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Where do the media get all those ideas for stories and features? Because these organizations are often short on staff and budget and long on space or air time, a surprising number come from press releases, story leads or a simple phone call or “pitch”.  

Freelance writers and photographers make a living selling stories and photos, so they are always open to story leads and good ideas they can suggest to their editors. In this regard they can be our closest allies.

But no matter the source, there are certain criteria an editor uses to assess the viability of the story. One of the editors of USA Weekend used just six words to evaluate a pitch from a freelance writer.   

“Why This? Why Now? Who Cares?” 

· Why This? What is the story?  Is it interesting? What message are you trying to convey? 

· Why Now? Is this timely? Does it fit into my editorial calendar? Is it the right time or season to talk about this subject?  

· Who Cares? Is this story of interest to my readers? 

Take a look at your newspaper or favorite magazine.  What makes you stop and read rather than skimming an article?  Why this article or section?  What makes it news?  In other words: Why this, why now, why do I care?

We are dealing with the news media.  Therefore, an effective publicity program provides the media with stories that can be considered “news”.  

Of course, every crisis makes headlines.  That’s the subject of another seminar. Our topic covers “soft” news or features.  

So what makes news? 

· New is always news.  A new facility, groundbreaking, new programs and packages, new personnel. 

· Change is news.  Renovations, different menu, new name or franchise for a property.

· People are news.  An employee who received an award or has a story to tell. Clients whose success can be traced to your product.  

· Special Events are always news, and can provide several story angles. 

· Service or how-to articles are popular.  

· Health & Safety issues are always newsworthy.

· Lists – If you make a top 10, 25, 50 list – promote that with other groups.

· Awards.  Same system.  Publicize the award, the people who earned it and the reasons behind the award. 

Take a look at your business and consider all these angles.  An easy way to organize your thoughts is to take your newspaper and list the sections.  Develop stories for each section.  News. Sports. Community. Outdoors. Lifestyle. Health. You might not be able to develop a story for every section, but you could be surprised.  A little thought and a little imagination goes a long way.  

Once the story is sold, provide photos. They are worth the investment.  Here you also have a couple of publicity opportunities.  When you provide a photo, provide two additional items. 

· Credit line – photo courtesy of the Lodge at Whitefish Lake  

· Cut line – the verbiage underneath the photo. Flathead Lake, the largest natural freshwater lake west of the Mississippi, is a watery playground.   

Put your ego aside. Your business does not always have to be the centerpiece of an article.  Take advantage of your location.  Sell a story on your area or an upcoming event.  Your business may only be in the sidebar as a great place to stay, but if the phone number is there, that’s good publicity. 
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