WORLDSITES PUBLIC RELATIONS

MANUAL

What is Public Relations?

In a nutshell, Public Relations is getting editorial coverage of an event, product or person. The importance of public relations should never be underestimated. When the interest of local media is tapped an Internet Consultant establishes the credibility of having an independent third party declaring that what they are doing is unique and worthy of attention in the greater community. Public Relations is also an excellent source for new business sales leads.

For many people the distinction between editorial coverage and advertising is non-existent. Having said that, the difference is real, and when it comes to media, what you don’t pay for is far more valuable than what you do pay for. When buying an ad you are in control. You pay for the size of the ad you want, and you decide the words you want to use. But the public can tell the difference between a paid advertisement and a legitimate story in print, radio or on television.

When approaching the media for a story, you are not totally in control. While this presents a few challenges, the rewards are worth much more than any kind of paid advertisement can ever bring. Remember that when seeking out media attention you are looking to get the all important third party endorsement that what you are doing is newsworthy. However, convincing media organizations that what you are doing is newsworthy can be difficult. 

So how does one go about getting editorial coverage? Well, the simple answer is you have to have news. Good press is great publicity. 

What is news?

This is the big question, and one that can be very difficult to answer, as newsworthiness changes from country to country and even from journalist to journalist.  What might be news to you may have zero appeal to the media in your area.  That is why it is important when looking for coverage to always separate yourself from your role as an Internet Consultant. Look at what you are doing from the perspective of a disinterested third party. If you were not a Worldsites Consultant, would you care? If the answer to this is yes, then by all means go forward.

Currently the media is having a hard time finding the real news in our wired world.  This is evident in the types of stories making their way into the paper. The easiest story to write is about how much money is being made. Make the case that you are making other people money, and you may have a story. Selling yourself as the story may be very hard unless you have an interesting angle. 

As with selling any Internet Business Solution, your first priority when seeking out publicity, should be to researching the media in your area. This will help you to understand what kind of news different outfits are looking for. 

At this point in the Internet revolution there are literally hundreds, if not thousands, of companies trying to establish themselves as interesting enough to warrant serious media attention. The only way to make your venture stand out is to make your story more interesting than the others. 

One final consideration regarding news. When sending media information, a balance is always important. News about your Worldsites franchise may be exciting to you, but have little or no news value to the audience at large. However, things like the World Merchant System, Search Engine Optimization, and Live Call hold general interest as Internet tools and consequently give your story a broader appeal for one very important reason – you are capable of providing a benefit to the audience. In the media’s eye this is a good thing. So any time you can provide some kind of benefit to readers, or viewers, the chances of you securing a story are very good.


Research your media

At some point you have to define yourself as really interesting and move ahead. Don’t be afraid to call up the media. You will need to find out who in your area is covering the Internet. Talk to this person and feel out whether they are interested in your story.  Treat this call as you would a first contact situation with a client. Don’t be afraid to ask them what kind of stories they are interested in, and if there is anyone else in the organization who would be interested in your story.

After a while you will develop a sense of who in your area would be interested in specific stories you are pitching. Keep notes on who you have talked to. This will be important when you are putting together a media contact list.

As it grows your media contact list will be an invaluable tool for publicity, as you will be better able to target specific media outlets that are receptive to your message.

Where to start?

There are a couple of ways to begin getting media attention in your area. The most important is putting together a proper media kit.

Key ingredients:

· Use the Worldsites color folder, and information package as a base. This will present the company as a professional organization worthy of attention. You need only send this package with the first release, as they are very expensive, and most reporters will keep the first copy you send on file.

· Send a covering letter with your News Release. In non-editorial terms tell your contact what you are trying to say. This will make your contact with the media more personal. As such your letter should be a little less formal than your official News Release. News Releases are corporate documents. Put only information in them that can be quoted. A letter is ‘off the record’ and can be a bit more candid. 

· Include news stories from around the world (a couple of stories are fine). In doing this you demonstrate to local media your organization is indeed newsworthy, as a representative of an internationally recognized network of Internet Consultants.

How to write a News Release?

The first thing to remember when setting out to write a News Release is that in many major metropolitan areas, the average reporter is inundated with over 150 releases each week. Obviously with this type of competition it is vital that your release should stand out from the others. Something as simple as changing the title of your release from Press Release to News Release will get a reporter to look at your story. 

As strange as it may seem, even the press doesn’t like being referred to as “the press.” Avoid this mistake and you may just pass one of the most important hurdles to getting your story out of the office and into the paper.

Secondly, many releases to the press, leave a reporter asking “where is the news?” Whenever, you are putting together a news release ask yourself the same sort of question. If you had never heard of Worldsites, would you consider this to be a story. If yes go for it. If no, save your capital until you have something important to say.

A news release should be written like a news story. Read the media in your area, and familiarize yourself with the style of writing. There are also many books on the subject. Write your release to reflect this style. The easier it is for a reporter to make the translation from your release to the newspaper, the more likely it is your story will find its way into the paper.

Elements of a proper News Release

Every News Release should contain a who, what, where, why, when, and how. Each one of these questions should be answered briefly in the release. However, don’t give away every detail. Leave the reporter asking for more information. Journalists are naturally curious. Arouse curiosity and you are very likely to generate interest.

Newspaper stories are written in what is commonly refered to as the inverted pyramid style. What this means is the most important information is at the top of the story! As you read down the story the information decreases in importance. All news stories are written like this. So if you’re presenting a news release – it’s to your benefit to provide this recognised style.

· WHO – is the release about?

Every News Release must clearly define who the release is about. It is important to state who you are. Defining yourself locally and  establishing your relationship to the worlds largest network of Internet Consultants through Worldsites will give you appeal on two fronts. Firstly, you are the local connection to international e-business solutions success story. And secondly you are helping the businesses in your community into the next epoch of world commerce.

· WHAT – is the news angle here?

Each News Release must state clearly what you have that is newsworthy. An example may be the announcement of your arrival as Internet Consultant. What are you offering? You are offering business in your community an opportunity to plug into the Internet revolution through innovative products and Worldsites’ commitment to thinking globally, while acting locally. What is the City Builder and the Global Gateway? 

· HOW – will this benefit the readers or viewers of this media?

It is important to make the case about how your announcement will affect the local community in a positive way. In essence that’s the very thing that will make it ‘news.’ How are you, as a Worldsites Internet Consultant, different than other Consultants in your area? What unique insights into the Internet do you bring to the table that a reporter will want to share with their audience?

· WHY – is this news

Why is it an important opportunity for local business to get on the Internet. And what can you define that sets Worldsites apart from the pack? These are questions you will need to be able to answer.

· When?

A time is important, as it requires the reporter to look at your release as actual news, as opposed to a “puff” piece that can be run at any point. Time sensitivity equals importance at a media outlet.

Contacting Media

First you have to define what is media you your area. Generally media is either print or electronic. The best way to go about this is to pick up copies of all the newspapers available to you in your area. Call them and ask them who the assignment editors are, or who the reporters are that cover Internet related stories. The next thing to do is go through the phone book, and call the radio stations. Again, find out if there are any television or radio programs that are targeted specifically towards Internet or business interests? Cable stations are featuring – more and more technology, Internet and business news, so don’t forget them.

Can you get on a show as a new entrepreneur working within the community to bring the power of the Internet to local business? This is an angle you can work with many radio or television stations

Another consideration to think about is how you will contact the reporters or editors who will be covering your story. Some media outlets prefer not to be contacted through fax. Make sure you know how local media likes to get releases. Ask the questions:

“Are faxes okay?”

“Would you like email? Can you deal with attachments?”

These questions are vital in determining whether your release gets read, or gets tossed.

Talking to the media

This may be the hardest part of the process. Once you have determined you have a legitimate story, put together a release and send it to your media list. Give it a day or so, and then follow up with a phone call.

At this point ask whether or not your contact received the release, and if they have had an opportunity to review the contents. Do they find it relevant to the kind of stories they are looking for? Is it interesting? Would they like to pursue it as a story? If not, try to clarify specifically what type of story would be of greatest interest to your contact. 

Realistic Expectations

Understand that not every release you send out will automatically lead to a story. For every story that makes it into a newspaper, there are dozens that don’t. It is important not to get discouraged if after two or three releases you are not generating interest within your local media. 

At this point step back, and take another look at your media. Would the stories you are pitching fit with the other stories in the paper? Maybe you will have to further refine your definition of news to fit with the editorial interests of the newspaper. You might begin targeting specific parts of sections within the paper or magazines. Is there a “business briefs,” part that has small mentions of the goings on at local businesses? If after a while you are still not getting any action, send the releases to home office, for an analysis.

How to Merchandise your media coverage

Getting media coverage is not an end in itself. When you get a story in the local paper, clip it out. It becomes a valuable tool in your overall marketing strategy. Collect your clippings, and bring them to client meetings to show that you have been legitimately endorsed. Indeed it may be a good step to send your clippings out to all your clients, in order to let them know what Worldsites is doing, and how some of our new products and services my benefit them.  Clients like getting articles sent to them. It shows you’re thinking of them and their business.

Finally, scan whatever media attention you receive and send it to Home Office. We will gladly offer IC Miles for every story submitted, because your continued success looks good on us!

Sample News Release:

Here is an example of the 5W’s required in all News Releases.  It takes some practice to get the format down, but if you keep focused on answering the Who, What, When, Where and Why questions – you  won’t go wrong and more importantly you will be  able to communicate to media in a format they accept and understand.

NEWS RELEASE

Worldsites introduces World Merchant System 2.0, an effective, affordable and easy to use e-commerce solution for small and medium sized business

(Contains WHERE, WHO, WHEN and partial WHAT. It’s ok to repeat info from headline in first paragraph of the release)

MISSISSAUGA–January 13, 2000 – Worldsites, developers of specialized Internet marketing strategies, is pleased to announce the launch of World Merchant System 2.0 (WMS), a complete web site utility for setting up e-commerce on the Internet.  
(More WHAT) Developed with the latest in iHTML technology, World Merchant System is not a web site though it can be installed into any existing web site, providing business with  full, secure e-commerce capabilities at a fraction of the cost normally associated with e-commerce set-up.  WMS comes as a bundled package of applications with all the necessary elements to open a store online and on budget.

(The WHY component – very meaningful!) “You wouldn’t think of purchasing a word processing program, and then paying extra to get the features that make it run,” explained Peter Bouchard, title, Worldsites. “That’s the approach we took with the World Merchant System 2.0.  This bundling of technology can save individual small businesses thousands of dollars in start-up fees without compromising security, features, or ease of use.”

(More WHAT AND WHO) Worldsites is able to make this offer to clients because they are the number one Internet services franchise company in the world, (according to Entrepreneur magazine, March 1999, 20th Annual Franchise 500).  In the service of their worldwide network of Internet Consultants, (currently numbering 250) Worldsites is continually developing Internet marketing strategies and products that will be used and amortized across the increasing volume of clients they service world wide. As part of a new site, or merged with an existing one, the WMS, is packaged with the tools small business needs to succeed, at an affordable price. This is the Worldsites advantage. 

(WHY) World Merchant System 2.0 features include:

· Searchable database with admin section

· Customer Service components via Intuitive Marketing Technology

· Detailed sales reports

· Shipping and multilevel tax calculations

· Personal shopping cart feature

· Credit card ready

· Secure Pages with SSL (Secure Socket Layer)
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· Inventory Control

· Banner Sales and management

· Self administrating and updates

· Expandable size flexibility, depending on your needs

 (WHERE) See these features in action at  the WMS model store. Browse around and see how easy the World Merchant System makes e-commerce to add to your site.

www.worldsites.net/demo/wms2   www.worldsites.net/demo/wms2/admin
As with all Worldsites products, when a client chooses a Worldsites professional, they are choosing a world wide network of experts, working together to provide an unparalleled level of Internet assistance. Their talented team of graphic design experts and coders, will customise the features of the WMS to meet the needs of even the most exacting client.

Check out some of their existing Merchants and see how the WMS has been seamlessly grafted into sites. (URL samples here) This blend lends an aesthetic sense to the WMS’ already considerable functionality. For the first time it doesn’t take a million dollars to look like a million dollars!

(WHO – BOILER PLATE – This standard ‘boiler plate appears at the bottom of all Worldsites Canadian releases. It presents a fast overview of who WSN is and what they do. Strongly suggest that IC’s develop a boiler plate that integrates what Worldsites is and does with info on your company. Should be no longer than a paragraph. This will also serve you will for a “In 25 words or less tell us what your company is about.”

Worldsites is a Canadian owned and operated Internet services company developing specialized Internet marketing strategies. Through their International network of Internet consultants, Worldsites provides the business community with the highest level of Internet technology at the most affordable price.  Worldsites is currently ranked as the #1 Internet Services franchise in the world, for further information about Worldsites franchise opportunities call 1-888-678-7588 or visit www.worldsites.net.

-30-

Media Contact:



For Worldsites:





Peter Donato




Aidan Crawford

Special Assignment Inc.


Worldsites

Ph.: 416-964-6118 



Ph: 905-678-7588

peter@ican.net



afcrawford@worldsites.net
 Look Who’s Talking about Worldsites!

Portugal

· "A sua missao e ajudar todos quantos ja sentem necessidade de estar presentes na rede mundial qua esta a transformar o mundo." -- Gabriel Ferreira DaSilva, Ideias & Negocios

"Their (Worldsites') mission to help all those who feel it is necessary to have a global network which is changing the world."

· "Para a WSN [Worldsites] o sucesso passa pela lideranca e para tal fornece varias estrategias aos franchisados, treinando-os para a prospeccao-nao so para que ganhem novos negocios mas para que mantenham relacoes longas e de confianca com os clientes." -- Armanda Alexandre, Marketing & Publicidade
" For Worldsites success comes through leadership and by the forming of various strategies for franchisees, seeking success not necessarily by winning new business but by maintaining long-term relationships and the confidence of their clients."

· "Com enfoque nas pessoas, a empresa utiliza a ultima tecnologia no marketing on-line dos seus clientes. Servico e a palavra chave. A ideia e fazer negocio na Internet."

-- Armanda Alexandre, Marketing & Publicidade

"This company is focused on people, and it uses the latest technology for its customers’ online marketing.  The key word is service.  The concept is to do business on the Internet."
Canada

· "Worldsites global acceptance is based on the successful execution of the company's vision to provide businesses worldwide with the information and technology necessary to succeed on the Internet." -- Mississauga Business Times
· "The other stand-alone sites Alexander [John Alexander, Worldsites IC] has developed for his Main St. clients are already proving their worth. Lynda and her husband Jim Bruce got their Children's Marketplace site up and running at the beginning of March and they've already seen results. 

``Within the first week, we started getting phone calls and orders from all over. Since then, it's just started snowballing,'' Linda says. 

They've sold merchandise to 25 states in the U.S. and have even received calls and orders from as far away as Egypt and Australia. Sales for August were about 30 per cent higher than usual." -- Madhavi Acharya, The Toronto Star 

Ireland

· "Worldsites is aiming to provide internet consultancy that will be tailored to the needs of the businesses in the area." --  Alvern News, Ireland.

