
You’ve got experience, results, and are a great fit for the opportunity. But to stand out, 
you need this critical factor, and you may be missing the chance to deliver it. 

Here’s what we hear from experts who feel like they don’t rise to the top in a pitch: 

๏ “We had great chemistry, but it seems like that’s all they took away from the meeting.” 

๏ “They said this was their top priority…but don’t seem ready to commit.” 

๏ “They told us our proposal was solid — and then ghosted us.” 

๏ “We spent most of the meeting talking about our pricing instead of what we could 
accomplish for them.” 

๏ “I feel like we had to convince them instead of having the opportunity to lead the 
conversation.” 

Let’s take a closer look at what’s really happening in those moments, and what you can do to 
shift the dynamic entirely. 

The Trust Assumption is Broken 

If you’re like me, you’ve spent enough time doing your work to feel you’ve earned a certain level 
of trust. I remember so clearly feeling frustrated when I didn’t get a coveted project, and thinking,  
“I wouldn’t have a successful business if I weren’t really good at this! Why can’t they see that?!?” 

The problem is, our expectation of trust is off the mark — way off. 

In fact, these days our problem isn’t moving prospects from neutral to trusting. It’s getting them 
to neutral in the first place. 

According to the 2025 Trust Barometer by Edison Research, 59% of buyers today assume 
business leaders are purposely misleading them. 

If you’re lucky, you’re on par with everyone else in the room — untested and untrusted. If you’re 
unlucky, a competitor has an advantage you don’t — they were trusted from the start. 
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The Expert’s Advantage: 
Using Research to Win the Room 
A practical guide for walking into 
any conversation with instant credibility.

Expertise Alone Isn’t Enough To Differentiate You

https://www.edelman.com/trust/2025/trust-barometer


Think about the last conversation you had with a prospect where you felt like they were 
skeptical, and consider these questions: 

๏ Did you bring anything to the table that they wouldn’t hear from every contender? 
๏ Did you lead with insight about their audience, or just talk about your services? 
๏ Could they have already found convincing evidence that you’re the best for the work? 

If the answer isn’t a clear “yes”, you’re not alone. 

But you can change the dynamic, even before the meeting. And research helps you do it. 

Having research is like showing up with an independent expert by your side. 

๏ Original research demonstrates that you have invested in understanding the audience 
your prospect cares about 

๏ It lets you share insights about their audience that no one else has 

๏ It prepares you to ask smarter questions 

๏ It makes them remember what you know, not just how you presented it 

๏ It shifts the conversation from your fees to your perspective 

It’s one of the most powerful and trusted ways to lead with generosity and confidence. 

Proper Propaganda 

PR agency Proper Propaganda contacted us in late 2024 to research a thousand American 
consumers to understand their perspectives about products made overseas and the impact they 
anticipated in the event that new tariffs were put in place by the incoming administration. 

Made even more valuable with the agency’s experience and recommendations, the research 
data has been shared not only with Proper’s clients but also with their ideal prospects. It drives 
new agency programs and client strategy, and has delivered big results for Proper clients and 
the agency itself. 
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Walk in With Authority

A Real-World Example

Jackson Wightman 
Proper Propaganda

“Our research study has positioned our firm for success 
and driven revenue. It allows us to get in front of new 
prospects, and the trust we’ve gained by sharing the 
results is a big reason they convert.”

http://www.properpropaganda.net


That’s the expert’s advantage. And you can have it too. 

Consider these questions as you prepare for your next proposal or pitch: 

Have we used research to understand our prospect’s audience or space? 

Are we starting the conversation with insight, or just intros? 

Are we bringing data and perspective that will give them something new to consider? 

Will we be remembered for what we know, or just how nice we are? 

Will we leave them wanting to hear more? 

If you check 4 or 5 → You’re showing up as an expert, strategic partner, not just a vendor. 

If you check 2 or 3 → You’ve got authority, and room to strengthen it. 

If you check 0 or 1 → You’re likely not getting credit for your experience and expertise. 

You don’t need to wait for your next pitch to get started. 

Step 1: Revisit an Existing Opportunity, and Do Some Digging 

Pick a prospect or client you’re excited to work with. Spend 30 minutes reviewing what you can 
find about their ideal prospects. Look for published research and data shared about a key 
challenge they’re facing, and write down one thing you find particularly interesting. 

Step 2: Add Your Special Sauce 

Don’t stop there. The data is only one piece of the puzzle. Now add three elements that 
demonstrate that you’re not like everybody else: 

๏ Your experience. You didn’t just fall off a turnip truck. What have you seen about this 
challenge? Does the data surprise you, or align with what you’ve experienced in your work 
with clients? 

๏ Your expertise. What opportunity do you see for this prospect or client that they may not 
be seeing? What does the data tell you, given all you know and have done? 

๏ Your advice. What should this prospect or client do to gain an advantage over their 
competitors and win the hearts of their buyers? 

Step 3: Have the Conversation 

Now, reach out to that prospect or client, and share the data you found along with your 
perspective and advice. If they’re too busy to chat, send an email. Don’t ask for anything, and 
don’t sell. 

Just be Relentlessly Helpful®. When you show up generously with something useful, trust builds. 
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Quick Start: Leading With Insights

Check in: Are You Ready To Win the Room?



At Audience Audit, we help agency leaders, consultants, and other experts use 
one-of-a-kind original research to build a robust pipeline and a resilient business. 

It’s not magic — it’s method. And it really works. 

Let’s talk about what original research could unlock for you. 

Audience Audit® | Research for Relentlessly Helpful Experts. 
www.audienceaudit.com
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How Else Can We Help?

mailto:susan@audienceaudit.com?subject=Let's%20Talk%20About%20Using%20Research%20to%20Win%20the%20Room
http://www.audienceaudit.com

