[image: ]
[bookmark: _gjdgxs]80% Video Script Template

If you were to ask any sales person, “Of the questions you answer during your first sales appointment, what percentage are the same every time?” on average, they would say somewhere between 80-90%. 

So, why are we not addressing those questions BEFORE they need to be asked?

In the 80% video, you’ll address each question thoroughly and be as helpful as possible. This ensures that customers are educated and qualified, leaving sales to do their job, sell.

Generally speaking, this video should be 5-10 minutes. 

In many industries (and with many product and services) these questions are the same which you’ll see in the template below. However, if you find you need other questions answered consistently, it’s highly encouraged to include those as well.

Segments & Titles
Each segment is based on a common customer question or inquiry. Notice that they are all in question form, and are posed in the way a customer/prospect would ask them.

How To Fill Each Segment Out
Each segment in the template has a description underneath which will help you fill it out. It’s best to keep each segment in bullet form (shown in blue). This ensures that when you are shooting this video, you can use your own words to answer each question.

Need additional help?
If you have any questions about how to use this template, feel free to email us at zbasner@impactbnd.com.

Need help explaining the 80% video to your team? Show them this.
Want to see examples of completed 80% videos? Watch here.
Interested in a Video Workshop to teach your staff how to create videos like the 80%? Learn more here.


1. [bookmark: _30j0zll]What is “product/service?”
Describe your product/service as thoroughly as possible. The viewer should understand it with such clarity that they would be able to describe it to someone else.



2. [bookmark: _1fob9te]Who is “product/service” a good fit for?
Explain the traits of customers/prospects that make a good fit for your product/service. Similarly, you should explain who it is NOT a good fit for. Viewers should be able to clearly identify with these traits and exclaim “Yep, that’s me.”



3. [bookmark: _3znysh7]When should I buy “product/service?”
When would the timing be right to purchase the product/service? What needs to happen or be in place to be sure the purchase is timed properly?



4. [bookmark: _2et92p0]Why do I need “product/service?” 
What major solution is this going to provide to the customer/prospect? What are the consequences of NOT obtaining this product/service?

5. [bookmark: _tyjcwt]How much does “product/service” cost?
While you might not be able to specify the actual price, you must describe the factors that affect how much the product/service costs. Viewers don’t always need a real number, but they need you to be helpful.



6. [bookmark: _3dy6vkm]How do I buy “product/service?”
Explain the steps that the customer/prospect will go through to purchase your product/service. What is the next step and what will the journey look like?
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