
How to Build Trust and 
Engagement with Video

SELLING IN A DIGITAL -FIRST WORLD



Is this the face of modern sales?

Selling virtually isn’t just about reacting, it’s about adapting

Sales will continue to be more digital, asynchronous, and “self -service”



How COVID -19  Ch a n g e d  
B2B Sa le s  Fo re ve r

Ch a n g in g  Bu ye r 
Exp e c t a t io n s

http://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/these-eight-charts-show-how-covid-19-has-changed-b2b-sales-forever


Forrester Sales Tech 
Tid e  20 21

Ch a n g in g  Bu ye r 
Exp e c t a t io n s

Re m o t e  Sa le s  
St ra t e g y

vidyard.com/forrester -report 

http://www.vidyard.com/forrester-report


Live Video Calls

Video in today’s sales world

Custom Videos 
(UGV)

Recorded / Produced Videos



THOMAS BUCHANAN
ACCOUNT EXEC @ MODUS

I’ve  m e t  50 -10 0  p e o p le  a t  m y t a rg e t  a cco u n t s  t h is  ye a r. Bu t  500+ people h a ve  m e t  me .

I u se  cu st o m  vid e o s t o  maximize my face time w it h  a cco u n t s  a n d  earn their trust .



1. Prospecting New Leads with Custom Videos

Use short videos to...

● Stand out fro m  t h e  n o ise  a n d  e a rn  
t h e ir a t t e n t io n

● Create a personal connection
fro m  yo u r ve ry firs t  o u t re a ch

● Earn their trust , c re a t e  ra p p o rt , 
e s t a b lish  c re d ib ilit y 

TOP  W AYS TO USE VIDEO FOR MODERN SALES

https://video.vidyard.com/watch/S6uLDFNCQeLX24169spg3m?




http://drive.google.com/file/d/1DAqSL3F1CGUX3jmCInmouqAaFxAbxF5I/view


1. Prospecting New Leads with Custom Videos
TOP WAYS TO USE VIDEO FOR MODERN SALES

Call Email LinkedIn Call Email Call etc.

“I sent you a 
video to your 
inbox, would love 
your feedback!”

Thoughts on 
the video?

KISS: Keep it short, seller! 30 -90 seconds max

https://share.vidyard.com/watch/Rc53y1BPMvkqntRW4b9qQG?


Tools Like Vidyard Makes it  a Snap!
RECORDING AND SENDING VIDEO EMAILS

● Qu ickly re co rd  w e b ca m  a n d  
sc re e n  sh a re  vid e o s w it h  o n e  c lick

● Ad d  h yp e rlin ke d  t h u m b n a il im a g e  
t o  e m a il a n d  se n d !

● Re a l-t im e  vie w  n o t ifica t io n s

● Acce ss ib le  via  fre e  Ch ro m e  
e xt e n sio n , Em a il e xt e n sio n s, a n d  
De skt o p  Ap p  (vid ya rd .co m ) 



2. FAQs, Walkthroughs, Demos and Stories

● The 80% Video to answer FAQs

○ Who you are the best fit for

○ What makes you unique

○ How your pricing works

○ But we already do it this way...

● Transparent video -based demos 
and walkthroughs to clearly show 
what you really do (in a shareable
format)

● Customer stories that are authentic

TOP WAYS TO USE VIDEO FOR MODERN SALES



http://drive.google.com/file/d/1BZu6UB-i0NgpmHphl4rw3Eory78ZQvy2/view


3. Custom Walkthroughs, Demos and Updates

● Pre -meeting check -in & expectations

● Post -meeting recap & reinforcement

● Timely updates, ‘checking in’, etc.

● Custom ‘micro’ demos that you (or 
your SE team) can record and share, 
tailored to their needs and interests

● Appreciation: say Thank You like you 
mean it!

TOP WAYS TO USE VIDEO FOR MODERN SALES



4. Stakeholder Outreach & Proposal Videos

● Proactively send custom videos to 
stakeholders you’ve never met on 
live calls so they can meet you!

● Record a video -based walkthrough 
of your sales proposal to clearly 
deliver your value prop

● Record and send videos to different 
members of the buying committee, 
even those you’ve never met!

TOP WAYS TO USE VIDEO FOR MODERN SALES



5. Account Management & Customer Success

● Hand -offs and introductions

● Video -based “how to” content to 
offer the best o n b o a rd in g

● W a lkt h ro u g h  o f t h e ir re su lt s  a n d  
su cce ss  w it h  t h e  p la t fo rm  (in  a  w a y 
t h e y ca n  e a sily sh a re  w it h  o t h e rs)

● P re - a n d  p o st - QBR

● Anytime you’re going to send email

TOP  W AYS TO USE VIDEO FOR MODERN SALES



Change Breeds Opportunity

In -p e rso n  sa le s

Syn ch ro n ou s se llin g

P h ysica l co m m u n it ie s

Em a il a n d  P h o n e

Virt u a l sa le s

Asyn ch ro n o u s se llin g

On lin e  co m m u n it ie s

Vid e o  a n d  Ch a t



Tips for Success with Video

1. Plan: Be explicit in building a plan for how 
to use various forms of video effectively

2. Tools: Learn the tools for recording and 
sharing custom video messages (free!)

3. Just Do It: Start sending short videos in 
more of your emails, short and simple!

4. Production: Work across Sales+SE+Mktg 
to produce key videos to support your sales 
process (i.e. 80% video, demos, stories, etc)

GETTING GOING WITH VIDEO



Inspiration: vidyard.com/blog   

Connect:

Tools: vidyard.com

● Slides

● Tips

● Feedback

● Counselling   :)

http://www.vidyard.com/blog
http://www.vidyard.com/video-selling-master-class
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