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Celebrating Milestones

By Michael T. Ferris

Congratulations to NAHC for its 25
years of leadership and advocacy
for the home care and hospice commu-
nity! Celebrating milestones is also an
important way for organizations to mark
meaningful events and anchor market-
ing messages in their communities.
Celebrating a milestone is an impor-
tant marketing tool. Any time you can
add substance to a message that reinforc-
es stability and service to the communi-
ty, you should do so. Everyone wants to
be associated with a winner. Use these
same tactics to celebrate awards and
achievements. Your staff will be proud to
be part of the celebration. Even if they’ve
only been on board for two years, they
are more likely to stay with the agency.

How to Promote Milestones

Have anniversary apparel and pins
made for staff and referral sources to
wear proudly. Buttons, plaques, tro-
phies, and other commemorative items
work very effectively to show gratitude.
Look at everything through public re-
lations lenses. Proactively seek ways to
turn business events into publicity. For
example, Great Lakes Home Health and
Hospice (GLHHH) purchased a fleet of
company cars in response to the rising
cost of gasoline and subsequent hardship

experienced by field staff. From a busi-
ness perspective, it made perfect sense,
but was not necessarily a newsworthy
event. GLHHH, however, selected em-
ployees who logged the most miles, and
qualified them for a car.

Here’s where it gets interesting. The
cars are red with a white number “1”
(the words next to the number: “Our
patients and employees are #1”), and a
NURSECAR™ logo created by Great
Lakesison theside, front, and back of the
car. The cars are painted in a NASCAR
fashion and act as rolling billboards.
Because they are so unique, Ford Motor
Company had their PR department
get involved. Now national and local
media are covering the event. The cars
were delivered to the staff members dur-
ing a special ceremony at the Michigan
International Speedway.

Press releases as well as scheduled
activities of celebration should be pro-
vided to local and industry media to get
the word out to the community about
the milestone. Online releases work,
and there are services that will do this
for you; some are even free. Check out
www.prweb.com to see how it works.

3HC-Home Health & Hospice Care
in Goldsboro, North Carolina, is now
celebrating its 25th anniversary. They
have included this information in all








