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About the Author

Jill Addison is a Digital Marketing Expert & Video Specialist 
for Financial Advisors who has helped thousands of small busi-
ness owners and financial advisors like you generate hundreds of 
thousands of dollars in new business by leveraging cutting edge 
video marketing strategies (powered by YouTube, Social Media 
and Email Marketing) to grow your practice quickly.

Her 14 years of experience in the video production world and 
her fascination with finance converged in the creation of video 
strategies and systems to help financial advisors move their mar-
keting onto the internet as quickly and easily as possible.

She has successfully worked with compliance departments at 
LPL Financial, Guardian Life Insurance Company of America, and 
Cetera Advisors LLC, Sun Life Financial, FSC Securities Corpo-
ration, Brokers Financial Wealth Management, Commonwealth 
Financial Network, Horter Investment Management, Parsonex, 
Raymond James, Virtue Capital Management, Hilltop Securities, 
PKS Investment Advisors LLC, Kovak Securities, Royal Fund 
Management, and others to create entertaining and educational 
video content that attracts ideal clients and positions financial ad-
visors like you with authority, credibility, and local star power.

Jill has always been a firm believer in the power of the me-
dia to reach the masses with messages that matter. Her credits 
include a feature film that has been translated into more than 
100 languages and seen by millions of people around the world, 
as well as infomercials that have generated millions of dollars in 
sales, short films that have inspired charitable giving, and hun-
dreds of promotional videos that have grown small businesses 
around the United States and Canada.
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Forward by Amy McIlwain

I’ve known Jill for several years now and have always been im-
pressed with her innovative video solutions for financial advisors. 
As the founder of Financial Social Media, I’m passionate about 
helping advisors move their marketing onto the internet, and 
video is definitely a huge piece.

Jill’s book helps make video marketing simple and easy for 
financial advisors. After reading this book, you’ll understand why 
and how video marketing works to attract your ideal client in an 
effortless way, and you’ll have the tools you need to make it hap-
pen. Jill has a great way of explaining things that makes it easy 
for even a beginner to understand, while also helping advanced 
marketers take it to the next level.

I’ve used the techniques Jill describes in this book, and they’ve 
literally made me a celebrity. They can do the same thing for you.

Devote a little time in the next week or two to read and ab-
sorb this game-changing content, because it can transform your 
business like it’s transformed mine.

Stay Social! 
Amy McIlwain

Amy McIlwain’s Achievements Include:

•  Author of the Best-Selling book: The Social Advisor: Social 
Media Secrets of the Financial Industry

•  Founder of Financial Social Media, a company dedicated 
to helping financial advisors navigate compliance issues 
surrounding social media
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•  International Speaker

•  Digital & Social Media Marketing Expert with focus on 
Financial & Insurance Compliance

•  Appeared on FOX, CBS, ABC, NBC
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Free Bonus with This Book

As the owner of this book, you are entitled to a free 60-minute 
Online Video Training Seminar (Value: $295) with Jill Addison.

To claim your spot, visit: www.FAVideoTraining.com

In this Online Video Training Seminar, I personally walk you 
through the best techniques and strategies to maximize the pow-
er of online video to grow your financial advisory practice.

You’ll hear case studies you can’t hear anywhere else, and glean 
valuable insights for how to replicate those successes in your own 
business.

You’ll Learn:

•  WHY video is working so well, in case you’re one of the 
few who are still skeptical about video (and why it’s a must 
to leverage video marketing in this year and beyond)

•  The best and most efficient ways to use video content to 
get new clients and referrals

•  How video accelerates every other marketing strategy you 
have, so it’s not just one tool, it’s like a super tool that 
makes every other tool more effective

•  How to make your clients LOVE you even more and 
naturally refer you at a faster and faster rate

•  A covert ops way to get testimonial type credibility that 
your compliance department will not blink an eye at

•  How an online presence moves people several steps along 
in your sales process before you ever even talk with them 
in person

http://www.FAVideoTraining.com
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•  How your videos give you authority, credibility and 
celebrity 

•  How your videos pre-dispose your ideal prospects to 
become your clients before you ever meet with them

•  How your current real life relationships can be taken onto 
the internet, and also how your internet relationships can 
be taken into real life relationships

•  How your clients are enticed to refer you to new clients 
on a regular basis without you even asking

•  One sneaky little trick that makes it impossible for your 
clients NOT to refer you

•  The one single thing that will make the difference between 
them referring you or not referring you.

This Online Video Training Seminar is free for you as the 
owner of this book, but be sure to claim your spot right away, 
since we’re not sure how long this training will be available at the 
link below.

Visit www.FAVideoTraining.com today to get access to your 
FREE Bonus 60-Minute Online Video Training Seminar.

http://www.FAVideoTraining.com
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“I’m at a point in my practice where I only work with people I 
like. I want to work with people who are truly interested in be-
coming a partner in my success, and the value and values Jill and 
her company bring to the table match up very well with where I 
want to go with my practice.”

Todd Anderson
Managing Partner at Anderson Financial Group

“What I want to tell Financial Advisors is, you know you need 
video. You’ve seen the power of it, there’s something magical 
about it. So just get out there and do it!”

Joe Simonds
Digital Marketing Maverick

Creator of “Advisor Black Box”

“Jill is AWESOME!! Jill was professional, easy to access, gave ex-
cellent guidance and the value for money was amazing. I should 
know I’m The Money Finder!”

Stephanie Holmes-Winton
Financial Services Speaker at “The Money Finder”
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“The #1 thing you need to do today in your financial services 
practice is to create engaging, educational content for your mar-
keting, like videos.”

Marty Morua
Technology Advisor for RIAs at Allbackoffice Consulting, LLC

“Jill did my video and is the best there is in the video world!”

Dave Elhoff
Financial Advisor

San Diego, CA

“Every part of this content spoke to me. Jill knows our industry 
and that most of us are behind the curve on digital marketing. 
The content made perfect sense to me and helped me get up and 
running very quickly with video marketing strategies.”

Ernest Almanza
Financial Advisor

Dallas/Ft. Worth Area
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What You’ll Learn in This Book
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In this book, you’re going to learn about some exciting video 
and digital marketing trends, ideas and case studies that you 

can’t hear anywhere else.

If you are a financial advisor who wants to help more people 
with your expertise and get certainty about where your next cli-
ent is coming from, then you are in the right place.

In this book, you will learn:

•  How you can help more people with your expertise and 
get certainty about where your next client is coming from

•  How other financial advisors are already using these new 
marketing tactics on the internet and seeing exciting 
results

•  How to turn your current clients into raving fans

•  How to speed up the pace of getting new referrals from 
your current clients in a way that’s comfortable and 
enjoyable for both you and them

•  How to leverage digital marketing strategies to multiply 
your results effortlessly

If these are things you want to know, you’re in the right place.

I’ve been working with financial professionals and other pro-
fessional service providers since 2009, helping people like you 
get new clients with forward thinking digital marketing strategies 
like video.

What I’ve noticed is that it seems like a lot of financial ad-
visors are just hoping to survive on referrals. And referrals are 
wonderful, they’re some of the easiest business to close, which is 
why it’s tempting to only focus on getting more referrals. But the 
most dangerous number in business is the number one. When 



20   •   FINANCIAL ADVISOR’S 7 STEPS TO VIDEO MARKETING SUCCESS

you just have one big client, or one key employee, or one prod-
uct you sell, or one strategy to get new clients, that’s a dangerous 
place to be. For instance, I know a financial professional who 
relied on only referrals for years, and then one day the economy 
tanked and suddenly all his new business just dried up overnight. 
He had not properly prepared for that kind of risk. He had not 
invested in any other strategies to generate clients. So he was at 
the mercy of other people to send him referrals. And when the 
referrals just stopped coming, those were some scary and really 
hard months for him, because he only had one strategy for get-
ting new clients. He was putting all his eggs in the referral basket.

And he’s not alone. More and more financial advisors are leav-
ing the business every year because they just can’t find enough 
clients. According to the Christian Science Monitor, 7,000 finan-
cial advisors threw in the towel last year alone, and that down-
ward trend is expected to continue with 19,000 more financial 
advisors giving up their practices in the next five years. (source: 
http://www.csmonitor.com/Business/The-Reformed-Bro-
ker/2012/0810/Want-to-be-a-financial-adviser-Read-this-first)

But I want to make sure you don’t end up like that. I want to 
help you ramp things up so that you’re not one of those statistics. 
So I’ve created some great tools, systems and strategies for you 
to get new clients. We’re going to dive into those over the next 
couple hours it takes you to read this book.

I recommend that you treat this book as part business book 
and part training manual. Refer to it often for practical tips on 
how to maximize the effectiveness of your videos, and use it as a 
delegation tool to assign the strategies we’ll be talking about to 
your assistant or your team.

Inside this book you’ll find step-by-step instructions for how 
to implement each of the strategies you’ll be learning, including 
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screenshots and video tutorial links to help you see exactly how 
to implement these ideas.

Why This is Important To You Now
Have you ever said any of these things?

•  “Seminars aren’t working like they used to, I know I need 
a new marketing strategy.”

•  “Referrals are the best kind of lead, but there are never 
enough of them to really take my practice all the way to 
where I want to go.”

•  “I really don’t want to do all this marketing work, I just 
want more clients.”

•  “I just want to help more people with their financial 
planning.”

•  “I wish I knew where my next client was coming from 
and when.”

•  “I know marketing on the internet is the direction things 
are going, but I don’t know how to do it.”

I wrote this book to solve all these problems for you, because 
financial advisors who don’t keep up with where marketing is 
going these days are at risk of going out of business in the next 
3-5 years.

I’ve worked with enough financial advisors that I have a pretty 
good idea of what may be going through your mind right now 
about why you’re afraid this might not work for you. So let’s just 
address those questions up front.
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1. What about compliance? I know this is a tough part of 
doing marketing as a financial advisor. Every job has its pros and 
cons, and for financial advisors, marketing is a little more difficult 
because of compliance regulations. The good news is, we have suc-
cessfully worked with compliance departments at LPL Financial 
and Guardian Life Insurance Company of America, Cetera Ad-
visors LLC, Sun Life Financial, FSC Securities Corporation, Bro-
kers Financial Wealth Management, Commonwealth Financial 
Network, Horter Investment Management, Parsonex, Raymond 
James, Virtue Capital Management, Hilltop Securities, PKS In-
vestment Advisors LLC, Kovak Securities, Royal Fund Manage-
ment, and others to get our video content approved and into use 
for many advisors like you, so it can be done. This means that 
compliance is not a barrier to using these video strategies to grow 
your practice.

2. Will this really work for me? I’m going to be sharing some 
case studies of how these video strategies have helped other finan-
cial advisors make hundreds of thousands of dollars by capturing 
new clients on the internet. If it can work for other financial 
advisors, it can work for you.

3. Do I have to do other internet marketing strategies 
besides video to make this work? Yes. These video marketing 
strategies are for financial advisors who are committed to taking 
their marketing online and want to accelerate their results and 
go all in. So if that’s not you, these video marketing strategies are 
not for you.

But if you want to get the same results that other financial 
advisors are getting with digital marketing and you’re willing to 
commit to digital marketing and really go all in, then here’s what 
you can expect.
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In this book, you’re going to learn exactly how to use digital mar-
keting to get your practice to where you really want it to be, so you 
can get the satisfaction of helping more people and being successful, 
whatever that means to you. Maybe it means more time and money 
to travel, more time with family, or more security about your own 
retirement. When you master marketing for your business, especial-
ly digital marketing, all these doors will swing open for you.

So to start off, let me tell you about my story with digital 
marketing.
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Chapter 2

Jill’s Story
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When I moved to San Diego in 2009, I started a new busi-
ness at the same time. I thought, “How will anyone ever 

remember me or know me?” San Diego was the biggest city I’d 
ever lived in, and moving here felt like going to college all over 
again. I felt lost in a sea of strangers. I was meeting tons of people 
at networking groups, but never seeing them again.

But I started learning some marketing techniques that seemed 
like the most important next steps for me to take to actually 
grow my business. I remember thinking, “How will any of this 
marketing on the internet result in lasting relationships? How 
can what I do on the internet actually result in real relationships 
with real people? I feel like it just goes into a big black hole, like 
it doesn’t make any difference. How do you do this and make it 
work?”

But I had learned a few marketing tips, just a handful of things 
that seemed like the most important things to do next in my 
marketing. So, even though I didn’t know what would happen as 
a result, I started putting those things into practice. One of those 
marketing strategies was using videos in my email marketing. So 
I started doing a 1-Minute Video Marketing Tip of the Month. 
(If you’re not already getting my 1-Minute Tips, you can sign up 
at www.FAClientMachine.com.) I started providing valuable 
information and content about things I knew the people on my 
email list cared about. I knew it would be helpful to them. So, 
I started helping them on the internet, every month, with these 
1-Minute Video Tips.

And I couldn’t believe what happened.

It didn’t happen overnight, but as I was consistent about this 
marketing strategy I started to see some mind-blowing results.

http://www.JillAddison.com
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And by the way, consistency is the #1 thing that makes mar-
keting work; no marketing will work without that critical ingre-
dient: consistency.

But back to my tips…what happened was that my Video Tips 
made me famous. People told me, “You’re everywhere!” and “I 
feel like I see you all the time,” even though I hadn’t seen them in 
months, sometimes years.

It kept me top of mind and gave me celebrity status.

One big reason why it worked so well is because no one else 
was doing video tips. So I had that “first to market” advantage. 
And that advantage is available to you today as a financial advi-
sor, by the way. How many financial advisors do you know who 
already have a video strategy in place to bring them new clients 
and referrals on a regular basis?

Now I get referrals regularly from people I don’t even know 
because of my online presence and videos. They feel like they 
know me and they trust me because I show my expertise through 
the content of my videos. And they see me online consistently, 
with video content that’s helpful to them. It’s built my credibility, 
my authority, my celebrity, and most importantly my referability. 
And it can do the same thing for you.

Another amazing result of using videos consistently is that my 
website went from being totally lost and invisible on the internet 
to being on Google Page 1. Now people call me because they’re 
searching on the internet for services that I can provide, and they 
find me because of all the videos on my website. We’ll go into 
this strategy more deeply a little later in this book.

So the bottom line is, my video marketing on the internet 
elevated me from being lost and invisible on the internet to being 
an authority that people trust and can comfortably refer to oth-
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ers, even when they don’t even know me personally. That’s what 
an online presence with video can do for you too.

So, let’s jump into how that can work for you by looking at 
how it’s worked for other financial advisors.
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Chapter 3

Case Studies You Won’t Hear 
Anywhere Else
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Kevin’s Story

Kevin is a financial advisor in Atlanta, Georgia.
  When Kevin posted one of the whiteboard videos we made 

for him on Facebook, a friend of his from high school that he was 
connected to on Facebook said, “Kevin, are you a financial advi-
sor? We need to talk to you.” So this was a very hot lead, it was 
someone that already knew Kevin, trusted him, and liked him, 
she just didn’t realize how he could help her.

Figure 3.1  Kevin, a financial advisor in Atlanta, gained a new client 
the easiest way possible through just one Facebook post.

Since this Facebook post, Suzanne has become Kevin’s client, 
making this one of the easiest client acquisition strategies Kevin 
has ever used.
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To watch an example of the kind of whiteboard video Kev-
in used to get these fantastic results, visit my YouTube Playlist 
for financial advisors here: www.bit.do/FAPlaylist (This url is 
case sensitive, so enter it into your browser bar exactly as you see 
here.) You may browse our library of 1-minute whiteboard ani-
mated videos from our Turnkey Video Library at this link.

Alicia’s Story
Another one of my clients, Alicia, has gotten amazing results 
from the whiteboard videos we created for her law practice.

Here’s one story: one of her clients runs a payroll company. 
He saw her video on social media and shared it. That triggered 
comments and questions from his clients which led to him hiring 
her for more services. Her video created new business for her, just 
from posting it on Facebook. See how this spreads online? Her 
return on investment from just that one client and one video was 
at least 10 times what she invested in her whole series of videos.

Alicia also told me five times more people clicked on her video 
content than on articles she posted online. People want to watch 
video. So she’s started incorporating video into all her weekly 
newsletters.

She noticed that more people were engaging with her content 
on her blog and social media when she posted videos. They were 
making comments, asking questions, and even emailing her and 
calling her with questions generated from the videos.

Here’s one last way she uses her videos: when people reach out 
for a consultation, she emails them a video related to their con-
cern before the consultation. This positions her as an expert and 
triggers deeper thinking so she and her prospective client can talk 

http://www.bit.do/FAPlaylist
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more seriously about engagement. So not only have her videos 
helped her get new business through people engaging online with 
her videos, they also help speed up her new client intake process.

Wouldn’t you like to have these kinds of results?

Figure 3.2  Alicia, an attorney in San Diego, got an ROI of ten times 
her initial video investment from just one Facebook post. Her videos 
consistently generate five times more engagement than with written 
content or photos; her videos also generate comments, questions, 
emails and phone calls. Alicia’s videos help her engage with 
prospective clients on the internet better than any other marketing 
tool.

Mychal’s Story
Another one of our clients, Mychal Eagleson, has a niche of 
working with teachers, so he’s been building a robust online pres-
ence to target that niche.  In one recent 30 day period, he got 
9 new clients from all over the nation, all teachers. He said all 
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the online pieces have really come together, and “it’s nice when 
you’ve done the work in the past and then you just watch it roll 
in.” He said having YouTube videos has been a vital component 
to being found on Google. Mychal has been putting the YouTube 
videos on his blog, then sharing those blog pages on social media. 
He’s also boosted the video posts on Facebook, which got people 
commenting on his video, and he could then engage with them 
in the comments section and start a conversation to provide even 
more resources to attract new clients. 

To watch Mychal’s entire 21-minute Case Study on video,  
visit www.FAClientMachine.com/case-study.  

To see Mychal’s video strategy in action, visit his website: 
https://AnExceptionalLifeFinancial.com/knowledge-center

Daniel’s Story
Another one of our clients, Daniel, noticed that prospects were 
coming into their office saying “I love that whiteboard video 
on your website!” They said the light-hearted tone of the video 
helped put them at ease and made them feel more comfortable 
with coming in for an initial appointment, since meeting with a 
financial advisor can be intimidating. So Daniel’s video actually 
helped bridge that critical gap between those prospects just vet-
ting his firm online and them actually coming in to his office, 
sitting in a chair across from him and becoming his client. Dan-
iel was able to generate approximately $250,000 in revenue using 
this video.
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Why Whiteboard Videos Work
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Here’s why these whiteboard videos work:

1.	Dopamine
When people see images being drawn in whiteboard videos, 

at the moment they realize what’s being drawn, they experience 
a burst of dopamine, the chemical in our brains associated with 
delight at something unexpected. These videos actually make 
people happy. And when you’ve put your prospective client in a 
happy state of mind, they’re much more likely to take the next 
step toward becoming your client.

If you’re not sure what whiteboard videos are, visit this link to 
watch some examples: www.bit.do/FAPlaylist (This url is case 
sensitive, so enter it into your browser bar exactly as you see here.)

People make buying decisions based on emotion, then justify 
them later with logic. So when you provide a pleasurable emo-
tional experience for your prospective clients, you prime them to 
like you and want to trust you, which leads to a higher likelihood 
of them becoming your client.

2.	Make Complex Concepts Simple
Whiteboard videos are especially well-suited for financial in-

formation, because they help make complex concepts simple. I 
have actually had the experience where I helped a client write a 
script, and then sent it off to my animators, and when I saw the 
actual video illustration of the principle, I understood it better. 
And I wrote the script! So that’s just proof of how powerful it is 
to make complex concepts visual and simple.

Whiteboard videos also have a playful, disarming quality to 
them, which helps lower people’s defenses. Sometimes finan-
cial information can be threatening or intimidating. But when 
packaged in this kind of entertaining, simple format, it’s easier 
to learn and understand complex information. We’ve heard from 

http://www.bit.do/FAPlaylist
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multiple advisors that their clients are actually requesting that 
they provide whiteboard videos to make it easier to understand 
complex financial concepts. These videos have the added bene-
fit of making dry topics more interesting, because the constant 
movement of the drawing hand and the images taking shape 
keeps viewers engaged.

3.	Educate, Don’t Sell = Content Marketing
Whiteboard videos aren’t geared to “sell” anyone; these videos 

are geared for education. This is the new direction of market-
ing. It’s called Content Marketing, and it means that you provide 
valuable content to attract your ideal clients to you. When you 
answer the questions they’re asking themselves, you’ll be a valu-
able resource for them.

4.	Shareable & Search Engine Friendly
This kind of content also has the benefit of being shareable 

(through email and social media) and search engine friendly 
(through blogging and YouTube searches), because these are the 
questions people are typing into google searches.

Figure 4.1  Whiteboard animated videos engage prospective clients 
for financial advisors in a unique way. They stimulate the release of 
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dopamine, the “happiness” chemical, in the prospective client’s brain 
through the drawing process. They also make complex concepts 
simple through entertaining, educational content marketing.

This type of Content Marketing is the direction everything is 
going now. The old style of selling is dead. The new way to attract 
clients is to provide entertaining, educational content to magnet-
ically draw them to you. And the awesome thing is, I know this is 
what you love to do already. You’re an educator at heart, and this 
type of marketing strategy enables you to start demonstrating 
your knowledge and expertise to your new clients online before 
you ever even meet them.

Younger Advisors coming up understand this intuitively. Mil-
lennials grew up with this stuff. It’s like their mother tongue to 
understand the internet and how to make connections online.

They’re practically born with a mobile device in hand, and the 
internet is their native tongue.

So that’s what they’re going to use in their business practices 
to beat you out. That’s your competition, and it’s only going to 
get more intense as a flood of young new advisors enter your 
space every year and start taking market share from more expe-
rienced advisors who just can’t find a way to connect with their 
clients on the internet.

Millennials are now the largest generation in the workforce, 
and as they continue to accumulate wealth throughout their ca-
reers, these will be the people you’re targeting as your prospec-
tive clients as well. So you need to be interacting with them the 
way THEY want to interact. And how they want to interact is 
through the internet.
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So this is what you’re going to learn in this book: how you can 
get up to speed quickly and easily with new Content Marketing 
strategies so you don’t get left behind and beat out by younger 
advisors before you even know what hit you.

As you keep up with the times and adapt to a changing land-
scape in your practice, you’re going to find that it’s a lot easier 
and actually more fun that you might think. And you’re going to 
position yourself to not be one of those advisors who finally just 
have to throw in the towel because you just never figured out how 
to get that steady stream of clients coming in your door. Instead, 
you’ll find that people are calling you, instead of you having to 
call them. And when you talk with potential new clients, they’ve 
already seen your content online, so you’ve got that credibility, 
authority, and even local star power that gives you higher status 
to close business more quickly and easily.

It really is magical how this kind of marketing strategy creates 
automatic respect for you and for your ability to help your clients 
with their most important financial problems.

So let’s dive in to three simple keys that we’ll unpack to help 
you finally get that steady stream of new clients coming in your 
door. When that starts to happen, it’s like this buoyant effect 
where everything in life gets more enjoyable. You’re having more 
fun working because you’re not worried about where your next 
client is coming from, and that makes it easier to also enjoy your 
time off with no stress. You can really relish the fruits of your 
labors by taking that vacation you’ve been wanting to take for 
years. Or buying something really nice for someone you love. Or 
just having the satisfaction that your retirement is secure, as you 
help other people make their retirement secure.

So let’s dive in now.
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The best and most cost-effective way to build your practice is 
to do 3 things:

Key #1: Focus on a Niche Specialty 

Key #2: Cultivate Relationships with Current Clients

Key #3: �Multiply Your Results through the Internet 
Effortlessly

We’re going to start getting into the nitty gritty now, so you 
might want to pick up a highlighter or pen and start marking up 
this book with an eye toward how you’ll get these strategies in 
place for your practice.

Key #1: Focus on a Niche Specialty

“More than half of RIAs said they will target new 
client niches this year, while 47 percent expect to 

spend more on marketing and advertising, both with 
an eye toward fueling new client growth in clients 

and assets.”

– a recent Ameritrade survey
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Sometimes advisors feel threatened by the idea of having to 
specialize in a niche. Many financial advisors in the past have 
built successful practices without having a defined niche. But 
most younger advisors are choosing to specialize, because it’s an 
important key to be positioned for a successful future in our rap-
idly changing world.

Offering comprehensive financial planning is still extremely 
valuable, obviously, and you’ll only help yourself in your business 
when you get more specific about the niche you serve. Having 
a defined niche can offer your practice a powerful beachhead to 
connect with new clients, and from there you can offer compre-
hensive financial planning.

Here are some important advantages you gain when you focus 
on a niche specialty:

1.  The fastest growing financial advisory firms in the na-
tion have a defined niche they serve.

2.  When you have a niche, it makes your marketing much 
easier. When you are able to target a specific audience 
with specific needs and problems, it opens up a whole 
new world of powerful marketing opportunities.

3.  When you have a niche, you are able to offer superior 
service. As you focus on solving a specific set of prob-
lems your ideal client has, you become an expert and 
can offer world-class service. You develop an intimate 
knowledge of your ideal client’s problems, their desires, 
even their personalities, likes, and dislikes, and all that 
helps you serve them better.

4.  When you have a niche, you are more referable. Birds of 
a feather flock together, so when you’re serving the same 
kinds of people over and over, they will talk amongst 
themselves and refer to you faster and easier.
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5.  When you have a niche, your practice becomes a well-
oiled machine. You’re able to develop efficient systems 
since you solve the same problems over and over. When 
your business consists of systems, it is exponentially 
more valuable for a sale, which can provide a much 
more lucrative exit for you when you retire.

To explore how to choose and maximize a niche for your prac-
tice, please watch my “3 Keys to Unlocking Riches in Financial 
Advisor Niches” webinar here: http://bit.do/nicheswebinar

When you’re clear on your niche, then your niche needs to 
move to front and center in your marketing. Don’t keep your 
specialty a secret! Share it with the world through customized 
video content to attract your ideal client.

Key #2: �Cultivate Relationships with Current 
Clients

One great way to make sure your clients stay with you for a very 
long time is to invest in a diversified approach to keep in touch 
with them on a regular basis.

1.  When you provide your current clients with entertaining 
and educational videos, this is a powerful value add for 
them, because you’re adding to their financial education.

2.  People love to watch whiteboard videos, so they’re more 
likely to share them with others by forwarding your 
emails or sharing your social media posts, which can 
generate more referrals for your practice.

3.  Providing video content also builds good will, because 
your clients feel taken care of. You’re providing an easy 
way to learn, and making them feel smarter.
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4.  This kind of automated video marketing strategy is 
much more time-efficient for you than individual calls 
or emails to them, and provides a new and different way 
to have more touch points with your clients. Different 
people like to be communicated with in different ways, 
so this gives you one more way to reach out.

5.  These video marketing strategies are also resource-effi-
cient because you can use the same video across multi-
ple platforms like email, social media, and blogging.

What this means for you is that when your current clients 
or prospects receive video content from you, they’re more likely 
to engage with your content than if it’s written content. When 
they engage with your content, they feel like they received value 
from you, they remember you, and they feel grateful to you. All 
these things will help cement your relationship with your current 
clients so you’ll keep them for a very long time.

Key #3: �Multiply Your Results through the Internet 
Effortlessly

We recommend you follow our 7 Steps to Video Marketing 
Success to get the biggest bang for buck with your video strategy.

Here they are, with the key advantages of each strategy listed 
below:

1.  Upload your videos to YouTube – YouTube is the #2 
biggest search engine in the world, so using this plat-
form will help you be found online.

2.  Post your videos on your blog – Search Engine Opti-
mization experts say that using YouTube videos on your 
blog is the #1 way to optimize your website for google 
search, which helps you be found on the internet. 
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3.  Post videos to your social media accounts, like Face-
book, LinkedIn and Twitter- When you offer engaging 
and entertaining content, you’ll get attention online.

4.  Feature your videos in your email marketing – Studies 
show that 5 times more people will watch a video than 
read a written article, so you’ll engage with more people 
online.

5.  Feature a video in your email signature – Every time 
you send out an email, you’ll give the recipient an op-
portunity to engage with you more by watching a video, 
which helps nurture the relationship. This is the easiest, 
most passive way to promote your video content, and 
it’s very effective.

6.  Post videos to your LinkedIn profile – Having a cus-
tom branded series of videos about your specialty will 
help you stand out from the crowd and be recognized. 
Most prospects will vet you online, so it’s important 
to have an impressive online presence to draw them to 
you.

7.  Feature your videos in email nurture sequences – 
When a new prospect or new client comes into your 
life, follow up with them effortlessly using automated 
email systems that feature your videos.
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Now let’s go a little deeper into how to multiply your results 
on the internet.

Figure 6.1  Video accelerates every other marketing strategy by 
making it more effective. When video is included in email newsletters, 
blogs, and social media, it exponentially increases the response rate 
on these marketing platforms.

Video accelerates every other marketing strategy.

You’ll notice in everything we’ve talked about already that 
video is piggybacked on other marketing strategies, like email 
newsletters, blogging, and social media.

That’s because video is the great accelerator. It makes every 
other marketing strategy you’re using more effective.

So now we’re going to talk about how to use video to acceler-
ate each of these three marketing strategies:

1.  Blogs
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1.  Email newsletters

2.  Social media

But first, I’m going to tell you a story. This is my own true sto-
ry of how my website started appearing on Google Page 1 from 
using video marketing strategies.

Case Study: How I Got on Google Page 1 with 
Video Blogging
When I started my business in 2009, I couldn’t get on Google 
Page 1 to save my life. I remember clicking through google search 
results for search terms I was hoping my website would rank for, 
and even after page 20 of the search results, I hadn’t found my 
website. It was not ranking in Google search engines at all. It just 
seemed so impossible to get found on Google.

About that time, I started offering a video package to my cli-
ents where I would film 24 1-minute videos of them all in one 
3-hour shoot, so they could get a large volume of video content 
for an affordable rate. 

I had talked with a video producer on the East Coast who was 
offering this package and advising his clients to drip these videos 
out on their websites’ blogs over time. So I decided to offer the 
same package to my clients on the West Coast. My first step was 
to test this strategy on my own website.

So I took all the video content I’d already produced and up-
loaded to YouTube for my business and started posting one video 
to my website’s blog about every three days. Rather than come 
back and do this manually every three days, I used the handy 
scheduling feature in Wordpress (the platform my website is 
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hosted on) and scheduled them all at once so they would drip 
out on autopilot. (You can watch a video tutorial about how to 
do this here: www.bit.do/SchedulingBlog) (This url is case sen-
sitive, so enter it into your browser bar exactly as you see here.)

A few weeks later, I got a Tweet (on Twitter) from a colleague 
who worked at a Search Engine Optimization (SEO) company. 
He said, “Did you know your website is climbing really fast in 
search engine results?”

By the third month, my website was ranking on Google 
Page 1 for 3 of my most competitive keywords.

Now that people could find me online when they needed the 
services I provide, I started to get inbound phone calls from 
people who found me on Google.

These inquiries from potential new clients had several advan-
tages:

1.  They were already actively searching online for my ser-
vices, which means that they were very warm leads who 
were likely ready to invest.

2.  Before they called me, they had most likely already 
looked around my website and gotten familiar with 
me through watching my videos and reading my con-
tent, and so they were that much farther down the road 
toward becoming my clients.

3.  This is the best part: I didn’t have to call them, they 
called me! It is so much nicer to be chased, than to 
chase, don’t you think?

To see exactly how to use this strategy for your practice, watch 
the video tutorial here about how to automatically schedule You-
Tube videos to your website’s blog over time: 

http://www.bit.do/SchedulingBlog
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www.bit.do/YouTubeBlogStrategy) (This url is case sensitive, 
so enter it into your browser bar exactly as you see here.)

This video will show you all the details of exactly how to use 
this video marketing strategy to get your own website found on 
Google.

Figure 6.2  In this Case Study, you’ll learn from the true story of how 
I transformed my website with video content from being lost and 
invisible on the internet to being found on Google Page 1, which 
generates inbound calls from warm prospects on a regular basis.

I have continued to upload one new video to my blog every 
week for several years now, and I continue to get inbound calls 
from warm leads on a regular basis from this strategy.

This is the only strategy I used to help my website be found 
on Google Page 1.

http://www.bit.do/YouTubeBlogStrategy
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So instead of paying an expensive SEO company to help my 
website rank on Google with multiple strategies, I just continue 
to drip out videos on my blog, and that keeps me on Google Page 
1 for my key search terms.

Blogging with your videos is one of the most valuable video 
marketing strategies for you, because it helps your website be 
found by the people who are searching for your services online. 
When your prospective clients find your website and engage with 
your videos and other written content before calling you, it cre-
ates authority and credibility for you, which is an essential key to 
actually converting these leads into clients.

Google search is not the only way this strategy will benefit 
you. When people are referred to you, often they will check you 
out on the internet before taking the next step toward meeting 
with you. So your online presence is an important link in the 
chain toward them becoming your client.

When they encounter you on your website, they must be 
“wowed.” Your video library on your blog shows that you are se-
rious about providing helpful financial education, which is what 
your prospective clients are looking for from you. It also shows 
that you are serious about your practice and you care enough to 
really invest in it by creating this kind of engaging, educational 
content for them.

All these things work together to help connect you with your 
prospective clients on the internet in a way that “wows” them 
and compels them to contact you to take the next step toward 
becoming your client.
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And this is the whole purpose of marketing: to help each of 
your prospective clients move down the path toward becoming 
your client, one step at a time.

I have a colleague who tried this strategy but hosted his videos 
on a different video sharing site (Vimeo) and he did not see any 
measurable results.

You must use YouTube embed codes to see this strategy work. 
This is because Google owns YouTube, so naturally they are go-
ing to prioritize ranking YouTube content over other video shar-
ing sites.

So that’s a quick overview of how using YouTube videos in 
your website’s blog will help your website be found in Google.

Now let’s talk about email marketing and video.

Email Marketing and Video
Email marketing is one of the oldest forms of digital marketing. 
It’s worked extremely well over the years, and it continues to be 
one of the most effective ways to use the internet to keep in touch 
with current clients and connect with new ones.

One of your most important assets in your business is your 
email list.

The easiest way to start building an email list is to compile the 
emails of all your clients and begin regular communication with 
them through email newsletters.

Warning: This strategy only works with YouTube 
Embed Codes.
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After you’ve got that in place, then you can start building your 
email list in a number of ways.

Ways to Build Your Email List

1.  One easy way to build your email list is to always get 
a business card from each new business contact you 
meet, then email them to let them know you’d like to 
provide them with valuable financial educational infor-
mation through your email newsletter, and add them to 
your list. (Or better yet, delegate this to your assistant.)

2.  Another great way to build your list passively is to make 
sure you have an Opt In form on your website’s home 
page. You can see an example of my Opt In form here: 
www.FAClientMachine.com. You’ll see I ask for your 
first name and email in exchange for a valuable piece of 
information. You’ll always want to collect these 2 essen-
tial pieces of information, since that will allow you to 
personalize your emails with their first name. But don’t 
ask for more information than this, because every extra 
bit of information you request will reduce your Opt 
In rate. So only ask for the essentials: First Name and 
Email. We’ll talk more about how to make the most of 
this Opt In strategy with video later in this book.

3.  A third passive way to build your email list is to put an 
invitation to receive your content below your signa-
ture in each outgoing email. This means you will be 
promoting your email newsletter passively through the 
hundreds of emails you’re already sending each month. 
We’ll cover what to say in this invitation later in this 
book.

http://www.JillAddison.com
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Here are several affordable email newsletter services you can 
consider to use this email newsletter strategy:

•  Constant Contact—this is one of the oldest email 
newsletter services, and I think they’ve gotten a little too 
comfortable. They charge more and offer less.

•  MailChimp—Mailchimp is perfect for a beginner because 
it offers fairly robust email newsletter services and is free if 
you have 2,000 contacts or less.

•  AWeber—this software is more robust than MailChimp 
and Constant Contact. So if you are planning to really 
scale your email newsletters in the future, you may want 
to take a closer look at AWeber before you decide which 
service to start with.

According to Constant Contact, using the word “video” in the 
Subject line of your emails is the #1 way to increase your Open 
Rate. (An Open Rate is the percentage of recipients who open 
your email. Your Open Rate is a good measure of how engaged 
your audience is with your content.)

And according to Marketo (a major marketing automation 
software program), email that uses the word “video” for a direct 
Call to Action had a 53% higher click to open rate over email 
that did not mention video. In plain English, this means that 
when you use the word “video” in your email subject line, 53% 
more people will open it because people want to watch video. So 
if you’re going to go to the trouble to include video in your email, 
for goodness sake, be sure to mention it in your email’s Subject 
line. You’ll get way more people opening your emails this way.

And after they open your emails and click on your videos, 
they’ll have an enjoyable experience, because you’re providing 
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them with valuable information in an entertaining and engaging 
way.

When you do that, people are much more likely to actual-
ly forward your emails to others (i.e. refer you), because you’re 
providing them with content they enjoyed, and they’ll be sure 
someone else could enjoy that content and benefit from it too.

The psychology of why people share content with others has 
to do with association. People want to be associated with cool 
new trends, and video content for financial education fits that 
bill.

This sharing of cool content becomes especially important 
when it comes to social media. So now let’s talk about social 
media and video.

Social Media and Video
Social media platforms include websites like Facebook, Linke-
dIn, Twitter, YouTube, Instagram, Pinterest, etc. Like most new 
trends, these sites started out popular with young people and 
have worked their way up to retirees. Now many teenagers have 
moved on to newer social media platforms like Snapchat and 
Vine. And many middle-aged and even retirement aged people 
are on social media like Facebook in order to see photos and keep 
updated on the lives of their younger family members. So these 
days, Facebook is often a great place to interact with your ideal 
client, even when they’re older.

The beauty of social media platforms like Facebook is that 
they make it very easy to get started. They are extremely user 
friendly. They’ll even suggest “people you might know” that you 
can connect with. They make these suggestions based on mutual 
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acquaintances and friends. For instance, if you’re connected to 
Bill and John, and Pete is also connected to Bill and John, Face-
book will assume you might also know Pete and suggest that you 
connect with Pete as well. They can also search your contacts in 
your email (with your permission) to help you connect on the 
internet with people you’re already friends with in real life.

This is an extremely powerful technique, as we saw earlier 
with Kevin’s story of connecting on Facebook with an old friend 
from high school in the easiest way possible.

And if it’s easy for people to forward your video content when 
it arrives in an email, it’s ten times easier to share content on 
social media. It is literally a one click transaction that takes less 
than 2 seconds. They don’t even have to think about who to share 
it with, because when they share something on social media, it’s 
shared with everyone in that person’s network. Amazing!

When you “boost” your posts (this is a Facebook advertising 
feature), you get your content in front of a much wider audi-
ence. One of our earlier case studies, Mychal, uses the “boost” 
advertising feature on Facebook and has gained two new clients 
already directly from this strategy. Another one of our clients, 
Emil, used the boost feature on Facebook to promote his video 
and had several new people show up to a workshop because they 
saw his video online. This type of advertising on Facebook is very 
affordable, and as you can see, it pays off with a huge return on 
investment.
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YouTube has more than 1 Billion users. That’s 1 in 7 people 
on earth. I bet you didn’t know YouTube is that big, and it’s 

only getting bigger.

For instance, a couple years ago, YouTube had 50% of the 
market share for video-sharing sites. Now it’s almost 75%. And 
the number of hours people are watching YouTube videos each 
month is up 50% year over year. (source: YouTube.com) You-
Tube is growing at a phenomenal rate.

That’s because people love to watch video on the internet; 
YouTube has a free service that people cannot get enough of. An-
other reason YouTube is so big is because Google owns YouTube.

YouTube is the #2 search engine in the world. I’ve actually 
been hearing people say that YouTube is the #1 search engine in 
the world, but frankly, I’m not sure how they’re measuring that. 
It’s hard to believe Google isn’t still the #1 search engine in the 
world. But it’s probably because they’re measuring it by engage-
ment. I wouldn’t be at all surprised if people are spending more 
time engaging with content on YouTube than on Google, so by 
that measure, YouTube is #1. That makes sense, because video 
tends to engage people longer than any other type of medium. 
Once you start watching a video, you often keep watching it 
because it’s interesting and engaging and you become absorbed 
in the content. So the engagement rate for video is much higher 
than any other medium like written text or photos.

But even if Google is still the #1 search engine in the world, 
YouTube is the #2 search engine. And you can’t be on the #2 
search engine in the world without video content. So this is yet 
another reason that you cannot afford to ignore video anymore.

Because Google owns YouTube, it prioritizes YouTube con-
tent in its search engine results over any other video sharing web-



66   •   FINANCIAL ADVISOR’S 7 STEPS TO VIDEO MARKETING SUCCESS

site. So not only can you rank in YouTube searches with video 
content, you can also rank in Google searches with video content 
from YouTube.

As you put more and more videos on YouTube, you’ll start to 
rack up more and more Views. Then it starts to snowball, because 
YouTube assumes that if you have lots of Views, you must have 
good content, so then it sends more and more traffic to your 
YouTube Channel. It’s like the gravitational pull of your channel 
increases as you get more Views. For instance, at the time of this 
writing, I have about 230,000 Views on my YouTube channel 
from this snowball effect. (You can see my current View count at 
www.youtube.com/user/JillAddison/about.) Here’s a little secret: 
I didn’t work that hard for all these Views. It just started to hap-
pen as I consistently uploaded video content, because YouTube 
was rewarding me for engagement by sending more traffic to my 
videos.

As you continue to evolve in your marketing, you’ll begin us-
ing your videos in more sophisticated strategies, like automated 
emails with your videos in them. We’ll go into that advanced 
strategy a little later in this book, but for now, just know that 
it’s important that you position yourself now to grow into more 
advanced marketing strategies in the future by putting all your 
videos on  YouTube. 
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So let’s review. You now understand that shifting your mar-
keting focus to the internet is not only a good idea, it’s pret-

ty much mandatory. We’ve talked about how there are tens of 
thousands of new financial advisors coming online each year and 
they’re naturally technology savvy because they grew up on the 
internet. It’s like their native tongue.

But your experience and maturity is one advantage you have 
over these younger advisors who are trying to take your business. 
Where they might spend their time creating their own video con-
tent, you know the value of staying focused on your core compe-
tency and working smarter by outsourcing your marketing activ-
ities. So that’s one important advantage you have.

As a result of everything you’ve learned in this book, you know 
that financial advisors who are not making the transition that 
everyone in this industry must make now to marketing on the 
internet are putting the future of their firm at risk. A while back, 
I  was talking with Jake, a financial advisor in the Great Lakes 
region and he said “Advisors who aren’t moving their marketing 
online will be out of business. Sooner than they think, they’ll be 
extinct.” That’s how serious it is. And here’s the sad addendum 
to this story. Jake knew that digital marketing was key to his suc-
cess as a financial advisor, but he just never pulled the trigger on 
actually getting videos for his practice and using them. About six 
months later I talked with Jake again on the phone, and he told 
me he had to take a position as someone else’s employee, because 
he just couldn’t get enough new clients to stay in business for 
himself as a financial advisor. The old ways just aren’t working 
like they used to. 

Every financial advisor I talk to on the phone tells me about 
this frustrating experience you’re having. You used to be able to 
do a few seminars a year and have a nice living. Now you’re barely 
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breaking even on doing multiple seminars and you’re working a 
lot harder. It’s really frustrating. I know because I’ve talked with 
so many of you personally and I can hear the frustration in your 
voice.

Here’s something you need to hear: the definition of insanity, 
according to Albert Einstein, is doing the same thing over and 
over and expecting different results.

Why would you keep doing things you know aren’t working 
well?

Why would you keep doing seminars without starting to 
make the transition to also marketing on the internet? You know 
that’s where everything is going. It’s obvious.

Maybe you’re hoping that something will magically just 
change about your practice without you having to change any-
thing. But that’s not how life works. You are going to have to 
change if you want to survive and thrive in this business. And 
you can. You can do this.
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Below are just a few of the amazing things that will start to hap-
pen when you include video in your digital marketing strategies.

Figure 8.1  Your video marketing strategies will help you close new 
business faster by elevating your status, credibility, authority and 
“local star power”.

Video marketing will increase your status, give you credibility, 
authority and local star power that will attract your ideal clients 
to you and make it much easier to close new business. Your video 
strategies will also cause your current clients to refer business to 
you at a faster and faster rate.

From everything you’ve learned in this book, you can see that 
video is one of the most essential keys to help you stand apart 
from your competition.

Just sending out a market report email that no one reads and 
no one cares about, much less will forward to someone else, just 
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isn’t going to cut it anymore. You need highly entertaining and 
educational video content that will give you that critical edge 
over your competition.

So the question really isn’t if you’re going to use video in your 
marketing, it’s how you’re going to do it.

There are several ways to start generating your content for 
digital marketing. And some are better than others.

•  You can create or film your videos yourself

•  You can hire someone to shoot and edit videos you still do 
yourself by getting on camera

•  Or you can invest in turnkey video solutions that allow 
you to keep doing what you do best, which is helping 
your clients reach their financial dreams and goals

Any of these approaches can work. And they can all add value 
to your marketing strategies.

One thing I will warn you about if you choose to create your 
videos yourself: video production is extremely time consuming. 
I do it for a living and I can’t even believe how long it takes. It’s 
an extremely time consuming process, and there’s a long learning 
curve to get it right.

But if you have the interest and the time, you can try it. You 
can buy all the equipment and set up a video studio in your 
house or hire people to shoot you on video and edit your videos. 
When we’re talking about having a video strategy that will work, 
that requires a lot of videos. And that’s going to get very expen-
sive, just so you know.

The easier and more cost-efficient way to get your video con-
tent handled is to choose a turnkey video solution, which will 
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take a minimum of time and effort on your part and can often 
give you even better results than getting on camera yourself.

As a result of everything you’ve learned in this book, you 
know that if you do this, it can have a revolutionary impact on 
your practice. You won’t get left behind as the world changes, 
and you’ll adjust and thrive in this new internet world we live in.

In the next chapter, you’ll learn about how turnkey video sys-
tems can make your life easier and help you attract your ideal 
client effortlessly on the internet.
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Turnkey Video Systems
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Turnkey video systems can help you grow your practice in the 
following ways.

Turnkey video systems:

1.  Help you generate a steady stream of new clients from 
the internet

2.  Compel your current clients to refer new clients to you 
on a regular basis

3.  Enable you to get these things with a minimum of time 
and effort from you

4.  Position you to help more people with your expertise

5.  Help you get certainty about where your next client is 
coming from

Whiteboard videos in particular are wildly popular because 
they’re the most engaging type of video. People just love to watch 
them. There’s actually a scientific reason for that. When we watch 
the images being drawn, at the moment of discovery when we see 
what the finished image will be, dopamine, the happiness chem-
ical, gets released in our brains. We experience a burst of delight. 
And because people make buying decisions based on emotion, 
not logic, this lowers their defenses and puts your prospective cli-
ents in a happy state that’s much more conducive to them taking 
the next step toward becoming your client.

Turnkey video systems make it easy for you to get these re-
sults. To see an example of how this is done, view a selection 
of whiteboard videos we’ve created as part of a Turnkey Video 
Library we created for financial advisors like you: www.bit.do/
FAPlaylist. (This url is case sensitive, so enter it into your browser 
bar exactly as you see here.)

http://bit.do/FAPlaylist
http://bit.do/FAPlaylist


78   •   FINANCIAL ADVISOR’S 7 STEPS TO VIDEO MARKETING SUCCESS

Most turnkey video systems feature static content, but some 
have flexibility. For instance, in our Turnkey Video System, we 
make any changes your compliance department requests. As I 
mentioned earlier, we’ve cleared compliance departments with 
our videos at LPL Financial, Guardian Life Insurance Compa-
ny of America, Cetera Advisors LLC, Sun Life Financial, FSC 
Securities Corporation, Brokers Financial Wealth Management, 
Commonwealth Financial Network, Horter Investment Man-
agement, Parsonex, Raymond James, Virtue Capital Manage-
ment, Hilltop Securities, PKS Investment Advisors LLC, Kovak 
Securities, Royal Fund Management, and others just to name a 
few, so compliance is not a problem.

Later in this book, we’ll walk you through step by step exactly 
how to get the biggest bang for buck from your turnkey videos 
through our 7 Steps to Video Marketing Success Process. This 
process is responsible for the amazing return on investment 
that our case studies and many others in the financial services in-
dustry are experiencing through online videos. With our 7 Steps 
to Video Marketing Success Process, we’ll walk you through step 
by step how to promote your videos to your email newsletter list, 
your social media and on your blog, as well as some other easy 
tips that can fast forward your results.
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Here’s an overview of our 7 Steps to Video 
Marketing Success:

1.  Upload your videos to YouTube, the 2nd biggest search 
engine in the world, and optimize for search

2.  Post your videos to your website’s blog to help your 
website rank higher in search engine results

3.  Post your videos on social media sites like Facebook, 
LinkedIn and Twitter

4.  Include a link to your videos in your email newsletter

5.  Include a link to your videos in your email signature

6.  Post your videos on your LinkedIn Profile

7.  Send out consistent, automated emails with your 
videos in them

In the last part of this book, we’ll walk you through exact-
ly how to implement each of these 7 Steps to Video Marketing 
Success, complete with screenshots and links to video tutorials, 
so look at those chapters as a “how to” manual. You can hand 
this book to your assistant and then they should have everything 
they need to keep these marketing strategies running smoothly 
for you month after month.

But let’s get back to the first step now, which is to get your 
video content secured and uploaded to YouTube with a turnkey 
video system.

It’s natural to feel a tension between wanting to secure an easy 
turnkey solution for your video marketing, but still wanting the 
video content to be customized to reflect what’s special about you 
and your firm. This is a difficult tension to navigate, since most 
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video systems are either turnkey and require very little involve-
ment from you, or they’re customized and involve a significant 
investment of your time.

The other tension to navigate is that often templated videos 
are affordable, while custom videos are expensive.

Figure 9.1  Financial Advisors often feel like they have to choose 
between a templated video solution that’s affordable, or a custom 
video solution that’s expensive.

Our Turnkey Video System provides the best of both worlds, 
in that you can make it as turnkey or as customized as you like.

Templated
and

Affordable

Custom
and 

Expensive
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Figure 9.2  Only one turnkey video system provides the ease of an 
affordable turnkey solution combined with the personalization of a 
customized approach. Learn more here:  
www.FAVideoTraining.com

Both approaches have their strengths.

With a turnkey approach, you save time so you can focus 
on what you do best: helping your clients live out their financial 
dreams.

With a customized approach, you laser target your ideal cli-
ent by creating content that appeals directly to them.

As with most things in life, a little variety is often the best 
solution. By combining a turnkey approach for some videos, 
with a customized approach for other videos, you’ll get the best 
of both worlds.

Our Turnkey Video System  provides three special things ad-
visors can’t find elsewhere in one system: 1) the search engine 
benefits of YouTube, 2) customized videos produced by financial 

Affordable Custom

http://www.FAVideoTraining.com
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services experts at an affordable rate, and 3) the ability to buy 
templated videos, customized with your logo and contact info. 

These templated videos provide a unique set of advantages for 
advisors: they make it fast and easy to get your video content, we 
customize it with your branding, and unlike our competitors, we 
allow you to own that content and we put it on YouTube for you 
so they can get the Search Engine benefits. 

Also, because we’re a boutique firm, this content is still very 
exclusive, since it’s being used by less than 100 other advisory 
firms nationwide.  You can’t get this set of advantages with any 
other video solution for financial advisors.
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Free Bonus with This Book
This free bonus will position you to experience this kind of im-
pact through your life and practice.

To claim your spot in your free 60-minute Online Video 
Training Seminar (Value: $295) with Jill Addison, visit: 

www.FAVideoTraining.com

Continuing education credits may apply for you.

In this Online Video Training Seminar, I personally walk you 
through the best techniques and strategies to maximize the pow-
er of online video to grow your financial advisory practice.

You’ll hear case studies you can’t hear anywhere else, and glean 
valuable insights for how to replicate those successes in your own 
business.

You’ll Learn:

•  WHY video is working so well, in case you’re one of the 
few who are still skeptical about video (and why it’s a must 
to leverage video marketing in 2016 and beyond)

•  The best and most efficient ways to use video content to 
get new clients and referrals

•  How video accelerates every other marketing strategy you 
have, so it’s not just one tool, it’s like a super tool that 
makes every other tool more effective

•  How to make your clients LOVE you even more and 
naturally refer you at a faster and faster rate

•  A covert ops way to get testimonial type credibility that 
your compliance department will not blink an eye at

http://www.FAVideoTraining.com
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•  How an online presence moves people several steps along 
in your sales process before you ever even talk with them 
in person

•  How your videos give you authority, credibility and 
celebrity 

•  How your videos pre-dispose your ideal prospects to 
become your clients before you ever meet with them

•  How your current real life relationships can be taken onto 
the internet, and also how your internet relationships can 
be taken into real life relationships

•  How your clients are enticed to refer you to new clients 
on a regular basis without you even asking

•  One sneaky little trick that makes it impossible for your 
clients NOT to refer you

•  The one single thing that will make the difference between 
them referring you or not referring you.

This Online Video Training Seminar is free for you as the 
owner of this book, but be sure to claim your spot right away, 
since we’re not sure how long this training will be available at the 
link below.

Visit www.FAVideoTraining.com today to get access to 
your FREE Bonus  

60-Minute Online Video Training Seminar.

http://www.FAVideoTraining.com
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7 Steps to Video Marketing 
Success
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The rest of this book is devoted to getting into the nitty gritty 
of how to apply the 7 Steps to Video Marketing Success 

Process to your practice to see maximum results from your in-
ternet and video marketing strategies. You’ll find step-by-step in-
structions with screenshots and links to video tutorials that will 
answer all your questions.

This training section of the book also equips you to easily and 
efficiently delegate all these strategies to an assistant so you can 
stay focused on what you do best: helping your clients live their 
dreams through the exceptional financial planning services you 
provide.

Each of the next 7 chapters will provide all the answers you 
need about how to incorporate the 7 Steps to Video Marketing 
Success into your practice to get the results you want.

7 Steps to Video Marketing Success

1.  Upload your videos to YouTube, the 2nd biggest search 
engine in the world, and optimize for search

2.  Post your videos to your website’s blog to help your 
website rank higher in search engine results

3.  Post your videos on social media sites like Facebook, 
LinkedIn, Twitter, and Google+

4.  Include a link to your videos in your email newsletter

5.  Include a link to your videos in your email signature

6.  Post your videos on your LinkedIn Profile

7.  Send out consistent, automated emails with your 
videos in them
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Step 1 
Upload your videos to YouTube
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Uploading your videos to YouTube is very simple. (If you’ve 
already invested in our Turnkey Video System, then we’re 

doing this step for you and you can skip this chapter.)

First, you’ll need a YouTube Channel. (A “Channel” is anoth-
er name for an “Account” on YouTube.) We will create a YouTube 
Channel for you if you are a member of our Turnkey Video Sys-
tem. If you are not yet a member of our programs, you can create 
your own YouTube channel.

After you’re logged into your YouTube Channel, you’ll see an 
Upload button in the upper right that looks like this:

Figure 11.1  To upload videos to YouTube, just log in to your 
YouTube account, then click the camera icon in the upper right corner 
on your screen.
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Click on the Upload button and then you’ll see a big arrow 
that looks like this:

Figure 11.2  After you click on the Upload button, you’ll see an 
image that looks like this. Simply click on the video file you’d like to 
upload, hold down the mouse button and drag the video file over 
this image. Then release the mouse button and your video will begin 
to upload.

You’ll need to have your video file in one of the formats listed 
below:

•  .mov

•  .mpeg4

•  .mp4

•  .avi

•  .wmv
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•  .mpegps

•  .flv

•  .WebM

When you title your video file with a keyword rich title before 
uploading it, you’ll get 2 advantages:

1.  Titling your raw data (your video file) provides just one 
more way YouTube and Google can access data about 
your video in order to place your video in their search 
engine results.

2.  YouTube will automatically fill in the Title of your video 
on YouTube with the title of the video file you upload-
ed. This saves you the extra step of having to type in the 
title to YouTube.

To see a 1-minute video tutorial about how to upload your 
video to YouTube, visit this link: 

www.bit.do/UploadYouTubeVideo (This url is case sensi-
tive, so enter it into your browser bar exactly as you see here.)

To see a 4-minute video tutorial about how to make sure your 
videos can be found by search engines (Search Engine Optimiza-
tion, or SEO) visit this link: www.bit.do/YouTubeSEO

Here’s an overview of the information you’ll learn about how 
to optimize your video for search (Search Engine Optimization) 
in the video above.

Advanced Pro Tip: Make sure to title your video with 
a keyword rich title before you upload it. Keywords 
are the words you want to be found for on YouTube 

and Google. So an example might be “Financial 
Planning (Your City Here)”.

http://www.bit.do/UploadYouTubeVideo
http://www.bit.do/YouTubeSEO
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How to Optimize your Video for Search Engines
As mentioned above, be sure to title your video with a key-

word rich title BEFORE you upload it to YouTube. This will help 
search engines like Google and YouTube see more data about 
your video, which will help them rank you in their search results.

There are 3 main areas you’ll need to fill out when you up-
load your video to make sure search engines can see information 
about it in order to rank it in their search engines results:

1.  Title

2.  Description box

3.  Tags

How to Title your YouTube Video

Make sure your title is keyword rich for search engines. 
But don’t just type a string of keywords, since this isn’t 
appealing to humans. Choose a title that incorporates 
your keywords for search engines, but also appeals to hu-
mans when they see your video online. This will ensure 
that search engines can find and rank your content, and 
that when humans see your content they’ll want to click 
on it to watch it. An example of a title that’s friendly to 
both search engines and humans is: “Financial Advisor  
Brookhaven-Get Your Financial Questions Answered Here”

Notice that I worked the word “Financial” into the title 
twice. This is a best practice, so repeat one keyword in 
your title.
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Also, notice I mentioned a specific city. This will mean 
you’re only competing with financial advisors in your 
city or region for search engine results, instead of every 
financial advisor in the world.

All these tactics will increase the chances that your ideal 
client will find you in search engines.

Description box

At the top of your Description box, type your website 
address. Be sure to put http:// in front of your website, 
because this makes it a clickable link. You want to make 
it as easy as possible for people to get from YouTube to 
your website, so list your website address first thing and 
make it clickable by putting http:// at the beginning, like 
this: https://www.FAClientMachine.com

Below your website, type your phone number. This is 
part of making your YouTube video not only search 
engine friendly, but also human friendly. Some people 
would rather just pick up the phone and call you, so 
make it easy for them to do that by including your phone 
number.

Below these two pieces of contact information, fill in a 
description of your video. If you used a script to create 
your video, then the easiest way to do this is to simply 
copy and paste your script into the Description box.

Here’s how to do this: go to your script in a Word docu-
ment. If you’re on a PC, press Ctrl A to Select All. Then 
press Ctrl C to Copy. Then go to the YouTube Descrip-
tion box and click to put your curser under your phone 
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number. Then press Ctrl V to Paste. And voilà, your 
description box is fully optimized with a script that’s 
keyword rich for search engines and friendly to human 
readers too. And it only took a few seconds, since you 
repurposed your script as your Description in YouTube.

Tags

The tags section is where you fill in your Keywords.

Remember, keywords are the words or phrases you’re 
hoping to be found for online when people type these 
words or phrases into Google or YouTube search engines.

You don’t need more than about 10 tags. The first tags 
will be weighted much more heavily than the later ones, 
so it’s not necessary to have a ton of keywords. You just 
need to tag your video with 5-10 long tail keywords. A 
“long tail keyword” refers to a phrase instead of just one 
word. An example of a long tail keyword is “Financial 
Advisor Brookhaven.”

Be consistent. Use the same words in the Title, Descrip-
tion and Tags. This signals to search engines that this re-
ally is about this topic, since they keep seeing the same 
words everywhere on this video.

It’s best to use phrases, what we call “long tail keywords”, 
instead of just single words. For instance, if you tagged a 
video with “Finances, Planning, Brookhaven”, this does 
not give search engines quality information, since they’ll 
be searching for each of those extremely broad terms in-
dependently of each other. However, if you tag your vid-
eo with “Financial Planning Brookhaven”, now you have 
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a long tail keyword that helps search engines understand 
what this video is about. It’s not about just Finances, or 
just Planning, or just Brookhaven, it’s about Financial 
Planning in Brookhaven.

The riches are in the niches, and when you target a niche, 
like a geographic area and a niche service like financial 
planning, now your chances of being found in search en-
gines are much higher. If you get even more niche, like 
focusing just on long term care insurance, for instance, 
your chances of being found online go up even more.

Remember, you’re competing with the whole world to 
get on Page 1 of searches in Google or YouTube. So you’re 
not going to get there with really broad terms, because 
there’s too much competition. But if you can niche down 
and optimize your videos for niche terms in certain geo-
graphic regions, then your competition is exponentially 
reduced and you have a chance of ranking on Page 1 of 
search engines.

When was the last time you went to Google Page 2? Page 
1 is really all that usually matters, because people usu-
ally don’t go on to Google Page 2, so you need to stack 
the odds in your favor that you could appear on Google 
Page 1, even if it’s only to a very small audience of people 
searching on your long tail, niche keywords. You only 
need a few people to click on this to make it all worth it 
anyway, so don’t be afraid to be super niche in your Tags.

To see these ideas in action, visit this link to watch a 4-min-
ute video tutorial about how to make sure your videos can be 
found by search engines (Search Engine Optimization, or SEO): 
www.bit.do/YouTubeSEO (This url is case sensitive, so enter it 
into your browser bar exactly as you see here.)

http://www.bit.do/YouTubeSEO
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Step 2 
Post your videos to your website’s blog to help 

your website rank higher in search engine results
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This is one of the most important ways to use your videos. 
Remember the story I told you earlier in this book about 

how I ranked my website on Google Page 1 for my most com-
petitive keywords with this video blogging strategy? You can use 
videos to rank your website higher in search engines too.

If you don’t already have a website, you must get one right 
now. Your website is the hub of all your marketing. You’ll be 
driving all your internet traffic back to your website, so this is the 
heart of your marketing strategy. 

If you’re not sure what a blog is, it’s a page on your website 
where you can post articles or videos and they’re displayed on 
your website in a newsfeed type format. This is a way for you to 
continue to add fresh consistent content to your website.

The reason this blogging strategy with video works so well is 
because 1) Google has always loved fresh consistent content 2) 
now Google also loves video, and 3) Google owns YouTube. So 
when you put those three things together, you’re going to get 
amazing Search Engine Optimization results.

What do we mean by consistent? We mean weekly blog posts. 
If you only post to your blog once a month, you’ll get about 10% 
of the value of this strategy. If you post to your blog weekly, you’ll 
get about 90% of the value. Consistency means weekly.

The nice thing about blogging is that you can incorporate all 
kinds of content.

You can provide some written content, and some video con-
tent. So if you’ve invested in our Turnkey Video System, you’ll 
get 2 videos each month from us. You can post one to your blog 
right away, then schedule the other one to post in 2 weeks. That 
way you’ll have a steady stream of video content twice a month, 
every month.



You can fill in the other 2 weeks each month with written 
content you write, or that you have someone else write for you. 
One very easy way to get this content is to re-use content you’ve 
already used in your email newsletter. Or you can repurpose 
other people’s content by linking to it or embedding it on your 
blog. Repurposing your own or other people’s content is a very 
efficient way to continue to provide valuable content to search 
engines and humans.

Don’t make this harder than it has to be. Repurposing other 
people’s content on your blog means you can even embed other 
people’s videos to your blog. This is a smart technique because 
video blogging seems to get better results than written blogs.

A word of warning: do NOT just copy other people’s content 
and paste it on your blog. That will get you slapped by Google, 
and it’s not a nice thing to do. Instead, write a paragraph about 
why you think their content is valuable, then link to it or embed 
it on your blog. This is doing them a favor too because then they 
get an inbound link, which helps their search engine results. And 
it helps you too, because they just provided valuable content for 
you to share on your blog.

If you have a Wordpress website, it’s very simple to schedule 
your blogs to post on a regular basis. I recommend that you al-
ways try to schedule your blogs in advance, so you don’t run the 
risk of being inconsistent. When you schedule a large amount of 
content all at once, that’s much more time-efficient. It also helps 
you stay consistent, which is essential for Search Engine Opti-
mization results and for seeing results in your marketing from 
human beings who encounter you on the internet.

If you try to come back to this every week, chances are that 
life will get in the way, and then your strategy won’t work because 
you weren’t consistent. So use the tools available to you to be 
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time-efficient and ensure consistency by scheduling your blog 
posts in advance. It is a pain to have to do this every week. So just 
delegate it to your assistant to schedule your blog posts monthly. 
Then you won’t have to think about it or come back to it, it will 
just run on autopilot. Or if you really get organized, compile all 
your content for 6 months and just have your assistant schedule 
it all out twice a year.

Here’s a comprehensive 4-minute video tutorial about how 
to schedule your blog posts on Wordpress so you can schedule 
them out in advance: www.bit.do/SchedulingBlog (This url is 
case sensitive, so enter it into your browser bar exactly as you see 
here.)

http://www.bit.do/SchedulingBlog
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Step 3 
Post your videos on social media sites like  

Facebook, LinkedIn, and Twitter
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Much like blogging, it is really time consuming to come 
back and post to your social media sites every few days. 

But you don’t have to do that. Instead, take advantage of the 
tools available to schedule your social media posts in advance.

Here’s a system that has served me well for years.

My social media strategy is to post valuable content every  
3 days or so to all my social media platforms, including my 
LinkedIn profile, and several Twitter profiles. But instead of 
coming back and doing this manually every 3 days (which would 
take forever!), I just compile all my posts every couple of months, 
and then I send them to my Virtual Assistant to schedule for me 
all at once.

I have her schedule these posts using Hootsuite. Hootsuite 
is a social media aggregator. That means that you can connect it 
to all your social media sites and it will allow you to post to all 
of them with one click. So instead of logging into all these social 
media sites separately (which again, takes forever), she just logs 
into one site, Hootsuite.

Hootsuite also enables you to schedule your social media 
posts in the future. This means that you don’t have to come back 
to it all the time. You just sit down once every couple months 
and compile a big list of status updates, then send them to your 
Virtual Assistant and ask them to schedule your posts every 3 
days out into the future.

When you post links to your videos on your social media sites, 
your Status Update could say something like this: “Check out 
my new 1-minute video: (link to your blog page with the video 
on it).”
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It’s very important to drive traffic back to your website, be-
cause this will help your website rank higher in organic search 
engine results. In other words, when you post a link and peo-
ple click on it to visit your website, Google will notice all the 
clicks you generate that lead people to visit your website, and 
will reward you by ranking your website higher in Google search 
engine results. This strategy ties in to your blogging strategy, be-
cause when you have fresh consistent blog posts (ideally featuring 
video), you’ll promote each blog post link on your social media. 
It’s like one hand washes the other. When you put in a little work 
to get people to visit your website, Google will see that and then 
they’ll put in a little work to rank your website higher in their 
searches. 

The above strategy is best for optimizing your website for 
search through sending traffic back to your website from your so-
cial media accounts. But if you’d rather focus on maximizing en-
gagement on your social media, then it’s best to upload the actual 
video file. I’ve found that when I post my videos to Facebook, I 
get many more Views if I upload the videos directly to Facebook, 
rather than posting a YouTube link. Facebook just doesn’t like to 
play nice with YouTube, so if you want to get a significant num-
ber of video views on Facebook, you have to play by their rules 
and upload the video file directly to Facebook. In a recent test 
I did, I only got 4 Likes on a video I posted to Facebook using 
a YouTube link, but when I uploaded the actual video file I got 
220 Views in the first 24 hours. So if you’re wanting to maximize 

Bonus: take a few moments to consider how you 
could personalize this Status Update with something 

enticing about your video that would make people 
more likely to click on it.
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your video views on Facebook, upload the video file directly on 
Facebook, not using a YouTube link. 

Remember, marketing is a journey. It’s a lot like dating. It 
doesn’t happen all at once, it happens gradually over time. You 
don’t go on one date and say “Let’s get married!” It’s a gradual, 
step by step process of getting to know each other, liking each 
other more, and then finally making a commitment. It’s the same 
with your marketing. So remember, your goal with all your mar-
keting, including these social media posts, is just to help the peo-
ple in your circles of influence take the next small step toward 
becoming your client, or referring others to become your client. 
It might not produce immediate results, but as you’re consistent 
over time, it will produce results for you.

Here’s one way social media has worked for me.

Over the years, I’ve built my social media network in several 
ways:

1.  I accept everyone who wants to connect with me on 
LinkedIn, and I reach out to connect with new people 
who I think could be good partners for me.

2.  I connect with people I’ve met personally on LinkedIn. 
Every time I meet a new person, I get their business 
card. Then when I get back to my office, I send them 
a request to connect on LinkedIn. This helps take my 
real relationships onto the internet where I can keep in 
touch and stay top of mind pretty effortlessly though 
consistently posting to LinkedIn where I know my net-
work is watching my posts.

3.  As I post consistently to social media platforms, new 
people find me and request to connect to me.
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After years of doing this, I have an online network of 5,000+ 
people, so when I post, lots of people see it. It takes some time to 
build this up, but it’s worth it.

Here’s one example of results I’ve seen from social media: I’ve 
been promoting my webinars through my social media channels 
and I’m getting a 30% Opt In rate for my webinars through so-
cial media. That’s 4 times more than an average opt in rate (7%).

The reason social media works so well is that it really is re-
lational. As people see your posts over time, they feel like they 
know you (especially if you’re sharing videos featuring your face 
and voice). When people feel like they know you, like you and 
trust you, they’ll respond to you, even on the internet.

I know some people feel like they know me even though we 
only know each other on the internet. But there are other people 
who have been real relationships in my life that I keep in touch 
with by posting consistently to my social media channels.

Remember the story you heard earlier in this book about how 
one financial advisor, Kevin, got a client with one easy Facebook 
post? She was a friend from high school that he was connected to 
on Facebook, and she just didn’t realize how he could help her as 
a financial advisor until she saw one of his videos on Facebook. 
See her comment here:



 Step 3   •    111 

Figure 13.1  Leveraging your real, existing relationships by 
connecting with them on the internet and then posting sticky, 
engaging content can lead to new business worth hundreds of 
thousands of dollars for you, like it did for Kevin from this one 
Facebook post.

After this conversation started on Facebook, it became a real 
conversation on the phone and in person, and then she became 
a real client.

That’s the power of maximizing relationships you already have 
and making new relationships on the internet.
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Step 4 
Include a link to your videos in your  

email newsletter
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If you’re going to feature a video in your email newsletter, be 
sure to use the word “video” in your Subject line, since this will 

increase your Open Rate. People want to watch video more than 
they want to read, so make sure people are alerted to the valuable 
video content in your email so they’ll open it.

Here’s an example of how this works. I saw someone at a net-
working event recently who said to me, “I got your email and 
wasn’t going to open it because I was too busy, but I saw that it 
said ‘1-Minute Video’ in the Subject line and that’s the only rea-
son I opened it. I’m really busy, but I do have one minute, and I 
love videos.”

Within your email, include a link back to the blog post on 
your website that features your YouTube video embedded in it. 
This is one of the most strategic ways to use your emails: as a tool 
to drive traffic back to your website. When you provide a link to 
click back to the video content on your website, google will see 
all those visitors coming to your website and assume that they 
are visiting your website because it contains valuable content. 
Because of this traffic, google will begin to rank your website 
higher and higher in search engines. So your entire digital mar-
keting strategy is centered around providing consistent, valuable 
content on your website’s blog, then driving visitors to those blog 
posts by posting the links to them in other places online like your 
social media and email marketing. Again, your website is the hub 
of all your marketing, and you’re using all other digital marketing 
platforms like social media and email marketing to drive traffic 
back to the fresh, consistent content you’re posting on a regular 
basis to your blog. This is the exact strategy Mychal used to get 
9 new clients in one month (watch his 21-minute Case Study 
video at https://faclientmachine.com/case-study/).
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We recommend you use the same format I’ve used for my 1 
Minute Video Tips for 9 years and had great success with.

Here are a few key tips:

1. Use the words “1 Minute Video Tip” in the subject line. 
This will get a high open rate, because people are pressed for 
time, and 1 Minute is appealing.

2. Keep the content of the email very simple. I use just one 
sentence: “Check out my 1 Minute Video about (title of video).” 
People are so busy and inundated with email, it’s actually a relief 
to only have one sentence to read. And you’re offering them vid-
eo, which most people enjoy watching.

3. Make the text of the title of the video a hyperlink to the 
blog post that includes a video. This will drive traffic back to your 
website, which will have a huge impact on your search engine re-
sults. When google sees your website is getting more visits, they’ll 
rank you higher for that.

4. We recommend you send these emails with video as a stand-
alone, not as part of a larger newsletter. This is because you’ll get 
higher open rates when you mention video in the subject line, 
and higher engagement when there’s only a single call to action: 
watch the video.
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Step 5 
Include a link to your videos in your  

email signature
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Here’s one of the easiest ways to get a lot of mileage out of 
your video content. Simply include a link to one of your 

videos in your email signature.

I’ve gotten over 2,500 Views on one of my videos using this 
strategy. It took a couple years of having this same email signa-
ture in my emails, but over time, the Views on YouTube can 
really add up.

Here’s an example of how that signature looked:

Jill Addison
Online Video Producer
President
Jill Addison, Inc.
mobile: (619) 850-5835
www.FAClientMachine.com
www.FAClientMachine.com
 
To watch an example of Turnkey or Custom Whiteboard 
Videos that can help you grow your Financial Advisory 
practice, click here: 
https://faclientmachine.com/10xROI/

And the best part about this strategy is, it’s totally passive. 
With every email you send out, you are sending out links to your 
videos that people can click on to find out more about you.

As with all the other strategies we’ve talked about, be sure 
to use a link back to a blog post, where one of your videos is 
embedded (instead of sending them straight to a YouTube link). 
This additional traffic to your website will make a difference in 
your search engine results and enable people to find you online 
through your website. And when you embed your videos using 
YouTube embed codes, YouTube will count all the video views 

http://www.JillAddison.com
http://www.FAClientMachine.com
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on your blog the same way they would count those views as if 
they had happened on YouTube. So not only does this strategy 
help your website rank higher in google search, it also helps your 
YouTube videos rack up more Views.

As you get more Views, YouTube sees that you have valuable 
content people want to watch, and it starts sending more traffic 
to your videos. You’ll start to rank higher in Related Videos that 
appear to the right of video content in YouTube. And it will start 
to snowball.

I have over 230,000 Views on my videos on my YouTube 
channel, and I can assure you, I did not work for all those Views. 
I just put some strategies like this in place and kept uploading 
consistent videos, and then YouTube started to reward me with 
more and more traffic to my YouTube channel.

Getting more Views on YouTube is just one strategy to pro-
mote your videos, you need to employ all the strategies we’re 
talking about in this book to get the most bang for buck.

It’s just like everything else in life: every little decision matters. 
Every little marketing effort matters. It all starts to add up, just like 
when people save $200 every month. It doesn’t seem like a lot each 
month, but when you’re consistent over time, it really adds up and 
makes a difference. The same thing is true with your marketing. 
Just put these strategies in place and be consistent with all these 
little efforts over time, and it will start to really pay you back with 
interest…with how interested people are in your services. Sorry, I 
couldn’t resist that pun. 
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Step 6 
Post your videos on your LinkedIn Profile
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You will stand out from the crowd when your LinkedIn pro-
file has videos embedded in it. How many financial advisors 

do you know who have a video on their LinkedIn profile? Don’t 
miss this opportunity to stand out from the crowd and make a 
positive first impression.

It’s super simple. Here’s how to add a video to your LinkedIn 
profile.

1.  Log in to your LinkedIn Profile

2.  Click on the dropdown menu by the round circle with 
your photo that says “Me” and then under your name 
click on “View Profile.”

3.  In the upper right corner next to your photo you’ll see 
an icon of a pencil. Click on that.

4.  Then scroll down to the bottom where it says “Media.”

5.  Click on “Link.” Then paste the YouTube link to your 
video in the field that appears. Then click Add, then 
click Save. 

And voila, your LinkedIn Profile is instantly more personal 
and professional than 90% of your competition.

Watch this video tutorial about exactly how to embed a You-
Tube video in your LinkedIn profile: 

www.bit.do/LinkedInProfileVideos (This url is case sensi-
tive, so enter it into your browser bar exactly as you see here.)

http://www.bit.do/LinkedInProfileVideos
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Step 7 
Send out consistent, automated emails  

with your videos in them





 Step 7   •    127 

Autoresponders are basically time release emails. Even basic 
email newsletter programs like MailChimp have the capa-

bility to set up emails to drip out over time.

This is a more sophisticated marketing strategy, and you’ll find 
that it truly puts your marketing on autopilot. Think through 
what kind of email series you’d like to send out, set it up once, 
and then you can continue to send that same series of emails to 
new contacts as they come into your marketing ecosystem.

Autoresponders are a great way to use (and keep re-using) 
your 1-minute videos. For instance, you could set up an auto-
responder series to send out one email each week with a link to 
one of your videos in it. If you have 24 videos, this series would 
run for 24 weeks. That’s 6 months of weekly content you don’t 
even have to think about after you set it up once, it just runs on 
autopilot. Love that!

Or you could have an Opt In Box on your website that says, 
“Get Our 12 Video Tips About How to Plan for a More Se-
cure Retirement”. Then whenever anyone signs up, your auto-
responder email series will automatically be emailed to them at 
timed intervals. So for instance, you might set it up so that they 
get a new email every week for 12 weeks after they sign up.

Here’s the beauty of autoresponders: If Person A signs up in 
February, they’ll get your 12 video series of emails dripped out to 
them over the next 3 months. If Person B signs up in June, they’ll 
get that same series of emails dripped out to them over the next 3 
months. So this means that you can set up an autoresponder series 
that will deliver all the same content in the same order with the 
same timing to your new contacts, no matter when they sign up.

This is a fabulous way to use your video content, since it never 
runs out. Every new person who signs up for your 12 or 24 video 
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tip series, whether it’s this year, or next year or 5 years from now, 
will get the same series of emails, and you’ll keep repurposing 
your video content over and over in this way. This is extremely 
time-efficient and cost-efficient for you.

The other great thing about this strategy is that you’ll contin-
ue to generate more and more Views on your YouTube channel, 
all without any ongoing work from you. As you get more and 
more Views, YouTube will see that you have valuable content and 
start to reward you by sending more and more traffic to your vid-
eos. So this strategy is not only a great email marketing strategy, 
it’s also a way to optimize your YouTube channel by generating 
more and more Views.

Here are some other awesome things about using videos in 
your autoresponders:

1.  They make you stand out from the crowd. Do you 
know any financial advisors who are already doing this? 
Probably not. You’ll leave a lasting impression and show 
how you’re special and unique by sending out your 
own video series.

2.  They create a highly engaging touch point with your 
prospects and/or clients. People love to watch video, 
so be sure to include the word “Video” in your email 
subject lines, and you’ll get a higher open rate.

3.  They reduce work for both you and your email recipi-
ent. People don’t want to read anymore. And you prob-
ably don’t want to spend time writing your emails. With 
videos, you can minimize text because you’re providing 
your content in video form.
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I’ve been sending out my 1-Minute Video Marketing Tip of 
the Month for 9 years now, and it has literally made me famous.

Here’s an example of what my 1-Minute Tips emails look like:

Notice that I only included one line of text, with a hyperlink 
to my video. I honestly think people breathe a sigh of relief when 
they’re plowing through their inbox and open my email and can 
read my email in less than one second.

Also, they know if they click on my link, they’ll be educated 
in an entertaining way through my video for a brief moment in 
their workday, and that’s appealing.
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Bonus Strategies
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Now we’ve covered all 7 Steps to Video Marketing Success 
and so you are fully equipped to maximize the value of 

your YouTube videos to get new clients.

And now, you’ve made it almost all the way to the end of this 
book! Very good job on staying focused and carrying this task 
through all the way to completion. That is one of the most im-
portant factors in achieving success: our ability to complete what 
we start. So very good work on that!

As you continue to grow and develop in your understanding 
of marketing, you’ll start to use your videos in more sophisticated 
ways.

Next, I’m going to touch on three of these advanced strate-
gies, and you can test yourself to see if you’re already doing these 
things.

Bonus Strategy #1: Get an Assistant to Leverage 
Your Marketing
Remember, you don’t have to do this all by yourself. In fact, you 
probably shouldn’t. If you don’t already have one, I highly rec-
ommend you hire an assistant (this could be a Virtual Assistant 
you hire on the internet) to help you implement all these strat-
egies. I’ve hired several of my assistants and key sub-contractors 
through a website called Upwork, so check that out: 

www.Upwork.com

Now that you have this book in your hands, it’s easy to just 
give this book to your assistant and have him or her implement 
all these strategies for you.

Don’t make this harder than it has to be. You’ve already done 
the hardest part, which is just getting your videos on YouTube. 

http://www.Upwork.com
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Now all that’s left is to make the most of them so they can bring 
you the new clients you want. So be sure to delegate all these 
strategies to your assistant so your video marketing strategies will 
continue to run on autopilot with no work required from you. 
That way you can stay focused on what you do best and what you 
love to do: helping people live their dreams through the excep-
tional financial planning services you provide. If you’re a client 
of our Turnkey Video System, you’ll have access to our Done For 
You Upgrade that can run all these marketing strategies for you 
on autopilot. We’ll even provide a Video Marketing Manager for 
you, so it’s completely hands off and easy for you.
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Bonus Strategy #2: Opt In Boxes
If you haven’t already added an Opt In Box to your website, 

now would be a great time to do this. Here’s an example of one 
of my Opt In Boxes:

Figure 18.1  The #1 thing you can do on your website’s homepage 
to generate more new clients is to include an Opt In Box. An Opt In 
Box will capture contact information from your visitors so you can 
build a relationship with them over time by continuing to provide 
valuable content through your email newsletters.

You’ll see that my Opt In Box is prominent on the home page 
of this website: www.FAClientMachine.com

Most people who visit your website will not become your cli-
ent immediately. There will be a process of getting to know each 
other before they become your client. So you must give them a 
way to get to know you, to stay in touch with you, so that they 

http://www.JillAddison.com
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can grow to know, like and trust you, which often leads to them 
becoming your client.

One of the best ways to do this is to send them regular email 
newsletters. So an Opt In Box allows them to sign up for your 
email newsletter so they can learn more about you and learn 
more from you over time.

I regularly get new people who I don’t even know adding 
themselves to my email list because I am constantly giving people 
opportunities to do that. The primary way is through the Opt In 
Box on my website. But I also post links on my YouTube videos 
(in the Description box) and in social media inviting people to 
sign up for my Tips.
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Bonus Strategy #3: Maximizing Your Opt In 
Boxes
If you already have an Opt In Box on your website, give yourself 
a pat on the back. Good job. Now here are two things you can 
do to make your Opt In box more effective.

1.  Ask yourself, “Would I sign up for this offer? Is it com-
pelling? Am I giving people a good reason to join my 
email list?” Just saying “Join our newsletter list!” is not 
very compelling. You need to hone in on what peo-
ple really want, and then touch that nerve. A primary 
principle in marketing is that you must always focus on 
the question your audience is always asking themselves: 
“What’s In It For Me?” (aka WIIFM). So ask yourself, 
“What’s in it for them if they sign up for my email 
newsletter list?” We know that most people’s primary 
fear when it comes to finances is running out of money 
in retirement. So you can touch on that need by in-
cluding a Call To Action like this: “Get Tips on How to 
Plan for a More Secure Retirement”.

2.  Here’s the second thing you can do to maximize the 
effectiveness of your Opt In Box. Sometimes people 
don’t see the Opt In Box right away or they don’t take 
action because it’s not screaming for their attention. To 
get a higher opt in rate, you can use a service like Pop 
Up Domination. This will make your Opt In Box pop 
up so it cannot be ignored. Here’s an example of what 
my Pop Up box looks like on my website:
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Figure 18.2  To make your Opt In Box even more effective, use a 
software like Pop Up Domination. When your Opt In Box pops up like 
this, it becomes impossible to ignore.

I like to set it so this box pops up after someone has arrived 
on my website and spent about 20 seconds looking around on 
my site. (Go to www.FAClientMachine.com to experience this 
in real time.)

Personally, I don’t like it when I arrive on a website and the 
pop up box pops up immediately. That’s not what I came to the 
site for, so I usually just close it right away. But if I’ve already 
been on the site for about 20 seconds, then I’m pretty interested 
in the content and might be ready to make a bigger commitment 
to stay in touch by entering my email in a pop up box like this. 
I’ve found this timing works well.

So consider having your web person implement a pop up box 
to increase your opt in rate to join your email newsletter list on 
your website.

http://www.JillAddison.com
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1-Minute Video Marketing Tip of the Month 
Transcripts

In the first year of my business, I started creating a 1-Minute 
Video Tip each month that I emailed to the people on my email 
newsletter list to provide valuable content about how to grow 
your business with video marketing.

What follows are a selection of the transcriptions of my 
1-Minute Video Tips. I hope these tips inspire you to do some-
thing similar to these tips to grow your business.

To make it efficient, I always batch produce these tips. That 
means that I only sit down in a studio twice a year and I film six 
tips at a time. This ensures that I stay consistent, and it’s a much 
better use of time than creating these tips each month.

I shoot them all at once, have my editor edit them all at once, 
and then have my assistant schedule them to drip out through 
my email marketing, social media and blog all at once. So all this 
marketing runs for me on autopilot, and it only takes me a few 
hours every six months to keep it running.

If you’re not already getting my Tips each month, 
sign up here: www.FAClientMachine.com

To watch these video tips on YouTube, visit: 
www.bit.do/1MinTips (This url is case sensitive, so enter it 

into your browser bar exactly as you see here.)

http://www.JillAddison.com
http://www.bit.do/1MinTips
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1-Minute Video Marketing Tip of the Month #1

How to Win at the Numbers Game
(Video Script)

Thanks for taking one minute of your time to let me connect 
with you again personally.

Here’s my 1-Minute Video Tip for this month:

We all know that people like to buy products and services 
through people they know and people they like.

So if you could be meeting hundreds of people every week, 
your business would explode, because it’s a numbers game. The 
more sales opportunities you have, the more you’ll sell. But who 
has time to meet hundreds of people every week?

What if people could virtually “meet” you online—on your 
website, your social media sites, and through email? What if you 
could make a personal connection with your prospective custom-
ers and clients, 24/7, over and over, with no ongoing effort from 
you? That’s what video enables you to do: to be everywhere at 
once, selling your services in a compelling, visual, and personal 
way. Video is the next best thing to meeting someone in person. 
And you can’t be everywhere at once. So why not let video do the 
work for you?

Stay tuned for next month’s tip, when I’ll share with you 5 
Ways to Get Your Online Video Seen. See you then!



 Bonus Strategies  •    141 

1-Minute Video Marketing Tip of the Month #2

5 Ways to Get your Online Video Seen
(Video Script)

Ok, so you have a video, now where should you put it so peo-
ple will watch it? Here are some ideas.

YouTube—Create a personalized YouTube channel. YouTube 
is the second biggest search engine in the world, so be sure to 
optimize it for search.

Your Website—Put your video in the upper left corner of your 
home page. This is where videos are positioned on most video 
sharing sites, so it signals to viewers that this is video content 
they want to watch, not advertisements they don’t.

Social Media—post a link to your video in the Profile or Info 
section of your Facebook or LinkedIn account. Also, post the 
link as a status update and embed the video there.

Email a link to your email newsletter list. Ask them to for-
ward it to five friends and offer them a referral bonus if you do 
business with their friends.

Me—let me promote the video I create for you on my web-
site, social media sites, and in presentations and trade shows.

Stay tuned for next month’s tip, when I’ll share with you how 
you can beat out your competitors by being an early adopter of 
online video.
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1-Minute Video Marketing Tip of the Month #3

The Hidden Power of Pulling the Trigger NOW
(Video Script)

A professor at USC studied all of the economic downturns 
since 1900.

He looked at companies that cut their spending on market-
ing and advertising and those that maintained or increased their 
spending on marketing and advertising.

Those that increased their spending not only gained market 
share, revenue, sales and profits far beyond what they spent, 
but the beneficial effects lasted for years afterwards, sometimes 
for decades! Kellogg’s, for example, overtook Post Cereal in the 
1930s in this way and Post is still trying to catch up. According 
to a study at a well-known business school, Online Marketing 
will be the fastest growing segment of Marketing budgets over 
the next 12 months.

Those who are early adopters of these new technologies will 
position themselves to flourish in the short term, and also will 
gain an edge over their competition that could last for years or 
even decades.

Stay tuned for next month’s tip, when I’ll share with you 3 
Secrets of Why Online Video Works to Grow your Business.
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1-Minute Video Marketing Tip of the Month #4

3 Secrets of Why Online Video Works to Grow Your Business
(Video Script)

Video on your website increases engagement with your visi-
tors and extends the amount of time they’ll spend on your web-
site. On websites with video, the average visitor stays for 6 min-
utes. On Websites without video, the average visitor stays for 57 
seconds.

Video engages people like this because it involves more of 
their senses.

For instance, a man was traveling through Africa. There was 
a woman selling oranges, but instead of sitting on the side of the 
street, she cut up her oranges and said, “Try this orange, smell it, 
taste it, look how beautiful it is.” He tasted the orange and he was 
hooked. Video is like this too—it helps sell through involving 
more of the senses. It’s sight, sound, music, human voices, all of 
these things engage us.

Video also increases engagement through telling a story. For 
instance, an ad for jam doesn’t say, “This is jam you can put on 
your bread.” It says, “This jam was made from a recipe passed 
down for generations. It all began in the misty forests of Bavaria 
where they grow the sweetest fruits in the world.” Much more 
appealing, don’t you think? Videos are a great medium for story-
telling, since they’re visual and emotional.

Stay tuned for next month’s tip when I’ll share with you how 
emotion affects buying decisions, and how video helps you cap-
ture emotion.
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1-Minute Video Marketing Tip of the Month #5

The Heart of the Matter, and How It Impacts  
Your Bottom Line

(Video Script)

Video engages consumers so well because it’s personal. It’s like 
the difference between reading about someone and meeting them 
in person. Text on your website is just reading about someone. 
Video is like meeting you in person. And we all know, people 
like to buy from people they know. Video helps your prospective 
customers feel like they know you personally.

Because of the personal nature of video, it’s particularly good 
at involving people emotionally. Recent consumer surveys show 
that, in most cases, 20% of the decision to make a purchase is 
logical and 80% is emotional.

The single biggest motivator in buying is not the facts, it’s 
emotional response. Humans buy when they feel comfortable, 
when they feel they can trust you, and when the process feels 
natural and reassuring. Video can tap into that and involve your 
prospective client’s emotions, helping them feel good about buy-
ing from you.

Stay tuned for next month’s tip, when I share with you Why 
Search Engines Love Video.
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1-Minute Video Marketing Tip of the Month #6

Why Search Engines Love Video
(Video Script)

Because online video is so popular, it’s becoming not only a 
communication tool, but also a search engine optimization tool. 
Now search engines are prioritizing video in their search criteria, 
so if you have video on your website or your blog, your website 
or blog will show up higher in Google rankings.

That’s because search engines mimic consumer behavior. 
Whatever is important to Google searchers is important to Goo-
gle. Since 60% of online searches are now for video, Google is 
falling in stride with that preference by prioritizing video in their 
searches.

Another way Google is focusing on video is by providing a 
place in your local search profile to upload your own videos. If 
you don’t know what local search is, you’re missing a quick and 
affordable way to get to the top of Google searches for your area. 
Here’s a resource for you to maximize your Google Local Search.

Stay tuned for next month’s 1 Minute Video Marketing Tip. 
See you then.
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1-Minute Video Marketing Tip of the Month #7

Why Search Engines Love Video-Part 2
(Video Script)

Last month I talked about Why Search Engines Love Video, 
but this month I want to get more specific, because this rep-
resents a huge opportunity for your business.

Here’s how it works: when you have a website, you’re com-
peting against thousands or even hundreds of thousands of other 
websites to get that coveted page one of Google. But not that 
many people have online videos yet that are properly optimized 
for search, so it’s a wide open field. You might only be competing 
against a handful of other videos that are correctly optimized 
with your keyword phrases. What this means for your business is 
that online video can offer a secret back door to get on the first 
page of Google. So don’t wait. This door of opportunity will close 
as more people recognize that video is key being found online.

Stay tuned for next month’s tip, when I’ll talk about how so-
cial media is starting to integrate with email marketing. In the 
meantime, check out my logo (point to side).
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1-Minute Video Marketing Tip of the Month #8

If Email Marketing and Social Media had a Love Child…
(Video Script)

This month I’d like to share with you how you can leverage 
your email marketing with social media strategies that expand 
the reach of this traditional marketing strategy exponentially.

You might have noticed that these Video Tips come in an 
email that has social media buttons across the top. You can just 
click on those buttons to share my content with everyone in your 
Facebook, LinkedIn or Twitter networks. If you find this content 
helpful today, I hope you’ll share it.

Secondly, now I can share my email newsletter content with 
my networks on Facebook, LinkedIn and Twitter easily through 
Constant Contact’s new sharing features.

This enables me expand my email marketing campaign to 
hundreds or even thousands more people with just a few mouse 
clicks. It also makes it easy for those people to sign up to receive 
future Video Tip emails from me.

Stay tuned for next month’s tip when we’ll talk about how you 
can leverage social media buttons on your website as well.
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1-Minute Video Marketing Tip of the Month #9

Let other people promote your website with just one click
(Video Script)

Happy New Year!

Last month we talked about how you can leverage your email 
marketing with social media strategies that expand the reach of 
this traditional marketing strategy exponentially.

This month we’ll talk about how you can leverage your web-
site with the same kind of social media Share buttons.

Now, it’s possible for people who like your website to share it 
with everyone in their social media networks with just one click 
of their mouse. After I learned how to add Facebook buttons to 
my website, I shared the fact that I just learned how to do that 
on all my social media sites, with a link to my website so others 
could see how this strategy works.

This is just one more example of how you can maximize the 
reach of traditional marketing platforms like your website or 
email marketing with social media strategies.

Stay tuned for next month’s tip when we’ll talk about how to 
combine the power of email marketing with the popularity of 
online video.
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1-Minute Video Marketing Tip of the Month #10

How to Amp Up Your Email Marketing with Online Video
(Video Script)

For all the popularity of social media, email is still the #1 way 
that most people use the internet. Ninety-one percent of all in-
ternet users use email, and most of them check it daily.

So how can you combine the power of email marketing with 
the popularity of online video? You’re looking at it. My average 
video email newsletter gets a 35% open rate.

That’s compared to the average email newsletter open rate of 
10-12%.

This means that video email newsletters can get you in front 
of 3 times as many people as a regular email newsletter. I’d love 
to help you get set up with a video email newsletter just like this 
one to connect with your prospective clients, so let me know if 
I can help.

Stay tuned for next month’s tip when I’ll tell you about how 
you can incorporate video into your daily email communications 
with no additional ongoing effort from you. See you then.
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1-Minute Video Marketing Tip of the Month #11

How to Watch Video from Within Your Inbox
(Video Script)

This month I want to tell you about a nifty way to you can 
incorporate online video into your marketing every day.

It’s very effective, and after the initial set up, it takes absolutely 
no ongoing effort from you.

Web-based email systems like gmail and yahoo have made it 
possible to paste a link from YouTube into an email, and then 
your recipient can actually view the video from within the email. 
They don’t have to even click through to another page. I include 
a link to my video in my automatic signature, so every single 
person I send an email to has a quick and easy way to watch my 
video and understand my services better. They can also easily 
forward it to others they know who may benefit from my services 
as well.

To make sure your video plays from within email, be sure 
to copy the link from the My Videos page of YouTube, not the 
Channel page.

Stay tuned for next month’s tip when we’ll talk about How 
Video Unlocks the Secret of Sales. See you then.



 Bonus Strategies  •    151 

1-Minute Video Marketing Tip of the Month #12

Success Story for Increasing Sales
(Video Script)

Last year I gave a talk about How To Grow Your Business 
Through Online Video.

A few months later I heard back from someone who listened 
to the talk, and then revamped their website to include video. 
After less than a month, they already had people commenting 
that they understood the products so much better, and their sales 
went up.

This is the key to sales. People need to understand what you’re 
offering and why it will help them. Video is able to communicate 
about your products and services in a way that text just can’t.

For those selling products, video makes demonstration of the 
product possible.

For those selling services, video helps you make the personal 
connection you need to sell yourself.

Have a great month, and I’ll see you next month for the next 
1 Minute Video Marketing.
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1-Minute Video Marketing Tip of the Month #13

How to Spot an Opportunity on Google
(Video Script)

Here’s a simple exercise I’d like you to try right now.

Type into Google the top search words that you’d like to be 
found with on search engines. See if there’s any video results that 
pops up on the first page. If there’s not, there’s a good chance that 
you could get on Google Page 1 by creating a video and properly 
optimizing it for search.

Google wants to return at least one video result on Page One 
for every search term. So if you have a video optimized for your 
keywords, that Page 1 spot could be yours.

Online video is a wide open playing field right now, so don’t 
wait. If you need help with creating or optimizing your video for 
search, just let me know.

Stay tuned for next month’s tip when we’ll talk about what 
you should say in your video.
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1-Minute Video Marketing Tip of the Month #14

What to Say in Your Video
(Video Script)

A lot of people tell me, “I just don’t know what I would say 
in a video.”

Here’s the most important thing to communicate: your Com-
petitive Advantage. What makes you special? How are you dif-
ferent than your competitors? Why do people love you and want 
to work with you?

This differentiation should be at the heart of your message 
when you produce that one polished, professional video for your 
website.

I’m an expert in understanding why people love you, so if you 
need some help with this, give me a shout.

And stay tuned for next month’s tip when we’ll talk about 
How to Turn an Objection into a Reason to Buy. See you then.
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1-Minute Video Marketing Tip of the Month #15

How to Turn an Objection into a Reason to Buy
(Video Script)

Objections are the number one reason people don’t buy. They 
have some objection to buying.

So here’s a novel approach. Why not start with their objec-
tion? It’s what’s in the forefront of their mind anyway, and they 
can’t really listen to anything you’re saying until you overcome 
that objection.

Here’s an example. Maybe your prospective client thinks your 
services take too long. You can turn this into a reason to buy by 
pointing out that quality takes time. Your services do take longer, 
because you’re committed to a quality product that will only hap-
pen if you take the time to make it just right. Think through the 
objections you’ve heard from your prospective clients, and then 
think about how you can make that objection a reason to buy. 
Then lead with that in your sales conversation.

Stay tuned for next month’s tip when we’ll talk about The 
One Essential Question you should ask yourself before scripting 
your next marketing piece.
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1-Minute Video Marketing Tip of the Month #16

The One Question You Should Ask Yourself Before Scripting 
Your Next Marketing Piece

(Video Script)

Here’s the one question you should ask yourself before script-
ing your next marketing communication piece. Ready?

“What is the one thing that people need to know about you 
to do business with you?”

I asked a dentist this question for a recent video and he sur-
prised me with a piece of information that no other question 
had surfaced. He said when he was a kid, he had a phobia of the 
dentist. Jackpot. The biggest obstacle his prospective clients had 
to coming to the dentist was fear. So that gave us a perfect way to 
connect emotionally with them.

Check out his 1-Minute video to see how it worked. …Go 
on, seriously, click it.
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1-Minute Video Marketing Tip of the Month #17

Why Google Search is Becoming Irrelevant
(Video Script)

For most of the last decade, getting on Page 1 of Google has 
been the holy grail of online marketing. But that’s changing. So-
cial Search is steadily taking over as the most powerful and effec-
tive search tool online.

When your prospective clients hear about you from a Friend 
on Facebook, someone they’re following on Twitter, or a Con-
nection on LinkedIn, that recommendation carries more weight 
than what an impersonal algorithm spits out on Google.

One company tracking their online referrers found that their 
Facebook page, with fewer than 500 active friends, referred 12 
times the number of visitors as Google did over the last year.

So if you’re not in the Social Media game yet, it’s time. Stay 
tuned for next month’s tip when we’ll talk about how an accoun-
tant revolutionized his company’s social media strategy.
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1-Minute Video Marketing Tip of the Month #18

One Simple Tweak to Build Stronger Relationships with your 
Current Customers

(Video Script)

Recently I heard about a company where a genius idea for cre-
ating good will with current customers came from the account-
ing department.

An employee noticed that the company sent out dozens of 
invoices each week, and most of the page was blank. Why not 
use that blank space to engage customers? So they began printing 
links to white papers, social media sites and blog posts in that 
space, and their response rate skyrocketed.

Instead of being bummed about getting an invoice, their cus-
tomers felt like they were receiving valuable information every 
time they were billed.

Stay tuned for next month, when I’ll be back with the next 
1-Minute Video Marketing Tip of the Month.
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1-Minute Video Marketing Tip of the Month #19

New Kind of Video for Women Entrepreneurs
(Video Script)

This month I have something totally new to tell you about.

I recently created a new kind of video for women entrepre-
neurs. It’s an online show called The Bloom Channel, Where 
Successful Women Entrepreneurs Share Their Stories. This show 
gives women who have successfully started and grown their own 
businesses a place to be showcased as experts. It also gives you a 
way to connect personally with prospective clients in a very nat-
ural interview style. You are cordially invited to visit The Bloom 
Channel at this address. (point down) If you’d like to be notified 
by email every time a new Bloom Interview posts, you can sign 
up here. Or you can Get It How You Like It on these major social 
media networks. And please don’t forget to pass this link on to 
the successful woman entrepreneur in your life.

At Bloom, we have a plan to lift up women entrepreneurs 
everywhere. I’d love for you to be part of it. Stay tuned for next 
month’s tip when I’ll share some statistics about online video that 
you need to know about.
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1-Minute Video Marketing Tip of the Month #20

5 Statistics About Online Video You Need to Know
(Video Script)

When it comes to online video, here are some statistics you 
should know about.

Mobile internet usage will overtake desktop usage in two 
years.

There are currently about four thousand types of mobile de-
vices on the market.

Over five hundred million videos are watched on mobile de-
vices every day.

The average person spends over five hours per month watch-
ing YouTube videos.

Web video is the fastest growing form of media in the history 
of the world.

If you’re not yet using online video to grow your business, 
you’re missing out on one of the most powerful and affordable 
marketing tools available today. If you have questions about how 
this could work for your business, please give me a call. I’d love 
to answer any questions you have. Stay tuned for next month’s 
tip when we’ll talk about the pros and cons of homemade video 
versus professional video.
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1-Minute Video Marketing Tip of the Month #21

DIY video vs Professional Video–the Pros and Cons
(Video Script)

In thinking about using online video to grow your business, 
you may be asking yourself whether you should just do it yourself 
or hire a professional.

Here are some pros and cons for both.

Homemade video can be the perfect solution if you want to 
create lots and lots of disposable content, like if you’re going to 
post something every week. In that case, people don’t expect it all 
to be professional quality. And sometimes the homemade look 
can make you seem more authentic, and that can be a good thing.

However, it could also make you look unprofessional and like 
you don’t care enough about your business to invest in it. Profes-
sional video will of course give you a more professional image. 
And professional scripting can make sure that your video hits the 
mark and produces the results you want. I’ve produced over one 
hundred online videos for small business owners in San Diego, 
and I’d love to do one for you too. Stay tuned for next month’s 
tip when we’ll talk about the best way to host your video on your 
website.
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1-Minute Video Marketing Tip of the Month #22

YouTube Vs. Your Website–which is better for your video?
(Video Script)

Let’s say you already have videos for your business. Should 
you host them on YouTube or your website? Here are pros and 
cons for both.

The short answer is, your videos should appear in both places.

YouTube is the second biggest search engine in the world, so 
you need to be there. And online video will make your website 
stickier; visitors will engage and stay on your page longer with 
video. The videos on your website can be hosted on your own 
website, or embedded on your website from YouTube. The ad-
vantage of using a YouTube Embed Code is that all the views on 
your website video will then count as views on your YouTube 
Channel. That will help you rank higher in YouTube searches. 
The advantage of hosting your videos on your own website is 
that then your own website will get the google credit for video 
and will rank higher with search engines. If you’re confused, just 
call me.

And stay tuned for next month’s tip when we’ll talk about 
how to supercharge your YouTube video to get higher search en-
gine rankings
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1-Minute Video Marketing Tip of the Month #23

How to Make the Most of your YouTube Video for  
Search Engines

(Video Script)

How can you make sure that your YouTube video ranks as 
high as possible with search engines? Here are some ideas.

Maximize every way that people can interact with your video. 
Email your friends, clients, everyone on your email newsletter list 
and ask them to Like, Share, Favorite, Comment on and most 
importantly View your video.

The more interaction you have on your video, the higher you’ll 
get in the search engine rankings. And don’t forget to optimize 
your video for humans too. Include a hyperlink to your website 
so real human beings can find your website from your YouTube 
Channel. Make sure you begin the website with http:// — this 
will make it a clickable link. Also, remember to include your 
phone number. These two pieces of information should be the 
first thing in your Description box, so visitors can easily contact 
you from your YouTube Channel.

If I can help you create a video for YouTube, give me a shout. 
Stay tuned for next month’s tip when we’ll talk about what we 
can learn from a room full of kindergarteners.
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1-Minute Video Marketing Tip of the Month #24

What We Can Learn from a Room full of Kindergarteners
(Video Script)

Recently I was in a room full of kindergarteners. As you might 
imagine, it was loud.

There was a woman in the front trying to get their attention, 
but it wasn’t working too well. But then she started to tell a story, 
and suddenly all these fidgety little kids were very quiet and still.

This is a testament to the power of story. From the time we’re 
little children until we’re old, we’re all captivated by stories.

You can captivate your potential clients with the power of 
your story. Let them hear it straight from you in a video, and 
you’ll find that suddenly, they’re listening to you and feeling con-
nected to your story.

I’d love to help you tell your story, so please get in touch if I 
can help. And stay tuned for next month’s 1-Minute Video Mar-
keting Tip of the Month.
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1-Minute Video Marketing Tip of the Month #25

Google Can Hear You
(Video Script)

Brace yourself, because this is going to freak you out.

The word on the street is that Google can now hear what your 
video is saying. There’s no way to know for sure what goes on 
behind the curtain at Google, but it seems clear that now, even 
the audio in your video is searchable.

What this means for you is that the first few words out of your 
mouth should include your keywords. Whatever words you want 
to be found for on Google, include those as close as possible to 
the beginning of your video script.

Stay tuned for my next Tip when we’ll talk about a new strat-
egy to dominate search engine results through video.
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1-Minute Video Marketing Tip of the Month #26

How to Use Video to Dominate Search Engine Results
(Video Script)

Here’s a new strategy for how to use video to be found by 
search engines. It’s called content flood.

Basically you create a new video each week, upload it to You-
Tube, and make sure your keywords are in the Title, Description 
and Tags area on YouTube.

It doesn’t have to be a masterpiece. You can even just use Pow-
erPoint to create a simple slideshow, then capture that slideshow 
with Camtasia or Screenflow or another screencast software.

The key is consistency. If you apply this new strategy consis-
tently, you can dominate the search engines for your keywords, 
using video.

Stay tuned for my next tip when you’ll get another free sample 
of the content of my Do It Yourself Video Package. We’ll talk 
about one simple key that will improve your video scripts 100%.
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1-Minute Video Marketing Tip of the Month #27

How to Write Video Scripts
(Video Script)

Here’s a quick free sample from my Do It Yourself Video 
Package to help you improve your scripts today:

(www.DIYVideoPackage.com)

Use short words and short sentences. Writing a script is very 
different than writing a letter. Hearing something is a lot dif-
ferent than reading it. See how easy it is to listen to these short 
sentences? But if I start speaking in long, convoluted sentences, 
with complicated words and sentence structure, even if all the 
information is good and would work if you were reading it, it can 
become cumbersome and people can get so lost that they forget 
where this sentence started and they certainly don’t know where 
they’re supposed to end up. That was a long sentence. It didn’t 
work so well for video. So the key is, write the way you speak, not 
the way you write.” 

Stay tuned for my next tip, when we’ll talk about how you 
can coach your testimonials to get the best video testimonials 
possible.

http://www.DIYVideoPackage.com
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1-Minute Video Marketing Tip of the Month #28

How to Get Great Testimonial Videos
(Video Script)

Here’s another free sample from the Do It Yourself Video 
Package. In this Tip we’re talking about how to coach your testi-
monials to get the best testimonial videos possible.

If you’re planning to incorporate testimonials in your script, 
write down what you would ideally like them to say about you. 
When you film them, you can read them your rough draft so 
they have an idea of the kind of thing you’d like them to say. 
Then let them put it in their own words. This will help your 
testimonials communicate about targeted benefits you offer your 
clients. They need a little direction, so be sure to communicate 
about this with them.

Stay tuned for my next tip, when we’ll talk about the #1 thing 
you can do in your video to get the response you want.
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1-Minute Video Marketing Tip of the Month #29

How to Get the Response You Want from Your Videos
(Video Script)

Here’s another free sample from the Do It Yourself Video 
Package. This time we’re talking about the #1 thing you can do 
in your video to get the response you want.

Here’s one of the most important keys for getting the response 
you want to your video: Ask for it. This is called a CTA, a Call to 
Action. At the end of your video, what action do you want your 
prospective client to take? Do you want them to visit your web-
site? Call you? Email you? Give you their email address? Subscribe 
to your YouTube Channel? Like your Facebook page? Whatever 
the step is that you want them to take, spell it out for them. You 
could say something like “I’d love to talk with you about how I 
could help (fill in the blank with your service or product). Please 
give me a call and we’ll get started right away.” Then list your 
phone number, website, or whatever method you want them to 
use to contact you. More on that in the editing section.

Stay tuned for next month’s tip, when we’ll talk about the one 
aspect of your videos that can make or break their effectiveness.
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1-Minute Video Marketing Tip of the Month #30

The One Thing that Can Make Or Break your Video
(Video Script)

In this free sample from the Do It Yourself Video Package, 
you’ll learn about the one aspect of your videos that can make or 
break their effectiveness: audio.

For audio, the best way to ensure good audio is to buy a cam-
era that has an external mic jack. Then get a lavalier microphone 
you can clip on to your shirt to capture clean audio. The closer 
the mic is to your mouth, the better audio you’ll get. With a 
lavalier mic, you want to attach it between the second and third 
button, and make sure it’s not being rubbed or jostled by any fab-
ric. (zoom in on my lav) The mic can pick up those little sounds. 
The best fabrics to wear are wool or cotton. The noisiest fabrics 
are synthetic and silk, so try to avoid those.

Thanks for watching, and stay tuned for next month’s 1 Min-
ute Video Marketing Tip of the Month.
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1-Minute Video Marketing Tip of the Month #31

The Most Strategic (and Easiest!)  
Way Get on Google Page One

(Video Script)

This month, I’m going to share with you how I got my own 
website (point to website) to Google Page 1 for my most compet-
itive keyword phrase: San Diego Video Production.

I did it with my new Video SEO Package strategy.

Basically, I took all these 1-Minute Tips that I’ve been sending 
out for the last 3 years and scheduled them to release as blog posts 
on my website every few days, using YouTube Embed codes.

After a couple months, voila, I was on Google Page 1. And 
this is the only strategy I was using to do this, so it was 100% 
because of my Video SEO Package that I got these results.

I’d love to help you get these results too, so please check out 
my Video SEO Package at www.FAClientMachine.com/vid-
eo-seo.

Please get in touch and let me help you get to Google Page 1 
using Video.

Stay tuned for my next tip on how People Make Buying De-
cisions. It’s not what you think. Oh, and be sure to subscribe to 
this YouTube Channel to get more ideas for how you can grow 
your business with online video.

http://www.JillAddison.com/video-seo
http://www.JillAddison.com/video-seo
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1-Minute Video Marketing Tip of the Month #32

How People Make Buying Decisions–It’s Not  
What You Think!

(Video Script)

To understand how people make buying decisions, you need 
to understand how our brains are made.

Our outer brain, called the Neocortex–is responsible for ra-
tional/analytical thought and language. The inner part of brain, 
called the Limbic brain, is responsible for feelings, like trust and 
loyalty. It’s responsible for all human decision making and behav-
ior, and it has no capacity for language.

When we communicate from the outside in, our prospective 
clients can understand all the information, the features and ben-
efits of what we’re offering, but it doesn’t drive behavior.

However, when we communicate inside out, talking directly 
to the part of brain that controls decision-making, then people 
take action and later rationalize those decisions based on facts 
and information. There are so many applications here for how 
you’re communicating about your business.

People will buy from you not because of what you provide, 
but because of how you or your product made them feel. I’d love 
to help you script your videos so you’re sure you’re talking to the 
right part of people’s brains. Give me a call if I can help. And stay 
tuned for my next tip on how you can make a thousand dollars 
an hour or more.
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1-Minute Video Marketing Tip of the Month #33

How to Make $1000/hour or More
(Video Script)

One of the hottest ways to leverage your income today is 
through webinars.

Most webinars include a video component, either seeing the 
speaker on video, or usually seeing a PowerPoint as you hear their 
voice. So it’s a powerful combination of using online video and 
making a live personal connection online.

In webinars you can provide a lot of free valuable information 
about your area of expertise, and that will entice people to spend 
an hour or more with you online. Then they’ll feel comfortable 
that you have lots of great information to share. At that point, 
you can offer them a chance to take it to the next level by buying 
your information product. Maybe it’s an e-book or a series of 
online videos to train them in your area. I have personally made 
a thousand dollars in one hour just from selling my Do It Your-
self Video Package on a webinar, and I know there’s potential to 
make way more than a thousand an hour doing this. If you’d like 
to create your own information product to sell on webinars, I’d 
love to help you script and shoot your video content, so let me 
know if I can help.

Stay tuned for my next tip on What to Put in the Background 
of your Video.
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1-Minute Video Marketing Tip of the Month #34

What to Put in the Background of your Videos
(Video Script)

In this tip, I’m answering one of the most frequently asked 
questions about video: What Should I Put in the Background. 
Here’s a clip from my Do It Yourself Video Package with some 
ideas:

(DIY What to Put In Background footage)

Stay tuned for my next tip on the Easiest Lighting Trick for 
Video, and it’s free.

And be sure to subscribe to this YouTube Channel to get more 
ideas for how you can grow your business with online video.
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1-Minute Video Marketing Tip of the Month #35

Easiest Lighting Trick for Video (and it’s Free!)
(Video Script)

In this tip, I’m sharing a free and easy way to light your vid-
eo for beautiful results. Here’s a clip from Do It Yourself Video 
Package to show you how:

(DIY Easy Lighting Trick footage)

Stay tuned for my next tip on how to open the door to your 
client’s heart. I bet you don’t know what it is.
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1-Minute Video Marketing Tip of the Month #36

The Door to Your Client’s Heart,  
Bet You Don’t Know What It Is

(Video Script)

The door to your client’s heart when they’re online is not what 
you might think. It’s your keywords. Keywords are the words 
people type into google, YouTube and other search engines to 
find what they want.

By optimizing your videos with the right keywords, you en-
sure that you are helping people find the exact content they’re 
searching for.

If don’t know your Top 10 Keywords, give me a call and I’ll 
help you find them with my proven keyword research process. 
Or if you need help optimizing your video for your keywords, 
I’m here to help with that too.

Stay tuned for my next 1-Minute Video Marketing Tip.
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1-Minute Video Marketing Tip of the Month #37

How to Make Your Business Matter
(Video Script)

Everyone searches for meaning. A lot of people search for 
meaning in work. People also look for meaning through helping 
other people.

I’ve found a way to combine my work with helping others 
through my Matching Fund for African Women Entrepreneurs.

I’ve been to Africa twice and I loved it. And I love the new 
trend of helping African women start their own businesses with 
microloans.

A loan of even $50 is enough to get her business off the ground 
and help her feed and educate her children.

So, I invite each of my clients to give an additional 25 dol-
lars, then I match that 25 dollars, and together we provide one 
microloan for a woman African entrepreneur, every time I get a 
new client.

It makes me feel good, it makes my clients feel good, and I 
know it’s helping dozens of women entrepreneurs in Africa feel 
very good.

I hope you’ll create a matching fund to invite your clients to 
help you fund your favorite charity.
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1-Minute Video Marketing Tip of the Month #38

Whiteboard Animated Videos-The Newest Trend in Video
(Video Script)

Whiteboard animated videos. Everyone loves them. And 
they’re a great way to get a large amount of video for your busi-
ness without actually having to get on camera.

It takes very little work from you to pull this off. And with all 
the changes to Google’s algorithm, it’s more important than ever 
to have a large volume of engaging videos that you can put on 
your YouTube Channel, drip out on your website’s blog, and post 
to your social media sites.

But do you have the time to create all this video content your-
self? No. That’s why you need my Whiteboard Animated Video 
Package. You can get two new whiteboard animated videos every 
month for a low monthly rate. And that’s going to make you feel 
like doing the happy dance.

Check out all the details at Jill Addison dot com, just click 
on Whiteboard Animations. I hope I can help you get found on 
search engines by creating a large volume of engaging videos for 
your business.
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1-Minute Video Marketing Tip of the Month #39

2 Tools to Revolutionize Your Business
(Video Script)

If you’re looking to save time in your business, I have two great 
resources I want to share with you today. oDesk and Dropbox.

Odesk is a website where you can find sub-contractors from 
around the world to outsource to. I’ve hired web developers, vir-
tual assistants, and video editors on the site, and it’s been amaz-
ing what’s it’s done for my business. When I’m outsourcing many 
of these time-consuming tasks, it frees me up to generate more 
business and handle more business, without feeling overworked 
or overwhelmed. I highly recommend oDesk as a source for af-
fordable sub-contractors.

Another tool I’ve found very helpful in working with out-
sourced talent around the world is Dropbox. Dropbox enables 
you to share files, even big video files. I just upload the files I 
want my outsourced talent to work on to their Dropbox folder, 
and they download it on their end. So easy. You can get 2 gigs of 
storage space for free, or 100 gigs for about $10 a month. I hope 
you’ll take the plunge to start outsourcing big chunks of your 
business. You’re going to be amazed at how it helps your business 
grow.
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1-Minute Video Marketing Tip of the Month #40

More is More?
(Video Script)

You’ve heard the saying, “Less is more”. But when it comes to 
your video marketing, “More is more.”

The more video content you have, the better results you’ll get. 
Google loves video right now. When you are consistently putting 
new, fresh video content on your website, Google will start to 
rank you higher in search engine results. I started dripping out 
these 1-Minute Video Marketing Tips to my blog every 3 days or 
so, and I watched my website climb to Google Page 1 for some of 
my most competitive keyword phrases. You can also upload your 
videos to YouTube.

YouTube is the second biggest search engine in the world, and 
it’s owned by Google. Google wants to return at least one video 
result on Page One of each and every search, so your YouTube 
videos will help you rank with YouTube and Google. And lastly, 
you can repurpose your videos a third time by dripping them out 
to your social media sites. I recommend using a free aggregator 
like Hootsuite to schedule all your social media posts at once. 
This is a big time saver, and it’s something you can outsource to 
save even more time. If you’re wondering how you’ll ever find 
the time to create the volume of videos you need for your busi-
ness, check out my Packages where you can get 24 short videos 
without spending a lot of time or money. Click on Video SEO 
or Whiteboard Animations on my website for more information.
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1-Minute Video Marketing Tip of the Month #41

2 Magic Ingredients to Grow Your Business
(Video Script)

One of the most important lessons I’ve learned in my business 
is the magic of repeat business and recurring revenue.

These two things are what have really made my business take 
off in the last year. To get more repeat business, I started targeting 
businesses with bigger budgets. When a company can afford to 
pay you over and over, that’s the start of a beautiful relationship.

To get recurring revenue, I racked my brain for what kind 
of product I could create that people would pay me for every 
month. The answer turned out to be simple: monthly videos. 
So I started offering 2 whiteboard animated videos every month 
for a low monthly rate. Just offering this package has increased 
my revenues by 30%, and I sleep better at night because I know 
where my paycheck is coming from next month.

Ask yourself, what can I do to get more repeat business and 
recurring revenue. These two things can explode your business 
like nothing else.
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1-Minute Video Marketing Tip of the Month #42

2 Tools for Super Fast and Easy Videos
(Video Script)

Here are 2 great tools that will help you use video in a fast and 
easy way, with great results.

The first tool is Jing. This is a screen capture software. It’s like 
Camtasia’s little brother. It’s free, and you can make videos up to 
5 minutes long. Then Jing generates a link for you that you can 
instantly email to others or post online. It’s a great way to make a 
quick screen capture video and post a link to it easily.

The second tool is the Blue Yeti Microphone. I just got one of 
these, and it provides great audio for screencast videos or webi-
nars and it’s very user friendly. Plus it looks cool and makes you 
feel like an old time radio star. If you want to do quick screencast 
videos, these two tools are great ones to have in your back pocket.
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1-Minute Video Marketing Tip of the Month #43

The Power of Your Goals in 2014
(Video Script)

Last year, I had a goal to double my income. Actually, that’s 
been my goal for the last 3 years. But it finally happened last year. 
A big part of why it happened was because I finally broke that big 
annual goal into manageable weekly goals.

Every week, I wrote down my goal on my To Do list for how 
much video I needed to sell to stay on track for my annual goal. 
Thank you, Shirley Guiducci, my great accountant who suggest-
ed this.

ERA Accounting Services, (point) check ‘em out.

Anyway, it was exciting to see myself on track for my goal all 
year long, and it kept me motivated each week.

What’s your goal for this year? How can you break it down to 
monthly, weekly or even daily goals? When you do this, you’ll see 
yourself manifesting your big goal a little bit each day.

Please post in the Comments section below this video and let 
me know one of your goals for this year.
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1-Minute Video Marketing Tip of the Month #44

The Perfect Way to Get New Clients (So Easy!)
(Video Script)

Over the last year, I’ve been perfecting my “sales funnel” for 
my whiteboard animated video package.

At first, (Opt Page 1) I had just the classic elements of an Opt 
In page: a video(Opt Page 2) (actually 2 videos) (Opt Page 3), a 
benefit driven headline, (Opt Page 4) benefit rich bullet points, 
(Opt Page 5) testimonials(Opt Page 6), and an opt in form to 
collect emails. (Opt Page 7)

Then, I added a sequence of autoresponder emails to deliver 
my “10 Second Tips for Video Marketing Success”. This way I 
build trust and credibility over time by delivering valuable con-
tent regularly.

But the thing I’m most excited about is my latest innovation. 
Now, when people click on my Opt In page to enter their email, 
(3 field) I ask them for two more crucial pieces of information: 
their first name and their phone number.

I have it set up so that when someone opts in to my site with 
this information I receive an email notification that plays this 
sound. (“tada” wav file). So I celebrate every time I get a new lead 
from my site, and I pick up the phone and call that lead. Studies 
show that if your prospect gets a phone call from you within 10 
minutes of visiting your site, your chances of converting that vis-
itor to a client increase by 60%. I’ve already had this happen to 
me, where before I called they probably wouldn’t have become a 
client, but by the end of the phone call, they said “Sign me up!”

If you’re selling a high dollar item using online leads, consider 
incorporating a phone call into your sales funnel. There’s nothing 
like that personal touch to convert more website visitors into 
clients. Sign up at JillAddison dot com (forward slash) get (dash) 
monthly (dash) videos to see my sales funnel in action.
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1-Minute Video Marketing Tip of the Month #45

The Perfect Length for Your Video
(Video Script)

Here’s a question I get asked a lot, “How long should my 
video be?” The answer to that question is: your video should be 
as long as it takes to make your point, but short enough to keep 
your viewer’s attention.

The amount of time a viewer will spend watching your video 
is directly proportionate to how interested they are in your topic.

I’ve seen video series where each video is 20 minutes long, 
because the viewers are very interested in the topic and they’ll 
watch that much content. But for promotional videos, assume 
that your viewer doesn’t know yet if they’re interested.

Two minutes is a good goal for the length of a promotional 
video. If you can make your point in less time than that, even 
better.

To get ideas for your next videos, watch some of my favorite 
promotional videos here.
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1-Minute Video Marketing Tip of the Month #46

Goldilocks and Your Business-The Similarities  
Are Frightening

(Video Script)

You know the story. In Goldilocks the theme was too small, 
too big, or just right.

In business, there’s a lot of value in offering Small Medium 
and Large packages of your products and services. Offering dif-
ferent sized packages will ensure you can serve different needs for 
different types of clients.

The more people you serve, the higher your revenue will 
climb.

This strategy will also help smooth out your revenue. Each 
month you’ll have little bits that add up to a lot from your small 
packages, plus you’ll have big gushes of income all at once from 
your larger packages.

And you’ll find that the same client will be worth double or 
triple the revenue, because one client will buy 2 or 3 of your 
packages at a time.

Think about how you can position your products or services 
to please even the toughest Goldilocks customer with small, me-
dium and large packages.

Check out my small, medium and large packages, at Jill Ad-
dison dot com.
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1-Minute Video Marketing Tip of the Month #47

Niches and Systems-How this Powerful Combination can 
Transform Your Business

(Video Script)

You’ve probably heard the saying, “The Riches are in the 
Niches”. It’s true. Here’s one reason why.

When you choose a niche, you’ll start to get a system down 
for how you deliver value in that niche. Once you have a system, 
everything gets faster and easier.

When you work your system over and over, you get better and 
better at it. You become more of an expert.

What’s your niche? Write it down in one sentence underneath 
this video in the Comments section. Test yourself to make sure 
you really know your niche by condensing it to just one sentence, 
and then write it below. I’m looking forward to hearing from 
you!
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1-Minute Video Marketing Tip of the Month #48

Go Slow to Go Fast

(Video Script)

Sometimes we get going so fast in our business that our activ-

ity starts to lose focus and get less effective. That’s why we need 

to go slow to go fast,

One way to do this is to track your time. When you write 

down what you’re doing each day in time chunks, you can ask 

yourself as you go, “Is this what I should be doing with my time? 

Or is this something I could delegate? “ Focus on the things only 

you can do, the things you do best and that give you the most 

energy, then delegate the rest.

You can hire a virtual assistant on oDesk for less than $10/

hour. So ask yourself, how much is your time worth? If it’s worth 

more than $10/hour, then you need to delegate more.

At the end of each day, review how you spent your time and 

ask yourself again, “Did I make the best use of my time today?”

If your answer is no, write down what will be different tomorrow. 

Stay tuned for my next 1-Minute Video Marketing Tip of the 

Month.
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1-Minute Video Marketing Tip of the Month #49

The Power of Yes and No
(Video Script)

Recently, I started noticing my own reaction to the words 
“Yes” and “No.”

For instance, when I received an email message that started 
with the word “Yes”, I immediately felt good, almost like a little 
happiness was injected into my day.

Conversely, I noticed that when an email message started with 
the word “No,” I immediately felt a little mad. Even if they were 
just answering a question I asked and the answer happened to be 
“No.” That word just isn’t fun to hear. Especially in email, when 
you can’t hear the tone of voice. So I started purposely avoiding 
the word “No” in my email communication. Even if my answer 
was “No,” I would find other ways to say it besides starting an 
email message with the word “No.” And I looked for every op-
portunity to start emails with the word, “Yes” or a substitute, like 
“Good question,” or “Good point.”

Now that you’ve been exposed to this idea, I’d like you to 
monitor your own reactions to hearing “Yes” or “No,” especially 
in email communications. Then comment on this video to let me 
know if I’m just crazy, or if everyone likes to hear “Yes” more than 
“No.” Don’t forget to leave your comment right below this video. 
And don’t start it with the word “No.”
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1-Minute Video Marketing Tip of the Month #50

How to Watch Videos Faster
(Video Script)

Sometimes people say they would rather read than watch a 
video, because they can read faster than they can watch video.

But here’s a little trick to make watching videos faster too.

You can actually speed up video playback. You can opt in to 
the experimental HTML5 video playback on YouTube at you-
tube.com/html5.

Just press the button that says “Request the HTML5 Player” 
and you’ll be instantly set up for free. Then when you watch vid-
eos on YouTube, you can just click the gear icon, and sometimes 
YouTube will give you this option to either slow down or speed 
up playback.

You’ll see that you can speed up the video by 1.5 times or you 
can even double the speed of playback. When you watch videos 
faster, you can get through more content in a shorter amount 
of time. It can also increase comprehension and retention, since 
you’re more focused. Please leave a comment below now if you 
found this tip helpful.
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1-Minute Video Marketing Tip of the Month #51

Case Study-How One Small Business Owner Exploded His 
Biz with Online Video

(Video Script)

Recently I heard about a case study that was so cool I just have 
to share it with you.

Jason is a small business owner. Business was a little slow, so 
he thought he’d work on some marketing. He started making 
videos to answer Frequently Asked Questions he got asked in his 
business, and he displayed those videos on his blog. Then some-
thing incredible happened.

He noticed that when someone watched at least 30 of his vid-
eos online before they called him, his closing ratio went from 
10% to 80%. These videos made his business tremendously more 
profitable. They also made it way easier to get new clients with 
much less work.

To find out how you could get a series of videos about the Fre-
quently Asked Questions you get asked in your business. Check 
out our Video SEO Package, or our Whiteboard Video Package. 
Just click the links below.
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1-Minute Video Marketing Tip of the Month #52

The First Video You Need to Create For Your Business
(Video Script)

If you haven’t gotten on the band wagon yet with using online 
video to grow your business, this tip will help you get started.

The first videos I recommend you create are testimonial vid-
eos.

This means you ask your clients to get on camera to share a 
positive story about how your product or service helped them.

This is some of the most powerful video content you can cre-
ate. When a prospective client watches your testimonial videos, 
it will actually have the same effect as a word of mouth referral.

They’ll feel like they know the person speaking on the video 
and they’ll believe that person’s story about you. The other reason 
this is the best place to start is because it’s super easy. You can 
even shoot your testimonial videos with your smart phone.

The fact that it will look amateur can actually make your vid-
eos seem more authentic and believable. So you have no excuse 
not to get started with this marketing strategy right away. Stay 
tuned for my next tip to see some examples of how to use testi-
monial videos to grow your business.
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1-Minute Video Marketing Tip of the Month #53

How to Use Testimonial Videos to Grow Your Business – 
Part 1

(Video Script)

As I promised in my last tip, this tip features an example of 
how to use testimonial videos to grow your business. Take a look.

(footage from www.DIYVideoPackage.com)

Stay tuned for my next Tip, when I’ll show you another ap-
proach for how to use testimonial videos to attract new clients.

http://www.DIYVideoPackage.com
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1-Minute Video Marketing Tip of the Month #54

How to Use Testimonial Videos to Grow Your Business – 
Part 2

(Video Script)

In my last tip, I showed you an example of how to use testi-
monial videos to grow your business. That video featured statis-
tics and numbers that showed business growth.

For this tip, I’m going to show you a testimonial that uses 
a different approach: storytelling. Both are valuable marketing 
techniques, so watch this.

(Testimonial example footage)

Stay tuned for my next 1-Minute Video Marketing Tip.
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1-Minute Video Marketing Tip of the Month #55

Your Niche + YouTube = Success
(Video Script)

One of the most important assets you can have in your busi-
ness is a clearly defined niche.

Who do you serve?

When you get super clear about this, it makes everything eas-
ier.

Having a niche translates into success on YouTube as well.

When you have a YouTube Channel that’s all about one thing, 
then everything builds on everything else.

You’ll get people watching not just one video, but 10 or 20 
videos because all your videos relate to what they’re interested in.

And you’ll get more subscribers to your channel because they 
know they’ll be interested in all your future content too.

Then, YouTube creates a snowball effect.

It’s like the bigger your YouTube Channel viewership gets, the 
more gravitational pull it has. You’ll just keep attracting more 
and more Views.

To build a big, powerful YouTube channel quickly, make sure 
you have a clearly defined niche.
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1-Minute Video Marketing Tip of the Month #56

Thinking 2 Steps Ahead
(Video Script)

Sometimes the next step in your business is actually about the 
step after that.

Here’s a little story from my own business to illustrate what 
I mean.

A few months ago I finally signed up for Infusionsoft. In-
fusionsoft is a software program for small business. It’s a great 
tool to automate your processes so you can scale your business 
bigger. I had been thinking about getting Infusionsoft for a few 
years. But after I finally pulled the trigger, that opened the door 
for another opportunity I had been thinking about for a while. 
I decided to finally buy an email list that enabled me to market 
directly to hundreds of thousands of financial advisors. I never 
would have even considered buying such a big list, unless I had 
taken the step before that, which was to automate my business 
to the point that I could actually handle a huge amount of new 
business all at once.

So if there’s a next step in your business that you’ve been 
thinking about taking for a while, remember this: after you take 
that step, doors will open that are closed until you take that step.

Write in the comments below this video what next step you’ve 
been thinking about taking in your business. Then ask yourself, 
what might come next after that? You never know until you try.
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1-Minute Video Marketing Tip of the Month #57

Pros & Cons of Talking Head vs. Whiteboard Videos
(Video Script)

People often ask me which is better: whiteboard videos or 
talking head videos.

First, definitions. Right now you are watching a Talking Head 
video. It’s my head talking. And this is a whiteboard video. You 
see that it is hand drawing images about your business.

There are Pros and Cons to both. With a talking head video, 
you make a personal connection. People feel like they know you 
when they watch you on video, and people like to do business 
with people they know, like and trust. But sometimes people are 
afraid to get on camera. That’s when whiteboard videos can be a 
good option, since you don’t have to get on camera. And white-
board videos are the most engaging type of video. People actu-
ally experience a little burst of dopamine, which is the hormone 
associated with happiness. At the moment they recognize what’s 
being drawn in whiteboard videos, they’re delighted. And since 
people make buying decisions based on emotion, providing this 
enjoyable educational experience for your prospective clients is 
very effective.

The best solution is probably to have some of both. This way 
you keep your marketing fresh, and you get the best of both 
worlds.

To explore our talking head and whiteboard video packages, 
visit JillAddison dot com.
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1-Minute Video Marketing Tip of the Month #58

How Google+ and YouTube Work Together
(Video Script)

Here’s how Google Plus and YouTube work together.

You might already know that Google owns both of these so-
cial media platforms, which is why they’re so integrated.

Here’s how to make the most of that integration: You can set 
up your YouTube account so that when you post to YouTube, it 
automatically posts to Google Plus too. And when you post on 
Google Plus with a link to a YouTube video, it will automatically 
include your status update as a comment on your video in You-
Tube. This can be a big time saver, and can also really help your 
search engine results. Google rewards you when you are active on 
their social media sites, like Google Plus and YouTube.

For instance, YouTube videos can rank in Google search en-
gine results. And Google Plus posts can actually elevate your 
search engine results for your website when you have your web-
site linked to your Google Plus account. So to streamline your 
posting and rank higher in search engines, get your YouTube and 
Google Plus accounts connected.

For more helpful tips like this, subscribe here.
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1-Minute Video Marketing Tip of the Month #59

Pattern Interrupt—A Goofy Marketing Strategy
(Video Script)

Pattern Interrupt is a marketing strategy where you surprise 
your viewers or readers with something they don’t expect, some-
thing that breaks the regular pattern.

That gets their attention, which is the whole point of market-
ing. There are lots of ways to apply Pattern Interrupt.

For instance, you might remember that one time I did one of 
these tips with a bright yellow wig on. That was a Pattern Inter-
rupt, and it did get people’s attention.

I actually had someone run up to me at a networking event af-
ter that and say “I will never forget that.” It made an impression.

Another example of a pattern interrupt is that one time I 
didn’t get my tip out on time, so I missed a month.

Later at a networking meeting I had someone comment that 
they noticed I didn’t send out my Tip that month.

I interrupted my regular pattern, and it caught their atten-
tion. So every once in a while, shake things up and do something 
unexpected in your marketing.

And whatever you do, do NOT subscribe this YouTube chan-
nel. I mean it, don’t you dare subscribe to my YouTube Channel.
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1-Minute Video Marketing Tip of the Month #60

How Not To Give Up Too Soon
(Video Script)

I’ve noticed that sometimes business owners and professionals 
give up too soon when it comes to marketing.

For instance, I’ve had clients who put one video on their Face-
book page, got one Like, and decided the whole thing was a fail-
ure.

People, come on. You can’t give up so easily. Marketing is just 
like everything else in life. It takes consistency and patience to 
make it work.

Your prospective clients will need to see dozens of marketing 
messages before it even really begins to register with them.

So if you’re sending out email newsletters, send more than 
one. If you’re posting on social media, post more than once. And 
if you’re promoting your videos through email newsletters or so-
cial media, post more than one.

To find out more about how to get a series of videos for your 
consistent marketing efforts, visit my website now.
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1-Minute Video Marketing Tip of the Month #61

The Next Big Thing in Video Marketing – 
Meerkat and Periscope

(Video Script)

The next big thing in internet video is live streaming apps.

What these services enable you to do is to shoot video on your 
phone and broadcast it live to the world in real time.

This service basically makes anyone with a smartphone a vid-
eo broadcast station.

Just a couple months ago, 2 big players launched their live 
streaming services: Meerkat and Periscope.

When a new social media platform launches, usually people 
don’t really know what to do with it, so it’s like the Wild West. 
Right now there are mostly a lot of random people filming their 
own brand of reality TV.

But some people are using it really well, like my favorite band, 
U2. At their concerts, they’re doing a segment where they have 
someone from the audience get on stage and film them for a live 
stream on Meerkat. They project the feed onto the screen at the 
event, and you can see people from all over the world posting 
comments in real time.

I’ve also seen businesses filming what amounts to live im-
promptu webinars or trainings and picking up an audience of 
several hundred viewers spontaneously. This is possible because 
the technology is so new and the space isn’t crowded yet. It’s good 
for you to know about new innovations in video marketing, but 
that doesn’t necessarily mean you need to get on this band wagon 
right now.
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The best thing you can do is to create a video marketing plan, 
and then execute on that plan consistently. That’s how you’ll get 
real results.

I’d love to help you do that with a series of 24 1-minute vid-
eos, either of you on camera, or whiteboard videos. To learn more 
about each of these services, just click on the links below.
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1-Minute Video Marketing Tip of the Month #62

How 1 Law Firm 10X’d their Video Marketing ROI
(Video Script)

One of my clients, Alicia Dearn, has gotten great results from 
the whiteboard videos we created for her law practice.

Here’s one story: one of her clients runs a payroll company. 
He saw her video on social media and shared it. That triggered 
comments and questions from his clients which led to him hiring 
her for more services. See how this spreads online?

Her return on investment from just that one client and one video 
was at least 10 times what she invested in her whole series of videos.

Alicia also told me that her click through rate for video con-
tent is five times higher than links to articles. People want to 
watch video. So she’s planning to start incorporating video into 
all her weekly email newsletters.

She also noticed that more people were engaging with her 
content on her blog and social media when she posted videos. 
They were making comments, asking questions, and even email-
ing her and calling her with questions generated from the videos.

Here’s one last way she uses her videos: When people reach 
out for a consultation, she emails them a video related to their 
concern before the consultation. This positions her as an expert 
and triggers deeper thinking so she and her prospective client can 
talk more seriously about engagement. So not only have her vid-
eos helped her get new business through people engaging online 
with her videos, they also help speed up her new client intake 
process. Wouldn’t you like to have results like that?

Click the link below to find out how you can get a Custom 
series of whiteboard videos to grow your business. Or, to watch 
Alicia’s whiteboard videos, click on the link below.
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1-Minute Video Marketing Tip of the Month #63

Don’t Listen to Your Heart When It Comes to Your Marketing
(Video Script)

The worst thing you can do in your marketing is to just wait 
and see what kind of marketing you feel like doing this week.

What if you get busy? What if you don’t feel like doing your 
marketing that week? What if you start worrying that you’re 
“bothering” people again with your marketing messages.

When you leave it up to what you feel like doing each week, 
that’s a recipe for disaster in your marketing.

The best way to handle your marketing is to automate it, to 
set it and forget it.

That way you never miss a beat.

An example of that is these Tips. I only film these tips twice 
a year, in batches of 6 tips each. Then I email my assistant one 
time, and have her schedule them to be emailed out each month, 
and then I forget about them and they run on autopilot for me. 
That kind of consistency and planning is a key ingredient you 
need to get an ROI on your marketing efforts and dollars. Let us 
help you stay consistent with your video marketing by producing 
a video series you can use all year long. Click the links below for 
more information.
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1-Minute Video Marketing Tip of the Month #64

How to Attract Your Ideal Client
(Video Script)

One of the most important exercises you can do in your busi-
ness is to get very clear about who your Ideal Client is. Once you 
know this, many new doors will open to you. You can even create 
an “avatar,” which is a fictional person who embodies the traits 
of your Ideal Client.

Here’s quick glimpse at my avatar:

His name is Bill. He’s a Financial Advisor and he wants to take 
his practice to the next level. He’s enthusiastic, a hard worker, 
realistic, and somewhat savvy about marketing and technology. 
And this is just quick glimpse of what an ideal client might look 
like for me. You could also list demographic information like age, 
where they live, how much money they make, what their hobbies 
are, and on and on.

Now obviously, not every person you work with will fit your 
avatar description exactly.

But this exercise gives you a good clear focus for who you’re 
trying to attract, and that will affect every marketing decision 
you make.

Please take a moment and leave us some details about your 
Ideal Client in the comments below. Leave your website too, so if 
your Ideal Client sees himself or herself in what you wrote, they 
can get in touch with you.
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1-Minute Video Marketing Tip of the Month #65

How to Stop Working with People Who Make You Feel Bad
(Video Script)

In my last Tip, we talked about how to get very clear about 
who you want to attract as your ideal client.

In this Tip, we’re going to talk about an equally important ex-
ercise: getting very clear about who you don’t want to work with. 
It’s like a crime profile.

So here’s my profile for the opposite of my ideal client:

He’s aggressive, rude, and deeply frustrated with marketing 
in general.

He’s unhappy, extremely talkative, he often talks in circles, 
and I can’t get off the phone with him. He’s a complainer, he 
wants immediate results or else, and he’s not savvy about market-
ing or technology.

I have learned that people who share several traits in this pro-
file are not my best clients.

So now when I’m on the phone and I start to notice a new 
prospect fits this profile, I know it’s ok to let it go, because he is 
just not my Ideal Client.

If you missed my last tip about how to attract your Ideal Cli-
ent, please click here to watch that video now.
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1-Minute Video Marketing Tip of the Month #66

Can You Really Make Meaningful Connections  
on the Internet?

(Video Script)

Sometimes people are skeptical about whether they can really 
make a significant connection with new prospects on the inter-
net.

The internet has truly changed everything. And if you think 
that you can’t begin significant relationships on the internet, I 
have just one picture for you.

This is my husband and me on our wedding day. We met on 
the internet.

The transition from an internet relationship to a real relation-
ship is not as difficult as you might think.

With online dating and with business building, the first con-
tact is often made on the internet, but then there’s a phone call 
and then an in-person meeting, and voilà, it’s a real relationship.

So if you’re still thinking that your best new client can’t be 
someone you met on the internet, think again.

To learn more about how you can meet your next client on 
the internet, please click on the link below.



 Bonus Strategies  •    207 

Free Bonus with This Book
As the owner of this book, you are entitled to a free 60-minute 

Online Video Training Seminar (Value: $295) with Jill Addison.

To claim your spot, visit: www.FAVideoTraining.com

In this Online Video Training Seminar, I personally walk you 
through the best techniques and strategies to maximize the pow-
er of online video to grow your financial advisory practice.

You’ll hear case studies you can’t hear anywhere else, and glean 
valuable insights for how to replicate those successes in your own 
business.

You’ll Learn:

•  WHY video is working so well, in case you’re one of the 
few who are still skeptical about video (and why it’s a must 
to leverage video marketing in 2016 and beyond)

•  The best and most efficient ways to use video content to 
get new clients and referrals

•  How video accelerates every other marketing strategy you 
have, so it’s not just one tool, it’s like a super tool that 
makes every other tool more effective

•  How to make your clients LOVE you even more and 
naturally refer you at a faster and faster rate

•  A covert ops way to get testimonial type credibility that 
your compliance department will not blink an eye at

•  How an online presence moves people several steps along 
in your sales process before you ever even talk with them 
in person

http://www.FAVideoTraining.com
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•  How your videos give you authority, credibility and 
celebrity 

•  How your videos pre-dispose your ideal prospects to 
become your clients before you ever meet with them

•  How your current real life relationships can be taken onto 
the internet, and also how your internet relationships can 
be taken into real life relationships

•  How your clients are enticed to refer you to new clients 
on a regular basis without you even asking

•  One sneaky little trick that makes it impossible for your 
clients NOT to refer you

•  The one single thing that will make the difference between 
them referring you or not referring you.

This Online Video Training Seminar is free for you as the 
owner of this book, but be sure to claim your spot right away, 
because we’re not sure how long this training will be available at 
the link below.

Visit www.FAVideoTraining.com today to get access to 
your FREE Bonus  

60-Minute Online Video Training Seminar.

http://www.FAVideoTraining.com
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To end this book, I’d like to share with you one of my favorite 
quotes. This is a quote I’ve had on my wall for years, and I love it.

This is my hope for you, that all your dreams will come true, 
and you will have the courage to pursue them.
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All our dreams can come true,
if we have the courage 
to pursue them.❞

– Walt Disney

❝
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