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Kelly: You're listening to the See Jane Invest podcast, Episode Four, See Jane Crowdfund,
with Aja Atwood, founder and CEO of Trella, whose Indiegogo campaign of prototypes of
indoor plant habitats that supports sustainable urban farming. 

Hi, I'm Kelly Keenan Trumpbour. As an angel investor and film producer, there's one
question I always ask myself and the women I mentor. What does it mean to invest in
yourself and not simply wait around for someone else to invest in you? 

If you want to play big in places that might not be familiar with your voice, your brand of
leadership, and your place in the world, the first person you should be expecting to back
you is you. If you're craving a conversation that goes beyond fighting for a seat at the
table and instead talks about how to take over the whole damn lunchroom, you're in the
right place. Welcome to the See Jane Invest podcast. 

You know sometimes people say early stage company, and you kind of get in your mind
a picture of somebody in their basement cooking up an idea, maybe with their college
roommate, maybe it's something sketched on a napkin, but it doesn't seem to get much
more involved than that. The evolution seems to be in the very, very infancy, right? Not
always. As an investor, I sometimes come across companies that are so far ahead of the
curve, but they're still early stage, they're still getting their funding lined up, they're still
trying to get their idea off the ground. 

Today's guest, Aja Atwood, her company, Trella, is a really remarkable company that's
offering a solution to indoor farming needs. This is something a lot of cities talk about.
It's a conversation that's been happening in Baltimore, Chicago, everywhere really,
because there's a need to bring more crops to urban centers, to indoor growers, but
there's space needs, and there's issues with how do you get these plants to grow? 

Aja's going to tell us all about the cool product that she and her co-founder came up
with, but what I think is remarkable is that she's really done so much in the field of
engineering to begin with. But her company is so well thought out, and now she's taking
it to a crowdfunding platform because they're on their fifth prototype. This is not a little
thing. This is a big habitat for plants, so well designed. I really can't wait to introduce you
to Aja. 
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A little bit more about Aja. She is an entrepreneur, team leader, and cannabis advocate
with over 15 years of experience in the engineering industry. She is a mechanical
engineer by education and graduated cum laude from Northeastern University. She cut
her teeth professionally as an engineering consultant and specialist working in natural
catastrophe risk engineering, and by 2011 started her first entrepreneurial businesses.
Through these experiences, Aja honed her technical skills, fostered the engineering
talent of her team, and learned valuable lessons along the way. Aja's business ethos is
rooted in the belief that success comes from creative innovative technologies that can be
shared with communities that need the most. 

I know you're going to love this conversation. Let's dive in and find out more about Aja
and her crowdfunding campaign for Trella. 

Today on the See Jane Invest podcast, I have the pleasure of introducing all of you to
someone who I've had the chance to work with one-on-one. Aja Atwood has been
working with me through my program Seal the Deal. She came to me 'cause she was
looking to get her pitch ready, but she really stood out because I work with a lot of
entrepreneurs, and I meet so many people who have fantastic ideas, great concepts that
they want to take big in scale, but not all of them are really going to have what it takes to
make it to the next level.  

Aja and her partner and everything they're doing with Trella is, even though it's at the
early stage, it's got a lot of momentum, they're doing great things, and they're in the
middle of a crowdfunding campaign. I know a lot of you have questions about where and
if a crowdfunding campaign fits in with your strategy. So let's talk to Aja and find out why
she and her team went this way and just their whole backstory. Aja, welcome to the See
Jane Invest podcast. 

Aja Atwood: Thank you very much. I'm really excited to be here. I appreciate the
opportunity. 

Kelly: Of course. Tell us your backstory. What is Trella? What are you doing? How did you
get to the point that this is what you're spending your time and effort on? 
Aja Atwood: Sure, I'd love to. To take it back a few years, and I think this happens to a lot
of people where something happens in your life that initiates a change, so for me it was
my father passed away from brain cancer, and then a colleague of mine passed away  
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suddenly just in his sleep. It kind of wakes you up to think about what is it that I really
want to do? Am I living healthy? Am I doing everything to fulfill my life, take care of
myself, et cetera? It started a journey for me, and I'm still on the journey. 

Anyway, I got into holistic healing and found cannabis. Actually I had always known
about cannabis from a recreational perspective in college, but once I was reintroduced to
it again and started to learn about the healing benefits and how it can be used as a tool
to improve your quality of life, it just was mind-blowing to me. I can remember standing
there watching, I think, a Netflix documentary about cannabis and thinking, "There's
something about this plant that I'm supposed to be doing. I just don't know what it is
yet." 

As an engineer, I'm not a natural cultivator. I grew up in an urban environment, but I am
an engineer and I thought, "Well, how can I as an engineer come at this plant? How can I
be involved in the industry? How can I help this movement grow?" I tried a couple of
things, but throughout all of that, I always stayed connected to the plant and eventually
learned how to grow it myself. 

I'm a medical patient. I'm registered in the state of Massachusetts, for medical use for
pain management and also for sleep. I know how it helps me, but I also like to know
more about the plant that I'm ingesting, so I decided that I wanted to learn how to grow
myself. 

One of the issues that I stumbled upon very early in my start was the fact that I travel a
lot. I'm not home every day. I'm not around to really maintain a plant and particularly the
types of cannabis that I wanted to grow. For some of the listeners that might not have
much of an understanding about cannabis, there are two main categories that they're
split into. One is a sativa strain and the other is indica. The sativa is more for day use and
the indica is more for night use. For someone that's active like myself, I tend to require a
sativa. 

Sativa's grow very tall. They are naturally grown 6 feet high, 8 feet high, 12 feet high.
Typically you'll find that they're grown outdoors. But here I am in my basement indoors
in New England where we only have the ability to grow for six months out of the year.
How do I grow a sativa indoors? 
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I started to research a few different methods that you can use to train a plant to grow in
a certain manner so that you can control the height, but it takes hand coordination,
you're tying it down, you're bending it softly, you're being skilled and patient with it. You
have to do it every day. You have to be on top of it. Just for my busy lifestyle of traveling
a lot at the time, it just wasn't going to work for me. 

I remember being away at vacation and taking some time to decompress and my mind
finally got to a point where I started to have some creativity coming back and thought, "I
wonder if there's a way to do this automatically. I wonder if someone already thought
about this." 

I did some research and found out that the only way to do it that exists right now is to do
it by hand, manually, and it had not yet been done. I contacted an engineering friend of
mine, Andres, who is my co-founder, Andres Chamorro, we call him Dre, everybody calls
him Dre. I contacted Dre and I said, "Dre, what do you think about this idea? No one's
ever done it before." He loves to create things that have never been done before. He's a
wizard when it comes to just taking something that looks ordinary and just making it into
something that's useful, so I really like to work with him on that engineering level. He
loved the idea. 

We decided, well, why don't we do a little bit more research to see what it would take to
do it, and I'll also start looking into why would this need to be done? What other benefits
are there? I think at the time I had also run into another guy who was an angel investor,
and he said, "You know you may have just thought of this idea, but you need to develop
your pitch deck." I said, "Well, already? I don't even really know if this thing's going to
work." He goes, "Well, you should do it right away." I'm glad that I did. 
I started the process of trying to figure out what the heck a pitch deck was, and then
trying to fill in all the puzzle pieces. That took some time. That's not a one-time deal, as
you know, Kelly. I do remember the fact that it forced me to look at the market and to
find the need. 

It wasn't just about having to train a plant automatically because I didn't have the time
and because I wanted to grow it in my basement, but there's also the issue of just height.
Not only do I have height issues in the basement, but vertical farmers, those people that
like to grow indoors, that like to grow lettuce, herbs, et cetera, microgreens, and they're
using multiple levels, one level of plants stored on top of another over another over  
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another, you may have seen them in warehouses or in freight containers, but they have
the issue with height as well. They don't have a lot of space to work within between each
of those levels. I thought, "Hey, I bet the vertical farming industry could really appreciate
a way to diversify what it could grow, so get outside of just the microgreens and the
lettuce, but to do things that are taller and a little bit more robust, but to still use the
space efficiently by stacking them on top of one another.  

We developed a system that would automatically train a tall plant to grow in a small
space. Basically what it does is it just tells the plant to grow horizontally versus growing
vertically. We're getting some great results from that. 

Kelly: What other plants besides cannabis are prime for indoor urban farming that up
until this point you just couldn't grow because of vertical limitations? 

Aja Atwood: Well, what we're going to extend this into would be tomatoes. Tomatoes are
grown indoors, but they don't have a vertical farming orientation for that. We can also
move this into hemp, which some people group cannabis and hemp into the same
category, some people do not. Hemp has a lot more manufacturing use than just regular
cannabis does, so we're also looking at the hemp industry. Eventually we would like to
move it into hops for beer and also wine grapes, but that might be a little bit more down
the line. It's going to require a little bit more of a design change to do that. 

Kelly: What about corn? Is corn too bulky? 

Aja Atwood: We haven't tried corn, and that would be a great one to add to the list. We
initially started focusing on the cash crops because we knew as a new technology, a new
design, it's not refined so it's probably going to be a little expensive to manufacture,
which means that our price point's going to have to be a little bit high. In order to make
sense for the return on investment, we're going to try to stick to the cash crops like
cannabis and hemp and hops. Corn, no, we haven't thought about that, but that would
be a great one to try. 

Kelly: Well, it's really smart, too, that you're concentrating on only a couple of crops. I
think a lot of startups want to do all things well and show a huge audience that they can
meet their needs, and it's really important to start with a niche. Then as your business
grows, expand out. I actually think it's incredibly smart that you decided, hey, let's talk
cannabis, let's talk about a couple of the options that traditional indoor farming has  
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relied on but couldn't really branch into because they didn't have the space, like what
options are open because of Trella and this product? It's a really good way to go.  
us about the stage that the company is in. How long ago did you and Dre come together?
What have you been doing up until this point? What are you in the middle of right now? 

Aja Atwood: Dre and I got together and started working on this officially in November of
2016. One of the things that we decided to do right off the bat was to use the fail fast
method, so trying to figure out what are the biggest concerns that we have and let's
prove them or disprove them as quickly as we possibly can. 

To back up a little bit, the other issue is that when you're dealing with designing
hardware that's associated with plants, you have to actually wait a period of time
because it depends on how well the plant grows and what the yield is and the quality, so
it takes time. You can't just one week after another, reiterate, reiterate, reiterate. You
have to really be thoughtful about how you use your time and what problems are you
trying to solve. 

Because of that, we decided that we were just going to test the concept manually and
just do it by hand and basically mimic what a robotic or automated system would look
like, and just do it by hand with the understanding that the results will probably improve
once this is actually automated. What that did was it proved a few things for us, that
actually we weren't going to kill the plant, because that was one of our first concerns.
Then the other was that it actually will grow in this direction using the method that we're
going after. 

We refined the design twice just doing it manually. On the third version, that's when we
implemented automation to an extent, so we started to actually include the motors and
the controls and the movement, and all the electrical components that are associated
with that to control growth. We found that definitely there's an improvement in how long
it takes to grow a taller plant. 

One of the things that a lot of people don't understand about manually training a plant is
every time you interact with your plant, when you bend it or you twist it, you stress it a
little. You kind of freak it out. So what it does is it takes a pause for a day or two and says
what's going on? I don't know why I'm in this now orientation now. That takes time which
is obviously an effect on revenue and how much you can actually harvest every year. 
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To do it slowly and gently through automation, we found that the plants were actually
responding very well to that and they weren't losing that time. We were actually
increasing the growth time by about two weeks. 

Through automation, you learn about all of the different things, user interface issues
that you have to deal with, so we brought in an industrial designer to help us out with
that, and we also put a lot of focus and a lot of energy on patent protection and
intellectual property. Because this was something that had never been done before we
did a prior art search to make sure that that was actually what we thought, and hired a
firm to do that for us and found that we had a very good chance at being the first person
to do this.  

We went through the process of getting a provisional patent back in April of 2017. Then
we officially turned it over to a non-provisional patent application just this April that
passed, and we also started our foreign application as well. We are patent pending at
this moment in the US and internationally, and we are doing a grow trial with our fourth
version, our fourth prototype, which is also automated, and we're working towards
building our fifth version.  

In order to get ourselves to this point, we did a lot of self-funding. Myself and my co-
founder came together and decided that we wanted to try to put our money where our
mouths were first to show that we actually had something to give to this organization,
not just our time but our money, and then we decided that, okay, this is starting to get
bigger than us. We need some help.  

In order to get ourselves from the point where we are right now where we have
prototypes to the point where we're doing beta testing and we have multiple units that
are being installed or sold to other experienced growers to see how well our device is
doing not just within our lab, but in their experienced hands, that's going to take some
money for us to build those units and to get those out there, and to refine the design
while we do it as well. So we are looking for funding. 

We decided after a few different options, it finally came down to doing a contribution
campaign through Indiegogo. That's going to help us get to the next level where we
actually can create multiple units so that we can do some user experience testing before
we go out to production. 
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Kelly: The units that you hope to build after this crowdfund, are these ones that you're
going to have for sale or are they more test units that are prototypes? 

Aja Atwood: After this crowdfund, we're doing test units that are prototypes. Then what
we would like to do is two months down the road, flip the switch into actually doing pre-
sales of production units, the actual minimal viable product or the first version. The goal
is to really quickly be able to switch into getting that production account lined up after
we finish this beta round. 

Kelly: We're going to have in the show notes links to Trella's website, which is Trella.io,
but we also have a link to the Indiegogo campaign. You should really go on 'cause there's
some great visuals, some videos and pictures that show everything that Aja's talking
about here. 

I think one of the things that's really cool about this is that it has the capability to be
something a very small hobbyist farmer can use, somebody who really just needs one or
two units, but your goal here is to really talk to the people who might need a whole
warehouse full of these or want a lot. The fact that you can work with the individual
farmer all the way up to a larger industry farming, that's pretty important. 

Aja Atwood: Yeah, and that's really part of our foundational mission, I guess I would say.
When Dre and I first started thinking about where this could really go, we had to take a
step back and figure out, all right, is this in alignment with what we want to do? Do we
want to just focus on large commercial growers and forget about the smaller growers, or
do we want to just focus on small versus large, and we said why can't we do both?
There's got to be a way to do both. In addition to that, we also know that there are some
cultivators, small time cultivators and growers, that could use our technology but might
not have the financial resources to actually purchase it. 

Kelly: What's really smart about the design is it's modular. This is what makes it scalable.
You've got something that an independent farmer can use one unit, but a bigger
corporation, industry, if they want hundreds of them, they all fit together and you can
buy them in bulk as well. 

Aja Atwood: Correct, that was one of the things we said. Well, if we're going to do both,
we're going to have to design it so it's more of a kit and you can pull the parts off of a  
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shelf and create multiple units very quickly, even to the point where you could send the
parts to someone and they could assemble them themselves, if that's actually the home
user that wouldn't mind doing something like that. That was definitely the goal. That was
the goal. 

Kelly: I should mention, too, I was new to the cannabis industry when I went on CNBC
and a few seasons ago, we had a power pitch episode where there was a startup from
the cannabis industry. I have to be perfectly honest, not knowing anything about it, I was
a little skeptical and I was like, "Oh, right, great, we're going to have somebody from the
cannabis industry." I completely had in my mind some hacky sack playing guy I
remember from college pitching me an idea. I was like, "Oh god, all right, fine." 

Then they sent us their pitch deck and they were on the show. They were one of the
most professional, incredibly detailed, very scalable companies that I had seen on the
show. Everyone on the show was really blown away by them.  

The other thing that impressed me was before I went on, a friend of mine, Jean Sullivan,
who's also an angel investor, she reached out to me and she said, "I don't know how
familiar you are with this space, but this is a space that's actually really important to a lot
of investors." Cannabis, I think, gets associated with recreational pot smoking and there's
a whole range of opinions on that. Personally I don't care if people want to smoke it or
not. I hadn't, but what she reached out to be for, and of course I knew about the medical
purpose, she said, "At this point in time, this is kind of the Wild West, and we really don't
want to put out into the market as states are making it legal, and more and more states
are making it legal, we don't want random products that aren't efficient, aren't good for
people's health, aren't doing what they say they're doing. We don't want those out there.
We really want to set the stage with very high quality offerings."  

It impressed me how much thought had really gone into this industry. The people
behind cannabis at many levels are very, very thoughtful in what they're doing. I think
Trella is an example of that. If you're listening to this and you have the same image in
mind that I had at one point, where it's like, okay, great, does this help a lot of people
who want to smoke pot, smoke more pot? That might be like one tiny slice of this, but
there's a lot of applications. Cannabis in itself is, I think, an expanding market, and I think
investors are looking at it that way. 
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Cannabis has contributed a huge conversation of what do you do with urban farming,
and urban farming is a big need. There's so many food deserts in our cities. There's just
the problem of, hey, we've got a lot of farmland that is already segmented for particular
use, and we need to come up with new ways to keep fresh food coming into our homes
and into our stores without doing things that might be dangerous to the environment or
too costly to people who live in the area.  

I just wanted to add that because I consider myself not an expert on the cannabis
industry at all, but the things that I've seen like this that are out there are so thoughtful,
so well-designed, and very, very interesting. Anyone who has some curiosity around this,
I completely encourage you to look into it. 

Aja Atwood: Yeah, there's definitely a lot of thought in it for sure, and a lot more that
needs to be figured out in order to make it sustainable and efficient and safe. I agree, the
majority of the people that I've met in the cannabis community, in the space, are focused
on health, wellness, and sustainability, not about getting stoned, because the plant really
just has so much more value to it than just a recreational Sunday. 

One of the things that we feel is very important is making sure that the people who
might want to control their own health have the options to do that, too. Not only will we
be selling our units to the larger cultivators, the larger craft or cannabis cultivators, but
we also once we start selling them want to donate a certain amount of those units to
what they call registered caregivers. Registered caregivers are people that grow cannabis
specifically to give it away, to give it to patients.  

Kelly: Wow. 

Aja Atwood: They don't grow it for revenue of it of any kind. They're registered and that's
part of the registration is that you're not allowed to take money for it, but you are
allowed to gift it. There are some people, that's what they do, they just grow cannabis
plants because their neighbor down the street needs a particular strain and they're the
person that can get it to them.  

It's very important that our technology is accessible to them as well, so we wanted to
make sure that there was a way that whatever we do and how much success we have
that we can give that to the people that really need it, the community that helped me  
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even just starting out this process of learning about the plant. That's important. 
The other thing is that it is the Wild, Wild West, and the thing about the plant that it's so
unique and it works differently for everyone, so what works great for me for a particular
pain won't work really great for someone else. You really have to have a lot of variety.
This isn't something that's going to be cookie cutter, like everyone's going to get the
same plant. There are some markets that are trying to make one type of cannabis to sell
to everyone, but I honestly don't feel that that's going to hit the mark because the plant
is just too dynamic and it can do so many different things, so we need variety. 

Kelly: Yeah. Tell us a little bit about your experience going from the world of being an
engineer into startup world. By the way, huge props for representing women in both
engineering and startup culture, just like double marks there. Was there any kind of
transition you had to make in your thinking or when you're designing a business, just
things you weren't expecting from engineering world that had to go into startup world? 

Aja Atwood: Yeah, every month is a new experience, I'll put it that way.  

Kelly: Yeah. 

Aja Atwood: I think one of the things that I was lucky in my engineering career was I was
more of a consultant engineer. I would go into a client's facility, figure out what issues
they were having, and then try to work with them to solve them. This was more for
natural catastrophe, risk engineering. It helped me to, A, be an engineer that can think
on a technical level, but to also be able to go in, gain someone's trust, find out what their
issues are, listen to them, and then try to work together to come up with a solution. 

It took me some while to kind of give myself a little bit of credit for that, but I said to
myself that's kind of what an entrepreneur does. We go out into the world, you look
around, you listen, you find a problem, and you try to solve it, but you make sure that
you're going a back and forth conversation while you do so, so that you're not hitting the
mark. I think that's one of the key things. I said, all right, you did that in corporate
America, you can do it again. You can do it in this new startup world. 

I have my own style, and everybody should have their own style of the way that they do
it. I don't think I'm right. There's so many books out there, and you kind of read books
and you take a little bit from this book and a little bit from that book, and you make it
your own style. I'm enjoying it. I figure I might as well keep it doing it 'cause I'm enjoying
it. 
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Kelly: Yeah, why not? Back to the crowdfunding campaign, you picked Indiegogo. What
are your goals in the campaign and what are the things that are baked into it as the give
aways to the people who are supporting you? 

Aja Atwood: Sure, our first goal is $30,000, and that will allow us to build a few beta units
and to cover some general administrative costs. That's just what we call our first initial
goal. We do have stretch goals, I like to call them, and depending on how much more
money we can raise above $30,000, we can obviously build more beta units and we can
enhance our marketing and our engineering support as well.  

If you go onto our Indiegogo campaign, and you can get there from Trella.io or you can
get there from the link that's provided, but if you go on our campaign and you look at
Read Our Story, and you go down a little bit, you'll see our stretch goals, which talks
about how much money we need to raise and what we're able to do with that.  
One of the things I think that we as a company, Trella, understand is that we're
engineers, my co-founder and I, and that we need additional support for engineering,
but we also need a lot of support for our marketing strategy and sales as well, so a lot of
the money will be going towards that, too, our marketing strategy and our get-to-market
strategy as well. 

Kelly: Sure, sure. As of this recording, you are less than a week into your campaign, and
you've already raised over $10,000. That's really impressive. Can you talk a little bit about
your strategy, because you and I have had conversations, crowdfunding tends to be this
space that many people walk into without a plan and they just hope that through love of
the product and stumbling upon it, they'll get a lot of support and money. But it's
actually a huge undertaking, which I'm sure you've discovered even in the last few days. I
know you were working on this at least a month, maybe two months in advance,
planning it. Talk to the listeners about what you did to prep for this campaign and why,
even though you're doing really well right now, it is not time to stop. 

Aja Atwood: Yeah, the first week is great and we're really happy with hitting $10,000 in
week one, but there's still a long way to go and we need to keep that momentum up. I
think that's one of the hardest things is to build the momentum and then to keep the
momentum. When it came to preparing for the campaign, it was a few months in
advance, even just trying to figure out the right platform to use was a process in itself.  
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We initially wanted to do an equity-based crowdfund, and upon talking to a few
individuals, we thought we really need to prove our value a little bit more with our
product. We need to show our product in the hands of other users, and then that will
make us a lot more, I think, exciting for the next round when we're actually ready to go
out in our equity crowdfund raise, which we would like to do next. 

Anyway, first we decided we're not going to equity crowdfunding right away. We'll take a
step back, and we'll just do contribution-based crowdfunding to see if we can get some
support just to build beta units. Then it was, okay, which platform can you use? Most
people either go between Kickstarter and Indiegogo.  

I personally liked Indiegogo because it had a lot of flexibility after this campaign. If we
have a successful campaign, we're allowed to stay on their platform to continue to raise
more money, and we're also allowed to shift into their equity crowdfunding partnership
as well, whereas Kickstarter didn't have that path as easily as Indiegogo did. If anyone
from Indiegogo is listening, yes, I'm very happy with the fact that if there's an
afterthought to this campaign, it was a huge decision maker for us.  

After this campaign, we would like to do equity crowdfund, but in order to raise the
money for this campaign, we are offering rewards and perks. We're offering discounts
on our units, so if you to our campaign site and watch the videos, you can learn more
about the product and the design, and also be the first of 100 to reserve a unit when
we're actually production ready. That's one perk. 

For those people that just might want to support us and you may not have a lot of to
give, but you want to support our company, our mission, we have hats, we have tee-
shirts, and then we also have the ability to get to know us a little bit better. For anyone
out there that might want to hear more about the story, spend some time with Dre and
myself, we also have a chat up the founder reward as well. 

Kelly: Which I think would be really cool, the design element, that perk and the chat up
the founders, I think that would be really useful for the people who might be smaller
farmers or maybe have a little bit more space to play with, and they want to figure out
how they can use your product, that seems like a very well-thought out perk for your
audience. 
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Aja Atwood: Yeah, we really want to stay engaged with the grower community while we
design this, because this is just one problem that we're solving. We want to solve others,
but we also want to find out, we want to make sure that we're tapped into the
community so that we're not solving made-up problems.  

Kelly: It's so important. 

Aja Atwood: We also have a perk that's called the Design Team, so if you would like to
actually participate on some of our design decisions, get access to a few of our live
webinars where we'll be discussing design changes, we're allowing people to be a part of
that process. We want it to be a combination of not just engineers, but growers as well.
So growers who have more of a technical leaning and like that type of stuff, come check
us out and see what we're doing. We'd love to get your feedback and have your support. 
Then if you're also more of a technical person who's looking to get into cultivation, come
check us out as well. We're trying to merge the two type of people together, because
there's a lot of growers that need engineers and a lot of engineers that can help growers. 

Kelly: Yeah, absolutely. You have this campaign running. It just launched at the time of
this recording. When does it end? 

Aja Atwood: July 7.  

Kelly: If you're listening to this episode, it's probably airing, I think, the week of June 25,
so there is still time to participate. If anyone is listening to this and you're from the
cannabis community or the farming community, and this sounds like something you
want to learn more about, there's a lot of opportunity to get in on some great perks that
they're offering.  

I also recommend you just check out their crowdfunding campaign. For anyone who
wants to know how to set up a crowdfunding campaign, this is so well done. Yeah, look,
I'm biased because I've been working with Aja and I know her whole backstory, so I like
what she's doing, and I'm going to be backing the campaign. You'll be hearing about that
on social media, but honestly, not just because I know you, this is very well thought out,
just the strategy that went into designing it. Tell us what your life has been like while
you're working on the background stuff of Trella and doing the campaign. What's your
life like right now? 
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Aja Atwood: Oh, boy, well, I remember the conversation that you and I had where you
said make sure that you clear your calendar and give yourself some time to experience
what it's like to crowdfund. I have, I don't call her a life coach or a business, she's like a
fulfillment coach I call her, and I was trying to game plan, okay, what am I going to do
during this campaign? I don't want to drive myself nuts. I don't want to stress out, but I
do want to stay focused. I decided to come up with a game plan where I'm only allowed
to look at the campaign four times a day. 

Kelly: Oh, smart, very smart. 

Aja Atwood: I have a certain amount of hours in the day where I'm supposed to go
through my daily list of things to do to keep the momentum going, so I try to stay very
focused on sticking to my daily task of do that in the morning and then shut it off in the
afternoon. Some days are better than others, but I have found that the days when I stick
to it, and you do your work and step back, those days are a little bit easier for me
mentally. It does take a lot of physical time and also emotional as well, even when you're
not sitting at the computer, you're thinking about it or thinking about another perk that I
should come up with or another media post that I need to maybe do or a video. It's
always on your mind. I'm trying to meditate and stay balanced, but it's intense.  

Kelly: The psychic energy that goes into it, like you said, even if you're not right in front of
your computer, I think one of the things that's both awesome about technology and also
makes it addictive is you can always update things in real time, so a crowdfunding
campaign, I imagine it's got to be pretty hard not to hit that refresh button and be like
anything new? Anything new? Anything come in? Anything come in? It's so hard to just
peel yourself away from it, but it's good that you're doing it. Very, very wise. 

Aja Atwood: Thank you. 

Kelly: You said you don't really have a marketing background between you and your co-
founder, but clearly you're getting some momentum with this campaign. Talk about what
did you do to just get the word out and what's your plan going forward? 

Aja Atwood: First, I had to ask for help. That was the first thing. Realizing that you need
the help and then having the sense enough to actually ask for it. I have a couple of
individuals with marketing backgrounds that are advisors and helping us out right now.  
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It's great because I have people that I can go to and say, "I don't know, what am I
supposed to be doing next? Do you have any suggestions or can you point me in the
right direction?" Because of them, I think they've helped to create the campaign. This was
not something that Dre and I could have done just by ourselves. This was something that
took outside marketing help to help us to put together. If anyone is doing this, I would
definitely say reach out for help sooner rather than later. That's how we were able to get
this together. 

Kelly: I think that's great that Indiegogo rolled out an equity crowdfunding side of things.
Equity crowdfunding, I get asked about that a lot, and I think you brought up some good
points about it. From the investor standpoint, there's nothing wrong with considering
equity crowdfunding, but I think you made a great decision in postponing it, just because
you don't want to be too early stage. Sometimes, depending on how the campaign is run
and what the agreement is with the hosting body, in this case Indiegogo, you want to
make sure that you're leaving room for the next wave of investors, if that's what you're
going to do 
. 
Some people just do equity crowdfunding and then they don't go back to investors. They
just get what they need and that's their equity raise, but for the people who are looking
to do angel investing and venture capital, the only thing you want to make sure of is that
you're not getting your cap table too crowded, and the cap table is basically just the list
of investors who are supporting you. 

As you go through the chain of fundraising, it starts with bootstrapping, which is what
Aja and Dre did in their early stages, but when you get to angel investing, you might get a
lot of people who give you still sizable checks, but they're not going to be the same size
as a VC. A VC is going to have bigger dollars to play with. When you get to the bigger
angels and the bigger VCs, they want to clear the cap table. They don't want a lot of
names on that list. It's more that it makes things easier for transitioning ownership, for
selling things, for the company to get acquired. It's just a cleaner process. That's always
something to have in the back of your mind. It's not a terrible thing if you get a lot of
people on your cap table, so don't think you can't do that.  

Was that one of your considerations when you were thinking about, okay, let's do the
crowdfunding campaign, and then here's where equity crowdfunding might fit into our
future pitch strategy? 
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Aja Atwood: Yeah, I think you and I talked about this at the very beginning. I really
wanted to try to figure out a way to open it up and have a lot of family and friends help
out on our initial raise. I found that equity crowdfunding, some of the platforms actually
will create a fund for you where everyone who's interested in you can actually join this
fund, and then the fund is what actually invests in your company so that you only have
one line item on that cap table.  

Kelly: Right, that's nice. That's a good option. 

Aja Atwood: Yeah, I definitely would suggest if anyone's going to do it, that that's the way
you do it. I can't imagine doing it with 200 or 300 people on your list, because there are
some equity crowdfunding raises that I've seen that have had 240 people- 

Kelly: Whoa. 

Aja Atwood: ... involved, and you pray that they have that as a fund and not individuals.
That was a concern for us. The other concern was if you really don't have your ducks in a
row, you don't really want to go out to the investment community when you're really not
ready. I think a lot of people want to push, push, push, and go very fast. I do think that
there's value in moving, in progress, but not when you're not ready. You kind of have to
be patient with yourself I think sometimes, and maybe equity, you're not ready for it yet.
We had to come to that realization. 

Kelly: Have you looked into Indiegogo and how their equity crowdfunding platform
works? 

Aja Atwood: Excuse me, yeah, we have a little bit and I do believe they do the fund option
as well. 

Kelly: Nice. 

Aja Atwood: Yeah. 

Kelly: That's great. All right, look, See Jane Invest is going to be putting a lot of social
media up around this post, so we've got links for everybody who is interested. Definitely
check out the campaign. It's an awesome campaign, and I urge you to support it. If it's in  
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your wheelhouse of things that you want to support, this is one of the very best design
campaigns, and I've had the pleasure of working with the team, so yes, like I said, I'm
biased. If anyone wants insight into how to take a very well thought out idea and take it
past bootstrapping into the very early stages of raising money without going directly to
investors, this is how to do it.  

Aja, thank you for being on the program. We will have show notes. Is there anything that
you want to tell listeners where they should go to check out some stuff or any additional
information? 

Aja Atwood: Yeah, I would really suggest that people go to our Indiegogo campaign. I
think it has a lot of information just about the product and the benefits and how it
works. When I tell people that we're training a tall plant to grow in a small space, it's
sometimes hard to even understand what it is that we're talking about. If you would like
a visual example, check out our videos, click through all of the content that's in there,
and it will help you better understand what it is that we're trying to do and how we're
trying to do it. 

Kelly: Excellent. Well, thank you so much for being on the program. 

Aja Atwood: Thank you. 

Kelly: You can always find this episode and the links we talked about at
seejaneinvest.com/podcast. If you head over there, you're also going to find information
about our big summer giveaway. This is a chance for us to reward you, the listeners we
love, with some fantastic prizes. Everyone who enters gets my Ultimate Guide to
Networking with Investors, but we're also giving away 10 sets of the See Jane Invest
summer book series, which feature five books from authors you're going to hear on the
podcast this summer and into the fall, and they're all signed by the author, so really a
collectible set.  

I'm also giving away three video pitch reviews. You'll send in a video, I'm going to give
you video feedback in return. It's a great way to air your idea, ask some questions and
get feedback from somebody who does it for a living. 

Finally, one grand prize winner is going to get my Seal the Deal course and a one-on-one
with me. It's not even open to the public, so this is your chance to get it for free.  
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Go on over to seejaneinvest.com/podcast, enter the contest. We went to see you get
these prizes, and we want to say thank you for listening. If you have a chance, please
leave a review on iTunes. It really means so much to podcasts like mine. It's how we get
seen and heard and, of course, share it with your friends, find us on social media. We are
so grateful you're here, and we hope you've been enjoying the content. 

That's it for this episode. Until next time, See Jane Invest in her idea, See Jane Invest in
her community, See Jane Invest in her. 


