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WHY AMBER SAVAGE"?

Proven through endorsements and testimonials, the vast majority of
our business comes through word of mouth. This is why our clients
choose Amber Savage:

° Our trainers and coaches all have the extensive PR
experience required to deliver relevant, practical and effective
courses that have an immediate effect on your business.

° Our people are fully qualified and accredited trainers,
facilitators and coaches, who have the skills to ensure
that workshops are engaging and have lasting impact.

° Our programmes are fully tailored to meet clients’ specific
requirements through the application of our proven
Development Needs Analysis (DNA) system.

° Briefing meetings and interviews are held, as necessary, and
detailed course outlines agreed in advance of the training.

° A single, integrated offer from Amber Savage means
long-term partnerships and economies of scale, resulting in
significant cost savings.

° We believe in interactive learning, rather than a lecture-style
approach. Courses are built around practical exercises,
brainstorming and role play.

° Real life case studies and client-specific scenarios mean that
learnings can be directly applied back in the workplace.

° Feedback and follow-up mechanisms ensure that new skills
are applied, behavioural changes are embedded and
objectives are achieved.

° Courses may be run on-site or at an external venue. And for
those clients who are unable to take a full day away from the
office, half day courses are also available.



The Amber Group is headed by Richard Baines,
who is also Amber’'s lead provider of training and
coaching services. Richard’s experience as a PR
consultant ranges from Account Executive to Board
Director and is complemented by his considerable HR
credentials.

A Chartered Member of the Institute of Personnel
and Development, Richard combines HR consulting
services with an extensive portfolio of training and
coaching programmes, to help creative service firms
drive profitability and revenue growth through their
people. Richard is a trained trainer and coach and is
also a licensed Insights Discovery™ Practitioner and
Affiliate of the PRCA.

Savage Communications was founded by senior PR
practitioner and certified coach, Kerry Savage.

As well as running in-house courses, Kerry also delivers
public courses for the Chartered Institute of Marketing,
the Chartered Institute of PR and Business Link.

Previously, Kerry worked at some of the UK’'s most
successful PR agencies, including Hill & Knowlton, Freud
Communications and Borkowski PR, as well as in-house
at Selfridges.

Kerry is an NLP practitioner and a regular on the
public speaking circuit, having given presentations
on ‘The Power of PR at Olympia, Earl’s Court and
Wembley.

Amber Savage draws upon a network of specialist
consultants, all of whom have extensive PR, HR or
management experience, and supporting training
credentials.
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TESTIMONIALS

“The one-t o-one coaching provided by
The Amber Group was probably the best
development | have ever had.”

Divisional Director: Red Consultancy

“The Amber Group’s management train-
ing helped my transition to Account Man-
ager enormously. Very insightful, practi-
cal and confidence boosting.”

Account Manager: Kaizo

‘Investment in Amber Group’s training
has significantly improved business per-
formance and played a key role in sup-
porting both people and client retention
making this one of our best years yet.”

Managing Director: eulogy!

‘In The Amber Group we have found a
partner that truly understands our sector
and our organisational needs. Their help
in aligning our people strategy with our
company goals is delivering a strong
foundation for continued growth and
profitability.”

Managing Director: Nelson Bostock Communications

“The blend of relevant material, real life
examples, group interaction and role-
play provided practical and effective
skills | can use immediately -
excellent!”

Senior Account Executive: Attic Media

“The Account Manager programme de-
livered by The Amber Group was exactly
what we were after. It was tailored to our
needs extremely well and was delivered
in a highly engaging format. The impact
has been so positive that we have asked
Amber to deliver a similar programme
for our remaining consulting levels.

HR Manager: Lexis PR

“Savage Communications provides the
next generation of training. Instead of
churning out mediocre ‘one size fits all’
courses, they work in partnership to de-
liver tailored presentations. The results
are amazing! Highly motivated staff, fo-
cused and guality teaching and most im-
portantly a visible impact on staff skills.”

Managing Director: immediate future PR

“Thanks very much. | would just like to
say that was the most rewarding training
I’'ve ever had and | feel really enthused!”

Account Executive: Ketchum

“Thank you for such an inspiring day! |
found the course incredibly interesting
and have found new ways of channelling
ideas to create a structure to work from.”

PR Manager: Toni & Guy

“The one day course was tailor-made for
Kurt Geiger, therefore totally relevant to
our overall business objectives. Hugely
inspiring, | now know how to take more
structured and holistic approach to
my work. | was really motivated by the
course. Savage Communications comes
highly recommended.”

PR Manager: Kurt Geiger

“Excellent — one of the most productive
training sessions I've ever been on!”

Senior Account Executive: Hill & Knowlton

‘Savage Communications helps us finely
tune our Account Directors by identifying
individual development areas and tack-
ling them with one on one training. Not
only have our ADs noticeably improved
their skill sets but each time they returned
from their Savage sessions they were
inspired, energised and motivated.’

Managing Director: Slice



TRAINING AND DEVELOPMENT OVERVIEW

Our core training modules are designed to reflect the technical and management needs of PR practitioners at
all levels. Bespoke workshops are also available upon request.

Introduction to PR
Working with the media
Press releases
Consumer writing skills
B2B Writing skills
Proposal writing
Presentation skills

Effective networking

Photography in the media

Digital PR

Creative thinking

Grammar, punctuation and spelling

Negotiation skills

Crisis communications for PR agency consultants

Insights Discovery Programmes

People management and motivation
Consultative selling

Managing appraisals

Management skills for account managers
Client profitability and commercial skills
Managing client relationships

Developing the account director mindset
Time management and personal effectiveness
Interview and selection skills

HR for non-HR managers

The PR Coach programme is a staff development and retention tool, designed to help individuals achieve
their potential and deliver against business goals. It is completely made-to-order and is determined by the
requirements of the agency and the coachee. Popular areas for development include:

Increasing personal effectiveness and productivity
Successfully transitioning to the next level
Achieving business growth and profitability targets
Team, division or business leadership
Understanding the responsibilities and expectations of your role
Motivating the team

Adopting a commercial mindset

Thinking strategically

Communicating with gravitas

Dealing with conflict

Winning new business

Writing strategic documents



COURSE PROFILES - TECHNICAL SKILLS MODULES

For those starting out in public relations or transferring from an administrative role, this course explains the
basics of PR and helps delegates understand how effective campaigns are developed and executed.
Covering every aspect of the business from media to clients, it gives attendees an invaluable overview of
the world of PR.

Content includes:

The definition of PR: what is PR, jargon and terminology

The PR process: from pitch to review

Clients: the importance of clients, in-house PR structure, handling difficult situations

Media etiquette: handling incoming enquiries, fielding calls and taking messages, role play
Suppliers: briefing and getting the best out of suppliers

Managing your managers: time management, prioritising, understanding the pressures
Reporting and admin: contact and status reports, reviews, cuttings

Good media relations form the foundation of the vast majority of PR campaigns, so it's imperative to get it
right. This course teaches the golden rules of placing a story in the media, as well as providing participants
with lots of practical role play opportunities and examples.

Content includes:

Know the media: deadlines, lead times, a day in the life of a newspaper

Media targeting: contact lists, maintaining a database, follow-ups, timings

Confidence boosting: how to enjoy talking to the media

Media scripts: five and 30 second dialogues, role play

Media etiquette: handling incoming enquiries, fielding calls and taking messages, role play
Media forums: press conferences - briefings - meetings and their benefits

Growing your database: quality vs. quantity, nurturing relationships

Responding to the media agenda: reacting to topical issues

The cross sell: promoting multiple clients at one time, role play




COURSE PROFILES - TECHNICAL SKILLS MODULES

No PR professional’s tool kit is complete without the ability to write effective and eye-catching press releases.
Done well, they are an invaluable tool for attracting the media’s attention and getting the message across. This
workshop gives participants the opportunity to take a step back, away from the pressures of the office, and
discover what really goes into writing a fantastic press release.

Content includes:

Finding the balance between corporate messaging and real news
How to create news when there’s no news

Understanding the media destination - relevancy and research

Dos and don’ts of structure, style and content

E-releases - impact of technology on presentation style and delivery
Repackaging a release for different media: online, print, radio and TV

PR writing involves more than just a press releases. This modular
workshop, designed specifically with consumer PR practitioners in
mind, takes in a range of PR writing vehicles, from email feature
pitches to case study synopses. The different modules can be put
together to build a completely tailor-made one-day training course.

Optional modules:

Feature outlines

Advertorials

Competition and reader offers
Case studies

Consumer news releases
Punctuation and grammar refresher




COURSE PROFILES - TECHNICAL SKILLS MODULES

This workshop is designed especially for B2B practitioners wishing to write
business copy that sparkles. The modular approach covers a number of
different writing areas, which can be ‘mixed and matched’ according to
client requirements.

Optional modules:

By-lined articles

Opinion pieces

Feature pitches

Case studies

Punctuation and grammar refresher
Proofing and editing

This full day session looks at how to respond to a new business brief from qualification to conversion and
start-up. Delegates will understand how to write a strategic PR programme that delivers against commercial
objectives.

Content includes:

Briefs: interpreting client needs through effective questioning techniques and interrogation of

the brief

The planning process: preparation and industry/client research, SWOT and PESTLE analysis
Definition of strategy: what it is, how to use it and its benefits

Building the framework: inc. difference between objectives, strategy and tactics

Tactics: developing effective campaign ideas that impact on the bottom line

Working processes: managing the start-up phases of a new account to deliver valuable quick wins
Evaluation: monitoring, measuring and reviewing

Budgets: how to compile and present financials

10



COURSE PROFILES - TECHNICAL SKILLS MODULES

You've pulled together a winning PR campaign, but it's the delivery that will decide whether you ultimately
get the business. Participants will leave the session with a clear understanding of their personal presentation
strengths, how to overcome their weaknesses and how to communicate compelling commercial arguments.

Content includes:

Preparing content: rehearsal techniques, visual aids, supporting materials

Connecting with your audience: first impressions, influencer language, body language, reading the
room

Demonstrating team rapport: roles and responsibility, seamless handovers

Message delivery: selling the benefits, bringing your work to life, pulling out the salient points
Managing a Q&A session: dealing with difficult questions, demonstrating your knowledge, thinking
on your feet

Confidence building: top tips for harnessing adrenalin

Closing the presentation: next steps and follow up

Critique and personal development plan (with optional recorded presentations)

Establishing a comprehensive network and using it to generate personal and business value is an integral
part of any successful PR consultant’s armoury. This interactive workshop removes the mystery often
associated with networking by providing delegates with the skills and confidence to establish and manage
their own network. It also provides insight on how to get the most from networking opportunities, how to
establish your personal networking programme and how to use your network for optimum return.

Content includes:

What is networking and why do we do it?

The dynamics of communication (words, tone and body language)
Your personal networking style

Influencing in 30 seconds

Preparing to network

Establishing the common link

Effective listening

Following up

Adding value through knowledge

Turning your network into value »



COURSE PROFILES - TECHNICAL SKILLS MODULES

Good photography can mean the difference between a story making the press or not. This course covers the
whole process from agreeing the shot to building relationships with picture desks.

Content includes:

Focusing on different types of photo opportunity: objects, exhibitions, events, people

Preparing for a photocall: organisational checklist and planning

Securing maximum attendance: getting the right people down and what to do when they don’t show
Hot shots: tips on good photos, giving the media what they want

Managing photographers: handling difficult photographers, positioning, briefing and direction
Picture captions: writing concise, eye-catching copy

Placing photos: selling-in, syndication, follow up

Digital PR can seem overwhelming to the uninitiated. In reality, it is a natural extension of traditional marketing
channels. This course gives a comprehensive overview of the different aspects of new media and shows
delegates how they can be simply and successfully integrated with more established PR strategies.

Content includes:

° The transition to digital: an overview of the opportunities and what they mean for you

Definitions and jargon busting: making sense of it all

Understanding the similarities and differences between traditional media and online - how they can

complement and feed each other

Developing strategic, integrated and measurable campaigns that meet pre-defined business objectives

Building a network of contacts: identifying and contacting key online influencers

Different types of content: video, podcasts, blogs, vodcasts; when and how to use them

Investigating social media platforms e.g. Facebook, Myspace, Bebo, Second life

Creating ‘scoops’ for social networks, community sites and users forums: developing memorable

campaigns that make a commercial impact

Best practice: case studies of how to do it and...

Digital blunders: examples of how not to do it

° Practising what you preach: employing digital strategies for your own PR agency - from SEO to
engaging blogs

12



COURSE PROFILES - TECHNICAL SKILLS MODULES

The world of PR is a competitive one. The media are increasingly on the look out for new and exciting stories
and it's our job to deliver them. During this session, delegates learn creative techniques designed to stimulate
innovative ideas and unearth PR-worthy angles from within the business.

Content includes:

Unleashing creativity: how to access the creative brain

Creativity and strategy: creative campaigns that deliver for the business

Tips and techniques: methods of improving your creative abilities and ways to generate new ideas
Creativity in practice: real life case studies of successful creative campaigns

Good grammar, punctuation and spelling are non-negotiable when dealing with trained journalists; yet it's an
area where many PR practitioners fall down. This workshop clears up some of the misconceptions around the
English language and helps eliminate common errors.

Content includes:

Punctuation: commas, semi-colons; inverted commas; apostrophes; dashes and hyphens
Capitalisation: e.g job titles, newspaper titles...

Relative pronouns: which/ that/ who

Common mix-ups: €.g. who/ whom; I/me

Rules that can be broken

Extending your vocabulary: finding alternatives

Spelling: common errors and how to avoid them

13



COURSE PROFILES - TECHNICAL SKILLS MODULES

Negotiation is the heart of everything we do; whether it's with suppliers, employees, managers or, of course,
customers. Good negotiators recognise the various elements of effective negotiation - it will often involve
different personalities with different emotion and motivators. But what every good negotiator knows is that
they should be driving for that elusive win:win for both parties.

This course is particularly suitable for negotiators with the service industries who are selling an intangible
‘product’ and need to ensure the client fee truly reflects the level of service being offered.

Content includes:

The importance of negotiation

How to ‘productise’ the service offered, making it easier to sell

The different roles within the client’s DMU (decision making unit)

The different personality types - what a ‘win’ looks like to them

Minimise the emotions - be a rational negotiator

What makes an ideal client - what we should be looking for

The value of the service we offer - the client wants it so stop giving it away!
When to walk away

How to get that elusive win:win for both parties

During this session the facilitator plays the role of the client/prospect in a series of role plays. This enables
candidates to put new skKills to the test and hone their approach and confidence.

PR agency staff tend to spend their working lives promoting their clients; so when a client is hit by a crisis, few
are experienced in the basics of how to pretend a reputation. This one-day training programme takes attendees
through the psychology of a crisis, explaining how a crisis evolves, how to devise an appropriate response plan
and the basics of preparing media statements. Ideal for agency account managers and account directors, this
session provides attendees with the tools to manage crisis situations, such as a product recall or business
accident or emergency.

Content includes:

How a crisis unfolds - the nature and psychology of crisis with examples
The agency checklist for handling clients in a crisis

Handling a crisis - a series of workshop sessions based upon real examples
Preparing reactive or holding statements

Holding statement workshop

Handling inbound media enquiries

Advising clients through a crisis - the ten point checklist

14



INSIGHTS DISCOVERY PROGRAMMES

° Improve their effectiveness and productivity

° Understand their personal management style and how to
manage and motivate others

#))Discovery

° Build successful client relationships that deliver
commercial value

° Enhance their selling skills by understanding client
needs, motivations and preferences

° Improve recruitment and retention success through

greater insight into candidate preference and behaviour

The success of any PR agency or in-house marketing team is largely dependent on the effectiveness of its
people. Insights Discovery™ is a development programme that uses colour as a common language for
helping individuals, teams and organisations to enhance their performance and achieve business goals
through the following steps:

1. Understand more about themselves including their
communication, interaction and management styles;
personal motivations; strengths; weaknesses and

l other behavioural preferences.

2. Understand and identify the behavioural preferences
of others.

’l’ 3. Adapt and connect with others to achieve more
successful interactions; build effective relationships
and enhance personal productivity.

l 4. Improve performance in the areas of employee
selection, retention and development; client retention
and growth; team productivity; sales success and
agency profitability.

15



INSIGHTS DISCOVERY PROGRAMMES

s N

Insights Discovery ™ workshops are designed to be
engaging, interactive and directly applicable to the

specific needs of the team concerned. Each workshop

provides a sound understanding of the Discovery

principles and how they can be practically and effectively

applied to a range of company or team objectives such

as those opposite.

N /

At the heart of the Insights Discovery™ System are Personal Discovery
Reports. Each report is generated from a questionnaire and is designed
to accurately produce a detailed analysis of an individual’s personality
profile. The reports are extremely user-friendly and include an overview
of the individual plus information relating to their natural strengths,
weaknesses, management and communication preferences, learning
styles, sales and relationship building strengths, value to the team, their
Discovery opposite personality type and their personal motivations. A sample
i Insights Discovery™ Report can be provided on request.

I

The Amber Group is a fully licensed and accredited Insights Discovery™ Practitioner. Our facilitators also have
extensive PR experience ensuring that workshops are extremely relevant and applicable to the needs of those
attending.

“Insights Discovery programme has revolutionised the way we communicate, develop
our teams and manage our client relationships here at Eulogy! The Discovery Profile
is the best tool | have seen to underpin the personal and professional development of
our employees and the workshops bring the content to life in an engaging and memo
rable manner. This is powerful stuff!”

Adrian Brady, Managing Director, Eulogy!

16



COURSE PROFILES - MANAGEMENT SKILLS MODULES

This interactive workshop uses a powerful learning and development tool called Insights Discovery™ as a
foundation for helping individuals enhance their people management and motivation skills. Equally applicable to
managing colleagues, clients, suppliers or other personal and professional relationships, this session helps
candidates to understand their own preferences and management style, how to identify the preferred styles of
others and then how to adapt and connect to enhance personal and organisational success.

Each Insights Discovery™ workshop can be tailored to reflect some or all of the following themes:

Enhancing personal effectiveness
Improving communication
Increasing performance

Building effective teams

Recruitment and selection support
Delivering feedback

Managing stress

Effective selling

For more information on this powerful development approach please see our separate Insights Discovery™
collateral.

For many managers, appraisals are seen as a chore rather than a useful business tool. In this session
participants will learn how to turn an appraisal into a constructive discussion that adds value to the business, the manage
and the employee by signing efforts to personal and business goals.

Content includes:

Performance appraisals in a business context

The benefits of appraisals for the employer and the employee
Developing an approach that works for your business
10 steps to an effective performance appraisal

The art of listening and observation

Tailoring your approach to different personality types
Delivering constructive feedback

How to use 3600 feedback

Dealing with conflict and negative responses

Obijective setting for tangible results

Identifying solutions to training and development needs

Effective selling is vital to the growth and development of any agency. This workshop gives candidates the insight,
skills and confidence to sell in a consulting environment whether this be increasing revenue from existing clients or
closing new business. All attendees also leave the workshop with a personal growth plan built around their portfolio
or sales target.

Content includes:

What is consultative selling and why it is important

Your experiences, successes and challenges

Adopting a strategic approach

Creating opportunities to sell

Achieving a win/win relationship

Effective listening and questioning skills

Understanding the decision making unit and their buying motivators
Understanding and adapting to the buying preferences of different individuals
Playing to your personal sales strengths and addressing your challenges

The importance of targets

Overcoming resistance and negotiation techniques 17
Your personal revenue growth plan



COURSE PROFILES - MANAGEMENT SKILLS MODULES

Becoming an account manager introduces a range of first-time responsibilities relating to client, people and
programme management that many individuals feel under-equipped to deal without proper training and
guidance.

This programme is designed to run as a series of modules, each selected and tailored to the needs of the
group involved. Spreading a number of modules over a reasonable period also allows time for skills to embed
and for content to be reflected upon and reviewed at subsequent sessions, thus enhancing the learning
process.

Optional management modules:

° An introduction to the role and expectations of an
account manager
° Understanding behavioural preferences and

management styles

How to adapt and connect with others for more
successful interactions

Managing client relationships

Enhancing personal effectiveness

Focusing on value and achieving results through a team
Delivering constructive feedback

Managing poor performance

Focusing on results

Account development

Controlling account costs and service levels
Basic negotiation skills

18



COURSE PROFILES - MANAGEMENT SKILLS MODULES

Profitability determines the success and survival of every PR business. This workshop helps consultants of all
levels to gain a greater understanding of how profitability is determined, what it means to the business and
most importantly how they can contribute as individuals to the management of profitability.

Content includes:

What is profit and why is it important?

How is profitability determined?

Different types of costs and how to manage them
Key profitability ratios and how to use them

Your role in managing client profitability

Pricing principles - time/value and fixed/variable
Managing service levels and client expectations
Focusing on client value

Selling more to existing clients

Negotiation skills

Designed to help consultants to retain and grow business, this session provides valuable techniques for
achieving effective working relationships with different types of client and involves practical, problem-solving
exercises that enable participants to immediately put into practice what they have learned.

Content includes:

The value of good relationships

Understanding different client personalities and what makes them tick

Understanding the needs and motivators of members of the client decision making unit
Identifying client values

The ingredients for long-term client relationships

Primary sources of client dissatisfaction and how to avoid them

Principles of good client management

How to manage a disgruntled client

Investing in relationships for the future

19



COURSE PROFILES - MANAGEMENT SKILLS MODULES

Making the transition from account manager to account director isn’t about doing the same job better. It
requires the ability to shift from tactical to strategic, implementer to driver and from team member to team
leader. Designed for consultants already in the account director role and for those for whom promotion to this
level is imminent, this programme consists of a series of optional modules that can be selected and shaped to
deliver a solid grounding in the primary aspects of the account director role within the agency.

Optional modules:

An introduction to the role and expectations of an account director
Becoming a trusted advisor

Retaining and growing accounts

Establishing multi-level client relationships

Commercial skills and client profitability

Effective selling skills

Managing team performance and development

Developing your network

New business development

Participants in this session will learn how to increase their effectiveness both on a business and personal basis
and in doing so achieve greater productivity, results and success.

Content includes:

Time: why it matters and what it means for you and your business
Getting the best return from your time and effort
Defining your key objectives

The time management matrix: identifying your priorities
The importance of planning and how to do it well

The difference between urgent and important
Overcoming procrastination

Dealing with the unexpected

Seven highly effective habits

Eliminating time bandits

The art of effective meetings

Your personal effectiveness plan

20



COURSE PROFILES - MANAGEMENT SKILLS MODULES

Business success relies heavily upon having the right people with the right skills to achieve your goals. But
how can you ensure that you hire the right people when the only information you have is based on a CV and a
couple of interviews? This session helps to take some of the risk out of recruiting by providing managers with
the skills to conduct effective interviews and identify the most appropriate selection methods for hiring the right
person for the job.

Content includes:

Planning and identifying your recruitment needs

Why job descriptions matter

UK legislation - things to be aware of

What's in a CV - short-listing for the right reasons

Ingredients for an effective interview

How to shape questions that really give you insight

Skills testing - choosing the best option

Psychometrics - the best options for your business and how to use them

Designed for those with responsibility for part or all of the HR function within their organisation, this workshop
provides participants with a solid foundation in both practical and strategic aspects of Human Resources. You
will learn how to attract, develop, motivate and retain the best employees as well as how to address a variety of
day-to-day issues such as performance, policy development and legislation.

Content includes:

How HR can deliver business impact

What is strategic HR?

Building effective training programmes

Recruitment and strategic strategies

Reward programmes that motivate and inspire

Systems for managing performance

Important legislation present and future

Developing policies and managing absence

Engaging retention methods

A manager’s guide to disciplinary and grievance procedures

21
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