
What the heck is “content” anyway? 

It’s the vague word we use to describe the knowledge and inspiration you share with 
your clients and prospects to help them meet their business goals. These days, most 
content is digital, offered as blog posts, emails, ebooks, slideshows, videos, and any 
other online format you use. 

You may already have a reservoir of content you can start offering today. You may 
need to create some. Either way, use these 3 rules to ensure you offer content your 
prospects will click, read, and remember.

3 Rules for Content Your Prospects 
Will Click, Read, and Remember

BusinessWise
www.businesswise.com

The number one rule of sales-boosting content is that it must provide value to your prospects. 

In other words, your content must give your prospects something they want… something they 
benefit from… something that helps them address their problems and priorities. 

Whether you’re reviewing existing content or creating new content, ask yourself: does it solve my 
prospect’s problem? Does it address my prospect’s priorities? 

If the answer is “no,” then your prospect won’t click, read, or remember it.

1. VALUE

T H E  P O W E R  O F  S H A R E D  K N O W L E D G E

In order to attract good leads for your business, your content must be relevant to your prospects. 

Think about the kinds of people who stand to benefit from your product or service. What do they 
want? What do they need? What makes them tick? What speaks to them? Offer content that those 
people can relate to, and forget about everyone else.

2. RELEVANCE

Your prospects only care about what’s in it for them, so your content will only resonate if it’s about 
them. 

Speak directly to your prospect. Present your content clearly, and from their perspective. Write in 
the second-person (“you”) to help your reader identify with your content. 

Most importantly, your prospects will never care about how great your product is unless and until 
you connect it to their problems and priorities. Offer content that leads to your solution, not with it.

3. PERSPECTIVE
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5  I D E A S  F O R  C O N T E N T
Think about your last prospect conversation. What problem did you help them with? 
What advice did you offer? What trend did you discuss? What story did you tell? 

Use these 5 ideas to turn the knowledge you already have into content you can use 
to attract new prospects and create good leads:

Every day, you help your clients and prospects solve problems. 

Pick a problem (e.g., “needs to hire better sales reps”), write down how to solve it (“How to Hire 
Better Sales Reps”), and you’ve got your first piece of valuable content. 

Get specific (“5 Traits to Look for When You Hire Your Next Sales Rep”). Drill down (“3 Interview 
Questions that Will Help You Assemble a Superstar Sales Team”). Even the oldest and most talked-
about topic can be sliced and diced, and presented from a new and fresh angle. List the various 
reasons your audience would care about a topic, and write a post from each angle. Home in on a 
specific piece of a broader issue, and write about it in greater detail.

1. SOLVE YOUR PROSPECT’S  PROBLEM

If you’re having trouble defining problems faced by your prospect, think about the problems your 
business has encountered. Isn’t it likely that your prospects face some of those very same 
problems? Describe those problems and explain how you worked to solve them. Your prospects 
will relate, and will benefit from your first-hand experiences.

2. SOLVE YOUR PROBLEM

Your current clients are former prospects who decided to buy from you. Tell stories about how you 
helped a client solve a problem. Prospects who resemble your current clients will be able to see 
how you might help them solve their problems. You’ll also provide important social proof that your 
product works as advertised.

3. TELL A CLIENT STORY

Come across anything recently that you found particularly helpful or inspirational? If you got value 
out of it, your prospects might, too. So share it with them! 

Sharing other people’s blog posts, articles, how-to guides, or videos is totally fair game, as long as 
you offer proper attribution. It’s also extremely common. So offer your own great ideas, but act as a 
“middle man” for other great ideas, too.

4. SHARE SOMETHING YOU FIND VALUABLE

What are the most common questions you hear in your industry? Are there questions your 
prospects or clients repeatedly ask you? Put yourself in your prospect’s shoes: what questions 
would you ask of your business? Find or create answers to those questions, and turn those answers 
into content.

5. F IND A QUESTION AND ANSWER IT


