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The Word on Everyone’s Minds
Sadie Groom 
CEO 

I B C ,  U k r a i n e ,  L o v e 
Island, Rishi and Liz, 
November mid-terms, 
global warming, the cost 
of living crisis, inflation - a 
collection of words that 
I am hearing and seeing 
a lot at the moment, but 
there is one other... ooh, 
here we go, recession!  
 
I am no financial or political expert 
but it looks like it might happen, 
though I can’t say when or how 
long for (the good news is that they 
are always temporary). But I have 
been through one or two before, 
so here are my tips and thoughts 
about how we can be prepared for 
it and also how to make the most 
out of it - and yes, some businesses 
do continue to grow throughout a 
recession, including Bubble in the 
previous one.    

1. Positioning - It is your protection 
in tough times! How easy are 
your products and services to 
buy? Can you create different 
packages, pricing structures, 
financing options? Do your 
buyers understand what you are 
actually selling? Don’t overuse 
terms that mean nothing (e.g. 
a media centric solution - this 
could be anything) or ones that 
you use internally. Remember 
that your messaging needs to be 
understood by a whole range of 
stakeholders, and in a recession 
procurement will be a lot more 
involved.  

2. Be seen as the expert - You will 
need case studies, testimonials, 
articles, whitepapers to make 
people feel safe/reassured and 
see you as a trusted partner. 
Make sure your messaging is 
consistent and remember you 
can A/B test your messaging 
through an app called Wynter. 
Also, check your website to 
see if it does the above - you 
don’t need to spend a fortune, 
you might just need to change 
the text and order of pages.  

3. Keep communicating - Yes, I 
constantly said this during the 
pandemic, but it is so important. 
You need to be visible; your 
competition might decide to 
keep spending on marketing and 
all the investment you have made 
so far will be lost. Spread out your 
marketing efforts - don’t just 
go for one channel i.e. emails, 
make sure you are targeting as 
much as you can, and hey, be 
creative and try some print. 
Remember, if you want to keep 
growing you need to invest with 
time or money and if you don’t 
have the budget then invest the 
time in your LinkedIn activities.   

4. Look at other sectors you can 
go into and other products or 
services you can offer - This 
being said, ensure that you 
don’t overpromise as this will 
create stress problems internally 
and externally on the business.  

5. Taking things in-house - Clearly I 
have a vested interest in this but 
don’t throw the baby out with the 
bathwater. Speak to your agency 
if you need to and ask what else 
they can do, where they can 

support you and how they can 
adapt. If you cut the work off, you 
will have to reinvest all that time 
again later, so hold your nerve.  

6. Reassure your team - There 
is a lot going on in the world 
at the moment so make sure 
you keep talking to your team, 
whether you are the top boss 
or a manager. Tell them what 
your current position is and 
what you are planning to do, 
and communicate regularly 
to them. This is the same for 
your partners/suppliers and if 
applicable sales channel too.  

7. Learn to negotiate - There is 
so much to say on this and 

little space here, so I am going 
to recommend this person 
for articles www.thedrum.
com/users/mikepiscaricom 

8. Drive up quality - It sounds 
obvious, but ensure you are 
putting customer service and 
quality at the top of your list 
to retain current customers, 
especially if people are looking 
around for a better deal.

I hope that this is useful, it might 
not happen but if it does then we 
will be prepared. Someone said 
to me once, look carefully at what 
everyone else is doing and if they 
are all walking right, walk left!

OUR TEAM IS GROWING! WE ARE DELIGHTED TO INTRODUCE YOU TO…

Thaïs Nirascou, Account Manager
Thaïs joins as an Account Manager and brings over four years of experience in corporate public relations and social media 
strategy in France and the UK. She has worked in a wide range of sectors, including financial services, retail, tech and health 
for brands such as Allianz, Aion Bank, IG, Reebok, Lenstore, Europcar and Proxem. Passionate about communications 
strategies, she brings to Bubble her expertise in both online and offline formats.

Maddy Grist, Junior Account Executive 
Maddy has joined the Bubble team as a Junior Account Executive having recently graduated with a degree in Liberal Arts, with 
a focus on Social Relations and Consumer Culture, from the University of Warwick. Outside of her studies, she spent two years 
supporting a psychologist influencer with her digital strategy and online presence. With her passion for marketing, PR and 
social media, she brings SEO and digital experience to the Bubble team. 

https://bubbleagency.com/what-matters-most-to-your-buyers/


Jose Domingo Guariglia 
Account Manager 

“With great power comes 
a great responsibility.” 
These famous words, 
pronounced by Uncle Ben 
in The Amazing Spiderman, 
are a leitmotiv in many of 
the superhero films we are 
used to watching since we 
were kids. 
 
But what happens when superheroes 
are irresponsible, egocentric and 
perverted individuals who only use 
their fame for their own benefit? This 
is the premise behind The Boys, the 
Amazon Prime Video black comedy 
series, developed by Eric Kripke and 
based on the homonymous comic 
series by Garth Ennis and Darick 
Robertson.

Already in its third season, this 
irreverent show has been able 
to blend the right dose of social 
criticism, sarcasm and violence 
to keep audiences entertained 
while at the same time making a 
political statement about the bizarre 
world we live in. The Boys shows 
how a corporation called Vought 
International develops compound 
V, a substance capable of giving 
superpowers to those who take it.

The new superheroes - called ‘Supes’- 
are now employees of Vought 

International. The company has 
their image rights, it signs millionaire 
sponsorship campaigns for them 
and employs a very stressed-out PR 
manager that handles reputation 
crises on a daily basis. On the other 
side, we have “The Boys”, a team of 
regular human beings, committed to 
exposing Vought and all the atrocities 
committed by the ‘Supes’. They are 
led by Hughie Campbell -performed 
by Jack Quaid (son of famous actors 
Dennis Quaid and Meg Ryan) - and 

Billy Butcher, played by New Zealand 
actor Karl Urban.

We cannot ignore the clear allusion 
to the world of celebrities and the 
role of media behind them. These 
superheroes are a combination of 
influencers, reality TV stars and 
politicians that are constantly 
checking their popularity in the polls.

Topics  l ike racism, extreme 
ideologies, and abuse of power are 

surrounded by violent scenes and a 
gore aesthetic that sometimes might 
seem to go too far. Every episode 
includes scenes of vomiting, murder, 
sex and bloody fights, but if these 
might be hooks to attract big masses 
of teenagers addicted to videogames, 
the real success behind The Boys lies 
in exposing the absurdity of today’s 
society when it is usually the most 
immoral, corrupt and evil person 
that gets recognition, notoriety and 
admiration. 

CULTURE CLUB 

The Boys: Not the Superheroes You Would Like to Be
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Charlotte Sheridan
Owner of The Small Biz Expert 

With over 820 million users 
across the globe, LinkedIn’s 
popularity has exploded 
since the pandemic, as 
people seek to replace 
those in-person connections 
in a virtual space. 

However, as the platform continues 
to attract more people, standing out 
gets harder.

How can you compete with the 
endless polls? What can you say 
that does not arouse the “this is not 
Facebook” brigade? 

Let’s talk about how to cut through 
the noise and stay relevant.  

It is the new networking space
LinkedIn is primarily a relationship-
building tool – it is not about the 
likes and shares (and dare I say, 
the direct sale). It is about showing 
your peers, potential clients, and 
tomorrow’s co-workers who you are.
 
We used to woo our clients with long 
lunches and perhaps an in-person 
event or two. In many cases that is 
no longer possible, so the only way 
anyone thinking of working with 
you can get to know you is often 
through a screen. LinkedIn provides 
the ideal platform to give them an 
insight into what you are like to 
work with.
 
This does not mean sharing 
anything you do not feel comfortable 
with, but a light-hearted anecdote 
or a story that your connections will 
relate to can help to build a rapport 
with the people that matter.

 When you are in doubt, think, 
“Would I tell this story or share 
this tip at a client meeting?” If the 
answer is yes – there is no reason 
not to post.
 
Post like nobody is watching
Are you a lurker? Some people 
avoid LinkedIn because they worry 
about what others might think 
and of course, it is normal to be 
concerned about how we come 
across professionally.
 
But getting too caught up in the 
perception of others leads to 
inaction. So take that deep breath 
and just post!
 
Be consistent
LinkedIn is a marathon, not a sprint. 
Consistency is the key to seeing 
results and creating relationships; 
however, this does take time. You 
need to trust the process – if you are 

consistently engaging with others, 
creating meaningful content and 
sharing thoughtful insights, you will 
start seeing results.
 
Having some sort of strategy is 
crucial, even if it is just spending 
a little time every day nurturing 
your network, engaging with other 
people’s posts and sharing your own 
original content. This will pay off 
much more than logging on a few 
times a month, doing 30 things and 
logging off again.
 
Whether you are looking to use 
LinkedIn to give yourself professional 
visibility, woo new clients, or simply 
as a place to let off a little steam with 
others in your industry, remember it 
is not about being clever – it is just 
about being you. 

thesmallbizexpert.co.uk

STAYING RELEVANT ON LINKEDIN
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Louise Wells 
Associate Director

As the clock ticks down 
to IBC2022, many of 
our clients and industry 
friends are asking us if 
we think this year’s show 
– the first in three years – 
will be business as usual? 
If the last three years have 
taught us anything, it is to 
expect the unexpected.   

The show’s organisers announced 
some parts of the conference and 
exhibition will be pared back, taking 
a ‘back to basics’ approach as the 
industry recovers. Show features 
including the Big Screen, Awards 
Ceremony,  Future Zone and 
Companions Programme will not 
return in 2022, so in this respect, 
business will not run as usual at IBC.
 
What is certain is the industry’s 
desire to concentrate on what 
matters the most: networking 
and catching up with friends and 
acquaintances again. This was 
noticeable at NAB, ISE, MPTS 
and InfoComm – people were 
overjoyed to be back together. 

Nothing can replicate face- to-face 
interaction, so while some of the 
glitz of IBC may have been taken 
away, I hope the drive to attend will 
not have diminished. 

For some companies, IBC will be 
the first European show in three 
years. With the uncertainty of high 
visitor numbers, it is easy to decide 
to take a pared back approach 
to  your IBC market ing and 
communications strategy. This is a 
bad move and here is why: Absence 
is noticeable! Our industry loves to 
speculate, so ask yourself if your 
brand can afford not to be there 
highlighting your innovations 
after three years of not showcasing 
anything in person? All companies 
will be feeling this way - however, a 
brave ‘go for it’ approach backed 
by a detailed comms plan will hold 
you in good stead. 

To help you make the most of 
your time at the show, here are 
our top five tips for visitors: 

1. IBC is made up of 13 halls, plus 
outdoor exhibits, and takes up 
55,000 sqm of exhibition space 
– so plan ahead. Make sure you 
have planned walking time to 
make a meeting in Hall 7 if you 
are coming from Hall 12.

2. Swat up on the latest acronyms 
and trends before you leave. 
VR ,  AR ,  A I ,  b lo ckcha in 
and machine learning will 
be big topics at the show. 

3. It’s a bit old-school, but print 
out a copy of your schedule – 
with time-zone changes your 
phone calendar can go a bit 
topsy-turvy when you hit another 
country – plus, a piece of paper 
will never run out of battery. 

4. Show daily magazines – Dailies 
are a great resource for what 
is going on at the show and 
who has launched something 
new. They also have a handy 
exhibitor list and map in them. 

5. Remember that some people may 
be more Covid conscious than 
others, so before you go in for a 
hug or a handshake, please check 
to see if that is ok with them.

Kim Willsher 
Head of Americas 

When I am not Bubbling 
away in the world of media 
and entertainment tech 
PR, you will most likely 
find me doing one of these 
things:  

Dancing  – I have never been a big fan 
of physical exercise, but when you are 
dancing, it does not feel like exercise! 
Every weekend I get up early for a 
Zumba toning class with my amazing 
instructor who looks and moves like 
she is in her 30s despite being in her 
50s (my inspiration!). 

My love of Zumba has expanded my 
appreciation of music from other 
parts of the world – from bachata and 
reggaeton to dancehall and Afrobeats. 
It has also led me to try other forms 
of dance/fitness like Polynesian 
dancing and ‘Twerkhitian’, which 
is like a Zumba class with Tahitian 
dance moves - and a bit of twerking 
thrown in! 

Eating out – In Singapore, eating is 
considered a national pastime, so 
being half Singaporean myself, I love 
to eat and try new things. I do not 
enjoy cooking, however, so you will 
often find me eating out. My first 
love is Southeast Asian food, and 
luckily for me, Bubble’s LA office is 
in an area known for its authentic 
Southeast Asian restaurants. But 
living in Southern California also 
gives me the perfect opportunity 
to enjoy delicious Latin American 
dishes like chile rellenos from 
Mexico, pupusas from El Salvador 
and tiraditos from Peru. 

Plants – Since taking the plunge and 
buying a house earlier this year, a new 
hobby has crept up on me – shopping 
for plants. Whereas once I used to 
love shopping for clothes and shoes, 
these days I find myself hunting for 
exotic plants like cacti, succulents, 
palms and bromeliads. How times 
have changed! 

Bubbles – Even when I am not 
Bubbling away, bubbles are never far 
from my mind as my favourite drink 
is sparkling wine. I do not care if it 

is champagne, prosecco or cava – as 
long as it is cold and bubbly! 

WHAT WE DO WHEN WE ARE NOT BUBBLING
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UPCOMING 
DATES FOR 
THE DIARY
We look forward to seeing 
more of our industry 
colleagues and friends over 
the coming months at the 
following events.
Please note that these are 
subject to change.  

04 — 06 SEPTEMBER
PLASA
London, UK 

05 — 07 SEPTEMBER
INFOCOMM INDIA
Mumbai, India

08 SEPTEMBER 
SVG SPORT PRODUCTION 
SUMMIT
Amsterdam, The Netherlands 

09 — 12 SEPTEMBER 
IBC
Amsterdam, The Netherlands 

10 SEPTEMBER 
SVG EUROPE WOMEN AT IBC
Amsterdam, The Netherlands

16 SEPTEMBER
PEERLESS AV
Lords Cricket Ground, UK

17 — 20 SEPTEMBER 
THE PHOTOGRAPHY SHOW
Birmingham, UK

19 — 22 SEPTEMBER
SCTE CABLE-TEC EXPO
Philadelphia, USA

30 SEPTEMBER 
KITPLUS SHOW
London, UK

04 OCTOBER  
KITPLUS SHOW
Bristol, UK

10 — 14 OCTOBER
GITEX
Dubai, UAE

12 — 13 OCTOBER
UC EXPO 
London, UK

19 — 20 OCTOBER
NAB NYC 
New York, USA

24 — 26 OCTOBER
SPORTEL 
Monaco

01 NOVEMBER
BROADCAST SPORT LEADERS 
FORUM 
London, UK

03 NOVEMBER
SVG FUTURESPORT 
London, UK

09 — 10 NOVEMBER
SATIS EXPO 
Paris, France

IBC: Business As Usual, Or 
Back to Basics? 



DEVILLED POTATO 
SALAD 
Denise Williams, US Senior Publicist 

Off the heels of celebrating the July 4th holiday, a 
staple at a family BBQ is potato salad.
Since we made devilled eggs as a snack, while the food 
was being prepared, we decided to go with devilled potato 
salad – a twist on traditional southern potato salad.  

INGREDIENTS

• 4 medium-sized potatoes 
• 1 stalk of celery, chopped
• ½ cup of finely chopped onion 

(red or yellow)
• ¼ cup of sweet pickled relish
• ½ cup of mayonnaise (can be 

adjusted depending on how 
creamy you want it)

• ½ cup of sour cream 

• 1 tablespoon of mustard (regular 
or Dijon)

• 2 teaspoons of sugar
• 2 teaspoons of vinegar (for the 

tang, but is optional)
• Pinch of salt and black pepper
• 2-3 hard-boiled eggs (yolk 

removed)
• 2 tablespoons of milk

RECIPE

1. In a large saucepan, cover the 
potatoes with water. Bring to a 
boil over high heat. Lower the 
heat and simmer, covered for 
20-25 minutes or until almost 
tender. Drain. Cool slightly. Peel 
potatoes if you like, then cube 
potatoes and set them aside.  

2. While potatoes are cooling, 
in a large bowl combine the 
chopped celery, onion and 
pickled relish. In a separate 
bowl, whisk together the mayo, 
sour cream, mustard, sugar, 
vinegar, salt/pepper. Combine 
the mayo mixture with the celery 
mixture. Toss together until 

coated. Chop the egg whites 
and fold potatoes and egg 
whites into the celery mixture 
and toss. Cover and refrigerate 
for 4 hours (longer is ok if 
you make it the night before).  

3. Before serving (if you’d like) stir 
in the milk to make the salad 
the consistency that you like.  

4. Makes six side dish servings. 
(Double ingredients if you 
are serving more than six). 

Prep time: 15 minutes; Cooking 
time 20 minutes, chilling time 4 
hours

CONTACT US:
e:  hello@bubbleagency.co.  w: bubbleagency.com

 @bubble_agency   Bubble Agency
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Each issue we will put a 
Bubble under the spotlight 
to find out what makes 
them tick… this issue it 
is Casey Love, Account 
Manager, USA.

Favourite meal to eat?
Pot roast with carrots, mashed 
potatoes and gravy. 

Favourite TV or film character?
One of my favourite shows ever is 
Parks & Rec. It’s really hard for me 
to choose my favourite character 
from the show but I guess I would 
say Leslie Knope. She is endlessly 
positive, kind and passionate. She 
can be a lot to handle but everything 
she does is for the betterment of 
society. We should all strive to be a 
little more like her.   

 
 
Favourite pastime?
Does napping count as a pastime? I 
love a good nap cuddled up with my 
cats (of which I have three).  

Favourite holiday destination?
I’m not a big traveller as it ends up 
being a pain most of the time. I guess 
my favourite place I’ve been in the 
past few years is Puerto Rico. I loved 
the food and the atmosphere. 

Favourite band?
Jimmy Eat World or Florence + 
the Machine. I can’t decide as 
I love both for different reasons. 
Jimmy Eat World is my comfort 
band and reminds me of growing 
up and Florence has one of the most 
beautiful, mesmerising voices I’ve 
ever heard. 

Favourite song lyric?
I could say the whole song is my 
favourite lyric but this section is 
perhaps the best:

And people just untie themselves
Uncurling lifelines
If you could just forgive yourself

But still you stumble, feet give way
Outside the world seems a violent 
place
But you had to have him, and so 
you did
Some things you let go in order 
to live

– “Various Storms and Saints” by 
Florence + the Machine 

Favourite scent?
Jasmine. 

Favourite word?
Persnickety.

INTERVIEW 

My Favourite Things
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