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Mr. Geoffrey C. Fox


Director of NPAC


Syracuse University


111 College Place


Syracuse, NY  13244





Dear Geoffrey,





We are quite pleased at the prospect of breathing new vitality into, and extending the legacy of Kid's Web through association with ecoMedia, Inc. and our Kid's Guide Publishing operations, and eager to see such an arrangement move forward.  Having studied the prospects at some length now, we are confident that we can develop commercial benefit by establishing Kid's Web as adjacent content to our own developing Kid's Guide portal.





From our very first introduction to the site we were impressed by the breadth and focus of the content, and by the extensive traffic the site has generated.  Given any enterprise's life-cycle in internet time, and the fact that the site is not commercially supported, the sustained interest and loyalty is fairly remarkable. And, as we discussed when we met, the non commercial qualities, while clearly adding to the sites overall appeal, are also the primary challenge in terms of quantifying and exploiting the potential commercial value.  





Clearly the absence of commercialization makes the site safe and appealing to parents and educators.  Safety and security being the largest remaining hurdles for making the Web fully acceptable for children.  It is for this reason that we feel Kid's Web fits well into the Kid's Guide infrastructure and brand.





A Strong Opportunity





Through our product development and marketing we have created value-oriented ways for developing creative/intellectual properties geared to families with children. While observance of this market opportunity is hardly a revelation, our approach to providing advertising content as a value resource has been extremely successful.  





We see our continuing mission to be the delivery of children oriented and child-appropriate resources for children and parent's alike, and to provide advertisers with the opportunity to deliver value-oriented marketing communications within strict standards.  This approach, along with our delivery mechanics has proven and will continue to be a successful business model.





Whereas the family of Kid's Guides properties and publications provide valuable geographically focussed activity, recreation and entertainment resources—we see Kid's Web, delivered through our on-line Kids Portal, provides a similar value as a Kid's Internet Guide. The Kid's Guides suggest where "on earth" to take your kids for the best experience and value—and Kid's Web is the equivalent for where to go on the Internet.


Competitive Dynamics and Other Hurdles





The Internet is replete with children oriented content and services.  From PBS, Disney and Nickolodeon all expanding their broadcast presence and brands onto the Web to Yahoo's Yahooligans and other similar directory-based resource, media and marketers alike have long understood that the future of the Internet literally rests in the hands of the youngest visitors.  Moreover, where children venture, parents soon follow.





Competing with the mass-market presence of these established brands requires some savvy and a strategic approach.  We feel that Kid's Guide Publishing's value approach and the establishment of a branded standard provides substantial differentiation, and our marketing expertise and experience will enable us to compete is this enormous and still ill-defined developing on-line market.





The Opportunity—Bridging the Commercial Gap





We believe that offering the value of the content to Kid's Guide Visitors will generate increased interest in and traffic to our site.  How and how much are hard to predict.  But clearly, as  Kid's Guide traffic grows, so too will the overall revenue stream available from supportive advertising and adjunct commercial activity.





More directly related to the Kid's Web, and more quantifiable is advertising sales and commercial activity directly linked to the site.  One model is to provide sponsors with presence at the gateway.  Kids Web is brought to you by…  (This approach doesn't capture any of the present traffic directly, but will allow us the potential of migrating some of the present users with other aspects of the business model.)  We would refrain from infiltrating the site with any direct advertising within the content.  This is the most modest and limited approach, and would likely yield little in the way of overall direct revenue.





The more aggressive revenue model is derived from offering value-added services—which we would offer through both the original home-page and at our portal point of entry.  For example, free opt-in subscriptions to an "Exploring Kid's Web email Newsletter" could be a source for advertising as an underwriter—again adhering to "PBS Broadcast Standards for advertising.  We would utilize our own Relationship email Technologies to build and deliver such a program.  Extensions of this model could include educationally oriented games and contests, supervised chat-based class-room environments, distant-learning opportunities (both free and by paid subscription), educationally appropriate web-zines and educationally oriented virtual catalogues for parents— all produced in conjunction with Kid's Guide Publishing and ecoMedia, Inc.  





Our Proposal…





In order to properly invest in the enhancements and extensions we envision necessary towards making this site commercially viable, we want to establish a structure that would have us buy-out the site once we can establish a basis for evaluation.





Our experience and general common sense dictates that the kind of model we envision is difficult to pre-evaluate.  The primary value will require time to cultivate and the secondary commercial opportunities will take a great deal of development time and cost and testing in the market.





Based on our discussions, it would seem to serve us both best if we took over all maintenance responsibilities for the site.  Especially as we work to improve, update and expand directory.





We could easily migrate the site onto our server and continue to point the existing URL towards our domain— thus eliminating breaking any of the existing links and traffic.





From a compensation standpoint, we believe it will take a minimum of six months to integrate the site, develop the adjacent commercial aspects and establish a benchmark for gauging the attributable revenue.





Accordingly we would like to license the site for one year, with the first 6-months free of any compensation.  For the following 6-months, ecoMedia will compensate you (through whatever entity is appropriate) with 50% of all direct advertising revenues. (We will need to establish a mutually acceptable means of fairly measuring this activity. During this time we will also assess the new traffic migrating to us from the site and apportion a revenue value for this as well.





At the one-year point, we would calculate and annualize the total revenue share as described above, and have the option of purchasing the site for a multiplier of 3.0 to be paid out by the end of year two.





We believe such an arrangement will supply the means and incentive to develop the site in conjunction with and in support of the growth of the Kid's Guide Web presence in general.  While it is  impossible to project in dollars what this formula will represent, we are fully confident that the Kid's Guide Portal will help build and define real value for Kid's Web, while serving as a means of continuing the legacy and value of the site itself and provides an opportunity for significant compensation.





Moving Forward…





Peter and I would like to meet with you as soon as possible to go over the details and address any outstanding issues. There are also many nuances regarding the site that we would like to understand with Depak's assistance, and hope that he might be available to ecoMedia is some consultative capacity. We also hope that both you and Depak may be able to share some insights that may help us define objectives for the near-term development and enhancement of the site.





 Providing our proposal is acceptable to you, we will prepare a simple agreement formalizing the arrangements.





In the meanwhile, please feel free to call me with any questions you may have.





			Very truly yours,








			Philip R. Liebman


			President and CEO
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6 Lake Street • Suite 309 • Monroe, New York 10950 • www.ecomediagroup.com


Tel: 914.781.4507 / Fax: 914.781.4651 / TOLL FREE 1.877-ECOGROUP











The ecoMedia Group


• Targeted Marketing and Direct Response Advertising 


in traditional and new media 


• Relationship e-mail Marketing TM


• Strategic Coaching and Consulting Services





ecoMedia Publishing Group


• Kids-Fore-Kids Publishing / Tel: 914.774.7379


• The Kids Discount Guide / www.kidsdiscount.com 


• ecoMedia Advertising Sales Representation 


• ecoMedia Interactive • Trimaster Records

















