
Executives value having business 
conversations 4X more than 
product conversations.   
— SiriusDecisions

PRODUCTS! BUSINESS!

ELEVATE VALUE CONTENT

Business Challenge

How This Affects You

What if You Could...

Do your executive 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 nor compelling 
enough to cause people to want to change. Nor is it different enough to create the necessary 
competitive separation from your competitors.

• Content that doesn’t generate sufficient business curiosity makes it difficult for you to 
access key decision makers.

• An inability to financially justify your solution’s business impact means your deals will 
stall or end in no decision.

• Failing to illustrate alignment across your entire suite of products and services means 
you’ll only be able to sell part of your portfolio.

• Tell a differentiated story based on business value across all your marketing and sales content?
• Motivate executives with a compelling economic value proposition?
• Engage executives with messages and content that illustrate you’ve been here before?



If... Then...
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What it is

What You Gain

Customer decision makers demand business 
insights that you can’t provide...

You’re struggling to demonstrate alignment with 
their initiatives…

You can’t build credibility by presenting the 
appropriate financial justification…

You need Corporate Visions’ Elevate 
Value Content: a systematic content 
program designed to effectively engage 
executives and start the conversations 
they want to have.

Corporate Visions’ Elevate Value Content creates an interactive relationship with buyers and 
sellers by raising questions and ideas of interest and relevance to them. 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.

Elevate Value Content includes a broad range of marketing and sales enablement assets that 
tell your unique, differentiated story in terms executives want to hear, including:

Executive Brief   
A thought leadership piece that executives will 
actually read, focusing on one or more business 
issues, and loaded with insights and best-
practice recommendations to give C-suiters new 
perspectives on hot topics.

Business Case Presentation  
A collection of slides combining simple text and 
visual storytelling elements to introduce new 
insights and market challenges, and articulate 
your business value to build senior-level buy-in.

Elevate Value Playbook 
An easy-to-use guide for your sellers to 
understand the external factors that impact a 
customer in a specific segment, underscore how 
customers could address industry issues, and 
illustrate your solution value in financial terms 
specific to that client segment.

• The flexibility to package your unique business value story into smaller, consumable assets 
in support of marketing campaigns.

• Better content that articulates your business value to build senior-level buy-in.
• An inbound marketing capability that can initiate meaningful, results-oriented 

conversations and drive better qualified, more engaged, more convertible leads.


