[bookmark: _503u9i41ohba]Executive Study Guide: Module V — Outreach, Pitching, and Negotiation Strategies
This executive study guide synthesizes Module V (Chapters 23–30) of Dan Kost’s  BM: Influencer Marketing — The Brand Manager's Guide  (Dakdan LLC Media and Publishing). It provides an operational blueprint for brand managers navigating creator communication, pipeline logistics, email compliance, pitch kit collateral, and partnership negotiations.
[bookmark: _8vo1f3xpqgam]Module Overview & Strategic Framework
In modern influencer marketing, outreach and negotiation represent the operational pivot between strategic planning and commercial execution. Brand managers frequently treat creator outreach as bulk media buying—dispatching generic pitches, demanding rigid ad reads, and enforcing extended payment windows. This misapprehension destroys campaign yield by targeting the wrong contact channels, triggering deliverability blocks, and repelling top-tier creators.
Module V establishes that creator relationships are built on  borrowed trust . Creators are independent media entities managing personal credibility, audience fatigue, and career stability. Achieving sustainable performance requires structured discovery hierarchies, personalized outreach architectures, strict legal and deliverability compliance, modular pitch collateral, and multi-lever win-win negotiations.
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[bookmark: _z2ysmf3e4kfn]Section 1: The Contact Discovery Hierarchy
Navigating creator contact channels requires understanding how creators manage inbound communication. Bypassing a creator’s designated business portal signals a lack of professional execution and damages brand reputation before negotiations begin.
                         [ Highest Yield / Direct Match ]
                                        │
     ┌──────────────────────────────────┴──────────────────────────────────┐
     ▼                                                                     ▼
1. Listed Reps / Agent                 2. Direct Business Email
   • Official front door                  • Primary unrepresented route
   • Bio-listed managers                  • Monitored by creator/team
   • Essential for >100k/athletes          • Direct line for custom deals
     │                                                                     │
     └──────────────────────────────────┬──────────────────────────────────┘
                                        │
     ┌──────────────────────────────────┴──────────────────────────────────┐
     ▼                                                                     ▼
3. Platform Direct Messages            4. Marketplaces / Discovery Tools
   • Secondary outreach route             • LinkedIn, Meta, OpenSponsorship
   • High filtering risk (>100k)          • Discovery venues (not software)
   • Useful for nano/micro tiers          • Manual fallback via native search

[bookmark: _n2n6213q787a]1. Designated Representation (Talent Agents & Managers)
· Target Profile:  Mid-tier, macro, mega creators, and athletes.
· Protocol:  When a creator lists a management email, talent agency, or business representative in their social media bio, that contact is the mandatory front door. Attempting to bypass a listed manager via personal Direct Messages (DMs) compromises professional credibility.
· Compliance Note:  For student-athletes, state versions of the Uniform Athlete Agents Act dictate agent registration. High school athletes require parental/guardian clearance. College athlete deals exceeding $600 in aggregate must be reported to clearinghouses such as NIL Go within five business days under College Sports Commission guidelines.
[bookmark: _5wex9b64ad94]2. Primary Business Email
· Target Profile:  Unrepresented micro and nano creators, or represented creators managing brand inquiries in-house.
· Protocol:  Located in profile bios, native platform contact buttons, or channel descriptions. Official business mailboxes are the most reliable channel for direct, trackable, and compliant correspondence.
[bookmark: _qc2d9vyu9scp]3. Platform Direct Messages (DMs)
· Target Profile:  Nano creators, local micro-influencers, or brand advocates.
· Protocol:  DMs serve as a secondary outreach option. Platforms apply automated spam and message request filters. For example, Instagram filters inbox requests by follower count and verification status for accounts exceeding 100,000 followers. Cold DMs from unverified brand handles to large creators frequently go unseen.
[bookmark: _8mxqd7s43efs]4. Native Platform Search & Discovery Venues
· Target Profile:  Niche, unindexed, or emerging creators.
· Protocol:  When creator contact information is unlisted, brand managers utilize native platform search (hashtags, location tags, competitor tagged posts, comment sections, and customer mentions). Open-source, demographic-search discovery databases do not exist; discovery requires manual review or platform-native business venues (e.g., LinkedIn Creator Marketplace, Meta Creator Marketing Hub, YouTube BrandConnect, Opendorse, or OpenSponsorship).
[bookmark: _opbfs828tyrc]Section 2: The 6-Part Outreach Architecture
High-performing creator communications avoid generic mail merges. Creators receive dozens of pitches weekly; effectively earning a response requires concise, personalized messages that demonstrate authentic familiarity and state commercial terms upfront.
┌──────────────────────────────────────────────────────────────────────────┐
│                      6-PART OUTREACH ARCHITECTURE                        │
├──────────────────────────────────────────────────────────────────────────┤
│ 1. Tailored Subject Line    │ Concise, non-deceptive, specific subject   │
├─────────────────────────────┼────────────────────────────────────────────┤
│ 2. Specific Personalization │ Cites specific recent content/work         │
├─────────────────────────────┼────────────────────────────────────────────┤
│ 3. Brand Fit & Rationale    │ Explains why the partnership aligns        │
├─────────────────────────────┼────────────────────────────────────────────┤
│ 4. Clear Deliverable Scope  │ Defines required content format and count   │
├─────────────────────────────┼────────────────────────────────────────────┤
│ 5. Timeline & Budget Terms  │ States flight window, fee, or offer type   │
├─────────────────────────────┼────────────────────────────────────────────┤
│ 6. Low-Friction Call to Action│ Asks a simple, direct next-step question  │
└──────────────────────────────────────────────────────────────────────────┘

[bookmark: _wkhr6pqq21l2]Element Breakdown
1. Tailored Subject Line:  Must be specific, non-deceptive, and concise. Avoid promotional claims or clickbait phrases that trigger spam filters or violate FTC CAN-SPAM regulations.
2. Specific Personalization (The Homework Proof):  Reference a specific piece of recent content, video, or topic produced by the creator. This confirms the message is not an automated mail merge.
3. Brand Fit Rationale:  State in one sentence why the brand aligns with the creator's audience and content themes.
4. Clear Scope of Deliverables:  Explicitly outline the proposed content format (e.g., one dedicated YouTube integration, two Instagram Reels, or a multi-platform bundle).
5. Timeline & Budget/Compensation Terms:  State the target flight window and financial parameters (e.g., flat fee, base plus commission, gifted product seeding with optional paid conversion, or prompt payment terms).
6. Low-Friction Call to Action (CTA):  End with a single, clear question prompting a low-effort reply (e.g., confirming campaign interest or requesting an updated rate card).
[bookmark: _1efambblq1jo]Practical Outreach Template
Subject:  Paid Partnership Proposal: Brand Name x Creator Name
Hi Creator Name,
I loved your recent video covering Specific Topic/Video Title—your point regarding Specific Detail from Content really stood out to our team.
I’m reaching out from Brand Name. We manufacture Brief Product Description, and given your focus on Creator’s Niche, we believe your audience would find genuine value in our upcoming launch.
We would love to collaborate on Specific Scope, e.g., one 60-second integrated segment on YouTube during Target Flight Window/Month. We offer Compensation Model, e.g., a flat rate of $X,XXX or direct product seeding plus a competitive creation fee, with guaranteed payment within 10 days of content live-date.
Are you open to brand partnerships for Month/Quarter? If so, please let us know if this flight window works and send over your current rate card.
Best regards,
Brand Manager Name
Brand Name
Physical Postal Address — Required for CAN-SPAM Compliance
[bookmark: _1v27pit2hxcn]Section 3: The 3-Touch Cadence & Pipeline Management
Campaign execution requires structured follow-up cadences logged in an owned relationship database. Over-messaging alienates talent, while failing to follow up leaves qualified partnerships unclosed.
[bookmark: _1g3jyt8wpevv]The 3-Touch Sequence
[ Touch 1: Day 1 ] ──► Initial Pitch (6-Part Architecture sent via Primary Channel)
                            │
                            ▼  (Wait 3-5 Business Days)
[ Touch 2: Day 4-6 ] ──► Follow-Up (Short, contextual bump referencing Touch 1)
                            │
                            ▼  (Wait 4-5 Business Days)
[ Touch 3: Day 9-11] ──► Break-Off Message (Polite closing; pipeline marked inactive)

1. Touch 1 (Initial Pitch — Day 1):  Send the complete, personalized pitch via primary business email or designated representative portal.
2. Touch 2 (Contextual Follow-Up — Day 4 to 6):  Send a short follow-up message referencing Touch 1. Supply additional context or offer creative flexibility without duplicating the initial pitch.
3. Touch 3 (Break-Off Message — Day 9 to 11):  Send a final, courteous message stating that the brand will move forward with other partners for the current flight window if unavailable, leaving the door open for future campaigns. If unanswered, mark the creator as "Inactive" in the pipeline tracker.
[bookmark: _s8mbqfo57nl3]Open-Source Pipeline Tracking Stack
Outreach workflows must be tracked in owned databases to ensure continuity across brand personnel changes.
· Spreadsheets:   LibreOffice Calc  (MPL-2.0 license) serves as a local, zero-cost pipeline tracker for early-stage programs.
· Relational Databases & CRMs:   Baserow  (Community Core, MIT license) provides collaborative database tracking. Dedicated open-source CRMs include  Twenty CRM  (AGPL-3.0 core),  EspoCRM  (AGPL-3.0),  SuiteCRM , or  Frappe CRM .
Compliance Requirement:  Open-core tools (e.g., Baserow, Twenty CRM) contain commercial directories beside their free code. Brands must deploy only the free, OSI-licensed community core and avoid activating enterprise modules or licenses.
[bookmark: _a4qypy4uyusw]Section 4: Email Compliance, CAN-SPAM, and Deliverability
Creator outreach must comply with federal privacy regulations and technical email authentication standards. Non-compliant outreach risks domain blacklisting and statutory financial penalties.
[bookmark: _qeapls3sky2j]FTC CAN-SPAM: 7 Mandatory Core Rules
The Federal Trade Commission (FTC) enforces seven requirements under the CAN-SPAM Act. Advertisers remain legally liable for non-compliant outreach conducted internally or via third-party agencies.
┌──────────────────────────────────────────────────────────────────────────┐
│                   FTC CAN-SPAM COMPLIANCE CHECKLIST                      │
├──────────────────────────────────────────────────────────────────────────┤
│ [ ] 1. Accurate Header Info   │ From/To/Reply-To accurately identifies   │
│                               │ the sending brand/entity.                │
│ [ ] 2. Non-Deceptive Subjects │ Subject lines must reflect actual email  │
│                               │ content and proposal details.            │
│ [ ] 3. Commercial Identification│ Message must be recognizable as a        │
│                               │ business inquiry or advertisement.       │
│ [ ] 4. Physical Postal Address│ Valid physical street address or PO box   │
│                               │ included in email signature/footer.      │
│ [ ] 5. Clear Opt-Out Mechanism│ Explicit instructions on how to opt out   │
│                               │ of future communications.                │
│ [ ] 6. Prompt Opt-Out Processing│ Honor opt-out requests within 10       │
│                               │ business days of receipt.                │
│ [ ] 7. Third-Party Monitoring │ Brand actively monitors third-party      │
│                               │ agencies sending pitches on its behalf.  │
└──────────────────────────────────────────────────────────────────────────┘

[bookmark: _eo1un95o3bap]Technical Sender Deliverability & Google Guidelines
For brands managing cold outreach or ambassador campaigns, domain deliverability is subject to strict authentication standards (including rules enforced by Google and Yahoo since February 1, 2024, for senders exceeding 5,000 daily messages):
· Mandatory DNS Authentication Protocols:
· SPF (Sender Policy Framework):  Specifies which mail servers are authorized to send email on behalf of the brand's domain.
· DKIM (DomainKeys Identified Mail):  Adds a cryptographic signature to outbound messages to verify domain ownership.
· DMARC (Domain-based Message Authentication, Reporting, and Conformance):  Dictates receiving server handling for emails failing SPF/DKIM checks.
· Unsubscribe Infrastructure:  High-volume mailers must support one-click list-unsubscribe headers.
· Infrastructure Selection:  Self-hosted open-source mail engines such as  Postal  (MIT) require complete IP reputation management, domain warm-up schedules, and manual bounce handling. For 1-to-1 personalized creator outreach, brands should utilize regular business mailboxes managed within their CRM framework rather than bulk automation platforms.
· Mailing List Software:  Open-source automation tools like  Listmonk  (AGPL-3.0) or  Mautic  (GPL-3.0) handle list hygiene and opt-outs for opted-in ambassador communities, but require a properly configured SMTP backend.
[bookmark: _kw26il27zqrr]Section 5: The 3-Document Pitch Kit
A structured pitch kit streamlines creative execution, protects brand safety, and standardizes commercial terms. The kit consists of three core documents created in open-source tools (e.g.,  LibreOffice Writer ) and exported to PDF or managed via open-source e-signature applications ( DocuSeal ,  OpenSign , or  Documenso , all AGPL-3.0).
┌──────────────────────────────────────────────────────────────────────────┐
│                          3-DOCUMENT PITCH KIT                            │
├──────────────────────────────────────────────────────────────────────────┤
│ Document 1: 1-Page Creator Brief  │ Defines creative guardrails, core    │
│                                   │ product details, and disclosures.    │
├───────────────────────────────────┼──────────────────────────────────────┤
│ Document 2: One-Page Offer Sheet  │ Itemizes deliverables, compensation, │
│                                   │ usage rights, and flight timelines.  │
├───────────────────────────────────┼──────────────────────────────────────┤
│ Document 3: Contract Checklist    │ Formalizes terms, FTC compliance,    │
│            & Agreement Template   │ tax collection, and kill fees.       │
└───────────────────────────────────┘

[bookmark: _z3xawuyiyvtk]Document 1: The 1-Page Creator Brief (Four-Box Architecture)
To avoid over-scripting and preserve the creator's authentic voice, briefs are structured into a 1-page document featuring four explicit operational quadrants:
┌──────────────────────────────────────┬──────────────────────────────────────┐
│ Quadrant 1: WHAT MUST BE TRUE        │ Quadrant 2: WHAT MUST BE VISIBLE     │
│ • Substantiated product claims       │ • Clear product placement/use        │
│ • Mandatory FTC disclosure ("ad")    │ • Unique tracking link & promo code  │
│ • Approved medical/technical facts   │ • Correct brand handle tag           │
├──────────────────────────────────────┼──────────────────────────────────────┤
│ Quadrant 3: WHAT MUST NEVER HAPPEN   │ Quadrant 4: WHAT IS YOURS            │
│ • Competitor mentions or tags        │ • Video hook, narrative, & style     │
│ • Unapproved health/benefit claims   │ • Personal anecdote & creative angle │
│ • Vice/youth-adjacent associations   │ • Editing format, tone, & humor      │
└──────────────────────────────────────┴──────────────────────────────────────┘

[bookmark: _hbsbfkgysd2t]Document 2: The One-Page Offer Sheet
The Offer Sheet serves as a pre-contract alignment tool summarizing commercial terms:
· Scope of Deliverables:  Detailed breakdown of posts, platform formats, aspect ratios, and tag requirements.
· Compensation & Rates:  Creation fee, base retainer, or performance commission structure.
· Usage Rights & Amplification:  Specified duration, platforms, and geographic scope for organic reuse or paid whitelisting/partnership ads.
· Flight Window & Milestones:  Fixed draft submission dates, review turnaround times (maximum 48 hours recommended), and go-live windows.
[bookmark: _vqaqnzfnkyc2]Document 3: Contract Checklist & Agreement Template
The formal contract checklist guarantees that legal requirements are satisfied before campaign launch:
· Mandatory FTC Disclosure Language:  Contracts must mandate clear and conspicuous disclosures (e.g., "#ad" or "Sponsored") placed above the fold or spoken clearly in video intro segments. Shorthand tags such as "sp", "spon", or "collab" are explicitly non-compliant under FTC guidelines.
· Usage & Licensing Rights:  Organic rights must be priced and licensed separately from paid amplification/whitelisting rights.
· Tax Form Collection:  IRS tax documentation ( Form W-9  for US persons;  Form W-8BEN  for foreign entities) must be collected prior to issuing initial payments. Under updated IRS guidelines effective post-December 31, 2025, the Form 1099-NEC reporting threshold rises to $2,000 (up from $600).
· Kill Fees & Termination Terms:  Clear provisions specifying partial compensation (e.g., 25% to 50%) if a campaign is canceled after draft production but prior to public posting.
· Family-First & Brand Safety Standards:  Strict prohibitions against positioning products near vice categories (alcohol, tobacco, vaping, cannabis, gambling), mandatory guardian consent for minor creators, and zero profiling of children.
[bookmark: _cyn7ler5v172]Section 6: The 6-Lever Win-Win Negotiation Matrix
Negotiation in creator marketing is not a zero-sum transaction. Creators face significant career pressure: a Billion Dollar Boy study revealed that  52% of creators experience career burnout , with  financial instability cited as the leading factor (55%) . Furthermore, CreatorIQ data indicates that  42% of creators experience conflict between brand demands and audience preferences  (rising to 53% among creators with over 500,000 followers).
Brand managers achieve superior terms by negotiating across six distinct levers rather than focusing exclusively on rate reduction.
┌──────────────────────────────────────────────────────────────────────────┐
│                   6-LEVER WIN-WIN NEGOTIATION MATRIX                     │
├─────────────────┬──────────────────────────────┬─────────────────────────┤
│ Negotiation     │ Brand Priority               │ Creator Value           │
│ Lever           │ (Risk Control)               │ (Yield & Flexibility)   │
├─────────────────┼──────────────────────────────┼─────────────────────────┤
│ 1. Creative     │ Enforce guardrails, claims, │ Complete control over   │
│    Freedom      │ and mandatory disclosures.   │ hook, tone, and format. │
├─────────────────┼──────────────────────────────┼─────────────────────────┤
│ 2. Pricing &    │ Tie fees to performance,     │ Base financial security │
│    Structure    │ trial, or hybrid models.     │ with commission upside. │
├─────────────────┼──────────────────────────────┼─────────────────────────┤
│ 3. Usage &      │ Secure rights for ads,       │ Separate pricing for    │
│    Amplification│ whitelisting, and site use.  │ organic vs. paid usage. │
├─────────────────┼──────────────────────────────┼─────────────────────────┤
│ 4. Payment      │ Maintain predictable cash    │ Fast, reliable payment  │
│    Velocity     │ flow and verification steps. │ (Net 10-15 vs. Net 90). │
├─────────────────┼──────────────────────────────┼─────────────────────────┤
│ 5. Exclusivity  │ Prevent direct competitor    │ Narrow category limits  │
│    Scope        │ overlaps in campaign window. │ allowing secondary income│
├─────────────────┼──────────────────────────────┼─────────────────────────┤
│ 6. Partnership  │ Secure multi-flight commitments│ Multi-month retainers,   │
│    Longevity    │ and volume efficiency.       │ co-creation, exit option│
└─────────────────┴──────────────────────────────┴─────────────────────────┘

[bookmark: _a55msx8w6mk]Strategic Lever Analysis
[bookmark: _uzz5frpg7bkv]Lever 1: Creative Freedom vs. Scripted Control
· Trade-off:  Over-scripting strips the creator’s authentic voice, raising audience skepticism and triggering persuasion resistance.
· Negotiation Strategy:  Offer the creator total editorial freedom over the hook, script, visual layout, and tone in exchange for lower base rates or expanded usage rights, provided the creator adheres strictly to the 1-page brief guardrails and mandatory FTC disclosures.
[bookmark: _itfbxvu3diug]Lever 2: Pricing & Compensation Architecture
· Trade-off:  Flat fees carry total risk for the brand; pure performance commissions carry total risk for the creator (which repels experienced creators).
· Negotiation Strategy:  Construct hybrid pricing models: a fair base creation fee covering production costs combined with performance-based bonuses tied to sales, sign-ups, or tracked code redemptions.
[bookmark: _mn02y2p0sp38]Lever 3: Usage Rights, Licensing & Paid Amplification
· Trade-off:  Indefinite or perpetual usage clauses buried in briefs create creator resentment and legal friction.
· Negotiation Strategy:  Unbundle organic posting rights from paid media usage rights. Agree on explicit term-limited licensing windows (e.g., 30, 60, or 90 days) for paid amplification (Meta Partnership Ads, TikTok Spark Ads) or website distribution. Offer higher percentage rates only for extended usage rights.
[bookmark: _sxo4gytl79um]Lever 4: Payment Velocity & Terms
· Trade-off:  Traditional corporate payment cycles (Net 30, Net 60, or Net 90) exacerbate creator financial instability. A Tipalti survey noted that  56% of creators report late payments .
· Negotiation Strategy:  Utilize payment speed as a bargaining lever. Guarantee rapid payment terms (e.g., Net 10 or Net 15 post-live date) or offer a partial signing deposit in exchange for rate discounts, multi-deliverable bundles, or expanded licensing rights.
[bookmark: _e09g2orrjuwj]Lever 5: Exclusivity Scope & Category Boundaries
· Trade-off:  Broad, blanket exclusivity prevents creators from accepting income from adjacent brands, driving up creator fees significantly.
· Negotiation Strategy:  Restrict exclusivity strictly to direct, head-to-head product competitors within a narrow time window (e.g., 14 days pre- and post-posting). Avoid broad industry category bans unless compensated accordingly.
[bookmark: _l0ovk3c1ee86]Lever 6: Partnership Longevity & Value Beyond Cash
· Trade-off:  One-off transactional campaigns increase procurement and onboarding overhead for both parties.
· Negotiation Strategy:  Transition proven creators from single-post transactions into multi-flight retainers, product co-creation drops, or long-term brand ambassador roles. Include a 60-day performance exit clause to protect brand budget while offering talent reliable income.
[bookmark: _2s040u750s1l]Executive Summary Matrix for Brand Managers
Operational Area,Core Mandate / Benchmark,Key Risk / Non-Compliance Penalty,Free / Open-Source Tool Solution
Contact Discovery,Follow bio-listed reps; pitch unrepresented creators via business email,Bypassing listed reps damages creator relationships; cold DMs get filtered,"Native platform search, manual tracking in  Baserow  or  LibreOffice Calc"
Outreach Architecture,2 short paragraphs; specific homework proof; explicit scope & timeline,Generic pitches trigger spam filters and result in low response rates,Regular business email backend; tracked via  Twenty CRM  /  EspoCRM
Follow-up Cadence,"3-touch sequence (Day 1 Pitch, Day 4–6 Touch 2, Day 9–11 Break-off)",Over-messaging alienates talent; failing to follow up leaves deals unclosed,Baserow  Community Core or  SuiteCRM  pipeline stages
Email Compliance,"Adhere to 7 FTC CAN-SPAM rules; configure SPF, DKIM, DMARC DNS records","Up to $51,744 civil penalties per violation; domain blacklisting",Listmonk  (AGPL-3.0) /  Mautic  (GPL-3.0) for opted-in lists
Pitch Kit Collateral,"Deploy 1-Page Brief (4 boxes), Offer Sheet, and Contract Checklist",Over-scripting destroys authentic voice; perpetual usage clauses cause disputes,"LibreOffice Writer , PDF export,  DocuSeal  /  OpenSign  for e-signatures"
Legal & Tax Onboarding,"Mandatory FTC ""#ad"" disclosures; collect Form W-9 / W-8BEN prior to payment","Joint liability for deceptive endorsements; IRS non-compliance ($2,000 1099 threshold)",InvoiceShelf  (AGPL-3.0) for payment tracking and document collection
Deal Negotiation,"Balance 6 levers (Freedom, Rates, Usage, Speed, Exclusivity, Longevity)",Flat fee overload; creator burnout (55% financial instability factor),Custom deal modeling using  LibreOffice Calc  rate cards
[bookmark: _6wteb8i1omb7]Key Takeaways for Course Review
1. Borrow Trust, Do Not Buy Bilboards:  Influencer marketing is the rental of personal credibility built over time. Briefs must establish guardrails (claims, compliance, brand safety) while granting creators editorial control over narrative tone and format.
2. Respect the Contact Hierarchy:  Always utilize designated management contacts when listed. For direct creator communication, favor business email over cold social DMs, which are heavily filtered on accounts exceeding 100,000 followers.
3. Execute the 6-Part Outreach Model:  Keep pitches concise (two paragraphs), demonstrate authentic familiarity through specific content references, state deliverables and flight windows clearly, and close with a low-friction call to action.
4. Enforce CAN-SPAM and Deliverability Controls:  Include a valid physical postal address and opt-out mechanism in all correspondence. Ensure SPF, DKIM, and DMARC protocols are active on outreach domains.
5. Deploy the 3-Document Pitch Kit:  Standardize onboarding using a 1-page four-box brief, a clear offer sheet, and a legal contract checklist that unbundles organic rights from paid amplification.
6. Leverage Non-Cash Negotiation Levers:  Offset cash constraints by offering rapid payment terms (Net 10–15), narrowed exclusivity windows, multi-flight retainers, and full creative editorial freedom.
7. Maintain Open-Source Infrastructure Discipline:  Run program operations on self-hosted, OSI-licensed software (Baserow, Twenty CRM, Listmonk, DocuSeal, Shlink). Never activate commercial enterprise modules in open-core applications.

