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An actionable, straightforward model 
for selling better 

by building trust with your prospects 
before they ever meet you.

Your Brilliant Agency!
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Outline
● Make your website your best sales tool.
● Are you my agency?
● Help yourself. Help your prospects.
● Build your agency house.
● Some content models
● Keeping things simple
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Make your website
your best sales tool.

Improve Sales Flow 
Increase Awareness of your Expert Brand

Improve Search Results 
Connect with your Audience
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by Open Strate
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Are you 
my 

Agency?
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An actionable, straightforward model 
for selling better 

by building trust with your prospects 
before they ever meet you.

Your Brilliant Agency!
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What do you 
do? … Do I 
need that?

Who are you?

What are 
your 

qualifications 
and 

expertise?

Do you 
understand 

my business?

What tools do 
you use?

How do you 
work?

Do you have 
experience?

Whom have 
you helped 
transform 

and succeed?

What’s it like 
working with 

you?

by Open Strate
gy Partners

Are you 
my 

Agency?
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“What do you 
do? … Do I 

need that?”

“Who are 
you?”

“What are 
your 

qualifications 
& expertise?”

“Do you 
understand 
me? And my 
business?”

“What tools 
do you use?”

“How do you 
work?”

“Do you have 
experience?”

“Whom have 
you helped 
transform & 
succeed?”

“What’s it 
like working 
with you?”

“We build and sell SERVICES,
as a TEAM OF EXPERTS,
SHARING our KNOWLEDGE,
qualified & experienced
in using a set of 
TOOLS and PROCESSES,
with a PROVEN TRACK RECORD 
OF SUCCESS.”

Are you my Agency?
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1) Help yourself
2) Help your prospects
This is a process.

Every improvement counts.
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1) Help yourself
● What do you have to type out every time?
● What questions do you always get?
● Why do people come to you now?
● Why would you want people to come to you?
● What about the current buzzwords?

 D
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2) Help your prospects
● Understanding your current situation
● What does every prospect ask?
● Why do you win deals?
● Why do you lose deals?
● Who/what do you see all the time when you are pitching?
● When and why do people come to you?

○ Asking for Drupal?
○ And the other things you offer?

 D
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Build your agency house, grow your business.
Trust Signals

 D
ru

pa
lC

am
p 
Po
la

nd
 2
02
2.
 



Your Brilliant Agency!
Your Growth & Success

Your House

Growth & Success



What do you sell?
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What do you do? What do you build?
● What are the offerings?
● WiiFM? Who is it for?
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Your Brilliant Agency!
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What do you do? What do you build?
● What are the offerings?
● WIIFM? Who is it for?

How do you build it?
● What tools and processes do you use?

How do you build it?

Growth & Success

Your Brilliant Agency!
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What do you do? What do you build?
● What are the offerings?
● WIIFM? Who is it for?

How do you build it?
● What tools and processes do you use?

What do you know?
● Documentation, blogs, presentations, certifications
● Expertise, authority

What do you know?

Growth & Success

Your Brilliant Agency!



Growth & success
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What do you do? What do you build?
● What are the offerings?
● WIIFM? Who is it for?

How do you build it?
● What tools and processes do you use?

What do you know?
● Documentation, blogs, presentations, certifications
● Expertise, authority

Who builds it all?
● Team Profiles, 1-pagers

Who builds it all?

Growth & Success

Your Brilliant Agency!
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Case Studies, Testimonials

What do you do? What do you build?
● What are the offerings?
● WIIFM? Who is it for?

How do you build it?
● What tools and processes do you use?

What do you know?
● Documentation, blogs, presentations, certifications
● Expertise, authority

Who builds it all?
● Team Profiles, 1-pagers

Proof of Success: Case studies, testimonials
● What are your clients’ successes?

Peer proof: Who else have you helped?
Service Proof: What is your team like to work with?

The Foundation

Growth & Success

Your Brilliant Agency!



Never build a pitch deck again!
Make your website your best sales tool
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Page Brief: Your pitch 
1. Who we are (brand positioning): 

a. We connect engineering with marketing to align your communications with your 
vision, strategy, and technical truth.

2. What we do (Services + Value Map)
a. Strategize, Plan, Do, Enable

3. Who we work with
a. high-value technology organizations communicate effectively — product 

companies, agencies, open source projects
4. Challenges we help solve

a. Limited time, limited resources, cognitive load for other things
5. Why work with us (direct benefits/outcomes + showcasing 

expertise)
a. Expand your marketing and communications bandwidth. 
b. Get sales enablement and product marketing help fast. 
c. Get the most out of your technical teams without too much of their time. 
d. Turn your product information into consistent sales, content, and strategic 

assets faster with our structured approach.
6. How you can work with us

a. Product Communications Kickstart Package
b. Case Study Kickstart Package
c. Custom Engagement



The Front Door: No more pitch deck



Client Challenges (We understand you.)



There’s a company for that!
● (Value Proposition)
● (Target Clients)



Challenges (again, with our answers)



Testimonials (it works!)



Why us? (our expertise and differentiators)



Let’s get started!



Why our home page?



Some Content Models
How we put it together

■ Value Case
■ Blogs: The Content Brief
■ Case studies
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The Value Case
“TYPO3’s digital asset management (DAM) integrations make it easy for content 
authors to discover, access, and reuse media-rich content. Enterprise 
organizations invest in thousands of digital assets, but they go to waste without 
DAM capabilities integrated into your publishing workflow. Integrate TYPO3 with 
a DAM system to classify, store and maintain images, videos, and brand identity 
assets; with secured access for auditing and distribution.”

● Benefit
● Pain Point
● Solution



The target persona*
“Leadership Leonie” is a C-level executive responsible for

● The overall success of the business
● Developers and IT
● Marketing

* Take her perspective into account for self-service sales qualification. Assume 
this counts for her, her employees, and AND when pitching/selling to her as an 
agency.



Anatomy of a Value Case
“TYPO3’s digital asset management (DAM) integrations make it easy for content 
authors to discover, access, and reuse media-rich content. Enterprise 
organizations invest in thousands of digital assets, but they go to waste without 
DAM capabilities integrated into your publishing workflow. Integrate TYPO3 with 
a DAM system to classify, store and maintain images, videos, and brand identity 
assets; with secure access for auditing and distribution.”

● Benefit
● Challenge
● Solution



Anatomy of a Benefit Statement
● TYPO3’s digital asset management (DAM) integrations make it easy for 

content authors to discover, access, and reuse media-rich content.

● “What’s in it for me?”
● “[Our offering]

○ gives you …
○ helps you …
○ lets you …
○ enables …



Anatomy of a Challenge
● Enterprise organizations invest in thousands of digital assets, but they go to 

waste without DAM capabilities integrated into your publishing workflow. 

● “This makes my day worse.”
● “This keeps me awake at night.”
● “This costs my company time and money.”



Anatomy of a Solution Statement
● Integrate TYPO3 with a DAM system to classify, store and maintain images, 

videos, and brand identity assets; with secured access for auditing and 
distribution.

● “How [our offering]
○ solves the problem
○ alleviates the pain
○ delivers the solution



Example Value Case



Example Value Case



Example Value Case



The Content Brief



An Example Content Brief



An Example Content Brief



Case Studies



Case Studies



Keeping Things “Simple”
Question > Asset > Outcome

 D
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“What are your qualifications 
& expertise?”

“What tools do you use?”

“Whom have you helped 
transform & succeed?”

“What’s it like working with 
you?”

“How do you work?”

“Who are you?”

“Do you have experience?”

“Do you understand me?
And my business?”

“What do you do? And do I 
need that?”

Questions

Prospects Self-Qualify

Assets

Faster Follow-Up

Outcomes

Improve Sales Flow

Technology

Awareness:
Expertise + Brand

Culture

Location

Improved Search Results: 
Authority + Relevance

Connect with Leads

Team Successes

Client Successes

Case Studies + 
Testimonials

One-Pagers

Certifications

Team Profiles

Blogs, Podcasts, 
Presentations, etc.

Product / Service Pages

Tool / Process Pages

 D
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Growth & Success

Your Brilliant Agency!
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Case Studies, Testimonials

“We build and sell 
SERVICES,
as a TEAM OF EXPERTS,
SHARING our KNOWLEDGE,
qualified & experienced
in using a set of 
TOOLS and PROCESSES,
with a PROVEN TRACK 
RECORD OF SUCCESS.”

Are you my Agency?

Case Studies, Testimonials
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Communication to support growth & success:

… described in terms of benefits, challenges, and 
solutions on product and service pages.We build and sell SERVICES

 … via content: blog posts, podcasts, conferences, etc.,
… aimed at relevant audiences,

… pitched to their language and level of expertise,
… also building your SEO authority and relevance.

Sharing our KNOWLEDGE

… with (SEO-tuned) team profile pages,
… and bylines on relevant blog posts and assets.As a team of qualified EXPERTS

… described in terms of benefits, challenges,
and solutions on tool and process pages.

Experienced using a set of
TOOLS & PROCESSES

… backed up by (SEO-tuned)
client case studies and testimonials.

With a PROVEN TRACK RECORD
OF SUCCESS

Are you my Agency?
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Recap
● Make your website your best sales tool.
● Are you my agency?
● Help yourself. Help your prospects.
● Build your agency house.
● Some content models
● Keeping things simple
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Thank you! Questions?
jam@openstrategypartners.com @horncologne

tracy@openstrategypartners.com @kanadiankicks
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