
6 tips to boost your 
sales with video.

Is your company using video in its sales and marketing 
strategy for 2021 and 2022? It should be and here’s 6
insightful tips to help you be successful with video.

Video production and video marketing experts since 2008.



HubSpot have placed video in their 
top 10 most important facets of a 
successful sales campaign yet again. 

That’s because 86% of businesses 
prioritise video as a marketing and 
sales tool, increasing slightly from 85% 
in 2020.

93% of marketers who use video say that it's a vital part of their marketing strategy to 
support sales — an increase from 92% in 2020, making this the highest percentage of any 
year since 2015. 99% of them have continued to use it throughout 2021 and 96% increase 
their budgets for it.

Video remains the 
most valuable tool 
for marketers & 
sales teams.

People who said their 
business uses video for sales 
and marketing:

• Will you continue to use 
video in 2021 and into 2022?

• How much do you plan to 
spend on video in relation 
to previous years?



When creating video to share with customers, partners or your wider market, make sure 
the video has a quality that reflects your brand and company values. Cheaply produced 
video will reflect badly on you if your company has high standards elsewhere.

Try to avoid using 100% stock video as it’s hard to differentiate and you may end up looking 
like the other businesses who use stock for their video! Make sure your video stands out as 
unique to your business.

Copycat work does not engage an audience so resist the urge to copy other businesses or 
the competition – a successful video is uniquely yours and the concepts and methods of 
production should be original in how they reflect your brand and tell your story.

6 tips to boost your 
sales with video.

Tip 1
Set high standards 
& expectations
for your original 
content.

Using video in your sales emails or as part of a wider email campaign can net you a 3x 
better return on engagement. Use tools like HubSpot that integrate trackable video into 
your email campaigns. 

Video boosts open rates by 19% because it’s more enticing, it also boosts click-through 
rates by up to a whopping 65%. It can also dramatically reduce the number of unsubscribes 
by as much as 26%.

Tip 2
Share your 
videos in your 
sales emails.



Put your complex solutions into simple language that anyone can understand. A good 
video or film-maker should have the expertise to help you translate complex solutions 
and products into plain English for a script or storyboard. 

Video allows us to show highly complex solutions and services in a very simplified way 
through animations, process visualisations or narrated systems. It’s a great way to help  
someone to understand what you do very quickly. 

Make sure you avoid technical jargon and acronyms - simplify your language and get 
to the point really quickly!

Make your videos about people, about you and your business. This approach to video 
making ensures the viewers feel like they know you, which makes them more 
emotionally committed and responsive to your content.

Video allows you to be sincere, to say how much your work and your clients matter to 
you. It allows you to convey how much you believe in your solution or business. 

Making sure your videos include contributions from your staff and team can help the 
viewer to see what your ethos and business culture is like and this instigates a 
connection, an emotional response which is what triggers buying decisions. People buy 
from good people – allow your video to help tell the story of who you and your business 
are.

Tip 3
Make your 
videos personal 
– tell your story.

Tip 4
Simplify your 
complex 
solutions and 
avoid jargon.



Use video performance analytics to evidence whether your video is working or not. You 
can now measure views, attention span and how many people clicked through to your 
site. This data can show if your videos generated leads, engaged a particular company 
or individual on your target list or built new pipeline. It’s this analysis that allows us to 
truly measure the return on your investment in video.

Unlike traditional assets like email campaigns, blogs or eBooks videos produce what we 
call ‘intent’ data. You can measure how much of a video your audience watched, what 
parts if they re-watched, and who they shared it with. 

When publishing a series of videos, metrics can tell you which were working and which 
were not. This allows a reputable video provider to make necessary amends to any 
video to ensure it starts to engage the audience as designed.

Tip 5
Create a suite of 
videos all at 
once for all 
platforms

Tip 6
Track the 
performance 
and reach of 
your videos

Creating a suite of video assets at once need not be any more time-consuming than 
making one video. With the right video production partner you can produce several 
videos of varying durations and formats for publishing on a wide array of platforms. You 
can also block produce content to be used across a sales strategy or campaign, no 
matter how long it runs for. 

Videos can also be re-purposed, meaning well shot material can be re-used in a 
number of other future videos. This can save you money and time in creating new 
content.



Bareska have been creating video for businesses and brands 
since 2008 and leading the way in supporting clients with 

targeted video marketing & sales campaigns.
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