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Why Add Intent Intelligence to Content Syndication?

Traditionally, the purpose of content syndication has been to republish an existing blog or other 
content on one or more third-party media channels to:

 •  Expand brand reach •  Connect with more readers
 •  Increase quality leads •  Encourage conversions

You might not reap these benefits if you don’t target the right audiences with your strategy. 
Sometimes brands try to publish their content on as many websites as possible without 
determining their relevance. No doubt, this results in wasted efforts and resources. Intent 
intelligence can avoid this.

One of the key ingredients for success in B2B content syndication programs is intent data. By 
assimilating buyer intent, particularly third-party data, into a content syndication strategy, you 
can make more informed decisions about where to republish your content. Your intent services 
partner may also be able to help you with well-focused websites for your messages.

How B2B Content Syndication Helps You Find Quality Leads

Content syndication is a powerful B2B lead generation tool and recognizing its value puts you 
halfway through the marketing journey. In fact, it’s helped some marketers grow their site traffic 
by 2x.  

According to SalesBox, almost two-thirds of B2B marketers use content syndication as their 
core lead generation tactic. Working with industry influencers, authoritative publishers and 
distribution partners, they push content like whitepapers, articles, webcasts or infographics 
to a new, specific set of prospects. Pushes may be through email, social media or digital 
advertising.
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Free and Paid Content Syndication

Content syndication services can either be free or paid. Some 
industry-specific news organizations and websites like Medium, 
LinkedIn Pulse, BuzzFeed and Quora are more than willing to publish 
your post on their site free of charge (at a basic level.)

https://trueinfluence.com/third-party-data-abm-strategy/
https://trueinfluence.com/b2b-content-syndication/
https://trueinfluence.com/b2b-content-syndication/
https://www.themarketingscope.com/wp-content/uploads/2017/02/Salesbox-2017-B2B-Content-Syndication-Report.pdf
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Some mainstream media sites republish content on their pages for a fee, much like 
advertorials in their traditional magazine and newspaper counterparts. Other choices include 
vertical content portals targeting specific industries or interests. Working with content 
syndication partners like True Influence, B2B marketers can tap into a suite of demand gen 
services for quicker content syndication lift off.

Content Syndication Vs Guest Blogging

Although guest blogging might seem similar to content syndication, they aren’t the same. Both 
have a place in your B2B selling toolkit, but make sure to understand the difference, so you can 
use each most effectively. 

A guest post is a new piece of content exclusively published on a single website or blog. 

Syndicated content is a process of taking the same piece of content and republishing it on 
other platforms, with permission. B2B marketers capture leads from prospects who then see 
and download it. 

It’s fairly easy to distinguish syndicated content from a guest post. There will be a mention on 
the republished page about the source, which looks typically like this:

Sample 1:  “[Article Title] originally appeared on [Original Site Name + URL].”  — or —
Sample 2:  “[Article Title] appeared in [Original Site Name + URL] and republished with 
permission.”

Adding Intent and Relevance to Content Syndication

“ZERO” Google 
Page Traffic

94.3%
Your content could be the most educating, engaging or visually 
appealing available, but it won’t produce desired results if it’s 
served up to the wrong audience. If you didn’t know, a whopping 
94.3 percent of pages get zero traffic from Google. Maybe those 
prospects just aren’t that into you.

However, by adding intent to the content syndication process, you can get your content right 
in front of the target audience and boost your site visits and page views. Intent marketing 
leads to targeting that’s more granular and sophisticated. Who wouldn’t want that?

Why Third-Party Intent Data?

We know intent data helps B2B sellers uncover who’s visiting different sites and what 
content they’re consuming. That’s how you identify prospects researching topics relevant to 
your brand.

https://ahrefs.com/blog/search-traffic-study/
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But how will you know about third-party sites – the purchase intent of their target audience? 
This is where third-party intent data falls into place. Third-party intent data, also known 
as external intent data, is available through third-party providers. These providers collate 
the prospect’s data at IP level or through shared cookies curated from several millions of 
website visits.

They provide you with the most valuable information of prospects, such as – the number of 
times they watch any video, download an eBook, share an infographic, or read a blog. With 
these details, you can identify the right sites and topics for your syndication strategy.

Create Personalized Content

By analyzing the customer’s purchase intent, you’re in a better position to develop content 
that matches their interest. In fact, learning intent behind buyer persona research helps you 
create articles that speak to the background of the target market and address their business 
problems.

When you do such things, you establish authority and credibility as a provider and reap 
optimum value from syndication strategy.

How to Use Different B2B Content Syndication Types

In simple terms, content syndication is a process of republishing a given 
piece of content on one or more sites to reach a broader audience. It 
exposes your marketing messages to readers who may otherwise never 
come across your brand organically.

There are plenty of ways to distribute your B2B content. But how do you 
know what’s good for your business? Whether you’re exploring a potential 
market or looking for new channels to connect with prospects, there are 
various types of intent-led content syndication to consider. Some are 
pretty easy for any marketer; some might require more attention.

Explore some of the most popular types of content syndication that 
can drive consistent traffic for your website and brand. (And adding 
the goodness of intent data to your traditional syndication plan further 
extends your content’s reach and visibility.)
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FIVE CONSIDERATIONS for Intent-led Content Syndication
So, how do you gather this intent data or choose the content syndication partner who can offer 
intent-led services? This surely requires some research on your end, but here are five things to 
look for to help you narrow down your list.

Authenticity of Content Syndication Services

Note, some publishers may not have high traffic as the most authoritative sites. However, 
it might have a bigger impact on your potential customer’s purchase decisions. So, what 
matters the most is your reader’s intent, not the numbers! A great content syndication 
vendor is a trusted partner for your business. So select one who’s professional and keeps 
your syndication program running smoothly. Choosing the wrong vendor will turn out to be 
pricey and may damage your brand reputation through inappropriate content placements.

Below are qualities to look for in a reputable content syndication partner:

 •  How long has the company been in business?
 •  Are they an established service provider? 
 •  Do they understand your content syndication marketing needs?
 •  Do they have experience working with a brand like yours?
 •  Is their service defined and consistent?
 •  Have other customers had fruitful experiences with them?

Identifying a legitimate syndication partner isn’t a piece of cake, but it’ll repay your 
business in – peace of mind, improved brand reach, and increased profit.

Hitting the Right Audiences

Ensure your content partner uses intent data to target the right decision makers. By 
learning when and where your prospects are researching, your content can be directed in a 
way that massively plumps up campaign response rate. 

When evaluating any vendor, ask them if they leverage intent data to make smarter 
marketing decisions. 

With access to buyer intent, providers can make decisions regarding engagement based on 
the prospect’s behavioral patterns all over the web and not just confined to your site.

Multi-Channel Content Syndication Services

Sharing content via multi-channel campaigns helps B2B marketers identify the purchase 
stage of a prospect. You’ll get signals that indicate a top-of-funnel expedition or a closer-to-
purchase searcher. Therefore, it’s worth knowing what channels your content syndication 
provider uses.

1

2

3

https://trueinfluence.com/intent-data-signals/
https://trueinfluence.com/add-intent-marketing-to-business/
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For instance, if your syndication partner leverages only email to re-publish your content, 
there won’t be any reach on social media or other platforms. 

If you want the most reach possible, work directly with a multi-channel content 
syndication provider active on social media, email, telemarketing, and PPC ads. 

Use of Third-Party Intent

Many marketers miss out on the power of third-party intent data. According to an 
Openprise survey report, only half of the respondents used third-party data to identify 
new accounts.

As a marketer, if you’re willing to move beyond the preference for first-party data, go for 
the vendor who uses third-party intent to syndicate your content.  

4

5

Third-party intent data provides a clear 
snapshot of an account’s behavior and thereby 
offers substantial opportunities for businesses 
to grow their target account lists. By embracing 
all sources of customer intelligence, you can 
fuel your ABM strategy and win new leads. 

Team Structure of Publishing Partners

Maintaining a long-term relationship with a publishing partner is essential, so trust 
your content assets with publishers of the highest standard. Don’t go for ones who 
outsource your work to third-party services and may deliver low-quality content 
syndication leads.

Ideally, businesses prefer content syndication providers work with their in-house team. 
The rewards are plenty:

•   They know exactly what is going on inside the business and instantly 
communicate with you if your brand runs into any issue.

• Their close bond with and understanding of your brand makes it easier to 
navigate and resolve syndication concerns.

• They’re experienced in handling promotional strategies in the right B2B 
content syndication platforms.

By working with the top syndication providers, your company is set for success, and 
you’ll see a tangible return on your investment.

A clear snapshot of an 
account’s behavior can offer 
substantial opportunities for 
businesses to grow.

https://www.openprisetech.com/press/survey-finds-b2b-marketers-have-higher-satisfaction-when-working-with-multiple-third-party-data-providers/
https://trueinfluence.com/more-data-more-opportunity-how-to-use-third-party-data-to-drive-abm/
https://trueinfluence.com/b2b-content-syndication-lead-generation/
https://trueinfluence.com/b2b-content-syndication-lead-generation/
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Five Effective Ways to Distribute B2B Content

 1. Push Your Content to Third-Party Sites

 If you already have a website with interesting content, well done! You’ve done  
 a lot of work. Now all that’s left is to syndicate those content assets on 
 third-party websites and pull in a legion of subscribers and leads.

Third-party deals typically come in one of two forms:

• Only syndicated content: Here, you simply republish your existing content on third-party 
sites. You are not sharing any original content with them.

• An amalgamation of syndicated and original piece: This deal lets you share both original 
and existing content with publishers. For example, if you agree to share six posts per 
month, then at least one or two must be original. 

Third-party publishers make such deals based on your content quality.  After all, it’s a free 
service!

Remember, while choosing a content-syndication vendor, consider what the intent-based 
service providers have to offer. 

 2. Use Social Media to Publish Long-Form Content

 Marketers love social media. Moreover, they often utilize social media 
 syndication as an inbound marketing tool.

By syndicating intent-based B2B content on social media platforms like Quora, Medium, 
LinkedIn, and Reddit, brands can gain massive exposure. Intent-based means the content 
responds to intent behavior and interests indicated by an intent signal.

Your content may leap from one social circle to another, grabbing the attention of potential 
customers along the way.

However, to withstand possible downsides of content syndication – the duplication issue, for 
example — you can link back to the original post. Because there’s no easy way to add a noindex 
or a rel=canonical tag into social media platforms, as you do on third-party sites. 

 3. Distribute Your Blogs on RSS Or Feeds

 RSS or Really Simple Syndication is a familiar publication format used for 
 years by online visitors.

People usually subscribe to RSS feeds based around their interests and gain access to new 

https://trueinfluence.com/how-intent-wins-buying-groups/
https://trueinfluence.com/how-intent-wins-buying-groups/
https://trueinfluence.com/intent-data-meets-social-media-your-key-to-high-impact-messaging/
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information as it becomes available. B2B websites benefit from RSS as they integrate buyer 
intent into this approach and target interested prospects with relevant blogs.

Once you add an RSS feed to a web page, it provides a stream of syndicated content updated 
constantly. Most RSS feeds comprise a headline, content brief, and a link to the original article.

Beyond your blogs or articles, you can use feeds to distribute your audio and video content.

 4. Set Up a Paid Syndication Campaign 

 There are a number of paid syndication partners who say they can help your 
 content generate greater levels of engagement. 

Now, the question is – how much does content syndication cost? And how do providers charge 
for services? 

The paid content syndication service providers use a cost-per-click (CPC) or cost-per-lead 
(CPL) pricing model. Based on your campaign budget and bid rate, an automated system 
determines the right third-party platform to distribute your content.

Content discovery platforms like Outbrain place links to your blog (sometimes with images) at 
the end of editorial content. They can charge around $0.25 to $0.50 per click.

Some syndication partners charge on a CPL basis, typically running about $20 to $80 per lead.

There are also press release-like distributors that charge from $10 to thousands of dollars, 
depending on the scope of their distribution.

 5. Syndicate Other Content Formats

 Other than blogs or articles, B2B marketers can also republish different content 
 formats on some publishers’ sites.

 Here’s how to syndicate various content types
 You can use:

 •  Visual.ly and Pinterest for infographic distribution
 •  YouTube and Ooyala for video content distribution
 •  BrightTALK to syndicate your webinars
 •  SoundCloud and iTunes for podcast distribution
 •  Slideshare to syndicate presentations

With this multi-channel approach, your goals are closer than you imagined.

https://trueinfluence.com/content-syndication-partner/
https://www.outbrain.com/
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Finding the Right Publishing Partner to Expand Your Reach

We understand selecting the best intent-led syndication services can throw some real curve 
balls. You’ll need to ensure that the publishing partner you work with is qualified for the job 
and can deliver the best leads for your business. 

Make sure your partner stays abreast of marketing trends in content syndication and other 
techniques. Check how innovative they are. For example – do they leverage intent data to 
identify if a prospect’s behavior aligns with a purchase intent?

To position yourself as a source of reliable advice and best practices, leverage intent data in 
your content marketing and syndication procedures. Clearly, it’s essential to choose a content 
syndication partner that gets your content in front of potential buyers and delivers quality 
leads to your company. 

Whatever your needs and efforts, it’s a safe bet you’ll gain scalable, higher-quality traffic from 
implementing some level of content syndication seasoned by intent. 

Ready to syndicate your content?

_________________________

About True Influence: Founded in 2008, True Influence helps you grow your business with actionable 
intent data. We expertly leverage data, technology, and content to drive high-impact marketing 
campaigns and share detailed results and insights to help you win new business. True Influence 
generates revenue across multiple industries, promoting brands and products from successful 
global companies that include well-established blue-chip brands like IBM, Microsoft, and Cisco. Our 
innovation earned us numerous industry awards including the 2019 and 2020 MarTech Breakthrough 
Award for Best Influencer Marketing Management Platform, 2020 Business Intelligence Group BIG 
Award for Business for Company of the Year, 2020 CIO Applications Award for Top MarTech Solution 
Providers, 2019 B2B Innovator Awards for C-Suite Strategy and People’s Choice, and 2019 RELE Award 
for Sales Enablement. For more information visit True Influence online at www.trueinfluence.com or 
follow us on Facebook, LinkedIn or Twitter.

To learn more, visit www.trueinfluence.com

http://www.trueinfluence.com
https://twitter.com/trueinfluence
https://www.facebook.com/trueinfluence/
https://www.linkedin.com/company/true-influence/
https://www.youtube.com/channel/UC5-2GLEwyDZsSrJj6ofK4Gw
https://www.instagram.com/true.influence/
https://trueinfluence.com/choosing-intent-data-provider/

