
How to Overcome 
Content Overload 

With Sales Playbooks



Do you ever dread opening your email inbox on Monday morning? 
You're not the only one.

On average, a person receives around 100 work related emails per day. This does 
not include any of the dozens of messages that can be generated through 
subscriptions or content marketing efforts. All this goes to show how overloaded 
we can be by digital content at any given time.

Sales playbooks are valuable engagement tools that can help you make sure you 
are getting a valuable return on investment for your marketing activities. By 
relying on consumer behavior and deal attributes, sales playbooks can maximize 
the reach of your marketing content and eliminate risks posed by content 
overload.



WHAT IS CONTENT OVERLOAD, AND 
HOW CAN SALES PLAYBOOKS HELP?

Content overload happens when 
people attempt to process more 
items than what is possible given the 
constraints of our short-term and 
working memories. On average, the 
human memory can hold around 
seven unique items at a time. This is 
a phenomenon known as Miller’s 
law. 

Between emails, instant messages, 
app notifications, social media, and 
the other functional distractions of 
daily life, there are dozens of things 
competing for our attention any 
given time. Engaging with all of 
them is simply beyond our psycho-
logical limits. So, we compartmental-
ize, prioritize, and ignore what we 
can. 

Although many of us live in what 
seems to be a constant state of con-
tent overload, content marketing and 
outreach remains a critical best 
practice in B2B sales. KlyckBooks 
helps eliminate content overload by 
serving up content automatically 
based on customer and deal attri-
butes. This improves the quality of 
the content delivered to customers 
via email and frees up valuable time 
among your sales force for follow-up 
engagement.

https://learn.filtered.com/thoughts/psychology-content-overload
https://www.khanacademy.org/test-prep/mcat/social-sciences-practice/social-science-practice-tut/e/miller-s-law--chunking--and-the-capacity-of-working-memory


CONVERTING CONTENT INTO 
CONVERSATIONS

Sales playbooks can help your out-
reach teams optimize email outreach 
using customer insights and analyt-
ics. However, B2B sales typically 
require far more engagement then 
just a few emails. Setting up your 
salespeople for success means pro-
viding them with the tools they need 
to keep customer conversations 
going. 

The sales playbooks on Klyck’s plat-
form aggregate large libraries of 
sales content into a simple conversa-
tion format. This eliminates the 
overwhelming task of sorting 
through thousands of documents 
just to find exactly the right piece of 
content for conversion. In fact, 
thanks to the data insights and 
searchability of this platform, Klyck-
Books sales playbooks can reduce 
content search time by up to 70%. 

This gives your team a massive 
amount of time back in their day to 
focus on selling and ensuring that 
relevant content is delivered with a 
personal touch.



Overcoming content overload 
requires several strategies. Content 
must be relevant, timely, and deliv-
ered in a way that is most likely to 
reach the intended audience. Klyck-
Books sales enablement tools can 
operate on any device, anywhere, 
ensuring that sales users always have 
access to the information they need. 
This mobile-friendly configuration 
also helps maintain better connectiv-
ity between not only your salespeople 
and your customers, but also your 
marketing and sales departments.
 
Digital sales playbooks are enable-
ment tools designed to improve the 
alignment of marketing content to 
sales needs, and ultimately customer 
desires. KlyckBooks automatically 
aligns content to individual buyer 
personas and ensures that users can 
easily access content that is tailored 
to the type of buyer they are interact-
ing with.

REACH YOUR CUSTOMERS 
WHERE THEY ARE



HOW TO MAKE SURE YOUR CONTENT 
WORKS FOR YOU 

Content marketing can be very expensive. 
creating, maintaining, and distributing 
relevant content to your B2B sales audi-
ence is a substantial investment, but do 
you have any idea what the return each 
piece of content might be generating?

Stop wondering about your content ROI 
and make sure the content you have invest-
ed in goes towards a valuable use. Sales 
playbooks help eliminate wasted content 
and ensure you get full visibility with 
respect to how your customers are engag-
ing. With a clear picture of the flow of 
content from your marketing team, 
engagement from your customers, and 
your sales team, KlyckBooks sales play-
books help you understand every step of 
your sales strategy. 

Overcoming content overload is not just 
about making sure your sales and market-
ing efforts are communicated effectively. 

It's about getting more ROI from your 
marketing and sales content by delivering 
it when and where your teams need it 
most. KlyckBooks’s user-friendly content 
management platform allows users the 
insight and flexibility they need to foster 
meaningful relationships with customers. 

If you're looking for a way to help your B2B 
sales representative close more deals and 
build better customer relationships, sales 
playbooks may be the way to go. At Klyck-
Books, we combine content intelligence, 
training integration, and customer 
segmentation to turn any sales rep, either a 
seasoned veteran or a new hire, into a 
qualified sales expert.

At the same time, KlyckBooks also ensures 
that sales teams always have the right sales 
and marketing content at the right time, 
enabling better customer conversations 
and overcoming common barriers to 
engagement like content overload. Thanks 
to improved insights from data analytics, 
marketing teams can generate more rele-
vant content sales teams can build stron-
ger engagement. 



As helpful as digital outreach and engagement has been in educating all of us about the products 
and services that can enrich our working lives, digital content overload is very real. Valuable mes-
sages can be missed due to poor timing or execution missteps in the distribution of content. When 
this happens, valuable sales and marketing materials can end up in the junk folder. 

Sending the right content to the right people at the right time is a great strategy for breaking the 
ice with a new lead. Sales playbooks help improve engagement with digital content by providing a 
method and strategy for building relationships with customers around cornerstone pieces of con-
tent. This type of digital engagement tool makes your sales process fluid and increases the oppor-
tunities your salespeople have to build the type of personalized relationships enterprise and small 
business customers are looking for.

Contact us today to book a demo to begin your digital evolution!

Overcome Content Overload and Reach New 
Prospects with KlyckBooks

mailto:sales@klyck.io


THANK YOU
TRY OUR PL ATFORM!

sales@klyck.io

https://klyck.io
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