“Wisdom is'not a product
of schooling, ‘but of the lifelong
attempt to acquire it.”
ALBERT EINSTEIN

Use it or Lose it!

PR works better when you make it work for you...

OK, so you have a public relations
programme. But why stop there? Your
initial investment can be made to work
harder and smarter by exploring ways in
which PR can be integrated with other
marketing disciplines.

One simple way could be to link in editorial
with other channels of communication -
articles can be made to yield greater results by
being reused in ways which are both beneficial
and cost effective.

Magazine features can be used as sales
support material. For instance, a double page
spread can be reprinted as a glossy four page
flyer, incorporating the journal’s mast head as
the front page for extra credibility. You can add
information such as contact names, phone
numbers and e-mail and web-site details.

Editorial, particularly feature reprints of
‘blue sky’ articles, comment-pieces or case

Great career move as
we link up with Coutts

Career development and outplacement
specialist Coutts Consulting Group has
linked up with Bradley O’Mahoney PR
to form the first alliance of its kind in
the north of England.

The move provides clients with the expertise
needed to manage the media and communicate
with employees during difficult times.

Bradley O’Mahoney PR will provide support
for Coutts’ northern offices in Newcastle, Leeds,
Manchester and Liverpool.

Coutts assists its clients with a range of
services including change management and
career development. The firm advises clients
when their reputation is under threat by
the announcement of redundancies, factory
closures or organisational change.

Coutts Director North Brigit Egan said:
“Through open and managed communication, a
company can counter negative publicity, while
recovering its market place position much more
quickly. It is this level of assistance which we
can offer to clients through the alliance.”

studies, will provide high impact, low cost
material for use as direct mail material,
exhibition support literature, information for
inclusion in conference delegate packs and
advertising bounce backs.

News stories and other relevant editorial
can be edited and reused, for example, as part
of an internal communications programme or
included in external company communications,
notably customer, investor or stakeholder
newsletters.

Suitably adapted, the editorial should be
added to your web-site — providing journalists
with another easy way of accessing and
downloading ready-made material about your
company.

Consider the possibility of using press
releases themselves as mailers to selected
customers. This will make them feel more included,
bringing important people into your confidence.

Daniel O'Mahoney

Communicating in times of change was
the theme when partner Daniel O’Mahoney
gave a presentation to northern business
leaders at a Coutts Consulting Group business
briefing seminar.

Daniel said that all company executives
needed to be prepared to communicate
important and difficult messages during times
of change - even if few relished the task.

He drew on his experience of handling crisis
management issues for various clients to
provide practical advice on handling major
announcements, press conferences, managing
the media and communicating with staff,
customers, suppliers and unions.
® If you would like to know more about
communicating in times of change contact
Bradley O’Mahoney PR partner Daniel
O’Mahoney on (0191) 281 8833, or email
danielomahoney@bradleyomahoney.co.uk



You can see
us online too
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Catch more about Bradley O’Mahoney
by clicking on-line and visiting our web-
site www.bradleyomahoney.co.uk

The site contains the latest news and
information about our range of services
and on-line case studies highlight the
work we provide for clients. Read
Daniel O’Mahoney’s regular Journal
column, where he discusses topical
issues, download clients’ press releases
and find out more about jobs at Bradley
O’Mahoney.

Another important feature is an online
press release database which allows
journalists to access and download the
latest information from consultancy clients.

New comms
strategy win

Bradley O’Mahoney’s public sector team is
keeping busy. As well as being appointed
to help Newcastle City Council find
commercial sponsors for its New Year’s
Eve festivities the consultancy has won a
brief from a major local authority to
develop its communications strategy.

“The need for all public sector bodies
to carry out Best Value reviews of their
activities has put the spotlight on the need
to communicate to key stakeholders”
said Richard Simpson.

...And don’t
forget the picture

A recent survey of newspapers and
magazines by PR Week - the PR industry’s
trade magazine — has confirmed that a
good picture can make the difference
between a story being spiked or splashed
on the front page.

This is view that we have long
subscribed to at Bradley O’Mahoney.
Wherever appropriate we advise clients to
use good photography to improve the
quality of editorial coverage because when
it comes to getting your message across
a picture really does speak more than a
thousand words.

exhibition alight!

Depending on your view point, the prospect
of putting together your company’s stand at
this year’s must-attend ‘World Widget Show’
will either strike terror deep within your soul
or offer up a mouth-watering opportunity to
show off your organisational and artistic flair.

Whatever the case, here are some tips
to help you avoid making an exhibition of
yourself and to get more from your investment
when it comes to show time.

B Provide words and pictures to the magazines
planning exhibition previews. This helps to gain
pre-show interest in your product.

B Look out for special surveys being carried
out by the national newspapers in conjunction
with shows, and liaise with the features editor
to offer a contribution or article.

B Set-up interviews between key journalists
and your senior personnel on the stand or in the
show press office.

M Ask the show organisers if there will be
an exhibition newsletter. If so, negotiate
contributions or suitable sponsorship.

B Consider the value of speaking opportunities
for you or your colleagues at seminars or
conferences linked with the show. Prepare

conference papers, scripts and presentation
material well in advance — don’t leave it until
the last minute!

B Find out about other suitable promotional
and sponsorship opportunities which will
raise your profile at the show and promote
your products.

B Prepare a sufficient quantity of press packs.

B On the press day — usually the first day of
the show - liaise with key journalists and try to
get them to visit your stand and meet your
people. Arrange interviews on the spot, or if not
possible, at a future date.

B Once the show is over, follow up with
opportunities for coverage - for example,
announcing new contracts or record number of
stand visitors etc.

B Start planning for next year’s show!

Bradley O’Mahoney has considerable
experience in identifying, organising and
managing events that reflect your strategic
ambitions and objectives.
® For further advice contact Marie Jones,
business development manager or senior
consultant Andy Bruce on (0191) 281 8833.
email: mariejones@bradleyomahoney.co.uk



Putting clients
In the news E

Prospective clients often say: OWe have heard
of PR but what do you actually do?O Well,
in this regular column we hope to give to you
an insight into our world. Here are a few
examples of the media work handled by
Bradley OOMahoney.

Take a giant penguin called Jake and put him
in a shopping centre and youOve got a great photo
opportunity for the local newspaper. This is what
Bradley OOMahoney did for British Gas to support
a safety campaign around the North of
England. As well
as organising an
actor to step into
the penguin suit
and photography,
the consultancy
pre-warned local
media and provided
them with a photo.

The result was very successful with JakeOs
beak appearing on the pages of many local
newspapers in the region. Here is just one example
from the East Cumbrian Gazette.

The Newcastle Marriott Hotel at the

MetroCentre gained
superb publicity for its
new Mighty Mites club
for parents and babies.
ItOs a great service, one
of which the Marriott
is justifiably proud, and
the Evening Chronicle
thought so too.

The consultancy also notched up quick
success for Wallsend-based Analytical
Environmental Services (AES) who wanted to raise
their profile. It is a great company with an
interesting story to tell
after ten years
in business.

This cutting
with a picture
of directors and
staff appeared
in The Journal.

But donOt get the impression that Bradley
OOMahoney is a regional public relations company.
We work for companies all over the country
and tackle national and trade issues.

Here, for example, are two cuttings for
Beck & Pollizer, a UK company with a global
outlook. The first from the Financial Times gives
chief executive Jim Foxall a superb platform while
the second from Professional Engineer magazine
places the story directly in front of a readership
which would require the
companyOs services.

Stay Positive

It® time to stay positive.

All around us there is bad news B
factory closures, redundancies and
cut backs appear to be the order
of the day. However, while the media
is full of doom and gloom we must
not forget that there are a
tremendous number of companies
doing very well.

home-grown companies that are
making a real impact in the market.
They are a credit to the region
and collectively employ thousands
of people.

However, they are just the tip of
the iceberg. The region B and the
wider country B has hundreds of
companies that are doing extremely
well but prefer to keep a low profile.

Contract wins, joint ventures, Bv Tonv Bradley. Chairn/éé!
new appointments, the opening of gf theylnstitutey,of Public Let® relegate the bad news to

fresh markets and the launch Rgjations North EastGrEhLﬁJ inside pages D by making it a
of new products should all be priority to provide the media with
communicated to the key media read by those positive news about your business.

audiences that are important to a company. I look forward to reading all about it.

Good news reflects a positive image for a Tony Bradley can be contacted about
business and instils confidence in customers, the Institute of Public Relations or other
staff, suppliers, indeed all stakeholders. PR matters by e-mailing him at

The recent North East Business Awards  tonybradley@bradleyomahoney.co.uk, or
2001 provided an insight into some of the many calling (0191) 281 8833.

-We could do a job for you, too -

Bradley O Mahoney Public Relations is
one of the North East ® leading public
relations companies offering PR-centric
communications solutions.

Gas, Warburtons, Marriott Hotels, Federal
Signal, Sanderson Townend & Gilbert,
Stagecoach and New Century Inns.

From strategic thinking to tactical

We employ a number of experienced
consultants who have considerable
experience of designing communications
programmes and projects for a diverse
range of clients spanning the corporate,
consumer, service, manufacturing and
industrial sectors.

These include English Partnerships,

Express Group, Newcastle City Council,
Royal Institution of Chartered Surveyors,
Beck & Pollitzer Engineering, Arup, British

Bradley
OOMaho

Public
Relation

implementation, Bradley O@ahoney offers
a comprehensive range of communications
services which include media relations,
sponsorship planning, corporate identity,
seminars, multi media, advertising, newsletters
and publications, online services, print
and production.

If you would like further information or an
informal meeting with a consultant, please
call Marie Jones on (0191) 281 8833 or
e-mail mariejones@bradleyomahoney.co.uk

Bradley O Mahoney Public Relations,
56 Jesmond Road West, Newcastle upon Tyne NE2 4PQ
Tel. (0191) 281 8833 Fax (0191) 281 4954
Email: info@bradleyomahoney.co.uk
Web: www.bradleyomahoney.co.uk




