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Breaking Into Business and Financial Publications
By Margo M. Mateas

The Media Relations Maven

I remember the first time I spoke to a Time reporter. "You've got 30 seconds," he said at the end of a long Friday afternoon. "Okay," said. "It's the world's first interactive TV set. It's completely self-contained; it's all plug and play; and it comes with free ISP."

"That's cool," he said. 

"Yeah, it is," I said. And then he came to my client's booth at the Consumer Electronic Show and featured the product as one of the show's best. 

Dealing with business and financial reporters can be scary. They have a reputation for being intimidating, hard to reach and even harder to pitch. You'd be a little cranky too, if you had to answer the phone a hundred times a day to PR people pitching you stuff you can't use. The key to success with these reporters is to do your homework and take yourself seriously. No fluff. No long, extraneous phrases. Nothing that doesn't drive the point home. 

Talk in Bullets

Start by breaking your pitch into small bullet points. Highlight the most important features. Skip the small talk and launch right into your pitch: "Hi. I'm with XYZ Company. I thought this might be a good match for your 'Tiny Technology' section. 

We make the world's smallest cellular phone. It actually fits in your wallet." You should be this concise and brief in all your pitches, but be prepared to be even tighter with business and financial editors: "Yeah, I'm calling about your Tiny Technology section. We make a cell phone that fits into your wallet. It's the world's smallest." 

As soon as you tell the editor what you're calling about, immediately tell her why it's relevant to her beat. Otherwise, she'll screen out everything you say until you let her know what you want -- and why she should care.

Strap On Your Six Guns

You also have to have an attitude when you call these people. They live and work in the Big City, and they've got no patience for wimpy, rambling, weak or uncertain people. You've got to show your strength over the phone when you call. Make your voice strong and firm. Practice and rehearse your pitch until it comes out smooth and confident. Take a deep breath and psyche yourself up first. You've got to come across as someone to take seriously; someone who won't give up after a little intimidation. 

Fight Back 

Some business and financial reporters expect you to turn tail and run the first time they raise an objection. A technology reporter at a daily paper told me that he wasn't going to cover my client until the company's stock price went up. Instead of giving up, I persisted. "Really? Is that a new policy?" In the back of my mind I'm thinking, "Since when do tech reporters cover things based on stock prices?" He said, "Well, it's just what we're doing now." I said, "Okay. Well, at what price will you start covering it?" I really wasn't being a smart-aleck, I honestly didn't understand what he was telling me. Believe in your product or service, and stick up for it.

Be Smart

Do your homework. Don't call with frivolous stories. Don't make your pitch too self-serving. Tie it into a trend or a top-of-mind issue. Work yourself into a bigger story. A small mention in a big publication is often worth more than a cover in a smaller outlet. 

-- Margo Mateas is president of the Public Relations Training Company, a firm that provides media relations and management training. Mateas’ methods are used by the world’s #1 public relations agency, Fortune 500 companies & more. Contact her at www.prtrainer.com.  
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