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Need Marketing 
or PR support?
Book a Free Consult at 
KatherineCunningham.org

Think Bigger: Smart Funnels, PR Wins & Business Buys

What I Learned This Week

6 Story Angles
Audiences (and
Editors) Love
Source: Susie Moore | 5
minutes to Famous
If you’re stuck on what kind
of content to pitch, or create,
start here. These 6 angles
consistently hook audiences
and catch the attention of
editors:

How-To: Service-
driven, actionable advice
that solves a clear
problem
Personal Experience:
Real stories, lessons
learned, and behind-the-
scenes moments
Bold Perspective: A
strong opinion or
contrarian take that
makes people think
Listicles: Everyone loves
a good “Top 5” or “7
Things You Should
Know”
Vulnerable Share:
Honesty wins- talk about
the missteps, the pivots,
the almosts
Timely Tie-Ins:
Seasonal, trending, or
news-related hooks that
add relevance

PUBLIC RELATIONS

Want a Big
Year? Here's the
Math.

Source: Daniel Priestley |
Demand-Side Thinking
How many clients do you
need this year?

Multiply that number by 100,
AND that’s how many leads
you need annually.

Divide it by 12, and you’ve got
your monthly lead target.

Now, build marketing that
generates those leads, not
random traffic.

Want a plug-
and-play funnel
idea? 
Source: Daniel Priestley |
Demand-Side Thinking
Try this Campaign Blueprint:

Build a Landing Page
with a hook, outcome, and
proof
Offer an Assessment or
Quiz with strategic
questions
Create a Results Page
with insights + tailored
offer
Provide Different offers
based on how they answer.

MARKETING

Buy Your
Growth Instead
of Building It

ENTREPRENEURSHIP

Source: Codie Sanchez |
Contrarian Thinking
If you want to grow your
revenue fast, the answer
might not be a better
marketing funnel. It might be
buying another business.

Vertical Acquisition: Buy a
company that lets you sell
more to your current clients.

Horizontal Acquisition:
Buy a company with similar
clients so you can increase
your client base.

Instead of grinding to grow
your startup 3–5% annually,
you could acquire another
business and instantly increase
your revenue by 30%, 50%,
or more. 

This is what the top 1% do:
grow through synergistic
acquisitions.
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