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Location-Based Advertising for Small Businesses

CEOCFO: Mr. Gaylor, would you tell us the concept behind the company?
Mr. Gaylor: The concept behind the company is simple; making a Howler ad is as easy 
as it is to make a Facebook or Twitter post. You can make a Howler ad, aptly called a 
Howl, that pops up as a notification on users’ phones as they walk by a store. We are 
then able to tell if they go from the street into the actual store. Overall, Howler is a tool to 
help small businesses. We give you contextual awareness into what is happening 
outside your store and help drive more traffic into your store. 

CEOCFO: How are you able to make this possible?
Mr. Gaylor: We accomplish this using iBeacons, Bluetooth low-energy VTLE devices 
created by Apple. This uses what is essentially the same technology found in wearable 
technology, or any type of Bluetooth device. Our beacons are about the size of a flash 
drive and the come in different forum factors. When a user has our app or an app with 
our technology embedded in it, I can receive an alert to something relevant to me 
because our software is constantly listening for signals from consumers’ phones. When 
you are within a certain range where the signals are picked up by your device, Howler 
sends a multimedia message to your phone. This message could include video content, 
photos, or any type of message that the participating store merchant would want to use 
to advertise themselves. 

CEOCFO: What about the smaller businesses?
Mr. Gaylor: We understand that there are hundreds and thousands of mom and pop shops that do not have access to the 
funds or capital to build their own mobile app and reach out to their users. We created the Howler app to meet small 
businesses’ needs for mobile technology. With our app you can get access to customers’ information the same way you 
would with Facebook; we do a lot of social data mining to learn about your likes, dislikes, interests, and preferences. 
Howler is the new way for a small business to get power back over their advertising. When businesses spend time and 
money creating a poster or some sort of A-frame sign that you can put in front of your store, they have no idea how many 
people looked at their sign, how many people passed the sign today, and whether or not they took action and actually 
purchased your product or service. When people have our app, they can discover any type of business and allow 
businesses to see who their consumers actually are. 

CEOCFO: How does that tracking actually work?
Mr. Gaylor: Our beacons are placed inside stores and emit a signal of about 200 ft. For example, I could be walking down 
the street when I get an alert from a coffee shop. If the coffee shop is running that ad for the next hour and I enter the 
store within that hour, our technology would know that my smartphone went into the store. We then use this technology to 
bill businesses based on how many customers enter their store. Small businesses like that because they can actually see 
a return on their investment. They are able to decide what they are willing to spend in order to get a consumer in our door. 
As long as the ad is active, then a person can come back and be able to take advantage of that advertisement or that 
deal. 

CEOCFO: Are people typically going into stores that they typically would not go into otherwise or does it matter?
Mr. Gaylor: It doesn’t matter. We like to think that Howler can help introduce something new for you as an individual and 
enable you to discover your city. For example, if you are in Boston and have told us your preferences then it is a good 
possibility that you will respond to an advertisement placed by a sushi restaurant. Instead of a user having to look for a 
deal or be overwhelmed by advertising clutter, what we bring you is something very personalized to you and your interests 
and likes within a city. 

Hunter Gaylor
Co-Founder & Connector



2

CEOCFO: How does the business work on the promotion; what tools do you provide?
Mr. Gaylor: It is very simple. They get a login to their own personalized dashboard. They can drag and drop their own 
images into a template that we created. It is all online and they can do it from anywhere in the world from any computer or 
tablet. If a vendor is new to creating ads, our team can help them get started by designing a couple of advertisements for 
them. We work closely with them when they first sign up. Howler is remarkably easy; all advertisers have to do is drag the 
image and drop it in and select their conditions so they can target customers by consumer status, age, gender and other 
demographic variables. For example, if a restaurant is advertising a date night special, they could specifically target men 
and women between 25 and 35. Next, they simply click submit and that automatically creates a live ad. 

CEOCFO: How long has Howler been available?
Mr. Gaylor: Our vendor dashboard has been available for about six months and our most recent consumer app has been 
available for about four weeks. 

CEOCFO: What have you learned along the way?
Mr. Gaylor: Inevitably, in the fields of advertising, marketing and mobile technology, there are changes that happen on a 
daily basis and what matters most is being able to understand your market. Compared to when we first started, we are 
more able to understand what our users really want and are able to respond accordingly and quickly. We have seen a 
shift in app usage from when we first started development to when we started rolling out our consumer app. We are 
seeing many different user cases and a lot of applications that we necessarily did not plan for. That is a good thing for us.

CEOCFO: What is your business model?
Mr. Gaylor: We have emulated Google’s pay-per-click model and recreated it for the physical world. Instead of pay-per-
click online advertising, we are the first company to utilize a pay-per-visit model. This means that a business pays us 
every time someone responds to the ad and actually walks from off the street into the actual store. We also have an 
enterprise sales model; we have a software development kit that gives larger companies like Macy’s or Delta the 
opportunity to use our technology on a contractual basis. For a small business to sign up, it costs $99 for their first year. 
During this time period, they can advertise as much as they want however many times they want. After the first year of 
use, vendors then are billed based on the pay-per-visit protocol. 

CEOCFO: How do you reach potential customers?
Mr. Gaylor: We have an amazing relationship development force. We do not use typical sales techniques; in fact, rather 
than calling our team salespeople; we call them relationship developers. Our market consists of busy individuals trying to 
run their businesses so we take a grassroots approach and customer service approach and emphasize going out and 
talking directly with the consumer. 

CEOCFO: Is this unique?
Mr. Gaylor: We have been able to create a technology that is unique in this application. Our approach and execution has 
been different. Our technology is a lot more advanced than some of the other applications out there, but I think it remains 
to be seen how the industry continues to grow with the type of technology specifically in retail. 

CEOCFO: What might be different a year from now at Howler?
Mr. Gaylor: We plan to grow our company by bringing on more employees and expanding into new cities and states. 
Right now, we have a dense rollout in Boston and Las Vegas and are starting to rollout in cities including New York, 
Chicago, San Francisco and San Diego. In the future, we plan to offer different products on top of what we currently offer; 
we want to grow from being just an ad platform to complete and digitally optimized platform that will define what the future 
of advertising is going to look like. 

CEOCFO: Do you have the necessary funding?
Mr. Gaylor: We currently have adequate funding, but as we continue to grow at the rapid pace that we are moving at, we 
will inevitably require additional funding in the future. We are always interested in teaming up with like-minded people who 
support our vision. 

“Inevitably, in the fields of advertising, marketing and mobile technology, there are changes that happen on a daily basis 
and what matters most is being able to understand your market… We are the Holy Grail of location-based advertising. It is 
easy, affordable and simple. We are the best tool that businesses can use to get the right people at the right time at the 
right place into your store, and also for shoppers to discover their cities.” - Hunter Gaylor
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CEOCFO: Why pay attention to Howler?
Mr. Gaylor: We are the Holy Grail of location-based advertising. It is easy, affordable and simple. We are the best tool 
that businesses can use to get the right people at the right time at the right place into your store, and also for shoppers to 
discover their cities.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine
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Howler, Inc.
For more information visit:

www.howler.at

Contact:
Ryan Bobillo
508-298-9747

ryan@howler.at


