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Leading the way: 
beyond storytelling

What’s even better than a great story? 
How about a great story that creates 
conversations with the right audience and 
generates business leads?

It’s no secret that we already tell great stories 
at McOnie – we have for 30 years. Between 
us, we possess a wealth of industry expertise 
and talent. Our stories may differ in form 
(writing, imagery, video and more) but they 
always have two things in common: they’re 
engaging and they’re clear.

However, in an age of accountability, 
delivering genuine interest and business 
enquiries is at the forefront of every client 
brief. With this in mind, we’re proud to 
share how we’re now leveraging the 
success of our stories – and the genuine 
interest they inspire – to produce tangible 
business leads. 

In other words, McOnie has become the 
answer to the question, ‘What’s better than 
a great story?’ 

Storytelling, conversations, 
lead generations
In public relations and in marketing, the 
process of storytelling is a powerful tool for 
raising brand awareness and engagement, 
cultivating strong relationships between 
businesses and their target audiences and 
generating positive publicity. We already 
know that good storytelling and traditional 
PR activities create product consideration. 
But our services take this a step further using 
a wide range of lead generation tactics. 

Using the clients’ stories as a starting 
point to warm-up the market, PR activity 
can create interest in, and awareness of, 
your brand. After the market has been 
primed, our lead generation activity can 
then capitalise on this by targeting key 
decision-makers from the right businesses. 
Ultimately, PR and lead generation can 
work in tandem to transform initial interest 
into a tangible business enquiry: a real 
result for businesses. We can make your PR 
more accountable by helping you close the 
loop and produce key enquiries. 

The rise of digital
Digital strategy and content is a fast and 
accessible tactic for lead generation.

Digital content is traceable content. Take 
Facebook or LinkedIn. Through targeted 
campaigns on either or both of these 
platforms, we can capture data about who’s 
viewed what and when, where they’ve 
clicked afterwards and how many times 
they’ve done it. 

A good digital campaign can enhance brand 
engagement and help encourage new 
customer leads for your business. It will create 
interest and conversations, and it will deliver 
tangible results. Our recent digital campaigns 
have reaped great rewards for our clients – 
and they could for your business too. 

The telemarketing 
renaissance 
Michelangelo may have lived and thrived 
in the Italian Renaissance, but McOnie is 
living and thriving in the telemarketing 
renaissance. Telemarketing is a highly 
effective channel for B2B businesses to 
generate qualified marketing leads. 

Recent research by the Data and Marketing 
Association (DMA) has shown that for every 

£1 that a business invests in telemarketing, 
it generates £11 of revenue in return. With 
that kind of statistic, who wouldn’t want to 
try it? 

GDPR-compliant telemarketing lets our 
clients approach, and interact with, their 
targeted decision-makers directly. It brings 
PR storytelling to life and gives a face and a 
personality to the client’s brand and allows 
them to leverage relationships that have 
begun through our storytelling. Our latest 
results from telemarketing have greatly 
exceeded expectations and KPIs. In the 
words of the DMA (and British Telecom) it’s 
good to talk!

What can McOnie offer your 
business now?
Not only can we create effective, targeted 
stories for your business, but we can also 
offer our lead generation services to help 
drive business enquiries, sales opportunities 
and profitability. A truly end-to-end, 
integrated campaign that will deliver the 
results you want – and one that’s even 
better than a great story.

For more information on how McOnie  
can help your business,  
email: info@mconieagency.com
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Raising Funds and Heart Rates

Challenge
As part of our ongoing relationship with 
Haix, we recently supported the footwear 
manufacturer’s partnership with The British 
Firefighter Challenge. The challenge, based 
in Watford for 2019, saw teams of firefighters 
from around the world compete in strength 
and endurance challenges to raise money 
for charity. 

HAIX has been providing functional firefighter 
boots for almost 30 years and was the official 
footwear sponsor for the GB firefighter 
team. The company sponsored the event to 
reinforce HAIX’s reputation as a respected 
emergency services footwear brand. 

We saw the partnership as an ideal 
opportunity to support a longstanding 
client in a unique and highly visible event.

Clarity
In order to do this, we proposed a series 
of activities to promote the event and Haix 

sponsorship. Our strategy included: 

•	 creating	and	distributing	two	pre-
event press releases (one trade and 
one regional)

•	 pitching	the	releases	to	generate	
interest, photo-ops and broadcast 
media attendance

•	 creating	Haix	product	posts	for	the	British	
Firefighter Challenge social channels

•	 supporting	Haix	UK	with	logistics	such	
as delivery of promotional materials for 
the weekend

•	 creating	a	post-event	case	study	
for the Haix website and pitching to 
relevant publications

Our tactics helped boost Haix’s profile and 
raise awareness of its quality footwear. 

Conclusion
The campaign was a great success. 

The pre-event press releases generated 
a total readership reach of 314,706 across 
local, national and fire publications, which 
targeted Haix’s key audiences. This helped 
spread awareness of Haix to potential 
customers and reinforce the brand among 
current users. 

We secured media coverage in local 
publications, My News Watford, 
Hertfordshire Mercury, and also received 
sector pickup in UK Fire and International 
Fire Fighter. In addition, we secured two 
interviews with BBC Three Counties Radio 
(Drive Time and Saturday Morning Breakfast) 
for a total listener reach of 254,000. 

The event was also positive, HAIX was able 
to strengthen its standing as a leading 
provider of high quality fire boots. Haix also 
secured sales on the day and has been 
invited to continue the partnership for the 
2020 challenge.

Once you’re clear,
you’ll be remembered

Industry Snippets
     HSE releases report on fatal 
workplace injury

In July, HSE released its figures on 
workplace fatal injuries in Great Britain 
for 2018/19, which also highlights the 
three most common causes of workplace 
fatalities. A fuller assessment of work-
related ill-health and injuries, drawing 
on HSE’s data, will be provided as part 
of the annual Health and Safety Statistics 
on 30 October 2019. See the stats at hse.
gov.uk/statistics/pdf/fatalinjuries.pdf

Increase in construction noise 
infringement 

The Building Safety Group (BSG) has 
reported a 25% increase in the number 
of noise infringements occurring on 
construction sites. The report comes after 
BSG conducted 10,000 independent site 
inspections during the first half of 2019 
that compared Q1 with Q2. Currently, over 
17,000 people in the UK suffer deafness, 
ringing in the ears or other ear conditions 
caused by excessive noise at work. 

A silent killer: inquiry into 
silicosis in construction workers

The All-Party Parliamentary Group 
(APPG) on Respiratory Health is working 
with not-for-profit B&CE to understand 
why construction workers’ lives continue 
to be claimed by silicosis, a life-
shortening lung disease. 

The second biggest health risk to 
construction workers after asbestos, 
silicosis is caused by silica, which is 
commonly found in stone, bricks and 
concrete. Construction workers who cut 
or break these materials are exposed to 
silica, which can cause chronic breathing 
difficulties, reduced quality of life and even 
death. Silicosis is completely avoidable yet 
remains prevalent in the industry.  

The inquiry will see the APPG and B&CE 
call on expert clinicians, campaigners, 
industry bodies, academics and 
government to help Ministers gain a 
greater understanding of the disease, 
the financial burden it places on the 
NHS, and the challenges it presents to 
workplaces. We’ve been working with 
our client, Arco, to prepare its submission 
to the enquiry and look forward to 
reading the full report soon.

Campaign of the Quarter

McOnie Highlights
Thunderbird Group: Earlier this year, McOnie was acquired by the Thunderbird Group as it 
continues to build its portfolio of leading specialist communication agencies. This acquisition 
and the investment in our business will enable us to continue our growth strategy, and 
support new clients in new sectors, while retaining our safety focus. 

Expanding our services: As the way people consume and share information is changing, so 
too must our communication strategy. Supporting our established PR teams is our expanding 
digital team, led by Cath McDermott enabling us to further target the right audiences through 
digital marketing and advertising initiatives.


