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SERVICE  OUTLINE:

WHITE  PAPERS

Articulate complex ideas, establish credibility, and convince buying
teams of the suitability of your product of service
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The white paper is a piece of marketing collateral that is classically associated with B2B
marketing.

White papers are versatile tools for packaging and distributing information that can
be sent directly to prospects or used as gated content as part of lead generation
strategies.

Disseminating your expertise: perhaps more than any other content asset, white
papers have an association with authoritativeness and being an “expert” in your
field. Some white papers contain very little to no direct promotion of the company’s
product or service, but rely on “marketing by education” — building up an image of
the author as a preeminent expert in his or her field, and subtly positioning the
author as the logical person to buy a product or service from.
Collecting leads: Thought leadership research demonstrates that a majority of
prospects are happy to hand over contact details in exchange for useful information.
Email addresses still reign supreme as the number one personal particular that sales
teams want to have access to in order to steer a prospect down the sales funnel.
Because white papers can be easily gated, they are a great vehicle for developing a
list of pre-qualified sales prospects.
Building trust: Unlike direct promotional material, like brochures or email
campaigns, white papers reflect a more nuanced approach to selling. Besides
helping to develop a reputation as an expert in an industry, white papers create a
sense of trust between you and your prospects.
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Showcase Expertise. Posit Solutions. Convince Buyers.

Benefits of  Producing White Papers
White papers can be useful for:

Unlike e-books, white papers tend to be used for
explaining, in detail, highly technical subject matter
to one target audience rather than a multi-tiered one.
However, both pieces of collateral can be used in
tandem. Thought leadership pieces can be used
together synergistically to establish a trustworthy
reputation and convince buyers of the value of your
product or service. 


