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Credentials Presentation



Traditional Agency..

Relies on junior staff to deliver 
programme

Lack of results oriented service

Low profile for client of senior 
consultants

Does not understand client 
needs/priorities

PR not seen as helping drive revenue

Focus on ‘fluff’ and ‘creativity’

Seen as third party service provider

High staff/office overheads

Ascendant..

Employs only senior consultants

Services based around results and 
proactivity

Access to senior consultants on a daily 
basis for strategic input

In-house experience so understands your 
needs

PR is there to help drive revenue by 
increasing sales opportunities

Delivers real business value and results

why we’re different



previous brand experience
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Media Communications

Analyst Communications

Influencer Relations

European Co-ordination

our services



Enterprise Spend Management

Content Management

Server Virtualisation

WAN Optimisation

eGovernment

Analytic Applications

Network Management

Video IP Services

our market leading clients



Akamai www.akamai.com

Agency management and 
co-ordination in: France, 
Germany and Spain:

Press release distribution

Weekly US update calls

Monthly agency calls

Monthly reporting

Event coordination

european co-ordination case study



PortBlue   www.portblue.com

Core Messaging Definition

One Minute Pitch

Website Auditing

Credentials Presentation

messaging case study



Posetiv    www.posetiv.com

Joint research with Computer Weekly

Two full page article write-up

News coverage

Follow-up sales seminar

media & research case study



Ascendant Analyst engagement:

1 > Akamai www.akamai.com
“Ascendant is pro-active in its 
management and delivery of analyst 
relations services.”

2 > Hybris www.hybris.com
Launch with US and European
analysts in 2005, helped define
commercial analyst strategy and
relationships.

3 > Ariba www.ariba.com
“Ascendant has helped us gain 
competitive advantage over our 
closest market rival.”

analyst case studies

http://www.idc.com/home.jhtml;jsessionid=LKY5V1WZGK3SQCQJAFDCFEYKBEAVAIWD
http://www.pac-online.com/pac/pac/live/pac_world/pac/index.html


Client
"I want to thank you for your impressive work on Redline…this is making a huge 
contribution to our success in the UK as well as the rest of Europe.” (November 2004)

Board Member & Investor – Redline Networks

Journalist
"PR people who understand how to pitch a story and also to follow up with 
a journalist properly are hard to find. In my experience Ascendant fits this 
category exactly.”

Kate Bulkley - Senior Freelance Journalist (FT, Independent, Guardian etc)

Analyst
“Too many PR firms simply bombard analysts with material. Ascendant 
takes time to find out what analysts are actually interested in.”

Andy Kyte - Research Fellow, Gartner

what the people who count say



Affiliated European Agency Network
Proven credentials
Seamless European Management & Programme delivery
Scaleable flexible programmes
Complete European coverage

partner network



want to find out more?

please contact James Cooper

email: info@ascendcomms.net

telephone: +44 (0) 208 241 6226
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