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If what you offer involves a lengthy decision process,
white papers are a very powerful tool. In a recent survey of )
managers, 84 percent said white papers influenced their 2
decisions. 89 percent share them with colleagues. BN Y )/ j/

White papers: a surprisingly powerful sales tool @

The biggest mistake when creating white papers is
making them overtly promotional. Focusing on facts is
far more compelling (besides, you get to choose the facts you use).
An effective structure begins with a short section describing your
customers’ problem or challenge. Next, explore available solutions,
and examine the advantages and disadvantages of each. Then include
concise information about your product or service and your company.
White papers are amazingly versatile. You can use them as leave-
behinds for sales calls, mail them to prospects, pass them out at trade
shows, and offer them on your website or through email marketing.
While you can develop them internally, outsourcing to a professional
writer is a smart approach. You’ll end up with a higher-quality product.
Plus, outsiders will have fewer preconceived notions and internal
prejudices, so they can help you shape the most effective messages.

Skip the shorthand to communicate more clearly

If you want to communicate effectively with prospects, customers,
or any other stakeholders, you need to speak in their language.

Find more tips on our blog at sfwriting.com/wordpress/



