
HOW THOUGHT 
LEADERSHIP
WILL STRENGTHEN 
YOUR SALES AND 
MARKETING 
PERFORMANCE



Today, your highest value advertising prospects 
and clients – the decisionmakers who accept
or reject your offer – are deeply uncertain about 
current marketplace dynamics. As such, they rely 
on your industry expertise, depth of knowledge, 
and informed opinion as part of their overall sales 
and marketing experience. The timely, data-driven 
and informed advice you provide throughout
the advertiser decision journey can mean the 
difference between success and failure.

In the past, this bank of industry knowledge may 
have resided only within the walls of your own 
environment. Perhaps shuttled out in bits and 
pieces to prospects, but with little organization, 
and likely, little effect on the bottom line. Your goal 
today should be to devise a disciplined, scalable 
and productive thought leadership strategy that 
will differentiate your brand, inform marketing 
initiatives, open new doors, improve sales calls, 
accelerate the pipeline, and close business.
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THE BENEFITS OF A THOUGHT LEADERSHIP
SALES AND MARKETING STRATEGY

• Your brand becomes part of the marketplace conversation – Your prospects learn
more about your organization much earlier in the consideration process.

• Allows you to reach sales and marketing agreement / alignment on your brand values/ definition
and messaging.

• Develop a single, consistent and informed point of view across the entire organization that
reflects the challenges your customers face, and the solutions you provide.

• Create a go-to-market blueprint that is targeted, consistent and effective.

• Avoid wasting time and resources when developing internal knowledge and content by
aggregating, organizing and making it available instead of letting it die on the vine.

• As you become well known and respected for your keen industry insights, you’ll attract the best
talent, boosting the productivity of your sales and marketing operation.

• Business opportunities come to you more often, as opposed to digging in the weeds for the next
prospect – which accelerates the entire sales funnel.



A Trusted Authority Focused on the Advertising Industry
Advertiser Perceptions delivers the unique insight and knowledgeable guidance necessary for our clients to 
gain competitive advantage and grow in today’s advertising industry. Exclusively focused on the global advertising 
market, our experienced staff supplies clients with an unbiased, research-based view of the market, their brands, 
and their customers – with analysis and solutions tailored to their specific KPIs and business objectives.

WHY ADVERTISER PERCEPTIONS IS YOUR BEST
THOUGHT LEADERSHIP PARTNER (IT’S WHAT WE DO)

Successful media brands have realized the value and are implementing regular and extensive thought 
leadership programs. Being the dominant expert in your field establishes trust with prospects and clients, 
and leads to a better, faster and more successful selling environment.

Our team of Business Intelligence Experts will help you design and develop a successful thought 
leadership program to differentiate your brand as an expert resource while also providing your 
sales and marketing professionals with a blueprint for implementing effective go-to-market strategies.

Advertiser Perceptions’ research-based insights make you part of the marketplace conversation.
We help you cut through the chaos and clutter. You’ll open new conversations, develop new ideas,
and provide prospects with a compelling reason to continue the customer journey together.

Our Thought
Leadership Program
• We’ll help you conduct focused, proprietary, primary 

research that reflects your client’s critical challenges 
and satisfies their unmet needs.

• We’ll dig deep, analyze findings, and help you develop 
a compelling story that differentiates your brand and 
communicates key messaging.

• We’ll develop a communications strategy and assist 
with its implementation – including presentations, white 
papers, digital/social marketing, SEO, press strategies, 
selling events and webinars, and a sales playbook.
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• Create a compelling story that speci�call

resonates with your target audience.

• Address issues and challenges that are directly 

obstructing your prospects’ and clients’ success.

• Appeal to higher level titles. Provide information that 

leads to positive strategic direction that can be easily 

digested and socialized.

• Conduct primary research that de�nitively positions

you and your brand as an industry thought leader.

• One and done doesn’t cut it… Conduct regular thought 

leadership programs to create a seamless demonstration 

of consistent market expertise.
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WHAT IS THOUGHT LEADERSHIP 
SALES AND MARKETING?

Thought leadership starts with uncovering critical 
market challenges from your client’s point of view 
through research, analysis and developed insights. 
Through this process, your goal is to develop and 
present a unique and proprietary depth of 
knowledge that positions you as an expert, and 
helps your clients overcome these obstacles and 
achieve success.

Thought leadership is part art, and part science. It’s 
entrepreneurial in nature, it’s focused on quality not 
quantity, it’s interesting, it’s opinionated, and above 
all, it’s helpful. It can position you and your company 

as the primary solution to an advertiser’s media 
challenges. It will elevate your brand and position 
you as an authority. It will more than guarantee you 
are always on the short list of options for any 
advertiser.

Timely, relevant and consistent primary research is 
the key to great thought leadership. You must 
provide proprietary, data-driven, informed opinions 
that matter. And understanding your clients’ market, 
the players, the competition, and the certain pitfalls 
they’ll face can help you advise and direct their 
actions – before they no longer have a choice.

The Keys to Great Thought
Leadership Programs
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OUR THOUGHT 
LEADERSHIP WORK
Our best media brand clients have developed long-term thought leadership programs that have had direct 
impact on the success of their sales and marketing programs. Original research conducted on behalf of these 
clients supports a best practices initiative that increases the amount of sales calls, expedites the sales process, 
and results in more closed business than ever before.

The Thought Leadership program we implemented with Advertiser Perceptions gave us a unique and 
powerful foundation with which to anchor our new sales and marketing efforts. We just couldn’t have 

done this without Advertiser Perceptions – no one understands the advertising market, the ad tech space 
and how to leverage researchbased insights for market leadership as well as they do.

Kari Brownsberger
Vice President, Marketing Communications, 4C Insights

Advertiser Perceptions and The FreeWheel Council 
conducted proprietary thought leadership research 
focused on improving the premium video advertising 
experience. With our assistance, FreeWheel published a 
white paper, “Advancing the Ad Experience: 250 Brand & 
Agency Leaders Share Their View.” Communications 
efforts surrounding the paper’s release included a 4A’s 
Transformation Conference seat drop distribution, a press 
release and media placements to drive downloads in Ad 
Age, 4A’s Smart Brief, B&C, Cynopsis and Adexchanger. 
Email and social postings highlighted a dedicated hashtag 
#AdExperience.

FreeWheel
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OUR THOUGHT 
LEADERSHIP WORK

Advertiser Perceptions partnered with Videology in 
advance of the 2017 Upfront season to create thought 
leadership around data enabled and advanced TV. 
Videology was looking to address an ongoing need for 
marketplace education surrounding advanced TV. Prior 
research had revealed more than half of advertisers lack a 
clear understanding of the difference between DETV and 
addressable TV. The study explored the following topics: 
advertiser adoption rates and growth of DETV; definitions 
and differences between data enabled and addressable 
TV; the benefits and challenges of DETV; and looking 
ahead, what’s next for DETV. Robust promotion of the 
study included blog posts, Huffington Post Beet.TV video 
interviews, social media and additional press coverage.

Videology
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In 2016, Advertiser Perceptions partnered with Westwood One 
to explore the differences between how media planners 
perceived the audience size of AM/FM radio and streaming 
services and the actual audience to those platforms. From that 
research a new white paper, “Perception vs. Reality” was 
published by Westwood One and Nielsen. It touted the size and 
quality of the audience reached through radio, a medium often 
overlooked by the mainly urban (non-car driving) demographic 
of advertising media planners. A robust press effort surrounding 
the paper’s release included an article written by Advertiser 
Perception’s SVP Andy Sippel that appeared in AdWeek and 
coverage in other prominent media outlets.

Westwood One
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OUR THOUGHT 
LEADERSHIP WORK
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In 2017, Xandr (formerly AT&T AdWorks) engaged Advertiser 
Perceptions to conduct a thought leadership study and publish a white 
paper on the state of addressable TV. “Ahead of the Curve: 
Addressable TV Insights” explored the opinions of addressable TV 
decision makers surrounding the benefits, drawbacks and 
misconceptions around addressable TV. The paper focused on levels 
of adoption, usage, and spending, measurement challenges, and the 
role of marketplace education in driving greater adoption. In addition to 
a robust press and Twitter campaign, Xandr promoted and distributed 
the whitepaper via several events, including: The 2017 
Upfront/Newfront presentations where they unveiled their “AdWorks 
Lab” highlighting the future of media consumption. Randy Cohen, CEO 
at Advertiser Perceptions also presented the findings at the 4A’s 
Transformation Conferences in Los Angeles and New York.

Xandr (AT&T Adworks)

The IAB (Internet Advertising Bureau) has been working with 
Advertiser Perceptions since 2013 to report on digital video ad 
spending. This annual study coincides with the IAB sponsored Digital 
Content NewFronts, where companies such as Twitter, Hulu, YouTube 
and Conde Nast unveil their latest digital video offerings to advertisers. 
For the 2017 study, “Digital Content NewFronts: Video Ad Spend 
Study,” Advertiser Perceptions spoke with digital video decisionmakers 
from both sides of the aisle — agencies and marketers. The study 
examined timely topics such as: cross platform spending (TV + online 
video); programmatic digital video buying; original digital video 
spending and trends; and the impact and importance of the digital 
content NewFronts. The IAB released the co-branded study on their 
site and promoted it aggressively through the press.

The IAB
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CONTACT US TODAY TO START YOUR 
NEW THOUGHT LEADERSHIP STRATEGY

We’re ready to get started! Call us today for a program discovery session. We’ll help you determine the thought 
leadership strategy that’s best for you and provide you with a no-obligation proposal.

AdvertiserPerceptions.com
Twitter.com/adperceptions
Linkedin.com/company/advertiser-perceptions
Info@AdvertiserPerceptions.com
212.626.6683

About Advertiser Perceptions
Advertiser Perceptions is the global leader in research-based business intelligence for the advertising industry. 
Our exclusive insights, practical advice and knowledgeable guidance produce actionable solutions that deliver 
results and enable our clients to thrive in today’s complex and competitive advertising market. For more 
information about our services or to arrange a private briefing, please contact us at 212-626-6683 or 
info@AdvertiserPerceptions.com


