
Press coverage is a great tool to drive 
awareness of your brand. But don’t be deceived 
into thinking it’s a quick job. Successful pitching 
requires tailored journalist targeting and smart 

storytelling, with a side of resilience.
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First up, what is a 
media pitch? It’s an 
email or phone call 
where you sell your 
story to a journalist. 
Usually, this involves 
the development of a 
press release which 
explains more, and 
includes quotes and 
information about 
your brand.  

Remember, a strong story in 
your eyes does not 
necessarily translate that way 
to a journalist. Always ask 
yourself, so what? Focus on 
stats and facts that matter, 
and why anyone would want 
to read about it. Consider 
how to pitch your story in two 
sentences 

Take some time to think 
about the media publications 
to approach. Rather than 
sharing a generic story with 
everyone, concentrate your 
efforts on those magazines or 
websites that you know your 
customer loves 

Research your target 
journalists across all social 
media platforms. Reporters 
often share the right way to 
pitch to them. Make your life 
easier and follow their rules 

Don’t take things personally. 
Journalists are juggling a lot 
and have much to consider 
when deciding whether to use 
your story. In other words, if a 
journalist says they’re not 
interested, it is not a slight on 
your brand or product 

Don’t confuse journalists and 
bloggers/influencers. You 
need a different approach for 
each 

Remember the editor has the 
final word. Even after hours of 
emails, sometimes the 
published story doesn’t look 
as planned. If the content 
includes an incorrect website 
or inaccurate information, 
you can undoubtedly ask for 
these to be changed. But 
anything more is out of your 
control 

Need help getting started or building out your marketing and 
communications strategy? Get in touch!
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