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  “People do not buy goods and services. 
  They buy relations, stories and magic.” 
  -Seth Godin 
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We all want the opportunity to 
share our stories – and as creatives, 
we have great stories to share! 
Maybe you’re opening a new 
company that fills a need in your 
city, maybe you’re launching a new 
product, or maybe you’re creating a 
campaign that will impact others 
beyond your brand. You know there 
is something special there, but you 
don’t know how to tell it to the 
masses. You can share via e-mail 
marketing efforts, social media, 
word of mouth and more, but there 
is one form of communications 
that sometimes we don’t think of: 
public relations, and specifically 
media relations! 

So often we see amazing features 
in the newspaper, unique stories 
on TV and even editorials in 
magazines showcasing new 
businesses, initiatives and products. 
Those third party endorsements 
from a well-respected media outlet 
are so valuable and can elevate our 
brand while introducing our story 
to new audiences. However, what 
many people don’t realize is that 
journalists often rely on others to 
connect them to some of the most 
interesting, timely and unique 
stories.

The first time I ever heard this quote, 
I realized how much it played a role 
into the mindset of public relations. 
David Ogilvy, fondly called “The 
Father of Advertising,” said: “If 
you want to be interesting, be 
interested.” In public relations, it’s 
our job to be interested in what a 
reporter, newspaper or media outlet 
is searching for, in order to provide 
them with a story that fits their 
niche and needs. Prior to pursuing 
photography, I served some 
amazing brands while working at a 
public relations agency and learned 
key elements to crafting a story 
worth telling. 

Here are 5 tips for telling your story 
to gain key media coverage.

1. Find your angle: The key to 
pitching a good story is to find an 
angle that is timely, relevant, unique 
and worth telling. The same story 
can be told from multiple different 
angles to different media outlets. 
Take the story of the Rising Tide 
Society for example: this month 
we will celebrate 1 year since the 
first 12 cities met across the nation, 
and now we have nearly 300 cities 
across the world a part of our 
movement. The angle of the story 
would be told differently in one of 
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the original 12 cities compared to a 
city that is launching its first meet 
up this month!

2. Do your research: It’s important 
to research media outlets extensively 
to find the best fit for your story. We 
could pitch the Rising Tide Society 
story to a weekly local business 
newspaper, but it might not fit as 
well in a national industry specific 
magazine dedicated to banking or 
agriculture. Likewise, finding the 
best journalist within the media 
outlet is crucial. Research their 
interests and previous articles - 
perhaps a journalist at your local 
paper does a weekly segment on 
business owners. They would be a 
great person to reach out to, instead 
of the sports or entertainment 
reporter, when sharing your story! 
More than anything: aim to build 
a long-term relationship with them 
instead of a one-time partnership. 
Remember, if you show you care 
and are interested in them, you’re 
much more likely to be interesting 
and considered a resource for future 
articles!

3. Provide the entire package: As 
creatives, we understand the hustle 
of a constant influx of e-mails – 
and boy it can be overwhelming! 
Reporters feel the same thing! 
Craft a concise and informative 
press release and include access to 
available images, an offer for an 
interview, and necessary contact 
info. By offering everything they 
need from the start, we help 
eliminate extra (time-consuming!) 
steps!

4. Draft talking points: You’ve 
secured an interview! Congrats! 
Now, the preparation begins – 
create a list of talking points to 
guide you during your interview. 
Review them prior to your 
interview and if you’re interview 
is via phone, you can even have 
them in front of you to make sure 
you showcase the most important 
elements! You’ll feel an added level 
of confidence in knowing you’ve 
touched on the high points when 
all is said and done!
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FOR MORE INFO, YOU CAN VISIT LAUREN ONLINE. 

5. Follow up: When I worked at 
the PR agency, we aimed to send 
a hand-written thank you note 
after every piece was published. 
It’s a small gesture of thanks that 
stands out in today’s busy, tech-
centered world! This is one more 
opportunity to continue building 
a relationship with the reporter, 
and they may just come back to 
you when they are looking for a 
feature for anything from a holiday 
gift guide to a highlight on creative 
small business owners in the city.

More than anything, remember 
that public relations and media 
outreach is about telling your story 
in a new and unique way that 
ultimately creates a third party 
endorsement for your brand! 

By living out “community over 
competition” in even our media 
outreach, we can remember that 
journalists need great stories just as 
much as we’d like our stories to be 
told! Be confident in knowing your 
story is worthy and get out there 
and tell it!
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Napa TuesdaysTogether by Jen Philipps 



Why the Confusion? 

For the record, I’d like to set 
a few things straight… public 
relations and marketing are not 
the same.  I see these terms used 
interchangeably all the time (hey, I 
am also at fault for this at times!) 
but in order to truly connect with 
you in this article, let’s break the 
two down as simply as possible…

PR—the way you communicate 
with the public (aka, your target 
audience!) via news or press

MARKETING—the action of 
promoting or selling your products 
+ services  

It’s really that simple! 

PR is a dynamic tool that gives you 
the power. It allows you to decide 
how people perceive you and your 
business. Here’s an example of PR 
that I believe you will easily relate 
to: Being interviewed and featured 
on a national blog where you share 
your story along with business tips 
and tricks. THAT is PR! 

Marketing, on the other hand, is 
your process. This is all about your 

strategy and the activities or set of 
institutions you establish in order 
to sell your products and services. 
A perfect example of marketing is 
the creation of your monthly social 
media content calendar. This is your 
process for selling your business 
on a daily basis through various 
platforms. 

Can I tell you a secret? With 
effective PR, you can tell your 
target audience how they should 
think and feel about you. Kind of 
crazy, right?

Whay makes me qualified? 

Okay, so you are probably 
wondering—what makes me 
qualified to educate you on this 
topic? You may know me as the 
CEO of POSH PR®, an agency 
that specializes in fashion PR and 
the design, planning, and execution 
of fashion infused weddings and 
events. 

Here’s a fun fact that surprises most 
people: Before the origination of 
POSH PR®, I was a national sales 
manager for a small technology 
oriented pharmaceutical firm 
that specialized in the research, 
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development, and marketing of 
newly developed nutraceuticals. 

I know, right? Now, I run a girly and 
glamorous business where we were 
tutus on Tuesdays, give candy pink 
kisses and know that Champagne 
Is Always The Answer®! Or so you 
think…

Keeping it Real 

Don’t worry…. I DO love tulle 
skirts, pink lipstick and, of course, 
champagne! However, through 
this business mantra, if you will, I 
communicate who I am with my 
target audience, what it’s like to 
work with me and give them a little 
insight into POSH PR®’s girly and 
fashion infused brand + lifestyle.

True story:  When I founded 
POSH PR® and began the 
branding process I was trying hard 
to not be “too pink” or “too girly” 
or “too fashion forward”—I was 
trying to not be me.  I wanted to 
fit right in with the rest, which 
sounds CRAZY to say that out-
loud! You know what happened? I 
was attracting the wrong client and 
there was a disconnect between 
my brand and my heart. The best 
business decision I ever made was 
to move forward fearlessly with a 
brand that was unique to me. 

Let’s Do This

Okay, so you may be wondering 
how to utilize the power of PR and 
create a strong relationship with 
your target audience. Here’s a guide 
to my favorite ways to get started:

Establish Icons 

Establishing icons for your brand 
is an excellent way to communicate 
with your target audience. These 
icons should represent your heart 
and when people see them, they 
should think of you and your brand. 
Use these icons on your website, in 
your posts on social media, and on 
your blog!

The top three icons for POSH PR®: 
tulle skirts, pink and champagne! 

Ask yourself this: 

What are the top three icons that 
you want people to visualize when 
they think of your brand? How are 
you communicating these icons 
with your target audience?

Position yourself with like-
minded businesses

First of all, you are not in this 
alone! Think about all of the brands 
and businesses that you like.  Most 
likely your target audience likes 
them too. By positioning yourself 
with these like-minded businesses, 
you have the opportunity to attract 
a larger audience. In addition, 
people will understand who you are 
if they see you aligned with other 
similar brands. 

For example, collaborate with other 
creatives on a branded photo shoot 
that showcases your work and 
the look and feel of your brand. 
Promoting yourself is one thing, 
but promoting a group of like-
minded creatives can be even more 
powerful!



FOR MORE INFO, YOU CAN VISIT THE CAROLIE ONLINE. 

Get Featured 

Ah, yes… the excitement of having 
your work and business featured is 
the best feeling ever! 

Make a list of the places you want 
to see your work or have your 
business featured. This can include 
blogs, podcasts, and magazines that 
are already targeting your ideal 
client. Now, take that photo shoot 
and promote it to the places where 
you want to be seen!

Tell a Story with your Social 
Media 

Your target audience should view 
you as a resource for inspiration! 
Use your social media platforms 
as a strategic way to communicate 
your brand as well as your products 
and services. Remember, you can 
tell your followers what you want 
them to know about you!

So, for example, that same photo 
shoot that you collaborated on…
post an image from this shoot and 
tag the other creatives! Also, use 
strategic hashtags to attract the 
attention of the publications that 
you want to notice you!

The Beauty of PR 

You have the power to project how 
people view you and your brand! 
So, choose wisely and strategically 
and let your true self shine. In the 
end, when you stay true to yourself 
you have no competition. 

The best part? You can start right 
now!

This is where effective PR played 
an important role in my business 
and new brand—I needed positive 
press in order to communicate my 
new messaging with my target 
audience. And it worked!



In my last article, I discussed some 
tips to consider when picking your 
company name. 

Now that your business name 
is handled we need to move on 
to bigger and better- the first 
impression with your digital 
footprint- aka: Your Website. Over 
the past 10 years, I have done 
consulting with brands and have 
seen the do’s and don’ts with having 
an online presence that is user-
friendly and receptive. Not only 
do you need to create a mobile-
friendly site, but also must lock in 
the interest of potential new clients. 
Your website could be the most 
aesthetically pleasing site on the 
Internet, but without these “must-
haves,” your website could have a 
negative affect on your business. 
Although some of these may seem 
obvious, you would be surprised at 
how many sites don’t have some (or 
even all!) of these things!

These are my 5 things you must 
have on your website: 

1) Name and Photo
Like I said in the last article, 
sometimes the name of your 
business can be vague and 

unclear. If that’s the case, the site 
is used primarily to describe what 
your company does and show the 
face of who is behind the brand. 
Consumers want to know exactly 
behind the brand will be providing 
the various services they are looking 
for. By providing a personal name 
and photo, you allow the customer 
to see a sense of personality and 
decide if you will be a good match.  

2) (More of a Must-Not) No More 
Music 
Think about your current site: do 
you have music that automatically 
starts playing as soon as people 
arrive to your site? If your answer 
is yes, please consider removing it 
ASAP. When people search and 
land on your website, majority 
of them will be unaware of the 
fact that their volume is on full 
blast. You don’t want an abrupt, 
unexpected song to scare them 
into clicking off the page and, most 
likely, not coming back. 

3) Social Media Button Placement 
If a potential client lands across 
your website, chances are you aren’t 
the only site they 

 

5  THINGS YOU HAVE TO HAVE ON YOUR 

WEBSITE

BY @WEDDINGPR



will click. They don’t have time 
to deep dive into your website to 
find your social media handles 
and emails. Why hide one of 
the most important methods of 
communication from them on a 
random page buried in your site. 
Studies show that you have 15 
seconds to make an impression 
and your social media presence is a 
huge part of that. 

Potential clients will do a quick 
scroll on your feed and immediately 
decide if they like it or hate it. 
Nobody has time to search your 
handles. Make it easy and keep it 
clear and visible on the home page. 

4) Press
Although your gallery might show 
off your best work, clients want 
to work with businesses that are 
verified by various media outlets 
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they know and respect. If you’ve 
got press, put it out there for 
people to see! However, make sure 
that it is constantly updated and 
extremely user-friendly. There is no 
point of putting up a feature that is 
unreadable or not visible. If you’re 
showcasing online work, be sure to 
link it to the exact feature on that 
website! 

5) Contact Info
I’ve seen that a lot of people 
create contact forms, but no email 
addresses listed to go with it. This 
might lose your potential client 
before you even talk to them. If you 
don’t visibly provide other methods 
of communication, they may not 
take the next steps to reach out. 
It is imperative that you leave an 
email address. However, it doesn’t 
need to be your direct email– that 
should be reserved for your existing 
clients and business contacts. 
Some of these may seem like no-
brainers to you, but it is crucial 

that you implement all of these 
tips when creating your site. Your 
goal is simple: you want to create a 
website that clearly states who you 
are, what you do, how great you do 
it and the best way to 
contact you in a clear cut and visible 
setting for them to scroll through 
and get all the information needed 
in a matter of minutes. For more 
information regarding consulting 
and reaching the maximum 
potential for your business, reach 
out to work with me! 

Can’t wait to connect with you! 
XO, Leila

FOR MORE INFO, YOU CAN VISIT LEILA ONLINE. 



I think it’s so important to 

network to fellow photographers 

and other vendors. I get so 

many referrals from fellow 

photographers when they’re 

already booked for a date. It’s 

community over competition 

at its best! Show them you’re 

professional and passionate and 

they will help get your name out! 

@ARIELEIKINZER

Educate your clients about how 

to share about you/how to share 

your images! If they don’t KNOW 

how you prefer your work to be 

shared or even that they are 

allowed to, it is hard to expect 

them to! Teach them to use your 

business hashtags by using them 

a lot yourselves, and your past 

clients can become your biggest 

marketing help! 

@JILLGUMPHOTOGRAPHY

Get an account on 

twobrightlights and get yourself 

featured!! There’s hundreds of 

blogs on there that will accept 

anything from weddings to 

boudoir to birthday parties! 

You’d be surprised at the 

amount of people to contact you 

because they saw your wedding 

published on a blog! Not only 

is it fun bragging rights to say 

you’ve been published but it’s 

also great SEO and will bring 

your website more traffic! Also, 

brides feel so special when 

you got their wedding featured 

somewhere! Don’t be afraid 

of being denied somewhere...

it happens to everyone and it 

makes an acceptance that much 

more sweet smile emoticon Put 

yourself out there and don’t be 

afraid to try! 

@ELIZABETHNORDPHOTO

In crafting your story on 

Instagram, be authentically you. 

I include a little peek at my “real 

life” every couple of posts, and 

it helps keep my account from 

feeling too much about selling 

art, or just plain scattered. 

People want to see who you are 

as a person in addition to the 

work that you do. 

And, share share share! I love 

to share images (with credit) 

from other creatives and help 

build a tribe of friendly, creative 

people who love art / travel / 

adventures. I’m 

@ARTBYMEGAN. XOXO

I’m all about those “extra 

touches” - when your starting 

your business and a planner 

refers you business regardless 

of booking or you had coffee 
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with another new photographer 

Or you went to a conference and 

really enjoyed the speakers talk- 

Google them-- find their address 

and send a thank you card just 

saying how much I appreciate 

them! Those moments DON’T go 

unnoticed!!! And they go miles 

and miles!!!! 

@AMANDAMANUPELLA

Best PR for me has always been 

client referrals. Go above and 

beyond what a client expects 

and they’ll shout your name 

from the roof tops! It’s a pretty 

incredible feeling to receive 

emails from Brides telling you 

they’re sending their best friend 

because you were so much more 

than a photographer on the 

wedding and their best friend 

NEEDS to hire you. It may take 

a couple years for those roots 

to grow, but once they do, you 

won’t need to spend money on 

the Knot and WeddingWire to 

fill your season!

@_LORENJACKSON_

Thinking of PR as something 

other than getting published 

is key. Pay close attention to 

how your business represents 

itself at all points where others 

come in contact with your 

brand. Examples....web copy, 

social media profiles and social 

media content, the tone used in 

your email templates, the types 

of businesses you choose to 

partner with, how you represent 

yourself at networking events 

and most importantly, the 

client experience you deliver. 

It all matters and yes, even 

little touches if they help you 

differentiate yourself. Press is 

fantastic and feels good, but it’s 

really just ONE way to represent 

your business and spread the 

word. A well-rounded approach 

to PR is best!

@MARIGOLDGREY
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GROUP DISCUSSION  
QUESTIONS

• What is your “angle”? The story of your business that 

makes you interesting and different from everyone else. 

• How do you want your target audience to think and feel 

about you? What are some ways we can start crafting 

those feelings? 

• How can you use social media as a strategic way to 

communicate your brand, your products and your 

services? 

• What are some ways that you have gotten your name 

out? Which ones worked best? 

These are just to start the discussion. Feel f ree to include your own and 

encourage group members to do the same! 
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