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What is a white paper?
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A white paper is an authoritative report or guide that

informs readers concisely about a complex issue and

presents the issuing body's philosophy on the matter. It is

meant to help readers understand an issue, solve a

problem, or make a decision.

- Wikipedia (yeah, I sourced from Wikipedia. Deal with it)
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Inform

Helps readers understand their

problems or solve them. Offers

genuine value for the reader. Can

position a product or service in a

helpful context.

Connect

Often deployed behind a form on

a landing page or as part of a

sales conversation so that it

opens a channel for

communication.

 

Inspire

Demonstrates expertise,

authority and insight. Inspires

action, ideally the next step in

the buyer’s journey.
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Awareness

Experiencing a problem or

perceiving an opportunity.

 

Signs your old ... isn’t working

10 ways to improve ...

The ultimate guide to...

Benchmark report on ...

Consideration

Defining and naming the

problem or opportunity 

 

How to solve...

10 reasons you need...

How to build a business case

for...

 

 

Decision

Deciding on their approach to a

solution. 

 

Buyer’s guide to...

How to choose ...

Getting started with ...
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Characteristics of a good white

paper

Helpful and informative

Well-sourced for credibility

Aware of alternatives

Gives context
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White papers

Written for the reader to help

them understand their

situation or make a decision.

Always be helping

Don’t disguise publisher•
Build a strong argument•
But aim for some objectivity•
Top or middle of funnel•
<20% client or product content•

Sales collateral

Written to communicate

features and benefits of a

particular offering.

Always be closing

Product details•
No context•
No consideration of alternatives•
Bottom of the funnel•
Product-specific•
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Pick the right format
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Tour d’horizon
Answers the question ‘what’s going on’•
Creates a context for a decision (‘security

threats are increasing’)

•

Positions client / product in this context

(‘Symantec is a trusted expert in this field’)

•
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Inverted pyramid
(See The Pyramid Principle by Barbara Minto. Also

SCIPAB format.)

Situation – describe what is the current

situation

•

Complication– describe the tension / issue in

the situation

•

Question – describe the question in response

to the issue / tension

•

Answer – suggest answer to ease out or

mitigate the issue / tension

•
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Problem,

Recommendation,

Solution
Use objective evidence to highlight a problem•
Explore possible solutions and best practices•
Make recommendations•
Then explain how the solution is the best way

to implement them

•
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Listicle

Easy to write

Easy to digest

High perceived value
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Listicle sandwich
Open with a mini tour d’horizon or problem

statement (e.g. Excel is slow if you have huge

spreadsheets)

•

Give other examples and tips (e.g. ways to get

more out of Excel)

•

Close by positioning the product in this

context (e.g. ACE)

•
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Benchmark yourself
Some objective yardsticks (if possible)•
Run a survey or gather data on your website•
20% of companies do this, do you? e.g. Xx% of

Fast 50 companies use Google Apps

•
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Checklist
High value (e.g. ‘cloud migration checklist’)•
Highlights issues to review or questions to ask•
Positions products or services in a relevant

context

•
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Templates and

playbooks
High value•
Demonstrates expertise•
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Top tips



Articulate Marketing

Assumptions
You’ve done your research, including personas•
You have a distinctive tone of voice•
... and positioning•
... and messaging•
You chose the right format•
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Make the structure

visible

Make copy scannable

Standfirst / executive summary•
Subtitles•
Supertitles•
Sidebars•
Pull quotes•
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Use tables

Communicates relationships and

categories in a visible way

What we do - How it helps - Why it matters•
Common problem - What we do•
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Use appropriate

images

Diagrams and charts are hard

but highly valuable

Screenshots

Icons

Structural illustrations (e.g. section numbers)
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Make it look like a

‘real’ document
Cover•
Table of content•
Page numbers•
Next steps•
Company information•
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And finally...
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Let's talk
Video and slides appearing soon on articulatemarketing.com

Email me with questions at matthew@articulatemarketing.com

Book a call with me: www.articulatemarketing.com/meet


