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2: AdHawk Website
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I joined AdHawk as their first 
hire on June of 2015, shortly 
after their admission to the 
summer class of TechStars 
Boulder. Equipped with only a 
minimum viable product that 
served as a proof of concept, 
I established the look and 
feel of the app, and created 
a user-testing/feedback loop 
to incrementally improve both 
their web and iOS interfaces.



Ulises Reyes hi@ulises.me5

AdHawk is an app that 
aggregates your online 
advertising account data and 
puts it into one dashboard that 
updates in real-time. Users are 
then given optimization tips 
that they can accept or reject 
in one click.
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AdHawk began as an MVP that 
aggregated some very basic 

Google AdWords and Facebook 
Ad data into a clutter free 

dashboard.

Before launch, we had a 
waitlist of approximately 500 

candidates experienced in 
online advertising who were 
eager to get their hands on 
the very first version of the 

product.

This initial group served as a 
valuable source of information 

for learning the needs of users. 
AdHawk Alpha MVP
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Results of the survey helped 
develop the initial direction of 
the app.
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Through this data we decided 
to pursue two different 

directions with the app and 
scrap other aspects that  were 
originally pitched to TechStars.

OptimizationCreated by H Alberto Gongora
from the Noun ProjectSimplified

ReportingCreated by Delwar Hossain
from the Noun Project API

Created by Daniela Baptista
from the Noun Project
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Settings Page
Are any 

accounts
Already 
linked?

Unlink an account 
or link a new one?

Unlink

Confirmation

Link
Facebook

or AdWords?

Link
Another

Account?

No

Yes

Link a New Account

Yes

Facebook

AdWords

Log In

No

OAuth Screen

Example of user flow 
chart for new features
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Early on, all of our work was 
done via a 3 step process:

Mock it up Make it ugly Make it pretty
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After about a year in the 
market, we grew from $0 
revenue to about $1.4MM 
in  annual recurring revenue 
via a succesful inbound sales 
strategy. 
One of the key features of 
out inbound strategy was to 
segment online form signups 
based on their current online 
advertising spending.
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Leads with higher ad-spend 
were directed to salespeople, 
while leads with lower ad-
spend were recruited to be 
user testers.

Existing users were regularly 
contacted to test out features 
that were not ready for market.

This information not only 
helped the sales team, but 
allowed us to pick out testing 
candidates.
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Testing sessions were done 
using Lookback on iOS and 
Validately for Web. Recordings 
were analyzed and shared 
with the development team to 
determine what the next steps 
were for any feature.  
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AdHawk Website
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V1 of the AdHawk website 
leveraged the power of a two-
step form in order to entice 
potential leads to sign up, 
while providing us with enough 
information for our salespeople 
to segment them on CRM 
software.  For V2, we wanted 
to preserve the parts that 
worked, while communicating 
a more focused message about 
our product.
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AdHawk’s website, during 
TechStars, used a simple email 
collection form on its landing 
page.

Since our only goal at the time 
was to generate buzz and 
build a waitlist, we wanted as 
frictionless of a process as 
possible.
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Once we began to ramp up our 
sales efforts by reaching out to 

the people in our waitlist, we 
quickly learned that we could 

benefit from more information 
than just an email address.

The goal would be to collect 
as much helpful information as 

possible for our salespeople 
while keeping the process 

frictionless.  



Ulises Reyes hi@ulises.me21

Our list was extensive: Name, 
email, phone number, industry, 
online advertising budget, 
mailing list opt-in.

I decided to A/B test a single 
step form vs a two-step form.
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All in all, our two step form saw 
14% more conversions than the 
single step form, leading us to 
select that one.
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8-months into our sales 
process, we decided that it 
was necessary to update our 
website.

Since our product and 
sales efforts have evolved 
significantly since the 
beginning, it was important that 
the messaging in our website 
matched what the salespeople 
were communicating.

I began by interviewing 
everyone involved in the 
sales process and developing 
personas around our clients.
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The personas became the basis 
for the 3 main sections of the 
website, all pointing towards 
the same 2-step signup form 
that was so successful in our 

original site.

Main Sections
AdHawk for Businesses

AdHawk for Agencies
AdHawk PRO 

#1: Dan - Small Biz Owner - Not Advertising Online
Background & Use Case

● Dan has purchasing power
● Our Access Channels:

○ 1. Evergreen Content
○ 2. Tutorial Videos
○ 3. Cold Call

● 3 Desired App Features
○ Education Tips
○ Campaign set-up walkthrough
○ Full automation

● 3 Desired Web Features 
● 3 Favorite Features 

○ Seeing ROI for ad spend
○ i-Buttons & educational blog
○ Chat Support

Strategy & Day-to-Day
● Pre-AdHawk

○ Print Ads
○ Word of Mouth
○ Local Press
○ Community Events
○ Event sponsorship

● Post-AdHawk
○ Larger reach
○ Track ROI
○ Online Presence

 

● WTP: LOW (LOW CONFIDENCE)

#2: Bob(‘s Bagels) - Small Biz Owner - Advertising Online
Background & Use Case

● Bob has purchasing power
● Our Access Channels:

○ 1. Educational Blog
○ 2. Tutorial Videos
○ 3. Digital Ads

● 3 Desired App Features
○ Education Tips
○ Campaign set-up walkthrough
○ Full automation

● 3 Desired Web Features 
● 3 Favorite Features 

○ Aggregate analytics
○ i-Buttons & educational blog
○ Mobile-enabled

Strategy & Day-to-Day
● Pre-AdHawk

○ Checking accounts on a weekly 
basis

○ Doesn’t dump data into 
spreadsheet

○ 1-2 Platforms
● Post-AdHawk

○ Improve ROI
○ Increased confidence
○ Happier
○ Reduce barriers to trying out a new 

platform
● Spend: <$5,000/month
● WTP: HIGHLY VARIABLE

#4: Chris - Digital Manager - Post Series A
Background & Use Case

● Chris & MKT Manager Together
● Our Access Channels:

○ 1. Digital Ads
○ 2. Agency
○ 3. Evergreen Content

● Desired App Features
○ Aggregation
○ Deep dive analytics
○ Mobile access

● Desired Web Features 
○ Optimization tips & why
○ Change history & impact of changes

● Favorite Features 
○ Custom Dash
○ Downloadable Presentation
○ Always Updating

Strategy & Day-to-Day
● Pre-AdHawk

○ Conversion-driven 
○ Using SpreadSheet
○ Possibly Using Agency
○ trying products
○ Internal Protocol 

● Post-AdHawk
○ Better ROI
○ Increased confidence
○ Save a lot of time 

● Spend: $10,000/month 
● WTP: Med-High

#3: Sam - Marketing Lead - Seed Startup
Background & Use Case

● CEO of startup = purchase power
● Our Access Channels:

○ 1. Educational Blog
○ 2. Lunch & Learn/T.S. Network
○ 3. Reddit, PH, Angel.co

● 3 Desired App Features
○ Education Tips
○ Reporting
○ Optimization Tips

● 3 Desired Web Features 
● 3 Favorite Features 

○ Aggregate analytics
○ Mobile & Desktop
○ Best-Practice solutions

Strategy & Day-to-Day
● Pre-AdHawk

○ On each account 1/week
○ Starting to look at tools
○ Not using SS
○ Reading blogs
○ Looking to grow quickly

● Post-AdHawk
○ Better ROI
○ Increased confidence
○ Better awareness of online market

● Spend: ~$1,000/month 
● WTP: LOW-MED

#8: Fiona - Marketing Director - Fortune 500
Background & Use Case

● Fiona = Marketing Director
● Our Access Channels:

○ 1. B2B Sales = Cold Outreach
○ 2. Personal Connection
○ 3. Agency Referral

● Favorite Features 
○ Reporting
○ Communication
○ Account Grouping on Web
○ Budget Utilization
○ Education for clients 
○ Aggregation

Strategy & Day-to-Day
● Pre-AdHawk

○ Using engineers to optimize 
in-house

○ Using software to manage and 
optimize

○ Using Agency
● Post-AdHawk

○ Massive time savings
○ $ savings

● Spend: $100K/Month
● WTP: High



Ulises Reyes hi@ulises.me25



Ulises Reyes hi@ulises.me26

For Businesses

For Agenies 

AdHawk Pro 

Pricing

Product
FAQs 

24/5 Email Support

About our Account  

Managers 

Support
AdHawk Blog 

Opt-In! Podcast 

AdHawk Academy

Subscribe for Weekly 

Insights

Testimonials

Our Story 

Learn More

Facebook

Twitter

AngelList

Instagram

Linkedin

Connect With Us

info@tryadhawk.com 453 West 17th Street, New York, NY1-866-2Google

Overview

Facebook Account

Google Account

Long Account Na...

Camp 1

AG1

AG2

AG3

Camp 2

Camp 3

Campaign 4

Facebook Account

9/10/2016 - 9/16/2015Select Ad GroupCamp 3Facebook AccountOverview

Tips Dashboard Settings developers@tryadhawk.comAdHawk Sign Out

472

Clicks

95%

$245.52

Cost

95%

23,514

Impressions

95%

$0.61

Cost per click

95%

vs.Cost Impressions

Your Agency on Steroids

AdHawk TestimonialsAdHawk Pro Blog About Sign In Sign Up!Product

Enter your email to get started

Cut Reporting Time to Zero

It takes 10 clicks to find our which U.S. City or State 
is performing best on AdWords. That’s one data 
point, for one platform, for one client. 

AdHawk for Agencies doesn’t just get you access 
to our cross-platform Mobile and Desktop 
applications. Every week, we send you beautiful 
PDF email reports that you can white-label and 
forward to each of your clients. 

It’s cross-platform reporting on auto-pilot. 

During our time at Google, we found that daily 
campaign optimization was required to acheive long-

term success for your advertising accounts.  

This requires account managers to dump data into 
spreadsheets, just to spend hours analyzing, looking 
for trends, and executing changes in client accounts. 

AdHawk’s algorithm sends you between 5 and 15 
statistically significant optimization tips for each of 

your clients every week. All you need to do is review 
and accept for the changes to be made in your 

clients’ accounts.

  

Frictionless Optimization

Grow your client base, not 
your workload

AdHawk returns your most valuable resource - time 
- and each client theirs - money. With one 
dashboard to view all your client’s data in one place 
and optimization software that outperforms 
enterprise-level bid management solutions, your 
agency will be able to grow without added strain on 
your resources. 

We want you to spend more time nurturing current 
clients and expanding your services to new 
busineses. 

1:20
Sunday, September 18

100%Carrier

Your ultimate digital advertising assistant

Enter your email to get started

Overview

Facebook Account

Google Account

Long Account Na...

Camp 1

AG1

AG2

AG3

Camp 2

Camp 3

Campaign 4

Facebook Account

9/10/2016 - 9/16/2015Select Ad GroupCamp 3Facebook AccountOverview

Tips Dashboard Settings developers@tryadhawk.comAdHawk Sign Out

472

Clicks

95%

$245.52

Cost

95%

23,514

Impressions

95%

$0.61

Cost per click

95%

vs.Cost Impressions

Learn More

Your Agency’s Agency

AdHawk PRO

Put all client operations on auto-pilot by upgrading to AdHawk Pro. 



Ulises Reyes hi@ulises.me27



Smarking App
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Born out of MIT in the fall of 
2014, Smarking is a company 
that helps outdated parking 
garages understand and predict 
occupancy in real-time. Shortly 
after joining them near the end 
of 2014, we were accepted into 
the W15 class of Y Combinator, 
where I helped establish a user 
feedback system and new UI 
for their parking management 
system.
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Smarking began as a simple real 
time occupancy reporter and 

predictor piloted by Boston 
Logan Airport in 2014

After gaining major exposure 
through Y-Combinator, we 

found ourselves in meetings 
with airports, property owners, 
and garage managers looking to 

use our product. 

However, their use cases were 
so diverse that it was difficult 
to find a direction in order to 

focus our product.
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As a result, I helped establish a 
multi-step process that would 
make it easier to identify the 
needs of our possible clients, 
while also building a library of 
archetypes we can reference 
once we began to encounter 
similar use cases.
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Clients would begin with a 
discovery call, where we would 
have a conversation in which 
we would learn what data 
points are the most important 
to them. We would then share 
a quick mockup of what we 
concluded.
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After having some time to 
analyze our conversation, 

I provided them with a 
low-fi prototype of the 

proposed solution. If they 
approved, we would create 

a functional version.
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All in all, we discovered 4 
replicatable archectypes in 
the parking industry: Airports, 
real estate owners, self-owned 
garages, and garage managers.
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Assorted Design Work
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Wolf Tree Press
Brand Identity
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MBTA Portal
Subway Interface Concept
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Wave Smart Ads
Digital Interface Concept
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