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Introduction: Why Video is Your Best Tool 

Every business owner wants the same thing: they want people to know who they are, trust 

them, and buy from them. But today, it is harder than ever to get noticed. There are so many 

advertisements and posts online that most people just stop paying attention. 

This is where video comes in. 

Video is not just a fancy trick or something you do when you have extra time. It is the most 

powerful way to talk to your customers. When people see your face and hear your voice, they 

start to feel like they know you. They can see the hard work you do and the real results you get 

for others. 

In this book, we are going to look at 21 smart ways to use video. We aren't just talking about 

making random posts on social media. We are talking about using video to tell a story that 

makes you a leader in your field. 

You will learn how to stop being "invisible" and start showing the world why your business is 

special. Whether you are sharing your personal journey, answering common questions, or 

showing a "behind-the-scenes" look at your craft, each video you make is a tool to help your 

business grow. 

By the time you finish this book, you will have a clear plan. You will know exactly how to use 

video to build trust and find the right customers. It’s time to stop just "making stuff" and start 

telling a story that matters. 

Let's get started. 

 

Pro Tip: You don't need a Hollywood budget to start—you just need a good story and a way to 

help your customers feel like they know you. 

​ ​ ​ ​ ​ ​ ​ ​ ​ ​  



Bonus Resources: 

Get Your Smartphone Video Toolkit To help you implement the 21 strategies in this book, I’ve 

created a digital vault of resources for you.  

Access FREE resources at: MarketingYourBusinessWithVideo.com 
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Chapter 1: Using Video as a Secret Weapon 

 

A lot of people think making a video is just a small trick or a quick task to check off a list. They 

might post one video and hope it works, but that is just a basic marketing tactic. To really grow, 

you need to treat video as a strategic asset. 

This means video should be a core part of your business plan, not just a side project. When 

you stop looking at video as a chore and start using it as a tool, you can tell better stories. 

These stories help people trust you and see you as a leader in your market. By making video a 

priority, you are building something valuable that helps your business succeed for a long time. 

The Difference Between a Tactic and a Strategy 

Think about a secret weapon in a movie. It isn’t something the hero uses once and then throws 

away. It is the special tool they rely on to win the battle. In business, many people treat video 

like a one-time trick. They might record a quick clip on their phone, post it, and then wait for 

magic to happen. When they don't get a thousand customers overnight, they give up. This is 

because they are using video as a "tactic"—a single move—rather than a "strategy"—a total 

plan. 

To really see a change, you have to change how you think. You need to treat video as a 

strategic asset. An asset is something you own that has value and helps you over a long 

period, like a piece of equipment or a building. When video is an asset, it isn't just "extra work" 

on your to-do list. It is a main part of how you communicate with the world. 

Moving From "Chore" to "Tool" 

When you think of video as a chore, it feels like a burden. You might think, "Oh no, I have to 

film something today." But when you see it as a tool, it becomes exciting. Imagine a builder 

who loves their tools because they know a good hammer makes the job easier. Video is that 

hammer for your business. 

Using this tool correctly allows you to tell much better stories. Instead of just saying "buy my 

product," you can show people why your product matters. You can show the face behind the 

business and the heart behind the work. This is how you build trust. 
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Building for the Long Term 

In the world of business, trust is the most important thing you can have. If people don't trust 

you, they won't buy from you. But when they see you on video consistently, they start to see 

you as a leader. They begin to feel like they know you, even if you’ve never met in person. 

By making video a priority right now, you are building something that will last. A great video 

doesn't just work for one day; it stays online and helps people find you for years. This is how 

you build a successful business that stays strong for a long time. You aren't just looking for a 

quick win; you are building a foundation for the future. 
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Chapter 2: The High Price of Being Hidden 

Today, almost everyone uses the internet to find the things they want to buy. If your business 

doesn’t show up when they search, it is like you aren’t even there. This is what we call the cost 
of being invisible in a digital marketplace. 

When people can’t find you, they can’t trust you or buy from you. They will simply spend their 

money with another company that they can see. Being hidden online is expensive because it 

costs you new customers and sales every day. To grow, you need to step into the light and 

make sure your business is seen. 

 

The "Ghost" Business 

Imagine you opened a store on a busy street, but you painted the windows black, took down 

the sign, and locked the front door. Even if you have the best products in the world, no one is 

going to come in. In the digital world, if you don't have videos or a strong online presence, you 

are running a "ghost" business. 

People are walking right past you every second because they don't even know you exist. In the 

past, you could get by with just a phone number in a book. But today, if you aren't on a screen, 

you are invisible. 

Where the Customers Are 

Think about what you do when you want to buy a new pair of shoes or find a place to eat. You 

probably pick up your phone and search for it. Your customers are doing the exact same thing. 

They are looking for videos that show them what a product looks like or how a service works. 

If your competitor has a video explaining their work and you have nothing but a wall of text, the 

customer is going to choose the competitor every time. They choose what is easy to see and 

understand. 
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Counting the Cost 

Being invisible doesn't just mean you aren't famous; it means you are losing money. Every 

person who searches for what you sell and finds someone else instead is a "lost opportunity." 

If ten people a day find your competitor instead of you, that is 3,650 people a year who could 

have been your customers. When you add up all those lost sales, the "cost" of being hidden is 

actually much higher than the cost of making a video. Making yourself visible isn't an 

expense—it’s how you stop losing the money that should be coming to you. 
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Chapter 3: Telling a Story with a Purpose 

A lot of businesses make videos just because they think they have to. They post a lot of 

random things, but it doesn't always help them grow. This is often just "making content." 

To really succeed, you need to start telling a story with a purpose. Instead of just posting 

anything, you should use your videos to show people exactly who you are and why you are 

different. When you tell a clear story, you show people where you fit in the world and why you 

are the best choice for them. 

 

The "Pile of Bricks" Problem 

Imagine you want to build a house. If you just buy a truckload of bricks and dump them in a big 

pile on your lawn, you don’t have a house. You just have a pile of stuff. 

This is what happens when businesses make "content" without a plan. They might post a funny 

video one day, a picture of their lunch the next, and a sales ad on Friday. To the customer, this 

feels like a pile of bricks. It doesn't show them who you are or how you can help. It's just noise. 

What is a Narrative? 

A "narrative" is just a fancy word for a story that has a clear point. When you use narrative 
positioning, you are taking those bricks and building a beautiful home. Every video you post 

should be like a new brick that helps build the same house. 

Instead of just "making stuff," you are showing people your values. You are telling them a story 

about what you believe in and what you stand for. When you do this, you aren't just another 

business; you are a brand with a personality. 
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Why Being Different Matters 

In every town, there are usually several people who do the same job. There might be several 

plumbers, lawyers, or bakeries. If everyone looks the same, customers will just pick the one 

that is the cheapest. 

But when you tell a story, you show people how you are different. Maybe you use special tools, 

or maybe you have a very interesting history. When you use video to show your "why," you stop 

competing on price. People will choose you because they like your story and they trust your 

message. You aren't just selling a product anymore; you are inviting them to be part of your 

story. 
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Chapter 4: Why Real Stories Build Trust 

When you watch a movie that feels like a real-life story, you tend to believe it more than a 

flashy commercial. This is called documentary storytelling, and it is one of the best ways to 

get people to trust your business. 

Most ads try to "sell" to people, which can make them feel a bit suspicious. But a 

documentary-style video just shows the truth. It shows real people, real hard work, and real 

results. When customers see the honest side of what you do, they stop feeling like they are 

being sold to and start feeling like they know you. Trust is the most important thing in business, 

and telling a real story is the fastest way to build it. 

 

The Problem with "Salesy" Ads 

We have all seen commercials that feel fake. They use actors with perfect smiles and loud 

music to try and get us to buy something. Because we know they are trying to sell us 

something, our brains naturally put up a wall. We think, "Is this really true, or are they just 

telling me what I want to hear?" 

Documentary storytelling is different. Instead of using actors, you use real people. Instead of a 

script, you have a real conversation. This lowers that wall of suspicion. When a video feels real, 

people stop worrying about being tricked and start listening to your message. 

Show, Don't Just Tell 

It is easy for a business to say, "We are the best." But it is much more powerful to show 

someone why you are the best. A documentary-style video lets the viewer see the evidence for 

themselves. 

If you say you care about quality, show a video of your team carefully checking every detail of a 

project. If you say you have happy customers, show a video of a real person talking about how 

you helped them. When people see the proof with their own eyes, they don't need you to "sell" 

them anymore. They are already convinced. 
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The Power of Human Connection 

At the end of the day, people like doing business with other people, not with faceless 

companies. Documentary storytelling puts a human face on your brand. It shows the passion 

behind the work and the people who make it happen. 

By sharing the honest, "real" side of your business, you create a connection that a regular ad 

just can't match. You aren't just a logo on a screen; you are a real person who cares about their 

craft. This kind of honesty is what turns a stranger into a loyal customer. 

Stop Being a Ghost: Don’t just read about these strategies—execute them. Post your first 

smartphone video in our community and get professional feedback today: 

MarketingYourBusinessWithVideo.com. 
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Chapter 5: The Brand Movie: Showing You Are the Expert 

A Brand Documentary is a professional movie that tells the story of your business. Instead of 

just a quick ad, it goes deeper to show what makes your company special and how you 

became a leader in your field. 

When people see a well-made story about your brand, they don't just see a company selling a 

product; they see an authority they can trust. It helps you stand out from everyone else by 

proving that you know exactly what you are doing. By sharing your journey and your values, 

you establish market authority, which means customers will look to you first when they need 

help. 

 

It’s a Movie, Not a Commercial 

Think about the difference between a thirty-second TV commercial and a documentary you 

might watch in school or on Netflix. A commercial usually feels like someone is shouting, "Buy 

this now!" A documentary feels like someone is saying, "Let me show you how this works." 

A Brand Movie is meant to be watched and enjoyed. It uses high-quality images, music, and 

storytelling to take the viewer on a journey. Because it looks and feels like a real movie, people 

are more likely to sit still and pay attention to what you have to say. It shows that you care 

enough about your business to present it in the best way possible. 

Standing Out From the Crowd 

In almost every business, there is a lot of competition. If you look just like every other business, 

customers will have a hard time choosing you. They might just pick whoever has the lowest 

price. 

A Brand Movie helps you "break away" from the crowd. It shows the unique parts of your 

business that nobody else has. Maybe it’s the way you treat your team, the special tools you 

use, or the reason you started the company in the first place. When you show these unique 

details, you aren't just another option—you become the obvious choice. 
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Becoming the "Go-To" Person 

When you are the "authority" in a market, it means you are the person everyone looks to for 

answers. Think of a famous scientist or a world-class chef. People listen to them because they 

have proven they know their stuff. 

By creating a Brand Movie, you are showing the world that you are a professional who takes 

your work seriously. You aren't just someone trying to make a quick dollar; you are a leader 

who understands the industry. When customers see you as an authority, they stop questioning 

your prices and start asking for your advice. They trust you to lead them to the right solution. 
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Chapter 6: The Owner’s Story: Turning Experience into Value 

Every business has a beginning, and the person who started it has a unique story to tell. This is 

called the Founder’s Narrative. When you share your personal journey—including the 

struggles you faced and how you solved them—you are building a special kind of value for your 

company. 

People don’t just buy things; they buy into the people who make them. By showing your history 

on video, you turn your past hard work into "equity," which is a way of making your business 

more valuable to your customers. Your unique story is something no one else can copy, and it 

helps people feel a real connection to your brand. 

 

The Story Only You Can Tell 

Imagine two people selling the exact same type of homemade bread. One person just puts the 

bread on a shelf with a price tag. The other person shows a video of themselves in the kitchen, 

explaining how they learned to bake from their grandmother and how they spent years 

perfecting the recipe. 

Most people will choose the second person. Why? Because that person shared their story. 

Even if the bread is the same, the story makes the business feel more important. No one else 

has your specific history, your specific mistakes, or your specific wins. Sharing these details 

makes your business one-of-a-kind. 

Turning Your Past into "Equity" 

"Equity" is a word people use to describe how much something is worth. Usually, we think of 

money or buildings, but your experience is also a type of equity. All the years you spent 

learning your craft and all the problems you solved have value. 

When you tell your story on video, you are "depositing" that value into your business. You are 

showing customers that you didn't just start yesterday. You are showing them that they are 

paying for years of knowledge and hard work. This makes your business worth more in their 

eyes because they know they are getting the benefit of all your experience. 
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People Connect with People 

At the end of the day, a business is just a name on a building or a website. But a founder is a 

real person. When you step in front of the camera and talk about your "why"—the reason you 

started the business—you create a bridge between you and the customer. 

It's okay to talk about the hard times, too. In fact, showing that you faced challenges and 

overcame them makes you more relatable. Customers appreciate honesty. When they see the 

person behind the brand, they stop seeing a company and start seeing a partner they want to 

support. 
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Chapter 7: Mission and Vision Films: Finding Your People 

 

A Mission and Vision Film is a video that explains not just what you do, but what you believe 

in and where you are going. It’s like a compass for your business. 

In a world where everyone is trying to sell to everyone, these films help you find the right 

people. By being clear about your goals and your "why," you act like a magnet—attracting 

customers and employees who share your values and politely turning away those who don't. 

This creates a community of people who are truly excited to support you. 

 

The Difference Between "What" and "Why" 

Most businesses spend all their time talking about "what" they sell. "We sell shoes," or "We fix 

cars." But a Mission and Vision Film focuses on the "why." Why do you care about shoes? 

Maybe you believe everyone deserves to walk comfortably. Why do you fix cars? Maybe you 

want to make sure families are safe on the road. 

When you share your "why," you aren't just selling a service; you are sharing a belief. 

Customers who believe the same thing will feel a deep connection to you. They aren't just 

buying a product; they are supporting a cause they believe in. 

The "Magnet" Effect 

It sounds strange to say you want to "turn away" some customers, but it is actually one of the 

best things you can do for your business. If you try to please everyone, you end up being 

boring and generic. 

Your Mission and Vision Film acts like a magnet. One side attracts the people who love what 

you stand for. The other side repels the people who aren't a good fit. This is great because it 

means you spend your time working with people who appreciate you, which makes your work 

much more enjoyable and successful. 
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Following the North Star 

A "Vision" is like a North Star—it's the big goal you are moving toward in the future. Sharing 

this vision on video helps people see the bigger picture. It shows that you aren't just thinking 

about today’s profit, but about the long-term impact you want to have on the world. 

When people see that you have a clear plan for the future, they feel more confident in you. 

They see you as a stable, forward-thinking leader. This kind of clarity builds a level of trust that 

a simple "sales pitch" could never reach. 
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Chapter 8: The Personal Brand Film: Standing Out from the Crowd 

 

A Personal Brand Film focuses on you as an individual. While a Brand Documentary tells the 

story of your company, a Personal Brand Film shows your personality, your quirks, and your 

unique way of seeing the world. 

In a crowded market where many people offer the same services, your personality is often the 

only thing that cannot be copied. By putting yourself front and center, you stop being a 

"faceless corporation" and start being a person people can actually like. When you stand out as 

an individual, you make it much easier for the right customers to choose you over everyone 

else. 

 

The End of the "Faceless Corporation" 

For a long time, business owners thought they had to act very stiff and "professional" to be 

taken seriously. They hid behind logos and fancy office photos. But today, the world has 

changed. People are tired of talking to robots or reading scripted emails. They want to know 

who is actually running the show. 

A Personal Brand Film breaks down the wall between you and your audience. It shows that 

there is a real human being behind the business—someone who laughs, has hobbies, and 

cares about their work. This human connection is what turns a cold business transaction into a 

warm relationship. 

Why Personality is Your "Moat" 

In business, a "moat" is a way to protect yourself from competitors. If you only compete on 

price, someone will always come along and be cheaper. If you only compete on features, 

someone will eventually build a better tool. 

But no one can be you. Your specific personality, your sense of humor, and your unique 

perspective are things that a competitor can never steal. When you show your true self on 

video, you are building a moat around your business. You aren't just selling a service; you are 

selling the experience of working with you. 
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Choosing a Guide, Not Just a Vendor 

Most customers aren't just looking for a "vendor"—someone who just takes their money and 

does a job. They are looking for a "guide"—someone they can trust to lead them to a solution. 

By creating a Personal Brand Film, you are showing that you are a guide worth following. You 

are letting people see your character before they even hire you. When a customer feels like 

they "get" you, they aren't just buying your product; they are buying into your leadership. This 

makes you much more than just another name on a list; it makes you a recognizable leader 

that people want to be around. 

Stop Being a Ghost: Don’t just read about these strategies—execute them. Post your first 

smartphone video in our community and get professional feedback today: 

MarketingYourBusinessWithVideo.com.  
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Chapter 9: Product and Service Documentaries: Showing Real Value 

 

A Product or Service Documentary is a video that goes beyond a simple "sales pitch." 

Instead of just telling someone that your product is great, you show them exactly how it works, 

how it’s made, and why it's worth the price. 

This kind of video helps people understand the true value of what you offer. When a customer 

can see the care, effort, and skill that goes into your service or product, they stop seeing it as 

an "expense" and start seeing it as an "investment." By showing the "how" and the "what" in 

detail, you make it much easier for people to understand why they should choose you. 

 

The "Behind-the-Curtain" Look Most people only see the final result of your work. They don't 

see the hours of planning, the specialized tools, or the careful steps you take to make sure 

everything is perfect. A documentary-style video pulls back the curtain and lets people see the 

"magic" for themselves. This transparency builds massive trust because you aren't hiding 

anything. You are showing that your process is solid and professional. 

Highlighting the Details Sometimes, the most important parts of a product are the things you 

can’t see at first glance. Maybe you use a specific type of high-quality material, or maybe you 

have a unique way of checking for errors. By using close-up shots and detailed explanations, 

you can highlight these small wins. These details prove that you don't cut corners. When 

customers see that you care about the little things, they feel much safer trusting you with the 

big things. 

Solving the Mystery For many customers, the process of hiring a professional or buying a 

complex product can feel like a mystery. They might be afraid of what they don't know. A 

Product and Service Documentary solves this by walking them through the experience. When 

you "demystify" your process, you take away the fear of the unknown. People feel much more 

comfortable buying something when they have a clear picture of exactly what they are going to 

get. 
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Chapter 10: Movies About Changing Lives: Selling Without Selling 

 

A Client Transformation Film is a video that shows how a customer's life or business got 

much better after they started working with you. Instead of you talking about how great you are, 

the video shows the actual results you created for someone else. 

When people see these real changes, they often decide to buy from you on their own. This is 

how you sell without "selling." You don't have to use high-pressure sales tricks because the 

proof of your hard work does the talking for you. 

 

The Power of Real Proof 

We have all heard the phrase "show, don't tell." In business, this is the golden rule. You can tell 

a customer that you are the best in the world, but they might still doubt you. However, when 

they see a video of a real person whose life was changed by your work, their doubt starts to 

disappear. 

These films aren't just about "happy customers." They are about the transformation. You are 

showing a journey from a place of struggle or frustration to a place of success and happiness. 

This proof is much more powerful than any sales pitch you could ever write. 

The "Before and After" Story 

Every great story needs a beginning, a middle, and an end. In a transformation film, you start 

by showing where the customer was before they met you. Maybe they were stressed, losing 

money, or struggling with a problem they couldn't fix. 

Then, you show the middle—the moment they chose to work with you and the steps you took 

together. Finally, you show the "after." This is the exciting part where they are now successful, 

happy, and relieved. Seeing this complete cycle helps a potential customer imagine themselves 

going through that same positive change. 
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Letting Others Do the Bragging 

It can feel awkward to talk about how good you are at your job. Most of us don't like to "brag." 

The beauty of a Client Transformation Film is that you don't have to. Your customers do it for 

you. 

When a customer speaks from the heart about how you helped them, it feels honest and 

authentic. Potential buyers trust other buyers more than they trust the business owner. By 

letting your clients share their success, you are building a bridge of trust that makes the final 

sale feel like the natural next step, rather than a forced decision. 
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Chapter 11: Real Success Stories: Proving You Get Results 

 

A Case Study Documentary is a special kind of video that acts as undeniable proof of your 

hard work. Instead of just telling people you are good at what you do, you show them a real 

project from start to finish. 

Think of it like a "before and after" story. You show the problem a customer had, the steps you 

took to fix it, and the great results at the end. Because it is filmed like a mini-movie, it feels very 

real and honest. This is one of the best ways to show future customers that you really can do 

what you promise. 

 

The Anatomy of a Case Study 

A great case study isn't just a list of facts; it’s a journey. To make it effective, you need three 

parts: 

●​ The Challenge: What was keeping the client up at night? 

●​ The Solution: What specific "magic" did you bring to the table? (This is where you 

show your unique process or specialized tools). 

●​ The Result: What does life look like now? Use numbers if you have them, but feelings 

matter just as much. 

Why Evidence Matters 

In the digital world, anyone can say they are an expert. You can go online right now and find a 

thousand people claiming to be the best video editor or the smartest trader in the world. But 

very few people can prove it. 

Evidence is the antidote to skepticism. When a potential client sees a case study, they stop 

asking "Can they do this?" and start asking "How soon can they do this for me?" It shifts the 

conversation from doubt to desire. 
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The "Proof of Concept" Effect 

When you show a successful case study, you are demonstrating a "proof of concept." You are 

showing that your methods don't just work in theory—they work in the real world, with real 

people and real money on the line. 

This is especially important if you offer a high-end service. People are often willing to pay more 

if they feel 100% certain that the result will be what they want. A Case Study Documentary 

provides that certainty. It shows that you’ve been in the trenches, solved the hard problems, 

and come out the other side with a win. 
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Chapter 12: Answering Questions Early: Making it Easy to Say “Yes” 

 

Sometimes, customers have reasons why they might be afraid to buy something. These 

reasons are called objections. A Strategic FAQ Film is a video where you answer the most 

common questions people have before they even have to ask them. 

By answering these questions early, you take away their worries and help them feel more 

comfortable. This makes it much easier for them to decide to work with you because they don't 

have any more "what if" questions holding them back. 

 

Reading Your Customer’s Mind 

Have you ever been looking at a product online and thought, "This looks great, but will it work 

for my specific situation?" or "Is this going to take too much of my time?" Those little doubts are 

the speed bumps on the road to a sale. 

A Strategic FAQ Film is your way of smoothing out those bumps. By brainstorming the top five 

or ten things people always ask you—or the things they think but are too polite to ask—you can 

address them head-on. It shows that you understand your customers' lives and that you’ve 

already thought through their concerns. 

Saving Time for Everyone 

Think about how many hours you spend answering the same three questions over and over 

again on the phone or in emails. It can be exhausting! 

When you put those answers into a high-quality video, you are creating a "digital assistant" that 

works for you 24/7. Customers can get the information they need at 10:00 PM while sitting on 

their couch. By the time they actually get on a call with you, the basic stuff is already handled, 

and you can spend your time talking about the exciting parts of the project instead of repeating 

the basics. 
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The "No-Pressure" Answer 

People often feel more relaxed watching a video than talking to a salesperson. They don't feel 

like they are being "pushed" into a decision. When you provide clear, honest answers in a 

video, you are giving them the space to learn at their own pace. 

This transparency builds huge amounts of trust. It says, "I have nothing to hide, and I want you 

to have all the facts before you spend a dime." When a customer feels informed and respected, 

they are much more likely to say "yes" when the time comes. 

Stop Being a Ghost: Don’t just read about these strategies—execute them. Post your first 

smartphone video in our community and get professional feedback today: 

MarketingYourBusinessWithVideo.com.  
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Chapter 13: Being Open About How You Work: Making it Safer to Buy 

 

Sometimes, customers feel nervous because they don’t know what happens after they pay for 

a service or product. A Process Transparency Film is a video that shows exactly how you do 

your work, step by step. It is like letting someone look over your shoulder while you work so 

they can see your methods. 

When you are open about how you work, you help reduce buyer risk. This means customers 

feel safer because they can see you have a clear plan and high standards. When people know 

exactly what to expect, they aren’t afraid of making a mistake by choosing you. 

 

Removing the "Mystery Box" Feeling 

Have you ever bought something and felt a little anxious while waiting for it to arrive or for the 

work to start? That's because, to the customer, your internal process is a "mystery box." They 

put money in, but they aren't quite sure what is happening inside the box until the final result 

comes out. 

A Process Transparency Film opens that box. By showing the steps—from the initial planning 

and the tools you use to the final quality checks—you remove the mystery. When there are no 

surprises, there is no fear. 

The Value of "How" 

Often, customers think a job is "easy" because they only see the end product. If they think it's 

easy, they might think it should be cheap. However, when you show a video of the specialized 

care, the expensive equipment, or the three hours of prep work that happens before the "main" 

task even begins, they realize the true value of your service. 

Showing your process proves that you aren't just "winging it." It shows that you have a proven 
system. Whether it’s a clean workspace, a detailed checklist, or a specific way you handle 

materials, these details signal to the customer that they are in professional hands. 
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Confidence Through Clarity 

Transparency is a shortcut to trust. When a business is willing to show exactly how the 

"sausage is made," it tells the customer, "We have nothing to hide." 

You don't need a Hollywood production for this. Even simple shots of your team following a 

standard operating procedure can be incredibly effective. It's about showing the consistency 

of your work. If a customer can see that you follow the same high-quality steps every single 

time, they can feel confident that they will get the same great result they saw in your portfolio. 
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Chapter 14: The Authority Interview: Talking with Other Experts 

 

Sometimes, the best way to show you are an expert is to talk with other experts. An Authority 
Interview is a video where you have a conversation with another leader or professional in your 

industry. 

When people see you talking to other smart and successful people, they start to see you as 

one of them. This is called positioning through conversation. It shows that you are part of 

the "inner circle" of your field. By sharing a screen with other authorities, you gain respect and 

show your audience that you know exactly what is happening in your business world. 

 

Borrowing Credibility 

If you walk into a room and no one knows who you are, it might take a long time to prove you 

are a pro. But if you walk into that same room with the most respected person in the building, 

and you two are talking like old friends, people will automatically think, "Wow, they must be 

important, too." 

This is the power of the Authority Interview. You are essentially "borrowing" some of the respect 

and trust that the other expert has already built. When an expert agrees to do a video with you, 

it is like a silent "stamp of approval" for your business. 

Adding Value to Your Audience 

The goal of these interviews isn't just to look cool; it’s to help your customers. By asking the 

right questions, you can bring new information and different perspectives to your audience. 

For example, if you are a video editor, you might interview a professional photographer about 

how lighting affects video. This gives your viewers a "two-for-one" lesson. You are providing 

extra value for free, which makes people want to keep following you. It shows that you aren't 

just trying to sell them something—you are trying to help them learn from the best. 

 

​ ​ ​ ​ ​ ​ ​ ​ ​ ​  



It's About the Conversation, Not the Pitch 

The best Authority Interviews feel like a natural chat between two people who love what they 

do. You shouldn't use this time to try and sell your services. Instead, focus on sharing 

knowledge. 

When you ask smart, thoughtful questions, it proves that you understand the "language" of 

your industry. You don't have to do all the talking to show you're an expert. Often, being the 

person who asks the best questions is enough to prove you are a leader. 

[Image: A professional video interview setup with two people sitting in comfortable 

chairs, microphones between them, and professional lighting in the background.] 
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Chapter 15: The High-Impact Landing Film: Making a Great First 
Impression 

 

A High-Impact Landing Film is the first video people see when they visit your website. Think 

of it as the "movie trailer" for your business. Its job is to grab someone's attention in just a few 

seconds and make them want to stay and learn more. 

When people land on a website, they usually decide very quickly—often in less than five 

seconds—if they should keep reading or leave. A great video on your front page shows them 

exactly what you do and why it matters right away. It makes a strong first impression so that 

visitors feel excited to explore the rest of your site instead of clicking away. 

 

Winning the Five-Second War 

The internet is a busy place, and most people have a very short attention span. If they arrive at 

your website and see only a giant wall of text, they might feel overwhelmed and hit the "back" 

button. This is called a "bounce." 

A Landing Film stops that from happening. Because our brains are wired to notice movement 

and faces, a video is much more engaging than a static image. By showing a quick, 

high-energy montage of your work or a friendly greeting from you, you win the battle for their 

attention. You give them a reason to stop scrolling and start listening. 

Showing, Not Just Telling 

You could write three paragraphs about how professional your studio is, or you could show a 

five-second clip of you working with high-end cameras and editing software. The video does 

the work of a thousand words instantly. 

A High-Impact film is about vibe and feeling. You want the viewer to think, "This looks exactly 

like the kind of professional help I need." Even before they read a single word of your "About 

Us" page, they have already felt the quality of your brand. 
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Guiding the Journey 

The goal of this video isn't just to look cool; it's to guide the visitor to the next step. At the end 

of a great landing film, the viewer should know exactly what to do next—whether that's clicking 

a "Book a Call" button or scrolling down to see your portfolio. 

By making that first impression count, you transform a random visitor into a potential lead. 

You’ve moved them from "just looking" to "interested," and you did it all in the time it takes to 

pour a cup of coffee. 

[Image: A screenshot of a modern, sleek website homepage with a large, 

high-definition video playing in the background behind a clear "Get Started" 

button.] 
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Chapter 16: The Explainer Film: Making Your Offer Crystal Clear 

 

Sometimes, even if a customer likes you, they might still be confused about exactly what they 

are buying. An Explainer Film is a short, simple video that breaks down your product or 

service so it is very easy to understand. 

Confused people rarely buy things. If a customer has to think too hard to figure out what you 

do, they will likely give up. An Explainer Film removes that confusion by showing the problem 

the customer has and how you are the perfect solution to fix it. When your offer is "crystal 

clear," people feel much more confident saying "yes." 

 

Solving the "So What?" Problem 

When you live and breathe your business every day, it's easy to forget that other people don't 

know as much as you do. You might use big words or technical terms that make sense to you 

but sound like a different language to your customers. 

An Explainer Film forces you to simplify. It answers the customer's most important question: 

"So what? How does this help me?" By focusing on the benefits—how their life gets easier, 

faster, or better—you make the value of your work obvious to everyone. 

The Power of Simple Visuals 

Research shows that people remember about 10% of what they hear, but 50% of what they 

see and hear together. This is why a video works so much better than a flyer. 

In an Explainer Film, you can use graphics, animations, or simple screen recordings to show 

exactly how your service works. If you are a stock trader, you might show a simplified chart. If 

you are a video editor, you might show a "before and after" split-screen. These visuals act as a 

"mental shortcut," helping the customer understand your process in seconds instead of 

minutes. 
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The "Path to Purchase" 

A great Explainer Film follows a very specific path: 

1.​ The Hook: Acknowledge the problem the customer is facing right now. 

2.​ The Solution: Introduce your product or service as the answer. 

3.​ The Process: Briefly show the 1-2-3 steps of how it works. 

4.​ The Call to Action: Tell them exactly what to do next. 

By laying everything out in this order, you are holding the customer's hand and leading them 

toward the sale. You aren't leaving anything to chance. You are giving them a clear map, and 

when people have a map, they aren't afraid to start the journey. 
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Chapter 17: Behind-the-Scenes: The Power of Being Real 

 

Most of the time, we only show the world our "highlight reel"—the perfect, finished product. But 

a Behind-the-Scenes (BTS) Film does the opposite. It shows the messy desk, the early 

mornings, and the hard work that happens before the "magic" is ready. 

Showing what happens behind the curtain builds a deep human connection. It reminds your 

audience that you aren't just a logo; you are a real person who puts in real effort. When people 

see the "unpolished" side of your business, they stop seeing you as a distant expert and start 

seeing you as a relatable partner they want to support. 

 

The "High-End" vs. "Real" Balance 

While it's great to have a polished Brand Movie, people also crave authenticity. If everything 

you post is too perfect, it can actually start to feel a little fake. A Behind-the-Scenes video acts 

as the "truth" that supports your high-end work. 

If you are a photographer, don't just show the beautiful portrait; show the tangle of cables, the 

heavy lighting stands, and how you interact with the person behind the lens. If you are a video 

editor, show a time-lapse of a complex timeline being organized. These "unfiltered" moments 

prove that your results don't just happen by accident—they happen because you have the skills 

to handle the chaos. 

Creating a Connection Through Vulnerability 

We’ve all had those days where things don’t go perfectly. Maybe a piece of equipment broke, 

or a project took twice as long as expected. Sharing these small struggles (and how you fixed 

them) makes you incredibly relatable. 

When you show that you are human, you become much more likable. People don't just buy 

from the best; they buy from the people they like. By being open about your process, you are 

inviting your customers into your world. They feel like they are part of your team, and that 

makes them much more loyal to your brand. 
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Building "Sweat Equity" in the Customer's Mind 

There is a psychological trick called the "Labor Illusion." It basically means that people value 

something more if they see how much work went into it. 

If you just hand someone a finished video, they might think, "That looks nice." But if they saw a 

video of you spending hours color-grading every single frame and obsessing over the sound 

design, they think, "Wow, this is a masterpiece." Behind-the-scenes content builds this "sweat 

equity." It justifies your prices and shows that you aren't just pushing a button; you are 

practicing a craft. 

Stop Being a Ghost: Don’t just read about these strategies—execute them. Post your first 

smartphone video in our community and get professional feedback today: 

MarketingYourBusinessWithVideo.com. 
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Chapter 18: Internal Culture Films: Finding Your Dream Team 

 

A business is more than just products and profits; it is made of people. An Internal Culture 
Film is a video that shows what it is actually like to work at your company. It highlights your 

team’s energy, your shared values, and the "vibe" of your office or studio. 

While most videos are for customers, these films are for your future team members. By 

showing the heart and soul of your workplace, you attract people who fit in perfectly and want 

to help you grow. It’s the best way to make sure you aren't just hiring "employees," but building 

a group of people who truly believe in your mission. 

 

Attracting the "Right Fit" 

Hiring can be one of the hardest parts of running a business. If you just post a text-based job 

ad, you get a lot of people who just want a paycheck. But when you show a video of your team 

laughing during a brainstorm or working hard to hit a deadline, you attract people who say, "I 

want to be a part of that." 

A culture film acts as a filter. It shows your personality as a leader and the standards you hold 

for your team. The people who love what they see will be excited to apply, and the people who 

don't like it will know right away that it isn't the place for them. This saves you a lot of time and 

helps you build a stronger, happier team. 

Showing the Human Side of Your Brand 

Even though these films are made for hiring, they actually help your customers, too. When a 

customer sees that your team is happy and works well together, they feel even better about 

spending money with you. 

It proves that you run a healthy, professional business. People like to support companies that 

treat their people well. By showing the "internal" world of your business, you are proving that 

your brand is strong from the inside out. 
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Building Pride Within the Team 

When your current team sees a professional movie about themselves, it makes them feel 

proud of their work. It reminds them that they are part of something bigger than just a daily job. 

A culture film celebrates the people who make the business possible. It records the milestones, 

the fun moments, and the shared wins. This builds "team spirit" and keeps everyone motivated 

to keep doing their best. When your team is proud of where they work, they become your best 

cheerleaders and help represent your brand to the world. 
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Chapter 19: Training and Onboarding Films: Saving Time and Growing 
Faster 

 

As your business grows, you will find yourself repeating the same instructions over and over 

again. Whether you are teaching a new employee how to use your software or showing a new 

client how to get started with your services, doing it manually every time is a slow process. 

Training and Onboarding Films allow you to record your best "how-to" instructions once and 

share them forever. 

By using video to teach, you save hours of your own time and make sure that everyone 

receives the exact same high-quality information. This is the secret to scaling your business, 

which just means growing bigger without having to work more hours yourself. 

 

The "Do It Once" Rule 

Think about the last time you explained a basic task to a new team member. It probably took 30 

minutes of your day. If you hire ten people this year, that is five hours spent on the same 

conversation. 

With training videos, you follow the "Do It Once" rule. You record yourself doing the task 

perfectly one time. Now, whenever someone new starts, you simply send them the link. You get 

those five hours back to focus on big ideas, while your team gets a clear, visual guide they can 

re-watch whenever they need a refresher. 

Ensuring Consistency 

When you explain things in person, it’s easy to forget a small detail or skip a step because you 

are in a rush. This leads to mistakes and confusion. 

A video doesn't have "bad days." It never forgets a step and it never gets tired of explaining. 

This ensures consistency—every single person who joins your world, whether as a team 

member or a customer, gets the same gold-standard experience. This builds a reputation for 

being professional and organized. 
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Onboarding for Happy Customers 

Onboarding isn't just for employees; it's for your clients, too! Often, a customer feels a bit lost 

right after they pay. They might think, "What happens now?" A "Welcome" or "Getting Started" 

video solves this instantly. You can show them: 

●​ How to log into their portal. 

●​ Who their main point of contact is. 

●​ What the first three steps of their project look like. 

When a client feels guided and taken care of from day one, they are much less likely to ask for 

a refund or call you with "emergency" questions. You are training them to be successful with 

your product, which leads to better results and happier reviews. 

Pro-Tip: You don't need a movie set for these. A simple screen recording of your 

computer or a clear video of you talking to the camera is often all you need to 

provide massive value. 
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Chapter 20: Proposal and Follow-Up Videos: Closing the Deal Faster 

 

Sometimes, after you talk to a customer, they need time to think before they decide to buy. This 

waiting period is often the longest part of a sale. A Proposal and Follow-Up Film is a video 

you send during this time to remind the customer why your help is important. 

Instead of just sending a boring document or an email that says "just checking in," you send a 

video that explains your plan one more time. This helps the customer remember everything you 

talked about and keeps them excited. By using these videos, you can shorten the sales 
cycle, which just means it takes less time for a person to go from being interested to actually 

buying. 

 

Personalizing the Paperwork Let’s be honest: most people hate reading long contracts or 

proposals. They are full of fine print and "business speak." When you attach a short video to 

your proposal, you are adding a human face to the paperwork. You can walk them through the 

most important parts, explain the pricing, and show them you are still excited about the project. 

This makes the document feel less like a "bill" and more like a plan for success. 

Staying "Top-of-Mind" Life is busy. Your customer might really want to hire you, but then their 

dog gets sick, or they have a busy week at work, and they forget to reply. A follow-up video is a 

gentle way to stay "top-of-mind." 

Instead of being an annoying salesperson who keeps calling, you are a helpful partner sending 

a friendly video. You can say something like, "Hey, I was just thinking about that project we 

discussed and had another idea for you!" This keeps the conversation moving forward without 

making the customer feel pressured. 

The "Video Business Card" Effect In a competitive market, you are often being compared to 

2 or 3 other people. If the other two people send a standard email and you send a personalized 

video, you have already won. It shows that you go the extra mile and that you use modern tools 

to communicate. Even if your price is slightly higher, the customer will often choose you 

because the video proved that you are more invested in their success. 
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Chapter 21: One Big Video, Many Little Posts 

 

Making a high-quality video takes time, energy, and a lot of heart. It would be a waste to use 

that effort for just one single post on the internet. This is where Strategic Repurposing comes 

in. It is the art of taking one "hero" film and breaking it down into many smaller pieces of 

content. 

Instead of trying to come up with new ideas every single day, you use your big video as a 

"source" for everything else. This helps you stay visible on all platforms without having to 

spend all your time behind a camera. By working smarter, you create a whole world of content 

that keeps your message in front of your customers 24/7. 

 

The "Pizza Metaphor" 

Think of your main Brand Movie or Case Study like a large, delicious pizza. You don’t try to eat 

the whole thing in one giant bite; you slice it up so it is easier to enjoy and share. 

A ten-minute documentary can be "sliced" into: 

●​ 3 Short Clips: Perfect for TikTok, Reels, or YouTube Shorts. 

●​ 5 Quote Images: Great for Instagram or Facebook. 

●​ A Detailed Blog Post: Written from the transcript of the video. 

●​ 3 Emails: Sharing different lessons from the film with your list. 

Suddenly, one day of filming has turned into a month’s worth of content. 

 

​ ​ ​ ​ ​ ​ ​ ​ ​ ​  



Building a Content Ecosystem 

When you repurpose your video, you are building an "ecosystem." This means that no matter 

where a customer finds you—whether they are scrolling on LinkedIn or checking their 

email—they are seeing the same professional story. 

This repetition is powerful. Most people need to see a message several times before they trust 

it. By sharing different "slices" of your story across different apps, you are surrounding your 

customer with your message in a way that feels helpful, not annoying. 

Saving Your Creative Energy 

The biggest reason most people stop posting videos is "content burnout." They get tired of 

trying to be "creative" every single morning. Repurposing takes the pressure off. 

You do the "big thinking" once during the production of your main film. After that, the rest of 

your posts are already finished; you just have to cut them out. This allows you to focus on 

running your business while your videos do the work of finding and warming up your future 

customers. 
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Conclusion: Your Journey to Becoming a Leader You now have the playbook. You know 

that being invisible is the highest price a business owner can pay. You know that your 

smartphone is a cinematic powerhouse. And you know that the "secret weapon" isn't just the 

video itself—it's the trust, authority, and connection that video builds for you. 

But knowledge without action is just entertainment. The world doesn't need more entertained 

business owners; it needs more visible leaders. Your unique story, your process, and your 

mission are ready to be told. It’s time to stop overthinking and start recording. 
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Next Steps: Moving From Learning to Doing 

Reading this book is Step One. Step Two is surrounding yourself with people who are on the 

same path. Step Three is getting the expert help you need to scale. 

Step 1: Join the Inner Circle (Free) Building a video-first business is easier when you aren't 

doing it alone. Join our free community to ask questions, share your wins, and see what’s 

working right now for other business owners. 👉 Join at: 
MarketingYourBusinessWithVideo.com 

Step 2: The Fast Track to Professional Results If you want to skip the trial-and-error and go 

from "beginner" to "pro" in record time, I invite you to join the 6-Week Video Bootcamp. 

This is my premier, step-by-step implementation program where I guide you through every 

stage of the process. Best of all? You won't have to worry about the technical headaches of 

post-production. Bootcamp members get direct access to my professional video editing 
services. We take the raw footage from your smartphone and turn it into the high-impact 

"Narrative Assets" we discussed in this book. You do the talking; we do the heavy lifting. 

👉 See when the next cohort begins at: 6WeekVideoBootCamp.com 
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