Meet the Company Prepared to
Dominate the Cannabis Branding War
In a battlefield full of amateurs, there’s one new cannabis company armed with top management
firepower and a unique retail branding strategy that is ready to win the cannabis war on two
fronts – both CBD and cannabis.

The United States is the largest emerging cannabis market in the world, but it is a landscape in
disarray. While legalization seems inevitable, creating a potential $47 billion market in cannabis
alone1, the current players scrambling for market share right now are simply put, amateurs. We’re
talking about people who know a lot about and love cannabis the product, but not cannabis the
business.
What you get from this is a uniformly uninviting customer experience at even the best dispensaries
in the country (unsmiling armed security in flak vest, anyone?), a big no-no in the retail world. The
result? An entire industry severely underperforming its true market potential.
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A Powerhouse Team with the Most Retail Experience of ANY Cannabis Company
in the World
Enter Green Growth Brands (CSE:GGB), a company armed with so much retail talent that its team
would be a powerful force in any industry, let alone the fledgling cannabis industry. They have been
C-Suite executives at top level retail brands such as Victoria’ Secret, American Eagle, DSQ, and Bath
& Body Works, just to name a few.
Having gained success fighting in the trenches of these mature and saturated retail markets, they are
now bringing their battle-tested experience and expertise to dominate the rookie cannabis market.
Here’s a quick look at Green Growth Brands (CSE:GGB)’s world class brand-building management
team:
Peter Horvath, CEO: A master of strategy and execution, Peter has held leadership roles for brands
such as Victoria’s Secret, American Eagle Outfitters, DSW, and Limited Brands. Under his leadership,
shoe retailer DSW went public on the NYSE with a $1.5 billion IPO. He has a keen ability to see the
big picture without missing the tiny details, having personally visited and identified the flaws of the
top 100 dispensaries in the country as part of his survey of the retail cannabis industry.
Peter was also responsible for raising CAD$85 million in a private placement to fund Green Growth
Brands (CSE:GGB), far exceeding the original target of CAD$55 million.

In the words of Jim Cramer, host of CNBC’s Mad Money during an interview with Peter Horvath2:

“This is not some fly-by-night operation…This is the first CEO that’s
going into retail that’s actually been in retail!”
Scott Razek, CMO: A marketing genius with 25 years of experience under his belt, Scott has led the
creative and marketing teams for retail brands such as Victoria’s Secret, Bath & Body Works,
American Eagle Outfitters, and Limited Stores. He understands the power of branding to the
consumer and his strength in developing and executing consumer-focused branding strategies is a
key differentiator that sets Green Growth Brands (CSE:GGB) apart from the pack.
Ed Kistner, CAO: Having worked with Peter Horvath at DSW and Victoria’s Secret, Ed brings powerful
management synergies to the leadership team. With 33 years of retail experience focusing on
operations, Ed ensures that Green Growth Brands (CSE:GGB) is able to execute on its plans with
maximum efficiency.
Ian Fodie, CFO: The numbers-whiz behind the company, Ian has 25 years of experience working for
top level firms such as Deloitte to emerging market companies in the mining and exploration
industry. His breadth and depth of experience negotiating financial transactions in both the public
and private sectors in a variety of regulatory environments makes him the ideal choice to lead the
financial operations in a new and fast-moving industry.
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Kellie Wurtzmann, CSO: A talented operational manager, Kellie has managed operations across
multiple retail sectors for top retail brands such as Luxottica, Victoria’s Secret, and Virgin
Entertainment. With a strong skillset focused on identifying and supporting business development
opportunities, she is the is the ideal candidate for an expanding company in a growth industry.

A Unique Divide and Conquer Branding Strategy Targeting the Industry’s Most
Lucrative Customers
Most cannabis companies have no clue how to do retail branding. As Peter Horvath found out during
his tour of the top 100 cannabis dispensaries in the country, consumers don’t need over a hundred
strains of weed with over a dozen price points to choose from. It is quite simply, unnecessary and
the completely wrong way of going about market segmentation.
As we said, the current cannabis industry is filled with people who love the product but are clueless
about the retail business.
Green Growth Brands (CSE:GGB), on the other hand, has come up with a very unique divide-andconquer branding strategy predicated on two intuitive assumptions:
1. Most cannabis customers do not and will not trust large corporate brands
2. Traditional market segmentation doesn’t work for the cannabis market
That’s why what Green Growth Brands (CSE:GGB) is doing instead is doing market segmentation by
separating its different brands by emotions instead of the typical boring and traditional ‘customer
demographics’. The company is building brands that correspond to the kind of emotions a customer
would want to feel and the experiences they would want to undergo when using one of its products.
Here’s an example. The company’s CAMP brand focuses on delivering an experience of being in and
one with nature. Meri + Jayne focuses on the combining the feeling of fun with that of wellbeing.
Green Growth Brands (CSE:GGB) goes even further, building brands that can be sold outside of
dispensaries and brands that are on the leading edge of scientific innovation.
Xanthic is developing a patent-pending process to make a water-soluble version of THC and CBD.
This could lead to potentially hundreds of new products and ways to enjoy cannabis. And Seventh
Sense is the company’s unique line of CBD-infused beauty products, allowing it to be sold in ‘regular’
stores.

Localized Distribution Channels to Synergize With its Unique Branding Strategy
Strong branding is only one part of the equation. Distribution channels is the other. And Green
Growth Brands (CSE:GGB)’s management team, with its deep understanding of how retail
customers actually think, is innovating in this area as well.

The company has already secured distribution at The Source, a Las Vegas-based dispensary that is
probably one of the most profitable in the world. While most dispensaries generate a mere $6,000 a
square foot, The Source generates $14,000, more than double the average! This makes it the perfect
distribution point for Green Growth Brands (CSE:GGB)’s uniquely branded products.
The team is also acutely aware of the ‘retail apocalypse’ that is sweeping through the country. They
have already set their sights on setting up digital distribution channels, where legally permissible.
This will work in combination with getting products in smaller, localized stores. The company is way
ahead of the competition in developing a ‘click and collect’ retail strategy.
Of course, this kind of digital and localized strategy is nothing new to the mature retail markets that
the team has already succeeded in. As for Seventh Sense, its CBD-infused personal care products,
Green Growth Brands (CSE:GGB) is already working on setting up distribution channels with
drugstores, grocery stores, and regular retail stores.

GGB is One of the First Movers in the Potential $22 Billion CBD Market
While everybody has been focused on the recreational cannabis market, the CBD market has been
quietly growing, growing so fast in fact that some analysts are wondering whether it may surpass the
cannabis market3. With more and more people using CBD as the new ‘natural drug of the future’, the
market is forecast to hit an astounding $22 billion in just over three years4.
With Green Growth Brands (CSE:GGB) working hard on building its brand of CBD-infused personal
care products while concurrently establishing mass market distribution channels, the company is
one of the first movers in this lucrative space. It is not afraid to think big; it aims to fight, and win,
the cannabis war on two battlefronts; both recreational cannabis and CBD.

GGB is a ‘Ground Floor Opportunity’ for Investors Looking to Get into the
Cannabis and CBD Space
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For investors looking to enter the fast growing cannabis and CBD space, Green Growth Brands
(CSE:GGB) is a two-in-one deal that, short of literally being one of the company’s founders, allows
you to literally get in right at the beginning. Its stock is going to start trading very, very soon, and rest
assured that when it does, it will not be at ridiculous overinflated prices.
Remember, the team behind Green Growth Brands (CSE:GGB) is looking to build a lasting, long-term
brand. This is no fly-by-night operation just looking to cash out, it is a company with an
unprecedented management team that is giving investors the opportunity to get in at the ground
floor of an express elevator all the way to the top.
Just imagine if you were an investor that had gotten in at the ‘ground floor’ of these now mega
cannabis companies:

Aurora Cannabis Inc. (TSX:ACB) (NYSE:ACB)
Market Cap: $6.43 billion
The second largest cannabis company in the world by market cap, it recently acquired MedReleaf
Corp. for $2.5 billion, the largest legal cannabis acquisition deal in history5. The company has also
just made its NYSE debut. Over the past year, investors have seen their investment appreciate by
157%6.

Canopy Growth Corp. (TSX:WEED) (NYSE:CGC)
Market Cap: $8.59 billion
The largest cannabis company in the world by market cap. Recently, Constellation Brands, the
company behind Corona Beer invested $4 billion investment into the company7. Over the past year,
investors have seen their investment appreciate by 190%8.
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Namaste Technologies (TSX-V:N) (OTC:NXTTF)
Market Cap: $408.1 million
A testament to the power that ecommerce can bring to the cannabis industry, Namaste
Technologies began as a company selling cannabis-related products and services before acquiring its
sales license back in July. Since then, its stock has taken off and over the past year, investors have
seen their investment appreciate by an astounding 738%9.

Does Your Cannabis Company Meet the Following Criteria?
Before you consider making any investment in a newer cannabis company, ask yourself whether it
meets the following criteria:





Do they have brand building expertise?
Do they have experience building billion-dollar businesses?
Do they understand, really understand, retail?
Can they find and retain top level talent?

If you answered no to any of these questions, then perhaps you should consider a company that
ticks every single one.

5 Reasons Investors Should Add Green Growth Brands (CSE:GGB) To Their
Watchlist
#1 Green Growth Brands Has an Unprecedented Management Team
The cannabis landscape is populated with business amateurs who know the product but know little
about selling it. Green Growth Brands (CSE:GGB) has an unprecedented management team that
would be a formidable force in any industry, with a track record of success in saturated markets with
cutthroat competition that makes the cannabis market look like a children’s playground.

#2 Green Growth Brands are Retail Experts
The level of amateurishness in the cannabis industry is reflected in its substandard retail experience,
even in the country’s top dispensaries. That’s why the Green Growth Brands (CSE:GGB) team, with
their unquestioned retail expertise, is focused on creating digital distribution channels coupled with
customer-friendly retail experiences.

#3 Green Growth Brands Has a Unique Branding Strategy
With their unparalleled expertise in brand building, the Green Growth Brands (CSE:GGB) team has
developed a unique branding strategy based on segmentation by emotions and experience instead
of traditional boring customer demographics. This results in the creation of niche brands that can be
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easily marketed to millennials and centennials, the industry’s most lucrative customers, that
instinctively distrust large corporate brands.

#4 Green Growth Brands is a First Mover in the CBD Space
The CBD market may not be getting as much attention as cannabis, but it is a potential $22 billion
market that is quickly growing. With a line of CBD-infused personal care products that can be readily
distributed in drugstores, grocery stores, and other ‘regular’ retail outlets, Green Growth Brands
(CSE:GGB) is quickly establishing itself as a upcoming major player on the scene.

#5 Green Growth Brands is a Ground Floor Opportunity for Investors
Being able to enter in at the ‘ground floor’ is a once-in-a-lifetime opportunity for most investors.
With Green Growth Brands (CSE:GGB) making its market debut at prices focused on long term
growth, it is an unprecedented opportunity for investors to get in at the ‘ground floor’ of an express
elevator heading all the way to the top.

