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Disclosure: Bloomberry has not worked with Vanta. This brief is an independent public-data analysis and hypothetical growth playbook based entirely on
publicly available information. It does not represent a customer relationship, endorsement, or partnership.
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01
At a
Glance

C O R E  T H E S I S

Trust-sensitive categories cannot scale through brand claims alone. Security leaders, GRC managers,
and CISOs are trained skeptics. Employee-led thought leadership — compliance specialists and trust
leaders explaining what good looks like in public — is the category-appropriate distribution mechanism.

T H R E E  T H I N G S  Y O U  W I L L  T A K E  A W A Y  F R O M  T H I S  B R I E F

01 The messenger determines whether the message lands
In security and compliance, buyers distinguish vendor claims from practitioner insight. A compliance expert who has guided
companies through SOC 2 audits carries categorically different credibility than a company page claiming the same expertise.

02 AI governance is the new category-building moment
As AI procurement decisions are increasingly gated by governance frameworks, companies with employees who can publicly
explain AI governance and vendor trust are doing the category-building work that will define the next several years of the trust
management market.

03 Expert-led education reaches buyers before the sales process
The compliance manager researching SOC 2 requirements, the CISO evaluating AI vendors, the GRC professional building their first
audit program — they are all active learners before they become buyers. Expert content meets them at the research stage.

Independent public-data analysis. Vanta is not a Bloomberry customer or partner and has not endorsed this brief. All observations are
hypothetical and based solely on publicly available information. 02 / 07
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02
Executive
Thesis

W H A T  V A N T A ' S  C A T E G O R Y  T E A C H E S  A B O U T  E M P L O Y E E - L E D  G R O W T H

Trust-sensitive categories cannot scale through brand claims alone.
Expert-led education is the only credible distribution mechanism here.
Vanta operates in a category where trust is not a feature — it is the entire value proposition. This creates a
sharp irony: Vanta's go-to-market relies on brand-level trust signals, when the buyers it is trying to reach are 
trained skeptics by profession. Security leaders, GRC managers, and CISOs do not trust what they cannot
verify. A compliance expert who posts publicly about the patterns, pitfalls, and decision frameworks that
actually help buyers — rather than what a product page claims — is producing something categorically
different.

W H Y  V A N T A  I S  A  S T R O N G  S I G N A L

Vanta operates in a category where trust is the entire
value proposition. The most credible trust signal in this
category is not a product page or a certification badge.
It is a compliance expert explaining, in public, what good
actually looks like inside real organizations — before a
sales conversation ever starts.

W H Y  S I M I L A R  C O M P A N I E S  S H O U L D  C A R E

For trust, compliance, and security companies: brand-
level credibility claims have a ceiling when buyers are
trained skeptics. A company page saying 'we make
compliance simple' is table stakes. A compliance
specialist explaining the most common evidence
collection mistakes in SOC 2 audits is performing a
fundamentally different function — one that builds
ambient credibility before buyers open a procurement
conversation.

The core distinction: Brand content tells buyers what a company does. Employee content shows buyers what a
company understands about their world. One interrupts. One earns trust. For companies in Vanta's category,
systematic employee distribution is the difference between having expertise and having reach.

Independent public-data analysis. Vanta is not a Bloomberry customer or partner and has not endorsed this brief. All observations are
hypothetical and based solely on publicly available information. 03 / 07
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03
The Opportunity
Map

The opportunity is not that Vanta lacks content or credibility. The next layer is systematic infrastructure for turning internal
expertise into approved, on-brand public distribution. Here is how that opportunity maps across four dimensions.

01
Strong Brand in Trust Management

Continuous compliance, automated evidence collection,
widely adopted across SOC 2, ISO 27001, HIPAA, PCI, and more.
Strong brand in a category with sophisticated buyers.

02
Deep Compliance Practitioner Knowledge

Security experts, GRC professionals, and CS leaders who have
guided organizations through audits, certifications, and AI
governance programs — practitioner knowledge at scale.

03
Expert/Public Voice Gap

Compliance practitioner insight rarely reaches buyers before
the sales process. No systematic infrastructure for turning
expert knowledge into public education at scale.

04
Trust Distribution Opportunity

Expert voices that build ambient credibility — reaching buyers
at the research stage, through education rather than brand
claims, before procurement conversations begin.

The structural gap: In trust-sensitive categories, the messenger matters more than in most B2B software verticals.
A CISO or GRC specialist explaining something publicly carries an entirely different trust signal than a vendor
making the same claim. That asymmetry is the distribution opportunity.

Independent public-data analysis. Vanta is not a Bloomberry customer or partner and has not endorsed this brief. All observations are
hypothetical and based solely on publicly available information. 04 / 07
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04
Employee Voice
Matrix

Not all employees should post publicly. This matrix identifies which groups carry the most credible insight for Vanta's
buyer profile — and what those voices could credibly explain to earn real attention from the right people.

E M P L O Y E E  G R O U P W H A T  T H E Y  C A N  C R E D I B L Y  E X P L A I N W H Y  B U Y E R S  W O U L D  C A R E

Security experts &
practitioners

Practical reality of secure systems, what
controls matter vs. security theater, what
emerging threats actually require of real teams

Security buyers actively seek practitioner
voices — more credible than vendor content by
design, and scarce enough to earn significant
organic reach

Compliance specialists &
GRC professionals

SOC 2, ISO 27001, HIPAA, PCI, FedRAMP — audit
preparation, evidence collection, common
certification mistakes that most guides do not
cover

Answering the questions buyers are actively
searching for before and during the sales
process — pre-empting objections before they
surface

Trust & risk leaders What AI governance programs look like in
practice, what buyers should ask their AI
vendors, what a mature third-party risk
program actually requires

AI governance is a rapidly growing
procurement concern — expert voices that
explain it build category authority in a space
most vendors are still trying to define

Product managers &
engineers

Design decisions behind automation and
continuous monitoring — why the product
works the way it does and what tradeoffs were
made

Transparency about product logic builds
durable trust beyond feature comparisons and
differentiates on reasoning rather than surface
claims

Customer success &
implementation teams

What actually goes wrong in compliance
programs, what separates smooth audits from
scrambles, common first-audit mistakes to
avoid

Grounded operational perspective that
compliance managers at target accounts
urgently need — and rarely find in vendor
content

Executives AI governance as strategic priority, the future
of compliance infrastructure, the business case
for proactive trust management

C-suite level category positioning in the
fastest-growing segment of the compliance
buyer landscape

The selection principle: The highest-return employee advocates are those whose expertise is directly relevant to
the buyer's most expensive unsolved problem — and whose voice will be recognized as credible by the specific
person making the purchase decision. Seniority is less important than subject-matter proximity to real buyer pain.

Independent public-data analysis. Vanta is not a Bloomberry customer or partner and has not endorsed this brief. All observations are
hypothetical and based solely on publicly available information. 05 / 07
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05
8 Post Angles — Ready to
Adapt

Public-data derived illustrations based on Vanta's publicly visible expertise profile. Each includes a suggested employee voice
type — the role most likely to be recognized as credible delivering that angle to Vanta's buyer. These are starting points to adapt,
not copy verbatim.

01 CISO

"Trust doesn't start when a buyer asks for your SOC 2 report. It
starts the first time they see your security page. Here's what
that means for early-stage companies thinking about
compliance."

02 TRUST LEADER

"AI governance is becoming a sales enablement problem, not
just a security problem. Enterprise buyers are asking new
questions in procurement — and many security teams aren't
ready to answer them yet."

03 COMPLIANCE SPECIALIST

"The companies that treat compliance as a customer
experience layer rather than a risk management checkbox
approach their first audit completely differently. Here's what
that looks like."

04 GRC PROFESSIONAL

"The vendor security questionnaires that stand out aren't the
ones with the longest responses. They're the ones whose
answers are consistent with what the company says publicly
about its security posture."

05 COMPLIANCE SPECIALIST

"SOC 2 Type II isn't the finish line. Here's what security-mature
organizations do after certification that builds continuous
trust rather than a point-in-time credential that expires."

06 GRC LEADER

"GRC used to be a job for one person in a spreadsheet. It's
becoming a product discipline. Here's what that shift looks like
inside a team that has actually gone through it."

07 CISO

"The questions a CISO should ask any AI vendor before signing
a contract — and the answers that should prompt a harder
conversation before you proceed."

08 EXECUTIVE

"Most organizations treat their security program like a report
card: something you show up for once a year. The ones doing
it right treat it like a product they're continuously shipping."

Independent public-data analysis. Vanta is not a Bloomberry customer or partner and has not endorsed this brief. All observations are
hypothetical and based solely on publicly available information. 06 / 07
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06
Bloomberry Operating
System

A Bloomberry-style system operationalizes employee thought leadership as a repeatable, governed workflow — not a
one-time campaign or an ad hoc ask for employees to post more.

1

Identify
Map experts by

domain: security,
compliance, GRC,

product, CS

2

Extract
Pull from audit

checklists,
onboarding notes,
customer question

patterns

3

Draft
Voice-calibrated —
generic language

undermines
credibility in this

category

4

Govern
Legal, security,

comms review every
post — model the

governance Vanta
sells

5

Publish
Personal trust is
personal — not

brand-laundered

6

Measure
Track qualified

inbound from CISOs,
GRC leads,

compliance buyers

W H A T  S I M I L A R  C O M P A N I E S  S H O U L D  L E A R N

The lesson for trust, compliance, and security companies is not 'copy Vanta.' The lesson is that brand-level
credibility claims have a structural ceiling in categories where buyers are trained skeptics. Employee-led thought
leadership is not softer marketing — it is the only distribution mechanism that is credible by design in this category.
A company page claiming 'we simplify compliance' is table stakes. A compliance specialist explaining the most
common evidence collection mistakes in SOC 2 audits is performing a fundamentally different function: building the
ambient credibility that makes buyers want to open the sales conversation.

R E Q U E S T  A  C U S T O M  A N A L Y S I S  F R O M  B L O O M B E R R Y

Want us to map this for your company?
Bloomberry helps B2B teams turn employee expertise into approved, on-brand LinkedIn content — without
slowing down the people producing it or creating brand or compliance problems. Here is what a custom
analysis includes:

A public-data opportunity brief identifying which employee voices in your category carry the most buyer
credibility — and what those voices should be talking about based on what your buyers are actively searching for

A content governance model designed for trust-sensitive categories — where the approval workflow itself
becomes a signal of the company's credibility, not just a compliance gate

A competitive trust-distribution map showing which thought leadership topics are underserved in your category
and where employee voices could establish durable authority first

Request a Custom Analysis · bloomberry.ai See How Bloomberry Works →

Independent public-data analysis. Vanta is not a Bloomberry customer or partner and has not endorsed this brief. All observations are
hypothetical and based solely on publicly available information. 07 / 07
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