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THEMES

Content converts when 
it is thought about as a 
‘sales function’

Content hierarchy 
is something you 
should know

Building a content team 
requires starting from a 
commercial angle



A STORY WE ALL KNOW...

“The photos were really bad. 
People were using camera phones 
and taking Craigslist-quality 
pictures. Surprise! No one was 
booking because you couldn’t see 
what you were paying for.”

Joe Gebbia - Airbnb

Professional 
Photographer Program

2.5x More Likely to be 
booked



HERE AT FLIPPA

We analyzed over 8000 listings concluding that listings with:

• A USP / Metrics led ‘General 
Description’

• Full 12 month financials

• Connected GA data 
higher likelihood of 

selling

3.5x 



WHAT BUYERS SAID:

of Buyers stated financial 

metrics can’t be hidden.  

Not something they are  

willing to wait to see.

less likely to enquire on 

Private Listings.

said ”Longer descriptions 

preferred then shorter 

ones”.

57% 62% 75%



EXAMPLE: CROCHETKIM

• Strong and detailed quantitative insight – 
financials

• Less is not more in this context - 
attachments & transparency

• Emotional connection with the seller and 
niche

Crochet site for sale on Flippa.com.  
Received over 1000 buyer views and sold in 
just under 48 hours.

Why?



EXAMPLE: CROCHETKIM



STEPS TO SETTING UP 

• Ask buyers what order they want to see the 
constituent parts and rank their importance 

• Order by design 

• Understand the impact. A/B test different approaches 

• Recruit as a dual function initially, i.e. Content as a 
function of the sales or account management role
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