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Laurie Young is an international specialist
in the marketing and selling of services.
His career has included senior positions
with PricewaterhouseCoopers, BT and
Unisys as well as founding and selling his
own company, Blakes Consulting.

Laurie now focuses on consultancy in his
own name, assisting senior executives
resolve strategic marketing issues.

Over the years his clients have included
Deloitte, Ericsson, Allen & Overy,

Microsoft, the BBC, Cable & Wireless,
American Express, Nokia and British Gas.




Guru marketing in action

Laurie hardly needs our help in developing
his own strategy but, like any other busy
professional, balancing the need to market
himself with the requirements of client
work can be an issue. Laurie not only finds
it more effective to employ our support,
enabling him to focus on the business,

but firmly believes that our expertise
creates results that he could not achieve
for himself.

Our strategy is to position Laurie as an
international specialist in high value service
marketing, building and maintaining his
profile with a select group of blue chip
potential clients to create”"demand-pull”

for his services.

We do this through carefully targeted PR
and thought leadership in the UK and
overseas; obtaining speaking engagements;
personal relationship marketing
programmes for key contacts; and working
with publishers to exploit Laurie’s books
within his target consultancy audience.

Masterclass
Building an effective
practice strategy




In order to support Laurie’s positioning we assist him with:

e Web site design and
continuous updating

e Search engine optimisation and
Google ad campaigns

e Database maintenance

e QOrganisation and administrative
support for events he is involved in

e (Client Liaison
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Published works

Laurie has had three books published to date, as well as contributing to a number of others.
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Professional publishers’ focus is on book
sales. We work with Laurie’s publishers to
ensure his books also act to promote his
consultancy work and build profile
amongst that target audience.
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We assist Laurie to stay in touch with his This support has included developing a

key contacts with the focus on adding client only area of Laurie’s web site where

value rather than selling. he can regularly publish new thought
leadership and practical marketing tools
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Speaking engagements

Speaking to the right audiences
represents one of the most effective

methods of reinforcing a Guru reputation

and reaching new potential clients.
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We support Laurie by marketing him to
conference organisers and event
companies serving his target audience.
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Public Relations

The other key strand of a Guru marketing campaign is public relations.

Obtaining feature coverage in the
influential trade media; being recognised
as a leading authority by journalists;
being quoted in the national press.
These all contribute to building a guru
reputation that attracts clients seeking
the best advice.

Holding on when
clients merge

Our PR specialists have helped build
a significant flow of media coverage
In the UK and are now developing
this internationally.




In Laurie’s words

“As a marketing professional myself it may seem unusual to employ a
marketing consultancy to promote my own services, but it’s actually a
very difficult job to market yourself well. The input | receive from Hyde
Marketing is therefore invaluable.

They challenge my perspectives to ensure that my strategy and
opportunities help keep my profile high in target markets, which
has supported me in winning new clients.

| can directly associate leads to the work Hyde Marketing has done for me, the value of
which more than covers their fees - a very worthwhile investment.”




Can we help you?

If you have genuine specialist skills If you are interested in arranging a

and experience, we can develop guru meeting to learn more or to assess the
marketing programmes to amplify fee suitability of this approach for your
generating reputations and create marketing, please call Alan Brooks or
profitable demand-pull. We will provide Claire Carvall on 020 7022 0054 or visit
a fully out-sourced resource or work www.hydegurumarketing.com

alongside in-house marketers to assist:

e Professionals within large practices
e Niche firms
e [ndividual consultants

Guru Marketing

e Academics developing a
commercial reputation

yde.



