You saw my white board scribbles - so not much different in here. First thing we need to understand is who is our customer (aside from WTF is our actual product :)). If you make it to down to the D2C section - please check out the link there. 

Also, just to remind you guys, I am not an expert in marketing, pr, branding etc. - below are thoughts to discuss/get it down on paper more than anything else. 

Relating to understanding our Customer - 2 things DJ & I are working on: 
· Basic Customer Survey: 
· trying to get a better understand of our target customer profile, how much they spend on paddles, what they are using today, what buying habits they have etc. 
· We will send out a draft tomorrow - give it a quick look over & provide any feedback - we don't want to have a shit load of questions, but anything missing we can replace a less useful question. 
· Let's plan on sending this out by Friday - will need help from everyone here to get the questionnaire to as many people as possible of all levels. 
· Paddle Positioning in the Market
· Who's lunch are we trying to eat - I don't know there is glaring hole in the market place right now. 
· As we all know there are paddles out there from $20 - $250. 
· DJ is trying to scrape data from Websites like Pickleball Central to get Price points by Paddle, Target Markets, estimated sales volume
In terms of Marketing plans, to help shape discussions, decisions, planning we can break it down into 3 specific parts: 
· Earned - Public Relations
· PR (earned media) // think about press releases, how do we want to launch? What is our hook? 
· Put together a one pager of the details of the product so a story can be crafted around it and we have the info. at hand to share with reporters. 
· Think from the mindset of your consumer, what details do they need to know, where to buy, product dimensions, useability, etc. 
· Brand ambassadors // spokespersons, i.e. who will be speaking with media // doing interviews // posting on social? 
· Need to allocate Budget
· Owned - Brand Social Pages
· Insta, Twitter, Blogs etc
· Snake Eyes? Hard8s? 
· Content creation (eventually we would need to hire a third party crew to capture footage and edit together a highlight reel, shareable form of content etc.). In the interim - we need to be recording our own games, events we are at  - make our own content. 
· Paid Media - Digital Marketing
· More important for D2C
· You saw the rough Cost Per Acquisition 'Model' I put together - c. $117 CPA @ a Conversion rate of 1% ($151 when you add $34 manufacturing). Given we have no brand, no website, no (returning customers) our conversion rate will suck - industry standard is somewhere in the 1% - 5% range. Conversion rate = of all the people who click your add, or land on your website - what % of them buy. 1% would be 'good' starting off for us. 
· We will need somebody to manage SEO for us - college kid could probably do it. SEO = Search Engine Optimization, basically what position can you get your brand on Google Search, outside of paid ads. The better your SEO is, in theory, the lower your CPA becomes overtime. I know what it is, but no idea how to do it. 
· Need to Allocate Budget
Distribution Channels
· Direct to Consumer: 
· There are 3 different strands of D2C I have in my head
1. One Pickleball: Pretty obvious, going all in building One Pickleball into a household name & D2C Brand. 
1. Until we know more about customer feedback, purchase behavior etc, I don't know that we want to put all our efforts into Building One Pickleball Brand - yet. 
2. Joe Pickle (Vantage) - get our own Paddle spec'd & designed - build our own D2C brand
1. Same deal as above, same drawbacks - but more 'control' over look & feel & who we are, they why etc. 
3. Cold Dice Distribution (for lack of better name) - which is my preference
1. We build our Brand (Check out 5ivezero Below)
2. Push One Pickle & Vantage (take no margin - or whatever is optimal there)
· When you have some time: have a look at this site:  https://www.5ivezero.com/#!/
2. Joe & I know know the guy who runs this pretty well, he's got a couple of screws loose, but if you notice what he's got going here: 1. He acts as an 'agent' for some pros (scarpa mainly) 2. He has an amateur League (East Coast Pickleball League) 3. Moving his own Merch/Gear 4. Selling main brand gear 5. Producing Content Daily 6. Sells Coaching clinics
2. He is a one-man band. 
2. It's messy & relatively poorly put together, but you can see he's hitting everything we are talking about. 
· Wholesale:
· Picklecentral, Tennis Warehouse, Pickle Superstore - as per the note, they will look for 50% profit margin
· Without 'Control' of distribution we might not sell a single paddle - we would need strong marketing/pr to support. Wholesalers - may look for specific details here. 
· I need to find out more info here about the economics
· Intermediated:
· Paying a Commission per Sale (20% - 40%) sounds like standard rates
· Probably easiest route to market
2. Ambassador Programs
2. Picklr, Crushyard etc. 
Thanks, 

