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Request for Proposal for Public Relations Services
Overview

This is a request for a public relations proposal for Fiberon. The proposal should incorporate the development of a public relations plan and the following activities: media relations, relationship building with appropriate centers of influence, and community relations activities that support overall marketing messages for Fiberon.

There will be several unique opportunities for Fiberon in 2012. We anticipate these activities would include the following:
· Arranging local media coverage to include interviews and appearances at the International Builders Show and the Remodeling Show/Deck Expo
· Creating and coordinating special events
· Maximizing print and online exposure for promotional campaigns coordinating efforts with media contacts, writers, editors, social media contacts, bloggers, forums  and other influencers
· Identifying possibilities for speaking engagements, on-air interviews and appearances
· Experienced Sr. staff writer for all media content creation and news releases
· An average of two news releases per month with photography supplied by Fiberon
· Quarterly matte releases with photography supplied by Fiberon
· Identifying additional public relations opportunities within the designated budget
· Media relations – international, national, trade, business, local 
· Award submissions
· Fiberon included in product reviews 
· Analyst relations 
· ROI monthly metrics and monitoring
The proposal should be based on a yearly budget of approximately $150,000 for fees, expenses and all related costs, not to be exceeded unless out of the proposed scope of work. The deadline for submitting this proposal is September 15, 2011. Address the proposal to: Edie Kello, Director of Marketing @ ediek@fiberondecking.com.
All proposals should include: 
· Recommended key messages, primary program elements and evaluation criteria
· Detailed budget and timeline
· List of proposed team members, experience and role of staff members who will work on this account including biographies, billing rates and level of participation in the account
· Process for managing account, including day-to-day interaction with client 
· Reports, reviews and measurements that will keep program on track and help justify investment to management 
· Brief case histories that illustrate ability and experience in the décor or building products industry
· List of current and former clients in related industries for whom you have worked in a similar vein
· Explanation of PR firm's billing procedures including rates, mark-ups, etc. 
· References
· Proposed elements of plan along with a suggested budget 
· Billing and expense practices, including whether travel for account management is considered a billable expense 
All proposals will be evaluated on: 
· Demonstrated expertise in and understanding of the décor and/or building products industry
· Understanding of and ability to meet our goals and objectives.
· Firm and personnel qualifications and experience with weight given to experience of account team.
· Ability of proposal to be executed within budget.
About Us

 Fiberon, LLC was founded in 1997 under the name Fiber Composites as an enterprise focused on the production of composite decking and railing products. Doug Mancosh, the company’s founder, is an innovative leader and entrepreneur whose career began in the treated lumber business in the northeast. Realizing the superiority of wood-plastic composite decking materials that provide longer lasting and lower maintenance benefits compared to treated lumber, Doug began manufacturing in New London, North Carolina. In 2007, Doug purchased a second facility in Meridian, Idaho to better serve the western United States and Canada. Today, Fiberon serves customers in North, Central and South America, the European Union, Asia and Australia.

Fiberon Vision

Fiberon is committed to provide products that are differentiated by their outstanding performance and quality to meet or exceed the highest expectations of our professional customers and consumers. Fiberon will provide a consistent and targeted line of products to meet all the needs of all its various customers. Fiberon will build on its innovation heritage by bringing new products to the marketplace, whose value proposition is demanded, thereby strengthening its brand and position as a market leader. Fiberon will service its customers with the respect and appreciation they deserve and include their interests in all corporate efforts.

Our Customers

Our selling chain begins with distributors who sell to retail dealers and lumberyards who sell to deck builders and remodelers who sell to homeowners. We focus our efforts on the deck builder and homeowner to pull through the business. Our end-user, the homeowner is personified as a female head of household with household income of $100,000+. She may have a career or be a stay at home Mom. She makes the decision on the aesthetics of the decking and railing products.
Our primary competitors are: Trex, TimberTech, Azek and Tamko.
Prior Media Exposure

We have a good relationship with our print media editors and have had good prior media exposure through these publications. I would like to expand to online media and influencers.

Our Key Messages:
· Fiberon has a proven history of innovation and quality products in the composite decking, railing and fencing industry since its inception in 1997.
· Fiberon product innovation continually raises the benchmark for the industry. Others follow our lead.
· Fiberon has the best aesthetics in the industry.
· Fiberon offered the first industry warranty for fade and stain resistance and is unsurpassed in stain and fade resistant performance
· Fiberon has superior technology with new, ground-breaking innovation that is green and sustainable
· Fiberon has Product Specialists in the field focused on the deck builders’ needs. No one else does this.
· Fiberon has the friendliest and highly trained customer service people in the industry.
· Fiberon is one of only two bi-coastal manufacturers.
Business/Public Relations Priorities:
· Position our company as experts in the field
· Build customer confidence and trust in our business
· Help us bring credibility to the industry
· Build public interest in and awareness of our product 
· Raise brand awareness though philanthropic activities and sponsorships
· New product introductions
Questions
Please call Edie Kello at 704-463-2971 no later than August 31, 2011 if you need additional information or have any questions.
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