Authority Marketing

The hidden battle for the shortlist
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The dedls you never
knew existed

Every quarter, companies analyse the
deals they lost. They review pricing,
competitors, sales performance and
product fit in an effort to understand
what went wrong.

But very few companies ask a far
more important question: which
opportunities never appeared on
the radar in the first place?

Somewhere in your market, buyers
are researching solutions, speaking
to suppliers and making decisions.

In many cases, your company
is never part of that process.
Not because the product
wasn’t strong enough, the
pricing wasn’t competitive,

or the sales team made a
mistake. You simply weren't
considered.

This is the hidden challenge
facing many businesses.

The opportunities that hurt
growth the most are often not
the deals you lose, but the
deals you never knew existed.
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How buyers
actually buy

Most companies assume buyers
compare every available option
before making a decision. It sounds
logical, but that's rarely how complex
B2B purchasing works.

Buyers are busy. They are under
pressure to make good decisions,
avoid risk and justify investments
internally. Rather than evaluating
every supplier in the market, they
quickly narrow the field.
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They ask peers for
recommendations, rely on
previous experiences and
gravitate towards companies
they already recognise.

By the time a buyer reaches
out to suppliers, a shortlist
often already exists. Some
companies make it onto
that list. Others never get
considered at all.

happens long before t
firstsales '
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The hidden battle for Why good products
the shortlist don't always win

If buyers begin with a shortlist, Companies that consistently Many businesses believe that if they This doesn't mean product

then getting onto that shortlist share expertise, contribute to build a better product, the market quality isn’t important. It

becomes one of the most important  industry conversations and will naturally notice. Unfortunately, means buyers rarely choose

commercial challenges a company  maintain a visible presence markets don’t work that way. from every available option.

faces. become familiar names in They choose from the options
the market. Over time, that Every industry, including eMobility, they know.

Most businesses focus on lead familiarity builds trust and is full of companies with excellent

generation, outreach and sales credibility, making it far more products that struggle to gain The best product does not

activity. Those things matter, but they likely they will be included traction because too few people always win. The best-known

only happen once a buyer is willing when buyers start evaluating know they exist. At the same time, credible option often does.

to consider you. The real challenge options. competitors with similar or even

is becoming one of the companies weaker solutions often grow faster

buyers already know and trust before because they have invested in

a need arises. visibility, credibility and trust.
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The cost of beign unknown

Many companies only become visible when they have
something to announce. A product launch. A funding round.
A major event. Then they disappear again.

Meanwhile, competitors continue showing up. They publish
insights, share expertise, join industry conversations and
maintain a steady presence in the market. Over time, buyers
become more familiar with them, not necessarily because
they're better, but because they're present.

8eing unknown carries a
commercial cost. It reduces the
likelihood of being considered
before an opportunity even
becomes visible.

Authority is not built through
intensity. It is built through
consistency.
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Why only some
companies get
considered

Authority is often misunderstood.

It isn't popularity, follower count or
impressions, although all three can
certainly help.

Authority is the combination

of recognition, trust, expertise,
familiarity and credibility. Together,
these factors shape how buyers
perceive a company before they
ever speak to sales.

Authority influences

who gets considered.

Sales determines
~ who gets selected.

Authority Marketing - The hidden battle for the shortlist

When these elements are
strong, buyers feel more
confident including a
company in their shortlist.
They see them as a credible
option worth exploring. When
they are missing, even strong
products and services can
struggle to gain consideration.
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What happens when
buyers already know you

Companies that are recognised and trusted
in their market tend to experience a range
of commercial benefits. They generate more
inbound interest, receive more referrals and
find it easier to access decision-makers.
Trust is established faster because buyers
already have some familiarity with the
company before a conversation begins.

This doesn’t eliminate the need for strong
sales execution. It simply means sales
teams start from a stronger position.
Instead of spending valuable time proving
credibility, they can focus on understanding
challenges and creating value.

Authority doesn’t
justimprove
marketing
performance.
Itimproves the
effectiveness

of almost every
commercial
activity.
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Authorityis nota
campaign

One of the biggest mistakes
companies make is treating

authority like a marketing campaign.

Something that can be switched
on for a quarter and paused when
priorities change.

Buyers don't build trust in quarterly
cycles. They build perceptions

over months and years through
repeated exposure to people, ideas
and brands. Every article, event
appearance, podcast interview,
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customer story and insight
contributes to how a company
is perceived.

Market trust grows when
strategy, messaging, content
and visibility work together
consistently over time. It's not
a one-off initiative. It's a long-
term business asset.
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How momentum s created Building recognition
in your market

Market recognition tends to compound. The more
visible and credible a company becomes, the easier

o 1 ildi iti i Whether you're operating in
it is to generate future opportunities. Building recognition requires more Y P g

than publishing content. It requires a ~ €Mobility or another complex

deliberate and consistent presence ~ B2B market, the objective
in the market. is the same: when a buyer

starts building a shortlist, your

The companies that successfully company is already part of the
build authority tend to share conversation.

expertise, participate in industry

conversations, communicate a

clear market position and show up

regularly over time. They understand

that trust is earned through hundreds

Authority iS not Iinea g of small interactions, not one
breakthrough ,
It grows through momentum. reakthrough moment

Visibility leads to recognition. Recognition builds trust.
Trust increases consideration. Consideration leads to
shortlist inclusion. More shortlist appearances create
more opportunities, which in turn create more visibility.

This creates a powerful flywheel. Each stage reinforces
the next, making it easier to maintain momentum and
harder for competitors to catch up.

Thegoalisn'ttobe
seenbyeveryone.lt's
to be remembered by
the right people.
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The shortlistis beign
built right now

Every day, buyers are deciding The most successful

which companies seem credible, companies focus on the
trustworthy and worth considering. opportunities they never

They are forming opinions, asking knew existed, because that's
for recommendations and building where the biggest growth
shortlists. Most companies focus on opportunities often disappear.
the opportunities they lose.

The question is not whether being

recognised matters. The question is
whether you're building it before your
competitors do.

TAKE THE AUTHORITY SCORE ASSESSMENT

Discover how your company is currently perceived in the market and identify the
gaps preventing you from earning a place on buyers’ shortlists. Find out whether
you're on the shortlist, or being left off it.


https://market-authority-index.nexxtindustry.com/
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