
Innovate to Stand Apart 
The essential checklist for content marketers

Some of the most valuable resources for your content are likely sitting a few desks away. 
Original commentary from your company’s leadership and technical team members 
makes your content more credible and compelling for potential customers. In fact, an 
overwhelming 96% of IT decision makers say they want marketing content with more 
insight from industry thought leaders.1

Interviews with your organization’s subject matter experts also can be a multiplying factor 
for your editorial calendar, offering original insight for videos, podcasts, articles, and Q&As. 
Follow this interview checklist to make the most of your in-house expertise.

Do your homework 

Plan the meeting

Craft your questions

Lead the conversation

•   Research topics that give your interview subject a chance 
to offer a unique take on timely industry issues.

•   Review their professional background to inform topics 
where their interests and your goals overlap.

•   Plan out multiple content pieces in advance that 
will leverage the interview to make the most of 
your effort. 

•   Test your recording equipment ahead of time and use a 
phone app or teleconferencing tool to back up your audio.

•   Print off your questions. A screen between you and the 
interviewee can be distracting for both.

•   Book plenty of time. As a rule of thumb, it generally takes 
30 minutes to cover 10 interview questions. 

•   Pick your location carefully, considering background noise, 
lighting, and visuals if shooting video.

•   Look for insights that your subject is uniquely 
qualified to address and avoid questions a non-
expert could answer. 

•   Ask about their past experiences and anecdotes 
that inform their perspective.

•   Ask what makes them the most excited or optimistic 
about the subject you’re discussing.

•   Inquire about risks, secondary effects, or unexpected 
developments that others might not have considered.

•   Cover essential subjects, but don’t let a list restrict you from 
in-depth, off-the-cuff discussion. 

•   Find opportunities to ask “why” or “tell me more about that.” 
Sometimes the best answers emerge when you follow up.

•   Let people talk. Conversation can inspire ideas, and long 
answers can lead to unexpected insights. 

•   Ask about websites, articles, and other resources that inform 
the subject’s thinking. Use them for additional research.

Want to learn additional advanced strategies to increase engagement and set your content 
marketing apart? Download our 34-page guide—How to Engage B2B Prospects: Content 
strategies that earn and hold the attention of potential customers.
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