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Pipeline generation and increasing

win rates is a tall order, which is why
TrustRadius helps demand generation
marketers use downstream intent data,
among other tools, to reach, target, and

convert in-market buyers.
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Generate Demand with
Customer Reviews

As a demand generation marketer, you are responsible for generating pipeline and increasing win rates.
Your pipeline generation activities range from collecting and qualifying leads to increasing engagement
with marketing content and priming incoming leads to accelerate the deal cycle. Pipeline generation and
increasing win rates is a tall order, which is why TrustRadius helps demand generation marketers use

downstream intent data, among other tools, to reach, target, and convert in-market buyers.

Challenges facing demand generation
marketers today

Because of shifts in today’s buying habits and a challenging economy, in-market buyers are becoming
harder to find, traffic to web pages is decreasing, landing pages aren’t converting, and the best channels

for prospecting are becoming harder to identify and saturated with competition.

However, buyers are more discerning and focused on self-service than ever before. Virtually 100% of
buyers want to self-serve when researching new solutions, meaning they want transparent, readily
available information about your products. For demand generation marketers, this means that
conversion metrics are declining and former techniques for finding and converting prospects aren’t

working as well as they once did.

Less interest in engaging directly with sales reps

According to the , cold calls and other sales touch points are driving
buyers away. According to survey respondents, the top three things vendors do that make people less
likely to buy are cold calls (64%), the need to contact sales for a demo or free trial (40%), and sales

emails (32%).


https://www.trustradius.com/vendor-blog/2022-b2b-buying-disconnect-the-age-of-the-self-serve-buyer?utm_source=pdf-download&utm_medium=pdf&utm_campaign=2022-09_demandgenguide&utm_term=v
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Today’s audience can be found self-serving in a variety of third-party channels (e.g. communities,
forums, and review sites), making it difficult for demand generation marketers to reach in-market
buyers with relevant messaging at the right stage of the buying journey. Audiences are becoming

more elusive, avoiding traditional marketing tactics and cold outreach.

Increased reliance on third-party resources

Even though buyers are looking for readily available resources when doing their research, they’re
not relying solely on vendor-provided content. We uncovered a decrease in reliance on vendor
websites, going from 53% of respondents using these resources in 2021 to 42% in 2022—an 11%
decrease year over year. Instead, today’s buyers are focused on validating marketing claims made

by solution providers with word-of-mouth and third-party research.
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Diana
Senior Director of Demand Generation
Enterprise (~1,000 employees)
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When it comes to marketing-sourced
revenue, | don't just want a large quantity of
leads; | want quality leads that convert.

Age: 42
Location: Chicago, lllinois
Archetype: Demand Gen Trailblazer
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Frustrations

» Lack of buyer engagement because buyers are
in more marketing channels

o Leads aren’t converting

« Underperforming marketing channels

rustRadius solution:

Downstream intent data, Product profile, TrustQuotes
Library, TrustRadius awards, Premium content assets

Benefits

» Access to data on in-market buyers who are
evaluating your products or your competitor’s
¢ Increased conversion rates '

+ Improved CPA for paid programs

» Salesforce, LinkedIn, and other ABM platform
integrations to increase efficiency and improve results
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How TrustRadius helps generate pipeline

While there are major shifts in buying behavior in recent years, and for various reasons, word-of-

mouth marketing on review sites like TrustRadius is becoming a pivotal source of truth for B2B tech

buyers.

Mistakenly, demand generation marketers think review sites are on “someone else’s plate.”

However, here at TrustRadius, we go further than boosting brand preference on our site. We bring

together powerful and useful resources that enable demand generation marketers to find and

convert in-market buyers. For example, our downstream intent data surfaces prospects looking at

your profile and/or the profiles of your competitors. This powerful data can be utilized to build new

pipeline, accelerate deal stages, and increase win rates. We also provide ways to share social proof
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from your existing customers, which increases the effectiveness of demand generation campaigns—

by higher conversion rates on your landing pages—and accelerates ABM efforts.

Of all the TrustRadius solutions, here are the ones other demand generation marketers have

the most success with.

« Downstream Intent Data and Integrations
« Product Profile

« TrustQuotes Library

« TrustRadius Awards

o Premium Content Assets

Downstream intent data

is a collected set of data points from TrustRadius indicating that someone
is researching your product or your competitors. It can be gathered from sources such as product
profile pages or buyers researching pricing or comparing you to an alternative solution. You can use
this data to find new deals, increase your consideration in active deals, accelerate win rates, and

identify churn risks and upsell opportunities.

We know that the bottom line of a demand generation marketer’s role is to fill the funnel with
quality leads. Our downstream intent data can fill your funnel more efficiently, increasing
conversion rates and lowering cost-per-lead. These buyers are more likely to convert because they

are in-market.

Our customers see the value of our downstream intent data almost instantly. A customer data
platform software solution activated our intent data to target in-market buyers researching their
product and their competitors’ on TrustRadius. Using our complimentary, easy-to-use Salesforce
connector, they generated a total of 28 opportunities and $4 million in pipeline within just three

months!

Integrations

The powerful intent signals from TrustRadius produce the biggest ROl when imported into other
platforms, such as your team’s customer relationship management (CRM) or account-based

marketing (ABM) solution.


https://www.trustradius.com/
https://www.trustradius.com/vendor/intent-data?utm_source=pdf-download&utm_medium=pdf&utm_campaign=2022-09_demandgenguide&utm_term=v
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Salesforce Connector

With the Salesforce Connector, you can integrate downstream intent data into your sales pipeline,
optimizing your ABM strategy and mitigating churn risk. Combining the features of Salesforce
with TrustRadius’ powerful insights on your in-market buyers leads to better outreach with highly

personalized tactics.
LinkedIn

The LinkedIn and TrustRadius integration empowers vendors to build dynamic segments of buyers
who are actively researching, thereby increasing conversion rates and accelerating the sales cycle.

Once segments are built and synced to LinkedIn, you can serve ads to this highly targeted audience.
ABM platforms

Both 6sense and Demandbase allow you to serve ads through their display networks leveraging
this data. Additionally, intent signals can be served straight to sales reps allowing for immediate,

intelligent, ABM-geared outreach. This increases speed to lead and overall pipeline acceleration.

Product profile

By creating a product profile, you can access features like a CTA button for driving traffic to your
website and other resources. By adding these personalized touches, tech vendors make it easier for
potential buyers to take simple next steps, including requesting a demo, contacting sales directly,
or browsing other vendor-provided assets. Since several buyers are already doing research on
TrustRadius, personalized CTA shortcuts make it easy for them to request more information about

your product. And requests are delivered straight to your team.

In addition, product profiles enable you to include other self-service elements in your profile, such

as integration listings, videos, demos, screenshots, and pricing.

TrustQuotes Library

With our TrustQuotes Library you can drive organic traffic through rich keywords and engaging
content derived from customer reviews. Marketers can customize and dynamically syndicate
TrustRadius review excerpts. Adding TrustQuotes third-party social proof to your website can

dramatically improve conversion rates and lead quality.
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We’ve seen clear evidence of visitors’ interest when they get to see reviews on your website.
TrustRadius customers see a 35-70% lift in traffic and conversions from using customer quotes and

social proof from reviews on their websites and landing pages.

TrustRadius awards
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TrustRadius awards are a great way to make your brand stand out from the competition within
your category and boost credibility with prospects. We offer opportunities throughout the year
for vendors to earn awards and we choose winners entirely based on user reviews and sentiment.
Awards help increase engagement on your product category and/or page to our over one million
monthly site visitors. In fact, 90% of traffic to category pages see an awards accolade, so your
product is much more likely to stand out if it has an award. And last year, over three million
people viewed and engaged with our TrustRadius Awards. Needless to say, awards are a big deal

on our site.

In addition, using award badges on your own landing pages and ads draws attention to your
product and increases brand trust. TrustRadius award badges placed on your ads or landing

pages are eye-catching, and also immediately validate your marketing claims. As an example,
LogicMonitor used award badges in their LinkedIn ad campaigns and saw success with their efforts.
They saw an even bigger impact when they used award badges alongside TrustRadius’ downstream
intent data, with a 52% lift in accounts reached, (two times higher than their benchmark)! Out of

all of their ads’ impressions, this translated to a total of 85% accounts reached, 77% visitors, 36%

clicks, and 114 new accounts added to the LogicMonitor site.


https://www.trustradius.com/

8 “IR TrustRadius

LogicMonitor ase m LogicMonitor

‘3 Promoted “ Promoted

We're rated #1 in suppart on TrustRadius and #1 in Customer Satistaction on G2,

See how modern IT pros are using next-gen monitoring to predict issues before .
Jibitly/3uPTMpd

they start - https://bit.ly/3gkPxhg See why - hilps

A
Rated #1in
Support and

M

Still searching
for the perfect

monitoring i | Satisfaction

solution?

Access a demo Learn more

D LogicMonitor D LogicMonitor

: oo %
[DEMO] See Mext-Gen Monitoring in Action ( Learn mare ) It's time for Next-Gen Monitoring {_Learn more )

logicmonitor.com ogicmonitor.com

Premium content assets

Because today’s audience puts so much value on reviews and peer feedback, it’s helpful to

use content such as awards and customer quotes in ads or landing page content. TrustRadius
facilitates the creation of insightful customer quotes with our premium licensed content features.
By collecting detailed, meaningful reviews, you not only provide potential buyers with useful
information while they are on TrustRadius, you can also create a bank of customer quotes to use

across your own channels.r team gets unlimited use of all customer reviews and content.




5 Ways TrustRadius Helps Tech
Companies Find In-Market Buyers ‘

Product profile with features for driving traffic to your site and increasing engagement.
e® The buyer clicks feature allows you to drive traffic back to your site, product demo, etc. from your product
profile page

e Self-service features also allow you to add content your buyers are looking for, like screenshots, videos,
pricing, etc.

TrustQuotes Library to boost organic traffic and conversions.

e Tagall your customer reviews to build a library of social proof to add to your content advertising, emails,
web pages, pitch decks, one-pagers, customer story pages, etc.

e Drive more traffic to your web pages by adding keyword-rich customer quotes

e Usesocial proof to validate your marketing claims and boost conversions

Award badges provide unbiased and validated social proof for any demand generation campaign.
e Boost conversions, click-through rate (CTR), and cost-per-click (CPC) by placing earned award
badges on landing pages or ads

e Increase product visibility and credibility as prospects research your category or your
competitors-90% of traffic to TrustRadius category pages sees award accolades

Downstream intent data for accessing in-market buyers who are actively evaluating both
you and your competitors on TrustRadius.

® Productintent data: see accounts researching your product
e Category intent data: find new accounts researching your competitors’ products

e Comparison intent data position against your competitors or target accounts for competitive campaigns

Downstream intent data integrations '

o Salesforce Connector for deal intelligence

o Intent signals from TrustRadius can be imported into Salesforce
o Integration enriches sales pipeline, optimizes ABM strategy, and mitigates churn risk

e LinkedlInintegration for boosting ROl on ad spend

o Build dynamic segments of buyers who are actively researching
o Integration increases conversion rates and accelerates the sales cycle

e 6sense and Demandbase integrations for enhancing ABM initiatives
o Use 6sense integration to create segments and combine them with other data sources

o Use Demandbase integration to segment, target, and direct sales efforts to accounts that will most likely convert

“IR TrustRadius


https://www.trustradius.com/
chrome-extension://efaidnbmnnnibpcajpcglclefindmkaj/https://www.trustradius.com//wp-content/uploads/blog-checklist-demandgen-v02.pdf
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What other demand generation marketers are saying...

WatchGuard Technologies
L ot .
Watchguard Technologies integrated TrustRadius’ @atC hGuard
downstream intent data into their Salesforce E
asy to Deplo
CRM and used that to create a list of target y p y‘
accounts and provide deal intelligence to their Ea sy to Ma na ge.
sales team. They targeted accounts on LinkedIn S
ecure MFA.

with mid- to lower-funnel messaging and offers.
For target accounts that received ads, they TRY AUTHPOINT FOR FREE TODAY!
pushed social proof from TrustRadius brand

advocates.

They experienced a higher CTR on their ads
(12%), influenced over $1 million in pipeline,

and doubled their account engagement.

R

“] spent $200 to influence over e —
eppge ° ° ° Top Rated
$1 million in pipeline and got 2020

over 150,000 impressions. It’s
a no-brainer.”

WATCH THE FULL WEBINAR

Alex McWethy | Sr. Manager, Demand Generation
Watchguard Technologies


https://www.trustradius.com/resources/webinar/on-demand-boost-marketing-performance-with-downstream-intent-data
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Planful

< plantul
Planful wanted to up-level account engagement

Still searching for
a CPM platform?

through smarter segmentation and more targeted
messaging to drive engagement and conversions.
They integrated TrustRadius downstream intent _ L1
data into 6sense, their ABM platform, and created Wanager,Oi & Energy Company [f”":]ﬁ\“‘-
—k

a targeted audience showing relevant intent |_TopRated
signals that matched their ICP, experiencing a g

o

300% increase in reach and engagement.

Using TrustRadius’ awards, review content, and
READ THE CASE STUDY

review syndication, they were able to improve

performance on their paid ads with a 60%

increase in conversions year over year.

“Over 15% of our accounts increased buying stage using
TrustRadius intent data in 6sense—it really helps move
accounts down the ABM journey.”

Emily Ross | Senior Manager, Demand Generation | Planful


https://www.trustradius.com/
https://go.trustradius.com/rs/827-FOI-687/images/TR-2021-Case%20Study-Planful-Outlined.pdf?utm_source=pdf-download&utm_medium=pdf&utm_campaign=2022-09_demandgenguide&utm_term=v
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Getting started with TrustRadius

TrustRadius provides clear, measurable results for tech vendors. We know that high-quality

leads are the main ingredient for pipeline growth, making your team essential for the entire

organization’s success. TrustRadius helps demand generation marketers drive high-intent buyers

from our site to theirs and identify and convert more in-market buyers with advertising, landing

pages, and sales outreach.

Diana

senior Director of Demand Generation
Enterprise (~1,000 emplyoyees)

When it comes to marketing-sourced
revenue, | don’t just want a large
quantity of leads; | want quality
leads that convert.

Frustrations

* Lackof brand engagement
» Too many marketing channels

» Need leadsthat convert

TrustRadius Solution f§§
Downstream Intent Data

Benefits;

Deep insights of in-market buyers
Increased conversion rates
Improved CPAs for paid programs

Integrate with Salesforce, Linkedln, and other
ABM platforms

Felix

Director of Customer Marketing
Enterprise {~1,000 emplyoyees)
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Because customer advocacy is one
of the best ways to drive loyalty,
I need high-value tactics
for capturing customer voice.

Frustrations

# Lack of quality customer proof-points, ie.
testimonials, quotes, case studies

# Lack of review platform presence

* Needs pipeline of customer advocates

TrustRadius Solution 'Fﬁ
Reference Identification & Review
Management Program

Benefits:

+ Identify renewalfexpansion opportunities
» |dentify use cases/business challenges

* Build a pipeline of customer advocates

IR TrustRadius

Stephen

Product Marketing Director
Enterprise (~1,000 emplyoyees)

I believe that customer buy-in relies
on clear messaging, explaining
how our products solve pain points
and drive value.

Frustrations

# Lackof customer insights
» Differentiation ina competitive market

® Needsstrategic customer staries

TrustRadius Solution 0
Premium Content Assets, Chrome
Extension, & Custom Review Questions

Benefits:

= Scalable social proof

= Customer stories
= Comparison between what customers and
product marketing are saying


https://www.trustradius.com/resources/whitepaper/proving-value-roi-of-reviews-framework?utm_source=pdf-download&utm_medium=pdf&utm_campaign=2022-09_demandgenguide&utm_term=v

Generate Demand
with Customer
Reviews

Ready to increase win rates
at less CPA or cost per MQL?
Schedule a demo today.

REQUEST ADEMO

AR TrustRadius
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