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FIGURE 1.1  Traditional Email
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FIGURE 1.2  Video Email

4



FIGURE 1.3 Marketing through Video versus Relationships through Video

FIGURE 3.1 History of Human Speech, Writing, and Literacy

FIGURE 3.2 Human Development of Facial Recognition, Speech, and Reading
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FIGURE 3.3  The Dual Theory of the Mind
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FIGURE 4.1  Six Signs That You Need Personal Video
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FIGURE 5.1  Quickly Record and Send Mobile Videos

FIGURE 5.2 A “Thank-You” Video Delivers Appreciation You Can Feel
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FIGURE 5.3 Improvements for Customer Success

FIGURE 6.1 Let People Know It’s Truly Personal
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FIGURE 6.2 Keep Everyone Informed and Prepared throughout the Process

FIGURE 6.3 Video Gives People Time to Process Bad News
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FIGURE 7.1  Start More Conversations with Video in Social Messages
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FIGURE 8.1  The Shiny/Authenticity Inversion
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FIGURE 8.2  Example: Empathy, Value, Call to Action
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FIGURE 9.1  Comparison of Video Resolutions
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FIGURE 9.2 Be Ready to Record in Your Office

FIGURE 9.3 Be Ready to Record with Your Phone

15



FIGURE 9.4  Studios Are More for Marketing Videos
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FIGURE 10.1  Steve’s Office Helps Tell His Story

FIGURE 10.2  Ken’s Office Helps Tell His Story
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FIGURE 10.3  Example: Prospecting Video Email
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FIGURE 11.1  – If Your Video Email Didn’t Get Opened

FIGURE 11.2 – If Your Video Didn’t Get Played
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FIGURE 11.3  If You Didn’t Get a Reply or Response

FIGURE 11.4 Personal Videos Serve a Unique Purpose
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