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A Forward-Looking
Approach to
Transparency in
Content Syndication

Madison Logic is at the forefront of setting new
standards for transparency and accountability in
content syndication. For senior marketing leaders
within global enterprise B2B organizations,
transparency is critical for making informed
strategic decisions, ensuring data integrity, and

optimizing marketing investments.

This report delves into our comprehensive
network approach to quality input, operational
execution, and output validation, ensuring data
compliance and security. You'll also find detailed
insights into our transparent performance
reporting and our role in the broader content

syndication ecosystem.

Our mission is to continue to lead the industry by
providing unparalleled visibility into the
performance and integrity of our networks. This
report underscores our unwavering commitment
to transparency and details the comprehensive
measures we have taken to ensure the integrity of

our content syndication networks.



Understanding
Content Syndication

Businesses continuously seek strategic purchases to propel their operations forward and secure a competitive
advantage within their sectors. As decision-makers and influencers within these businesses conduct due diligence,
B2B marketers strive to pinpoint key accounts and tailor their messaging to align with their specific needs and preferences.

Content syndication is an effective strategy for sharing high-value information and industry insights directly to
decision-makers within target accounts. This targeted content distribution strategy ensures that a brand'’s content
reaches the right audience, including those unfamiliar with the organization and the value of its solutions. It
involves disseminating existing content across various platforms to broaden audience reach and enhance visibility,
aiming to attract potential leads, drive website traffic, and reinforce brand recognition.

Marketers who employ content syndication are far more likely to achieve their goals, with significant boosts in
website traffic, lead generation, and conversion rates, as evidenced by the statistics below:

With only 37% of buyers engaging with suppliers on their website, according to Gartner, account-based
content syndication is crucial for reaching and influencing the remaining 63% across diverse digital touchpoints.!
67% of B2B buyers said the winning vendor’s content had a significant impact on their purchase decision,
making content syndication an effective strategy to reach and engage these buying committee members.?
80% of B2B marketers who use content syndication report the channel as their most effective lead generation tactic?

Content syndication is just one piece of a larger puzzle. It is a crucial step in a complex journey involving multiple
decision-makers across various buying stages. This emphasizes the importance of understanding demand
generation principles and deploying a multi-channel account-based marketing (ABM) strategy to engage
accounts and personas effectively.

1. Gartner
2. Demand Gen Report
3. Demand Metric



https://www.gartner.com/en/sales/insights/b2b-buying-journey
https://www.demandgenreport.com/resources/discerning-b2b-buyers-rely-on-vendor-knowledge-in-depth-research-peer-reviews-to-guide-buying-decisions/47802/
https://www.datamaticsbpm.com/blog/content-syndication-best-practices-and-strategies/#:~:text=Content%20syndication%20as%20an%20industry,content%20syndication%20among%20modern%20businesses
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Key Evaluation Criteria
for Content Syndication Providers

Data Accuracy and Audience Targeting

Providers must ensure that content reaches the right audience at the right time by
using precise, validated data sources. Standards include the use of first-party and
third-party data that is regularly updated and transparently documented. Providers
must also demonstrate the accuracy and relevance of their data targeting methods.

Data Management

Providers must implement secure and transparent processes for capturing, processing,
and sharing data, ensuring compliance with the highest data security standards.
Standards include the use of advanced encryption, strict access controls, and regular
audits to maintain data integrity and security.

Lead Validation Processes

Providers must employ a multi-stage lead validation process to guarantee that leads are
accurate, relevant, and compliant with regulatory requirements and campaign goals.
Standards include both automated and human verification stages, with clear
documentation of validation benchmarks.

Ethical Practices and Global Compliance

Providers must be committed to following global data privacy regulations, proactively
addressing new privacy challenges, and maintaining the highest ethical standards.
Standards include adherence to GDPR, CCPA, and other global laws and transparent
reporting on compliance certifications and ethical data handling practices.

Brand Safety through Partner & Network Transparency

Providers must offer clear visibility into the networks and partners involved in the
content syndication process, ensuring brand safety and high performance. Standards
include regular audits of syndication partners, transparent performance metrics,

and adherence to brand safety guidelines.

Audience Engagement and Business Impact

Providers must provide transparent reporting on audience engagement and
demonstrate how it directly contributes to pipeline growth, revenue, and ROI. Standards
include detailed metrics on audience behavior, account scoring aligned with business
goals, and clear documentation of the impact on business outcomes.

By sharing this report, we seek not only to set the standard all content syndication and lead
generation providers should be held to but also to affirm our leadership in transparency.
Through a walkthrough of our methodology and adherence to these standards, we aim to
inspire trust and confidence among our clients, partners, and the broader industry.



Data Accuracy

and Audience Targeting

Getting the right data to reach the right audience is non-negotiable. Inaccurate data wastes time and money.
Providers must deliver validated, up-to-date data that drives real results. No more guesswork. Data must be
transparent, sourced from multiple validated streams, and refreshed consistently to ensure precise targeting.

Providers are expected to document their data processes and demonstrate how they validate and update their

data. This level of transparency ensures your marketing efforts stay aligned with your objectives and deliver the

ROI you need.

Key Details:

Standard:

Ensure accurate, validated data for targeting
and reaching the right audience through
transparent sources.

Includes:
Validated first-party, third-party intent data,
and technographic insights.

Regular updates and validation with clear
methods for data refreshes.

Transparent documentation of data
integration processes.

Why It Matters:

Accurate, up-to-date data drives high-impact
campaigns. Poor targeting wastes resources and
diminishes ROI. Transparency mitigates risks
and aligns efforts with business goals.

Questions to Ask Vendors:

How do you validate your data sources?
How frequently do you update your data?

Can you provide documentation of data
integration processes?

How to Evaluate:

Evaluate the transparency of data sources,
validation criteria, and update frequency.

Confirm vendors have robust multi-source data
signals and consistent data refreshes.

Minimum Standards:

Data Source Transparency: Vendors must
use at least three validated data sources for
audience identification.

Data Freshness: Data updates must occur
daily for intent data, weekly for engagement,
and monthly for firmographic and
technographic data.

Audience Reach: Vendors must prove they can
target and reach at least 90% of the specified ICP
within the agreed timeframe.

Note: In addition to the content syndication standard,
we provide immediate cross-channel reach estimates
beyond content syndication into ABM Display and
ABM Connected TV (CTV), ensuring that we
consistently enable visibility to all potential
engagements across various touchpoints, enhancing
the likelihood of conversion.
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Data Management

Providers must implement secure, transparent processes for capturing, processing, storing, and sharing data
across the content syndication network. This ensures compliance with the highest security standards and protects
sensitive information.

Data capture must include clear, compliant processes with mechanisms to track user consent. Data storage must
use industry-leading encryption (AES-256 or better) with strict access controls and regular penetration testing.
Providers must maintain detailed tracking and documentation for data processing, anonymization where
applicable, and secure data transfer using encryption protocols like TLS/SSL. Regular audits must be conducted to
ensure the integrity of data handling and security measures.

Effective data management is essential to protecting your organization from data breaches, legal liabilities, and

reputational damage. Providers that prioritize strong security measures safeguard client relationships and
demonstrate adherence to the highest standards of data protection.

Key Details:

Standard: Questions to Ask Vendors:
Providers must implement secure, transparent - What encryption and access controls do you use
technical processes for capturing, processing, for data storage and transfer?

storing, and sharing data, ensuring compliance

. . . C ide t int dat
with the highest data security standards anyou provide transparency Into your data

handling and processing procedures?

Includes: . How do you ensure compliance with data

) security standards, including regular audits?
Data Capture: Clear, compliant processes for

capturing data, including tracking user consent.
How to Evaluate:

Data Storage: AES-256 encryption with strict

. . Review the vendor's encryption standards, access
access controls and regular penetration testing.

controls, and data transfer methods.
Data Processing: Full tracking and

. . Ensure vendors conduct regular security audits
documentation of data processing,

. . N and document all data handling activities.
including anonymization.

Data Transfer: Secure transfers using encryption

(e.g., TLS/SSL) and data integrity checks. Minimum Standards:
Technical Audits: Regular audits focused on Encryption Standards: Data must be stored with
encryption, access controls, and secure AES-256 encryption or better, with regular audits.
storage protocols. - Access Controls: Strict access controls with

regular compliance reviews.

Why It Matters: Secure Data Transfers: Encryption (e.g., TLS/SSL)

Strong data management is essential for protecting required for all data transfers.
sensitive information, ensuring marketing security,
and avoiding legal liabilities. Secure data practices
reduce risks, build trust, and protect brand reputation.

Annual Technical Audits: Vendors must
conduct annual audits focusing on encryption
and access control.

[TIA
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Lead Validation Processes

No more unqualified leads. Providers must implement robust, transparent systems to verify the accuracy and
relevance of leads before passing them to sales teams. Anything less undermines trust and erodes conversion rates.

Providers must use a multi-stage lead validation process that combines automated and human verification.

Transparent documentation of lead sources and validation benchmarks is non-negotiable. This ensures that only

high-quality, sales-ready leads are delivered, maximizing ROl and driving real business outcomes.

Vendors who fail to implement transparent validation processes introduce unnecessary risks, leading to

inefficiencies and decreased campaign effectiveness. It's essential to establish clear validation criteria to

avoid these pitfalls.

Key Details:

Standard:

Providers must have robust, transparent systems
for verifying lead accuracy and relevance before
handing them to sales.

Includes:

Multi-stage validation (automated and human).

Transparent documentation of lead sources
and validation benchmarks.

Why It Matters:

Effective lead validation ensures high-quality leads
for sales follow-up. Transparency in this process
mitigates the risk of unqualified leads, preserving
trust and improving conversion rates. Without it,
campaigns are less effective, and ROI suffers.

Questions to Ask Vendors:

How do you validate leads, and what level of
transparency do you offer?

What are your lead rejection criteria, and how
clear is this process?

Can you provide transparency into your
lead sources?

How to Evaluate:

Review the vendor’s lead validation process,
including documentation of stages and
compliance alignment.

Demand transparency about lead sources and
the metrics used in the validation process.

Minimum Standards:

Multi-Stage Validation: Leads must pass through
at least two validation stages.

Validation Accuracy: Vendors must maintain a
validation accuracy rate of at least 95%.

Lead Source Transparency: Providers must offer
transparent documentation of their partner
network and sources.
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Ethical Practices and Global Compliance

No shortcuts. Providers must adhere to global data privacy regulations and uphold the highest ethical standards.
This requires full transparency on compliance certifications and proactive measures to address emerging privacy

regulations before they are legally mandated.

Compliance isn't optional—vendors must meet the standards of GDPR, CCPA, CASL, CPRA, and other global
privacy laws, with clear documentation to back it up. Providers must have user consent mechanisms in place,
ensuring data is anonymized where necessary. Certifications like SOC 2 Type 2 must be maintained, and regular

audits are essential to ensure adherence.

But compliance alone isn't enough—vendors must commit to ethical data handling practices that protect privacy
and build trust. This goes beyond meeting legal obligations; it's about ensuring that data is handled with integrity.

Key Details:

Standard:

Providers must comply with global data privacy
regulations and uphold ethical standards, with
transparency around compliance certifications and
proactive privacy measures.

Includes:

Adherence to GDPR, CCPA, and other global
privacy laws, with transparent documentation
of compliance certifications.

Clear user consent mechanisms and
anonymization of data where appropriate.

Maintenance of relevant certifications (e.g., SOC
2 Type 2) and regular compliance audits.

Proactive measures to address emerging
privacy regulations before they become
legally required.

Commitment to ethical data handling practices
beyond basic compliance.

Why It Matters:

Global data privacy regulations are crucial for
safeguarding consumer trust and protecting
organizations from legal and reputational risks.
Failing to comply can lead to severe penalties and
damage to a brand’s reputation. Transparency in
compliance and ethical practices ensures data
integrity and security throughout campaigns.

Questions to Ask Vendors:

How do you ensure compliance with global
privacy regulations like GDPR and CCPA?

Can you provide documentation of your
compliance certifications and recent audits?

How do you stay ahead of upcoming privacy
regulations and ensure proactive compliance?

What steps do you take to ensure ethical data
handling beyond regulatory requirements?

How to Evaluate:

Confirm the vendor's compliance with global
privacy laws and their ability to provide
transparent documentation of certifications.

Ensure vendors conduct regular privacy
audits and update processes in response to
new regulations.

Evaluate the vendor's commitment to
ethical data handling, user consent, and data
anonymization processes.



L2 Ethical Practices and Global Compliance

Minimum Standards:

Global Compliance: Vendors must comply with
GDPR, CCPA, and other relevant privacy regulations,
with clear documentation of compliance certifications
(e.g., SOC 2 Type 2).

Proactive Compliance: Vendors must have measures
for upcoming privacy regulations, staying ahead of
legal requirements.

User Consent and Anonymization: Providers must
have processes for obtaining user consent and
anonymizing data where appropriate.

Annual Audits: Vendors must conduct annual data
privacy and compliance audits, with transparent
reporting to clients.
For more details on

Cyber Insurance: Vendors must maintain 9 q
y Madison Logic’s

comprehensive cyber insurance covering data Lo,
breaches, cyberattacks, and non-compliance approaCh’ visit the
incidents, with transparent documentation provided.

Madison Logic Trust Center

Access Control: Implementing SSO via SAML,
conducting thorough background checks, and
enforcing rigorous vendor risk management.


https://www.madisonlogic.com/trust-center/

Brand Safety through
Partner & Network Transparency

Your brand’s reputation is non-negotiable. Providers must deliver clear and transparent information about
the partners and networks involved in the syndication process, ensuring brand safety and high-quality
performance metrics.

Vetting publishing partners is essential—only those that meet strict brand safety standards and align with your
organization’s values should be approved. Providers must offer transparent performance metrics for each partner,
including engagement rates, lead quality scores, and results from brand safety audits. Regular reviews and audits
of syndication partners are necessary to ensure ongoing alignment with these standards.

Brand safety is critical to protecting your organization’s reputation and maintaining trust with customers. Content
placed alongside inappropriate or low-quality material can damage your brand’s image, leading to negative public
perception and reduced camypaign effectiveness. By choosing vendors who prioritize brand safety and regularly
audit their partners, you maintain control over where and how your content appears, preserving brand integrity
and avoiding reputational risks.

Key Details:

Standard: Questions to Ask Vendors:
Providers must offer clear, transparent information . How do you vet publishing partners to ensure
about partners and networks in the syndication they meet brand safety standards?

rocess to ensure brand safety and quality metrics.
P Y 9 Y How do you measure and report on the

Includes: performance of these partners?
Rigorous vetting of publishing partners to - Canyou provide transparency into your partner
ensure they meet brand safety standards and review and audit process?

align with organizational values.

. How to Evaluate:
Transparent performance metrics for each

partner, covering engagement rates, lead - Select vendors who provide detailed visibility
quality scores, and brand safety audits. into lead sourcing, including publishing partners

. . S and networks.
Regular audits and reviews of syndication

partners to maintain alignment with brand - Ensure that brand safety is a core criterion in
safety and quality standards. partner selection and subject to regular audits.

Why It Matters:

Brand safety is crucial for protecting your
organization’s reputation and maintaining customer
trust. Content placed in the wrong context can
damage your brand, hurt public perception, and
reduce campaign effectiveness. Transparency in
partner relationships ensures control over content
placement and upholds brand integrity.



@ Brand Safety through Partner & Network Transparency

Minimum Standards:

Lead Flow Transparency: Vendors must provide
transparency in the lead capture process, clearly
communicating how leads are sourced and
managed, with a consistent landing page experience.

Brand Safety Audits: Vendors must conduct
quarterly audits of publishing partners to ensure they
meet brand safety standards.

Performance Metrics: Vendors must offer
transparent performance metrics for each partner,
including engagement rates and lead quality scores.

Regular Reviews: Vendors must conduct at least
quarterly partner performance reviews and share
transparent summary reports.



Our Partner Selection
Methodology

¢ N

Functional Area:
Partners must deliver specific functional areas and personas

to connect with the appropriate targets.

Geographic Reach:

Partners must demonstrate the ability to reach the appropriate
regions globally based on campaigns executed within North
America, EMEA, or Asia-Pacific (APAC) regions.

Historical Performance:
Partners are ranked based on historical performance, including
pacing, delivery quality, rejection rate, and other key measures,

informing our allocation method for future campaigns.

Pacing & Execution:
Partner selection requires the ability to execute and deliver

client-desired outcomes and pacing objectives.

Vertical Penetration:
Partners must cater to targeted solutions addressing

industry-specific requirements.

Privacy and Compliance:
Verifiable adherence to all applicable data protection and

audience consent legislation.



Audience Engagement and Business Impact

Results are what matter. Providers must deliver transparent reporting on audience engagement and account
scoring, aligning these metrics with high-fit account profiles to show real impact on business outcomes like
pipeline, revenue, and ROI/ROAS.

Transparent insights into audience behavior and account scoring are essential. Providers must clearly document
and explain how engagement metrics connect to business outcomes, enabling data-driven decision-making.
Marketers must see how audiences interact with content and how these engagements directly influence the sales
pipeline and revenue. Justifying marketing investments and optimizing future campaigns without this visibility
becomes a guessing game.

Transparency here is non-negotiable. It ensures marketers can track and measure the tangible value generated by
their efforts, driving continuous improvement and accountability.

Key Details:

Standard: Questions to Ask Vendors:

Providers must offer transparent reporting on - How doyou report on audience engagement?

audience engagement and account scoring, Can you provide transparency into your

demonstrating their impact on business outcomes account scoring mechanisms?

like pipeline contribution, revenue growth, and ) )
How do these metrics connect to business

ROI/ROAS. . R
outcomes like pipeline and revenue?

Includes: How to Evaluate:
Transparent visibility into audience . Look for vendors offering precise, transparent
engagement behavior and account scoring. insights into audience engagement and behavior.
Clear documentation and explanation of . Ensure that account scoring is aligned with your
how engagement metrics align with ICP and business goals, with transparency
business outcomes. throughout the process.

Why It Matters: Minimum Standards:

Engagement Metrics Transparency: Vendors
must provide detailed engagement metrics,
including content downloads, form fills, webinar
registrations, and video completion rates.

Transparent metrics on audience engagement

and business impact guide data-driven decisions.
Without clear insights, marketing investments are
harder to justify, campaigns are difficult to optimize,
and overall returns are lower. Tracking and - Scoring Transparency: Vendors must offer

reporting on these metrics is key to ensuring transparent account scoring aligned with ICP
criteria, with at least 80% accuracy in predicting

high-fit accounts.

accountability and continuous improvement.

Business Impact Metrics: Metrics must include
pipeline contribution, revenue growth, and
ROI/ROAS, with clear documentation and reporting.



@ Audience Engagement and Business Impact

Madison Logic helps manage the CS Partner Ecosystem for you

We empower marketers to focus on strategic goals and initiatives, while we manage program operations

Quality Input
#1 Madison Logic ensures flawless program set-up and management of marketers’
target account lists. Our comprehensive intent data can prioritize marketers for

better targeting if needed. Madison Logic

provides
Premium
Quality Execution Customer Service
#2 Madison Logic holds our partners to stringent standards, ensuring that marketers’ from full campaign
program execution is seamless, meets all process standards, and delivers high-quality results. deployment &

optimization to

long-term strategic

Quality Outcome consultancy

#3 Through advanced lead validation technology, we guarantee that final outputs are
extremely well validated, high-quality leads that drive tangible business results.

Confidential. All Rights Reserved.

Conclusion:
Commitment to Transparency

By sharing this report, we seek to set the standard for all content
syndication and lead generation providers to be held to and continue to
emphasize transparency across the industry. We aim to inspire trust and
confidence among our clients and partner network by sharing our
methodology and adherence to these standards.



Our Role In
the Ecosystem

For almost 20 years, Madison Logic has empowered B2B marketers to convert their best accounts
faster by combining market-leading intent data with campaign activation across the entire buying
journey. Our unique value proposition lies in addressing the limitations of traditional content syndication
and providing a comprehensive solution that spans the entire buying committee and journey.

Traditional content syndication networks face critical limitations:
Limited Reach Diversity: Difficulty engaging diverse sectors.
Narrow Persona Focus: Overlook most buying committee personas.
Restricted Buying Journey Coverage: |Ineffective across different buying stages.
Inadequate Lead Validation and ROI Tools: Lacking robust validation and

performance measurement.
Madison Logic addresses these limitations with a modern, data-driven approach:

Audience Diversity and Engagement
Reach 250 million business professionals across 130+ countries and 150 industries.
Engage diverse personas from IT to finance and business leaders.

Prioritizing Accounts Across the Buying Journey
Use ML Insights combining engagement, technographic, and buyer research data.
Pinpoint high-potential accounts across 15,000+ intent topics.
Achieve a 32% increase in engagement and a 17% boost in pipeline contribution.

Robust Lead Validation
Ensure high lead quality and prevent pipeline stagnation.
Validate leads to focus on high-conversion prospects.

Comprehensive Performance and ROl Measurement
Dashboard showing account reach, engagement, sales velocity, pipeline impact, and research trends.
Integrate with CRM and MAP systems for detailed insights and optimization.



Frequently Asked
Questions

1. How do you ensure the accuracy and validity of the data you provide?
We use advanced verification methods, regular data audits, and cross-referencing with reputable
sources. Client feedback is also incorporated to continuously enhance our data quality.

2. What measures do you take to ensure the integrity of your syndication network?
We conduct bi-weekly performance reviews, generate detailed weekly and monthly reports, perform
A/B testing, and maintain strict partner selection criteria to prevent fraud and ensure integrity.

3. Can you provide detailed reporting on the performance and reach of my

content syndication campaign?

Reporting is always available for clients through your guaranteed access to our ML Platform, where
marketers have full visibility on program performance, account engagement, and content insights
across one or multiple campaigns to validate and optimize content syndication efforts.

4. How do you select and vet your syndication partners?

We select partners based on functional area, geographic reach, historical performance, pacing &
execution, and vertical penetration. Regular commmunication and performance evaluations ensure they
meet our high standards.

5. What steps do you take to comply with data privacy regulations (e.g., GDPR, CCPA)?
Madison Logic uses data encryption, conducts regular audits, ensures compliance with data privacy
laws, and follows the IAB Transparency and Consent Framework (TCF) 2.0. To learn more, visit
Madison Logic Trust Center.

6. Can you provide case studies or examples of successful content

syndication campaigns?

Our case studies showcase significant improvements in engagement, sales cycle velocity, pipeline
contribution, and average order value through our targeted strategies and robust partner network.

7. What data signals do you utilize to identify audiences?

Madison Logic's Proprietary Ist Party Engagement Data, 3rd Party Technographic Data, and 3rd Party
B2B Buyer Research. This intelligence helps clients identify and prioritize accounts with the highest
engagement and purchase likelihood. Our proprietary 1st party data captures over 245 million monthly
raw intent signals from various sources, including unique targeting and engagement signals. This data
is generated from signals across lead engagements, impressions, clicks, site visits, exposure time, social
engagements on LinkedIn, and CTV views.


https://www.madisonlogic.com/trust-center/
https://www.madisonlogic.com/
https://www.madisonlogic.com/blog/category/case-study/

Frequently Asked
Questions

8. What metrics do you use to measure the quality and engagement of syndicated content?
Madison Logic employs a comprehensive set of metrics to measure the quality and engagement of
syndicated content. We assess delivery efficiency (pacing), engagement rates, quality standards, and
forecasting accuracy to evaluate performance.
Delivery Efficiency (Pacing): Ensuring that campaigns are delivered on schedule and reach the
intended audience in a timely manner.
Engagement Rates: Tracking how audiences interact with the content, including clicks,
downloads, and time spent on pages.
Quality Standards: Validating that leads meet predefined quality criteria, ensuring they are
relevant and actionable.

To capture broader performance insights, we integrate data from a client's marketing automation
platform (MAP) and customer relationship management (CRM) systems. This integration allows us to
track pipeline and revenue performance, providing a holistic view of campaign effectiveness based on
metrics that matter to the business:
Pipeline Impact: Analyzing how syndicated content influences the progression of leads through
the sales pipeline, identifying stages where content is most effective.
Revenue Attribution: Connecting leads generated from syndicated content to actual revenue,
enabling precise measurement of content ROI.
Sales Velocity: Measuring the time it takes for leads generated from syndicated content to convert
into closed deals, and the size of those deals, providing insights into campaign efficiency.

By combining these insights with our core engagement metrics, we provide a comprehensive view of
performance that aligns with overall business objectives and campaign goals. This holistic approach
ensures that marketers can make informed decisions, optimize their strategies, and demonstrate the
true impact of their syndicated content on business outcomes.

9. How do you maximize reach while ensuring content relevance and effective targeting
of the right audience?

To maximize reach while ensuring content relevance and effective targeting, ML Insights empowers
marketers to prioritize high-value accounts and personas based on their likelihood to purchase. This
data-driven approach unifies three core insights into a single actionable score, enabling precise targeting
across a global publisher network. By focusing on key personas within the entire buying group, including
IT, Finance, and operational leaders, marketers can connect with a broader spectrum of decision-makers.
This method overcomes the scale limitations of individual websites, allowing for more meaningful
engagement and better coverage of high-potential accounts.

10. What are your policies and practices regarding transparency in pricing and billing?
Madison Logic provides clear pricing structures, discloses all potential fees upfront, offers regular billing
reviews, and maintains open communication to address billing queries. Marketers can also see your
pacing and performance against spending directly in our ML Platform.


https://www.madisonlogic.com/

