PUHRLIL RELAT]

Tactics: Now in our 10th Year

WWW.prsa.org

| O NS

"TACTICS

PRSA: Advancing the Profession and the Professional.

2004 International
Conference update: Look
Who’s Talking — It’s Larry
King, Live! The renowned
CNN personality 1s now a
General Session speaker on
Oct.26.See Page 14.

VOL.11NO.7 $7/JUNE 2004

spotlight on: video news releases

Five secrets to getting great interviews

By Wally Newman

In the broadcast PR business, com-
pelling sound bites are essential to pro-
ducing programs that exceed client
expectations.

So before you conduct your next
interview, here are several tips that will
ensure success.

* Make your subjects comfortable.

The key to getting a passionate
interview is taking the time to make
your subjects comfortable.

While you're setting up for the
video shoot, make your subjects at case
by talking with them. However, don’t
let them get started on the actual topic
until you're ready. They're likely to give
you a great sound bite off-camera and it
will be almost impossible to recreate
their enthusiasm once you're rolling.

If you'’rt interviewing for a video,
and your camera operator s adept at
lighting and has a preset on his or her
camera that embellishes skin tone,

turn the monitor around and let your
subjects see themselves. This will
enhance their confidence and their
performance.

With few exceptions, it helps to

‘let your subjects know that, if they

don’t like where their answer is going,
they can simply start over. The ideal
sound bite incorporates your question
in the answer, so include that in your
instructions when you ask them to
keep their response to no more than
three sentences.

In addition, providing your subject
with questions in advance can help alle-
viate their stress, while improving their
poise and confidence.

* Establish trust.

Let interviewees know that it’s
your job to not only help them
through the interview, but also to help
them succeed. In fact, you are usually
discussing a topic that is important to
them — that’s where their passion will
surface. Customer testimonials can be

especially effective once you gain
their trust.

* Be encouraging.

Every person, from an experienced
CEO to a first-time interviewee, needs
encouragement, especially when he or
she is in front of a camera. If subjects
give you a great answer, let them know
it. Play to their egos.You will be amazed
at how they open up.

* Let go of the outcome.

Prepare for each interview by iden-
tifying specific copy points you want
your subject to address. Compose your
questions to capture those statements,
but then let go of what your subject says
or how they say it.

Often what they deliver will sur-
prise you. So stay flexible and be pre-
pared to venture beyond your prepared
questions if the answers warrant.
Remember, your goal is to create a situ-
ation where your subjects are so com-
fortable talking about a topic that it’s as

if they are bringing out the family
album. Discussing their company’s busi-
ness is just like talking about their kids
— and they are proud ofit.

= The last question to be asked.

Don’t forget your last question,“Is
there anything | haven’t asked that
you'd like to talk about?”’This question
often leads to the most surprising
responses and, many times, can become
the centerpiece of your project.

Honing your interview skills will
not only improve your end product
but will also have your clients asking

you back. @

Wally Newman is 2 video and tele-
vision producer headquartered in
Houston.You can reach him
through his company Web site at
wring newmanandnewmanine.com.




