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A Note Before 
The Findings

This audit examines publicly observable 

signals only. It is not a comprehensive 

diagnostic that requires access to  

internal analytics, response data, and a 

direct conversation about what the brand 

is trying to achieve. What follows is what 

Esme can read from the outside. It is  

offered without malice and without  

inside knowledge.

Zilliant is a serious, well-established  

B2B software company. Founded in 1999, 

it has served major manufacturers and 

distributors for over 25 years and counts 

real, substantial organizations among its 

customers. 

The Credibility signal problem identified 

here is not a reflection of the product’s 

quality or the company’s operational  

standing. It is a reflection of a pattern that 

is common among B2B software  

companies at a certain stage and one that 

has specific, observable consequences  

for AI recommendation and  

first-impression trust.

The findings are what the evidence shows. 

The repair direction is what the evidence 

suggests.



EXHIBIT 01

The Crime Scene —  
What the Evidence Showed First

The investigation began with a claims audit.

Zilliant’s homepage meta description, the line that appears in  

every search result and that AI systems read before the page 

itself states:

See what the industry’s leading cloud-native pricing, CPQ, and 

revenue optimization software can do for your business.

The Why Zilliant page goes further:

Zilliant’s data science, cloud-native software and passion for 

customer success deliver the highest ROI, fastest time to value 

and highest customer satisfaction.

And press releases distributed via BusinessWire, used  

consistently as the company’s standard boilerplate, carry the 

same language:

Zilliant, the leader in pricing lifecycle management...
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EVIDENCE CONTINUED

The Crime Scene —  
What the Evidence Showed First

Three claims. Each one asserting market leadership or superiority. 

None of them with a source attached.

The investigation then asked the question AI systems ask when they 

encounter claims like these: 

can any of this be independently verified by a stranger who does not 

already trust the brand?

The answer, across all three claims was, not easily.

Zilliant doesn’t lack confidence. It lacks corroboration.
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EXHIBIT 02

The Evidence — 
The Claims Audit
The Credibility signal measures one thing: can what this brand claims be independently 

verified by someone who does not already trust it? The investigation examined each 

primary claim against publicly observable independent evidence. The evidence  

produced a clear pattern.

The pattern across five of six dimensions is consistent: the brand asserts.  

The independently observable evidence does not yet confirm what it asserts. The sixth 

dimension - third-party analyst validation, is the exception that proves the rule:  

independent validation exists, but it does not support the leadership claims being made 

in the same period. That gap is where the repair starts.

A003	 	 	 	 	 	     Credibility Signal	 	 	 	                  Zilliant Audit 



05

EXHIBIT 03

The Pattern — 
Where It Comes From
This pattern is not unusual for a B2B software company at Zilliant’s stage. 

The company has built its reputation through direct sales, referral  

networks, and the quality of its product. Its customers know the product 

delivers. The trust, in most cases, was established before anyone  

evaluated the public-facing claims.

The problem is not the audience the brand built itself for. It is the  

audience it has not yet considered.

AI recommendation systems do not have the benefit of prior relationship. 

They read what is independently verifiable. A B2B buyer asking an AI  

system to recommend pricing lifecycle management software encounters 

Zilliant as a brand whose primary claims, market leadership, highest ROI, 

best-in-class satisfaction cannot be corroborated by sources outside  

Zilliant’s own platforms. When corroboration is absent, confidence in  

recommendation drops.

“Zilliant hasn’t failed to build credibility.  It has failed to make that credibility 

independently observable.  Existing customers know the product delivers. 

Strangers can only evaluate the evidence that exists outside the  

brand’s own voice.”
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EVIDENCE CONTINUED

The Pattern —
Where It Comes From
The claims have been repeated for so long, across press  

releases, homepages, and product pages that the evidence 

infrastructure to support them has not been built with the same 

care. That gap compounds as AI-mediated discovery becomes 

a more significant part of how B2B buyers research vendors.

Within the Trust Signal framework, this is the  
Taker Friend Pattern. The claims are completely  
sincere. The problem is that when a stranger asks 
why they should believe them, there is nothing  
outside the brand’s own voice to point to.
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The Credibility signal is broken across the brand’s primary 
claims. The investigation did not find a shortage of credibility.  
It found a shortage of independently verifiable credibility. Zil-
liant has built evidence inside the business. The investigation 
found significantly less evidence outside it.



EXHIBIT 04

The Verdict

The cost of this pattern is not visible in the existing customer 

base. Zilliant’s customers know what they bought. The cost is 

visible in first-impression AI recommendation confidence, 

specifically when a buyer who does not already know the brand 

asks an AI system to recommend pricing software, and the  

system evaluates whether Zilliant’s claims can be corroborated 

by sources outside Zilliant’s own website.

Claims create attention. Evidence creates belief. 
AI recommends the brands it can verify, not the 
brands it recognizes.
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EXHIBIT 05

The Repair Direction
The repair for a broken Credibility signal is not a messaging  

overhaul. The problem is not how Zilliant describes itself. The 

problem is that what it describes cannot be independently  

confirmed. Three directions address this.
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EXHIBIT 06

What This Audit
Cannot Tell You

This audit examined the Credibility signal only.  

It is one of four signals The Trust Signal  

Diagnostic investigates. The other three  

signals were not investigated here.

The signals always interact. A brand that  

appears to have a single broken signal from  

the outside is rarely carrying just one problem  

on the inside. The Credibility failure visible here 

may be the most observable symptom or it may 

be the consequence of a different signal that 

broke first.

What this audit does not tell you: which signal 

broke first, how the Credibility failure is  

interacting with Zilliant’s other signals, what that 

interaction is costing in pipeline and  

recommendation terms, and what the correct  

repair sequence is for this specific brand.
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Why This Requires a  
Full Diagnostic

This audit identifies one broken signal. It cannot determine  

whether that signal is the cause of the problem or merely  

the symptom.

The full Trust Signal Diagnostic maps how all four signals  

interact, identifies which signal broke first, and sequences the  

repair accordingly. That sequencing is not a checklist. It is built 

around questions this audit cannot answer

The Trust Signal Diagnostic investigates all four signals  

together, traces the origin of each broken pattern, and builds  

a repair roadmap sequenced for the brand specifically.  

Not a checklist. An investigation.
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EXHIBIT 07

•	 Which signal broke first and is Credibility the cause or the consequence?  

•	 How are the other three signals interacting with what is visible here?  

•	 What commercial cost is being created by the gap between claimed and verifiable positioning?  

•	 What happens if visibility improves before credibility is established?  

•	 Which repair would create the greatest commercial impact first?  

These are the questions the full diagnostic exists to answer.
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