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Executive Summary

The strategic case for studying Duolingo —
and what decision-makers will take away.

BUSINESS
QUESTION

@

What strategic decisions enabled Duolingo to build extraordinary
brand awareness, sustained engagement, and accelerating

commercial performance — and what can other brands learn

from those decisions?

KEY BUSINESS METRICS (FY2025)

TOTAL REVENUE

$1.04B

+41% YoY

Source: SEC Form 10-K

=t EXECUTIVE
—®  ANSWER

TOP 3 FINDINGS

o |
[
=

F1

F3

F2 8
i

DAILY ACTIVE USERS

52.7M

+40% YoY

Source: SEC Form 10-K

Source: Third-party social analytics

@ TIKTOK ENGAGEMENT RATE EST. CAC (THIRD-PARTY)

~11%

vs. 2—-3% industry avg.

$1-92

Mot officially disclosed

Source: Third-party estimates

The available evidence suggests Duoclingo’s growth is not primarily the result of
product superiority. It is the result of a deliberate decision to exit the education
category and compete directly for consumer attention against Netflix, TikTok,

and mobile games. This reframing — from EdTech utility to productive

entertainment — appears to be the single most consequential strategic

decision in the company’s history.

Social as Primary Growth Engine

QOrganic virality — not paid performance marketing —
appears to be Duolingo's primary acquisition driver.
The “Duo is Dead” campaign generated a reported
140M+ organic impressions.

Mascot-as-Creator Pivot

By treating Duo the Owl as an internet personality
rather than a logo, Duolingo achieved an engagement
rate approximately 4-5x the platform average

on TikTok.

Scale-Before-Profit Strategy

In 2026, management explicitly invested $50M
of foregone bookings into free user experience
to accelerate word-of-mouth growth toward a
100M DAU target by 2028.

Evidence: Reported campaign metrics; CEQ
communications

Business Impact: Low CAC, high compounding
reach, stronger brand recall

Confidence: m

Evidence: TikTok analytics; social listening
benchmarks

Business Impact: Higher engagement, stronger
shareability, defensible brand equity

Confidence: m

Evidence: Q1 FY2025 Shareholder Letter

Business Impact: Larger top-of-funnel, network
effects, long-term LTV expansion

Confidence: Medium

* Key Takeaway: Duclingo’s success is the result of a brand-led growth model where entertainment
drives attention, attention drives adoption, and adoption drives compounding scale.

Classification: Confidential

Prepared by: Piyush Mishra, Marketing Intelligence Analyst

Date: July 2026
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Behavioral Retention Architecture

F 4 Streak mechanics and loss aversion (internally referenced as FOEL — aﬁﬁ Strategic Takeaway
Fear of Streak Loss) function as a retention system, not merely a )
e Retention is engineered
gamification feature.

through behavioral
design, not content
Confidence: volume.

Source: Duolingo product documentation, behavioral research

Al as Supply-Side Disruptor

{ﬁ} Strategic Takeaway
F5 + Classrcom Al enabled 148 new courses in under one year —
¢ a pace that previously required approximately 12 years for the Al dramatically compresses

first 100 courses. content creation cycles
and expands supply

Canfidence: @ faster than competitors
can replicate.

Source: Luis von Ahn, Q4 FY2025 Shareholder Letter

EXECUTIVE RECOMMENDATION

Brands seeking to reduce customer acquisition costs and improve retention

simultaneously should study Duolingo’s model not as a social media strategy,
but as a business architecture decision. The core principle: make your marketing
engine and your product retention system the same mechanism. Every streak
notification is simultaneously a product feature and a marketing asset. This
structural alignment — not creative talent alone — appears to be the primary

driver of Duolingo’s LTV/CAC advantage.

[a Source: Analysis derived from SEC Form 10-K, Shareholder Letters, and social analytics data.

MIR-001 = DUOLINGO MARKETING INTELLIGENCE REPORT CONFIDENTIAL
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Research Methodology

How this report was constructed — sources, frameworks,

limitations, and confidence levels.

RESEARCH OBJECTIVE

To produce an evidence-based analysis of Duclingo's

©

marketing and brand strategy that distinguishes verified sotwce:Type

fact from analytical inference, and translates strategic

observations into actionable lessons for brand Primary
Financial
practitioners.
O Executive
[\ Statements
PRIMARY RESEARCH QUESTIONS
@ m Brand
—> What business model architecture enabled Duclingo to Documentation
achieve near-zero CAC at scale?
—» How does Duolingo's social media strategy translate L Social
D.II.IJ Analytics
into measurable business outcomes?
— What psychological mechanisms drive user acquisition,
O0Q Competitor
retention, and premium conversion? XN B hmarking
—# What can competitor brands reslistically replicate —
and what is structurally inimitable? Behavioral
Research
q-u[j) Campaign
Analysis

ANALYTICAL FRAMEWORKS APPLIED

QUR APPROACH
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Qi > G- @

Research

Analyze

Synthesize

Generate Insights

We combine data-driven analysis with strategic

interpretation to produce decision-ready insights.

SOURCE CLASSIFICATION

Specific Sources

SEC Farm 10-K FY2025;
Q4 FY2025 Shareholder
Letter

CEQ Luis von Ahn
shareholder communications;
@arnings call transcripts

Duclingo Brand Writing
Guidelines; Design System
documentation

Third-party platform
engagement benchmarks;
social listening data

Babbel, Rosetta Stone,
Memrise, Busuu
public data

Consumer psychology and
behavioral economics
literature

Manual content coding of
public social media posts
and campaigns

Evidence
Strength

Direct /
Audited

Direct /
First-party

Direct /
First-party

Indirect /
Estimated

Secondary /
Third-party

Academic
COnsensus

Observational

Confidence

High

High

High

Medium

Medium

Medium-High

Medium

Framework Application in This Report

Marketing Flywheel

@ Behavioral Economics
@ Attention Economy Model not just EdTech

Note on Limitations:
Some data is estimated from third-party sources and subject to change.
Confidence levels reflect our assessment of evidence reliability.

MIR-001 DUOLINGC MARKETING INTELLIGENCE REPCRT

Explains streak mechanics, loss aversion, variable reinforcement

Frames Duolingo's competitive set as screen-time competitors,

Confidence Scale

@ High

Maps how content — community — habit — subscription — revenue locps

Medium

® Low

CONFIDENTIAL
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Brand Archetype Theory

Platform Stratification

Competitive Positioning

© @

Positions Duo as Jester archetype within EdTech's Sage-dominated landscape.

Analyzes why content register differs across TikTok, X, Facebook, Linkedin.

Maps Duolingo against Babbel, Rosetta Stone, Memrise on gamification

vs. academic axes.

LIMITATIONS & WHAT THIS REPORT DOES NOT KNOW

: . CAC Estimate
($1-%$2)
E[ﬂ Organic Attribution

Stunt-vs-Organic
Churn

80

Negative Sentiment

®
®®

Tolerance

Competitor
Internal Data

@

/\7., Content Engagement
Causality
CONFIDENCE FRAMEWORK

Mot officially disclosed by Duclinge. Derived from third-party analyst
estimates. Treat as directional, not precise.

It is not possible to isolate exactly how much of DAU growth is attributable
to social media versus product improvements (Birdbrain Al, streak
mechanics).

MNo publicly available data on churn rates of users acquired through viral
stunts versus arganic search. A material gap.

The claim that Duclingo “accepts 15% negative sentiment” is derived from
campaign analysis and social observation — not from any official

internal statement.

Babbel, Rosetta Stone, and Memrise do not disclose granular engagement
or CAC data publicly. Comparisons are based on observable social

metrics only.

Correlation between viral campaigns and DAU spikes is supported by
executive testimony, but precise conversion ratios are not publicly
available.

Throughout this report, findings are classified as High, Medium, or Low confidence based on the directness

and quality of available evidence.

High Confidence

Directly verifiable from
audited filings or
first-party statements

@ Nate: This methodology ensures transparency in how insights are generated

Medium Confidence Low Confidence
Derived from third-party Inferred from indirect
analysis ar observational evidence or

data industry analogy

and helps decision-makers assess the reliability of each finding,

MIR-001 DUOLINGO MARKETING INTELLIGENCE REPORT

Source: SEC Form 10-K, Shareholder Letters, Third-party Reports, Social Analytics

CONFIDENTIAL
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[ ]
Business Context
@b accidental. It is the result of a deliberate

architecture, strong unit economics, and
and competitive forces at play. clear strategic differentiation.

Why is Duolingo winning? The structural, financial,

m BUSINESS MODEL ARCHITECTURE

Duolingo operates a freemium model designed around a core mission: to develop the best education in the world and make it
universally available. This mission is not marketing language — it is the architectural constraint around which every product and
monetization decision has been built. The freemium model is a direct expression of this mission, not a SaaS convention imported

from elsewhere.

K — @ — &7 — (W) — (d

User Acquisition Engagement Upsell Subscription Long-term Value
Free, global, viral Gamified learning Super Duclingo Recurring revenue Retention + LTV
top-of-funnel habit formation conversions engine compounding

E FINANCIAL PERFORMANCE: FY2024 vs FY2025

Metric FY2024 FY2025 | YoY Growth

@ Total Revenue $746.5M $1,037.6M +39% m
‘E’ Subseription Revenue $527.8M $760.1M +44% m
Gross Profit Margin 72.8% 72.2% -60 bps [ High |
Q% Operating Income $87.8M $135.6M +100% m
8 Paid Subscribers 9.5M 12.2M +28% m
A7 Monthly Active Users 104.8M 130.0M +24% [ High |
D2 Daily Active Users 37.6M 52.7M +40% [ High |

Source: Duolingo, Inc. SEC Form 10-K FYZ025 (audited).

m REVENUE STREAMS

Primary revenue driver. Tiered subscriptions: ad removal at entry level;
Al-powered speaking practice at the Max tier. Subscription revenue
| grew +44% YoY. (Source: SEC 10-K FY2025)

Super Duolingo + |
Duolinge Max (Al)

Digital proficiency exam priced at approximately $65 — roughly 5x
cheaper than TOEFL ($200+). High-margin, globally scalable. Positions
Duolingo in the formal credentialing market.

Duolingo English Test
(DET)

0 &

Monetizes free-tier users. Secondary revenue stream, but strategically
critical for maintaining the freemium model that drives top-of-funnel scale.

vl

In-App Advertising

Duclingo's growth is driven by a freemium engine that compounds through
Key Takeaway I e i . it g

viral acquisition, habit formation, and high-converting subscription upsells.

MIR-001 DUOLINGO MARKETING INTELLIGENCE REPORT CONFIDENTIAL
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In-App Purchases &

m COMPETITIVE LANDSCAPE

Competitor

+Babbel  Babbel

A Rosetta

f) Stone

EiEs'E1 Memrise
® Busuu  Busuu

Positioning

Serious learner,

subscription-first

Academic, immersive,

premium pricing

Memory-focused,

gamified elements

Community-driven,

certification focus

Streak freezes, virtual goods, and physical items. The Duo plushie

coffin sold during the '‘Death of Duo' campaign exemplifies

product-marketing integration.

Social Presence

(Last 30 Days)

~1,400 mentions

(High volume)

Low social visibility

{Low volume)

e, niche reach

(Moderate volume)

Limited platform presence

{Low volume)

Primary Weakness

Mo mascot, corporate tone,

lower social discoverability

High friction, aging brand

perception

Weaker brand identity

and scale

Low cultural relevance,

B2B-leaning

Source: Third-party social listening data, public brand analysis Confidence: Medium

m STRATEGIC BUSINESS IMPLICATION

The most important number in Duolingo’s business
model is not revenue — it is the estimated LTV/CAC LTV / CAC COMPARISON (INDUSTRY BENCHMARK)

ratio.

Duolingo (Est.)

$1-$2

CAC per user

Duolingo (Est.)

$40 - $60

LTV per user

With an LTV estimated at $40-$60 per user against
a CAC estimated at $1-%$2 (third-party estimates,

VS

not officially disclosed), Duolingo operates at an

efficiency ratio most consumer apps cannot approach.

This structural advantage is the direct output of a
Implied LTV / CAC Ratio

20x - 60x

Industry Benchmark

3x - 6x

social media strategy designed to make paid /J
il

acquisition largely unnecessary. The business model

and the marketing strategy are the same system.

Duclinge's growth engine compounds because each user is acquired cheaply,

What This Means

s

retained effectively, and monetized repeatedly through multiple channels.

MIR-001 DUOLINGO MARKETING INTELLIGENCE REPORT CONFIDENTIAL
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Marketing Strategy Analysis ,  cn

O Duolingo does not run independent

How does Duolingo acquire attention — and convert it y ;
campaigns. It operates an integrated

into a self-sustaining growth engine? growth system where every comporent

reinforces the next.

m THE DUOLINGO GROWTH SYSTEM

Duolingo's marketing does not operate as a set of independent campaigns. The available evidence suggests it functions
as an integrated system where each component reinforces the next.
The framework below — derived from observed strategic patterns — maps how organic content converts into

measurable business outcomes.

Viral Content Mascot Lore Habit Fermation Community Subscription More Content

Attention Identity Behavior Participation Revenue Flywheel

m GROWTH SYSTEM BREAKDOWN

Stage Mechanism Business Output Confidence
! Trend-reactive stunts MNear-zero CAC TR
-:?:- 1. Viral Content Eﬁi@
+ mascot lore top-of-funnel impressions
Dueg’s character arcs, App re-engagement
2. Mascot Lore ‘ Pp g 8 i
parasocial bonds without paid retargeting
B Eormation Streak mechanics, FOSL, Increased DAL,
daily push alerts reduced churn
% 4. Community Comments as creative Self-sustaining
Co-Creation brief, user participation content pipeline
@ 5. Premium Ad friction, Al features, Est. 8-9% free-to-paid ey —
Conversion Max tier value conversion rate -

Source: Analysis of Shareholder Letters, social performance data, executive interviews. Est. conversion rate: third-party estimate.
m PLATFORM ARCHITECTURE — WHY EACH CHANNEL EXISTS

Primary acquisition platform. Duo's ‘unhinged’ persona drives Gen Z attention.
J TikTok — Reported ~11% engagement rate vs. 2-3% platform average.

Cultural Engine Concept-to-execution window: -6 days. (Source: Zaria Parvez interview,
third-party analytics.)

Community storytelling and brand resonance.
Instagram — Primary content pillars: Brand Community (17.3% of posts),

Visual Storyteller Emotional (14.4%), Current Events (13.9%). (Source: Content coding
analysis of public Instagram posts.)

Real-time banter, reactive engagement, lowercase 'digital orality’.

X / Twitter —

X 4 Site of major cultural moments: Barbie premiere, Taylor Swift post,
Conversation Room S

Death of Duo coordination.

MIR-001 DUOLINGO MARKETING INTELLIGENCE REPORT CONFIDENTIAL




Facebook —
Institutional Anchor
Linkedin —
Professional Bridge
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Standard English register. Formal product updates. Maintains credibility

with educators and parents. Analysis suggests approximately 86.4% of

posts use conventional language register.

(Source: Platform content analysis.)

Connects Duolingo Score to career outcomes. Targets higher-LTV

professional segment. Linked to formal DET certification strategy.

m BRAND ARCHITECTURE — THE STRATIFIED PERFORMANCE MODEL

Duolingo does not maintain a single brand voice across platforms. The evidence suggests a Stratified Performance
model — platform-specific registers that serve different audience segments simultaneously.

TikTok

Lowercase
Unhinged
Trend-reactive

Facebook
Standard English
Institutional = Formal

X (Twitter)
Deadpan « Parasocial
Reactive

Linkedin
Professional = Aspirational
Career-driven

B X 9

TikTok

Facebook

X (Twitter)

LinkedIn

Lowercase, unhinged,
trend-reactive

Standard English,

institutional, formal

Deadpan, parasoccial,
reactive

Professional,
aspirational, career

outcomes

Serves Gen Z digital natives
and educators without
either group perceiving

contradiction.

Builds trust and credibility
with educators, parents,

and institutional partners.

Enables real-time cultural
relevance and meme

participation.

Drives higher-LTV segment
and supports DET
certification positioning.

,5:?, This is not brand inconsistency. It is sophisticated audience segmentation executed through content register.

m STRATEGIC IMPLICATION

The 6-day concept-to-execution cycle is as
strategically significant as the creative output
itself. A competitor who copies Duolingo’s
aesthetic but cannot match its execution
speed will consistently produce content

that feels culturally stale on arrival.

Structural agility is a competitive moat —

one that cannot be replicated simply

by hiring creative talent.

? Key Takeaway

Duolingo’s advantage is not only what it creates,

Concept-to-Execution Cycle

~ O DAYS

but how fast and strategically it executes.

Strategic Outcome

v

v
v
v

Culturally relevant content at speed
Lower creative fatigue
Stronger community loop

Sustained growth engine

MIR-001

| DUOLINGO MARKETING INTELLIGENCE REPORT
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Consumer Psychology &
Behavioral Analysis

Why can people ignore Duolingo? The psychological architecture
behind retention.

CONSUMER JOURNEY MAP (BEHAVIOR FLOW)

PAGE 9 OF 21

Core Insight

Duolingo's retention engine is
built on psychological triggers
that create habits, emotional
investment, and identity

reinforcement.

) - (R) > (&) > (FF) » (¥ - (C
Learn (Hook) Daily Loop Action Variable Reward Investment Habit Loop
(Trigger) (Open App) (Dopamine) (Stack In) (Repeats)
Quick win,
curiosity sparked Push notification Micro-lesson, XP, Lingots, Identity built, Retention and
+ streak reminder streak maintained leaderboard habit locked in churn reduction

@ THE FIVE BEHAVIORAL TRIGGERS DRIVING LOYALTY

| .
# | Principle m Business Impact | Confidence

Duo's character acts during idle
states and creates parasocial
connection context, reducing
thought avoidance and
procrastination.

Anti-procrastination

ez

Streaks, XP, Lingots, leaderboards
trigger dopamine loops via
uncertain rewards—reward is
psychologically identical to variable
payout machines.

Variable
Reinforcement

Users are more motivated by not
losing a 300-day streak than by
gaining a new badge—consistent

Loss Aversion

(FOSL) 5
with Kahneman's psychology loss
experiments.
Embracing the "Evil Owl" meme
Meme creates playful friction (annoying
Psychology motivation), linked to bonding
capital.
Learners export progress, interact
Identity (Digital along brand peer culture rather than

) Native Fluency) corporate authority—critical for

Gen Z trust formation.

@ DAILY BEHAVIORAL LOOP & PRIMARY FORCE

App decision instances: Very
brand loyalty & dependency Hiah
of product quality. 'g
Core driver of DAU growth

(+24% YoY); supports est. Very
8-9% free-to-paid High
conversion.

More durable retention Very
driver than intrinsic learning High
motivation. '9
Improved WQO Very
(awareness to one-cycle High
Death of Duo campaign). 'g
Creates "linguistic moats™ —

upgrades competitive High

moats in academic
marketing rotation.

DOPAMINERGIC The streak mechanic operates primarily through loss aversion, not achievement
LOOP motivation.
EREQUENCY 7 Duclingo push notifications reinforcing FOGG (Behavioral Economics) formula
(F+A+M=10): Frequency, Urgency.
BEHAVIORAL A user with a 200-day streak is not primarily motivated to learn — they are motivated
WINDOW ::‘lose X 200 days. This is a fundamentally different, and more durable, psycholegical
river.

MIR-001 DUOLINGO MARKETING INTELLIGENCE REPORT
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Users convert in approximately 2—3 minutes of first reactivation.
(D IMMEDIATE IMPACT Applied to re-engage, this means every additional day of streak

increases the cost of breaking the habit.

@ PSYCHOLOGICAL Dopamine loops drive return behavior: open app, finish lesson, see
LOOPING streak, get a gamification hit — it is a behavioral addiction contract.
ﬁl CONFIDENCE High Confidence — grounded in peer-reviewed behavioral

economics research and Duolingo's long-term retention data.

@ DEEP ANALYSIS: THE PARASOCIAL LOOP

@ CORE DRIVER Du.oiiljlgo has engineered a parasocial relationship — typically the domain
of individual creators — at brand scale.

a s ine’s Day” TikTe — 8% ;
@ EVIDENCE Valentine's Day Trk. ok post .reported 7.3 8. s engagement rate
Death of Duo campaign — massive global virality.

o),, By treating the comment section as a crusade field and making users
(C}} STRATEGIC INSIGHT the authors of Duo's next story, Duclingo converts passive consumers
into active co-creators of the brand narrative.

o Users who feel co-ownership of a brand are significantly less likely to churn.
{CD:\ BUSINESS IMPACT The emotional bond creates switching costs the no competitor can match
with a better curriculum.

Parasocial dynamics are now a competitive advantage — they cannot
i ACTIONABLE LESSON be copied. Accented quickly — which is precisely why they function
as a competitive moat.

@ CONEIDENCE High Cenfidence — s:upported by erjgageme.nt data and academic
research on community and parasocial behavior.

@ ATTENTION ECONOMICS: THE COMPETITION IS FOR MIND

Duclingo defines its competitive set as anything
t ATTENTION ECONOMY MAP
that takes up screen time — not just other

language apps. (Source: Duolingo investor letter)

This lens is radical — and correct. You are D —3 @ —_— m
not designing a French or Math app. This is

a fight for mindshare in a world of infinite

entertainment options. Infinite Limited Human Duelingo
Content Attention Competes for

The product must be as engaging as Sl B Mindshare

entertainment, not as dry as education. ocialy Geipiig, ognitive Bandwidt : !
Streaming is Finite Habit > Session

3-second placement — is a direct expression = Retention

of this principle: attention is the scarce
resource, and Duolinge has built an engine
designed to win it.

. Duolingo doesn't just compete on curriculum.
(? The Big Takeaway S T ) -
It competes in the attention economy — and that is where real retention is won,

MIR-001 | DUOQLINGO MARKETING INTELLIGENCE REPORT CONFIDENTIAL
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(8 Content Intelligence

Why does Duoli sistent ate engagement? ‘@ﬂ
v does Duolingo consistently generate engagement Duolingo’s content engine is

Campaign-level strategic analysis.
palg! g 4 designed for attention, cultural

This section examines two campaigns — 'Duo Is Dead' and 'Three Tickets to Barbie' — relevance, and shareability —
from concept to execution. Each campaign is analyzed across 15 strategic dimensions. not traditional brand messaging.
Screenshots, engagement data, and annotated visuals will be inserted during

final report production.

CAMPAIGN ‘Duo Is Dead’
01 B3 15-17 February 2025
CONCEPT REPORTED IMPACT
Reactive meme campaign generating top-of-mind Reported 140M organic impressions; single-day spike
awareness through a high-intensity cultural event, of 191%; trend holder on Instagram, x; mentions from

Netflix, WHO, Duolingo Wild Wings.

STRATEGIC DIMENSIONS FOCUS EXECUTION & OUTCOMES FOCUS

@ BUSINESS OBJECTIVE Awareness / Top-of-mind &2  TARGET AUDIENCE Gen Z + Digital Natives
E_l] VISUAL STRATEGY High-contrast, meme-driven visuals % HOOK ‘Duo Is Dead’ narrative shock
*  PSYCHOLOGICAL TRIGGER Curiosity / Shock CONTENT TYPE / e
::] ﬁ BRAND VOICE Copywriting / Dark humor
m ELETEORM tratagran, X; TikTok @ TIMING Real-time / Trendjacking
ﬁh COMMUNITY RESPONSE Mass participation, user-generated ~ d 3
emes anl BUSINESS IMPACT Massive organic reach
MARKETING LESSON Speed + Relevance = Cultural Win (‘_’j REPLICATION POTENTIAL High (Event-based)
(D) POTENTIAL RISK Overuse of shock can diluta impact {57  STRATEGIC TAKEAWAY Act fast. Own the moment.
L - . _ g
CAMPAIGN Three Tickets to Barbie
02 3 KCT Theater 2023
CONCEPT REPORTED IMPACT
Blend relevance through real-time tie-ups during Demonstrates branded tie-ins increase recall,
a peak cultural moment. drive consideration, and improve personal

connection with the brand.

STRATEGIC DIMENSIONS FOCUS EXECUTION & OUTCOMES FOCUS

@ BUSIMESS OBJECTIVE Brand Recall / Association &g TARGET AUDIENCE Young Fermales (13-25)
rﬂ VISUAL STRATEGY Pink-themed, playful visuals fib HOOK Barbie x Duslinge ticket giveaway
q’ PSYCHOLOGICAL TRIGGER FOMO / Social Belonging CONTENT TYPE / .
ﬁ BRAND VOICE Fun, trendy, collaborative tone
B PLaTFORM Instagram, TikTok
G} TIMING Barbie movie release week
& COMMUNITY RESPONSE High engagement via shares & comments
~ Increased engagement +
(i) MARKETING LESSON Align with culture, not just advertise gl EBYSINESSIMEACT brand affinity
Y87 POTENTIAL RISK Short-lived if not supported (0 REPLICATION POTENTIAL Medium-High (Tie-up based)
by sustained content
Y%  STRATEGIC TAKEAWAY Collab smart. Ride the moment.

Each campaign is mapped across 15 dimensions to extract learnings that are
systematic, replicable, and aligned with behavioral and attention economics.

'O Analytical Note
=

MIR-001 DUOLINGO MARKETING INTELLIGENCE REPORT CONFIDENTIAL
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CAMPAIGN

03 X X/ Twitter

OBJECTIVE

MARKETING INTELLIGENCE REPORT

‘Turnt Tuesday’

2023

© Parasocial intimacy construction through

mascot personification.

REPORTED IMPACT

PAGE 12 OF 21

/-][I” Hlustrates 'Digital Orality' — lowercase, non-standard

lexia signals peer status, reduces corporate distance.

STRATEGIC DIMENSIONS FOCUS EXECUTION & OUTCOMES FOCUs

BUSINESS OBJECTIVE
VISUAL STRATEGY

PSYCHOLOGICAL TRIGGER

COMMUNITY RESPONSE

MARKETING LESSON

@
th
&
X PLATFORM
&
(A
A

POTENTIAL RISK

CAMPAIGN

04 @ Instagram

OBJECTIVE

Brand Affinity /

Emational Connection

Mascot-led, playful

EXpression

Parasocial Bonding /
Social Presence

X {Twitter)

High engagement,

reply culture

Voice of the audience,

not the brand

Over-personification

may dilute brand cues

C/)" Fandom targeting through inside-joke
mechanics and cultural alignment.

@ BUSINESS OBJECTIVE
VISUAL STRATEGY

‘gj PSYCHOLOGICAL TRIGGER

(©) eLaTFORM

& COMMUNITY RESPONSE
[[] markeTING LESSON

/I POTENTIAL RISK

-@- Analytical Note

STRATEGIC DIMENSIONS FOCUS

Brand Affinity /
Community Growth

Meme/Inside-joke
friendly creatives

In=group Identity /
MNostalgia

Instagram

High saves, shares
& DMs

Cultural relevance >
product push

Niche reference may
limit reach

& TARGET AUDIENCE

f Hook

COPYWRITING /
BRAND VOICE

®© mmmG

£l BUSINESS IMPACT
£ REPLICATION POTENTIAL

¢ STRATEGIC TAKEAWAY

‘Taylor Swift ‘Nothing Lost in Translation”

REPORTED IMPACT

Gen Z + Digital Natives

Mascot voice, Tuesday
anticipation

Lowercase, casual,
conversational

Weekly (Tuesday)

Stronger peer connection,

brand warmth

High (Mascot-led cadence)

Speak like your audience,
not at them.

Mon-product content that builds brand affinity by
rewarding cultural fluency in the audience.

EXECUTION & OUTCOMES FOCUs

£ TARGET AUDIENCE

fy Hook

Q COPYWRITING /
BRAND VOICE

TIMING

©

BUSINESS IMPACT

REPLICATION POTENTIAL

QB

STRATEGIC TAKEAWAY

Taylor Swift fans /
Pop culture audience

Cultural moment +
Easter egg

Playful, insider,
relatable

Aligned with fan trends
& release cycles

Boosts affinity, engagement
& brand recall

Medium-High (Trend-based)

Win fandoms by
participating, not selling.

These campaigns map across 15 strategic dimensions to uncover what drives

engagement, virality, and brand impact — from content psychology to execution

precision.
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[ Content Intelligence

Why does Duolingo consistently generate engagement?

Campaign-level strategic analysis.

Ql

This page continues our deep campaign analysis across 15 strategic
dimensions. Each campaign is evaluated on objectives, impact,

execution, and behavioral drivers to uncover what drives engagement

and brand impact.

gl  5_Sccond Super Bowl ‘Glitch’ Ad
05 I:, Broadcast / Social + 2024

What This Tells Us

Duolingo’s content engine is built
on attention, cultural relevance,

and behavioral psychology —

executed with precision.

OBJECTIVE REPORTED IMPACT

=

@ Maximize attention capture and media u
1]

value at minimum cost within attention

Attention economics in practice: disruptive brevity
outperforms standard 30-second placement in both

economy constraints. cost efficiency and cultural conversion potential.

STRATEGIC DIMENSIONS FOCUS EXECUTION & OUTCOMES FOCUS

Attention Efficiency /

@ BUSINESS OBJECTIVE ; &R TARGET AUDIENCE
Media ROI
High-disruption,
[ wvisuAL sTRATEGY e L Hook
glitch visuals
@Ig PSYCHOLOGY TRIGGER Curiosity / Surprise / 6? COPYWRITING /
Cognitive Interrupt BRAND VOICE
Broadcast + Social
PLATFORM TIMING
(YouTube, X, TikTok) ®
High tion &
COMMUNITY RESPONSE e /ﬁ’ﬁ BUSINESS IMPACT
share velocity o
MARKETING LESSON Souis Dishpition= £} REPLICATION POTENTIAL

Attention Capture

= - -

Mass audience /
Sports + Culture viewers

Glitch effect in first
1-2 seconds

Minimal words,
Pure visual shock.

Super Bowl live window
(High attention spike)

High recall, earned media
& cultural talkability

High (Short-form scalability)

Too abstract may cause Own the first 5 seconds.
POTENTIAL RISK ; ﬁ( STRATEGIC TAKEAWAY s
message confusion Attention is the new currency.
A, This campaign exemplifies attention economics — a 5-second placement
'Q' ﬁna]y‘tical Note delivered higher impact than traditional long-form ads by leveraging surprise,
timing, and cultural relevance.
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7§ Strategic Recommendations

Evidence-based actions for startups, SaaS, D2C, and consumer

app brands. How to Read This Section
_ ; . Each recommendation includes
Each recommendation below follows the consulting standard format. All recornmendations : 3 : o
- = evidence, impact, feasibility, and
connect directly to findings in this report. Generic advice has been excluded. Confidence risk to help prioritize what matters
scores reflect evidence strength — not the author’s preference. most for growth.
. A A . s PRIQRITY
Build a Mascot with Narrative Lore, Not Just a Visual Identity m
Duo the Owl functions as a cultural protagonist —
@ OBSERVATION not a design element. The character has a dating ﬁ CONFIDENCE
life, villain arcs, and a parasocial relationship with High
millions of users.
Valentine's Day post: reported 19.9% ER;
? s DIFFICULTY
EVIDENCE Death of Duo: 140M impressions. @
High
(Source: Social analytics, campaign reporting) g
Most brands invest in visual identity without
& BUSINESS PROBLEM narrative investment. The result is a logo that @ TIMELINE
cannot participate in culture or create emotional 6 — 18 months
switching costs,
Any brand with a recurring character or visual
@ OPPORTUNITY element can develop lore that converts passive
awareness into active community membership.
Define your brand character's personality,
Iﬁ RECOMMENDATION traits, flaws, relationships, and at least one
‘villain arc’, Build a narrative that evolves
across platforms over months, not campaigns.
; ; 5 RISK
Higher organic reach; measurable parasocial A

retention; lower CAC through earned media. Character lore requires long-term

=X

EXPECTED IMPACT consistency. A single tonal inconsis-

Timeline to meaningful results: 6=12 months

i tency — especially across platforms —
breaks the parasocial bond and triggers

‘Silence, Brand® rejection.
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78 Strategic Recommendations

Evidence-based actions for startups, Saa$S, D2C, How to Read This Section
1
and consumer app brands. o Each recommendation is backed
= = observation, evidence, impact,
Each recommendation below follows the consulting standard format. & = P Y 4 : .
. : i = ; feasibility, and risk to help prioritize
All recommendations connect directly to findings in this report.
] . what drives the most growth,
Generic advice has been excluded. Confidence scores reflect
evidence strength — not the author's preference.
R2 Treat the Comments Section as a Primary Creative Brief ELGENE HIGH
OBSERVATION Duelingo’s most viral content is reactive CONFIDENCE
@ sourced from user comments rather than ﬁ L
planned content calendars. High
6-day concept-to-execution cycle
EVIDENCE DIFFICULTY
documented by Zaria Parvez. @
Valentine's Day thirst trap directly Medium

requested by a user comment.

BUSINESS PROBLEM Most brands use social media as a
broadcast channel and treat comments @ TIMELINE
as a customer service obligation,

B> m

iy 0-3 menths
not a creative input.
=+ OPPORTUNITY L!ser comments cc.ntain the 'hughest-
(] signal data on audience desires
available to any brand — at zero cost.
Assign dedicated resources to monitor
RECOMMENDATION .\ ents daily for content triggers.
ﬁ Set a maximum 72-hour reactive
content window. The comment |5
the brief.
EXPECTED IMPACT  Higher engagement rates; reduced content RESK_ )
/'1 preduction cost; audience co-authorship & Reactive content requires
ol mature brand voice. Misreading

increases brand loyalty and reduces churn,
a comment produces content

that feels tone-deaf — which is
worse than no response,

R3 Design Product Friction as Brand Personality LI MEDIUM
OBSERVATION Duelinge’s mest anneying product CONFIDENCE
@ features = persistent push notification — *
became its most valuable marketing Medium-High

asset through the ‘Evil Owl’ narrative.

EVIDENCE ‘Evil Duslinge Owl' merne emerged organically DIFEICULTY
@ from user frustration. Dualinge amplified @
rather than softened it. Result: engaging Medium

viral lore cycle.

Most product teams treat friction as a

problem to eliminate. Duclingo converted ® TIMELINE
friclion‘imo personality — a different 3-6 months
strategic frame.

2 BUSINESS PROBLEM

Every product has features users complain

@ OPPORTUNITY about. Those complaints contain brand
narrative potential that currently generates
only negative sentiment.

Map the top 3 user complaints about your

ﬁ RECOMMENDATION product, Identify which could be reframed
as a brand personality trait. Test one
through a single social content experiment.
~ EXPECTED IMPACT Reduced net negative sentiment through RISKI ,
b | reframing; new organic content pillar; i j 5 Requires deep preduct-marketing
brand differentation in a crowded market. alignment. Mishandled, it amplifies
rather than neutralizes negative
perception.
These recommendations translate behavioral insights into actionable, evidence-backed
? Key Takeaway strategies. Prioritize based on impact potential, effort, and alignment with your

brand's growth stage.
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74 Strategic Recommendations

Evidence-based actions for startups, SaaS, D2C,

R4

il

? Key Takeaway

and consumer app brands.

Implement Platform-Specific Voice Registers,
Not a Unified Brand Voice

OBSERVATION

EVIDENCE

BUSINESS PROBLEM

OPPORTUNITY

RECOMMENDATION

EXPECTED IMPACT

Duolingo maintains fundamentally different
content registers across platforms — a
strategy that aligns with Stratifed
Performance.

Analysis suggests approximately 86.4% of
Facebook posts use Standard English
register; TikTok content is almost entirely
lowercase ‘unhinged' format.

(Source: Platform content analysis)

Maost brands enforce a single voice across
all platforms, sacrificing platform-native
relevance for consistency. The result is
content that feels ‘copypaste’ everywhere.

Platform-specific content optimization can
significantly increase engagement rates
without additional audience investment

or budget.

Map audience demographics per platform
separately. Define distinct tone registers
for each. Train content teams on
platform-native behavior signals.

Higher platform-native engagement;
broader audience reach without brand
fragmentation. Measurable within 60-90
days of implementation.

Accept Measured Negative Sentiment
as an Organic Growth Signal

OBSERVATION

EVIDENCE

BUSINESS PROBLEM

OPPORTUNITY

RECOMMENDATION

EXPECTED IMPACT

Campaign analysis suggests Duolingo
tolerates moderate negative sentiment

in exchange for higher organic algorithmic
reach. This appears intentional rather
than accidental.

Available evidence from social monitoring
indicates polarizing content consistently
outperforms "safe’ content on reach
metrics. Note: internal sentiment
tolerance targets are not publicly
disclosed.

Most brand teams optimize for zero
negative sentiment, producing content so
‘risk-averse’ it generates zero organic
engagement. Safety produces stagnation.

Taking a consistent, mildly provacative
brand stance creates the polarization
necessary for organic algorithmic reach —
without the cost of paid distribution.

Define one brand opinion worth defending
publicly. Express it consistently. Do not
retreat under moderate pressure. Measure
reach impact against sentiment cost.

Higher organic reach; stronger brand
identity; audience polarization functions as
an algorithmic growth lever.

A

How to Read This Section

Each recommendation is backed

by observation, evidence, impact,
- feasibility, and risk to help prioritize
what drives the most growth.

RSl HicH |

CONFIDENCE
High

DIFFICULTY
Medium

TIMELINE
1=3 months

RISK

Requires tight editorial governance.
Without it, platform differentiation
becomes genuine brand contradiction.

rriorTy ([

CONFIDENCE
Medium

DIFFICULTY
Medium

TIMELINE
3-12 months

RISK

Requires explicit C-suite alignment
before implementation, A single
mishandled controversy without
institutional support can escalate
rapidly.

These recommendations translate behavioral insights into actionable, evidence-backed
strategies. Prioritize based on impact potential, effort, and alignment with your brand’s

growth stage.
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Actionable lessons and strategic

Execut've PIaYbOO k O/b Purpose of This Section

What should another brand do tomorrow? guidance distilled from our analysis

. to help brands make smarter
Lessons, roadmap, KPls, and common mistakes. K

decisions—faster.

Q TOP 10 EXECUTIVE LESSONS

Category Redefinition Beats Category Improvement
L01 @ Duolingo did not build a better language app. It redefined the category from 'language learning’
to ‘productive entertainment”—expanding TAM and changing who the competition is.

. The Mascot is a Business Asset, Not a Design Choice
L02 D[ll] Duo generates measurable business value: reduced CAC, increased retention, earned media,
and diversified brand leverage in D2C, IPL, and brand guidelines.

Organic Virality is an Architecture Decision, Not Luck
L03 ? ﬁ Duolingo's sccial results are the output of structural choices: radical creative autonomy, 6-day

execution cycles, comment-section listening, and tolerance for polarizing content.

Product Features and Marketing Assets Can Do the Same Thing

LO4 The streak is simultaneously a retention mechanism and a viral marketing trigger. Push notifications
are simultaneously a preduct touchpoint and a brand personality asset.
Loss Aversion Outperforms Achievement Motivation

LO5 FOSL (Fear of Streak Loss) is more durable than ‘earn badges.’ Design for what users fear losing —

not just what they hope to gain.

Structural Agility is as Valuable as Creative Quality
A company preducing better content but unable to execute in 6 days will consistently lose cultural

LO6

D | @& |2

relevance. Speed is a structural moat.

Polarization Drives Algorithmic Reach

Available evidence suggests that content generating 15% negative sentiment alongside 85% positive

LO7

&2
e:u..l

reaches a significantly larger audience than uniformly ‘safe” content.

Platform-Native Behavior Doubles Engagement at Zero Additional Cost
LO8 Q Distinct voice registers per platform (ultrashort TikTok vs. formal Facebook) is not inconsistency —
it is sophisticated audience segmentation through content.

Al Changes the Supply-Side Competitive Calculus
L09 iz‘} 168 courses in one year vs. 12 years previously. For any content-intensive business, generative Al is
not an efficiency teol — it is a market-structure disruptor.

Social Media ROl Must Be Measured Against CAC, Not Vanity Metrics
L10 |M An 11% engagement rate matters because it translates to an estimated 15-20% CAC. Engagement
metrics disconnected from acquisition cost or retention are not strategic KPls.

These lessons are not just insights—they're leverage points.

Executive Takeaway Apply them, measure impact, and build sustainable competitive advantage.
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Use the lessons below to act smarter,

m Executive Playbook L WA et

hat d anot . t rrow’? :
What should another brand do tomorrow? Maastirenihalirratiers. and avild

Lessons, roadmap, KPls, and common mistakes. the most commeon strategic traps.

il KEY METRICS SNAPSHOT
|

METRIC | DUOLINGO BENCHMARK / CONTEXT ‘ IMPACT |
11% average engagement rate 15-20%+ CAC often comes ; ” <
00 ! " High (Drives organic
& Engagement Rate across major social platforms from engagement-led HIGH

wih & effici
(2024) acquisition. STt Siekec)

~15% negative sentiment

3

r 3 k- Safe content brands avg. High (E d h
@ Negative Sentiment  tolerated (polarizing content ; i 9 igh{Expsinels relac HIGH
<5% negative sentiment. beyond safe audiences)
strategy).
Content 6-day content execution Industry avg. content cycle: High (Enables trend HIGH
Production Speed cycle from idea to publish. 2-4 weeks. capture & agility)
Platform-Native Distinct voice registers per Most brands use one High (2x engagement HIGH
Strategy platform (TikTok vs Facebook). voice everywhere. at zero extra spend)

[l ROADMAP AT A GLANCE

PHASE | FOCUS | ACTION ‘ TIMELINE

Define brand personality, audience personas,
Phase 1: Foundation Build Strategic Clarity p P 4 | P 0-30 Days
tone registers, and content pillars.

Implement platform-native strategy, rapid content
z::]

Phase 2: Execution Build Content Engine 30-90 Days

& W

cycles, and community listening loops.

18

Double down on top-performing formats,
5:5]

Phase 3: Optimization Scale What Works ; 5
A/B test messaging, and refine based on data.

90-180 Days+

=
]
)

WHAT NOT TO DO (AVOID THESE MISTAKES)

Chasing Vanity Metrics Likes and followers don't pay the bills. Focus on CAC, retention, and LTV instead.
Using One Voice Everywhere Each platform has its own culture. A unified voice kills engagement.

Over-Optimizing for Positivity Trying to be loved by everyone = loved by no one. Controlled polarization scales reach,
Slow Content Cycles Trends move fast. Slow execution = missed moments & lost relevance.

Ignering Community Signals Your audience tells you what works—listen before you create.

EXECUTIVE TAKEAWAYS NEXT STEPS

Act on behavioral insights, not assumptions. Run a brand voice & content audit across platforms.

Design for attention, tension, and trend—not perfection. Map audience tone registers & define platform behaviors.
Embrace polarizing creativity to expand cultural reach. Build a 30-day content sprint plan with trend hooks.

Build systems that are fast, flexible, and feedback-driven. Set KPI dashboard: CAC, engagement rate, retention, reach.

LK PR D

Measure what drives growth, not what looks good in decks. Review, learn, iterate — and scale the winners.

00000

THE BOTTOM LINE

Duclingo’s growth isn't luck — it's a system. The brands that win tomorrow will turn insights into action
faster, create with courage, and measure what actually matters.
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