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Tips on promoting Nuffield scholarships and programme

May 2003

This sheet is an attempt to provide constructive and useful tips to state leaders and scholars to assist them to promote Nuffield and the scholarship programme. It also makes some suggestions about how to attract and keep sponsors.

Promotion:

The media:

Rural media are usually desperate for stories. If you give them a lead they will often follow it through. Most farmers don’t like to promote themselves but you are a Nuffield scholar and you are special because of that.

1. Develop relationships with your local journalists. In particular the ABC radio is a very good medium and many farmers listen to the rural reports daily. Often journalists look for stories to fill their timeslots and they like “good news”. If you can develop a good relationship with a journalist they will ring you looking for stories from time to time. To do this you need to:

a. Ring them up and give them information about yourself and something interesting. Let them know how to contact you as well.

b. If you see them at field days, sales, in the street – say hello, just like you would with any friend or associate.

c. Let them know when you have an event on – a meeting, a scholar awarded / departing / returning and how to contact them.

d. Let them know if there is something interesting you do – it rained and how much / your crop went well / you topped the sale last week / you did something different and it worked. It is amazing how easy it is to get a story if you have a relationship.

2. Print media are very similar to the above but they want something they can print and take pictures of. If you ring them, or better send them a media release and inform them of something they will often run it, but they don’t have the time to send journalists out to farms looking for stories (except rural papers). 

a. Again make yourself known to them and they will call you seeking comments or looking for a story. Don’t be afraid of stories like “Bill Blogs who played in the local tennis tournament is a Nuffield scholar...” This is good subtle news.

b. Pay for it. Ads often attract editorial if you have an event on. Or consider paying someone to write the media release for you.

c. Use your sponsors. They have full time media / PR staff who are employed to get their name in the papers. If you cultivate this type of relationship you will get synergy in stories like ‘HiFert donates to Nuffield” or Bill Bloggs a Nuffield scholar uses Wesfarmers agent to sell cattle”. If you make yourself available the companies will come to you for stories and testimonials.

d. Rural papers look for stories. Again cultivate the relationships and give them the story lines.

3. TV is harder as it is much more “here and now”, but can be used for gatherings of local scholars or annual meetings, etc.

In short get to know your local journalists and work with them.

Other promotional events:

The media is not the only way to promote Nuffield and the programme. Other things include:

1. Hold an event. Develop a programme where you invite young local farmers to a filed day or event on your farm. You can talk about other things and use Nuffield as an information session – or have it totally dedicated to Nuffield.

2. A good thing would be a field day on a returning scholars farm. Invite all of the states scholars to gather and bring a friend to the event.

3. Offer yourself as a speaker at other seminars etc. The GRDC and other R&D bodies are often holding information days. Make yourself available.

4. Take a stand at field days etc in your area. Big or small these events attract a lot of people and you will have to spend some time on the stand but it is not hard to develop a roster of four or five people to take turns and give advice or information about Nuffield.

5. Host events such as lunches, etc where you can invite the media, sponsors and interested people.

Sponsorship:

Corporate Australia has a very wide range of promotional things to spend their money on and they are always looking to see how they can do it better to get their names in lights and associate themselves with the best. We need to convince them we are the best. To do this you need to:

1. Target the companies. If you are getting a lot of media coverage they will find you but you will need to be doing very well for this to happen.

2. Think about who you do business with and what products you use. These companies could make up the first target list. Eg input suppliers / product buyers.

a. Don’t be afraid to think outside the square. Most of our sponsors are banks, fertiliser or chemical companies or R&D bodies. The potential list is much longer. A few are listed below to get you thinking:

· Fuel companies 

· Fencing supply companies 

· Animal health companies 

· Chemical companies 

· CRT network of independent agents  / Elders, etc 

· Telecommunications providers 

· Govt funding programmes such as those through the NSW Dept of state and regional development / NSW Ag, etc. 

· Machinery suppliers 

· Technology providers, eg precision ag 

· Processors / meat companies / seed suppliers 

· Car companies eg Toyota / Nissan / GMH / Ford 

· State scholars themselves. We are a tax-deductible organisation and with the exception of NT all states have at least 20 scholars. $400 / yr each would support a state scholarship. 

· Large corporate farms, eg pastoral companies (listed and private) 

· Bundaberg Rum - OK that's a long shot! / Beer companies 

· Bullbar manufacturers / makers of driving lights, etc. 

· Grain handling companies 

· Specialist companies eg AI services, dairy service providers, ag consultants. 

· Large ag consulting firms, eg Hassells, ACIL 

· Accounting firms, stockbrokers, law firms, futures brokers, etc.
3. Don’t neglect them. Your sponsors and supporters are looking for their pound of flesh in return for their support. Invite them to everything. Some states are now developing dedicated “sponsors days” where they have lunch with scholars etc.

a. Many of the scholars were supported by a company. They should constantly be in touch with their sponsor even though they have finished their scholarship. This is how the relationship builds.

4. Offer your farm for product trials. Most companies are looking for places they can demonstrate their products. Nuffield scholars are meant to be leading farmers and the companies want to be associated with this. Make yourself available.

The key message is take responsibility. Don’t rely on other people and assume that something will happen. Everyone is busy but if you are proud of your scholarship and the association then assist to make it better. If everyone does one little thing it will amount to a big thing in the end.

Messages to use in promoting Nuffield:

1. Applications close June 20, 2003

2. Nuffield was created by William Morris, Lord Nuffield in the UK after the Second World War and has developed around the world. Australia, NZ, Canada, UK, Ireland, France and Zimbabwe all have Nuffield scholarship programmes. In this it is unique – there are no other global networks of farmers.

3. The mission of the Australian Nuffield Farming Scholars’ Association is to promote excellence in all aspects of Australian agricultural production, distribution and management through the adoption of local and international best practice and continuous development of a unique network of industry leaders and innovators.

4. Our website for further information is www.nuffield.com.au
5. Include your contact details or our office when speaking to journalists or sponsors.

