
Under the skin of our work

Public Sector

One in five of the UK’s adult workforce are employed in the public sector, generating

immense growth in demand for goods and services in recent years. Working for public

sector clients like OGCbuying.solutions and the COI, and for many private sector

organisations targeting public sector prospects, Red C has built an unrivalled expertise in

public sector marketing.

The public sector is uniquely complex, but can also be a rewarding marketplace in which to trade. Whether you

want to target health, local or central government, education or the emergency services, our sector experts can

give you a headstart in building public sector awareness, credibility and market share. Just as we have done for our

clients like PC World, Simon Jersey and Screwfix Direct. So if your current marketing activity isn’t getting the

impact and results you need you should be talking to us.

Under the skin

Red C were appointed as a COI roster agency in 2005, reflecting the requirements of Marc Michaels, Director of

Direct & Relationship Marketing for the COI. “We wanted agencies who understand the broad impact of direct

marketing in attitudes and brand, not just the traditional return on investment model.  The new roster delivers this

and has agencies who, we feel, understand a wide range of audiences and can use data and research to develop

audience insight that benefits campaigns through tailored creative approaches. Creativity is crucial and, when

driven by insights into the psychology of individuals, results in increased effectiveness.”

We chose Red C for their combination of

strategic expertise and commercial awareness.

We felt that the senior partners could play a

significant part in improving our performance

and reach of public sector audience. The

agency’s ability to provide seamless integration

of online and offline strategies and results

driven campaigns makes them ideally placed 

to support our e-First initiative to move most

government procurement online by 2005.

Janet Driver, Brand Strategy Director, OGCbuying.solutions

“

“

Clients past and present…

Public Sector



Building a brand in the hard-to-reach public sector

[title] Public Sector Procurement Magazine.

[brief] Develop a corporate communications strategy for the

government’s procurement agency OGCbuying.solutions, part

of the Office of Government Commerce.

[solution] As part of the planning process, we reviewed the

appropriate specialist press titles available but none spoke to all

parts of the public sector or had the quality of editorial we

needed. Yet Buying Solutions already had over 40,000

procurement personnel on its own database. The solution 

was obvious.

First launched in 2003, the quarterly magazine is now in its 

12th issue. Featuring articles on hot topics such as e-auctions,

sustainability and interviews with leading government figures,

the publication offers content of real relevance and interest to

its audience. The independent editorial stance allowed us to

promote Buying Solutions products and services as credible

full-page advertisements. For the first time, we had created a

channel to raise awareness and promote Buying Solutions’ full

range of frameworks – a major tool for ‘cross-promotion’.

[results] Regular questionnaires show that the magazine, part

of a wider CRM programme, has become a well-read and

trusted publication that reaches all of its diverse audiences, at a

fraction of the cost of advertising in the fragmented press titles

available in the sector.

PSP has a bigger circulation 

and readership in public sector

procurement than any of the

commercially available titles.

“

“

Issue 1, April 2003

A double page spread from issue 1

Issue 3 April 2004Issue 2 October 2003
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Simplifying complex public sector procurement

[title] OGCbuying.solutions Corporate Advertising Campaign.

[brief] Create an efficient and motivating advertising campaign, which

succinctly explains a complex offering to the public sector.

[solution] OGCbuying.solutions is an Executive Agency of the Office of

Government Commerce and provides pre-tendered procurement solutions

for the public sector. With pre-negotiated agreements across 10,000s of

products, their service eliminates the expensive and time consuming

tendering process.  

Red C were challenged to raise awareness of this complex offering to the

wider public sector, outside of Central and Civil Government, whilst being

conscious not to be seen to be wasting money on an expensive 

branding campaign.

Creatively we focused on the fact that no other organisation could offer

the public sector access to the wide and deep range of products and

services. The theme of Paperclips to PC’s was translated across full-page

advertising in key public sector titles, a series of added value initiatives

such as ‘knowledge papers’ as well as a microsite to answer further

questions and handle initial responses to the campaign.

Public Sector



Public Sector

Laying successful foundations for the DfES

[title] DfES Foundation Degrees Direct Mail Campaign.

[brief] Create direct mail packs to convince business leaders that

Foundation Degrees will provide a highly skilled workforce that will ensure

the continuing success of their company.

[solution] A key customer insight was needed to help evolve a creative

approach that would achieve cut-through and relevance to our target

audience. We undertook an In-tray research exercise, where HR Directors

in companies within the target industries, were asked to keep the contents

of their In-tray for a 2-week period.  The findings were very revealing and

helped in forming the strategic and creative approach. Maintaining

synergy with ATL creative, our work was developed further to focus more

on how Foundation Degrees can help lay a ‘workforce foundation for the

future’. No matter how large a company, the foundations for success lay

in people. A tailored approach was taken for each sector and each

audience, talking their language and using relevant case studies. We also

used a non-standard format to help us achieve cut-through and tell the

whole story about Foundation Degrees.

[results] Over 75% of response came from the direct mail – which only

accounts for 25% of the campaign. Respondents included some of the

biggest companies in the country.

Construction envelope

Retail envelope

Retail booklet inside spread

Engineering envelope 

This is the first time we’ve used direct

mail for a Foundation Degree campaign.

It was ideal for the tailored messages we

wanted to deliver to each sector.

Barry Duffy, Marketing Manager, DfES

“

“




