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Public Relations has evolved from a function focused primarily on media outreach
to a strategic discipline centered on building and nurturing a web of valuable
relationships. In the modern business landscape, the success of a PR campaign is
inextricably linked to the strength of its connections—not just with journalists, but
with influencers, community leaders, internal stakeholders, partners, and
customers. This course provides a strategic framework for integrating sophisticated
relationship management into the heart of every PR campaign.

Participants will learn how to move from transactional pitching to cultivating
genuine, mutually beneficial partnerships that amplify brand messages and build
lasting advocacy. This program combines the timeless principles of trust-based
relationship building with modern tools and channels, empowering you to design
campaigns that are informed by, and resonate with, your most critical audiences.
You will learn to map stakeholder ecosystems, develop engagement strategies, and
measure the true value of relationships in achieving business goals.

* Pre-assessment

* Live group instruction

» Use of real-world examples, case studies and exercises

* Interactive participation and discussion

* Power point presentation, LCD and flip chart

» Group activities and tests

» Each participant receives a binder containing a copy of the
presentation

* slides and handouts

* Post-assessment



Upon successful completion of this course, participants will be able to:

Define the role of strategic relationship management as the core of modern PR.
Map a comprehensive stakeholder ecosystem and identify key influencers beyond
traditional media.

Develop a targeted engagement strategy for different stakeholder groups
throughout the campaign lifecycle.

Apply digital tools and social listening to identify, research, and build relationships
with key individuals.

Cultivate genuine, mutually beneficial relationships with journalists, influencers,
industry analysts, and community partners.

Measure the impact of relationship-building efforts on campaign performance and
overall brand equity.

This course is designed for PR and communication professionals who recognize that
relationships are their most valuable asset:

PR Managers and Account Executives (in-house and agency)
Communication Specialists

Media Relations and Influencer Relations Managers

Community Managers

Social Media Managers with a PR focus

Marketing Managers looking to build a more authentic brand presence
Startup Founders managing their own external relations



The New Foundations of PR: From Transactions to Relationships

Morning Session: The Relationship-Centric PR Model
o Why Relationships are the New Currency in PR: Trust, advocacy, and
amplification.
o Moving Beyond the Media List: Identifying all campaign stakeholders
(journalists, influencers, employees, partners, customers, community leaders).
Afternoon Session: Mapping Your Relationship Ecosystem
o Stakeholder Mapping Techniques: Power/Interest Grids and Influence Mapping.
o Introduction to CRM tools for PR (e.g., Cision, Muck Rack, Propel).
o Workshop: Map the key relationship groups for a specific product launch or
brand campaign.

The Art of Building Media Relations in the Digital Age

Morning Session: Modern Journalist Engagement
o Understanding the Modern Journalist’s Needs: Beyond the press release.
o Personalized Pitching: Researching and crafting pitches that demonstrate
value to the journalist’s audience.
o Building a Rolodex: Effective networking and follow-up strategies.
Afternoon Session: Digital-First Media Relations
o Engaging with Journalists on Social Media (Twitter, LinkedIn).
o Using HARO (Help a Reporter Out) and other services to provide expert
commentary.
o Practical Exercise: Research a target journalist and craft a personalized
pitch email for a specific story angle.

Beyond Media: Influencers, Partners & Internal Champions

Morning Session: Strategic Influencer Partnership
o Micro vs. Macro-Influencers: Identifying the right partners for authentic
advocacy.
o Building Mutually Beneficial Partnerships: Beyond paid transactions.
o Managing Influencer Relationships and Campaigns.
Afternoon Session: Internal & Community Relations
o Creating Employee Advocacy Programs: Turning your team into brand
ambassadors.
o Building Community Partnerships for localized impact and credibility.
o Case Study: Analyze a successful campaign driven by influencer and
community partnerships.



Digital Tools for Relationship Management & Engagement

Morning Session: Social Listening for Relationship Intelligence
o Using Tools (Meltwater, Brandwatch, Talkwalker) to identify
conversations, trends, and key opinion leaders.
o Monitoring for Relationship Opportunities and Potential Crises.
Afternoon Session: Engagement & Nurturing Strategies
o Developing a Content Strategy for Nurturing Relationships (e.g.,
exclusive insights, expert interviews for your network).
o Creating a systematic outreach and follow-up calendar.

o Workshop: Develop a 90-day nurturing plan for a key stakeholder group

identified on Day 1.

Integration, Measurement & Capstone

Morning Session: Measuring Relationship Equity
o Key Metrics: Quality of coverage, share of voice, sentiment,
influencer engagement rates, relationship strength.
o Proving the ROI of Relationship Building to Management.
Afternoon Session: Capstone Project
o Final Assignment: Participants develop a complete “PR Campaign
Relations Strategy” for a real or hypothetical business objective. The
plan must include stakeholder mapping, channel strategy, key
messages per audience, and a measurement framework.
o Presentation and Peer Feedback.
o Course Recap: Building a long-term relationship management
function.
o Certification of Completion.
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Complete & Mail to future centre or email

Info@futurecentre.com

Delegates have 14 days from the date of booking to cancel and receive a full
refund or transfer to another date free of charge. If less than 14 days’ notice
is given, then we will be unable to refund or cancel the booking unless on
medical grounds. For more details about the Cancellation and Refund policy,
please visit

https://futurecentre.net/

Please complete the registration form on the course page & return it to us
indicating your preferred mode of payment. For further information, please
get in touch with us

The course material, prepared by the future centre, will be digital and
delivered to candidates by email

Accredited Certificate of Completion will be issued to those who
attend & successfully complete the programme.

We are committed to picking up and dropping
off the participants from the airport to
the hotel and back.



Registration & Payment

Complete & Mail to future centre or email

Info@futurecentre.com

e Full Name (Mr / Ms / Dr/ Eng)
e Position

 Telephone / Mobile

e Personal E-Mail

e Official E-Mail

e Company Name

e Address

e City / Country

Payment Options
.| Please invoice me
(! Please invoice my company

Course Calander:

"% 02/03/2026 - 06/03/2026 Click Now

=

A\

% 08/06/2026 - 12/06/2026 Click Now
% 14/09/2026 - 18/09/2026 Click Now

™5 21/12/2026 - 25/12/2026 Click Now

\& V-



https://futurecentre.net/offline-courses/building-pr-campaign-relations-management-in-modern-business-255009-2/
https://futurecentre.net/offline-courses/building-pr-campaign-relations-management-in-modern-business-255009-3/
https://futurecentre.net/offline-courses/building-pr-campaign-relations-management-in-modern-business-255009-4/
https://futurecentre.net/offline-courses/building-pr-campaign-relations-management-in-modern-business-255009-5/
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CONTACT US

FUTURE CENTRE

Jrdilaall jspo
futurecentre.net




