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Press Advantage, a full-service press release distribution service, has drawn attention to a persistent blind

spot in modern selling: most sales teams walk into first conversations without any knowledge of what a

prospect found, or failed to find, when they searched the company online. The observation highlights how

independent buyer research now shapes deals long before a representative ever speaks with a lead.

Buyers routinely investigate companies on their own terms. Before agreeing to a call, a prospect often runs a

search, scans the results, and forms an impression from whatever surfaces. That research phase remains

almost entirely invisible to the seller. A representative may prepare a polished pitch while the prospect has

already reached conclusions based on a thin or outdated search footprint that the sales team never sees.

The cost of that gap tends to go unrecorded. Deals do not always fail during a conversation; many quietly

never begin. When a prospect searches a company and finds little of substance, the meeting request may

simply go unanswered. Because the loss occurs before any contact is logged, sales organizations frequently

attribute weak pipeline numbers to messaging or prospecting effort rather than to what appears in search

results.



Much of the sales enablement industry concentrates on refining the pitch, coaching objection handling, and

sharpening talk tracks. Comparatively little attention goes to what actually forms a prospect's first impression.

A disconnect often exists between the messaging a marketing department has crafted and the information

that genuinely surfaces when a prospect types a company name into a search engine. The two are not

always the same, and the difference can determine whether a conversation happens at all.

Jeremy Noetzelman, a spokesperson for Press Advantage, described the pattern as one that companies

rarely measure. "Sellers spend enormous energy on the twenty minutes of a call and almost none on the

twenty seconds of searching that decides whether the call ever gets booked," Noetzelman said. "Prospects

are reading about a company before anyone picks up the phone, and the sales team usually has no idea

what they saw."

A consistent media footprint addresses that hidden research phase directly. When accurate, current

information about a company appears across recognized news outlets, prospects encounter that material

during their independent search. The result is a first impression shaped by substance rather than absence.

"The goal is to make sure the right information is waiting for the prospect during that quiet research moment,"

Noetzelman added. "A steady presence in the news gives buyers something credible to find."

More information can be found on the Press Advantage Facebook page.

Press Advantage is a full-service press release distribution service operated by Velluto Tech Incubator, a

company founded in Las Vegas, Nevada in 2011. The company employs United States based writing

professionals who craft press releases from client instructions, distributes stories to hundreds of news outlets,

and provides SEO promotion, dynamic reporting, video and image support, and access to United States

based account representatives. Additional information about the service is available at pressadvantage.com.
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