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Chapter 1

Creating Powerful Video Sales Letters

In this video,we’re going to talk about Video Sales Letters and how to hypnotize your viewersand
make them buy your stuff.

I think the mostpopular misconception is that a video version of your sales letter is simplyyou
turning on the camera and reading your long form sales letter which it isnot. As a matter of fact,
it’s quite different than that. I'm not going to sayit’s the opposite because it’s not the opposite,
obviously some of the elementsfrom your long form sales letter can be applied to your video
sales letter.More often than not, if you were to just read an entire sales letter on camera,you'd be
on camera for way too long and you’d bore the crap out of people thatare watching your videos.
That’s the important thing to keep in mind.

A sales video isnot just a narration of your sales letter while your camera is on. You have tobe
mindful of signals put out by the images and sounds that you're now exposingyour prospect to.

I think the bestway to get this across to you is that when you create a sales letter, whenyou're
writing a sales letter for a website, there are things that you do whenyou're writing. There’s a
voice that you write in or type in that you don’tparticularly use when you're speaking, when you're
on camera. There are certainwords.

I’ll give you anexample. Right here on this slide that you're looking at right now on yourscreen,
the first line says a sales video is not just a narration of your salesletter. A sales video is not just
a narration of your, that’s the firstsentence. If I was reading this on camera, I might make the
mistake of saying asales video is not just a narration of your sales letter.

When we’retalking, we don’t tend to pronounce the word A [uh] as A [ey]. When we’rereading, we
do. That’s just one of many words, and I know that’s a unique one.There are many, many words
that we typically write differently than we speak.The spoken word is not a direct correlation to the
written word.
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I'm not alinguistics expert, I'm not a writer by trade or profession, but I'm very goodat selling. I'm
very good at selling in all different types of mediums,including print, including web, including
video, face to face in particular.

The point thatI'm making is that the basic principles of selling are the same throughout allof the
mediums because at the end of the day, it just comes down to the factthat your prospect is
human. It just comes down to basic human psychology andpsychological triggers that you're
going to be using. The medium that you usedto convey those triggers doesn’t really matter but
when it comes down to theformatting, the layout, the way that you express yourself.

You’ve heard theexpression that it’s not what you say, it’s how you say it. That’s very,
veryimportant. It definitely holds true when it comes down to making sales video.You have to be
mindful of signals put out by the images and the sounds thatyou're now exposing your prospect
to.

I’ll give you anexample with the sounds. Voice fluctuation is huge. You can totally give offthe
wrong feeling if you're not making the right sound, meaning the envelope ofthe sound that’s
coming out of your mouth is wrong. I don’t want to get tootechnical into this, but voice fluctuation
is very, very simple.

You’ve got to bevery, very mindful because if you associate the wrong type of sound, even tothe
right words, you’re going to screw up the message. You're going to conveythe wrong feeling.
We’ve learned already throughout the videos you’ve beenwatching that selling is about emotion.
If you're conveying the wrong emotion,if you're triggering the wrong emotion, even though you're
using the rightwords, even though that scrip worked awesome on paper or on the website,
whenyou're doing it now on camera or even on a presentation like a Keynote or aPowerpoint
presentation. Now that you're literally vocalizing it, you cantotally screw up the message if you
don’t say it right, if you don’t actuallyconvey the right message, the right energy.

The majority ofthe time, the problem that happens here is people literally cause this
problembecause they’re trying to be too focused on it. They’re trying to be so focusedon
sounding right that they screw it up. At the end of the day, all you gottado is talk normal. All you
gotta do is sound like you. When you sound like you,when you talk like you, you're going to come
off as genuine. At the end of theday, genuine is going to win.

You could be themost awesome expert salesperson in the world, if you're not conveying a
feelingof being genuine, that rookie that’s just being himself and just explaining theproduct is
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probably going to beat you out when it comes to tallying up thesales numbers. Keep that in mind.

The other thingthat’s important to keep in mind is what are they seeing? Images. Remember,your
mind thinks in pictures. There is three things that the prospect’s mind isliterally assembling at the
point of absorption of your message. They’reliterally kind of combining these three elements.
They’re combining theimagery, the sound, and the actual content. Those three things. There
can’t bea disconnect.

Usually, we tryto make them all as synced as possible because that’s how we arrive at
certainfeelings and certain emotions in our prospect. Here’s what I mean. If you'retalking about a
sad event, it’s usually best if we synchronize all the elementsof the video and we talk in a softer,
very concerned type of voice. Perhaps ifthere was music playing, it would be slow, mellow, piano
dramatic type ofmusic. The imagery on the screen would be images of people that are sad.
Iwouldn’t be posting cartoons or posting people smiling and happy while I'mtalking in a sad way.
It would be a disassociation in the message.

We would only dothat if we’re purposely trying to create what we would call a patterninterrupt.
Again, these are things that you need to keep in mind. Usually, whenpeople screw them up, it’s
because they’re just focusing too much on them. Ifyou're just yourself, if you just be you, when
we’re saying happy things wetend to say them with a smile.

As a matter offact, chances are just because I'm talking the way that I'm talking and justbecause
as I'm speaking I'm wearing a smile, even though you can’t see me, it’saffecting the mood, it’s
affecting the way that you're receiving my message.This is what’s important for you to consider
that’s being conveyed when you'representing your product and your video, your sales message
in the form of avideo. That doesn’t happen when you're doing it in the form of a long formvideo
sales letter.

In manyrespects, creating emotion in the form of a long form sales letter is muchharder. When
you can’t see my facial expression, when you can’t hear the soundin my voice, you may
misinterpret what I mean. How many times have you typedsomething in social media, maybe
said a joke, and somebody took you seriouslybecause they just read your words and they didn’t
see the tone of voice, thebody language, they didn’t see everything that went along with the
message.Because of that, they misunderstood.

The same exactthing happens if you don’t synchronize all three of those things being at
thecontext or the content, the imagery, and the sound. If you don’t synchronizeall three of those,
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or if you do a pattern interrupt, then you're going tocause a disconnect with your viewer.

Let’s talk aboutTypes Of Sales Videos first. There are a lot, a lot, people will say there’splenty
others. A lot of people have different names for the same type of salesvideo. There’s just a
couple types that I would recommend that you wouldconsider for selling products online.

At the end ofthe day, we’re talking here about kick ass sales pages, making a web pagethat’s
going to convert your prospects into buyers. You want to create a highconverting sales page, and
in order to do that you don’t have to be a freakingPhD in video editing or a feature film producer
from Hollywood, you don’t haveto be. Don’t think that you do.

There are just ahandful of videos that I recommend that you are familiar with.

First andforemost, one that’s probably the most popular, the talking head videos. Thoseare
generally called talking head because it’s the head of the subject that isin frame, it’s in focus in
the frame of the video. Usually, capture the top 1/3of your body on camera. I do this sort of sales
video all the time. I literallyjust put my phone on a tripod just a few feet away from me, it just
capturesfrom my waist up. I like solid background so that there’s not a bunch of stuffto distract
people.

The thing thatmakes talking head videos really powerful is it’s a great way to establish
aconnection using the S.E.E principle. Smile, eye to eye contact, andenthusiasm. When I'm
smiling and I'm looking you in the eye and I'menthusiastic about what I'm talking about, I tend to
draw you in. When I'mlooking down at the ground, when I'm talking in a monotonous voice, when
I havemy eyebrow down and I'm not energetic at all, you tend to push away. Peoplearen’t
attracted to that, they don’t want to be part of that, that’sdepressing, that’s unhappy. Why do I
want to be part of that?

The fact thatthey can see you because you're on a talking head video, you're a talking headon
the screen, you can make that connection. They can see the facial expressionthat you have is
energetic, it’s enthusiastic. They can literally see theenthusiasm, they can see the smile.

You're lookingright into the camera so there’s eye to eye contact. We all know eye to eyecontact
builds trust. The smile, the eye to eye contact, and the enthusiasm isvery easily accomplished
when you're doing talking head videos. This issomething that really, really helps you make a
connection in a way that a salesletter just never could. A sales letter could never make that
human, personalconnection that you can make with the S.E.E principle on video. This is why
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Igenerally tend to use talking head videos. I definitely incorporate talkinghead videos in one way
or another in all of my funnels.

Slideshowpresentations are another form of video. By slideshow, I mean just the sameexact type
of video that you're watching right now. Literally, there’s noreason why we couldn’t be putting our
sales message on Keynote slides orPowerpoint slides and literally record them just like I did
when I recordedthis video for you.

The cool thingabout using Keynote or Powerpoint is that when you're done making your
slidesand putting your sales script right into the video, you can easily export it.You can export the
file right from Keynote or Powerpoint as an mp4, as anactual video file. The only issue again
there is you're going to make now thevisual connection and they’re powerful because you're now
narrating and you'retalking, but you kind of lack that face to face connection. I like to dohybrids,
we’ll talk a little bit more about hybrids in a minute here, but Ilike to do hybrids that combine both
these ways.

There are othertypes of videos. I'm not going to go too in depth into all the different types,but I
am going to mention action videos. Action videos are recorded onlocation. Action videos are like
you got somebody to hold the camera andthey’re following you as you're walking along on a
beach. You're talking andstuff. They involve moving shots with the camera, maybe even inserting
stockaction footage of live people, of activity.

The cool thingabout these types of videos is because they’re action shots, the videos tend tobe
much more entertaining. They keep people glued to their seats, almost likeyou're watching a
movie which is a lot different than watching a talking headlike a newscaster and watching a news
show. Look at it that way, look at itlike watching an infomercial where it’s an action type of shot as
opposed towatching a newscaster where he’s sitting at a desk and there may be some
littlepictures or animations being brought up on screen next to him, but it’s reallyjust a talking
head that you're looking at.

The actionvideos involve quite a bit more work. When you're on location, now you got tobe
mindful of a lot of things. Your audio. You might be on a beautiful beachand you might think oh,
it’s a great idea to be on the beach. I'm going to loveit, it’s going to be awesome because of the
scenery and the sun is going to begoing down. Oh my god, everybody's’ going to buy my product.
But then, youraudio sounds like shit because of all the wind. Now, you might think that youhit a
home run because you're in this beautiful setting but people can’t evenhear your message so
you’ve created a pattern interrupt for yourself.
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These are thethings that you have to be aware of. A lot of people that you see doing thesesales
videos, I'm shocked. I look at them and I'm like yeah, you used thisawesome, amazing camera.
You drove all the way up to this beautiful beach toshoot this footage, but man, it just sounds
terrible.

Or maybe theother way around. Maybe the audio’s good because you got yourself one of
thoselittle clip on microphone, but the person holding the camera’s all over theplace and now I'm
getting dizzy. You’ve distracted them, you’ve taken theirattention away from the message and
now they’re trying to focus on juststabilizing the screen because your camera person was
shaking their hand somuch.

Animationvideos. This is another type of video. You can create animation videos withspecial
software, you can hire somebody to create animation videos. The coolthing about animation
videos—with animation videos, I'm talking you can docartoons, you can do hand drawn videos,
those are popular as well. The coolthing about animation videos is they’re entertaining, they’re
amusing, you canput motion and digital effects to images or things that have been drawn byhand,
cartoons.

The cool thingabout cartoons is they’re like silhouettes. When you're telling stories or whenyou
want to try to really bring the viewer into the story, you can use asilhouette or a cartoon, anybody
can relate with a cartoon or a silhouette.When you put an actor or a person, it’s tougher for
someone to relate with thatperson. For example, if the actor or the subject in your sales video is
afemale and I'm a male, it’s hard for me to find myself in that person’s shoes.I don't know if that
makes sense.

This is thereason that when you create testimonials, you want to have a testimonial fromevery
demographic. You want to have a female doing a testimonial, an oldergentleman, a younger
gentleman, you want to have a kid in college. You want tohave a wide spectrum of people so that
every possible prospect that’s watchingthis can relate to somebody in one of the testimonials.

The cool thingabout cartoons, animations, silhouettes, anybody can relate to any silhouetteor any
cartoon because it doesn’t matter if the cartoon has red hair, or itdoesn’t matter if the skin tone is
brown, or white, it doesn’t matter. I canrelate because it’s a cartoon. It’s very entertaining. Again,
it’s somethingthat is a little more complex. Digital effects, motion graphics and things likethat.
They are very effective, they are powerful, people do use them a lotespecially nowadays. You
can take an animated video with some cool, happy musicon it and people just tend to love it. It’s
very attractive.
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What I wastalking about earlier, hybrid videos. They combine at least two or more videotypes like
these four video types that I talked about. Talking head,slideshows, action videos, and animation
videos. A hybrid will combine at leasttwo of these. That’s what I like to do. I like to take talking
head videos andmaybe combine them with a slideshow presentation, sometimes I even combine
themwith screen capture which is something that we didn’t talk about here becauseit’s not really
a type of sales video, it’s more of a demo type of video.

When I'mdemonstrating a website, I turn on my Screen Flow and just capture motion on
myscreen, it will capture your mouse movements and the current screen that you'reon on your
computer. I like to create videos that combine the talking head withslideshow, with hybrid. I don’t
do a lot of animation stuff, I do do a lot ofkeynote and powerpoint stuff like what you're watching
right now. Those are themain modalities that I use when creating sales video.

Let’s talk aboutthe script. Not everyone is an expert salesperson or even has a good amount
ofexperience in doing sales to the point that they can stand in front of a cameraand spout off a
really good sales pitch that can then be edited into a powerfulsales video. That’s rare. As a
matter of fact, I'm an expert salesperson. I'man expert face to face sales person. I’ve made
millions of dollars sellingproducts door to door, I’ve built multiple teams of door to door
salespeople.

Even for myselfwhen I'm in front of the camera, you make mistakes, you forget to do
certainthings. Having a script really, really helps you stay on point, it helps you bestructured, it
helps you just basically stick to the pitch. I think that theproblem though, the inherent problem
with having a script is that you soundscripted.

The key is againmaking sure that the sales video script is not just the narration of a longform
sales letter. Most of us don’t speak the way that we write. That’s really,really important for you to
remember. Even if you’ve got a script and let’s sayyou're using a teleprompter or something like
that, it’s important for you tonot sound monotonous.

I come off asdisingenuous, I come off as nervous, I come off as I'm reading something, Idon’t
come off as human. You know what happens when you don’t come off ashuman? You don’t
establish trust which is very, very important.

Make sure thatwhen you assemble your script, you’ve got to make sure that you're putting
theelements in there that we’re going to talk about in a second here, the elementshave to be
there, there’s five elements that need to be in there. Make surethat you write the content of the
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script, make sure you write it in your ownvoice.

Approach thismore like you would a face to face conversation about your product. The scripthas
to be constructed more like a live interaction. If you ran into somebody inthe lobby of a hotel and
they asked you about their product, how would youdescribe it? You literally have to envision that
scenario, that sort of ascenario when you're narrating your script. If not, it will sound
toorehearsed, too perfectly written, it won’t sound genuine, it won’t come offlike you're being
genuine.

These are theelements that I was talking about. These are the components of a presentation.The
introduction, short story, presentation, the close, and the rehash.

In theintroduction, what’s important is the smile, the eye to eye contact, theenthusiasm. You’ve
got to have those things. I tend to like to start with somesort of a bold statement, something to
catch their attention, something maybeeven a challenge.

Then, we go intothe short story. The key thing to convey during the short story phase of
yourscript is going to be the who, the what, and the why. Who are you, what thehell are you doing,
and why are you doing it? If you don’t convey those thingsin one way or another subconsciously,
the viewer is going to have thosequestions. Those questions will remain in their mind in the form
of inhibitionsthroughout the entire presentation continuously holding them back. They’ll makethat
person apprehensive about clicking the purchase button.

The presentationis the meat and potatoes. It’s where you go over the features and the benefitsof
your product. I would always focus on benefits.

The close, youhave to have a distinct close, a call to action. The rehash is where I’d sum
upeverything that I just went over. Once you put all five of these elements, ifyou have all these
segments in your script, you're going to be on the righttrack.

Another thing tokeep in mind that we’ve been literally talking about in almost every single oneof
these videos and that is you can’t sell every product the same way. Wetalked about the
difference between selling gizmos and gadgets, we talked aboutselling physical goods, we talked
about selling digital goods and infoproducts. You sell them each differently. The way that you
position the productis going to depend a lot on the audience as well as the type of product that
itis. Regardless of how you're positioning it or the type of product, we cangenerally say that
you're going to have these five segments in every one ofyour presentations.
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Remember towrite in your true voice or else you're going to sound disingenuous when youread
the lines.

Be mindful ofthe appropriate emotion and voice fluctuation. You can say the right thing inthe
wrong way and lose the sale.

Beware ofteleprompter syndrome. Teleprompter syndrome, a syndrome is a group ofsymptoms.
Teleprompter syndrome comes in many ways. To basically sum it all up,make sure your eyes are
where they belong to be and make sure you sound a waythat’s going to be natural.

A lot of peopledon’t use real teleprompter because they tend to be expensive and you don’twant
to take the time to build your own. In a teleprompter scenario, yourcamera is literally shooting
through a glass that is scrolling your script.You're looking directly into the camera as you're
reading the script. Thecamera is literally filming you through the glass that the script is
beingreflected on. Because of the magic of physics or whatever, the actual textthat’s being
scrolled isn’t captured by the camera.

The problem hereis that if you don’t have a real teleprompter, what we tend to do is we
makemakeshift teleprompter. We do things like just maybe a whiteboard on an easelbehind the
camera, or maybe we even tape a piece of paper with some bulletpoints to the camera. What’s
happened now is you get that teleprompter syndromeand your eyes are looking down or they’re
looking away.

What happens,remember, what’s the most important thing in the intro particularly butthroughout
your entire presentation, you got to have eye contact. The momentyou lose eye contact, it means
you're not interested, it means you're not payingattention, it means that the prospect is no longer
important. It means thatthere’s something else more important in your field of vision than the
personyou're talking to. That sends off a vibe that does not lead to trust andpurchase in the eyes
and basically in the mind of the prospect.

You’ve got tomake sure that you're looking at the camera, at the lens, not just at thecamera but
right at the lens, the part of the camera that’s recording yourimage.

The other one isthe way that you sound. Do you sound like you're reading? Are there
unnaturalpauses because you're waiting for the teleprompter to catch up? Are you readingtoo
fast because you haven’t toned down the speed of it? There's so many thingsthat can happen,
and speed is really important. The pace of the pitch isimportant.
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Pauses are very,very important. Strategic pauses like the one that I just showed you are
veryimportant to draw in the listener. What happens is literally when you put apause somewhere
that it’s not particularly expected, it’s a strategic pause, itmakes the person go huh, what? Why
did you stop? It kind of makes themsubconsciously lean in a little bit. Doing that is very difficult if
you'retrying to stay in pace with the scroll speed of your teleprompter app.

These are thingsthat comprise a group of symptoms that make it real obvious when you're
readinga script off of a teleprompter. Some people are awesome at readingteleprompter. The first
person that comes to mind, the president that we allknow as Barack Obama. He is very good at
reading teleprompter. I think thathe’s better at that than being president.

The fact is thatif you do this, people will sense it and it will affect whether or not theybuy.

The last thing Iwant to mention here with the assembling the script is remember that
differentthings are sold in different ways. We’ve been talking about that in all thevideos. There
are many types of video script recipes that you can follow. Eventhough the segments that I
mentioned earlier tend to be the same, the recipemight be a little bit different.

Consider usingsomething like Easy Video Solutions. If you go to easy-video-solutions.com,there
are a set of scripts in there that I wrote. There’s ten of them that youcan use as the basis for
assembling your presentation and your own video scriptthat has the necessary elements and
components. I come at it from all differentangles that will literally inspire you to create the story.
We’re going to talkabout why creating a story is important.

Let’s talk aboutsome of the tools. Production, you don’t need to have expensive
recordingequipment, you don’t need a recording studio, you don’t need an expensiveHollywood
budget to create an awesome high converting sales video. Look, itjust needs to look and sound
good. Remember, image is everything. If you’ve gota great product and you’ve got a great script
to sell that product but yourvideo looks and sounds like shit, you're not going to make sales
because you'renot conveying the message properly.

People are notwilling to stick around if they can’t listen to you because your audio soundsterrible.
They’re not going to hear your sales message and they’re never goingto get to buy your
awesome product because you're recording and your audiosounds terrible.

Your image.Remember, you're building a brand here. The way that your video looks isimportant.
If it’s blurry, out of focus, shaky, recorded wrong, not just theway that it was recording but how
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about where it was recorded. I see so manypeople record videos in their house.

You know, ifyou're telling me that there isn’t a plain white wall or a solid color wallthat you can
stand in front of at your house, then man that’s nuts. Why wouldyou shoot your video for your
sales video sitting on a bed with a pile of dirtyclothes behind you or in the corner of the screen?
What do you think people arelooking at? Do you really think they’re focusing on you if you’ve got
a catwalking around behind you? Come on, common sense. Again, you're doing a
patterninterrupt.

They’re notfocusing on you, they’re not focusing on the message, they’re not focusing onthe
messenger, they’re focusing on the cat, on the dirty laundry that’s behindyou. You’ve got to be
mindful of everything that’s on the screen that’s in theframe.

When I create mytalking head videos, I use my iPhone. No real expensive camera. The reality
isthat with technology, the way that it is nowadays, most of these mobile phonesthat you have on
your hip right now has an awesome camera. The quality of thatcamera is probably just as good
as any camera that you can buy on the shelf.Obviously, not just as good as any camera, but it’s
definitely good enough forweb video.

I reallyrecommend that you just use that. You can get a little clip that can attachyour phone to a
tripod. You can buy a tripod for like $8. They’re notexpensive. It just needs to be about 3 feet. I
just make my videos with myiPhone and then I edit out all my mistakes and stuff. I just do one
take,sometimes I do multiple takes. I’ll just go ahead and record. If I screw up, Istop, I start again
or I just pick up where I left off. I just import it intomy computer and put it in Screen Flow and edit
out all those mistakes, that’sreally the way that I produce my talking head videos.

Sometimes, I usea teleprompter app on my iPad but I'm not one of those people that are
goodwith a teleprompter. It does help me stay on track, but I just hate the waythat it makes me
sound. I find that I end up doing a lot of editing and at theend of the day when I use a
teleprompter I'm not as happy as when I just putbullets on a whiteboard or a piece of paper.

I think in myparticular situation, I'm willing to compromise the fact that from time to timemy eyes
drift as long as the pace and the sound comes off more genuine. WhatI'm saying comes off more
genuine rather than if I'm reading a teleprompter.Right now, you’ll see I'm using these slides. I'm
talking right now but thewords I'm saying at this very moment are nowhere on the screen
because I'm justusing the bullets as props. I'm using the bullets as props to remind me of whatI'm
supposed to be talking about at the moment. I'm not using it as an exactscript.
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I think theworst thing that you could do is to read every single word exactly the way thatit is on
the screen and then push through all your slides and think that that’sgoing to work. There’s no
humanity in that, there’s no connection happening,you don’t seem genuine, you just seem like
you're reading a script.

When creatingslideshows, be very mindful of the template. The colors, the styles. They havea
huge effect on the viewer, just like the dirty clothes or the hamper or thecat walking behind you
have an effect on the attention span and the emotions.Colors, fonts, they have effects. They do in
fact generate emotion.

There’s a reasonwhy you go to a doctor’s office and the walls are painted a certain colors,they’ve
always got low music, very soft music playing because it puts you in acertain mood. They don’t
have crazy colors that tend to get you all amped up.Keep in mind that that’s the same exact case
with the colors that you're usingon your screen.

Certain colors,they kind of bring up emotions of trust, confidence, energy. You can actuallysee
the studies that have been done of the effect of colors on the humanpsyche. Depending on what
emotion you're trying to bring up at a certain pointin your video, you can literally change the color
of that slide.

I recently readsomething about the movie The Matrix and I learned that when they filmed
that,they had three different tints for the movie. If you ever watch The Matrixagain, you can see
that when they’re trying to portray that the actors are inthe Matrix, the screen has a green tint to it.
If they’re trying to portraythat they’re in real life, the colors are bright and normal like in real life.If
they’re trying to portray that they’re in the construct or the programmingworld that they build all
their weapons, it’s a yellow tint on the screen.

They did this totry to convey certain messages, certain emotions, certain things to the
viewer.Keep in mind, it’s not just about the colors. A lot of things when creatingslideshows, you
got to be mindful.

The speed atwhich you're moving those slides, the transition. If you got an energy, ifyou’ve got a
pace going but then all of a sudden you pause because now yourtransition is coming in super
duper slow, the next text from the next sentenceis coming in. You just broke the whole pace, the
whole energy, the wholemomentum of your message.

Same things withanimations and the volume. How loud are you talking, how low are you talking.
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Alot of things that you have to be mindful when you're creating slideshows andany kind of videos.

Keep the messageand the messenger in focus. Sometimes, it’s cool to do a quick pan and
maybenot have the messenger—the focus is still the same but the panning. Thelocation of the
subject on the screen. You might be on the right side of thescreen, left side, center. He’s in focus,
but he might be zoomed in so he mightbe zooming in from the shoulders up and then zoom out to
the waist and up.

Again, doingthese things back and forth keep the viewer engaged. They keep the viewerlooking
at the video. It adds motion instead of just having that news room,news caster type of
environment. Remember that they can also be distracted byanything in the frame, we’ve been
talking about that, same goes for audio andbackground noises, music. Music is great, but keep
the music in sync with whatyour message is.

I’ll give you anexample. If I'm portraying something that’s bad, if I'm talking about aproblem, if I'm
talking about something that’s hurting them, if I'm sayingthat’s like Are your files being stolen
online? Are you afraid of losing youridentity to some thief, to some hacker, someone that will take
advantage ofyou? Notice the way that I'm talking, the sound, the way that I'm emphasizingmy
voice, maybe the music that I would be playing behind this part would bedarker, just semitones
and just darker sounding type of music.

When I'mpresenting the solution to the problem, I would talk in a different voice.Well, introducing
the solution to your problem. We’ve just created securityguard which is a product that is going to
guard your security online. Noticethat I'm happier now the way that I'm talking, maybe the music
now in thebackground would be happier, just more joyful, more energetic music becausemusic
creates emotion just like the imagery on the screen creates emotion, justlike the tone in your
voice creates emotion. All of this should go together.

The mistake thata lot of people make when they’re creating music or soundtracks for theirvideos
is they just get one music, one song, or one track, and they play thatone thing throughout the
entire video. Now, that one happy tune is even playingbehind the sad parts or the emotional parts,
or maybe you’ve got some musicthat’s just very—I call it pensive music or thinking music.

When someone’sthinking, or when you're trying to be thought provoking, you might have acertain
tone. You could literally go to stock music websites and look for musicby emotion. You can type
in the emotion in the search bar that you're trying toelicit in the prospect and they will pull up a
bunch of songs or tracks ormusic loops that you can put in the background that actually will
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trigger thoseemotions in people.

You need to bemindful of all of these things when you're producing them because again like Isaid,
you could have an awesome video sales letter but you could totally screwit up if you're not
presenting it right, if the imagery is wrong, if the soundsare wrong.

Editing andserving. The technical part of it is also important because quality, it’s notjust about
how good it looks, how good is it streaming?

I use ScreenFlow. Screen Flow is an affordable and lightweight video editing tool for
Mac.Lightweight because it doesn’t have a crap load of features, it’s very easy.You can open up
Screen Flow and figure out how to use it without having to reada manual. It’s super easy, drag
and drop, it’s intuitive. I find it much morestable and user friendly than Camtasia.

Camtasia whenyou're recording, when you're editing bigger files, it locks up a lot. Camtasiafor
Mac sucks. If you're on a Mac, which you should be, I recommend that youinvest the $97 for
Screen Flow which is very affordable. If you're on a PC, youhave no choice because you have to
use Camtasia. You don’t have to, there’sother ones out there. I recommend Camtasia.

Both Camtasiaand Screen Flow can be used to edit all the types of sales videos that I’vetalked
about. You can create some really attractive effects and transitions andthings like that using a
software as well.

The thing isdon’t get carried away with special effects. Use them as tools to break up
themonotony in your video. Again like I mentioned earlier, if you're just standingin the same
position staying in frame because you're not doing an action videoso you're just a talking head,
you're literally standing in place and you'retalking. That gets kind of monotonous even at a
college level.

A professortends to walk around the podium once in awhile. It’s important to do the samething on
camera, but sometimes if you're doing that on camera, it’s very easyto accidentally step out of
the frame. It’s best when you just stand in place,record, but make sure you capture some space
around you. Don’t have the cameraone foot away from your face where we could see all your zits
and stuff. Makesure that you keep the camera a few feet away so that later on when you're
inScreen Flow or Camtasia you can zoom, you can pan, you can move yourself fromleft to right
on the screen. It breaks up the monotony.
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Zooming in toyour face is also a good effect when you're trying to stress a point. When Iwant to
really stress something, I might lower my tone of voice, I lower myvolume and I start enunciating
my words, the way that I'm doing right now. WhatI also do visually at the time, I zoom into my
face. This has the same effectas if you were standing in front of someone and you leaned in to
tell themsomething really important. You're telling them a story and you say hey, youwant to hear
the best part? Check this out. You lean in.

If you were infront of me and I was talking to you, I would literally lean in closer to you.You can
cause that same effect by just zooming in to shoulders up and thenlowering the tone of voice.
These sorts of things are things that you canpractice on, that you can practice and see how they
come out, try it a coupleof different ways. Practice makes perfect.

You could alsoadd things with these effects like for example fly in text and transitions. Youcan
make it so that you're going from one scene to the next, it flips or itrotates or it spins and things
like that. Just don’t get too carried awaybecause again, these are pattern interrupts. You want to
make your video moreengaging and make it flow better, not make it to the point where it
disruptsthe viewer.

Make sure thatyour final file type is in mp4. There’s a lot of file types out there forvideo. There’s
flash, there’s flv, there’s swf, there’s mov, there’s avi. Look,mp4, that’s all you need to know. For
audio, mp3, for audio, mp4. Since we’retalking about sales videos here, just make an mp4. Some
people will argue,listen. Here’s why you should use mp4. It is the most universally
acceptedacross all devices and platforms, period.

Try to keep thefile sizes also small. If you have a really large file size, then what ends
uphappening is now a bunch of information has to get compressed and streamedthrough the
internet, through the wire that’s going to the computer of theindividual that’s watching it. The
more data that’s being passed per frame—I'msure you’ve watched a video where it stops and it
has to catch up in themiddle. You see the little spinning wheel. That’s usually because the file
istoo big, the file hasn’t been compressed properly for streaming.

A good way toavoid this is keep the file size small. How do you do that? If you're going tobe
playing your video on a 720 pixel wide screen, there’s no reason for you torecord in 1080p. If you
record in a huge size and then you're trying to squeezethat huge size video, all that data, that big
wide screen HD camera that yougot, you're trying to squeeze all that and you're wondering why
does it have tocatch up all the time? Well, your video is too big. Keep file size smaller sothat it
streams better. You’ll be amazed how simple that is to fix. So manypeople just screw that up.
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Certain videoplayers like Easy Video Suite have features that actually help you make sales.For
example, you can have order buttons that pop up on the screen of the videoright when you're
saying something like hey, it’s time to take action. Go rightnow and purchase this product. You
can literally do a setting in Easy VideoSuite that has a button and now they can go buy your
product. That’s excitingbecause when all of a sudden someone sees the button, oh wow, it
grabbed theirattention, it makes them click it. It elicits a response right then and there,it triggers
the viewer to do something.

You can dothings like redirect the user to a certain website once the video ends. Thepoint that
I'm making is the technology that you're using, Easy Video Suite.You can do a lot of things on
your website using these tools that you can’t doreally with YouTube and stuff like that. With free
alternatives is what I'mtrying to say.

A lot of thingscome into play when you're creating a sales video. A lot more than just writingthe
script and the words that you're composing to sell your product.

Remember, imageis everything. We talked about that repetitively through this video.
Everythingthey hear and see on their screen will affect their decision to buy. Make nomistake
about this. I hear people talking foolishly all the time about how itdoesn’t matter that they’ve got a
bone through their nose and that they have atattoo on their face and that they’ve got all this
excessive facial area and thattheir hair isn’t combed and that they look like they shot their video
in a pigstyle.

These things domatter, they do matter. If you think you don’t, you are living in a fantasyworld.
The appearance matters. There’s a reason why politicians wear blue suits,white shirt, red tie. It’s
been proven to work better. There’s a reason why theway that a video or a film is produced has a
direct affect on the emotion thatthe viewer is going to have. That reason has to do with what
they’re seeing. Ifwhat they’re seeing does not appeal to them, then you’ve lost them.

If your subjector the person you're filming has a bunch of facial piercings and tattoos, thatmight
be okay with a segment of the audience. If you're trying to appeal to abroad base, you got to
understand that you are literally going to isolate somepeople. If you're targeting, if you're filming a
video for a tattoo shop, thatis the audience, that is what you want to have, that is what the subject
is.You’d be foolish to think that appearance does not affect willingness to buy.Image is everything.

If you go into arestaurant to eat and it looks dirty, you won’t eat there even though theymight
have the awesomest food. You won’t eat there because image is everything.
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Sales videosshould only be as long as they have to be in order to raise impulse. I getasked that a
lot. How long should I make my videos? Is this too long? Is thistoo short? The point is it needs to
be long enough for you to do the fivethings; intro, short story, presentation, close, and a rehash.
You have to dothose five things. The video should be as long as it takes to get the person tobuy.
There is no exact amount of time.

Some people sayoh well, I don’t want to make it too long because I don’t want to lose
theirinterest. No, length of the video has nothing to do with interest. Engagement,entertainment,
go watch the movie Avatar. It’s like three hours long and you’dbe glued to your seat the entire
three hours.

I’ve found thatthe recipe that works for me is to educate and entertain. If I educate andentertain in
all of my videos, whether it’s a sales video or whether it’s atraining video like this one, I try to
entertain, I try to say things that arefunny, I try to say things that are keeping you engaged. I say
them with voicefluctuation, I say them with education and entertainment and that’s what
equalsengagement. That’s what I found works for me.

I want to thankyou for watching this video, I hope that you use these tools in creating yourown
video sales letters and I look forward to seeing you in the next video.
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