The Secret Lives
of B2B Sales
Prospects
There’s an entire conversation
going on without you.
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Introduction: Make It Easy
Here’s the paradox of being in B2B sales and marketing
today: We have an arsenal of technologies and data at our
disposal. Our processes and systems are becoming more
targeted and intricate. And at the same time, our buyers
crave more simplicity.
Recent analysis conducted by The Starr Conspiracy and
DocSend highlighted this point. We looked at 13,000 accounts
that engaged with content via a DocSend link, for a total of
682,000 interactions — including visits, downloads, and more.

%

more likely to win a high-quality sale
(one in which the customer buys a
premium offering) with an easier
buying process. In fact, purchase
ease is by far the biggest driver of
deal quality found across three large

What we found is quite clear: You have precious little time to
win a deal. Sure, quality matters, but you’ve got to get to the
point quickly. For many B2B sales and marketing people, this is
going to require a different approach to content in the middle
of the funnel.

studies. (SOURCE: HBR)

But the effort is worth it. Your reward? A higher likelihood of
closing with a higher deal value.
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Finding No. 1: Buyers (Plural) Engage
with Content
For the purposes of this report, we looked at account-level and contact-level reporting in
our analysis. In other words, one account = one deal and one account = multiple contacts or
stakeholders. The key takeaways:
YOU HAVE MULTIPLE STAKEHOLDERS

THEY OBVIOUSLY CARE ABOUT CONTENT

YOU ONLY GET A FEW SHOTS

AVERAGE NUMBER OF UNIQUE STAKEHOLDERS

AVERAGE NUMBER OF VIEWS

AVERAGE NUMBER OF ASSETS SHARED

PER ACCOUNT:

PER ACCOUNT:

PER ACCOUNT:

5.4

14.4

4.4

In other words, between a proposal, a case study, a competitive comparison, and a data sheet,
you’re pretty much done. Obviously, quality and clarity matter.
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Finding No. 2: Your Content Must Be Efficient
If it wasn’t bad enough that you only get four chances per stakeholder with content, the amount
of time spent with your content per account and per stakeholder makes the situation even more
urgent. Your content has to get to the point — fast.
AVERAGE TOTAL TIME SPENT IN CONTENT
PER ACCOUNT:

AVERAGE TOTAL TIME SPENT PER CONTACT:

AVERAGE TIME SPENT WITH EACH PIECE OF
CONTENT PER CONTACT:

37 minutes, 29 seconds

6 minutes, 56 seconds

94.5 seconds
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Finding No. 3: First Impressions Matter
One other interesting data
point — we looked at overall
account engagement and
how it changes as more
stakeholders get involved.

Time(s)/Contact

Turns out, the average
time per contact decreases
linearly as the number of
stakeholders increases, while
the total time per account
increases linearly as the
number of stakeholders
increases.

Average Total Time(s)

Impact of More Contacts to Overall Engagement

Contacts
Avg. Total Time

Time/Contact

Trendline for Avg. Total Time
r 2 = 0.959

Trendline for Time/Contact
r 2 = 0.787
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Finding No. 4: There’s No One Right Answer
So, this all begs the question — what type of content performs best? There’s no one right
answer. It really depends on your industry vertical and solution type. For example, if you’re a
major multiyear expense solution, a business-case builder might be best. Or if you’re a more
transactional purchase, support materials for a free trial might work better.

Top-performing Types of Content

Remember the Buyer’s Mindset

PRICING SHEETS

CUSTOMER TESTIMONIALS

SCOPING AT A DETAILED LEVEL

JUSTIFYING THE DECISION

PRODUCT COMPARISONS

WHITE PAPERS

MAKING THE BUSINESS CASE

RESOLVING ISSUES

RFP GENERATORS

ANALYST REPORTS

FINALIZING THEIR SELECTION

ROI CALCULATORS

CASE STUDIES
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In Conclusion: Keep These Things in Mind
When it comes to high-value
deals, crucial decisions are
being made without you. But
there are several things you
can do about it.

Dial in your messaging for efficiency. The best messaging should resonate with
your radical buyers — the people who get you and are predisposed to being great
customers. Efficient messaging attracts these buyers and repels those who won’t be
great customers. Clearly establish your differentiation and don’t be afraid to scare
somebody off. That’s called efficiency.
Craft content that gets to the point quickly. Thanks, internet. Buyers’ attention spans are
even shorter today. According to the Content Marketing Institute, 44 percent of marketers
say that it has gotten increasingly difficult to capture the attention of buyers in the past
year. Design your content accordingly. Shorter is better than longer. Get to the point. And,
of course, use pretty pictures.
Enable your sales team. Your buyers want great content, but so does your sales team.
Coach them up and help them talk easily, quickly, and efficiently about your brand’s
differentiation and essential value. That means giving them the tools and talk tracks
to do their jobs well.
Increase insight. When and how are users engaging with your content? Which content
is resonating? Are there stakeholders in the process you don’t even know about? There’s
no reason to fly blind on these topics. Solutions like DocSend give you the insights you
need to see how engaged your buyers really are.
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About DocSend
DocSend is the content management solution designed to help sellers and marketers
win. Today’s leading companies — Forbes, BuzzFeed, Pinterest, and more — rely
on DocSend to find, share, track, and present their business-critical content. With
DocSend, you can finally connect your content to business outcomes and close more
deals, faster.

docsend.com

sales@docsend.com

1-888-258-5951

About The Starr Conspiracy
The Starr Conspiracy is an integrated business-to-business marketing agency
that helps HCM industry innovators propel brand awareness, drive leads, and eat
market share like nobody’s business. We’re not your typical agency — we meld digital
advertising, brand innovation, and industry insights to change categories, industries,
and — yes — even the entire notion of B2B marketing as we know it. Revolutionaries
hell-bent on shaking things up are welcome. Conformists, please stay home (you’ll
hate working with us, anyway).

thestarrconspiracy.com

info@thestarrconspiracy.com

415-805-2888
817-204-0400
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