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HOW TO USE LINKEDIN TO GET PUBLICITY
Using LinkedIn to gain media coverage is a super-smart move. There are many ways 
to do this, and I’m going to show you just one way that I use LinkedIn to gain media 
coverage for my clients. 

I used LinkedIn mostly as a research tool. A big part of getting the kind of  
game-changing media coverage that gives a serious boost to your personal brand  
is all about who you know and who knows you. 

In other words, it’s about relationships. 

So it will be no surprise that I suggest starting by researching who you should know 
and who should know you. Below I’m going to show you how you can figure out 
which journalists you should spend time getting to know. It’s actually really simple. 
You just have to do it! 

STEP ONE

Make a short list of 3-5 publications, meaning physical magazines or their online 
platforms, that you would love to be featured in.

How do you determine the specific publications to focus on? 

Think about what your clients are reading. Or better yet, ask them. Those are places 
you want to show up. For example, you may find that they read similar publications 
such as:

      Entrepreneur, Forbes, Inc.
      More, Allure, InStyle
      Home and Garden, Martha Stewart, HuffingtonPost, LiveStrong
      Mashable and AdAge

Each one of these publications targets a certain demographic. The publications that 
target your market should go on your list. Again, keep your list to 3-5 publications. 

STEP TWO

Now that you have identified a small handful of publications you would like to be 
featured in, your goal is to find the staff and/or freelancers who write on your topic in 
each of those publications. Once you have the names of those people, your job is to 
build a relationship with them by being of value to them. More on that below. 
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But how do you fi gure out who these people are? Here’s where you use your research 
skills! Let me walk you through the process:

Let’s say you’re a Career Consultant and you’re interested in getting media coverage in 
Entrepreneur.com. You would visit www.Entrepreneur.com and from the drop down 
menu, click on “articles.” 

You would get to a page that looks something like this:

Notice that they have a “Careers” category. So you can see it easily, I have highlighted 
in a red box above. 
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When you click on “Careers,” you would get to this page:

You quickly scan the Careers page and notice an article related to your expertise.
You click to see the article and this is what appears:

You see it’s written by an Associate Editor on staff named Hayden Field. She’s likely
to be constantly searching for interesting stories to tell. You click on her name to 
see what else she has written about so you can tailor your pitch according to 
what she covers.
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Below is what you’ll see next: 

You can see she covers careers, business, and technology. You also see that she’s 
written for other publications that you’re interested in, so she looks like a good person 
to build a relationship with. 

Some of her articles show up in different categories including PlantLab, Creativity, The 
Gambit and more. Because she writes on a variety of subjects, you may fi nd that you 
have something in common with her, or you may have an interesting resource that 
relates to an article she has recently written. Read or at very least skim her articles to 
fi nd common ground or fi nd a way to connect with her that would be of value to her. 

Remember, you are building a relationship, not asking her to write an article on you 
or your business right away. You’re looking to fi nd common ground and be of value. 
Again, more on that below.
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STEP THREE

Now that you have a good contact at Entrepreneur, you need to fi gure out how to 
contact her. If you have spent a few thousand dollars on a professional PR software 
program like Cision, you can look her up easily. However, most entrepreneurs don’t 
have this. So what can you do? 

You can just use LinkedIn! I use it even though I also have Cision. I use it to get more 
insight into each journalist so I am more likely to build a relationship with them and 
possibly get media coverage down the road.

Here’s what to do:

Simply type her name in the search bar. Because you know what she looks like, it’s 
easy to fi nd her. 

Click on her profi le and you get this: 
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BINGO!

She is literally telling you that she’s “always on the hunt for a good story,” what she’s 
passionate about, what she’s looking for. And she provides her direct email address, to 
boot! Not everyone does this, but many do precisely because they are always looking 
for a good story to tell and they want to hear from you when you have one.

NOTE: She’s looking for feature stories or people who have made a “career 180.” While 
this may not sound like a direct fi t for you, it actually may be! Think about your clients. 
Have you coached a client who fi ts this description that you have helped? Talk with 
your client to see if you can pitch his/her story to Hayden and include that you were 
the Career Coach who helped them with this transition. (See? The story doesn’t have 
to lead with you! In fact, if she picks up on this story, it will almost read like a case 
study of your work! Amazing!) 

Now that you have identifi ed that Hayden is a good person for you to keep in touch 
with, you can create a spreadsheet that looks something like this, to keep you 
organized. 

HOW TO ADD VALUE & BUILD A RELATIONSHIP
Most every journalist is more likely to take a pitch seriously if they are at least 
somewhat familiar with the source. This is the value of building a relationship 
with them. 

But how do you add value and build a relationship? Here are a few ways: 

When they write more articles that are of interest to your audience, share them, 
tag the journalist, and add your input.

Post a meaningful comment instead of just “liking” it. Or pose an interesting 
question or add another thoughtful idea.

A note on comments: If you can talk about your personal experiences or share an 
interesting piece of information, that shows that you are paying attention and the 
journalist will notice as you keep popping up in her/his comments section and 
adding value. What says “expert” more than adding value? 
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If you fi nd an article or relevant study that would be of interest to them, share it 
with them.

Notice what LinkedIn groups they are in. Join some of those groups if you can. 
Follow and participate in group discussions. Be generous with sharing your 
expertise in a value-driven way, not self a self-promotional way. If you aren’t 
connected to them personally, you can direct message other members of 
the group.

If you have access to a study or inside scoop on something related to their industry, 
share it with the journalist. This is about being a trusted resource. 

MAKING THE PITCH
Once you have done some work to build a relationship with them and show your 
value; let’s say at least 5-10 interactions with them, it’s time to make a pitch. 

Pitching is big topic, but here’s a quick template you can use in reaching out: 

Name,

I’ve been following you for a while now and enjoy the way you/your work in the 
area of your perspective on                               . 

My company is (name of company) and I help (target audience) to (benefi t)
by (solution). 
 
Provide a short case-study here.

Would your audience be interested in hearing more about this and how they can 
apply this to their businesses? 
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Here’s an example from my personal fi les:

Name, 

I’ve been following you for a while now and I appreciate the work you are doing 
to help small business owners succeed. After reading your article X, I researched 
the software you mentioned and have started a free trial. Thank you for having 
the backs of small business owners. 

My company is Rising Star Publicity and I teach speakers and authors how to 
build their personal brands and businesses by being featured on lifestyle TV 
shows around the United States.  

For example, one of my clients is a keynote speaker who travels around the 
country to speak at conferences. Since we’ve worked together, she has appeared 
on more than 10 morning shows in the various cities where she is speaking. She 
attributes her TV appearances as a signifi cant part of her increased book sales 
and ability to charge more for her keynotes.  

Would your audience be interested in hearing more about how they can also 
benefi t from learning how to book themselves on lifestyle TV shows to build 
their businesses? 

Thank you for your consideration. 

You can also search for podcasters on iTunes, Stitcher, or 
wherever you go to fi nd podcasts and use this same process. 
It’s really simple to reach out to podcasters via LinkedIn 
to see if they are looking for more guests, but ONLY after 
you listen to a few episodes to make sure you are targeting 
the right audience, you have the right value to bring to the 
podcast, and you feel that you resonate with the podcaster. 
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Here’s a sample template you can use to reach out to podcasters via LinkedIn:

Name, 

I always enjoy your podcast, (name it here), and particularly resonated with 
(name of the guest you enjoyed the most.)   (Include a statement about why you 
liked that guest and/or why you like this person’s podcast.) 

My company is (name of company) and I help (target audience) to (benefi t) 
by (solution).  

(Provide a short case-study here, like above.)  

Would your audience be interested in hearing more about this and how they can 
apply this to their businesses? If so, I have a short list of questions and talking 
points prepared in case that would be helpful to you.  I am also happy to drop a 
copy of my book in the mail at your request. 

Here is a link to another podcast/video/teleclass I have been on. You can fi nd 
out more at my web site as well: (LINK GOES HERE or embed it into the previous 
sentence.) 

Thank you for your consideration.
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I’m Meredith Liepelt and I love helping coaches and 
consultants get the media coverage they deserve. 
Specifi cally, I love showing them how be featured on
live lifestyle TV shows around the Unites States in order 
to increase their brand recognition and visibility. 

Many times, speakers, authors and thought leaders 
spend years and thousands of dollars in pursuit 

of “expert” status so they can attract clients, speaking engagements and other 
opportunities, only to get nowhere and feel frustrated with their lack of results. It 
doesn’t have to be that way. Because guess who is featured on TV? Experts! It provides 
instant credibility and expert status. 

That’s why I created a Done-With-You coaching program that teaches experts how 
they can get on TV in practically any market and anytime they want. 

Using my proven strategies, my clients have been featured on multiple lifestyle TV 
shows in various cities in Ohio, Florida, New York, Louisiana, as well as in Washington, 
DC and other markets in the US, many with multiple bookings in a matter of weeks 
or months.  

If this is intriguing to you, let’s talk!  Because we can do this together! I look forward 
to helping you position your expertise in a way that makes TV producers say “Yes!” to 

YOU CAN DO THIS!
I trust this report will get you thinking about how you can reach out to journalists 
and podcasters. This is about playing the long-game and experts understand this well. 
Building meaningful relationships like this is extremely doable to do this, folks!  

Drop me a note at Meredith@RisingStarPublicity.com and let me know how this goes 
for you. I’d love to hear about your success!   

WHO IS MEREDITH LIEPELT?

P.S.  Let’s connect on LinkedIn! Please let me know you received this 
report. While you’re there, check out a video featuring some of my
clients and their TV appearances. I look forward to connecting!


