensure ambassadors understand approved materials that client conversations and meetings,
HCB’s positioning, boundaries, and ambassadors can confidently share including opportunity shaping and
engagement model. with potential clients. next-step discussions.

HCB manages qualification and Ambassadors remain connected to

quality assurance across all HCB’s broader ecosystem of

engagements. partners, clients, and leadership
initiatives.

You focus on relationships and expertise. HCB handles the rest.




HOW TO GET STARTED

Becoming an HCB Ambassador is designed to be simple, clear, and low-friction.

Step 3
Begin Introductions

Start making warm
introductions where there is

clear fit and opportunity.

Step 2
Alignment & Onboarding

Review the Ambassador overview and y

agreement to ensure mutual alignment.

Step 1
Express Interest
Confirm your interest in joining

the HCB Ambassador program.



Build Impact
ogether

Th a n k YO u Partnerships@hc-bridge.com \. +966 50 204 6980
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