
















B2B Market Sector: ARCHITECTURAL DESIGN

Challenge: Create a direct marketing campaign to showcase a series of achievements
in architectural and interior design without being overly commercial.

Industrial Sector: ENGINEERING

Challenge: Communicate, through copy, the value-added integration of services 
offered by a global leader at its technical campus in Mexico's free trade zone.



B2B Market Sector: COMMERCIAL HORTICULTURE

Challenge: Develop a multi-level marketing strategy, including trade shows and print ad-
vertising, to appeal to commercial growers on the basis of their main concern: that infe-
rior soil mixes affect crop performance and profitability.

B2B Market Sector: INTERNATIONAL TRADE DATA

Challenge: Promote the practical and competitive value of trade intelligence to 
food wholesalers, retailers and importers, with the objective of selling database 
subscriptions.



Messaging: MULTI-MEDIA STORYTELLING

Challenge: Plan and provide all media services to deploy multi-million-dollar national
media budgets in print, broadcast, point of purchase, transit and e-channels.

Messaging: INVESTOR RELATIONS

Challenge: Communicate the strategic vision of the chief executive officer of a 
leading public company with clarity and consistency, using multiple investor 
relations channels.



Messaging: CORPORATE CITIZENSHIP

Challenge: Implement a localized market-by-market press campaign to promote a
client's national partnership with the award-winning television show "Extreme Makeover:
Home Edition" as each house is built.

Messaging: EDITORIAL AND PRESS RELATIONS

Challenge: Leverage press relationships to achieve corporate and product coverage,
expert-source editorials, blogs and news coverage, while providing authorship and
ghostwriting as needed.



Messaging: INTERNAL COMMUNICATIONS

Challenge: Produce consistent and credible internal messaging for a multi-national 
company, including management-to-employee communications, newsletters, Intranet
content and human resources directives.

Messaging: EXTERNAL COMMUNICATIONS

Challenge: Create a local client's first Internet presence from the ground up, with 
separate portals and pathways through the site for commercial and consumer visitors.



Messaging: SPEECHWRITING

Challenge: Provide personal speechwriting and coaching for company executives, with
a focus on themes that resonate with employees, investors, industry stakeholders and
customers.

Messaging: MEDIA BUYING AND PROCESSING

Challenge: Revitalize the nation's oldest seed company by using print advertising,
public relations and direct marketing to promote its heritage as relevant to today's 
values.



Messaging: TRADE PRESS DISTRIBUTION

IndustryWire is a proprietary press database and email service available to clients of
Balboni Associates. It gives companies a unique, direct-to-editor channel for trade press
releases targeted by industry.

Balboni Associates offers unique B2B press distribution services

through its division IndustryWire, capable of creating highly targeted

publication databases customized for equipment end-user markets

and channels. IndustryWire is ideal for:

• Companies that want to increase targeted exposure in end

markets and channel markets;

• Companies with a short- or long-term interest in entering certain

markets and need to ramp up their exposure quickly at a low cost.

Through IndustryWire, company press releases are pushed out di-

rectly to editorial desks. The database is customized, as is the

sender’s address. For example, releases can be sent from:

YourCompany@industrywire.net

Balboni Associates can be completely invisible in this process, or we

can act as the press contact, as you wish.

IndustryWire charges a one-time, up front fee to compose a client’s

custom database, a small monthly cost to maintain the records (up-

date editorial changes, etc.), and an affordable, per-release cost 

to distribute each press release. Volume discounts and association 

discounts are available.

A client’s use of template news services such as BusinessWire does

not mitigate IndustryWire’s trade-specific advantages. The methods

complement each other. The two overriding advantages of Industry-

Wire over traditional newswire services are:

• Access to editors in every corner of a given industry: not only the 

“top-player” publications, but also smaller, specialty publications. 

Readers of less prominent publications are viable prospects but 

are often off the radar of major newswires;

• A direct email to the editor or news desk, making it more likely 

that a given press release will get noticed, retained and published.
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Lucy Peterson is an internationally published business writer and communications 

consultant with more than 25 years of executive experience as co-founder of the private, 

full-service marketing firm Balboni Associates, Inc. In 1994, Ms. Peterson assumed sole 

ownership of the company and subsequently quadrupled its revenues while raising its 

profile domestically and abroad in the retail, industrial and professional services sectors. 
 

Through Balboni Associates, Ms. Peterson provides essential communications to public 

and private companies in the areas of press relations, executive ghostwriting and 

speechwriting, investor relations, internal corporate communications, external market 

communications, advertising content and broadcast scripting. Her work is distinctive for 

the clarity and perspective it brings to complex subject matter. In 2006, her authorship of 

an annual report for a $3.6 billion industry-leading public company received international 

recognition from a prominent business writers’ association. 
 

As an independent writer, Ms. Peterson is the author of numerous articles for industry-

specific trade publications. She continues to accept freelance commissions in North 

America and Europe from leading business publishers such as Penton Media, the 

largest independent media company in the United States, and KHL Group, the world's 

largest supplier of international construction information via traditional and electronic 

channels.  
 

Ms. Peterson began her writing career in 1980 as a commercial writer/producer and 

production supervisor with Park West Advertising, Inc. She is a past member of the 

Rotary Club and marketing advisory board of the American Cancer Society of Western 

Massachusetts, and is active in civic and cultural development efforts. 
 

Ms. Peterson holds a Master of Business Administration degree in Marketing from 

Western New England College, a Bachelor of Art degree from Georgian Court College 

(now Georgian Court University), and has completed coursework at the Università per 

Stranieri in Perugia, Italy. She resides in Massachusetts. 




