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Rich Polt’s 
mother spent 
her life as a 
photo album 
consultant.

She would 
meet with clients, consolidate their 
photographs of friends and family, 
and organize them in a way that 
would help them remember stories 
for years to come.

But after watching her work 
with photos, Polt said he wanted to 
start preserving family memories 
with videos.

A veteran of the public relations 
industry, Polt started Acknowledge 
Media in January last year to set 
out to preserve the stories of his 
customer’s loved ones.

Polt meets with clients and 
their families — oftentimes one 
or both parents — and compiles 
extensive interviews with them to 
capture their favorite memories. 
Even when a parent passes away, 
their children and family still have 
a way to preserve their legacy 
and remember some of their best 
lessons and stories.

Polt and his small team — he 
also employs a videographer and 
editor — take about three months 
to complete each video, oftentimes 
meeting with clients multiple times 
before actually fi lming the video.

� e result is a few hours 
of recordings and stories that 
families can pass down to future 
generations as a way to hear stories 
straight from their loved ones.

Prior to starting this company, 
you worked in PR for many years. 
What made you want to do this 
full time?

� e “why now?” moment was in 
2015. I lost some people who were 
close to me. I have kids now, I’m 
getting older. And you realize that 
our time here is limited.

� at was partially the impetus 
for launching this company. 
It made me realize people are 
focused on the wrong things. 
When it comes to preserving 
legacies, they’re focused on 
fi nances and possessions. And 
those are important, but not as 
important as some of these other 
things.

I’m now working with families 
to preserve, celebrate and share 
their legacies. I’m talking about 
the stories that we have, our 
connection to the past, where they 
come from. Our values, our hopes 
for the future, our dreams for 
future generations.

You recently established a 
relationship with Brotman 
Financial Group, a local fi nancial 
services fi rm, where their clients 
have access to your services. What 
brought that on?

Brotman Financial Group is a 
wealth management fi rm with 
multi-generational clients. � ey’re 
interested in making sure all of 
their clients think about all forms 
of their preservations. I worked 
with Eric Brotman [the company’s 
CEO] to make one for his father ... 

And I thought, “� is is something 
that I want for my clients, 
something to make available to 
them.” We started a collaboration, 
and we said, “Let’s structure this 
in such a way that we can bring 
the resources that we have to their 
clients directly.”

How long does it usually take 
you to produce these videos? 

� ere’s always the scheduling 
game. But top to bottom we try to 
have this thing fi nished in about 
three months.

You can think of it in three 
phases.

� ere’s a pre-production phase. 
What happens during that phase 
is I meet with the client or clients, 
sometimes the person I’m fi lming 
is the client, but other times it’s 
someone who wants to do it for a 
parent. � at allows me to gather 
all the information I need before 
doing the actual interview.

� en there’s phase two, 
which is fi lming day. I’ll come 
in with a videographer and all 

the equipment and we’ll, over 
the course of a half-day or day, 
we’ll have the conversation. I 
come prepared with a series of 
questions. I walk away with the 
raw footage and photos and other 
videos.

� en we move into phase three, 
which is post-production, and 
we are putting together a variety 
of diff erent edits. We’ll get lightly 
edited footage that’s anywhere 
between two or three hours. � en 
we’ll do other edits, and everyone 
will get a “movie trailer” version 
that’s four or fi ve minutes before 
the fi nal footage. Really, the sky’s 
the limit. It’s at the discretion of 
the client as to how much they 
want.

Do you have a particular story 
that’s stood out to you or a favorite 
client? 

� e truth is, if I didn’t absolutely 
love stories I wouldn’t be in this 
business. Every client — and this 
is an important piece too — one 
of the areas of pushback I get 
[from clients] is “My stories aren’t 
interesting enough.” But the ironic 
thing is I’ve heard this from people 
who have lived incredibly dynamic 
lives.

It’s something people feel as 
they get older. It taps areas of self-
doubt. � e fact is that everybody 
has something interesting to say.
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