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Generate Free PR 
Transcription 
 
Getting some free PR in newspapers is one of the most powerful ways and 
instantly effective ways I know to bring in a tsunami of new business. The thing 
is though, if you just call up the newspaper and say, “Hi, ummm, I’m running 
some great camps these holidays, they’re really fun and the kids just have a ball 
and we do wonderful things - do you want to do a story on it?”   
They are going to turn around to you and say ahhh, no. 
 
What you need, as it is called in the media industry is a hook, something that 
immediately grabs your attention and makes the story irresistibly readable.  Your 
job is to make it easy for journalists when you’re approaching them.  They’ve got 
deadlines to meet and important breaking news stories to cover.  And you, in 
your business have got one - you just need to work out your hook.  So, here’s 
how you do it, you watch the media carefully.  When you see a news piece or a 
newspaper article of a current issue, see if you can apply an angle that involves 
your business.  Now, to help you out with this, if you’re like me and you like to 
create systems to make things easier and more efficient in your life, you can 
watch the video on “How to Set Up a Media Watch using Google Alerts”.  It will 
show you exactly step by step how to get media articles delivered on a specific 
topic delivered to your inbox.  This is a super powered tool that I use all the time 
and it’s absolutely brilliant.     
 
I’m going to let you in on one of the hooks that was most effective for me in 
generating massive income.  I’d seen some talk in the press that the majority of 
average families in my city were double income, both parents are working.  So, 
both parents were in the workforce - and I realised, well, who is looking after the 
kids?  In the school holidays families in our community are going to need good 
quality vacation care.  And my business is more than happy to provide it.  I tied it 
in with my Phenomenal Point of Difference, which you will learn more about later 
on, how my business was providing a service that was of absolute value to the 
community, based upon this statistical need that had been published.  After 
making one phone call, I had journalist come to my home with a photographer, 
and I had a half page article in the first 20 pages of the local newspaper which 
has a fabulous distribution, really large.  How much did it cost me?  Nothing.  
When I did my testing after the camp of how attendees at the camp had heard 
about my business, 39% of the new clients stated that article.  That phone call, 
when you put it into a monetary basis to the newspaper made about a $4000 
profit at that camp alone, doesn’t take into account all the repeat business I 
would gain from those cusotmers.  Happy, happy days.   
So here is how you do it. 
Study the local community newspaper looking for a journalists name who might 
write this kind of article.  Use the local media to start with as this is where your 
target market is, it’s where you’re running your camps.  Call up the newspaper 
and ask to speak to that journalist  - call directly, an email will only get lost in the 
wash.   
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By asking to speak to someone specific you have more chance of getting 
through the gatekeeper receptionists, who are fierce, believe me.   
 
 
You will more than likely be put through to their voice mail, journalists are 
notoriously never at their desks, so leave a concise sentence with your hook and 
it’s value to their readership.  They don’t want to know about how fabulous your 
business is.  That’s a deal breaker.  Remember, this is not advertising. You are 
pitching a story idea that will educate their readers on a current event. The hook 
is everything. Make sure it is very clear in your mind before you pick up the 
phone.  To make it really easy for you, because I want you to have every 
opportunity for success, here’s a little script you can leave on the journalist’s 
voicemail: 
 
“Hello, Jane Smith, this is Chantelle Duffield from Born to Perform.  I’m not sure 
if you saw the statistics published yesterday in the Sydney Morning Herald 
stating the number of dual income families in our area had doubled over the last 
five years.  Here at Born to Perform, we run performing arts holiday camps and 
we have really noticed this trend in our community.  And so to cater to this 
trend, we’ve introduced some strategies to help meet the parents needs when 
the holidays come round.  If you’d like to speak to me about this, you can call 
me on 0433 blah blah blah.”               
 
The other thing to research straight away are free opportunities of letting people 
know that you are running holiday camps.  A parenting magazine in my state ran 
a calendar section in every edition that was free to contribute to.  All I needed to 
do was email them about 6 weeks before the camp, with my little blurb and they 
included it every time.   
 
That little paragraph was being distributed to tens of thousands of parents in my 
direct target market and it was costing me nothing.  Let’s say, even if it only 
brought in five students a year, even a little tiny intake, that might turn out to be 
$5000 over the next five years from their repeat business.  And the dollar spend 
to get that client in, it’s nothing, instant profit.  See if your council provides an 
activity brochure that you can include your services in.  Perhaps your local 
community radio would be willing to mention it.  Maybe they’d like to interview 
you on your statement, for example, I did interviews on developing confidence in 
children.  Couldn’t be easier, they loved it!  If you do the work once, researching 
all possible avenues for exposure then it is just a matter of doing the same thing 
next camp.  Start that formula working for you!   
 
 
 


