
Being a business-to-business (B2B) 
editor, I’ve worked with countless 
companies to pull together stories 
covering everything from business op-
eration issues to industry trends and 
tribulations.  I’ve built lasting working 
relationships with marketing man-
agers and public relations (PR) rep-
resentatives that have benefited my 
publications and, in turn, their brands,  
as they build a reputation as knowl-

edgeable industry representatives.  
Some companies are a joy to work 
with on the editorial side. Others are 
worse than a teeth-pulling trip to the 
dentist. But here’s a secret: The ones 
that make my job easy tend to get 
more share of editorial opportunities 
than others. 

So if you’re looking to build your 

P rior to joining RynohLive, I spent a number of years in B2B (busi-
ness-to-business) publishing.  I noticed throughout my career that 
there were a few companies that consistently found their way onto 

the pages of the publications I represented.  In most cases it was due to 
a new product introduction, the hiring of a new employee, or some other 
news-related event.  In the majority of instances however, the individual 
(and the company they represented) were called upon by the editor for 
their opinion or expertise on a specific topic, product or industry trend.  
In other words, they were sought out as Subject Matter Experts or SMEs.  

While some organizations understand how to develop relationships with 
their local, national and B-to-B media, I thought that it might be helpful to 
reach out to an editor friend of mine to outline a few tips on developing 
better media relationships.  I hope you enjoy the article...    

Glen A. Stout
VP Marketing & Sales  |  glen.stout@rynoh.com

THE TOP FIVE TIPS FOR BUILDING 
A BETTER MEDIA RELATIONSHIP 
By Jason Morgan

“It is not the strongest of the species that survive,  
nor the most intelligent, but the one most  

responsive to change.”

- Charles Darwin 
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EMPLOYEE SPOTLIGHT
Position	@	RynohLive: Mid-South Manager

Years	with	RynohLive: 1.5 years

Hobbies:	Reading,	knitting,	riding	my	bike

Favorite	Rynoh	Moments:	There	are	so	many,	but	the	first	one	that	
comes to mind was when  a very large agent registered and wanted 
to	start	with	one	office.	Within	a	few	weeks	they	contacted	me	to	
say	they	wanted	all	of	their	offices	on	Rynoh	as	quickly	as	possible	
because	of	the	wonderful	way	it	worked.		The	second	moment	was	
while at a seminar I had an agent come up to me and give me a big 
hug	because	they	loved	Rynoh.

WHY YOU’RE AT RISK AND 
WHAT TO DO ABOUT IT
This	 is	 the	 title	 of	 a	White	 Paper	 recently	 re- 
leased from our partner Marble Security, which 
talks about the security risks associated with 
employee-owned devices and the dangers they 
pose such as: 

	 •	Data	loss
	 •	Data	theft
	 •	Malware	infecting	your	network
	 •	Password	compromises	and	more!		

Most organizations are not denying their em-
ployees the ability to use their mobile devic-
es because of the many benefits this brings to 
the company such as improved productivity 
and flexibility.  In fact, in many cases they are  
supported by the executives who are de-
manding network access for their smart-
phones and tablets.  

Are	mobile	device	management	(MDM)	solutions	the	answer?

The	 simple	 answer	 is	 no,	 as	 the	 current	 generation	 of	MDM	 solutions	 do	 not	 provide	 adequate	 
protection	and	remain	an	entry	point	for	the	cyber-criminal.		The	White	Paper	linked	at	the	end	of	
this	article	explores	the	three	primary	ways	that	MDMs	fail	to	protect	your	organization.		Enjoy	and	
feel	free	to	pass	the	paper	on	to	your	IT	department	manager!	Click here for white paper.

Debra Gentry
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“ I have over 20 escrow accounts to reconcile each month, and having Rynoh on all our large accounts has saved me so much time at the end of the month. I am actually doing a recon each day so when it comes to the end of the month, all transactions have already been cleared. I love that all I have to do is hit a button and it will reconcile and move the reports over to our escrow system and all I have to do is review the reports. It’s a great thing!! ”
Candace Puchovan Corporate Settlement Solutions

http://www.rynoh.com/images/easyblog_images/315/Marble-Security---BYOD-MDM---White-Paper---2013Q2.pdf


August 15, 2013

Rynoh has entered into a business arrangement with Fideli-
ty National Title Group (FNTG) to offer its agents a no-cost 

90-day trial, which includes preferred pricing*. For an exclusive 

limited time, qualified FNTG agents will have an opportunity 

to use the industry’s only patented solution that assists them 

in following ALTA’s Best Practices. For the first time, qualified 

FNTG agents will have an opportunity to sample this amaz-

ing product for three months and find out for themselves why 

RynohLive leads the way with escrow security, oversight, and 

reporting.  In addition, and as an added incentive, preferred 

pricing is available to FNTG agents at the conclusion of the trial.

*  The 90-day trial begins on the day of registration. This  
 program is available to new RynohLive clients.

Segin Systems, Inc., parent company of RynohLive, has 
just been awarded the TRUSTe Privacy Seal,  signifying that 
their privacy policies and practices, data collection, data stor-
age and data management have been reviewed for compliance 
with TRUSTe’s Privacy Certification and TRUSTe Cloud Program  
Requirements. 

TRUSTe, an independent third party certification provider offers 
solutions for strategy, certification and technology monitoring, 
and they are the number one “privacy” brand, certifying more 
than 5,000 companies worldwide.  Their mission is to accelerate 
online trust among consumers and organizations through their 
innovative trust solutions.    

“Data collection, management and security are critical to how 
we operate at RynohLive.  We are the industry standard and 
best-in-class provider of escrow and financial management 
software for the settlement industry, so certifying our privacy 
procedures through a reliable third party provider reinforces 
our commitment to protect the data and documents we man-
age.  We collect and manage large amounts of data, real-time 
and every day, so we recognized the need to further demon-
strate our policies and practices in collecting and managing this 
data and in the most secure environment possible, “said Dick 
Reass CEO and Founder of Segin Systems and RynohLive.   “We 
are confident that our investment in the time and resources  
allocated to obtain the TRUSTe certification clearly demon-
strates our willingness to provide our customers with a data- 
secure environment in which to do business.”

RYNOH NEWS
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brand’s industry presence through developing a working 
relationship with B2B publications, here are the top five tips 
for getting on the editor’s good side and staying there.

1. Communicate
This is, by far, the most important piece of advice. Publications 
are deadline-driven products. Editors can’t wait forever for 
you to answer questions or set up an interview. The publica-
tion will go to press (physically or digitally) with or without 
you. The best thing you can do is communicate regularly with 
editors. The more we know about your time table, the better 
we can make a decision about how to get your company in-
volved in editorial. Got a press release? Send it to us. Want to 
talk about industry trends? Give us a call. Are your answers 
for a feature story going to be late? Let us know ASAP. Which 
brings me to my second point … 

2. Deadline
Don’t miss a deadline. If you are going to miss a deadline, refer 
to rule No. 1. Here’s another secret: The good editors will build 
extra time into their deadlines. We know you’re busy running 
your business, and answering our questions isn’t your No. 1 
priority (Heck, it’s probably not even in the Top 10). So when 
you miss a deadline, it’s probably not a big deal. However, 
editorial contacts who consistently make their deadlines earn 
bonus points in the editor’s eyes. Again, you’re making his or 
her job easy. And we love that.

3. Less PR
Readers are not dumb. They know when they’re being sold, 
and so do we. Publications thrive on quality content. Sure 
you might have an awesome product – it might be the best 
product in the world – but we’re more interested in your 
business experience, industry insight and how you can help 
our readers (your customers) grow their businesses. You 
have plenty of dollars and “feet on the street” putting your 
sales pitch out there, don’t put it in your editorial opportu-
nities.

4. More info
That said, you can never provide too much information. The 
“editor” job title is no joke. We edit stuff. We’re working with 
multiple sources of information and Frankensteining a story 
from the best bits of information you provided. We can always 
cut content, but we can’t always create it. You’ll never meet an 
editor who complains that you provided too much info.

5. Dedicate the resources
Editors are doing their best to create quality content by work-
ing with dedicated companies in the industry and bringing 
those insights to their readers. If you’re serious about support-
ing your relationship with the press, you need to dedicate the 
resources – maybe that’s your time or maybe it’s an employee 
who is focused on handling the press.  Like any relationship, 
it’s one that needs attention.

Jason Morgan is a founding partner of Craft Brewing Busi-
ness, a B2B content website published by CBB Media LLC. He 
has worked as a B2B editor for more than seven years serving 
the construction, real estate and craft brewing industries.


