[bookmark: _GoBack]Hi Bambi, 

Thanks so much for the insightful questions. I'll definitely answer here and add to a private folder as well. 

1. How are you attracting the millennials?
We use a combination of various social media marketing tactics. We amassed a huge following on Instagram, so we get a lot of people discovering us through that channel. Currently we have 116k followers. We also have a Snapchat channel, HeartbeatTV, and we do daily takeovers featuring real women each day, so that's another method of discovery. We also run Instagram ads, which all us to acquire each ambassador for about $0.30, and that includes them linking up their Instagram and Facebook accounts, so we are able to get quite a bit of data. Finally, we have partnerships with other influencers on Instagram, like meme accounts, and those enable an acquisition cost of about $0.35. That said, for each girl who signs up, we are seeing them tag each other and tell 3-4 friends, and because the value proposition about paying them to post on Instagram resonates so well, it's an incredibly easy, highly shareable conversion. 

2. Who are your “brand” clients?
We work mostly with other startups and small brands to start, as we begin to prove out our model and create case studies. We've worked with CPG brands, like We Love Eyes, an eye makeup remover product, and content brands, like "Texting Yoga Pants," a YouTube channel, technology products, like dating app Squad and Ditto a wearable device, and more. We are building up to bigger brands and agencies, but we're starting out to prove our case now. I have years of experience working with large brands and agencies, so have an extensive strategy around implementation and expansion. 

3. How many do you have and how long is a typical campaign? We run about 4 campaigns at a time, but we're investing in new technology that will help us expand that more and more each week. We can actually execute a campaign in about 72 hours, but we typically run them over about 2 weeks. The goal is to move toward subscription services and extended campaigns. 

4. What are their typical campaigns - meaning what are they looking to accomplish and what does it look like?
We can accomplish any number of marketing objectives for the brands we work with - help drive awareness, help support a product launch, help grow subscribers/followers, help distribute content, drive app installs, and more. We are currently agile, as we seek to understand what our audience does best, but we're seeing brands come to us for all types of goals. Our ambassadors opt in to a campaign, and then we provide them with some simple guidelines, and they create unique content and post it on their own social accounts. We track campaigns with tools we've built and provide analytics for our clients depending on the agreed upon KPI. 

5. Sounds like as part of the campaign, your girls post. Is it in a reply? Do they have to include an #hashtag? What are they posting?
The content depends on the brand and the goal of the campaign, but the girls create their own content based on guidelines we provide via email, including what hashtags to use. We can track hashtags that are used, but we have our own tracking and monitoring systems as well. The content is always fun and in the voice of the woman who creates it, which is what makes it authentic and believable, which we see is really the key to the success of a campaign. 

6. You’re paying your ambassadors 4-11 per post? How much are you getting per post? Can’t imagine your client would pay that.

That's correct. Brands pay us between $20-30 per post, and because our ambassadors have about 2750 followers on average, it comes out to about a $8 CPM. That CPM is highly competitive, especially when you consider a brand is getting UGC that is owned by the brand, and the engagement can easily be around 20%. One of the biggest advantages of our service is how cost effective it is and how efficient it is at driving ROI. 

7. You said that there is $197B (or 34% of all global digital advertising spend) is spent on millennials. How is that pie broken down? Search, banners, social, etc. And what are you specifically going after?

I don't have the specific breakdown for millennials, but here's the breakdown of all digital ad spend for 2016:  

http://www.emarketer.com/Article/US-Digital-Display-Ad-Spending-Surpass-Search-Ad-Spending-2016/1013442

Per eMarketer's reports, display (banners, video, sponsorships) account for $26.15B in media spend in the US alone. This will be the piece of the pie we go after. 

Our direct channel competitors include display banners, Facebook/Instagram ads, influencer campaigns, and sponsorships/promotions on social media. We can compete with all of those on price and effectiveness. 

8. You’re seeing 20% growth each month? Users, revenue?
We can easily accomplish 20% growth on ambassadors - we are currently growing at about 1200 new ambassadors each week, with a CAC of $0.30 on average. In revenue, we're actually seeing much higher growth curves, as we ramp up our sales and start to hire a full-time sales team. 

9. You said you’re generating $30,000 a month. What is your sales pitch to a client? Why pay you vs an alternative way to reach millennial girls?

We're currently doing 3-4 new client pitches a day, so we should be on track to be doing closer to $50k by next month. We have crafted case studies based on our campaigns, and we are all experts in advertising (I have worked for the biggest advertisers in the world like P&G) and we basically empower marketers to grow their businesses, so it usually takes us 1 or 2 calls max to book a $10k campaign. This is by far the easiest thing I have ever sold. We explain, and show, that working with real women will always be more authentic and effective than working with influencers or facebook ads, and it's a really compelling story for people who understand marketing. 

10. How are you measuring success for your clients?
We align on a KPI or marketing objective - app installs, for instance, and we can track posts, links in bios, promo codes, and hashtags. We provide tracking and analytics on all campaigns, depending on the metrics they want to drive.
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