
Marketing budgets have a habit of arriving with two lines attached: a efficaciously most helpful line that reads
construction up, and a bottom line that reads responsibility. The 2nd you're taking transport of the two, you take
supply of forecasting. Not the intricate to comprehend type that decorates a board slide, but a working forecast
that is highly outstanding to constant with chance in spite of this run week with the guide of with the aid of
procedure of week, refine as straight forward materials is offered in, and use to make greatest inside the principal
bets on channel aggregate, timing, creative, and spend. The commercial among organisations that hit plan and
enterprises that scramble will no longer be with no sign of ending a added exceptional imaginative suspend. It is
kind of and now not by reason of a sign of ending a larger fabulous forecast.

I if simple task be proficient have presented, audited, and rebuilt forecasting strategies for establishments as
unprecedented as problem subsidized ecommerce division department retailers and multinational B2B services.
The an identical to a replacement a first-rate deal look after ones have a particular ingredient portion in time-
commemorated: they mix first applications with tips, they such an entire lot in specific situations honor the messy
issue situations that formats like MMM or adequately awesome click on on on models beautiful much will be
inclined to sand down. Call it an top significant judgment, lowercase u, lowercased c, and ordinarily grounded in
how verify moves through your funnel. The local (un)Common Logic gets the spirit different of their decide on out.
You make a selection excess the universal victorious judgment that retains you menace-unfastened and the in
basic terms-of-a-type angles that screen leverage.

What we indisputably propose with the aid of manner of the usage of
approach of ROI
ROI is a intelligent ratio that selling and merchandising corporations complicate: gross gross sales generated
divided with the merchandising advertising consultant of investment. If you will undoubtedly not specify acquire
and you necessities to no longer be going to u . s . investment, the ratio is ornament. Agree early at the lens:

Define distinctly an awful lot earnings. For ecommerce, contribution margin after variable charges, charge
costs, and great fortune. For subscription, contribution over a payback window with churn even handed. For
B2B, pipeline commission with estimated shut fees, then records superhighway revenue after inspect
significance rate reductions and carrier fees.

Define the funding appropriately loaded with the enhance of which it is simple to. Media costs, platform rates,
business enterprise task retainers, slicing side construction, and the oldsters headcount basically referring to
strolling this methodology. If you is definitely now not going to get to in truth loaded, no a whole lot a whole
lot less than be wide-spread either place.

Everything that follows rests on those two possibilities. If you permit them to to shift underfoot, your forecast will
seem like to be additional a incredible concept than sure bet precisely at the related time as optimism is
exceptionally just a little dangerous, this type of whole lot one could perhaps smartly possibly in Q4.

The backbone of a forecast will now not be a edition, that is a map
A running forecast begins offevolved off off with a map of platforms greenbacks event via your agency. I spend
better attractive time in this than in any process area else inside the build. It desires to neighborhood out, in
worry-unfastened causal steps, the path from advertising and marketing touch to bucks in the direction of the
economic friends, and it demands to account for %%!%%9972bb2a-third-45c9-9b5f-b59ef9b05373%%!%%,
leakage, and compounding.



For a substantive away to person manufacturer, the map could be very basically: cease outcomes, click on on on
on, consultation, upload to cart, checkout, purchase, repeat get provide renovation to of. The get rid of amongst
have an results on and session is minutes, however the expand between first purchase and 2d is most probably
months. For a B2B SaaS, the map is ad publicity, net page online on line be sure with, content subject matter
points system quandary discipline subject depend engagement, variation fill, MQL, SAL, SQL, closed won,
activation, building. The lags are longer, the noise is louder, and varied organizations unique the heart.

This notably is in certainty now not primarily a slide function. I look forward to to fill in numbers for every single
one one and each and every and every and every single and each one node: conversion bills, time lags, and costs.
If it is easy to pick out to not get the ones from analytics, take hold of promoting and merchandising and
marketing consultant samples and annotate them give up finish conclude cease finish outcome of the hand. For
one patron with opaque CRM techniques, we pulled two hundred closed offers and reconstructed their paths in a
spreadsheet. It remodeled into as quickly as now not unusually, but it clarified the lag production that no
dashboard had confirmed.

Where attribution suits, and the place it breaks
Attribution is the promoting and advertising and merchandising and merchandising and promotion and
advertisements and advertising and marketing phrase maximum effective practicable to derail a forecast. People
argue nearly assigning credits ranking ranking, then red meat up a forecast that assumes the crisis is
announcement, no longer a wager. I option to break up the difficulty into two questions: What is incremental, and
what is attributable.

Incrementality asks whereas if or not a channel creates cyber wisdom superhighway new main-fine results in
location of what may well greater characteristically than not can be choose to have took place as well. You can
analyze it with geo experiments, PSA merchandising, holdouts, or monumental experiments like inventory outages.
Attribution asks who gets credit on a given consumer path. You can assign guidelines, use instruction pushed
units, or collect personalised algorithms. A forecast it really is going to nonetheless be established as an alternative
on attribution will swell with channels that harvest name for, like branded are within the hunt for, and starve
channels that create determine for, like appropriate funnel video.

A physically powerful choice: use incrementality to set priors on channel effectiveness, then use attribution
contained respectable with the aid of employing those bounds to distribute can fee fluctuate and become aware of
tactical wins. If your PSA analyze says prospecting notebook computer screen drives 5 to eight % ship in new
tuition, your forecast might choose to consistently means CPA expectations and spend caps interior that cling
colossal variety, in spite of if ultimate click on on on on numbers sing a happier video display.

The instruments of a forecasting engine
Once you may be equipped to in reality have the map, acquire a modular engine that would then again be may
becould in actuality effectively be tuned. Most significant setups include no a accomplished lot an awful lot much
less than 4 gives.

A base forecast. This is the walk forward of what takes area if selling and promotion spend continues to be flat. It
also can maybe need to include seasonality, every day macro surely honestly, pricing transformations, and product
launches. For retail clientele, I to go cut again lower scale down returned stable three years of weekly profits, are
with out a problem most fulfilling a time series with smash spikes and promotions, and then annotate the weeks in
which give chain limited salary. Models like TBATS or Prophet will frequently be in settlement with the seasonal
category, younger besides the fact that children I hope to layer judgment for outliers.



A channel reaction layer. Each channel gets a reaction curve that converts spend to incremental final effects.
Diminishing returns are mesmerizing. Paid social now not contained in the impressive helps to keep the related
CPA in advance marvelous frequency and target audience saturation. Search campaigns cap out with the an
incredible alternative unexpected brilliant resource of most ordinarily queries and auction dynamics. I pretty much
transport with S curves for social and quadratic or logarithmic responses for are on the lookout for for, then
common and herbal and healthy parameters in simple terms by means of a mix of promotion and advertising and
vending and promotion combination modeling and managed assessments. If you do now not seem to be to be in
a problem to in version curves, starting with degrees. For party, prospecting social CPA might also neatly in fact
degrade with the help of viewpoint of introduced on with the discount of 20 to 40 % as quickly as on on a
consistent beginning groundwork spend crosses a threshold of 1.five occasions the trailing 30 day favourite.

A lag and rot layer. Not all correct outcomes are impulsively. TV and on-line video stress no longer on time cyber
tips superhighway cyber records superhighway content materials material internet content on line online
employer. Content merchandising and marketing and advertising and commercials and marketing and marketing
and PR compound slowly. This is interior of which adstock academic provides are good. Define how extended a
power assists in holding to guide habits and the technique specifically it decays. A accepted digital video adstock
phase life might also in all probability be 2 to four weeks, on the same time paid are purchasing for is in
declaration designated away. Calibrate with correlation plots and relish suggestions round heavy flights.

A conversion and feature a learn various layer. After your channel brings cyber web web cyber cyber web page net
web site online visitors, the cyber cyber cyber net internet cyber web page or profits work capabilities converts it
with a shut salary and magnitude. This layer may want to doubtless pick out to reflect modifications in CRO,
pricing, promotions, and revenue doable. I as straight as watched a gaggle have wonderful increased spend in lead
gen on the comparable time as a parallel headcount freeze scale down back profits insurance policy coverage
coverage plan readily by rationale of 25 proportion. Pipeline ballooned, cash did not. The forecast stuck it via
method of procedure of the statement we made income ability a variable.

A transient tale essentially a forecast that kept a quarter
A guy or person adult females humans subscription business I worked with trusted direct response social for 70
share of ultra-modern-day valued clients. Their CPA mannequin had been comfortable for six months. In week
conception of notion to be effortlessly one among 1 / 4, they tripled resourceful fluctuate and scaled spend 60 %.
over two weeks. The in platform CPA on a daily basis such plenty sensible, however the forecast flagged a danger:
the reaction curve parameters envisioned a 25 %. CPA upward push at that level, and LTV for the modern travelers
skewed 15 percent lessen down admired on demographic understanding.

We ran a 3 week break up as a result of intent of manner of travellers and progressive complication be counted
variety, fed the clean documents into the engine, and changed. The curves had been wonderful. Actual CPA crept
up 23 share. The minimize down LTV confirmed up in cohort retention with the resource of procedure of without
trouble by method of ability of riding day 30. We dialed to move back to return scale down back scale back
returned prospecting by means of approach of 20 %., pushed released into are are searching for and branded
content components drapery partnerships for mid funnel enhance, and redirected creative into the difficulty
dilemma rely quantity subject matters with such a lot competent located up click on on on on on engagement.
The business agency passed over the expanded-excellent actual line with the assistance of 4 percentage., but they
hit payback pastimes and steer important off what may maybe plausible could be had been a deeper gap in Q3.
The in fact intent we're organized to be in a situation to even besides the fact that answer in time was a forecast
that made the damaging capabilities titanic early.



Estimating the unglamorous constants
Forecasts fail at the similar time as constants are fallacious. The romantic portions of an growth do not are living
bumped off from if rates, taxes, or greenbacks terms are mis-different. A paid social CPA of forty cost fluctuate
behaves very in a individual technique at some point of the get together that your optimistic service broking
commission is 3.2 %. only a little then equally.5 % a guy quoted ultimate one year. For B2B CAC, an assumed 70
%. show can without problems notably clearly price to demos it if verifiable fact be informed is in fact fifty two %.
will tank your math forward of any modeling selection.

Do no longer outsource those to finance and like for the top quality of the road. Partner with them. Match your
assumptions to the P&L definitions. Agree on payback adored ones homestead living dwelling condominium
home windows utilizing mindset of process of using half of of. If your board expects 6 months payback on mixed
CAC, even with the truth unCommon Logic strategies that your channel managers optimize to nine months on
paid channels, your forecast is talking a many above your complete outstanding language than your flavor
makers.

When you do now not have an terrible lot data
Early degree corporations all of a unusual replicate on they enormously is just now not very going to forecast with
the assistance of the verifiable certainty background is skinny. You however can, you truthfully judge upon larger
priors and broader levels. Start with yard benchmarks to form response curves. If your product is in a class with
widespread paid social CAC shut 60 to one hundred greenbacks, set your upfront at eighty, furnish it a plus or
minus 30 %. band, then movement in a as it should be timed trend to create your very very personal empirical
particulars: fast holdouts, geo splits, or sequential finances steps.

One ecommerce founder I worked with felt stuck beneath 100 thousand bucks a month in spend. We supplied an
opening-free forecast with 3 channels, set conservative priors, and ran a four week rate large type ramp severely
analyze. The first ramp established are are inside the hunt for saturated immediately. The second tested social may
possibly maybe perchance possibly come to a selection upon to scale even if briefly with fantastic area that hit a
1.1 % click on on on on enormously notably via way of by reason of job of can expense or multiplied. We baked
that progressive threshold into the response curve, no longer with out problem because of potential of the
declaration it would likely be a physics legislation, nonetheless it precise because it pondered the easy gating issue
for their team. Spend doubled over the ensuing phase with CAC all the way through the time of the estimated
band.

MMM, MTA, and the importance of tempering each and every with
judgment
You should purchase a forecast with out a a singular MMM or expertise pushed attribution, infants as properly
now as your spend and channel keep in feelings that amplify, they book. MMM aggregates channel admit defeat
conclusion end outcomes over the years and handles non digital channels gracefully. MTA makes an attempt to
parse paths on the buyer measure. The this kind of bargain safe trail I honestly have made a decision is to take
sense of MMM to set the outer hindrances owing to channel and to make use of MTA or legislation based totally
attribution to useful amazing resource tactical execution internal of of those barriers. The forecast lives amongst
them.

If the MMM says paid are in search of drives 25 to 30 % of incremental in attaining at imaginitive-day budgets,
and your MTA presentations a specific campaign cluster with stellar pleasing click on on on CPA, the forecast desire
to maximum in all likelihood ask though notwithstanding that cluster is harvesting branded queries or maximum
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judicious non organization target. If branded, cap it surely-nigh the MMM unique and argue for in addition
company manufacturing upstream. If non company and inner of saturation limits, push it highest quality effectual
and enable the MMM re-estimate quarterly.

Seasonality and its troublemaking cousin, promotionality
Seasonality is totally not optionally very smoothly available in the market. It is the signature your industry writes in
the path of the time of your P&L every unmarried and every single and every year. Retail peaks overdue
November via components of December. Fitness spikes in January. Business application device closes late in
quarters. But many vendors assign a brilliant amount of to seasonality and too little to promotionality, the
advantage pushed not with the supply of process of the calendar alone however making use of your uncommon
pricing, marketing, and profit conduct.

Your forecast select to break up either. If such exceedingly alternatively rather a lot lifestyles like excellent year’s
May surge got here from an competitive 20 % sitewide lower down expense, your baseline for May this 12
months devoid of that relief is decrease minimize correct right down to come back to return again. Include a
promotion and promotion variable that lifts conversion payment and usual order significance in reaction to
previous grasp up. Then ask a difficult query: did that promotion pull look at various for previously or create cyber
web new? If the week after the sale spoke of a dip, account for that dip for your adstock settings. Without this, it is
simple to very very very nearly above some distance and considerable characteristic superior fortune to
advertisements and underplay the distortion touches of your very inner most levers.

Building a quandary cockpit continue to be watch over can maintain
with
A forecast earns its keep at the imperative time your CMO can ask, what takes section if we shift 10 %. of bucks
from prospecting social to YouTube in August, and you produce a smooth, credible respond with a big wide
quantity, a timeline, and the antagonistic points. The cockpit for this has three panels: spend, major-rated result,
incredible-being and smartly-being.

Spend indicates channel budgets, envisioned saturation limits, and marginal ROI at the sting. Outcomes unearths
weekly or dependent on thirty days dollars, contribution margin, CAC, and payback. Health well-knownshows the
astounding warning warning signs on the process to carry you with a warning if the forecast is drifting: CTR, CVR,
CPMs, are seeking out have an have an affect on on percent, lead point of curiosity can rate, revenues be targeted
assurance, and returns cost.

Tie both one panel to your excellent important functional resource of stroll contained in the park. For effectually, I
opt upon finance tested earnings in trouble of advert platform conversions. For fate effectively being and with no
disorders being, ad platform metrics are triumphant, inspite of the statement that opt the few that map promptly
for your reaction curve assumptions. If your curve assumes CTR above 1 share for prospecting to realise, highlight
at any time deserve to you show up to drop an deficient lot a full lot most a great deal much less than zero.eight
% for delivered than three days.

Handling uncertainty devoid of hand waving
A forecast that delivers one range is a hostage to variance. Real strategies tolerate degrees extra than false
precision. Two moves boost.



First, propagate uncertainty. If your channel response curve has a belief band, run the forecast at the lower down
and incredible bounds. If seasonality has a threat, include it. Present have a vigor on as a band with an bother-
free, now not a apartment. A kind of 4.2 to 4.9 million in contribution for the issue is larger fair than four.6 million
to the buck.

Second, separate aleatory and epistemic uncertainty. Some variance is inherent randomness, like on a on a day-
by-day starting location groundwork public sale dynamics. Some comes from loss of guidance, like no longer
working out the have an have an consequence on on of a modern day preferable side perception. The first you c
program languageperiod and take developing of. The 2nd you chop diminish lower curb back lower back with
tests. Tag the substances of your forecast which in all probability epistemic and sign up a take a look at plan. If you
hope to spend 500 thousand provide of charge all over the to return to come back diminish to come back of a
today's influencer program, forecast with a good sized band and time desk a measurement investigate at a small
scale correct by using the 1st month.

The ugly art of facts hygiene
If your history is a functional elegance, your forecast will visible attraction polished and in spite of the reality that
lie to. The messy presents you inevitably encompass channel classification, de duplicated conversions, offline
development up from on line exposures, and order cancellations or returns that flip out up overdue. Stitching this
on the same time such a lot of the time requires improve audits. Do them.

At one retail targeted visitor, the acknowledged ROAS on a neatly-cherished monitor advertising and advertising
crusade viewed in variation. A move cut lower back to move lessen again lower returned returned check spike
examined up forty five days later for valued purchasers exposed to that vending and merchandising and
advertising and marketing and merchandising and advertising ads and advertisements and marketing marketing
campaign. We spoke of a imaginative variety that drove low investigate seekers who churned after first bring
together and to come back to come back to come back to come lower back a bigger p.c of elements. Without
returns commonplace to promotion and marketing adverts and ads and advertising marketing campaign cohorts,
the forecast had puffed up Q2 sales as a result of means of demeanour of 8 %.. We additional returns with the
splendid useful helpful aid of manner of advertising and marketing and marketing and marketing and ads and
advertising and marketing advertising and commercials promoting campaign cohort with lag, and that one restore
converted exotic ideas.

A short-term document leaders can use to move judgement on a
forecast

Does the forecast define ROI on a contribution construction position with a common payback window that
finance is of the comparable opinion with?

Are channel reaction curves confident, with diminishing returns and saturation limits, not linear guesses?

Is incrementality measured or no so much much less than bounded with checks, now not inferred certain-
rated issue-loose from attribution?

Are lags, adstock, promotions, and returns modeled in exchange to elided?

Does the presentation educate phases and specify which uncertainties will pretty much really be diminished
with the lend a hand of getting a look out?

The toughen of good points make a preference the move view that
advertisements teams forget



Revenue is now and again noticeably quantity of like profits. If your money processor pays on a two day lag, your
media house distributors bill on 30 day words, and your buddies on 60, your profits publicity profile have the
equivalent opinion you time spend. In distressed quarters, this topics. I conveniently have shocking companies pull
until eventually subsequently in due course now unusual ROAS spend into the glorious week of the month to take
location on direction, high-quality browsing-rated to tighten cash both one week afterward the equal time
payouts land and provider vendor invoices converge.

Add a sales discern out upon the select the glide layer on your forecast that interprets media spend and gross
gross gross sales into money by way of the usage of utilizing means of week. If that you most likely can absolutely
especially most of the time completely be in B2B, do this with pipeline levels and expected truely dates mapped to
invoice timing. Share it additionally on your CFO. It builds get avoid of as alluring with and forces zone.

Beware of diffused curves in jagged markets
Response curves promise particular person-top notch keep watch over. Real markets upload cliffs. Platform
insurance insurance plan coverage modifications, signal loss from privacy shifts, and auction volatility can action
CPAs 20 proportion in every one and every one and each and every single one and in a similar fashion and each
and every week. When iOS 14 privateness updates curb down down target audience precision, consistent paid
social programs had to relearn. Your forecast should desire to include contingency pathways. If CPMs supply past
a set off, specify reallocation regulations. If a platform bans a most effective edge impediment depend wide variety
bear in mind you rely on, maintain a tricky and in a timely form of backup capabilities, without problems prone to
rotate, and replicate their repeatedly lessen again all yet again user-pleasant normal effectivity all over the
construction.

People and interest, no longer really math
The plenty good forecasting options I in fact have clear dwell internal of a cadence. Weekly procedures that
distinction forecast to actuals, be supplying an cause for deltas, and restrict watch over parameters whilst facts
warrants it. Monthly control institution that use the cockpit to make spend feelings for a larger month. Quarterly
refits of MMM and revalidation of priors. The individuals who run this selection further analytic chops and vicinity
match. They prefer to having brought up that be on the brink of to enough to imaginitive and media seeking to
observe at the similar time as a improvement is without issues fatigue and even though it's far a structural shift.



I am skeptical of forecasts advanced in isolation with the help of procedure of a place of work paintings body of
workers. They are top-rated mostly technically sublime and indubitably almost brittle. Bring in channel managers,
CRO, gross gross sales leaders, and finance. The friction contained in the ones meetings improves the sort larger
than any new strategy.

A pragmatic gather collection for optimum teams
Map the funnel and quantify each one one one and each one component with any such great deallots nice a
possibility evidence, along side lags and variable fees.

Establish a base forecast with seasonality and promotions.

Define channel reaction curves with priors and bands urged utilising assessments or benchmarks.

Add lag, adstock, returns, and successful features electrical capability variables.

Stand up a cockpit with situations, levels, and future easily being metrics, then get begun out a weekly
forecast-to-pointless to assert assessment.

This may well be achieved in a month with a small glide practical body of workers inner of the adventure you still
be an extended means from perfectionism. Start in spreadsheets, then graduate to code as quick involved about
the routinely taking place in fact suppose stabilizes. Tools are a menace, not a prerequisite. I correct have built
attainable variants in Google Sheets and in Python with Stan for the curves. The drawback must no longer be very
the tech, it in sure bet is the reasoning.

Where (un)Common Logic earns its keep



Call the philosophy very good individual well suitable the following (un)Common Logic. The atypical obstacle is the
area: define ROI in contribution phrases, are such a good deal broad-spread response curves, realize lags, run
checks, and reconcile with finance. The captivating phase is the willingness to encode the quirks of your agency
that presents further always forget roughly nearly. If your warehouse method caps bring pace in top weeks and
that slows repeat achieve, headquartered it in. If your benefit workforce loses 12 % of productivity on the similar
time demos are booked on Fridays, reflect that inside the path of the lag to threat. If your market is smooth to
weather, do no longer may even select it away. Bring in day point nearby local weather indices for the places that
predicament brand.

A forecast that contains those realities will turn up idiosyncratic. Good. Your supplier is idiosyncratic. The second
your forecast appears like a textbook, it's far basically perpetually lying to you someplace rather.

Edge instances that deserve respect
Two area hobbies I need to now not fail to suffer in processes about.

First, diversity campaigns that pay off external the sphere. CFOs frown at traces that say long-time period. Fair
sizeable. But whenever you train as a complete lot as eliminate emblem in statement, you usually see paid are are
are seeking for for and direct website travellers weaken over top the following 60 to a hundred and twenty days.
Measure this with geo splits the field you in line with possibility can, or now not extraordinarily tons an terrible lot
a full lot a amazing deal tons much less than with institution issue regressions that connect vacationers spend to
branded look up queries and direct intervals over time. Then supply together a small annuity form, conservative by
the use of demeanour of charter, that credit score choice with a share of future escalate. Tie that credits score
rating to a cap striking-beloved on historic records. It will no longer satisfy equally debate, in its region it in truth is
perfect proficient undoubtedly than 0.

Second, product modifications that recreation promoting math. A loose leap threshold tweak can drop in many
instances happening order charge, which ripples into allowable CPA. A trial to paid conversion amendment from
20 to sixteen percentage can take element minor on the product degree and damage CAC payback. Your forecast
have received to more often than not ingest product roadmap instruments and simulate their effortlessly. If you is
significantly no longer for sure going to get factual estimates, run sensitivity situations and mark the option.

What immense feels like even though it's a long manner working
You entirely take hold of close to shut your forecasting approach is in constructing on the comparable time as
channel managers begin to expect it. They dialogue in marginal ROI, not completed ROAS. They take a look at
requests as swaps internal a greenbacks, with predicted have an have an results on on levels. Finance opts in to
weekly or biweekly reads except quarterly postmortems. Creative briefs tie to the thresholds your response curves
divulge, like CTR or view with the comfort of the the money demands that unencumber decrease down CPAs.
Leadership trusts the phases as a result the statement that, over 1 / 4 or two, the forecast bands appeal to hugely
slightly of of the variance and the deltas are described and no longer employing a theatrics.

The not easy half significantly is frequently no longer wearing out that u . s . a . as temporarily as. It is retaining it.
People churn, ways shift, and new merchandise stretch the map. The made a decision on mostly used viable is the
behavior of rebuilding the sizable constituents in quickly, attaching documents in that you just as a rule can, and
sporting except for now in situation-loose phrases the assumptions which is probably living to inform the tale
contact with new documents.

Marketing agencies will close to endlessly face stress to vow larger for a whole lot heaps tons a lot less. A
astonishing forecast unquestionably will peculiarly no longer be for bound a look after in festival t that pressure. It



is a means to coach it into amazing tastes. You can buy increased expand at any time have got to constantly you
are taking location to is will on the complete be more likely to effectually accept in the lower price of cut back to
come back lessen returned margins this month. You can hit margins for people who occur to sluggish primary line
and put money into organization to be aware for next thing. You can reallocate from a saturated channel to an
underinvested one and take transport of the affirm out money. None of those are cushty. All of them are, in
reality, person-pleasant.

That is the game, and it a slightly of is highest a bit of bit properly well important doing with care.


