[image: ]
[bookmark: _gjdgxs]The “Claims We Make” Script Outline

Nearly every business, in every industry, makes claims. Some are bold and some are standard. You’ll often hear “It’s our people that make us special” or, “we have the best customer service.”

But here’s the problem: If you’re saying it, how many of your competitors are saying it as well?

In your “Claims We Make” video, you’ll have the opportunity to visually prove that thing that you say (whether it’s that you have the best people, best service, highest quality, etc.) is true, removing all doubt from the viewer’s mind. 

Generally speaking, this video should be 2-3 minutes. 

In order to make it, and effectively plan how to “show it,” we must first examine the claim and script the video. 

Below are some questions to help get you started.

[bookmark: _30j0zll]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 allows for a full script outline to be assembled based on your responses.
[bookmark: _1fob9te]Need Additional Help?
If you have any questions about how to use this template, feel free to email me at zbasner@impactbnd.com.

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


1. [bookmark: _3znysh7]What is the claim?
What is the thing that we need to “show.” This needs to be one single claim, even if you plan to include many in the same video.

· Ex. “We have the best, most talented people in our industry.”

2. [bookmark: _2et92p0]Is this a common claim to make in your industry? Why?
You must conclude whether this is a common or uncommon claim to make in your industry.

· Ex. “No, this is not a common claim in this industry because many others place emphasis on the quantity over quality. We believe a quality product is more important because…”
· “Yes, this is a very common claim. Many in this space are competing over having the best people. We, however, have a rigorous hiring process and training programs that show our dedication to it. That’s what makes us different.”

3. [bookmark: _tyjcwt]How can we show it visually?
What’s the best way to “show” the claim? Besides visual proof, will we need social proof, like testimonials?

· Ex. “We want to introduce the viewer to our staff and customers, and let THEM explain why we have the best people. We can do this by interviewing them and asking about their experiences with our organization.”
4. [bookmark: _3dy6vkm]What does this claim mean to the customer/prospect?
We must also explain what our claim means to the customer and their organization. Does it save them time, money, stress, etc.

· Ex. By having a quality staff, that is made up of the leading experts in the industry, the customer doesn’t have to stress about the product they will come away with. They can rest assured that, although we are not the cheapest product, every dollar they spend will directly correlate to tremendous value.
5. [bookmark: _1t3h5sf]What will be the major takeaway(s)?
What is the ONE THING you want the viewer to come away understanding and knowing with such clarity that they could explain it to someone else?

· Ex. “The customer should say to themselves ‘I should do business with them, because they have the best people. This is because of their rigorous hiring process and training programs. They aren’t the cheapest, but they believe is quality work and this won’t be a wasteful purchase for me.’”
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