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It’s time to rethink your GTM.
Tips, advice, and solutions for reaching in-market buyers efficiently 
and effectively in 2024-2025.
Buying behavior changes faster than marketers are able to keep up. As we discovered in our 

2024 B2B Buying Disconnect Report: The Year of the Brand Crisis, what marketers think is 

working often misses the mark. It’s a rat race, and while we can’t solve every problem, we can lay 

them out for you, share what we know (backed by data), and give you proven solutions that you 

may not have tried before. If you’re looking for new tactics to address any of the below obstacles, 

keep reading!

Get insights into the following areas plaguing B2B tech marketers in 2024-2025:

•	 Breaking through ineffective messaging in an oversaturated market

•	 Facing budget cuts while maintaining pipeline impact

•	 Struggling with inconsistent and unreliable intent data

•	 Dealing with common mistakes in content syndication for lead generation

•	 Navigating the complex landscape of B2B peer review websites (TrustRadius, G2, Gartner, etc.)

•	 Tying customer-centric strategies to revenue growth

Allyson Havener
Senior Vice President,
Marketing & Community
TrustRadius

https://go.trustradius.com/rs/827-FOI-687/images/2024%20B2B%20Buying%20Disconnect%20Year%20of%20the%20Brand%20Crisis.pdf?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Breaking through ineffective messaging 
in an oversaturated marketplace
Changing buyer preferences and evolving tech are disrupting tried-and-true GTM strategies

It doesn’t matter if you’re a big player in today’s technology market or an emerging brand, reaching 

today’s technology buyer is tough. While GTM teams have spent the last several years scrambling 

to keep up with changes and risk-averse buyer preferences, the proliferation of AI presents its own 

challenges. Everyone is feeling the impact on SEO, discoverability, and brand trust right now, and 

while it may seem like an uphill battle, the good news is–we’ve made it easy for you to address 

these shifts and give buyers exactly what they’re looking for.

The problem: Today’s technology buyer doesn’t trust you
Buyers don’t put a lot of weight into marketing claims. They want real-life proof that a product will 

fit their use case and solve their problem. They want to test-drive a product before they purchase 

and want to hear that it will solve their problem directly from people like them. 
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Tech sellers’ macro business problems typically boil down to three categories: brand awareness, 

brand preference, and revenue growth. The biggest obstacle sellers are facing today is building 

buyer confidence and helping them take the leap of faith that your solution is going to do what it 

promises to do.

The solution: Building buyer confidence starts with transparency
Buyers want to try before they buy, and product demos are key to establishing trust

As the #1 resource technology buyers investigate on their journey, product demos are good to have 

on your website. But not all technology sellers have a product that comes ready for an unguided 

demo out of the box, or maybe your demo page just isn’t a high performer. Whatever the reason, if 

you’re looking to create better visibility, make sure to leverage an interactive demo on TrustRadius. 

These simple, interactive, and easy-to-create demos can be tailored to specific personas and/or 

use cases you need to highlight. This tactic allows you to tailor a test-drive to the right destination 

for your buyer’s persona, use case, etc. It also helps increase traffic to your product listing on 

TrustRadius—a double win.

https://go.trustradius.com/rs/827-FOI-687/images/2024%20B2B%20Buying%20Disconnect%20Year%20of%20the%20Brand%20Crisis.pdf?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/vendor-blog/empower-buyers-with-free-interactive-demos/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Average customer results after utilizing an interactive demo:

See it live

Buyers interacting with a demo on TR have a 
470% increase in session duration

Our partners report a 15% increase in MQLs 
after using an interactive demo

Buyers engaging with a demo on TR have a 
330% increase in pages per session

Our partners report a 15-25% increase in 
meetings booked after using an interactive 
demo

470%

15%

330%

15-25%

https://www.trustradius.com/products/keepit/reviews?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Influencing the buyer’s journey with long-form reviews

Right behind “your own prior experience,” it’s no surprise that buyers want customer proof in the 

form of user reviews, videos, case studies, quotes, etc., to give them confidence in their purchase. 

The great thing about TrustRadius is that you can drive reviews for free, starting right now. All you 

have to do is claim your profile and start reaching out to your customers.

https://solutions.trustradius.com/claim-your-profile/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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TrustRadius reviews are 4x longer than competitors 

Read Review

TrustRadius’ questioning model garners reviews that are four times longer than competitors. 

This wealth of content is a huge benefit for GTM teams looking to accelerate the buyer’s journey 

with customer proof.

TrustRadius customers unlock additional potential for profile optimization, visibility in SERPs, 

pipeline generation, and revenue realization than non-vendors. You can see the full breakdown 

of what you can do as a customer vs. non-customer:

4x
TrustRadius reviews are 4x longer 

than competitors

100%
TrustRadius reviews are 100% 

authenticated with 49% being rejected 
as untrustworthy or spam

https://www.trustradius.com/reviews/druva-data-resiliency-cloud-2023-10-05-09-32-10?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://go.trustradius.com/rs/827-FOI-687/images/TR-Category-Optimization-Checklist.pdf?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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TrustRadius Support Value Non-
Customer Customer

Customer Review Sourcing Link Drive longer, trusted reviews yourself. Longer-form 
reviews mean there’s more context for buyers.

Review Growth Kit Assets We even have a guide to help you.

Award Qualification Build buyer trust with unbiased awards.

Review Growth Reporting Gain insights into review growth performance 
and category traffic share.

Use Reviews in Marketing
Customers have a license to the powerful content they 
generate from reviews, and can use it in their ads, on 

their website, at events, in their sales cycle, etc.

Customized Channel Links Customize review sourcing links by channel 
(e.g., newsletter) to better optimize performance.

Reference Tracking Keep track of reference candidates for marketing 
and sales usage.

Notifications to Respond Stay ahead of, and respond to, negative reviews on 
your product listing.

Custom Questions Ask custom questions in review flow to glean 
high-value quotes for your GTM.

TR-Managed Campaign 
Automation

Leverage TrustRadius campaign services to streamline 
review generation outreach.

Advanced Campaign Outreach 
RaaS: Review refreshes, ratings to review 

campaigns, etc.

Tap into TrustRadius’ advanced review tactics to 
always ensure fresh and consistent review content.

Gift Card Delivery TrustRadius handles all gift card delivery, taking 
the tracking and burden off your team.

Multi-channel Performance 
Reporting

Gain a deeper understanding of channel 
performance for review sourcing strategies in our 

Metrics dashboards.

TrustQuotes Library 
& Syndication

Organize high-value review quotes by a custom 
tag library for sales and marketing usage.

Downstream Intent Data Gain intelligence on which accounts are checking 
out you and your competitors



9

Native Lead Forms Access the ability to connect directly with buyers 
from your product listing.

Intent-Driven Leads Have TrustRadius drive leads for you using 
your category.

Dedicated Strategy Consultant 
(CSM)

Access a TrustRadius CSM for strategy consultation, 
campaign planning, and more.

Average impact of partnering with TrustRadius for review growth and visibility:

16x
TrustRadius customers see 16x the 

pageviews vs. non-customers

89%
TrustRadius customers see an 89% 

increase in traffic on TrustRadius 
after their fifth review
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How TrustRadius customers are using reviews to stand out in a saturated market:

How Apptio used TrustRadius Event 
Support to triple their reviews and ascend 

to #1 in their category

READ STORY

How Groove bolstered its review strategy 
and became the #1 viewed product in 

its category 

READ STORY

Creating brand preference with custom questions

It’s not about getting any old review on the record–it’s about getting the right reviews from the 

right personas who say the right things to attract the right buyers for your product. Did you know 

that TrustRadius offers custom questions? These questions can be tailored in your review flow 

to get your target narrative on the record. Arm your GTM teams with laser-focused content that 

pinpoints how your company solves a specific persona’s problem or use case. Check out the 

custom questions example below where Rubrik was able to deposition their competitor Veeam 

in their review content.

#1

See how SeekOut used TrustRadius to get 
13x more reviews and over 500% increase 

in pageviews

READ STORY

Learn how Dun & Bradstreet became #1 in 
their TrustRadius category in just 90 days

READ STORY

13x #1

#1

https://solutions.trustradius.com/customer-spotlight-apptio/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-groove/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-seekout/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-dun-bradstreet/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Average impact of custom questions on customer reviews:

Custom questions allow you to tailor new 
content to your GTM and refresh older reviews 

Custom questions help you grow your 
library of marketable quotes for sales and 
marketing usage

How Paylocity used custom questions to drive 
300+ new reviews and boost profile views
READ STORY

300+

Reviews utilizing custom questions are more 
targeted and 33% longer

TrustRadius customers who leverage custom 
questions find that 25% of their review 
content ends up being customized

33%

25%

Example Custom Question

https://solutions.trustradius.com/customer-spotlight-paylocity/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Arm your sales team with customized social proof

Now that you have tailored review content that matches your GTM strategy, it’s time to put it to 

work. Sales teams are always asking for quick and easy ways to find quotes that tell your brand 

narrative or prove use cases. The TrustRadius chrome extension makes it easy. Downloading the 

extension takes less than five minutes and your entire sales team will be able to quickly filter by 

industry, persona, use case, competitor, etc. for the review quote they need to back up their deal. 

Not only is it quick and easy to filter to a money quote, there’s copy-and-paste capability built into 

the widget that captures the review quote with HTML formatting for a quick paste into an email, 

sales deck, RFP response, etc. 

 Is your sales team targeting former users who have switched organizations? Here’s a play to help 

them close the deal. Use interactive demos to show how your product can solve your former user’s 

new organization’s use case. Arm them to bring your proposal to their budget holder. Use custom 

questions in your review outreach to get reviews on the record that your sales team can use to 

show this user how your product now solves problems for their new organizations’ industry, target 

persona, use case, etc. Watch creative ways TrustRadius customers are using custom questions. 

Check out the chrome extension below to start arming your sales team with social proof today.

PLAY
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https://chromewebstore.google.com/detail/trustradius-quote-finder/nlgodccikemdfkebnefkhgiooaapjfie?hl=en&pli=1
https://chromewebstore.google.com/detail/trustradius-quote-finder/nlgodccikemdfkebnefkhgiooaapjfie?hl=en&pli=1
https://solutions.trustradius.com/vendor-blog/empower-buyers-with-free-interactive-demos/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://www.youtube.com/watch?v=iQMcTT9xC-w


Use customized social proof to increase website traffic and visibility in search engines
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See how Alteryx enabled 1,600 sales reps 
with the Chrome extension and generated 

200k in new pipeline in two weeks

READ STORY

200K

Example of TrustRadius TrustQuotes for Web syndication widget

https://solutions.trustradius.com/customer-spotlight-alteryx/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://www.zoho.com/enterprise/


Ready to drive traffic and rank for keywords related to your GTM? If your competitors are 

beating you in search engines, review content syndication is a powerful tool to rank higher in 

Google SERPs and increase traffic and on-page engagement. By utilizing custom questions, you 

can capture net new review content that aligns with the topic of any page you need to increase 

visibility for on search engines. TrustRadius customers commonly syndicate on:

Home pages Competitive landing pages

Conversion-focused pages Product/solutions pages

Social proof pages Services/ portfolio pages

Hear how Zoho for Enterprise targeted reviews from their enterprise customers 
to move up-market and syndicated those reviews on their newly created Zoho for 
Enterprise website.

Read Story
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https://solutions.trustradius.com/customer-spotlight-zoho-for-enterprise/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Facing budget cuts while maintaining 
pipeline impact
Amidst budget cuts, reallocation of brand spend to lead gen is 
ultimately hurting tech sellers 
In a down economy where technology layoffs are high and every dollar is heavily scrutinized, 

maintaining a healthy pipeline is  top-of-mind for tech executives. Marketing teams are typically 

the first to experience headcount reduction and have their budgets slashed with requests to 

cut or reduce ancillary spending and reallocate brand marketing dollars to lead generation. 

If you’re feeling this pain, we have the data to help you maintain, and make an argument for 

healthy brand spend.
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The problem: Making a buyer’s shortlist starts with brand awareness, 
but brand budgets are being slashed
According to the 2024 B2B Buying Disconnect Report, 71% of buyers reported buying a product 

that was their first choice and 66% reported choosing a product that is leading and established 

in their industry. This means that by the time a buyer is reaching out to sales, likely through one 

of your lead generation channels, they’ve already made a decision on whether to purchase.

The solution: Spend budget smarter from the top to the bottom of 
your funnel
Less-established brands in particular need to invest in brand marketing as a feeder for their lead 

generation marketing pathways. This pivot toward brand-led growth will ensure pipeline health 

not only through these economic headwinds, but will also set your company up for success in the 

future. Data from our partners at LinkedIn tells us that LinkedIn members exposed to both brand 

and demand messages are over 2.3x more likely to convert. And when brand and demand gen 

campaigns are run in tandem, there’s a 57% decrease in time to acquisition. Watch our webinar 

on using TrustRadius downstream intent data on LinkedIn to drive brand and demand.
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https://go.trustradius.com/rs/827-FOI-687/images/2024%20B2B%20Buying%20Disconnect%20Year%20of%20the%20Brand%20Crisis.pdf?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/resources/webinar/find-and-win-in-market-buyers-with-trustradius-and-linkedin/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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2.3x
LinkedIn members exposed to both 

brand and acquisition messages are over 
2.3x more likely to convert

-57%
Reduction in lead submission cycle 
time when brand and demand gen 
activity run in tandem for the tech 

buying committee

Social proof should be woven into every step in your marketing funnel. Every asset you create, 

every e-book, landing page, sales deck, etc., should have reliable proof to back up your claims. 

It’s today’s currency when building buyer confidence, and using buyer intent data in the 

background to drive demand and generate leads is the ROI icing on top. Avaya decreased CPC 

on their LinkedIn ads by 48% simply by adding review quotes to the ad creative. 

https://solutions.trustradius.com/customer-spotlight-avaya/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-avaya/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Start at the top of the funnel and make sure you’re getting discovered for buyer pain points in 

search engines. 93% of buyers start their research on search engines. By syndicating user reviews 

from TrustRadius on your website and landing pages, you can expect increased visibility on 

SERPs, more keywords ranked, increased on-page engagement, and increased conversion rate. 

By tailoring your syndicated reviews to the topic of the page, you can create extremely targeted 

content that helps you hit your SEO goals and is relatable to buyers.

Find out how Hootsuite increased 
URL clicks to niche pricing keywords 

by over 70%

READ STORY

Find out how Riskified started ranking 
#1 for competitive keywords in 

their industry

READ STORY

+70% #1

Average results TrustRadius customers see after syndicating reviews:

Increase of 15% 
in conversion rate 

Monthly CPC savings 
of $5k-$50k

Increase of 20% 
in organic traffic

Increased on-page 
engagement and 

scroll depth

15% 20%+$5K-50K+

Reinforce your SEO strategy with brand and demand messages to buyers powered by TrustRadius 

buyer intent data. Target and convert in-market buyers researching your product listing and your 

competitor’s on TrustRadius with our Intent-Driven Leads program and our integrations with ABM 

and ad partners like LinkedIn, Salesforce, 6sense, Demandbase, ZoomInfo, Intentsify, and more. 

Keep reading about smart intent-driven demand and lead generation spending below.

https://www.webfx.com/seo/statistics/#:~:text=User%20behavior%20SEO%20statistics%20*%2093%%20of,sites%20they%20visit%20from%20search%20results%20(Source)
https://solutions.trustradius.com/customer-spotlight-hootsuite/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-hootsuite/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/products/intent-driven-leads/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Use TrustRadius intent data to optimize campaigns and engage in-market buyers faster

Read how KnowBe4 used intent data 
to increase 6sense account engagement 

by 3x

READ STORY

Read how TIS drove leads and exceeded 
conversion rate benchmarks by 20% with 

TrustRadius intent data on LinkedIn

READ STORY

3x 20%

https://solutions.trustradius.com/customer-spotlight-knowbe4/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-tis-lima/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Create a full-funnel marketing strategy that will increase your brand awareness and fill your 

pipeline with quality leads. Drive reviews syndicate the voice of your customers across your website 

and landing pages to increase visibility on Google SERPs. Tailor your syndicated review content to 

the content on the page to increase conversion rates. Augment your brand strategies with lead gen 

and ABM tactics with the TrustRadius Intent-Driven Leads program and ABM integrations.

PLAY
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https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/products/intent-driven-leads/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/digital-marketers-seo/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/digital-marketers-seo/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/abm-pipeline-generation/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Struggling with inconsistent and 
unreliable intent data
Buyer intent data is a mainstay for modern marketers, but it’s not as simple as it 
promises to be

Intent data has become a mainstay for B2B GTM teams over the past decade, with numerous 

providers emerging in the market promising an easy button to capture prospects. While on 

paper these providers may seem similar in what they provide, their intent sources are often wildly 

different. The problem emerges when GTM teams partner with a provider and then find out after 

the fact that their audience isn’t targeted enough to deliver on expectations. So, how can you avoid 

this pitfall?

Different Types of Intent Data Play Different Roles in the Buyer Journey
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The problem: Not all intent data is created equal 
You may already know that first-party intent is your own data from your own website, databases, 

and marketing capture. Second-party intent is a provider’s proprietary first-party intent data that 

has been packaged and delivered to a marketer at a cost, and is not blended with other sources. 

Third-party intent data blends multiple sources, casting a broad net to engage buyer interest. 

Usually, third-party intent data is based on contextual interest in a “topic” or specific “keyword” 

that a buyer may have read about online or searched directly in their browser. Your first-party 

intent data will always be the richest–these are buyers that came to your website to learn about 

your product. Second-party and third-party intent data can be very targeted as well, but you need 

to know the right questions to ask.

The solution: Understand your intent data vendor’s audience 
from A-Z
If you’re vetting a provider offering second-party or third-party intent data, make sure you’re 

armed with the right questions to ask. If they’re offering second-party intent data, gain an 

understanding of exactly how those intent signals are captured, who the audience is, and what 

the overall volume looks like, and see if they’ll let you do an ICP-match exercise up-front. If a 

vendor isn’t being transparent about this information, there’s probably a reason why. Offering an 

ICP match pre-purchase gives you a taste of the intent quality before making an investment. After 

all, shouldn’t you be able to try before you buy too? Third-party intent providers typically provide 

intent that’s higher up in the funnel (i.e., someone read an article that is related to the problem 

your solution solves). How is this provider helping you nurture these accounts down the funnel? 

What is your nurture plan? 

Review websites like TrustRadius offer second-party intent data and provide a unique vantage 

point in the market. Technology buyers come to TrustRadius as a top-three source of information 

on their journey–they’re here–reading reviews and doing research about your product and your 

competitor’s. If you’re considering review site data as your intent source, always ask about the 

vendor’s audience demographics and ensure they match your target audience. 
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https://solutions.trustradius.com/vendor/intent-data/activating-3-different-types-of-intent-data/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


TrustRadius is transparent about our audience demographics and traffic overlap with named 

competitors. We skew more mid-market and enterprise, and our product is designed to keep buyers 

on our website, enriching intent data for your usage. More transactional review sites with short-form 

reviews and less information have less engagement and less targeted intent signals. For example, 

G2 intent data models in blog traffic and sponsored content, not necessarily people researching 

you or your competitors. TrustRadius intent activities are straightforward and include: 

•	 Buyers researching your products

•	 Buyers researching your competitor’s products 

•	 Buyers comparing you and your competitors

•	 Buyers researching your categories

•	 And more…

Additionally, some intent providers like G2 will block you from your competitor’s intent data if 

they’re also a paying customer, and this isn’t helpful for anyone. At TrustRadius, we keep the playing 

field even. Our goal is to connect buyers with technology sellers who are the best fit for them.

Read Story
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https://trustradius.freshdesk.com/support/solutions/articles/43000664352-trustradius-intent-activity-glossary?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-mip-fund-accounting/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Activate TrustRadius buyer intent data through powerful integrations that help you meet your 

business goals. Do you need to expand your marketable database and increase your account 

presence across the top of your funnel? Build and target relevant audiences leveraging your 

TrustRadius category intent data across platforms like ZoomInfo, 6sense, LinkedIn, Demandbase, 

and Intentsify. Need to enrich your active sales pipeline with buyer intelligence? Sync TrustRadius 

activities to your Salesforce account records and enable your sales team to build targeted outreach 

lists with our integration providers. Want leads immediately delivered to sales? Activate our Intent-

Driven Leads program and sync leads who are verified buyers directly to your CRM. Keep reading to 

see exactly how the Intent-Driven Leads program works.

PLAY
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https://solutions.trustradius.com/products/downstream-intent-data/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/integrations/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/products/intent-driven-leads/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Dealing with common mistakes in 
content syndication for lead generation
Buyer intent data makes big promises for lead generation, but audience and strategy 
determine lead quality

We’ve already talked about the differences between first-, second-, and third-party intent data and 

where different providers’ data usage makes the biggest impact in your marketing funnel. Now, we 

want to talk about providers who offer leads on a silver platter to marketing and sales teams. One 

strategy is to work with content syndication vendors who republish your content on other websites 

to reach and convert new audiences to leads. Just like intent data providers, content syndication 

providers are not created equal, and it’s important to understand their strategies and tactics for 

your own success.
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The problem: content syndication is often marketed as a quality lead 
generation tool, but underdelivers
There’s nothing more frustrating than working with a poor-quality leads vendor. You’ve wasted 

time, budget, and have lost the trust of your sales and marketing teams. There isn’t a lot of 

information out there to help you do your due diligence when selecting a syndication vendor. 

Here are some tips to help you avoid common mistakes. First off, always make sure you’re asking 

the right questions:

•	 Who are their publishers and where will your content be shared?

•	 How does your publisher intend to reach your target audience? Are they using intent data? 
Are they using filters that match ICP?

•	 Which content asset type will they be using as a conversion point? Are they creating it? 
Can they use something you’ve already created?

•	 How exactly will the content be promoted?

•	 How will each lead’s contact information be verified? Do they offer an ICP match service?

•	 How will leads be synced to your CRM or system of choice?

•	 Do they offer BANT qualification before leads are routed to your sales team?

•	 Is your sales team ready for follow-up? Do they understand where these leads are in the buyer’s 
journey? Do they understand what types of messaging to use?

•	 How are leads priced? Do you pay per lead? Do your competitors have an option to bid higher 
than you and capture leads?

Content syndication for lead generation has a reputation for being junk. Leads are often higher-up 

in the funnel and not ready to buy. Just because they downloaded an e-book doesn’t mean they’re 

ready to take the plunge and purchase your product. This is why strategy matters when it comes to 

lead generation services.
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The solution: TrustRadius’ Intent-Driven Leads program delivers 
ICP-qualified leads who are verified buyers
Plain and simple, leads should have shown true intent to purchase before being delivered to your 

sales team. There’s nothing more frustrating to sales reps than chasing a deal that needs more 

nurture or simply isn’t ready to buy. TrustRadius’ Intent-Driven Leads program mitigates sales’ 

frustrations by delivering leads that are actually verified buyers on TrustRadius.

•	 How does it work? 

	■ We identify who’s checking out your products, and your competitor’s products, 

on TrustRadius and match those accounts to your target account list and ICP

	■ We engage those buyers with trusted market reports created by us and derived from your 

review content

	■ We deliver leads seamlessly to your system of choice 

•	 How is this different from other syndication providers?

	■ Buyers targeted are limited to accounts found in your product and category’s intent data. 

These accounts have come to TrustRadius to read reviews, evaluate pricing, and do research 

about you and your competitors, and are in a known buying cycle.

	■ The asset used to convert these buyers to contacts is a trusted third-party verified market 

report with social proof from your customers; market reports produced by TrustRadius 

convert at a higher rate than standard e-books and guides

	■ Customers who leverage this program to fill their pipeline also receive a dedicated program 

strategist who will work with them to create an actionable, high-converting nurture strategy 

with their sales and marketing teams
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https://solutions.trustradius.com/products/intent-driven-leads/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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See the whole process step-by-step
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Lucidworks and Cisco were early adopters of the Intent-Driven Leads program and were 
pleased with the outcomes and quality of leads delivered 

https://go.trustradius.com/rs/827-FOI-687/images/Intent-Driven-Leads-OnePager.pdf?version=1&utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Start driving reviews! You only need five reviews to create your first market report and participate 

in the Intent-Driven Leads program. Strategize with TrustRadius subject matter experts on which 

categories you should target, ICP-filtering, messaging, sales nurture, and more.

PLAY

https://solutions.trustradius.com/products/intent-driven-leads/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Navigating the complex landscape of 
B2B peer review websites
There’s a misconception that review sites just offer your brand a presence and nothing 
more.

In today’s digital-first B2B landscape, buyers prefer to self-serve a large portion of their buying 

journey. User reviews continue to rank among the top three resources consulted by technology 

buyers. 

The use of analyst reports 
reaches historically low usage at 
16%—the lowest it has been in 
seven years, and it’s continuing 
to trend down. 
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The problem: The trust is broken
73% of buyers believe that they regularly or sometimes see fake reviews online. This indicates that 

review sites themselves play a vital role in combating fraud and building buyer trust.

As learned in our 2024 B2B Buying Disconnect report: The Year of the Brand Crisis, the most 

important factors buyers are evaluating are:

1.	 Review content.

2.	 Self-serve information like demos and pricing.

3.	 Product’s score(s) for specific features or attributes.

4.	 Reviewers relatable to them (company size, industry, role, etc.).

The solution: To effectively meet these self-service buyers, you need 
to be where they’re researching—on multiple review platforms.
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https://go.trustradius.com/rs/827-FOI-687/images/2024%20B2B%20Buying%20Disconnect%20Year%20of%20the%20Brand%20Crisis.pdf?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v"?


A multi-review platform strategy allows you to:

•	 Reach buyers wherever they are, increasing your product’s visibility

•	 Improve your SEO by ensuring your brand is mentioned across various sites

•	 Drive more traffic to your website by appearing on the platforms that buyers trust most

•	 Collect diverse and detailed customer reviews, which can be used across your sales and 
marketing efforts

However, we realize this is easier said than done.

•	 “My boss has always worked with G2 and doesn’t want to switch.”

•	 “How would we even leverage two review platforms, I barely drive reviews with the one I have.”

•	 “All of our competitors are on G2. We have to be there.”

Sound familiar?

Keep in mind, not all review sites are created equal, and understanding the differences is key to 

planning your strategy. Here’s a high-level breakdown of TrustRadius vs. the other guys.
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TrustRadius The other guys

Review quality On average 400 words, 20-27 
sentences, and 4x longer.

Produces richer intent signals and 
3-5 customer quotes per review. 

On average < 90 words; 
4-6 sentences.

Diluted intent signals.

Brand story Highlights your differentiated brand 
narrative with customized review 
questions.

Offer generic questionnaires 
that don’t set you apart from 
competitors.

SEO support Boosts SEO and conversions by 20% 
with keyword-rich customer quotes 
embedded on your web pages with 
an easy-to-use widget.

Leave the review content only on 
their site because of the lack of 
quality or depth.

https://go.trustradius.com/rs/827-FOI-687/images/TR-TR_vs_OtherGuys-V3.pdf?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Capture demand Generates more pipeline using 
customer proof from your reviews 
coupled with downstream intent 
data reflective of in-market 
prospects actively researching you, 
your competitors, or your category.

Have noisy intent data modeled with 
blog traffic and sponsored content 
that is not purely reflective of buyers 
researching you or your competitors.

Mitigate churn Identifies churn risk or expansion 
opportunities when customers are 
shopping around for other solutions 
(yours or your competitor’s).

Make a guess at which competitors 
your customers are viewing, as 
those intent signals are blocked 
from your view if your competitor 
is also paying for intent data.

Competitive intel Category intent includes buyers 
researching you and your 
competitors regardless of their 
customer status.

Don’t allow you to see their 
product-level intent signals if your 
competitors are customers.

Content activation Accelerates deal cycles with 
compelling customer success stories 
and competitive reports built from 
your reviews.

Generate a bunch of generic 
customer reviews that are not 
relatable to your buyer’s use case 
or persona.

VoC product 
feedback

Uses the voice of your customer to 
shape product innovation for your 
organization with streamlined, 
actionable customer feedback at 
your fingertips.

Try to dissect what is at the 
heart of your customer’s praise or 
criticism for your product within a 
three-sentence review.

Awards Awards aren’t pay-to-play and 
research is conducted annually using 
a proprietary formula that evaluates 
review recency and relevancy, not 
just scores.

Operate on a pay-to-play 
basis and an overabundance 
and oversaturation of awards, 
which leads to a lack of trust 
among buyers. Plus, you and your 
competitors may win the same 
award.

Account support Gets a dedicated consultative 
account team focused on your 
success within the first 90 days 
or faster.

Has dedicated sales reps trying to 
upsell you within the first 90 days.
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TrustRadius audience demographics:

mid-market and 
enterprise

54%

plan to make a 
purchase within 
three months

56%

managers, 
directors, VPs, or 
C-level executives

75%

900+
B2B categories

61K
B2B products 

listed

27M+
buyer page views 
in categories each 

year

12M

12%

9 4x
annual visitors

Capterra

3%

PeerSpot

19%

G2

5%

Gartner Peer 
Insights

minutes on 
comparison pages

longer reviews
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Key myths to dispel
Myth #1: One review site is enough.

Relying on a single site means missing out on buyers who are researching elsewhere. Not all 

potential buyers will visit the same platform. By expanding to multiple platforms, you significantly 

widen your reach.

Myth #2: Negative reviews hurt your brand.

Negative reviews can actually be beneficial. Buyers see overly positive reviews as suspicious, 

and addressing negative reviews publicly demonstrates transparency and trustworthiness.

Myth #3: Driving reviews is hard.

TrustRadius takes the guesswork out of driving reviews. As a customer of TrustRadius, we help you 

strategize ways to drive reviews, whether it be in-product, incentives, or at in-person events. Our 

Review Growth Kit contains  high-performing done-for-you copy so that you can spend less time on 

the “how” and more time implementing and sharing your customer voice.

Myth #4: You need thousands of reviews to get noticed.

Increase your TrustRadius product profile page visibility by 50% with just five quality reviews. For 

us—and for buyers—it’s a quality play. That’s why our brands find more success with each review—

and therefore don’t need scores of them.

Genuine reviews give you richer content to repurpose across your marketing channels, enabling 

you to flood the market with customer proof points more easily.

Myth #5: You need a dedicated team to drive quality reviews.

Did you know that as a customer of TrustRadius, you get access to a team of review-driving 

experts? We handle everything from the review invites to incentive fulfillment. From those reviews 

we drive for you, opted-in reference candidates will appear in your vendor portal. Gathering 

customer testimonials just got a whole lot easier.

Learn more about Quality content you can trust

https://solutions.trustradius.com/resources/guides/review-growth-kit/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/b2b-reviews/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Relying on just one review platform is a missed opportunity, as each site has different audiences 

and varying degrees of overlap. For instance, only 20% of TrustRadius’ traffic overlaps with G2, 

and just 10% overlaps with Gartner Peer Insights. If you can’t buy us all, make sure you understand 

which provider is truly going to help you hit your GTM goals. If you’re looking to reach mid-market 

and enterprise buyers, TrustRadius is a good option for you. If you need clear revenue attribution 

and ROI, we provide those tools up front. A play for getting budget buy-in is to ask your potential 

partner to project partnership ROI. Make sure the numbers are clear and their audience matches 

your brand and demand gen goals.

PLAY
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Tying customer-centric strategies 
directly to revenue growth
There’s a misconception that review sites just offer your brand a presence and nothing more 

Quantifiable ROI is the most important factor for technology sellers looking to invest in a 

review website or intent partner. CFOs are meticulously evaluating vendor investment to ensure 

partnerships are truly impacting the bottom line. In this economy, there’s no dollars to spare and 

marketing teams are under pressure to produce metrics beyond the number of reviews generated 

in a year, or a grid placement, to prove value. 

The problem: It’s hard to put a dollar amount on the impact of 
customer voice on revenue generation.
Marketing teams are looking for a way to show clear revenue attribution to maintain investment 

in peer review partnerships.

The solution: We know that customer voice is crucial for building 
brand trust and sharing genuine product experiences.
Quality reviews are a top influence on the buyer’s journey, and through integrations like the 

TrustRadius intent data Salesforce connector, you can see the tangible influence of TrustRadius 

traffic on your pipeline.



Read Story
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TrustRadius intent data influenced 2M+ in 
open opps for Influitive

READ STORY

“I never would’ve expected in a million 
years the traffic and matched accounts 
TrustRadius has for higher ed—our best 
performing market! The new visibility is 

really valuable.”

– Evan Luke, Director of Revenue Ops  |  Vanilla Soft

$2M+

Direct attribution of revenue coming from TrustRadius can also be found in 1:1 conversions 

through our native lead forms, as well as closed won deals generated through intent advertising 

and the Intent-Driven Leads program. In the customer story above, you can see that TIS accelerated 

revenue by 4x by leveraging TrustRadius intent data in ZoomInfo.

https://solutions.trustradius.com/customer-spotlight-tis-zoominfo/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-influitive/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/products/intent-driven-leads/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/customer-spotlight-tis-zoominfo/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v


Want to see how much ROI you could realize with TrustRadius? Take our ROI calculator for a 

test-drive and find out.

PLAY
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5.6x
First year ROI when partnering 

with TrustRadius

3 months
Most TrustRadius customers pay for an entire year’s worth of quality content 

in reviews, syndication, and downstream intent data in just three months

$60K
An additional savings of $60k from 

cost deflection in SEO

On average, TrustRadius customers see:

https://solutions.trustradius.com/resources/demo/roi-calculator/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
https://solutions.trustradius.com/resources/demo/roi-calculator/?utm_source=marketing-team&utm_medium=content_asset&utm_campaign=2024_11_objectionhandlingplaybook&utm_term=v
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Resources
Email Template: Get budget buy-in from your boss

Strategy Call: Call to understand your current presence 

Stats: Load relevant TR presence stats into your template 

Ready to get started with TrustRadius? 
We’re always down to chat, so schedule 
a complimentary strategy call today.


