
Marketing has hit a wall. Prospects are being bombarded with content and ADs that don’t speak to their 
needs in a credible, authentic way. How can you differentiate your message so that it cuts through the 
noise and resonates with your target audience?

PUT YOUR CUSTOMERS 
IN THE SPOTLIGHT

“Upshot is an expertly-crafted endorsement that speaks 
directly to our audience and builds trust right from the start.”

-Jesse Ariss, Senior Product Marketing Manager

Nobody Wants to Buy Your Product

Customers want to buy products that can 
demonstrate clear and tangible value.  But how 
can you get inside the head of buyers to truly 
understand what is important to them?

According to a Gartner, “only 9% of B2B buyers 
consider vendor content as trustworthy”. 
As marketers (and buyers yourselves), you 
recognize that people put more trust in their 
peers, colleagues, and social proof than into ads, 
marketing messages, and your sales team. You 
also know that the best way you can get your 
message cutting through the noise is through the 
authentic voice of your customer. 

How are you ensuring that your customer content 
is truly genuine and gains the trust of buyers?

“70% of Buyers agree that customer 
stories are the best way that providers 
can communicate differentiation that 
is trustworthy” 

No matter how many case studies, blogs, 
and How-To articles you’re churning out, 
buyers will find a way to go straight to 
the source. Companies need to make 
customer stories and user-generated 
content a top priority if they want to 
impact their buyer’s journey. Customer 
stories are critical for brand awareness, 
sales enablement, and post-sales 
customer success.

Customer Stories are the Answer

https://www.linkedin.com/in/peltz


How to effortlessly create powerful 
customer stories 

Upshot’s helps B2B Marketers generate on-
narrative, situation-ready customer stories without 
the burden of content production, from interview to 
publish. From deepening customer relationships to 
sales enablement, 

Upshot delivers:

1. Authentic customer stories that combat 
common sales objections

2. A premium and rewarding experience for 
customer advocates

3. Distribution with heightened organic reach 
and increased content conversion

“I’m able to supply my sales team with effective user 
generated content and focus my time on other priorities.”

-Tiffany Beddow, Senior Customer Marketing Manager

3. Approve
Review facts and 

approve story.

2. Write
Upshot writes 

the story in your 
customer’s voice.

4. Publish
Story is published 

and on the 
Upshot website
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1. Discover
Upshot identifies 
customers who 

have a story to tell.

How it Works:

How do Upshot stories compare?

 1,250 Average Views Per Story vs. 573 visits 
for the average SaaS blog post 

 458 Average Shares Per Story vs. 246 shares 
via social media for best-in-class blog posts

 48 Call-To-Action Clicks Per Story vs. 36% of 
blogs have no Call-To-Action

 4% Call-To-Action Conversion Rate vs. 2.7% 
AdWord search network conversion rate; 
0.89% display network conversion

https://www.linkedin.com/in/peltz

