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Massive Media Coverage
and Why It Matters

Kate Delaney — USA

Do you believe you have valuable relevant content, unique perspec-
tives and the expertise to back it up? Tired of seeing people you think
are behind the content curve getting a ton of media coverage? This is
my charcuterie board of how to find the media, nail the pitch, get the
coverage, and leverage it repeatedly.

Now more than ever, there are opportunities to land media for
you and your business. As a media insider with two syndicated radio
shows, I've landed coverage almost everywhere I speak. Most of the
coverage has nothing to do with being a speaker or talk-radio host.
Don’t get me wrong; it doesn’t hurt. However, it’s the content, exper-
tise and personality the producers want to use to fill the segments
on television and radio shows. Provide great colour and context to
written articles and you'll be quoted again and again.

Before we dig into tactics to serve up your irresistible pitches,
let's make sure you know what’s happening in the world. Do you
avoid paying attention to what’s making news because you think it is



negative? You need to know what’s going on locally, nationally and
internationally if you want media coverage.

Being aware of what’s happening is also one of the best ways
to get heard on some sort of media. When there is breaking news,
journalists scramble for different angles to add more depth to their
coverage.

I have a crazy number of examples, but let’s narrow it down. My
friend Traci Brown, a certified speaking professional and member of
the National Speakers Association, has accumulated a lot of media
and hasn’t spent a dime on publicists. She’s been quoted in the New
York Post, Wall Street Journal, Huffington Post — more publications
than I have the space to mention here. NBC, CBS, Fox television
and countless radio shows also reach out to Traci. Why? She’s a body
language expert with a personality and relevant interesting content.
It didn’t happen overnight. She developed her speaking niche and
started going after media. By paying attention to the headlines, the
culture, the stories, and then honing her unique spin, she started to
get calls. Plus, she’s a good guest.

Pay attention to what people around you are talking about. Is it
taxes, real estate, money woes, health issues? On the lighter side,
what should we stream that’s worth binging? We are humans looking
to connect. Look at social media to find out what’s trending. What
can you add to any discussion? Do you have a different take on what
people are watching, listening to, or consuming? Then chase the
media.

Let’s head to what I call the “Parking Lot” for a second. Take
out your phone, or a notebook —whatever works for you. Jot down
everything you have some experience with or serious expertise in:

o Legal
e Business

o International travel



» Workplace culture

« Branding

o Communication

+ Global remote work

o Starting a company

« Engaging employees in and out of the office
« Pop culture

« Diversity, equity and inclusion

Let’s talk pitching and tactics. Know the media you are chasing. Make
sure it’s an audience you want to be in front of, and not one that
doesn’'t work but just seems like a good idea. I've turned down some
opportunities because I knew it wasn't a fit for me or them. Down
the road when people are calling you, this still applies. Who do they
appeal to? You need to know this so you can set up the proper hook.

Good Guests and Great Hooks

I was a television news anchor, and we worked on hooks or teasers
half the day sometimes. You must carry an audience to the next seg-
ment. The number one thing the media wants is good guests with
good hooks to reel in the audience. As speakers and trainers, it’s the
same thing. Pitching incredible titles with great content to meeting
planners often makes the difference in whether you get the gig.

The hooks work for breaking information and some unique angle
to pitch for a story suggestion.

Here are a couple of examples:

 Freaking out about the price of groceries and gas? Our
next guest has five ways you can cut both in half, starting
tomorrow.

« How to look like a million dollars for less than $50... That’s
coming up as we introduce you to an international speaker



willing to open their closet and share the secret.

What problems do you solve?

Zero in on the problems you solve. That’s where the gold is in captur-
ing media attention. We live in a how-to world. Show us something
we never thought of or something we can’t live without.

I've now interviewed more than 16,000 people. I've also worked
in a mostly male-dominated industry. Here’s what I want you to
think about: What do you want to achieve with the help of media?

« Do you want to get heard?

« Do you want to get people to listen?

« Do you want to know how to fit in?

« Do you want to level the playing field?

There are more, but let’s stop with those.

Golden Rules for an Effective Pitch

Your pitch should have whatever hook will get the editor, producer,
talk host, or writer to click on your email right from the get-go. Put
it in the subject line. Finding a number to text would be even better.
More and more, text — not email - is the answer. It’s fast in a busy
world. If you position it correctly, you'll be surprised how many peo-
ple will answer you back.

Another easy pitch is a tie-in with a time of year or event. What’s
coming up, and what can you tie into with your experience or exper-
tise? My former client and friend Marco owns a series of pizza joints.
He got major coverage during the Super Bowl. Why? Everyone talks
about parties and ordering food. Pizza is the biggest seller. He has
a great personality and is always willing to bring the product to the
hungry radio and television people who asked him on the show. The
American Pizza Community says 12.5 million were sold in the US in
2022. So many hooks here!



What'’s coming up and what can you tie into with your experience
or expertise?

There are countless calendars of daily events. Comb through
these as there seems to be a day for everything. Did you know that
there’s a clean comedy day? A zero-discrimination day? An interna-
tional yoga day?

Some Affirmative Action - Your To-Do List

Let’s go back to the Parking Lot. Do this today, or at least this week.
In my experience, you might be saying these are great ideas. But
somehow you never get around to following up on any of them. Be-
lieve me, I know. It happens to me all the time. We get bogged down
in everything else we are working on, and forget to take a couple of
steps that could land us some serious coverage.

1. Set up Google alerts and start following journalists, news
organizations, publications, popular bloggers, radio shows
and podcasters. Be aware of what’s happening. Zero in on
places, spaces and people to keep on top of it all.

2. Think locally, nationally and internationally. Make a list of
places youd like to be quoted or be asked to appear as a guest
and pay attention to what they cover. Again, follow reporters,
anchors and shows to get a better feel for the possibilities.

3. Once you get a call, text or email to be on the show or to send
a quote to a publication, respond immediately.

Here’s where too many people blow it. Nobody will wait for hours for
you to get back to them. If you don’t respond right away, that person
seeking you out is reaching out to someone else.

What if you can’t do the time slot or you're not available? Same
thing. Let them know, and of course suggest they consider you for
a future occasion. If you know someone else who would be great,
recommend them. Trust me, it always comes back to you in ways
you can’t even imagine.



Being a Good Guest

Let’s say you can make that TV appearance, send a quote, or jump
on a radio show or podcast. Know their audience. Be yourself, but
the best way to be invited back is to appeal to the audience and the
interviewer.

Here’s an easy example. If you are on a morning breakfast show
that likes to let loose and have fun, make them laugh. Add funny
stats or a story as it pertains to what you are talking about. Again,
still be yourself. This would be different from being asked to provide
some context about an ongoing crisis like power outages during a
spell of extreme heat or cold.

Look at websites and, if possible, check what other guests they’ve
had on. You'll have a better sense of what to expect. Surprise them! I
was a regular on the BBC because of the way I compared American
football to English football. It was fun and became lucrative as I
eventually became a paid contributor.

Use something visual for TV or on Zoom. Lots of interviews
are now done through Zoom. Can you think of a prop? Again, it all
depends on the topic, but think outside the box.

A local television station in Dallas, Texas, wanted me to come
on and talk about the Stanley Cup. I went out on a limb, but asked
if I could have a scoring contest with the morning guy. I knew he
was funny, and they were game. In the hallway of the TV studio, we
set up a street hockey net and had a camera operator volunteer to
be the goalkeeper. We shot Nerf balls at him with our sticks. It was
fun, memorable and informative, as I still broke down the keys to
winning the series.

Hall of Fame speaker Steve Spangler was the cool science teacher
at an elementary school in Denver, Colorado. A local TV producer
offered him a segment on the NBC affiliate. Think that helped him?
You bet! He also ended up being the science guy on Ellen DeGeneres’
syndicated television show for years. Look him up on YouTube to see



all the traction. He’s brilliant and was born for the success he’s had
because he really found his Wow. Sharing it on big media platforms
only helped the brand.

Once you land a spot on something, don’t keep it a secret. Get a
copy of the show or publication you've been in and spread the word.
Some people might frown on this and think youre bragging. To
quote Hall of Fame speaker and massively sought-after consultant
Alan Weiss, “If youre not going to toot your own horn, who else
will?” T heard him say that at a breakout at one of the NSA Influence
Conventions, and it has always stuck with me.

Social Media

This seems obvious, but link your media appearance to a post on
Linked In or X, and put it on Meta, TikTok, Instagram or other social
media. Thank the host, or mention something fun or funny behind
the scenes. The key is to leverage the media across every form of
media that you can think of - from everything mentioned above to
your own website, newsletter or any place else that makes sense. Lots
of speakers weave their media appearances into their speaker dem-
o0s. Some use it on one sheet or as part of a video introduction. You
never know who is looking or where they are looking, so leverage
that appearance.

Here’s something I am frequently asked by those in the speaking
business: Am I really going to get booked from doing media? Is it
worth the time? Well, that it’s up to you. Not to go “woo-woo” on
you, but I believe if it’s planted in your head that anything you’re
doing is not worth your time, it won't be.

Why wouldn't it lead to those things for you if you have the right
attitude? If you're being asked again and again to provide expert
comment, be a guest and throw in your opinion, your media foot-
print grows. Do you think when event planners are looking for
speakers, consultants, and trainers they aren’t looking all over the
place? I can track media appearances to meeting planners calling



me to ask about keynotes. It’s also led to more business for my VIP
Experience workshops.

Yes, some companies and groups go to the same industry people
from bureaus to agents to other speakers for recommendations.
Thank goodness. But it certainly can’t hurt. It just adds to what’s
unique about you. Why do speakers have a media tab on their web-
sites or list the places they've appeared on their personal sites? It
adds to the appeal.

Finally, I'll share the gentle reminder I have on my whiteboard in
my studio. There are three circles: Desire, Action, and Consistency.
The sweet spot where they intersect is coloured in. I'm confident that
anyone who really wants massive media coverage and does at least
half of what I have suggested here will get it. Imagine what it could
lead to and how much fun it is to share your thoughts, ideas, and
passions with another audience.
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About Kate Delaney

Kate Delaney is a speaker, author, and Emmy Award-winning talk
show host. Kate’s interviewed over 16,000 people, including US pres-
idents, Fortune 500 CEOs, and Hall of Fame athletes.

It took over 500 rejections, but she shattered the glass ceiling and be-
came one of the first women to ever host a solo syndicated sports talk
show. Kate’s hosted shows on the NBC Sports Radio Network, the CBS
Sports Radio Network and the number-one-rated station in the coun-
try WFAN in New York City.

Kate has most recently served as a keynote speaker and consultant for
companies including Deloitte, Cisco, Exxon/Mobil, Stanley Oil and
Gas, Forbes, UPS, Fox, AT&'T, Kraft, Macy’s, National Petroleum En-
ergy Credit Association, N Credit Union League, Peach State Federal



Credit Union and many more. She also gave a TED-style talk at the
Forbes Insider’s Summit. Her keynotes and deeper-dive workshops are
described as inspirational, engaging, funny and filled with actionable
and implementable content.

She is the author of five books including her best-selling business book
published by Forbes, Deal Your Own Destiny: Increase your Odds,
Win Big and Become Extraordinary.

Kate is the past president of the National Speakers Association in Dal-
las, Texas. She is most proud of working with Children International®,
helping several families in Ecuador, elsewhere around the world and in
the United States.

Fun fact: Kate’s an avid golfer, and brags about seven holes-in-one. Too
bad they were all into a clown’s mouth at a free mini-golf game. She
lives in the Tampa Bay-St. Petersburg area in Florida with her hus-
band, Paul, and golden retriever, Guinness, who never tires of chasing
tennis balls.

www.katedelaneyspeaker.com



