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ENHANCING MARKETING OUTCOMES THROUGH
NG COLLABORATION
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HEAIIII% Background: o jective:

MDC Marketing Firm, a pioneer in providing strate- Our primary goal was to create a seamless collaboration between
gic and effective marketing strategies, was set to Bogues Group and MDC Marketing internal marketing team to:
unveil a revolutionary hospitality campaign for
their client aimed at highlighting community
investments and a new online ordering app
focused on streamlining customers' experience. 2. Drive targeted awareness and interest in the new online
To maximize the impact of the launch, MDC ordering app.

Marketing engaged our public relations agency,
Bogues Group, to work in close partnership with
their internal marketing team.

1. Elevate the client’s brand visibility and credibility within the
hospitality sector.

3. Enhance overall marketing effectiveness through strategic
PR support.

[;'i@g Strategy:

® Maedia Relations and Social Media: Crafting press releases,
securing media placements, social media management and

1. Integrated Planning: G . ; ,
g g facilitating interviews with key executives.

We initiated a series of collaborative workshops
with the internal marketing team to align our
strategies, share insights, and establish shared
goals. This included:

® Influencer Engagement: Identifying and engaging with
hospitality influencers and industry experts to broaden reach
and credibility.

® Event Promotion: Supporting internal marketing's event

® Defining key messages and target audiences. S : ) : :
initiatives with strategic PR-driven outreach and media coverage.

® Coordinating campaign timelines and
deliverables. 3. Collaborative Execution:

® Establishing metrics for evaluating success. ® Unified Messaging: Ensured consistency in messaging across

2. Leveraging PR to Amplify Marketing Efforts: PR and marketing channels, reinforcing key points about the

new online ordering app and its benefits.
While the internal marketing team focused on

digital campaigns, content marketing, and ad ® Cross-Channel Promotion: Coordinated efforts to cross-promote
support, Bogues Group provided additional marketing materials and PR content, driving traffic and
support through: engagement across platforms.



. Execution:

. Media Relations:

Bogues Group developed a comprehensive media
outreach plan, including a well-crafted press release
and pitch materials. We secured placements in
major hospitality publications and facilitated interviews
with the clients' key spokespersons. This media
coverage was instrumental in generating initial buzz
and establishing credibility.

. Influencer Engagement:

Identified and engaged with prominent hospitality
influencers who reviewed and endorsed the new
online ordering app. This partnership helped amplify
the app’s reach and provided authentic endorse-
ments to build trust with potential customers.

. Event Promotion:

Collaborated with the internal marketing team on
events by handling PR aspects such as pre-event
media invitations, securing press coverage, and
managing post-event follow-ups. Our efforts
contributed to a successful event that attracted
significant media attention and industry interest.

. Content Synchronization:

Results:

. Increased Media Exposure:

Achieved coverage in over 20 hospitality and philanthropy
media outlets, including prominent industry publications.
This resulted in an estimated 1 million media impressions.

. Enhanced Brand Visibility:

The integrated approach led to a 35% increase in website
traffic and a 25% increase in social media engagement.
The cohesive messaging helped establish the hospitality
client as a thought leader in the hospitality and nonprofit
sector.

. Successful Event Outcomes:

Each event received extensive media coverage and positive
reviews from industry experts. Attendance exceeded
expectations, and follow-up surveys indicated high levels of
attendee satisfaction and interest in the new online
ordering app.

. Effective Influencer Endorsements:

Influencer reviews and endorsements generated positive
buzz and contributed to a 30% increase in product inquiries
and leads.

Developed joint content strategies to ensure that PR articles and blog posts complemented internal marketing's
content. This approach maximized exposure and reinforced the messaging across various channels.

Conclusion:

The partnership between Bogues Group and MDC Marketing internal marketing team demonstrates the significant benefits
of a coordinated approach. By aligning PR and marketing strategies, we were able to amplify the impact of the product
launch, drive greater awareness, and enhance overall brand positioning. This case study highlights the value of integrating
PR efforts with internal marketing initiatives to achieve superior results.

By embracing a collaborative approach, PR and internal marketing teams can leverage each other's strengths to drive
remarkable outcomes and achieve shared objectives.

Bogues Group help you with your next project,
visit www.boguesgroup.com and connect with us at Bogues Group




