
Management Article: Only if You Like Money: The Power of Proactive 

PR Backed by a Professional Web Presence 

 

 I would like to share a story about an acquaintance who asked me for business 

advice. She runs a terrific family restaurant not far from my office. I’d like to see her 

business thrive, and it can. 

 

 She started doing press releases, but became discouraged because getting them 

out was time consuming. It was difficult to get the chef time to prepare the featured items 

and to get pictures to send out each month. I asked her to step back and consider why that 

was the case.  

 

 She and I concluded that she was doing the press releases in a reactive mode. 

What I mean by that is that she could have created an annual plan, gotten all of the 

supplies needed, and had her chef cook and take photos of a year’s worth of featured 

items in a weekend. 

 

 It’s seems like a small difference, but doing PR in an efficient way is the 

difference between getting attention and filling seats and just getting by, while telling 

yourself that you haven’t got the time to get media coverage. 

 

 Are you doing PR for your business? Do you do it with an annual media plan? Do 

you follow a calendar so that you can work efficiently?  

 

 Make sure you are proactive, not reactive in your PR efforts. You can still add 

good opportunities to your PR calendar in response to events. One of the easiest ways for 

a local business to boost its web presence for its chosen key terms is to blog regularly and 

provide useful content that includes terms that searchers use to find that kind of business 

in the titles of the blog posts. 

 

 I would be happy to e-mail you the simple tool that I use to design an annual 

calendar and my list of best practices for search engine optimization. 

 

 The other advice I gave her is to ensure that her website looked professional. A 

food critic considering reviewing the restaurant and a person considering dining there 

probably gets their first impression from the restaurant’s web site. You don’t have to 

spend a lot to get a site that appeals to visitors. 

 

 If your site isn’t meeting your expectationsdone well, you may be saving a few 

pennies, but you’re costing yourself dollars in lost business and lost opportunities – the 

web is where things are happening today. Take a few minutes and review your web site. 

Does it communicate what you want it to? Does it make the right impression on visitors?  

Does it make you want to visit and buy? And most important, can people find it with the 

key terms they are typing in? Too many folks view website development as a monthly 

expense, so never really get out of the chute.  See it as a capital expense and devote some 

time to “birthing” your web presence correctly. Then work on monthly maintenance.  



 

 While you are evaluating the content of your website, consider ways that you can 

make your website more findable. If you will commit to improving your web site, you 

may find that the Internet becomes the source of your best qualified leads and that cost of 

acquiring customers becomes a lot less than your less Internet-savvy competitors. 

 

 I would be happy to review your business website and give you an analysis of the 

issues that should be addressed. If you are planning to redesign your website, I offer a 

brief two-hour consultation for small business owners who want to get the most out of 

working with web designers. Web designers aren’t likely to understand your business 

strategy, and you may want help to make sure that you get the most for your money, so I 

can bridge that gap. To learn more, visit www.MrMissionPossible.com.  

 

Remember only you can make business great! 

 

 Ron Sturgeon, founder of Mr. Mission Possible small business consulting, 

combines over 35 years of entrepreneurship with an extensive resume in consulting, 

speaking, and business writing, with 3 books published and 2 more expected in 2011. 

 

 A business owner since age 17, Ron sold his chain of salvage yards to Ford Motor 

Company in 1999, and his innovations in database-driven direct marketing have been 

profiled in Inc. Magazine. After the repurchase of Greenleaf Auto Recyclers from Ford 

and sale to Schnitzer Industries, Ron is now owner of the DFW Elite Auto suite of 

businesses and a successful real estate investor. 

  

 As a consultant and peer benchmarking leader, Ron shares his expertise in 

strategic planning, capitalization, compensation, growing market share, and more in his 

signature plain-spoken style, providing field-proven, high-profit best practices well ahead 

of the business news curve. 

 

 Ron is a web expert, but he is also an expert in helping all types of small 

businesses become more successful and more profitable. He has helped owners in 

industries from restaurants to law firms with a wide variety of business issues, including 

sales, promotion, production, financial measures, business strategy, and planning for start 

ups. Whatever your unique challenges, Ron can help you. 

 

 To inquire about peer benchmarking, consultations, or keynote speaking, contact 

Ron by calling 817-834-3625, by emailing rons@MrMissionPossible.com, by mailing 

5940 Eden, Haltom City, TX 76117, or online at Mr. Mission Possible.  

 

 

 

 


