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The 3 Essentials Checklist 
A Checklist on How to Plan a White Paper 

that Builds Trust with your Audience and Achieves Business Results

1.

2.

3.

Your Business Needs

Your Audience

The Industry

Ask yourself:

What are we trying to achieve with this white paper?
Why are we doing a white paper instead of other types of content?
Where are our prospects in the sales cycle that we are most

         interested in reaching for this white paper?
Do we want a positive or negative spin on it? 
(Highlight improvements or mistakes to avoid.)
How do we want to handle our competitors    
and their solutions? 
Do our competitors have a white paper on  
the subject? 
If yes, what makes us different?

Answer these questions:

Who is the specific audience and 
         what is their role? 

What is their biggest pain point?
What questions are they asking?
What are their biggest risks?
What are they trying to achieve?
What problems can you solve for them?
Are they used to reading white papers?
What social media channels do they use?

Determine the needs of your business and the outcomes 
you want to achieve. 

Understand the industry. Knowing the trends 
and the competitive landscape presents a good 
case for change.

Ask yourself these questions:

What industry are we targeting?
How competitive is it?
Is it fast-moving?
Are white papers common?
What are the most popular channels for content ?

Your message should zero in on your audience. 
Uncover their challenges, interests, and desires. 
Identify where and how you can help them.

After you figure out the 3 Essentials, you can move to the next step. 
Pick a goal for the white paper. If you need help, this infographic will 
give you 9 Powerful White Paper Goals to choose from.

The Esse

https://www.engagingstoriespersuade.com/blog/infographic-9-powerful-goals-for-your-next-white-paper
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