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Introduction
I was first drawn to the course by its topic – we are always being told that we should be promoting and marketing our services. That and the “promise” (that word again!) that we would be equipped to “identify approaches that might prove successful within the context of a local Libraries Awareness Week” proved a draw in my case. Every year I resolve that I must do better in supporting awareness activities when they come around in November and every year I end up getting “caught out” under-prepared – must do better next time! 
I was interested to try the ‘new look’ FOLIO course. I really enjoyed the reading week which gave valuable catch-up time and the usual FOLIO competition! Receiving an email from the FOLIO team 3-4 times a week rather than everyday worked well and eased the pressure somewhat. 
Week One
The buddy group icebreaker was a great way to start the week. I love good adverts; sometimes they’re better than the programmes on TV! The ‘Gorilla’ Cadbury’s advert is great in that it keeps you watching right till the end. Sticking with sweet things, my personal favourite, from a little while ago, is the Skoda ‘Cake car’ (go to: http://tiny.cc/fzccr) for the very same reason. Most car adverts are boring, showing someone swooshing round winding roads in the latest ‘must-have’ vehicle. The Skoda ‘Cake Car’ made of confectionery was so different to the same old car ads that it kept me watching to the last second. Very clever!

Briefing One told us that “marketing is about getting the right products and services to the

right customers at the right time and in the right place”. Like many others I have always struggled with the distinction between marketing and publicity and promotion. I, for one, found it useful to be told in Briefing One:

“if you think of marketing as building a house, the publicity and promotion part would be the painting and decorating, i.e. one of the last stages of the process, there has in fact been a lot of planning and hard work that have happened prior to this, to allow the painting and decorating to take place.”
This analogy perhaps also explains why I never get around to publicity and promotion - as the state of our house attests! Briefing One also introduced me to the very useful resource list produced by our guest editor Sheila Webber: Marketing: Sources for marketing information and library services.
Week Two
Week Two saw Sir Allen Sacharine’s apprentices discuss two competing models of marketing, the 4Ps and the 4Cs. Although the 4Ps became 7 Ps and then 9!
Having broken the ice, we had a buddy group debate about the merits and drawbacks of marketing. I find myself vacillating from the idea that marketing is all about selling things that people don’t really need to the realisation that people will only buy things if marketing manages to touch a responsive chord, a latent need. Perhaps though, like me, you wander around supermarkets speculating how much the difference in price between two equally matched products is because one gives you “hands that do dishes as soft as your face” while the other simply washes dirty plates!

We were then introduced to some more technical concepts. ScHARR Library aired its dirty linen by critiquing its very simplistic version of segmentation on its Web site – evidence, if more were needed, that a little knowledge is a dangerous thing. In contrast Oxford Brookes University knew what it was doing when it came up with its Inspiration Campaign brand with proof that you can deliver a promotional campaign with a budget under £ 500. The cited article from the reading list (Rowley J (1997) Managing branding and corporate image for library and information services. Library Review 46 (4): 244-250) is definitely one that I shall keep for future reference in my clippings file. 
Week Three

The PowerPoint on Customer Relationship Management struck a chord with me- when accessing services we all like to be treated as a “regular”. This applies equally regardless of whether we are presented with suggested book choices by Amazon, we have a Tesco loyalty card or we are greeted by name in the Queen Vic or Rover’s Return! Surely this is the way that libraries and information services will have to go in the future. However we will certainly need IT support to help us manage such relationships. We were introduced to promotional items in the Camblewick Hospital scenario which took us through the decision process associated with selection of promotional materials. I like the functional items- pens, post-it-notes- but maybe that’s my obsession with stationery coming through! Up to this point the course had been interesting but hadn’t really engaged me at a practical day-to-day working level. Fortunately this was to change during the following week.
Week Four

The first task of Week Four sent us on a £300 spending spree!  I enjoyed this task, seeing the practical application of promotional items, but struggled with the budget. I liked the idea of the presence of the library at staff inductions- an excellent opportunity to meet new staff and get them into the library. For the critique of the promotional leaflet/website, I found it helpful to think about what makes such a product successful. This is the sort of evaluation that librarians do intuitively all the time but somehow doing this against a list of questions made the whole process seem to embody a higher level of reflection and analysis. I always like the FOLIO quizzes for the opportunity they give to consolidate learning. However, I especially enjoy the multiple choice aspect! 

Reading week
The reading week was a great opportunity to take a break and catch-up.  The logo competition was a bit of light relief – worryingly for someone who tries (usually unsuccessfully) to resist modern commercialism I did recognise most of them. 
Week Five and Six- library awareness
Planning for the Library Awareness Week did deliver against my expectations. The links to the sources for the Day 17 exercise, the NLH and Leeds NHS Staff Libraries will definitely prove useful in the future. I was glad to see that the whole cycle also included evaluation although I do have the concern that activity levels return very quickly back to normal once the blip of a Library Awareness Week has taken place. The only way to disprove that theory is evaluation!
Week Seven 

Week seven helicoptered us back from the micro detail of the Library Awareness Week to the more macro level of strategic planning. At least the link between the “talk” and the “walk” was a fairly tight one with planning considerations linked to a critique of an existing web site. I found it useful to think not just about the services and products offered by a site but also to think whether they were for refreshment, outreach or service promotion purposes. 

Week Eight

Training events on marketing and promoting services tend to orientate to either the theory or the practice ends of the spectrum. The ProMISe course, perhaps as a function of having eight weeks over which to deliver, was able to move fairly smoothly between and across levels. Had it simply been theory – the marketing mix etcetera – then I doubt that I would have stayed the course. On the other hand if it had all been pragmatic then there would have been little to lift the sights above the demands of day-to-day work. What worked well for me during this course were the catch-up days scattered through out the eight weeks and the reading week- valuable opportunities for catch-up and made the process seem less intense!
