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Product literature is one

piece of the puzzle
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Awareness stage

Prospect is experiencing and

expressing symptoms of a

problem or opportunity

Analyst reports•
Research reports•
Ebooks•
Whitepapers•
Educational content (e.g. blogs)•

Consideration stage

Prospect has clearly defined and

given a name to their problem or

opportunity

Expert guides•
Live interactions (e.g. chat)•
Webinars•
Videos•
Comparison whitepapers•

Decision stage

Prospect has now decided on

their solution strategy, method or

approach

Vendor comparison•
Product comparison•
Case studies•
Product literature•
Live demos•
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The majority of website visitors

aren't ready to buy yet

Only 1% of visitors (at best) are ready to buy [HubSpot]
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Brilliant product literature
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One-pagers

Ironically, very often two-pagers

Usually sent by email

We recommend against gating these docs and, to

be honest, we not wild about PDFs; better to have

detailed product pages that are easier to maintain

and share.
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Website pages

Start with the problem you solve

Always be helping

Clear positioning and

differentiation

Demonstrate expertise
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Demo videos

White label embed with Vimeo

Keep the videos short (1-2m)

 

Avoid home page explainer videos - they tend to

have very low engagement. Keep the demos for a

demo page or product tour.

 

Example from TurbineHQ.com
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Non-product

literature is also

product literature

Most people who visit a website

are not ready to buy, so give

them content that starts a

relationship by talking to them in

their language about their issues
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PDF

Traditional case

study

PDFs are not a great user

experience and we recommend

against gating them, but for

some reason people do still like

to create, send and receive

them
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Online case studies

We’re increasingly building ours

as standalone pages so we can

add more design elements and

layout

Also /case-studies/ URL path

BUT you need a reasonable number to avoid it

looking like a ghost town
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Reviews are product

literature too

Endorsements on third party

sites can be very powerful

For us, reviews on the HubSpot partner directory

are super-important.

Google Reviews•
Clutch.com•
Apple Podcasts•
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Social proof

Awards

Client logos

‘As seen in...’ press mentions
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Clever ways to use product

literature
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PDF

Outreach

Well-chosen, results-focused

case studies can establish

credibility and positioning in an

initial email or LinkedIn

outreach.
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Win library for

discovery phase

Short, internal-only mini-case

studies for sales team

We use Notion to build a searchable database by

client size, type, services delivered and so on. Can

be used for conversations like ‘we did x for y,

does that sound like your situation’
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The proposal

“The proposal is the words that come out of your

mouth. The document is the contract.”

Blair Enns - Win Without Pitching

 

The proposal is also the the Q&A that happens after the proposal. It is NOT

understanding the client needs, bludgeoning people with 50 slides of PowerPoint or

establishing your credentials and unique value. All this should have happened earlier in

the sales process.
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“A presentation should have

ten slides, last no more than

twenty minutes, and contain

no font smaller than thirty

points.”

Guy Kawasaki

 

We’re moving towards this nirvana but we’re not

quite there yet. We use Paste so we can prepare

personalised on-brand proposals quickly.

Proposal structure

You said...•
We discovered...•
Therefore our goal is...•
Key workstreams•
Fee structure•
Timeline•
Large print•
Next steps•
Supporting slides and details•

The 10-20-30 rule for proposals

https://guykawasaki.com/the_102030_rule/
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Using HubSpot

features to make the

most out of sales

collateral

Documents

Email opens

Meetings and cookies
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And finally...
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Let's talk
Video and slides appearing soon on articulatemarketing.com

Email me with questions at matthew@articulatemarketing.com

Book a call with me: www.articulatemarketing.com/meet


