Hitting a Homerun Through Media Relations

Presented by Ben Lewis - Perception, Inc.

1.
WHO IS PERCEPTION, INC.?

2.
WHO HAVE WE WORKED WITH?

3.
PURPOSE OF PRESENTATION

· To provide useful information to financial planners and advisors on the purpose and techniques of media relations.

· To show attendees how they can best portray themselves and their organization through the media.

4.
WHAT WE HOPE TO ACCOMPLISH

5.
THE FALLACY: ANY Publicity Is GOOD Publicity

6.
WHO IS YOUR SPOKESPERSON?

7.
WHO ARE THE MEDIA?

· Daily Newspapers (New York Times)

· Weekly Newspapers (Community Gazette)

· Radio and Television (CNBC, Money Matters)

· Local, Regional, National Magazines (Philadelphia Magazine, Time)

· Special Interest Publications (business / trade / association)

8.
OTHER MEDIA?

· Not widely considered to be part of the “news media.”

· Includes special interest newsletters, bulletin boards, and internet-based media.

· Exceptions include Financial Planning Interactive and 401kwire.com.

9.
KEEP THIS IN MIND

10.
TWO WAYS TO GET PUBLICITY?

· Purchasing airtime on the radio/TV or space in the print media (a.k.a. advertising).

· Persuading editors, reporters, and producers to utilize information you are providing (a.k.a. media relations).

11.
MEDIA CONSTRAINTS

12.
ENCOUNTERING THE MEDIA

· You initiate the contact with the media.

· The media wants information from you.

13.
WHAT IS NEWS?

14.
FIVE CRITERIA OF NEWS?

· Timely – Pension Reform in Congress

· Unusual – New process of financial planning

· Controversial – The CFP designation

· Relevant to the majority of the audience – 401(k)

· Entertaining – Event benefiting a charity

15.
SPECIAL GUESTS – REPORTERS AND EDITORS SPEAK

16.
BUILDING A PLAN

17.
THE OBJECTIVE OF MEDIA RELATIONS

18.
R.A.C.E.

· RESEARCH

· ANALYZE

· COMMUNICATE

· EVALUATE

19.
COMMUNICATIONS VEHICLES

· News Release

· Formal / Informal Interview

· News Conference/Special Event

20.
THE NEWS RELEASE

· Concise, yet informative

· Covers the Who, What, Where, When, and Why

· Encourages follow-up from the media

· Aids in formulating your message

· Demonstrates a knowledge of the media

21.
THE INTERVIEW

· Takes place based on information you sent out or the reporter thinks you can be of assistance.

· Key – Be Prepared!

· Develop three or four key points you want to get across in the interview (a.k.a. Playing Your Aces)

22.
PLAYING YOUR ACES

23.
THE INTERVIEW

· Have one or two spokespeople…not crash test dummies.

· Maintain an updated Company Book.

· Maintain an Issues Book.

24.
THE INTERVIEW

· Identify with the public interest first and foremost.

· Always tell the truth.

· Always have something to say.

· Refrain from naming the names of opposition.

· Build a broad base.

· Simplify the message.

· Simplify the language.

· Speak clearly.

· Speak visually.

· Transmit the message continuously.

· Listen for responses.

· Reevaluate constantly.

· Think ahead.

25.
PRESS CONFERENCES/SPECIAL EVENTS

· Should only be used for major announcements.

· Advisable to utilize a two-week schedule in preparing and notifying the media.

· Two Week Schedule:

· Day 1 – Decide on need for a press conference, check on site availability, decide on timing, develop checklist of what must be done.

· Day 2-5 – Contact necessary staff and guests regarding availability, draft outline of materials, prepare invites, determine those to be invited.

· Day 7 – Deadline for issuing invites to media.  Deadline for finalizing content of information packages.

· Day 10 – Complete production of information packages. Call media to confirm receipt of invites.

· Day 12 –  Complete assembly of information packages.  Confirm attendance of guests.  Make sure any speakers have reviewed remarks and materials.

· Day 13 - Complete all media calls.

· Day 14 - Stage the event.  Keep track of media in attendance.

26.
RESPONDING TO QUESTIONS

· Be prepared!

· Have established answers to potential questions.

· Be honest.

· Once again, never say “no comment.”

27.
FPA – MN MEDIA INFO

· Membership?

· Activities?

· Mission?

· Role of the chapter in the community?

· Member benefits?

· Role of the Media Relations Committee?

· How can the chapter help the media?


33.
FPA – MN MEDIA INFO

How the Chapter Can Help the Media-

· Be proactive!

· Original ideas

· Find research

· Client interviews

· Unusual stories and angles

· Understand Deadlines!

· Go Above and Beyond!

· NATIONAL FPA PREPARED ANSWERS

· What is the Financial Planning Association?

· What is the Journal of Financial Planning?

· What is a CERTIFIED FINANCIAL PLANNER™ professional?

· What is the financial planning process?

· What should the public look for in a financial planner?

· Is there one method of compensation that is better than others?

· How are financial planners regulated? 

· How can a consumer find a financial planner in their area?

34.
NATIONAL FPA PREPARED ANSWERS

What is the Financial Planning Association?

The Financial Planning Association (FPA) is the membership organization for the financial planning community. Members include individuals and companies who have contributed to building the financial planning profession and all those who champion the financial planning process. FPA members are dedicated to supporting the financial planning process in order to help people achieve their goals and dreams. FPA believes that everyone needs objective advice to make smart financial decisions and that when seeking the advice of a financial planner, the planner should be a CFP professional.

35.
NATIONAL FPA PREPARED ANSWERS

What is the Journal of Financial Planning?

The Journal of Financial Planning is the FPA’s official publication. This award-winning technical publication features prominent writers who cover all aspects of financial planning including news that shapes the community. To learn more about the Journal of Financial Planning, please visit www.journalfp.net.

36.
NATIONAL FPA PREPARED ANSWERS

What is a CERTIFIED FINANCIALPLANNER™?

A CFP professional has successfully completed the certification requirements of the Certified Financial Planner Board of Standards, Inc. To obtain the CFP certificate, the following qualifications must be met:

Examination. 

Experience.

Ethics.

Education.

37.
NATIONAL FPA PREPARED ANSWERS

What is the financial planning process?

Financial planning is a long-term process of wisely managing your finances so that you can achieve your goals and dreams, while at the same time helping to negotiate the financial barriers that inevitably arise in every stage of life.

38.
NATIONAL FPA PREPARED ANSWERS

What should the public look for in a financial planner?

Choosing a financial planner is as important as choosing a doctor or lawyer. Working with a financial planner is a very personal relationship. In addition to competency, a financial planner should have integrity, trust and a commitment to ethical behavior and high professional standards.  

FPA recommends when seeking the advice of a financial planner, the planner should be a CFP professional. In order to earn the CFP certification, individuals must pass a comprehensive examination and continue to meet the education, experience and ethics standards established by the Certified Financial Planner Board of Standards, Inc.
Consumers should look for a CFP professional whose manner, style, area of expertise and technical knowledge is right for them. They should choose a planner who puts the client’s interests first and also offers a thorough explanation – or ‘full disclosure’ – of how he or she will be compensated.

Many planners specialize in working with certain types of clients, such as small-business owners, executives or retirees. Many have minimum income and asset requirements. Some specialize in certain areas of planning such as retirement, divorce or asset management.  This is why FPA recommends that a consumer interview at least three planners in person to find the right one to serve their needs.

FPA offers a free brochure “How a Financial Planner Can Help You…and How to Choose the Right One” that is available online or by calling our National Financial Planning Support Center toll-free at 800.647.6340.

39.
NATIONAL FPA PREPARED ANSWERS

Is there one method of compensation that is better than others?

Financial planners can be paid in a variety of ways for their work, which are listed below.  Some are paid by more than one method. FPA has no formal position on the merits of any form of compensation. Instead, it is our belief that the planner’s competence and ethical standards should be the primary consideration in your selection process. However, before entering into a relationship with a planner, one should have a clear understanding of how the planner will be compensated. A particular compensation arrangement may best suit one’s needs.

There are several commonly accepted methods of compensation:

Fee-only

Commission-only

Fee-offset

Salary

40.
NATIONAL FPA PREPARED ANSWERS

How are financial planners regulated?

Many financial professionals are licensed on the state and federal levels in specific areas such as insurance or securities. However, they are not specifically regulated for their financial planning activities – with the exception of the CFP professional, who is certified by the CFP Board. CFP professionals are held accountable to the CFP Board’s Code of Ethics and must also meet its practice standards requirements. The CFP Board has the power to suspend or revoke the rights to use the CFP mark from an individual who violates the Board’s standards.



The SEC and/or state agencies also have requirements for ‘investment advisers’ – a role that most financial planners fulfill. If a planner is a registered investment adviser, or a representative of an advisory firm, FPA advises consumers to carefully review the Form ADV, which discloses a planner’s experience, education, credentials, licenses, manner of compensation and potential conflicts of interest. 

41.
NATIONAL FPA PREPARED ANSWERS

How can a consumer find a financial planner in their area?

FPA recommends asking for names from friends or business associates who may have used a financial planner. Attorneys, accountants, insurance agents, bankers and other financial specialists also can be good sources because planners often work with them to carry out a client’s plan.

 

FPA’s National Financial Planning Support Center can provide a list of CFP professionals in your area, or you can call our toll-free phone number at 800.647.6340.

Questions?

