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START HERE

What's inside

Three parts. Each stands alone.

https://www.ciopages.com/work-with-us

This covers listings and placements, writing for us, and the principles behind both.

Each part stands on its own.

PART ONE

Vendor Listings
For vendors, product marketers, and the agencies working with them

o Directory Listings & Claiming Yours — Getting listed, claiming the record so you can manage it yourself, and keeping it
accurate.
e Buyer Guide Spotlight Purchases — Disclosed placements on the guides your buyers are reading: how they work, what

they cost, and how the review goes.

PART TWO

Editorial Contributions

For technology executives and practitioners who'd like to write for us

¢ Writing for CIOPages — Who we publish, what makes a piece work, what you get, and how to put yourself forward.

PART THREE
Our Editorial Principles
For communications and PR teams, SEO agencies, and anyone wondering how we stay independent while selling advertising

¢ Independence — What money can and can't change here.
e Links, PR & Coverage — Where our links come from, what you can buy, and what you can't.

e Corrections — How to get something fixed. Free, from anyone, always.

A note on how this is written

We've tried to say what's possible first and what isn't second, with the reasoning attached. Where the answer is "not for sale",
it's a principle rather than an opening bid — usually because selling that particular thing would quietly ruin the reason our
readers trust the site, which is the same reason a placement on it is worth buying.

What we sell will change as we add formats. Newsletter sponsorships and other placements may open later, and this page is
where they will show up first. What doesn't change is the line: advertising is labeled and sits beside the analysis, and the

analysis itself is never for sale.
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SHORTER VERSIONS OF THIS DOCUMENT
If you only need one audience's answers, there's an edition for each — same content, nothing else in the way.

Vendor Listings & Spotlight Placements — vendors, product marketers, and the agencies working with them

https://www.ciopages.com/downloads/ciopages-vendor-guide.pdf

Writing for ClIOPages — technology executives, and the teams placing articles for them

https://www.ciopages.com/downloads/ciopages-contributor-guide.pdf

The ClIOPages Executive Forum — senior technology leaders, and the comms teams acting for them

https://www.ciopages.com/downloads/ciopages-executive-forum-guide.pdf
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PART ONE

Vendor Listings

For vendors, product marketers, and the agencies working with them

There are two different things here, and it helps to keep them apart. The first is your record: the profile buyers see
when they look up your category. That's free, it's yours to correct, and it always will be. The second is reach:
appearing on the Buyer Guides where CIOs are shortlisting. We sell that one, openly, at a published price.

SECTION 1.1

Directory Listing & Enhancements

Getting listed, claiming the record so you can manage it yourself, and keeping it accurate.

https://www.ciopages.com/work-with-us#directory

WHAT PEOPLE ASK OUR ANSWER

List our company in the Directory v Available Being listed is free and stays free. We compile listings from public
sources, and telling us about a company we've missed costs nothing.
Claiming a listing, so you manage it yourself and appear on a buyer
guide, is $399 a year.

https://www.ciopages.com/directory/list

Correct our existing listing v Available Corrections are free and open to anyone. Show us the error and a
source, and we fix it. Claiming the listing, so you manage it yourself and
appear on a guide, is the paid part: $399 a year.

https://www.ciopages.com/directory/list

Get a link to our website from our v Available You already have one, free. Every profile carries the company website.
listing Links on paid placements and on fields a vendor supplied are marked as
advertising, which is what search engines ask for.

https://www.ciopages.com/work-with-us/fag#links-included

Receive buyer inquiries from our v Available Included with a claimed listing, $399 a year. Anything a buyer submits on
listing your listing comes straight to you.

https://www.ciopages.com/directory/list

Remove our listing entirely v Available Ask from a company email address and we take it down. We don't hold a
listing hostage to a sale.

https://www.ciopages.com/contact
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Get listed when we don't cover you yet

Who Any enterprise technology vendor we don't already cover
Cost $399 a year, which claims the listing and includes a place on one buyer guide

Time 10 minutes to submit - reviewed in a few business days - nothing charged until we approve

WORTH HAVING TO HAND

O Your work email on the company's own domain. That's how we confirm you work there

(J The company name exactly as you want it published, and your main website URL

OJ Two or three sentences on what the product does, in plain language

(J Who buys it: the roles, company sizes or industries

O The pages we should read: product, documentation, pricing. We write the profile from your own material and cite it

(J Headquarters and the year founded

HOW IT GOES
1. Search the Directory first. There are already 1,700+ companies in there, compiled by us from public sources. If yours is one
of them, claim that record instead of starting a second one. A duplicate is the most common reason a submission stalls.

2. Tell us what the company does. A brief, not ad copy. We write the listing ourselves from your public pages, so what helps is
a clear account of the product and the URLSs that back it up. Anything we can't source from your own material, we leave out.

3. Pick your guide and authorize. Pick the buyer guide your buyers read. We validate your card and put a hold on it. Nothing is
taken yet.

4. We write it and check it. An editor checks that the company is real, that the category fits, and that every fact on the profile
traces back to a source. A few business days.

5. You go live, or you pay nothing. When we approve it, the profile publishes, the placement appears, we charge for the year
and your portal opens. If we can't approve it, the hold comes off and we tell you why.

What tends to send one back

= Superlatives: "leading", "best-in-class", "world's #1". We take them out either way, so leaving them out saves us both a round
— Adescription that never quite says what the product does

= A category picked for search volume rather than fit. Buyers notice, and it costs you the inquiry

— Consultancies or resellers submitted as software products

= A submission from a personal email on behalf of a client you won't name

Doitat https://www.ciopages.com/directory/list

ClOPages - Working With CIOPages www.ciopages.com/work-with-us - 5



Claim an existing listing

Who Anyone at a company we already list Cost $399 a year, including a place on one buyer guide. Corrections are free either way

Time 5 minutes to submit - reviewed in a few business days - nothing charged until we approve

WORTH HAVING TO HAND

OJ An email address on the company's domain. That's what proves control

(J The corrections you want to make, gathered in one go

OJ Anything on the current record that's wrong or out of date, plus a page of yours we can check it against
(J Your logo as a PNG or SVG. We trim and fit it, so any shape works

(] Optional: up to three PDFs and one short product video. A claimed listing can carry its own material

HOW IT GOES

1. Find your company. Search by name on one page. If we already list you, we open that listing instead of creating a second
one.

2. Pick your guides. One buyer guide is included, and more cost the same each. We suggest the guides your category maps
to, and you can search every published guide if the one you belong on isn't in the list.

3. Give us your details and authorize. Work email, title, phone and company address. We validate your card and hold it.
Nothing is charged.

4. We review it. An editor checks that the listing is yours, that the category fits, and that the content meets our standards. We
may edit the wording for accuracy.

5. You go live, or you pay nothing. When we approve it, we charge for the year and publish. If we can't approve it, we cancel
the payment and tell you why.

Doitat https://www.ciopages.com/directory/list
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SECTION 1.2

Buyer Guide Spotlight Purchases

Disclosed placements on the guides your buyers are reading: how they work, what they cost, and how the review goes.

https://www.ciopages.com/work-with-us#spotlight

WHAT THINGS COST

Being listed Free, always We compile the Directory ourselves. Corrections
are free too, for anyone, whether or not you pay us.

Claimed listing + one guide $399 | year The usual way in: the listing is yours to edit, with a
verified badge, a followed link, buyer inquiries —
and a place on the buyer guide you pick.

Claimed listing on its own $199 | year For a company whose category has no live guide
yet. Everything above except the placement. When
we publish a guide you're eligible for, your first one
is $200: the difference, so you pay the same $399
as claiming with a guide.

Each additional guide $199 / guide | year The same price as the listing itself, so there's no
arithmetic to do. 5 Spotlight slots per guide.

Featured Vendor $699 / guide | year The one exclusive band above the Spotlight cards,
carrying a document readers can request. One
price per guide, with the claimed listing included.
Arranged by conversation.

Annual, and nothing is charged until an editor approves the submission. If we change a price, it applies to new purchases: an existing
subscription keeps its own rate, and we give at least 30 days' notice by email before any change affects a renewal.

\ J/
WHAT PEOPLE ASK OUR ANSWER

Buy a Spotlight listing on a Buyer v Available $399 a year claims your listing and includes a place on one guide. More
Guide guides are $199 each. 5 slots per guide, each one labeled as paid.

https://www.ciopages.com/directory/list

Take the exclusive Featured Vendor v Available $699 per guide for the year at the introductory rate, with the claimed

slot listing in that price. One per guide: a full-width band above the Spotlight
cards with your logo, a line about what you do, and a document readers
can request if you've uploaded one.

https://www.ciopages.com/directory/spotlight-policy

Appear on several guides at once 7 Available Plenty of vendors do, and it's priced per guide. Take Featured on your
core category and Spotlight on the ones next to it. One checkout covers
all of them.

https://www.ciopages.com/directory/list

Sponsor the newsletter, a webinar ©® Not yet Not today. Guide placements and the claimed listing are what we sell
or another format right now. We expect to add more, so tell us what you want and we'll
come back to you when it opens.

https://www.ciopages.com/work-with-us/faqg#other-formats
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WHAT PEOPLE ASK OUR ANSWER

Join the editorial Vendor & Not for sale Our editors pick that on market relevance, so it isn't for sale. What does
Landscape in a guide help is a claimed, accurate profile, because that record is where they
look.

https://www.ciopages.com/editorial-policy#independence

Rank higher in the guides or the & Not for sale Directory ordering ignores what a vendor has paid, on purpose. That's
Directory what keeps the guides worth reading for the buyers you want. A
placement gets you visibility without touching the ranking.

https://www.ciopages.com/editorial-policy#independence
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Buy a Spotlight or Featured Vendor placement

Who Vendors who want to be seen by buyers actively comparing their category

Cost $399 a year claims your listing and includes a place on one buyer guide. More guides are $199 each. Featured Vendor is $699 per
guide, listing included.

Time Under 10 minutes to buy - reviewed in a few business days

WORTH HAVING TO HAND

(J A shortlist of the Buyer Guides your buyers read

(I An accurate Directory profile. The placement is built from it, so check it over first

OJ Your logo as a PNG or SVG. We trim and fit it, and it appears once an editor clears it

(] Optional: up to three PDFs and one short product video for your profile. A Featured placement carries one document onto the
guide too

(J A card. Nothing is charged until we approve the listing
HOW IT GOES

1. Pick your company and your guides. One page suggests the live guides your category maps to, and lets you search the
rest. Asking for one outside that mapping is a request an editor rules on, not a purchase. One guide is included, and more
cost the same each.

2. Check out once. One checkout covers your claimed listing and every placement. We authorize your card and hold it. Nothing
is taken yet.

3. We check the fit. An editor confirms you belong in that guide's category and that your profile facts hold up. A few business
days.

4. You go live. Your listing publishes, the placement appears on the guide, the annual charge goes through and your portal
opens.

5. Or the hold comes off. If we can't run it, nothing is charged and we tell you why. Category fit is almost always the reason,
and we name the guide that fits instead.

6. Renew, change or stop. Placements are annual and you manage them from the portal. Cancel any time to stop the next
renewal.

What tends to send one back

— Aguide whose category your product doesn't serve. We'll point you at one that fits
= Profile facts that don't match your own website

~ Your own ad copy for the placement. It shows the same reviewed profile fields as every other listing, which is what makes
buyers trust it

— A placement bought hoping it also gets you into the guide's analysis. Those are separate on purpose

Doitat https://www.ciopages.com/directory/list

How a placement is presented

Spotlight cards sit in their own block beside the guide. They are labeled as paid, they never appear inside the editorial analysis,
and they show the same reviewed profile fields as every other listing. The full disclosure is worth two minutes if you are buying:

https://www.ciopages.com/directory/spotlight-policy
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PART TWO

Editorial Contributions

For technology executives and practitioners who'd like to write for us

We publish guest bylines, and the ones that work are always the same shape: a senior operator writing about
something they were personally on the hook for. The bar is high and the process is short. Send a few paragraphs,
not a finished draft.

SECTION 2.1

Writing for CIOPages

Who we publish, what makes a piece work, what you get, and how to put yourself forward.

https://www.ciopages.com/editorial-policy#contributions

WHAT PEOPLE ASK OUR ANSWER

Write a guest article for CIOPages & Sometimes Yes, by invitation, when it's a senior operator writing about work they
were accountable for. Send a short pitch instead of a finished draft and
we'll tell you quickly.

https://www.ciopages.com/editorial-policy#contributions

Place an article written by our  Not for sale A byline goes to the person who did the work and can stand behind it. If

agency or ghost-writer what you want is visibility for the brand rather than the author, a guide
placement is the right product.
https://www.ciopages.com/directory/spotlight-policy

Offer expert commentary, data or a & Sometimes Welcome, when it's relevant to a guide we're working on. Lead with the
briefing substance. Original data and specifics from real deployments get our
attention.

https://www.ciopages.com/contact

Pay to have an article published & Sometimes Yes, in one place: the Executive Forum, a section separate from our
editorial coverage. We review and edit every piece there, label it a Paid
Guest Contribution, and mark outbound links rel="sponsored". What no
payment reaches is our editorial coverage itself.

https://www.ciopages.com/executive-forum
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Who we publish
v Sitting or recent CIOs, CTOs, CDOs, CISOs, chief
architects and equivalent senior operators

v Writing under their own name, about work they were
personally accountable for

v On something our readers already come here for: IT
strategy, enterprise architecture, Al governance and
adoption, technology cost and FinOps, sourcing, and the
organizational side of all four

v With something specific to say: a decision, a number,
something that didn't work

What a contributor gets

v Your byline, your title, and a two-line bio

v One link in the bio: your company or your LinkedIn, your
choice

v Editing for clarity and house style, with the final text back
to you before it runs

v A push through our newsletter and social channels

ClOPages - Working With CIOPages

What doesn't work here

= Unsolicited finished drafts, and articles an agency places
for a client. Those belong in the Executive Forum, which
has a section and a bar of its own

— Bylines where the named executive didn't write it and the
views aren't theirs

= Pieces that depend on getting a link to a product, client or
campaign

— Anything already published elsewhere, or syndicated
across several sites

= Al-written drafts sent as original work

= Avendor pitch dressed as thought leadership. If it ends up
recommending the product, it's advertising, and we sell
advertising separately

How to put yourself forward

A few paragraphs is genuinely enough for us to tell whether

it's a fit — and it saves you writing on spec:

1. Your role, your organization, and what you were
accountable for

2. Athree-sentence thesis: your point of view, not your topic

3. Three to five bullets of what the piece would cover

4. Anything you've published before, if you have

If it fits what we're working on we'll come back to you. No

reply within two weeks means it wasn't a fit this time — do
try again with another angle.

https://www.ciopages.com/contact?topic=contributio
n
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Pitch a contribution

Who Sitting or recent senior operators with something specific to say

Cost Free. We don't pay for invited bylines and we don't charge for them  Time 15 minutes to pitch - we reply within two weeks if it's a fit

WORTH HAVING TO HAND

O Your role and organization, and what you were accountable for
(J Athree-sentence thesis: your point of view, not your topic

O Three to five bullets on what the piece would cover

(J Anything you've published before, if you have

HOW IT GOES

1. Send the pitch, not the piece. A few paragraphs is enough for us to tell whether it's a fit, and it saves you writing 1,500
words on spec.

2. We check it against what's already underway. Fit is partly the idea and partly timing: what we're already commissioning on
that theme.

3. Ifit's a yes, we agree on an angle and a date. You write it. We edit for clarity and house style, and send you the final text
before it runs.

4. It publishes with your byline. Your title, a two-line bio, one link of your choosing in the bio, and a push through our
newsletter and social channels.

What tends to send one back

— Afinished draft attached to a cold email. We'll ask for the pitch anyway

= A piece that ends up recommending the author's own product

— Anything already published elsewhere, or syndicated across several sites
= Al-written drafts sent as original work

Doitat https://www.ciopages.com/contact?topic=contribution
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SECTION 2.2

CIOPages Executive Forum

A byline section for senior technology leaders. Separate from our editorial coverage, edited, and labeled.

https://www.ciopages.com/executive-forum

Membership is $499 a year. Each article is $249 if you write it, or $499 if we research and write it from your intake. Up to
6 articles a year. We edit every piece before it runs, and we label it as a paid guest contribution.

s N

WHAT IT COSTS

Application & review Free to apply We authorize your card when you apply, and collect
only if we accept you

Membership $499 | year Covers the review and your standing in the Forum
for twelve months

Each article you write $249 Charged when we accept your pitch. A pitch we turn
down costs nothing

Each article we write $499 Researched and written from your intake and a
short call. Your byline, your sign-off

Ceiling 6 articles | year A cap, not a target, so no single voice takes over
the section
\ y,
What membership gets you What it does not buy
v Twelve months in the Forum, and up to 6 published articles = A dofollow link. Outbound links in Forum articles carry
v Areal edit on every piece: structure, clarity, house style, rel="sponsored"
and a check on every claim — Aplace in a Buyer Guide, or any change in how we
v Your byline, your current title, a 40-word bio and one link evaluate a vendor there
you choose — An upgrade to a Directory record, or a Spotlight slot
v A permanent URL on ciopages.com. No paywall, no expiry = Editorial coverage of your product, now or later
v Your title and excerpt in the main Insights index, next to = Publication of any particular draft

our own writing — Moving, softening or dropping the label

v A spot in The Throughline newsletter and on our LinkedIn —
and X channels

Any say in what our editors write about your company or
your market
v A print-quality PDF of each published piece

v A straight answer when we say no, including which check
decided it

v The option to have us write a piece for you, for $499

v Free pitching, as often as you like. The article fee applies
once we accept a pitch
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On traffic and leads

We don't promise specific targets or estimates for leads or traffic. You are paying for content context, the platform's reputation
and a published byline.

e 132 live Buyer Guides across enterprise technology categories
e 1,700+ vendors in the Directory

e 96 in-depth articles and 102 glossary definitions

e An editorial policy, published in full, that predates this program
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SECTION 2.3

Who we accept

We review membership before we invoice it, so most declines happen there.

https://www.ciopages.com/executive-forum#who

Who qualifies
v Sitting or recent CIOs, CTOs, CDOs, CISOs, chief
architects and equivalent senior operators

v VPs and SVPs of engineering, infrastructure, data, security
or enterprise architecture

v Partners and principals at advisory firms, writing about an
engagement they led

v Founders and senior executives at technology companies,
writing about a practitioner problem rather than their
product

v Authors who wrote the piece themselves, or directed it
closely enough to stand behind every claim in it

What we check before invoicing

Businesses we don't accept

— Gambling, adult services, payday lending and debt relief
— Crypto token promotion, trading signals and yield schemes

— SEO link networks, review farms, essay mills and
reputation management

= Anything whose real purpose is to rank a third party's client

— Regulated medical, legal or financial advice we're not in a
position to verify

= Companies whose main business is placing content on
other people's websites

v The company is real, currently operating, and has more than a landing page

v Your title and tenure match the public record

v No unresolved regulatory action, fraud finding or consumer-protection judgment we can find

v You're reachable at a corporate address

v The business isn't in a category we decline

ClOPages - Working With CIOPages
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SECTION 2.4

What we publish

The areas our readers already come here for. Something outside them is a tougher sell, but not an automatic no.

https://www.ciopages.com/insights

Enterprise Applications

ERP and CRM programs, platform consolidation, migrations, post-go-
live stabilization

Data & Analytics

Data platform decisions, governance, quality debt, warehouse versus
lakehouse

DevOps & Platform Engineering

Platform team formation, developer experience, pipeline
consolidation, reliability practice

IT Management & Governance

Operating models, portfolio governance, service management,
reorganizations

Technology Cost & FinOps

Cloud cost programs, license renegotiation, showback and
chargeback, measured savings

The Organizational Side

Team design, technical talent, succession, working with the board

ClOPages - Working With CIOPages

Cybersecurity & Identity

Identity programs, zero-trust rollouts, incident retrospectives, security
operating models, board reporting

Al & Automation

Adoption programs, Al governance and policy, build versus buy,
evaluation and guardrails

Foundational IT & Infrastructure

Cloud migration and repatriation, network and endpoint
modernization, technical debt, data center exits

Architecture & Governance

Enterprise and business architecture, capability modeling, standards,
architecture review boards

Sourcing & Vendor Management

Selection processes, contract negotiation, managed-service
transitions, vendor exits

Industry Solutions

Sector programs in financial services, healthcare, insurance and
manufacturing
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SECTION 2.5

Editorial guidelines

What we edit every draft against, paid or not.

https://www.ciopages.com/executive-forum#guidelines

Say what you think, early

Your point of view belongs in the first 150 words, and it isn't the same thing as your topic. "Most platform teams fail because
they're funded as projects" is a point of view. "Platform engineering is an important trend" is a topic, and we don't publish topics.

750 to 1,200 words

Long enough to make a real case, short enough that a CIO finishes it. Under 600 words there's rarely room for evidence. Over
1,500 it's usually two articles.

Be specific

Give us a number, a date, a decision, a constraint, something that didn't work. The most common reason we send a draft back is
that anyone could have written it without doing the work.

No selling, no claims you can't back up

Mention your company where the story needs it. Don't keep coming back to it. Same with big claims: if you use a number, tell us
where it came from.

First person, where you were accountable

Write about what you owned. "We moved 40 services and stalled on the last six" works. "Organizations should consider a phased
approach” doesn't.

Evidence we can check

Standards bodies, vendor documentation, regulations, published research. If a number comes from your own environment, say so
and give us the denominator.

Name vendors fairly, or not at all

Name products, including competitors, where the story needs them. Just don't end up recommending your own.

Original and unpublished

Not on your blog, not on LinkedIn, not syndicated anywhere else. We check. You can republish it 30 days after we run it, with a
link back to us.
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Written by a person

Using Al to help you draft is fine. Sending us something it wrote start to finish isn't, and it's obvious. You need to be able to stand
behind every claim in a conversation.

Do Don't
v Pitch first: a three-sentence thesis and four or five bullets, — Don't send a draft your agency wrote and your executive
not a finished draft hasn't seen
v Lead with the decision you got wrong before the one you = Don't build to a conclusion that's your own product
got right = Don't pad it with market-size paragraphs and predictions
v Give real numbers with the denominator, or say plainly that — Don't ask us to move, soften or drop the label
ou can't . L .
y — Don't ask for links to your own site in the body — the bio
v Name the constraint that made the obvious answer link is the one we carry
impossible . . . .
P = Don't send us anything already published, in whole or in
v Link to primary sources: standards, documentation, filings, part
research

— Don't send a second draft while the first one is still in
v Keep the bio to 40 words and pick the one link that matters review

v Tell us if any part of the piece touches a commercial
relationship you have
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SECTION 2.6

How we label a Forum article

One line at the top of every piece, with the detail a click away.

https://www.ciopages.com/executive-forum#disclosure

THE LABEL, EXACTLY AS IT APPEARS ON THE PAGE

PAID GUEST CONTRIBUTION - CIOPAGES EXECUTIVE FORUM (LEARN MORE)

Making Al Transformations Yield ROI

By A. N. Executive - Chief Technology Officer, Example Industries

The full explanation is one click away, at https://www.ciopages.com/executive-forum/disclosure, rather than stacked above the headline of every
article.

v The Paid Guest Contribution label sits at the top of the article, above the byline
v The same label appears on the article's card anywhere it's listed

v Forum pieces are grouped in their own section, away from our editorial coverage
v It's in the page's structured data, so search engines and aggregators see it too
v The wording is ours, and it's the same on every Forum piece

v It stays there for the life of the article

ClOPages - Working With CIOPages www.ciopages.com/work-with-us - 19



SECTION 2.7

How it works, and the terms

Application to publication, when each fee is charged, and what happens if we turn something down.

https://www.ciopages.com/executive-forum#process

01 Apply Authorized, not charged

Tell us your role, your organization, what you'd write about, and anything you've published before. No draft needed. We put the
membership fee on your card at this point, but we don't collect it.

(02 We check 3 business days

Company, title, tenure, and the category screen. Most declines happen here, and we tell you which check you didn't pass.

(03 You'rein, or you're not $499 on acceptance

If we accept you, we collect the membership fee and send you a welcome email with the editorial bar and how to pitch. If we
decline, the hold comes off your card and nothing is taken.

(04 Pitch an article $249 on acceptance

Send us a three-sentence thesis and four or five bullets. We come back with a yes, a redirect, or a no. Pitching is free and
there's no limit on it. We charge the article fee when we accept a pitch, because that's when we commit an editing slot to it.

(05 Write it, or have us write it $249 yours, $499 ours

You draft it, or you fill out the intake and we write it from what you give us. Either way it's your byline, and you sign off on the
final text.

06 Edit 1-2 weeks

We edit for structure, clarity and house style, and we check every claim. Anything substantive comes back to you. Nothing
publishes that you haven't seen in final form.

()7 Publish 3-4 weeks, pitch to live

Permanent URL, label in place, listed in the Insights index, and included in our newsletter and social channels.
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If you'd rather we wrote it — $499 an article

Fill out the intake, give us 30 to 45 minutes on a call, and we'll research and write the piece from what you tell us. You review it,
ask for changes, and sign off before it publishes. The views in it have to be yours, and the byline says so. What we won't do is
invent the substance. If the intake comes back with no decision, no constraint and no numbers in it, we'll say so and refund you
rather than make something up.
WHAT THE INTAKE ASKS

1. Your main point in one sentence: what should someone take away that they didn't know before?

2. The work behind it: what you were accountable for, over what period, at what scale.

3. The constraint that made the obvious answer impossible — budget, regulation, legacy estate, politics, timing.

4. Numbers we can use, with the denominator for each, and whether any need anonymizing.

5. What went wrong, or what you'd do differently.

6. Systems, vendors and standards involved, plus any we must not name.

7. Who the piece is for: which role, what kind of organization, facing what decision.

8. Anything legally sensitive: customer names, unannounced products, matters in progress.

9. Your bio in 40 words, and the one link you want it to carry.

Rejection, refunds and rights

If we decline your application, you're never charged. The hold comes off your card.
We collect the membership fee when we accept you. It covers the review and your standing for twelve months.

We charge the article fee when we accept your pitch. Pitching is free, so a pitch we turn down costs you nothing.

Y N N N

If we accept a pitch and then can't publish it for a reason on our side, you choose: a refund, or we put the fee toward another
pitch.

v If you drop an accepted pitch, we don't refund the article fee. We held the editing slot for it.

v Once a piece publishes, it stays published. We'll correct a factual error and note the change, but we don't take articles down on
request.

We may add a note to an article, or remove it, if a claim in it turns out to be false and can't be corrected. We'll tell you first.
The cap is 6 published articles per membership year.

Membership isn't refundable once your first article publishes. Before that, tell us and we'll refund it.

NN N N

You keep the copyright, including on pieces we write for you, and you give us a permanent, non-exclusive license to publish. You
can republish after 30 days with a link back to us.
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SECTION 2.8

Questions members ask

The ones worth answering before you apply, not after.

https://www.ciopages.com/executive-forum#faq

Is this the same as your invited guest bylines?

No, and we keep them in separate sections. Invited contributions are unpaid and carry no label, because there's nothing to disclose.
Forum articles sit in the Forum and carry the Paid Guest Contribution label wherever they appear.

When am | charged?

We authorize the membership fee when you apply and collect it only if we accept you. We charge the article fee when we accept your
pitch. Pitching is free, so a pitch we turn down costs you nothing.

Can my agency or PR firm write it?

They can help you draft it and manage the process. The named author has to be the person whose views these are, and has to be able
to stand behind them in a conversation with our editor.

Why are the links nofollow if I'm paying?

Marking paid links is what search engines ask for, and it protects your domain as much as ours. Your bio link is real and visible, and
people click links they trust whatever the rel attribute says.

Can | have a piece taken down later?

No. A published article keeps its URL. We'll correct a factual error and note the correction, and we'll talk about an update if your
circumstances change, but we don't remove pieces on request.

What if you turn down everything | pitch?

Then we've both spent time for nothing. That's why the application is free and detailed: a mismatch is cheaper to find before an invoice
than after one. You're not charged for a pitch we decline.

Do | have to commit to 6 articles?

No. The membership fee covers the review and your standing for the year. After that you pay per accepted article, and plenty of members
run one or two.

What's the difference between the two article prices?

$249 is for a piece you write and we edit. $499 is for one we research and write from your intake and a short call, which you then review
and sign off. Same editorial bar either way, and it's your byline in both.

Do you edit heavily?

We edit for structure, clarity and house style, and we push hard on claims you can't back up. We don't rewrite your position into ours. If a
draft needs more than two substantial passes, we'll tell you it isn't working.
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PART THREE

Our Editorial Principles

For communications and PR teams, SEO agencies, and anyone wondering how we stay independent while selling advertising

We sell advertising and publish independent research to the same audience. That only works if the line between the
two is public, and if it holds in a slow month as well as a good one. Here is where we've drawn it, why, and what it
means for the requests we get most often.

SECTION 3.1

Independence

What money can and can't change here.

https://www.ciopages.com/editorial-policy#independence

The analysis isn't for sale, and that's what makes the advertising worth buying

Which vendors appear in a Buyer Guide's Vendor Landscape, how we describe them and how we order them are editorial calls,
made on market relevance. If you could buy them, the guides would stop being useful to the ClOs our advertisers want to reach,
and the advertising would be worth nothing.

What we sell is placement, and we label it

Spotlight Listings and Featured Vendor placements are advertising. Each one is labeled “Paid placement,” and each sits in its
own block beside the analysis rather than inside it. That follows the FTC's guidance: paid placement should be disclosed clearly
enough that nobody mistakes it for editorial judgment.

Paying changes nothing about how we cover you

A Spotlight buyer gets no softer assessment and no better position, and a vendor who has never paid us anything is covered on
the same terms. When an assessment is unfavorable, we publish it and tell the buyer why.

No pay-to-rank, in the code as well as the copy

Directory search ordering ignores what a vendor has bought. Whatever position you hold is the position you would hold if you had
never paid us anything.

Someone reads every change a vendor submits

Claimed vendors can correct their own record, and nothing goes live unread. We edit for neutrality and take out superlatives, from
everyone, including the vendors who pay us.
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SECTION 3.2

Links, PR & coverage

Where our links come from, what your listing already gives you, and what you can't buy.

https://www.ciopages.com/editorial-policy#links

WHAT PEOPLE ASK

Report a factual error anywhere on
the site

Buy a link inside an article, guide or
glossary entry

Exchange links or set up reciprocal
linking

Run a sponsored article, advertorial
or paid review

Add our product to a listicle or
resource page

Publish or syndicate our press
release

v/ Available

& Not for sale

4 Not for sale

& Sometimes

4 Not for sale

& Not for sale

Your listing already links to you, free

OUR ANSWER

Free and welcome from anyone — vendor, buyer or reader. Send the
URL and a source, and we'll look at it within five business days.

https://www.ciopages.com/editorial-policy#corrections

Our editors pick those links to point at primary sources, so they aren't for
sale. Search engines treat the alternative as a link scheme. Your free
profile already links to your site.

https://www.ciopages.com/editorial-policy#links

We don't do exchanges. A link from us should mean we thought a reader
would want it. We don't reply to exchange requests one by one, so
please don't wait on one.

https://www.ciopages.com/editorial-policy#links

Paid words dressed up as editorial are the one thing our readers trust us
not to do. Nothing paid runs inside our coverage, and reviews are never
for sale. A labeled guest contribution in the Executive Forum is the
disclosed version of the first two, and a Spotlight placement beside the
analysis is the other.

https://www.ciopages.com/executive-forum

Same rule as any editorial mention: relevance decides. Keeping your
Directory profile accurate is the most useful thing you can do.

https://www.ciopages.com/directory/list

We don't run releases. If the news changes a fact about you, send it as a
correction instead. An updated listing is still useful years after a news
post has scrolled away.

https://www.ciopages.com/editorial-policy#corrections

Every Directory profile carries the company website, claimed or not. So a link to your site isn't something you have to negotiate
for. It's already on the record buyers see when they compare your category.

Our editors choose the links in our own writing

Inside articles, Buyer Guides and glossary entries, links go where the point being made leads: standards bodies, vendor
documentation, original research. That's a call we make for the reader, so it isn't for sale and there's no rate card to ask for.
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Advertising links are marked as advertising

Links on paid placements, and on profile fields a vendor supplied, are marked as advertising. That's what search engines ask for
on paid and self-submitted links, it's what every credible directory does, and it keeps both your domain and ours out of trouble. It's
also what lets us sell placement without touching the editorial.

We don't trade links

A link from us should mean we thought a reader would want it, and a swap can't deliver that. We get too many exchange requests
to answer them one by one, so please don't hold a campaign waiting on a reply.

Paid guest contributions are labeled, and their links are marked

Executive Forum articles sit in a section separate from our editorial coverage, and each one is labeled a Paid Guest Contribution
at the top of the page, not in small type at the foot. Outbound links carry rel="sponsored", which is what search engines ask for
and what protects your domain as much as ours. Membership doesn't reach links inside our own writing, or how we evaluate a
vendor.

Reach is the thing worth buying

A placement puts you in front of buyers who are halfway through comparing your category, which is usually what the link request
was really after. It's self-serve, the price is published, and it's live in about a day.

SECTION 3.3

Corrections

Free, welcome from anyone, and never tied to a purchase.

https://www.ciopages.com/editorial-policy#corrections

Getting a fact wrong about a vendor breaks the thing we sell, so we would much rather hear it from you than leave it
wrong. Send the URL, the specific error and a source we can check. We look at it within five business days.

What we'll correct
v Factual errors: wrong capability, wrong pricing model,
wrong integration, wrong owner

v Facts that have gone stale after a rename, an acquisition,
a funding round or a discontinued product

v A category that's putting you in front of the wrong buyers
v Broken or redirected links to your site

v Anything we've misquoted or credited to the wrong person

ClOPages - Working With CIOPages

Where we hold the line

— Take down an accurate assessment because it isn't
flattering

— Rewrite our analysis to match a positioning deck

= Drop a competitor from a guide, or move one to your
advantage

— Swap a factual description for approved marketing
language

— Take a page down in exchange for a purchase, or leave
one up in exchange for one
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Request a correction

Who Anyone who spots a factual error — vendor, buyer or reader Cost Free Time Reviewed within 5 business days

WORTH HAVING TO HAND

(J The exact URL, and the sentence or field that's wrong
(J what the correct fact is

(J A public source we can check it against. Your own site counts
HOW IT GOES

1. Send it with the evidence. Claimed vendors can submit from the portal, and anyone else can use the contact form. The URL
and a source is all we need.

2. We check the source. You don't need to make the case, just point us at it. Anything we can confirm, we correct.

3. We fix it, and note it where it matters. Typos get fixed quietly. A real change to an assessment carries a dated note,
because readers should be able to see that it changed.

Doitat https://www.ciopages.com/contact?topic=correction
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APPENDIX A

Questions we're asked (44)

Every one has its own link online, so you can send a colleague straight to the answer.

https://www.ciopages.com/work-with-us/faq

PART ONE

Vendor Listings

Directory listings & enhancements

How much does a Directory listing cost?

Being listed is free and stays free, and so is reporting an error in any listing. We don't charge anyone for an accurate record. Claiming a
listing, so you manage the content yourself and appear on a buyer guide, is $399 a year. https://www.ciopages.com/directory/for-
vendors

We're already listed but we never submitted anything. Why?

We compile the Directory from public sources, so buyers can compare a whole category instead of only the vendors who signed up.
Claim the listing if you want to correct it, or ask us to take it down. We'll do either, no questions.
https://www.ciopages.com/directory/list

How long does a new listing take to appear?

A few business days. An editor reads every submission, and for a company we don't already list, we write the profile from your own
pages before it publishes. Your card is held, not charged, until that's done. https://www.ciopages.com/directory/list

How do you verify that we work at the company?

By email on the company's own domain. We send a link there, and clicking it proves you control the domain. It's the one step we can't
skip, because it's what stops anyone else editing your record.

Can our agency claim the listing on our behalf?

The claim has to come from a company-domain address, because that's what proves control. Once it's claimed, whoever manages the
profile day to day can take it from there.

Do our edits publish immediately?

Someone reads them, same as everything else on the site. We never refuse a factual correction. We do take out marketing language, on
your listing and on everyone else's.

Does a listing or a placement include a link to our site?

Your profile carries your website whether you've claimed it or not, so yes, and you don't have to buy anything for it. A claimed listing adds
a followed link. Links on paid placements and on fields you supplied are marked as advertising, which is what search engines ask for.
What you can't get is a link inside our own writing. https://www.ciopages.com/directory/list

Can we have our listing removed?

Yes. Ask from a company-domain email address and we take it down. We don't hold a listing hostage to a sale.
https://www.ciopages.com/contact

Our submission came back. What how?

It's almost always one of three things: a duplicate of a listing we already have, a category that doesn't fit, or copy that sells instead of
describing. Each is a five-minute fix, and there's no limit on resubmitting.

Buyer Guide Spotlight purchases
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What exactly is a Spotlight Listing?

A paid card in a Buyer Guide's Spotlight block, up to 5 per guide, linking to your CIOPages Directory profile. It sits beside our analysis
and is labeled as a paid placement. It is not part of the editorial Vendor Landscape. https://www.ciopages.com/directory/spotlight-
policy

What does it cost?

$399 a year claims your Directory listing and includes a Spotlight placement on one buyer guide. That's the way in, and it's the number
most vendors need. More guides are $199 each, which is also what the listing costs on its own if your category has no live guide yet.
Featured Vendor, the one exclusive band above the Spotlight cards, is $699 per guide at the introductory rate, with the claimed listing in
that price. Nothing is charged until we approve the listing. https://www.ciopages.com/directory/list

What is a Featured Vendor placement?

The one exclusive placement on a guide. It's a band of its own rather than a bigger card in the Spotlight row: full width, your logo next to
your name and summary line, marked “Paid placement,” with a link out to your site. $699 per guide for the year, and that price includes
the claimed listing and everything it gives you. There's one per guide, so once it's taken, it's taken.
https://www.ciopages.com/directory/spotlight-policy

Can we offer a data sheet, brochure, or video?

Any claimed listing can, and it's optional — plenty of vendors skip it. You can upload up to three PDFs and one video of up to three and a
half minutes in the portal. An editor reads or watches each one to check it's what the title says and that it's yours to publish. A reader who
wants a document fills in a short form — name, title, company, work email — and we send them a link that works for seven days. Those
details come to you as a lead, and the reader agrees to that on the form first. A video just plays on your profile, with no form in front of it.
All of it is labeled as yours: we review it, we don't write it, and we don't check what it claims.

What do you expect from us when a buyer gets in touch?

That you reply to them. We tell every buyer who fills in a form on your listing that you'll be in touch, so a lead nobody answers is a
promise we made and you didn't keep — and the buyer blames ClIOPages, not you. Your portal shows how long each lead has been
waiting and lets you mark it answered in one click. If one sits unanswered we remind you after two days and again after a week, then
stop. We can't see your mailbox, so marking it answered is the only way we know. If you keep leaving buyers without a reply, we may
stop selling you placements. https://www.ciopages.com/legal/directory-terms

Do we need to buy anything before we can appear on a guide?

No, there's no tier to climb. $399 a year claims your listing and includes a place on one guide. If your listing is already claimed, you pay
only for the guides you add, at $199 each.

When are we charged?

Not at checkout. We authorize your card and hold it while an editor reviews the placement. We charge it and publish the card only when
we approve. If we decline, the hold comes off and you're never billed.

What do you review before approving a placement?

Two things: that you belong in that guide's category, and that your profile facts hold up against your own public information. We don't
check your marketing claims, because a Spotlight card shows the same reviewed profile fields as every other listing.

Can we appear on more than one guide?

Yes, and most vendors who fit several categories do. It's priced per guide, so you can take the Featured slot on your core category and
run Spotlight cards on the ones next to it.

There's no Buyer Guide for our category yet. Can we still buy something?

We only sell placements on guides that are live, and there are 132 of them today. You can still claim your listing on its own for $199 a
year. When we publish a guide you're eligible for, you add it from your portal for $200 — the difference between a listing and a listing with
a guide, so you end up paying the same $399 as someone who claimed with one. And telling us about the gap does feed into what we
write next.
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What does a vendor look like inside a guide?

Two separate things, and the difference is the whole point. Our vendor analysis is a comparison table plus a short assessment of each
vendor, written by us. No supplied wording, and since August 2026 no repeated blurb under each vendor, because it duplicated the table.
The paid placements sit apart and are labeled: a row of Spotlight cards built from the reviewed Directory record, each linking to the full
profile, plus a single Featured Vendor band above them where a guide has one. https://www.ciopages.com/directory/spotlight-
policy

Will buying a placement get us into the guide's analysis?

No, and keeping them apart is what makes the placement worth anything. We choose the editorial Vendor Landscape on market
relevance and never look at who has paid, which is why the buyers you want still read it. https://www.ciopages.com/editorial-
policy#independence

Can we supply our own copy or creative for the card?

Your logo, yes. Upload it in the portal and it appears once an editor clears it. Any claimed listing can also carry its own documents and a
short video, which are yours and in your voice. The words on the placement itself are ours: it shows the factual profile fields we already
review, your company name and its summary line. So the way to change what it says is to change the profile. No supplied ad copy goes
on it, and that's why buyers trust the row.

Can we cancel?

Placements are annual and you manage them from the vendor portal. Cancel any time to stop the next renewal. The current term runs
out, and then the slot reopens. https://www.ciopages.com/directory/portal

Do you sell newsletter sponsorships, webinars or other placements?

Not right now. Buyer Guide placements and the claimed listing are what we sell today. We do expect to open other formats, and this page
is where they'll show up first, so tell us what you want rather than assuming the answer is permanent.
https://www.ciopages.com/contact?topic=spotlight

Billing, portal & admin

Can we pay by invoice or purchase order?

Checkout is by card and self-serve, which works for most vendors. If you're committing across several guides, or procurement needs an
invoice, get in touch and we'll sort it out. https://www.ciopages.com/contact?topic=spotlight

Where do we get receipts and invoices?

Stripe emails you a receipt on every charge, and your billing history is in the vendor portal.
https://www.ciopages.com/directory/portal

We've lost access to the portal.

Use the password reset on the portal sign-in page. If the person who claimed the listing has left the company, write to us from a
company-domain address and we'll reassign it. https://www.ciopages.com/directory/portal

What's the refund position?

We don't charge you until an editor approves the placement, so a placement we decline costs nothing. Once one is live, we don't refund
the annual fee part-way through the term. Cancel any time to stop the renewal.

Who do we talk to about something not covered here?

Use the contact form and pick the closest topic. That routes your message to the right person instead of the general queue.
https://www.ciopages.com/contact

PART TWO

Editorial Contributions

Editorial contributions
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Do you accept guest contributions?

Two ways. Invited contributions are unpaid and selective: senior operators writing about work they were personally accountable for,
pitched in a few paragraphs rather than sent as a finished draft. Agency-placed and self-nominated pieces belong in the Executive Forum
instead. That's a paid annual membership in a section of its own, reviewed before we invoice it and labeled as a paid guest contribution.
https://www.ciopages.com/executive-forum

Who qualifies?

Sitting or recent ClOs, CTOs, CDOs, CISOs, chief architects and equivalent senior operators, writing under their own name on IT
strategy, enterprise architecture, Al governance, technology cost, sourcing, or the organizational side of those.

How do we pitch?

Send your role, a three-sentence thesis, and three to five bullets on what the piece would cover. Not a finished draft, and not an
attachment. If it fits what we're working on, we'll come back to you. If you haven't heard within two weeks, it wasn't a fit this time.
https://www.ciopages.com/contact?topic=contribution

Can our contribution include a link to our company?

One, in the author bio: your company or your LinkedIn, your choice. The body of the piece carries no commercial links. In Executive
Forum pieces, that bio link carries rel="sponsored", like every outbound link there.

Do you pay contributors, or charge them?

Neither. We don't pay for bylines on either route, and invited contributions are free and always will be. The Executive Forum runs the
other way: an annual membership fee plus a fee per article, capped at six published pieces a year. It stays in a section of its own, with
every article labeled a Paid Guest Contribution, so nobody mistakes it for our editorial coverage.

We're not writing a piece, but we have data or commentary. Interested?

Often, yes. Original data, benchmark numbers and specifics from real deployments are useful to us when they're relevant to a guide
we're working on. Lead with the substance rather than the product. https://www.ciopages.com/contact

PART THREE

Our Editorial Principles

Independence, links & corrections

How do you decide which vendors appear in a Buyer Guide?

Our editors pick on market relevance: who a ClO shortlisting that category would actually evaluate. It isn't a paid list, an application
process or a popularity contest.

Can we pay to be added to a guide's vendor analysis?

That isn't for sale at any price, because it's what makes the guide worth reading. What you can buy is a labeled placement beside the
analysis. What also helps is a well-kept Directory profile, since that's where our editors look when they update a guide.
https://www.ciopages.com/directory/spotlight-policy

Your guide says something wrong about our product.

Send it as a correction with the URL, the specific claim and a public source, and we'll fix it within five business days. What we won't do is
rewrite an assessment that's accurate but unflattering. https://www.ciopages.com/editorial-policy#corrections

A competitor is in a guide and we're not. How is that decided?

Our editors decide it on relevance, and they revisit it every time a guide is updated. The most useful thing you can do is claim your profile
and make sure it's accurate and in the right category, because that record is what our editors work from.

Will you send us the draft before publishing?

We'll check a specific fact with you before we publish if you ask. We don't give vendors approval over coverage.
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Why so strict about links in the editorial?

Two reasons. Readers count on our links pointing where the reporting leads rather than where someone paid. And search engines treat
paid links inside editorial content as a link scheme, so selling them would put both our domain and yours at risk. Neither reason applies
to a labeled advertising placement, so those stay available.

What can we buy for visibility?

Today: a labeled Spotlight placement on the Buyer Guides your buyers read, from $199 per guide per year, plus the buyer inquiries a
claimed listing brings in. We add formats over time, so if there's one you want that we don't sell yet, tell us. It's useful to know.

https://www.ciopages.com/directory/list

Is your content Al-generated?

We use Al tools in research and drafting, and people who are accountable for the result review and edit every guide, article and definition
we publish. We don't publish unreviewed machine output, and we don't accept it from contributors either. Directory profiles are built at a
different scale and to a stricter rule: every factual field has to trace back to the company's own page or it doesn't appear at all. Fields that
failed that test were removed, not patched. https://www.ciopages.com/directory/how-we-build-1listings

Will you publish our press release?

We don't run releases. If the news changes a fact in your listing — funding, an acquisition, a rename, a new product line — send it as a
correction instead. An updated record is still useful years after a news post has scrolled away.
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APPENDIX B

Every link in this document

The pages online are the current version. If this PDF and the site disagree, the site is right.

https://www.ciopages.com/work-with-us

The full guide online https://www.ciopages.com/work-with-us

Vendor listings, online https://www.ciopages.com/work-with-us#listings

Editorial contributions, online https://www.ciopages.com/work-with-us#contributions

Our editorial principles https://www.ciopages.com/editorial-policy

Frequently asked questions https://www.ciopages.com/work-with-us/faq

Advertising disclosure (how Spotlight works) https://www.ciopages.com/directory/spotlight-policy

Claim your listing (free) https://www.ciopages.com/directory/for-vendors#claim

Submit a new listing (free) https://www.ciopages.com/directory/submit

Buy a placement — open slots by guide https://www.ciopages.com/directory/for-vendors#spotlight

Vendor portal https://www.ciopages.com/directory/portal

The Directory https://www.ciopages.com/directory

Buyer Guides https://www.ciopages.com/buyer-guides

Pitch a contribution https://www.ciopages.com/contact?topic=contribution

The Executive Forum — the program in full https://www.ciopages.com/executive-forum

Apply to the Executive Forum https://www.ciopages.com/executive-forum/apply

Send a correction https://www.ciopages.com/contact?topic=correction

Contact us https://www.ciopages.com/contact

This document, latest version https://www.ciopages.com/downloads/ciopages-partner-editoria
1-kit.pdf

Vendor edition — listings & placements only https://www.ciopages.com/downloads/ciopages-vendor-guide.pdf

Contributor edition — writing for us only https://www.ciopages.com/downloads/ciopages-contributor-guid
e.pdf

Something here didn't answer your question? Write to us at https://www.ciopages.com/contact and pick the closest inquiry type
— it routes to the right person rather than the general queue. Questions that reach us twice tend to end up in this document, which
is better for everyone.

ClOPages - Working With CIOPages - Version 1.5 - September 2026. Prices are current at publication; the live pages carry the

authoritative figures.
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