
 
 
 
 
 

Some key questions and answers: 
 

- How do they explain these type of sales? Are they making money right now?  

At the present time the App in final development stages, and no current revenue is being generated 

from this product. According to Google Adwords Tool search there are currently 102,260 related 

monthly searches for multi-language translation, and a further 94,522 other keywords that are used to 

attain this, and other related information. Thus, there are roughly over 195,000 monthly searches which 

translates into 2,340,000 annual searches related to our individual product offering. If we assume that 

roughly 5% of these searches results in a paid monthly download subscriber (117,000 x $1.99 x 12 = 

$2,793,960), then annual recurring subscriber sales would be as illustrated above as approximately 

$2,793,960. If we consider another $1,2M in annual revenue from advertising, and subtract our 

projected annual cost that gives us approximately ($3,993,960 - $688,380 = $3,305,580) $3,305,580 in 

total first year revenue. If we further conclude that our data can have as much as a 20% - 22% error 

variance plus or minus, then we can also conclude that first year annual revenue will be at least 

$2,597,620 as illustrated in our Business Prospectus.  

 

- Who is the target audience? Why do they expect those numbers? 

Nielsen Global research has concluded that 83% of consumers take action because of trusted recom-

mendations. In today’s marketplace consisting of individuals age 18 – 54, which comprises two separate 

groups age 18 – 34 and 25 – 54; according to the Bureau of Labor Statistics data shows that spending on 

entertainment in this age group averaged just under $3,000 per year, and that of that amount mobile 

and on-line spending comprised 54% of this number (according to Digital 360). Of that total expenditure 

of $1,620 (54%), Trinity Development Hub, and its mobile app Frenzs, believes it can garner just 0.0148% 

of that spending, which would represent the total cost of an annual subscription. Thus, our primary 

target audience are those ages 18 – 54, and we have based on sales and revenue numbers on the 

previous set of conclusions. 

 

- I don't see the budget for building the app in there? I want a more detailed balance sheet to believe 

these numbers. 

There was no budget in the Business Prospectus because we did not believe that this was not the 

primary tool to deliver such information, and at this time a balance sheet in not available for viewing. 

Nonetheless, our research data has all come from very reliable and verifiable sources. 

 

- Did they explain the competitive landscape? Who are the other players that might build the same 

product for less? How do they plan to stop that or beat them out? 

The primary competitive landscape comes from Facebook and Twitter as each as a basic translation 

subset to their apps. However, neither of these two forerunners in the industry has a real time multi-

language product offering has is inherent in Frenzs. In addition, the language translator in each is 

treated as a totally separate registration and is not a part of the primary apps themselves. But, the most 

glaring difference is that Frenzs is by no means a basic translator, but rather a real time multi-language 

platform. That is what both differentiates and positions Frenzs from other social media applications in 

the marketplace today. So the key marketing strategy and design will not be to compete, as much as, to 
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position itself in a space that is currently not occupied by any of the other apps in the social media 

sphere. 

 

- I don't understand why the consumer is for the pro product. Is it a B2B product? If so, how would a 

business use it to track it's users' interests? Do they have a legal plan for if users complain about being 

tracked?  

According to Adweek, Apple says that 50 percent of consumers who click on ads they see in the App 

Store go a step further and download the app. Apple Ad’s Advertising in the App Store will be utilized 

heavily during different times after product deployment. Per Apple, most advertisers use a tool within 

the platform called search match in which the tech company picks the best keywords for brands to buy 

their ads against. Advertisers can also plug an API into Apple's platform to buy their own keyword-based 

campaigns. Trinity Development Hub will utilize this approach in setting up specific ad campaigns for our 

business customer accounts who acquire FrenzsPro. Frenzs will be an open subscription based product 

for individual users for social media entertain, and FrenzsPro will be a subscription based product with 

an annual contract requirement strictly for businesses to promote their products and services to Frenzs 

users. Trinity Development Hub and its Developers will use marketing campaigns designed specifically by 

business. Apple's format prioritizes ads based on an app's category like games, travel or entertainment, 

and according to Apple 50% of users who click on an Ad complete the purchase. Trinity will pass the Ad 

cost onto FrenzsPro clients, plus each business a handling fee to gain access to users of Frenzs. In that 

way no specific data has to be accumulated from an end user, and risk violation for the compromising of 

any end user privacy data.  

 

Similarly, as apps consume more of our time on mobile devices, Google uses a tool for plugging in what 

had been a growing gap for many advertisers in its Estimated Cross-Device reporting capabilities for 

display ads. As reported by Marketing Week, Google advertisers are able to get estimated conversion 

activity on display ads when users navigate between apps and the web or between more than one app. 

This data will allow advertisers to target end users based on a very key and core reliable data 

component, conversion. And since the tool will not be used by Trinity Development Hub to track cross-

device use, it too will not violate any privacy restrictions, and that includes users in Europe as well as 

around the globe. Just as with Apple users, Trinity will pass the Ad cost onto FrenzsPro clients. And 

subsequently, each business will be assessed a handling fee to gain access to Frenzs users.  

 

In addition, Trinity Development Hub has listened to the voice of both people and nations, and has some 

key built-in features that address the concerns of global social media users today. For example, the app 

has a built-in nudity detector; that product feature goes hand in hand with the App’s built-in profanity 

detector. The app, Frenzs, also has an inherent sentiment analyzer so to ensure that both words and 

word combinations ensure and embrace a positive resonance of communication throughout the 

community. We believe that being equally as mindful of safeguards as we are of marketing features will 

propel the App’s success at time when sentiments such as these are running high around the globe. 

 

- Has anyone else invested? Can you talk to them? 

At the present time there have been (4) investors in this project – the total of their ownership comprises 

less than 14% of the business. In essence, for a limited time there is still some opportunity for investors 

to participate. That window will officially close on March 31, 2017.   
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- Since there is advertising revenue, that means they have 3 products - freemium, paid, and pro. What 

is the friction point to make a user want to pay $2? 

Both annual subscription, as well as, advertising revenues are based on projections from the data 

sources described above. There is at present only (2) products that are set for initial release, free and 

paid. The Pro version is scheduled for release in 4th quarter 2017. The free version is limited to making 

and viewing a post in your own language only. Only paid, and paid-up subscribers, will have access to 

the multi-language capabilities of the app. This is NOT intended to be a free social media app. It is 

intended to be a paid subscriber service with real-time multi-language along with other attractive 

features built into the app as part of its key unique benefits and features to substantiate a subscription 

cost.  

 

- Does the CEO or board have a track record of success? 

The CEO has a proven track record of success in both sales and marketing. He was also instrumental in 

the design and creation of one of the foremost presentation training materials for use with professional 

marketers. So in addition to being a successful marketer and strategist in his own business endeavors, 

the CEO has been instrumental in showing others how to follow a similar high level of accomplishment 

that can be used in any industry, and not just limited to that of mobile applications and website 

tagmemics.     


