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The kacy group is a premier boutique public relations firm specializing in food and restaurant 

industries. As a young company, the kacy group has quickly gained a reputation in Atlanta for its 

strategic planning, creative thinking, and media relations.  Focused on its clients, the kacy group 

is a miscellany of driven professionals that strive for results.  The kacy group has worked with 

many esteemed clients in brand building, brand management and employee training in key 

business topics.  Two of the most prominent names represented by the kacy group are SuperCorp 

and ConAgra.  The kacy group was instrumental in creating a campaign for ConAgra that 

highlighted positive brand attributes such as health benefits, ease of use and quality of product 

ingredients. The kacy group also designed environmentally responsible packaging in response to 

concerns raised by focus group participants in ConAgra’s target market. SuperCorp hired the 

kacy group to conduct an employee seminar to educate their staff on the importance of cultural 

sensitivity when interacting with international clients and colleagues.  The kacy group developed 

an hour long seminar titled “Cultural Sensitivity and Semantics: A SuperCorp Guide for 

Successful Business Interactions.” In this seminar the kacy group educated SuperCorp 

employees on cultural etiquette when interacting with their manufacturers in Taiwan, Mexico 

and Germany.  

 

This future planning document discusses the kacy group’s billing in terms of client cost for work 

completed, an account evaluation of client work produced and recommendations for clients in 

choosing a public relations firm, and lastly an assessment on the kacy group’s selling points and 

employee interaction.  

 

Corporate Communications 

During the months of August to December, the kacy group worked with SuperCorp and 

ConAgra to deliver internal and external corporate communications. Its goal was aimed at 

creating a favorable outlook among its stakeholders. In effort to properly measure the 

effectiveness of the programs implemented for both companies, the kacy group conducted 

account audits created by the kacy group’s evaluation team for each account.  

 

Billing 

Since ConAgra presented The Kacy Group with such a significant project, the kacy group charged the 

company for the base pay for each member of the firm who was involved with the project. The base pay 

was based off of the position of each firm member and their salary. From there, we needed to look into 

the research that would be involved to complete the requests of ConAgra. Once our research was 

complete and we were ready to move onto taking the steps to increase the brand reputation and image, 

costs for designing of packaging and advertisements took over the majority of the invoice. We partner 



Future Planning 

Bryant, Carme, Horton, & Kepshire 

 

2 
 

with various companies that provide the services needed to meet the needs of our clients and we act as the 

middle man when it comes to receiving payments. 

 

In order to keep track of our performance and stay up to date with the latest trends, clients’ needs and 

innovative ideas, The Kacy Group assesses accounts based on Croft’s PR Agency Performance Audit and 

its own development provided by the kacy group’s evaluation team.   

 

For the kacy group’s two part evaluation system, the kacy group utilizes the Croft’s PR Agency 

Performance Audit to better see what areas we are excelling in and where we have room to improve, 

financially speaking. The following score chart is our most recent self-given financial performance rating: 

 

Financial Performance Audit 

 
As shown in the above image, the kacy group scored a, “Pretty good,” on Croft’s scale. There are areas 

that we scored very highly, and other areas where our scores were middle ranged. Although middle 

numbers are not necessarily seen as a negative, we take notice that we have room to improve and work 

extra hard in those lower areas to increase our score next time. This type of evaluation is a great way for 

our team to fairly look at our financial performance and agree on what is working and what is not. 
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Communication Audits 

ConAgra 

For ConAgra, the kacy group was asked to devise a campaign targeted towards women to 

address the issue that “fewer than one in five shoppers say they have not bought frozen foods 

because they don't like the taste, don't have enough freezer space at home, are not confident in 

frozen foods' nutrition, or are not confident in frozen foods' quality (a concern that is, 

nonetheless, notably more prevalent among women).” 

 

The kacy group began by conducting a situation analysis, reviewing their competitors, customer 

demographics, ConAgra’s strengths, weaknesses, opportunities, and threats. The Kacy Group’s 

goal was to alter the perceptions of ConAgra frozen food in women ages 35-50 and established 

the following goals: modify packaging for visual appeal and space convenience; promote 

beneficial values of frozen foods by means of nutrition, finances, and time.  

The kacy group: (ConAgra) Performance Audit 

The performance audit evaluates the account, ConAgra and how well the kacy group served 

ConAgra and managed its business. The performance audit conducted is based on programming 

and control management and accountability. It focuses on the kacy’s group ability to approach 

the account with a strategic plan. 

 

The kacy group Perfect Score KG Score 

PROGRAMMING 

Creativity in behalf of clients 10 9 

Innovation in behalf of clients 10 10 

Strategic planning for clients 10 8 

Concern for clients’ interests 10 10 

Success in producing client 

results 

10 7 

CONTROL MANAGEMENT & ACCOUNTABILITY 

Flexibility/Resources provided 

for clients 

10 10 
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Involvement between senior 

account holders 

10 8 

Agency financial management 10 10 

Agency personnel 

management 

10 10 

 Perfect Score: 90 KG Score: 70 

 

Understanding the Scale 

SCORE 

81-90 Excellent 

61-80 Good 

50-60 Fair 

Below 50 Poor 

 

────────────────────────────────────────── 

 

SuperCorp 

For SuperCorp, the kacy group was requested to provide training for SuperCorp's employees on 

cultural sensitivity. The kacy group organized a 50 minute interactive training session. The goal 

of the session was to help SuperCorp understand cultural differences among SuperCorp 

consumers and manufacturers; discuss and implement interactive designed communication 

tactics; understand cultural differences among SuperCorp consumers and manufacturers. The 

session focused on the following specific cultural sensitivities: assumptions, language, sexual 

orientation, spirituality and religion.  

The kacy group: (SuperCorp) Performance Audit 

The performance audit evaluates the account, SuperCorp and how well the kacy group served 

SuperCorp and managed its business. The performance audit conducted is based on 

programming and control management and accountability. It focuses on the kacy’s group ability 

to approach the account with a strategic plan. 
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The kacy group Perfect Score KG Score 

PROGRAMMING 

Creativity in behalf of clients 10 10 

Innovation in behalf of clients 10 10 

Strategic planning for clients 10 10 

Concern for clients’ interests 10 10 

Success in producing client 

results 

10 10 

CONTROL MANAGEMENT & ACCOUNTABILITY 

Flexibility/Resources provided 

for clients 

10 10 

Involvement between senior 

account holders 

10 10 

Agency financial management 10 10 

Agency personnel 

management 

10 10 

 Perfect Score: 90 KG Score: 90 

 

 

 

 

 

 Understanding the Scale 

SCORE 

81-90 Excellent 

61-70 Good 
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50-60 Fair 

Below 50 Poor 

 

  

Recommendations 

Client Relations  

Effective client relations is a rapport that requires both the firm and client to effectively work 

together to reach the overarching goal of the public relations program. From the client 

perspective, it is important for the client to define the goals and objectives, maintain open lines 

of communication at all times, respect the agency as a group of professionals who provide 

specialized service and deserve to be paid for those services, and a make a commitment to the 

agency.  

 

Before choosing an agency, clients should examine what functions they want an agency and 

from there create a short list of three to six agencies that fit their criteria. Next, the client should 

prepare for the bidding process with an informal briefing, overview of their needs so agency 

candidates can evaluate whether the client’s request falls within the firm’s capabilities or if there 

would be a conflict of interest among the firm’s current clients. You’ll also want to see which 

capabilities the agency thinks are necessary to solve your problem, followed by requesting 

examples of when the firms solved similar problems and addressed similar audiences for other 

clients, and lastly ask them to describe the firm’s account management process. At the end of 

decision process, clients should take a hard look at the benefits and disadvantages on taking on 

that particular firm. 

 

Assessment  

the kacy group Reflection 

  

Internally, we base our success on open communication and creativity. Our open communication 

policy encourages us to work and communicate effectively. The first signs of issues or conflicts 

are quickly dissolved by thoroughly communicating rather than permitting feelings to build up 

over time. This allows us to prevent future disputes from happening so we can remain one entity 

on behalf of our clients and firm as well as build better communication within our work 

environment. We also feel it is important to not let creativity run dry. We will continue to 

construct a creative space for the firm by rearranging furniture bi-monthly, re-decorating and 
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holding creativity meetings and training sessions to further improve creative efforts. Our positive 

communication flow and creativity have been redeeming factors for our success thus far. 

 

We pride ourselves in our ability to present our clients with creative, tactful and mindful efforts 

in every task given. For example, our tactics utilized for revamping the image of frozen food 

integrated PR, social media and marketing to reach the products full image potential. By using 

integrated communications, we offer our clients and potential clients broader channels to reach 

consumers and/or the target audience. With that being said, we plan to never steer away from our 

clients objectives and brand image. Our creative approaches to interactive training sessions have 

also received positive feedback from clients. For example, playing an ice breaker game at the 

beginning of our recent training session on cultural sensitivity engaged participants and created a 

comfortable atmosphere. Participants then lead conversation on topics that may have been 

uncomfortable had the game not broken comfort barriers. We plan to utilize feedback from 

training sessions constructively to avoid boredom and repetition. We want to remain fresh on 

ideas for training by staying in tune with pop culture and trends among our clients’ audiences. In 

essence, we will maintain and gain business by showing clients our positive results from our 

frozen food campaign and training session by emphasizing our work in creativity, integrated 

communication and strong firm workmanship.  

 

We strive to grow as a company and enhance our capabilities. In order to do so, our goal is to 

increase profit by 15 percent each year. This will require increasing retainer fees for current 

clients. To ensure the 15 percent increase is achievable by the end of each year, at the beginning 

of the third quarter we will assess our firm’s profit thus far and begin seeking prospects by 

means of third party credibility and presence in the food and travel industry.  


