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Greg Foster – co-founder, CEO

BrightWhistle, Inc.

Atlanta, GA

greg@brightwhistle.com
Company Overview:
The BrightWhistle platform leverages automated content acquisition / publishing and advanced natural search optimization to produce and manage blog and content networks designed to more efficiently and effectively acquire new customers and clients.  These sites can be effective in two key customer acquisition areas:  

1) Generating incremental leads via natural search – sites built on the BrightWhistle platform are optimized to rank highly against key terms and phrases associated with customers and clients with higher potential to convert

2) Providing a landing page for targeted PPC ads that increases conversion and lowers acquisition cost by offering exclusive, relevant content – sites or pages can also provide potential customers / clients targeted information, allowing ads to include more specific calls to action

BrightWhistle is currently providing the platform as a technology enabled service and will introduce a complete Software-as-a-Service (SaaS) offering in mid 2011.  

The Problem:

Most marketing automation and lead generation solutions fail to address the digital marketer’s greatest need – to generate new, exclusive, qualified leads.  Marketing automation solutions’ value tends to start once the lead has been generated.  Third party lead generators focus on lead volume and typically sell the same lead to multiple parties.  This results in lower yield rate and higher overall acquisition costs – both in hard dollars to generate the lead as well as costs associated with qualification and closing.  The digital marketer is left with suboptimal methods for generating high quality leads.  
The BrightWhistle Solution:
The BrightWhistle platform is designed to make it possible to manage multiple content sites from a single command center.  The platform automates several key aspects of the creation and management process.  Features include: 
· Automated system for determining domains to be acquired – selected in the context of key terms to be optimized; automates the acquisition of those domains via the GoDaddy API
· Content management system makes it easy to identify writers with specific topic expertise; automated system submits topics and specs to qualified writers, makes it easy for content to be published into network automatically

· Triggering mechanism monitors site ranking against key terms and publishes new content when/where needed
· Persistent SEO algorithm built into the publishing system
· Controls allow for integration with PPC and Facebook ads; allows for seamless connection between an ad’s call to action and the specific landing page within the client’s network of sites

High level diagram of the BrightWhistle platform:
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Market Overview:

BrightWhistle straddles two high growth marketing technology spaces – marketing automation and online lead generation.  Both industries are well positioned for growth as greater percentages of marketing budgets continue to flow online.  The company’s initial vertical focus is health care services, another industry experiencing high growth.  


A few key statistics and larger trends that benefit the company’s prospects include:

· Online lead generation is a $1.7 B industry, projected to be $2.3 B by 2013 (according to eMarketer)

· SMBs represent one of the best opportunities for growth in the digital advertising arena
· Health care services companies are under increased pressure to cost effectively acquire new patients

· Rise of on demand content (e.g. Associated Content, Demand Media)
Revenue Model:
Unlike other lead generation vendors that make money by selling leads, BrightWhistle’s approach is a classic SaaS model.  Clients on the BrightWhistle system pay a recurring monthly fee determined by the number of blogs or content sites being managed at any given time.  
Management Team:

· Greg Foster (CEO)

· Currently EIR with Chrysalis Ventures

· Former Partner – Noro-Moseley Partners

· VP Corporate Development – Turner Broadcasting

· Mgt team of three successful start-ups (iXL, Silverpop, Southern Direct – founder, sold to Turner Broadcasting)

· Chad Mallory (CTO) – founder of Nexteppe, large provider of online marketing services to auto dealers
· Chris Vaughan (Senior Engineer) – nearly a decade of development experience with specific skills in PHP and WordPress

Competitors:

Several companies have offerings with a similar feature set to BrightWhistle, but these competitors’ products focus on providing a service to small businesses and micro-enterprises.  A few examples include:

· ReachLocal – ReachCast service is a good product for small business clients; standard offering provides the client with one additional website with refreshed content; also provides Facebook and Twitter moderation services

· Local.com – service provided through the company’s acquisition of Octane360; similar offering to ReachCast

· Digital media agencies capable of building and managing networks of sites

A great many third party lead generators exist in the market in nearly every industry.  A few have gained critical mass through organic or acquisitive means.  A good example is Quinn Street, a well respected public company with roughly $300 mm in revenue.  These businesses are structured to scale, for the most part, based on volume of leads sold to clients.  

Financial Performance:

The company was founded in Summer 2010 and began actively selling in November 2010.  Since that time, the business has grown month over month.  Currently (early February 2011), BrightWhistle serves seven (7) clients, most of which are under contract for at least six (6) months.  Monthly recurring revenue (MRR) is currently over $35,000 with total bookings in excess of $400,000.  
Fundraising:

The company is in the process of completing a seed round of funding with the goal of raising roughly $1 mm.  This funding will allow us to scale quickly, augment the management team, and provide for the necessary bandwidth to scale rapidly.  































































































































































