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Glossary 
 
49/51- The concept that in all relationships, rather than it being 50/50, things are generally 
49/51-- one person is slightly more “on top of things” than the other. We want to always be in the 
51 in our relationship with clients. 

 
Agency Analytics- Agency Analytics is a reporting platform and marketing dashboard used to 
create a streamlined report of our clients’ social media presence. These reports are crucial in 
keeping clients in the loop each month and help them to physically see their growth and our work’s 
role in that. 
 
Asana-  Asana is a task management software we use to keep track of what we need to do for each 
client.  
 
 Content Profile- Our brand bible for each client. This is the rulebook for how the content should 
look and sound for every client.  
 
Customer Persona- A description of a real or hypothetical customer for each client. We create 
content and make decisions with this target market in mind.  
 
Customer Path-  Customer path is the story of the relationship between a consumer and a 
company. It is a consensus of the touchpoints between a brand and a consumer, starting with them 
becoming aware of their need or the brand, and continuing through beyond the purchase 
experience. 
 
DS - Discovery Survey. The discovery survey is our opportunity to ask questions in order to 
understand the ethos of a brand. This is sent simultaneously with the RFAC and LOA.  
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Family Room- Our communal meeting space. The room with the dining room table when you first 
walk in through the front door. War Rooms and Team Education take place in here. 
 
Golden Rules- Tim’s video series in which he interviews powerful and interesting people in the 
music business around town.  
 
Hey Orca-  A social media calendar and planning platform that allows to plan content, receive 
approval from clients and time publishing.  
 
HIA- The Hemp Industries Association, one of our biggest clients. It’s rope, not dope.  
 
LOA- Letter of Agreement- After the client has approved the proposal, this the official start of 
business between Grayscale and a client. This is sent simultaneously with the RFAC and DS.  
 
Mundane- Our very own magazine.  
 
RFAC - Request for Assets and Credentials. This is a document that formally requests all brand 
elements, logos, photos, and login credentials from a client. This is requested simultaneously as the 
Letter of Agreement and Discovery Survey are sent.  
 
Strategy Map- The three month strategy for direction of resources and content creation, 
developed following a War Room.  
 
Team Education- Weekly meeting that takes place on Thursday mornings in the family room. We 
use this time to learn, grow, and connect as a team and as professional learners. Come ready to 
participate! 
 
War Room- The brainstorming process involving the Project Development member who signed 
the client, the lead Creative, and the Project Manager all gathering for a whiteboard session to 
dissect and diagnose the project needs. This directly leads into the creation of the 3 month 
strategy. 
 
WOMP- “What’s on my plate” If someone in the office (likely Robert) asks you to tell him/her your 
“WOMP”, they’re asking to know what you need to get done that day. 
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