Hegemonic Growth

DISTRIBUTION ROOM

t)RIBUTION SERV{Elle timelines X launch
that decide the pressure
round. S.9M 77 M

A dedicated X distribution layer for founders, funds, and operators who VIEWS 11D NETWORK REACH
need repeated market presence around the people who write checks,

buy products, hire talent, and shape categories. ,7 3 10K+

ACCOUNTS POSTS / WEEK

Book: calendly.com/hegemonic/30min

hegemonicgrowth.com
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WHY X

X 1s the market -

Fund partners and scouts treat repeated X

presence as a deal-flow signal.
rooinl.

02 OPERATORS

A clip on a consumer feed creates reach. A clip on X can Founders and category operators decide what
, feels serious by what keeps appearing.
reach the fund partner, reporter, operator, engineer, buyer,

and founder who all influence the same market story. 03 BUYERS

Early adopters trust products that seem visible
before the sales call begins.

04 PRESS

Journalists, newsletter writers, and podcasters
borrow the story already moving.

CORE IDEA One story should not live on one account. It should travel through the founder account, company

account, operators, niche pages, reply accounts, and corporate surfaces until the market starts
repeating it.
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ACCOUNT ARCHITECTURE

One account, many accounts,
corporate accounts.

The offer adapts to the surface area your company already has. A founder can start
with one strong source account; a growth-stage company can add corporate,
employee, niche, and reply layers.

01 02

Founder account Company account

Authority, conviction, origin story, fundraising Official proof, product clips, launch updates,
narrative. customer momentum.

04 05

Niche/category accounts Reply accounts

Reach inside the exact market the company Warm placement inside posts already getting
wants to own. attention.
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03

Operator accounts

Credible repetition from people near the
company.

06

Fund / portfolio accounts

Partner commentary and support across
multiple companies.
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MATERIAL SYSTEM

One source session becomes
weeks of market presence.

The room turns one strong founder recording, launch clip, or market claim into enough
surface area for the right people to encounter it repeatedly.

01

02

03

04

Proof clips

Founder POV, demos, hiring moments, customer proof, category
contfrast

Quote posts

Operator-grade one-liners, pull quotes, and re-share assets.

Category claims

The market narrative stated in simple language the feed can repeat.

Reply assets

Pre-built responses for fund, founder, competitor, and buyer threads.

05

06

07

08

Launch sequences

24-72 hour post maps around launches, raises, press, and product
moments

Traction graphics

Views, users, revenue, customer, or waitlist proof visualized cleanly.

Founder threads

Origin, lessons, why now, why this team, why this category.

Warm routes

Replies and attention converted into check-ins, intros, demos, and
calls.

Controlled repetition: one market belief, cut into different shapes, placed where the right people already pay attention.
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OPERATING ROOM

Distribution needs a
control surface.

Each campaign needs a source bank, account map, posting
cadence, target list, live metrics, and routing system. This is the
layer that makes the campaign visible and governable.

Source extraction Packaging room Target map Daily posting

Warm routing Weekly reporting
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CAMPAIGN COMMAND CENTER

10K+ SoM 312

POSTS / WEEK VIEW CAPACITY

01 SOURCE

Founder recordings, demos,
podcasts, launches

03 TARGET

Funds, buyers, competitor
audiences, geographies

02 PACKAGE

Clips, posts, replies, proof
cards, launch angles

04 ROUTE

Warm replies, investor
notes, intro asks, booked
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COMPANY STAGE

Different stages need
different pressure.

Pre-seed / Seed

Series A

SeriesB/C

Fund / Studio
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Look credible before the market has enough
evidence.

Turn traction into category belief.

Make expansion feel inevitable.

Make the portfolio louder without making
founders become media operators.

Founder POV, hiring, first customers, early
believers.

Launch room, account network, fund and
buyer routing.

Corporate account, executive POV, category
leadership, talent pull.

Partner content, portfolio launches,
multi-company reporting.

1M-3M VIEW PUSH

5M-10M VIEW TARGET

10M-25M+ CAMPAIGN

3-5 COMPANIES
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ENGAGEMENT MODELS

Start controlled. Scale what proves.

Pick the room that matches the stage, source material, and urgency. The first objective is proof of

repeatable attention; the second is scale.

TRIAL

$3OK Clipping Trial

Best for strong existing source material.

FLAGSHIP
Viral Startup Sprint

$100K . .
Best for Series A-style teams entering a market
mnmant

MONTHLY

$100K-$200K Omnipresence Room

PER MONTH Best when founder media becomes a GTM

rhannal

INSTALL

Custom

Fund / Infrastructure

Best for funds, studios, and in-house distribution
installs.
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10M-view target, clip bank, short-form and X distribution, campaign readout.

45-day launch room, founder source session, proof posts, target map, warm routing.

300-600 monthly assets, account network, daily distribution rhythm, board-style
reporting.

Portfolio visibility room, 3-5 company calendar, installs from $150K, maintenance
from $10K/mo.
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NEXT STEP

Make the company fee
already in motion.

The first call decides the campaign room: company stage, source material,
target audience, launch window, and the level of account surface needed.

calendly.com/hegemonic/30min

HEGEMONICGROWTH.COM

01

02

03

04

Fit check

Decide whether X distribution, clipping,
launch, or media room is the cleanest first
move.

Source audit

Review founder footage, demos, podcasts,
product proof, and existing company
accounts.

Target map
Build the fund, buyer, operator, competitor,

and geography map.

Launch room

Ship the first asset bank, post cadence,
dashboard, and warm routing flow.

08 /08



