
Only 28% of marketing 
departments have a well-established 
messaging development process that 
everyone follows.

CREATE VALUE CONTENT

Business Challenge

How This Affects You

What if You Could...

Do your marketing assets and sales playbooks sound like everyone else’s? The main job of 
marketing and sales content is to move your prospect and customer along the buyer’s journey. 

But most content fails this basic litmus test in two ways: it’s neither distinctive or compelling 
enough to cause people to want to change. Nor is it different enough to create the necessary 
competitive separation.

• Content that doesn’t attract qualified buyers reduces the number of qualified leads you 
pass to sales.

• Creating old-school, product-focused communications means you’ll be increasingly 
drowned out by like-minded noise.

• Failing to communicate unique industry insight erodes your value and lessens your 
competitive edge.

• Give buyers insight—unique, relevant, and meaningful information about the 
business issues and challenges they face?

• Align your content to the most important selling activities?
• Match your content to customer conversations?
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What it is

What You Gain

You want to deliver your message in a manner 
that rises above the noise and turns lookers 
into leads…

You need to convert more inbound leads into 
closed business…

You’re concerned about salespeople using 
critical skills…

You need Corporate Visions’ Create Value 
Content: a systematic content program that 
captures and holds prospects’ attention, 
demonstrates deep industry knowledge, and 
offers unique perspectives specific to key roles 
and responsibilities.

Corporate Visions’ Create Value Content creates an interactive relationship with buyers and sellers 
by raising questions and ideas of interest and relevance to them.  Through our approach, you’ll 
anchor your stories in the decision-making sciences, so you’ll tap into the hidden forces that shape 
the way buyers frame value and make choices.

Create Value Content includes a broad range marketing and sales enablement assets that tell your 
unique, differentiated story during the critical early-stage conversations including:

Why Change eBook  
A thought leadership piece designed to engage 
prospects through a clickable, easy-to-consume, 
visually appealing format that serves as a high-
level topic piece with an element of dialogue 
and provides concise, valuable information.

Why Change Infographic  
A visual representation of statistics, data, and 
key points that condenses a large amount of 
information into a combination of images and 
minimal text, and enables viewers to quickly 
grasp essential insights.

Demand Generation Video 
Visual images and animations that present your 
Create Value Messages in an easy-to-consume 
and memorable way, and enables the sharing 
of these concepts into new media outlets (e.g., 
YouTube, Vimeo, etc.)

• The flexibility to package your unique Why Change point of view into smaller, 
consumable assets in support of marketing campaigns.

• Better conversations that help buyers overcome the status quo bias and arrive at a 
clear decision.

• An inbound marketing function that can initiate meaningful, results-oriented 
conversations and drive better qualified, more engaged, more convertible leads.


