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	Thus far, it has been a fascinating and rewarding experience to work as in intern at EASTWEST Public Relations. From my countless interactions with Jim James throughout the day to the responsibilities I have been given and the expectation I am held to, I feel like I have learned in three weeks about entrepreneurship what many people struggle to figure out over a lifetime.
	As I have worked with Jim, I have already learned a great deal about the ins and outs of running a PR firm—from the ins and outs of seeing and meeting the needs of the customer to effectively reaching target customers.  Specifically, Jim believes in the importance of creating value for clients, employees, the industry and the community. EASTWEST Public Relations is essentially an “on-the ground” media relations and public relations firm operating in Southeast Asia. Most of our clients are American and European companies who are interested in emerging in Asia, whether it be through launching a new product line or opening an office or factory here. These companies usually have no contact or little knowledge about Asia, so our services are extremely valuable.  We can help marketing managers of large companies do their job better or handle entire PR campaigns for small companies interested in Asian markets.Interestingly enough, one of the main ways our firm is innovatively working to create this value is through digital management. 
	Specifically, I would like to write my project about my work at EASTWEST in the area of digital management.  Specifically, I will break my project into several parts, all of which will discuss how I am trying to create value for the firm and for potential and current clients. 
	For much of the summer so far, I have been working on redesigning the website to make less about who EASTWEST is as a company and more about what they have done, do, and will do for clients.  This part of the new Marketing Manager and I’s philosophy that we should let the incredible things we have done as a firm speak for us rather than using the homepage and rest of the website to go vaguely describe the vision and ideals of our company.  The website should be our living breathing example of what we are doing and who we are for our clients and potential clients and employees.
 Part of my work in this area has been to write case studies about work that EASTWEST Public Relations has been doing for clients recently. This has been quite that process and has included talking to the EASTWEST consultants in the Singapore and Beijing office who worked with the specific client, gathering the numerous PR campaign reports from the online servers, and going through the documents to find the most relevant, unique and valuable information that clients would be interested to know.  After gathering the necessary information, I have invented a template on our website to effectively post the information in a concise and readable way (the case studies I have written so far can be viewed by visiting www.eastwestpr.com and clicking on the Case Studies tab).  I have already received a great deal of positive feedback from potential clients and associates in our firm who have all said how helpful it is to be able to clearly see the work we have done for clients. 
	I have also been working on a new type of marketing and public relations for EASTWEST called Search Engine Optimization.  When I first arrived a month ago, the growth of the company into the online market was essentially stunted because of the website. Though EASTWEST Public Relations is one of the leading public relations firms in Southeast Asia, they did not show up on the top 100 searches on Google for any of the obvious search phrases one would use to find them including “public relations firm/agency Beijing, Asia, southeast Asia, etc. Per recommendation from our Marketing Manager, I read two books about Search Engine Optimization, which is essentially working to get our website noticed by Google.  Thus, our website must be relevant and consistent, providing a consistent network of information for our clients.  I would like to dedicate part of my paper to discussing how I went about this process of revamping the website and the tangible results that came about as a result including an update of where we fall in Google’s top 100 search list for relevant terms and phrases. 
	Also in the realm of Digital Management, I have been working on EASTWEST’s unique web-based media and knowledge management portal known as Connect. Essentially, it is a way for clients to see all the work we are doing for them in a central place. This includes the press releases sent out on behalf of their company by EASTWEST, all the press coverage they receive, and all the relevant information about the PR campaign including contact information for all our consultants.  It is also a way for our consultants in Beijing and Singapore to manage the PR campaign. Part of my job is to figure out how to sell this product. Before I arrived, there was literally no information about this unique resource on the website, though it is something that no other PR firm in the region offers to their clients. I am working now to figure out how to show that this is indeed a valuable resource. I will dedicate a portion of my paper to discussing this process.
	Essentially, I want my paper to be an analysis or case of everything I have and will work on at EASTWEST, how it created value for the company, and what I learned from it. 






