Transforming Outreach into Revenue
with Scalable Video Engagement

Your Strategic Guide to Driving Revenue
with Personalized Video Outreach

VidREACH




Page 1: Introduction and Purpose

Page 2: Ideal Customer Profiles (ICPs) and Messaging Examples
Page 3: Follow-Up Cadence

Page 4: Demo Playbook

Page 5: Handling Competitive Pricing Discussions

Page 6: Tactical Sales Play Scenarios

Page 7: Post-Sale Expansion Strategies

Page 8: Trust-Building in Sales

Page 9: LinkedIn Optimization

Page 10: Scripts for Outbound, Inbound, and Demo Conversion

Page 2

Page 3

Page 6

Page 8

Page 10

Page 12

Page 13

Page 14

Page 15

Page 16



\Zg

VidREACH Sales Playbook

1. Introduction and Purpose
Purpose of This Playbook

This playbook is designed to transform VidREACH from a platform primarily serving small and medium-sized businesses
into a revenue engine tailored for mid-market and enterprise sales. By focusing on value selling, strategic engagement,
and senior executive outreach, VIdREACH can unlock larger deals, expand account sizes, and position itself as an

indispensable partner for scalable growth.

What This Playbook Covers
1. Value Selling:
o How to articulate VIdREACH’ s impact in terms of measurable business outcomes, such as pipeline
velocity, cost savings, and revenue growth.
o Position VIdREACH as a solution for strategic challenges rather than a transactional tool.
2. Strategic Selling for Larger Deals:
o Frameworks for identifying and engaging senior executives, such as Heads of Sales, CROs, and CMOs,
who control budget and direction.
o Techniques to justify higher investments through ROI-driven discussions and scalable adoption plans.
3. Building Enterprise Relationships:
o Guidance on how to position VIdREACH as a long-term partner by aligning with client goals and
delivering recurring value.
o Strategies to expand initial successes into larger, organization-wide implementations.

Key Outcomes for VidREACH
1. Move Upmarket:
o Transition from primarily SMB accounts to winning mid-market and enterprise clients by adopting a
value-first selling approach.
2. Engage Senior Executives:
o Equip your team with the tools and messaging to effectively sell to decision-makers like CROs and CMOs
who prioritize ROl and strategic impact.
3. Close Larger Deals:
o Create repeatable processes to move opportunities through the sales funnel, increasing deal size.
4. Differentiate VidREACH:
o Stand out from competitors by emphasizing measurable results and tailored solutions, making
VidREACH the clear choice for enterprise organizations.

The Transformational Approach
This playbook is not just about selling; it’s about transforming VidREACH into a strategic partner for enterprise clients. By
focusing on outcomes, solving high-priority challenges, and building trust, VIdREACH can evolve into a platform that

drives both immediate wins and long-term success for its customers.



2. Ideal Customer Profiles (ICPs) and Messaging Examples

Using Value Selling to Attract This Audience

Value selling focuses on positioning VIdREACH as a solution to critical, measurable challenges tied to revenue generation
and operational performance. This audience—senior leaders—is primarily concerned with how tools like VidREACH will
improve their KPIs, such as pipeline velocity, cost efficiency, and team productivity. By highlighting outcomes rather than
features, VIdREACH can engage these decision-makers effectively.

Focus Areas
VIidREACH’s Ideal Customer Profiles (ICPs) now include senior executives and leaders who directly influence revenue,
operational efficiency, and strategic direction:

1. Vice Presidents of Sales

2. Vice Presidents of Marketing

3. Chief Revenue Officers (CROs)

4. Vice Presidents of Sales Operations
5. CEOs

6. CFOs

Pain Points, KPIs, and Critical Adjustments

1. Vice Presidents of Sales
e Pain Points:
1. Inconsistent pipeline velocity causing unpredictable revenue forecasts.
2. Low conversion rates from outbound efforts lead to inefficiencies.
e KPIs Measured On:
o Pipeline growth, average deal size, win rates, and sales cycle duration.
e  Critical Adjustments:
o Reduce the time sales reps spend on unproductive tasks.

o Improve lead engagement to increase conversion rates and deal velocity.

2. Vice Presidents of Marketing

e Pain Points:
1. Low engagement rates from campaigns, leading to wasted budget and poor ROI.
2. Misalignment between marketing and sales, resulting in poor lead handoff.

e KPIs Measured On:
o Campaign ROI, MQL-to-SQL conversion rates, and cost-per-lead (CPL).

e  Critical Adjustments:
o Personalize outreach to boost campaign effectiveness.
o Strengthen marketing-to-sales alignment to deliver higher-quality leads.



3. Chief Revenue Officers (CROs)

e Pain Points:
1. Lack of visibility into sales and marketing ROI, leading to poor resource allocation.
2. Missed revenue targets due to inefficiencies across teams.

e KPIs Measured On:
o Total revenue growth, cost of customer acquisition (CAC), and deal velocity.

e  Critical Adjustments:
o Implement scalable systems that deliver measurable ROI.
o Align cross-functional teams to improve efficiency and outcomes.

4. Vice Presidents of Sales Operations
e Pain Points:
1. Inefficient workflows and tools are causing delays in rep productivity.
2. Difficulty in tracking actionable engagement metrics across campaigns.
e KPIs Measured On:
o Sales team efficiency, CRM adoption rates, and engagement metrics.
e  Critical Adjustments:
o Streamline processes to optimize rep performance.
o Leverage tools that integrate with CRMs for real-time insights.

5. CEOs

e Pain Points:
1. High operating costs with insufficient ROl from sales and marketing initiatives.
2. Difficulty scaling revenue predictably across teams.

e KPIs Measured On:
o Revenue growth, EBITDA, and operational efficiency.

e  Critical Adjustments:
o Ensure all tools and strategies directly contribute to measurable growth.
o Reduce inefficiencies to achieve cost savings and revenue increases.

6. CFOs
e Pain Points:
1. Justifying investments in tools and platforms without clear ROI.
2. Controlling rising customer acquisition costs while maintaining growth.
e KPIs Measured On:
o CAC, ROI per investment, and profit margins.
e  Critical Adjustments:
o Prioritize investments with immediate and measurable ROI.
o Focus on reducing CAC without sacrificing revenue potential.



Messaging Examples
1. Vice Presidents of Sales:
o “With VidREACH, your team can save 200+ hours monthly and increase pipeline velocity by 20%, helping
you exceed revenue targets without additional headcount.”
o “Our platform improves response rates by 3x, enabling reps to convert more leads into closed deals.”
2. Vice Presidents of Marketing:
o “Personalized video messaging boosts campaign ROl by 30%, ensuring your efforts deliver quality leads
for sales.”
o “VIdREACH bridges the gap between marketing and sales, driving measurable MQL-to-SQL conversion
rates.”
3. Chief Revenue Officers (CROs):
o “VidREACH delivers scalable results, increasing total pipeline by S600K annually and reducing CAC by
15%.”
o “Our platform aligns marketing and sales efforts to deliver predictable revenue growth.”
4. Vice Presidents of Sales Operations:
o “Streamline your workflows with CRM-integrated video messaging, saving reps hours while providing
real-time metrics.”
o “VIdREACH increases sales team efficiency, boosting deal velocity by 25%.”
5. CEOs:
o “Our platform reduces inefficiencies across sales and marketing teams, saving $144K annually in
operational costs.”
o “VIdREACH ensures your revenue growth scales predictably by aligning tools and strategies for
measurable ROL”
6. CFOs:
o “VIdREACH delivers a 30x ROI, helping you justify investments with clear and measurable outcomes.”
o “Reduce CAC while maintaining growth by leveraging personalized outreach to drive higher conversion
rates.”



3. Follow-Up Cadence
Key Components

1. Day1:
o Send a thank-you email with a personalized video recap immediately after the call or demo.
o Highlight key takeaways from the conversation and the next steps.
2. Day3:
o Share arelevant case study, success story, or testimonial that aligns with the prospect’s challenges.
o Provide a clear connection between the story and how VidREACH can deliver similar results.
3. Day7:
o Offer a free trial or exclusive incentive, such as a discount for signing up within a set time.
o Reiterate the value VIdREACH can deliver with measurable metrics.
4. Day 10:
o Send a final follow-up email, emphasizing the opportunity they could be missing by delaying action.

o Use urgency and a friendly tone to encourage a response.
Example Scripts

1. Day 1 Thank-You Email
Subject: Thanks for your time, [First Name]!
Hi [First Name],
It was great connecting with you today and learning about [specific challenge or goal they shared]. As we
discussed, VidREACH can help [specific benefit, e.g., increase your response rates by 3x].
Here’s a quick video recap of what we covered: [Insert video link].
Let me know if you’d like to dive deeper into any specific areas or set up a trial to see how VidREACH fits your
needs.
Looking forward to your thoughts,
X

2. Day 3 Follow-Up Email
Subject: Here’s how others are succeeding with VidREACH
Hi [First Name],
| wanted to share a quick success story. A [similar company/role] used VidREACH to [specific result, e.g., triple
their response rates] in just [timeframe].
Let’s connect to explore how VidREACH can help your team achieve similar results.
Best regards,
Xl

3. Day 10 Final Follow-Up Email
Subject: Don't let this opportunity slip away
Hi [First Name],
| completely understand how busy things can get. However, | didn’t want you to miss the chance to see how
VIidREACH could [specific outcome, e.g., save your team 200+ hours monthly while increasing pipeline revenue].

Would you be open to a quick chat this week?



Tips for Maximizing Follow-Up Success
e Keep emails concise and action oriented.
e Personalize each message based on the prospect’s role and challenges.
e Include clear CTAs, such as scheduling a call, starting a trial, or responding with questions.



4. Demo Playbook

Key Components for an Effective Demo

Key Questions for the Demo Section

What is the main problem you are currently facing in sales/marketing?
What have you tried before to address this issue?

How has that worked for your team so far?

What is it currently costing you to leave this problem unresolved?

How big of a priority is it for your team to fix this problem?

o v ok w N

When are you hoping to have this issue resolved?

1. Research and Setup:
o Tailor the demo to the prospect’s industry, role, and challenges.
o Understand their specific pain points by reviewing their LinkedIn profile, company news, and current
workflows.
2. Highlight Their Problem:
o Open the demo by framing the challenge VidREACH solves.
o Example: “Many teams like yours struggle with low email response rates and time-consuming follow-
ups. Let me show you how VIidREACH can change that.”
3. Demonstrate Solutions:
o Focus on the most relevant features for their role:
= Sales: Automated follow-ups and personalized video outreach.
=  Marketing: Campaign-specific video templates to boost engagement.
= HR: Recruitment videos to speed up hiring.
o Use measurable metrics to emphasize results:
= “This tool can improve your email open rates by 20%-30%.”
4. Engage and Ask Questions:
o Pause frequently to ask questions:
=  “How does this compare to your current process?”
=  “What feature do you see adding the most value to your team?”
5. Close with Next Steps:
o Summarize the demo by reinforcing key benefits:
= “With VidREACH, your team saves over 200 hours monthly while increasing response rates 3x.”
o Provide a clear call to action:

= “Would you like to start a trial to see these results firsthand?”

ROI Section
1. Framing ROI for the Prospect:
o Example:

= “Improving response rates by just 10% can add S150K to your annual pipeline revenue.
VIidREACH helps you achieve this within 30 days.”

9



2. Tailored Calculations:
o Use hypothetical numbers for their team size and average deal size:
= “If your team sends 50 follow-ups weekly and closes S10K per deal, increasing your response rate
by 15% means 3 additional deals per month, adding $360K annually.”

Tips for a Winning Demo
e Make it interactive by asking for feedback throughout.
e Keep the focus on business outcomes, not technical features.
e Follow up immediately after the demo with a summary email and next steps.
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5. Handling Competitive Pricing Discussions
Key Components

1. Reframe Price as ROI:
o Shift the conversation from cost to value:
= “This isn’t just a tool—it’s an investment that delivers measurable RO, turning every 51 spent into
§10 in pipeline revenue.”
o Highlight long-term benefits:
= “With VidREACH, you’re not just saving time; you’re creating new revenue streams and building a

scalable process.”

2. Provide an ROI Formula for Customer-Specific Calculations:
Use this formula to show the value:
o ROl Formula:
ROI = [(Revenue Gained + Costs Saved) - Cost of VIdREACH] / Cost of VidREACH
o Example Calculation:
= Revenue Gained = $600,000
= Costs Saved = $144,000
= Cost of VIdREACH = $24,000
= ROI=[($600K + $144K) - $24K] / $24K = 30x RO

3. Tactics for Maintaining Margin:
o Emphasize Long-Term Gains:
= “The real value isn’t in the first month—it’s in how VidREACH compounds benefits over time,
delivering sustained results.”
o Anchor in Results:
= “Our clients see 3x response rates within 30 days, making VidREACH pay for itself within the first
quarter.”
o Offer Flexible Starts:
= “If upfront cost is a concern, we can explore starting with a smaller pilot team to prove the value
first.”

Example Scripts
1. When Price is a Concern:
o “lunderstand budget is a consideration. Let’s start by calculating how VidREACH can generate S600K in
additional pipeline revenue for your team within a year—far exceeding the investment.”
2. When Competitor Pricing Comes Up:
o “While other platforms may appear less expensive, they don’t provide the same scalability or measurable
ROI. With VIidREACH, you’re investing in a tool that delivers 30x ROI consistently.”
3. When They Ask for a Discount:
o “We focus on delivering ROI that far exceeds the cost, which is why our clients choose VidREACH. Instead

of discounting, I’d suggest starting with a pilot to see immediate results and build trust.”
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Tips for Handling Pricing Objections

Always tie price discussions back to business outcomes.
Be prepared to share case studies or testimonials that reinforce value.
Avoid deep discounts—offer trials or smaller engagements instead.

10 Common Objections and Rebuttals

10.

“We don’t have the budget for this right now.”
o Rebuttal: "Many of our clients started small with a pilot program and quickly saw the ROl justify scaling
further."
“We’re already using a similar tool.”
o Rebuttal: "VidREACH complements existing tools by focusing on personalized outreach and measurable
outcomes that most tools lack."
“Our team doesn’t have the time to learn a new platform.”
o Rebuttal: "VidREACH is designed for simplicity, and most teams are up and running within a single
onboarding session."
“Our response rates are fine with our current approach.”
o Rebuttal: "Even small improvements in response rates can lead to significant revenue gains—like $150K
annually for a 10% boost."
“We’re concerned about adoption by our team.”
o Rebuttal: "We provide guided onboarding and ongoing support to ensure your team sees immediate
results and value."
“We’re not sure personalized video messaging is right for our industry.”
o Rebuttal: "Our clients span multiple industries, from sales to healthcare, all benefiting from higher
engagement and faster results."
“Our current tools already integrate with our CRM.”
o Rebuttal: "VidREACH seamlessly integrates with CRMs like Salesforce, adding personalized messaging
capabilities to boost team performance."
“This seems too expensive for what it offers.”
o Rebuttal: "VidREACH delivers a 30x ROI for most clients, turning every $1 spent into $10 or more in new
pipeline revenue."
“Our sales cycle is too long for this to make an impact quickly.”
o Rebuttal: "VidREACH shortens sales cycles by improving initial engagement, getting deals to move faster
through your pipeline."
“We need to see results before committing to a long-term solution.”
o Rebuttal: "That’s why we offer a pilot program—so you can see firsthand how VidREACH delivers
measurable outcomes."
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6. Tactical Sales Play Scenarios

Key Components

1. Selling to SMBs and Justifying Spend to CFOs:
o Objective: Help SMB decision-makers see ViIdREACH as a high-value, affordable investment.

o Example Narrative:
“For just 5$50/user per month, your team saves over 200 hours monthly. That’s the equivalent of hiring
another full-time employee without the overhead costs while also generating an additional S600K in
pipeline revenue annually.”

o CFO Justification:
= “This is an operational efficiency and revenue-generation tool. By improving your response rates

by just 10%, your team could close three additional deals per month, adding S360K in revenue
annually.”
2. Objection Handling: "We Don’t Have Time for This Now"

o Response:
= “I completely understand that timing is tough, but every month without VidREACH could mean

losing S50K in missed opportunities. Our quick setup process ensures your team starts seeing
results in under a week.”

o Quantify the Opportunity Cost:
= Example: “Let’s say your team sends 1,000 emails monthly, with a 10% response rate. Improving

that to 12% means 20 more meetings per month. Even if only 5 convert, that’s S50K in new deals

added to your pipeline each month.”

Tips for Tactical Selling
e Tailor ROI calculations to the size of the team and average deal size.
e Use urgency to demonstrate the cost of inaction.
e Simplify adoption by emphasizing the quick wins VidREACH delivers early on.
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7. Post-Sale Expansion Strategies
Key Components

1. Selling the Land-and-Expand Model:
o Objective: Start small, deliver measurable wins, and use success stories to justify broader adoption.
o Example Narrative:
“With 10 users, your team has already saved 200 hours monthly and added S250K to your pipeline.
Expanding VidREACH to 50 users could multiply these results fivefold, saving 1,000 hours monthly and
adding $1.25M in pipeline value.”

2. Positioning Ongoing Value:
o Annual Savings and Revenue Gains:
= “By scaling ViIdREACH to additional teams, your organization unlocks $144K annually in
productivity savings and S600K in added revenue opportunities. These benefits compound as
more users adopt the platform.”
o Aligning VIdREACH with Strategic Goals:
= Example: “VidREACH helps your teams hit their revenue and efficiency targets faster, supporting
the broader company goal of scalable growth.”

Tips for Post-Sale Expansion
e Use early successes to quantify ROI for broader adoption.
e Schedule regular check-ins to identify opportunities for scaling VidREACH across departments.
e Share testimonials or metrics from similar clients who expanded usage successfully.
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8. Trust-Building in Sales
Key Components

1. Position VidREACH as a Long-Term Partner:
o Objective: Establish VIdREACH as a solution that aligns with the prospect’s long-term growth and
success.
o Example Script:
“Our goal is not just to provide a tool but to become a partner in your team’s success. With VidREACH,
we focus on delivering measurable results—saving time, driving revenue, and continually aligning with
your goals. This isn’t just a short-term fix; it’s a sustainable strategy for scaling engagement and

productivity.”

2. Build Confidence with Outcomes:
o Highlight results that demonstrate long-term impact:
= “Our clients typically see a 3x improvement in response rates and a 25% reduction in outreach
time within the first quarter.”
o Show how VidREACH adapts to growing team needs:
= “As your team scales, ViIdREACH scales with you, ensuring consistent results and seamless
adoption.”
Tips for Building Trust
e Use case studies and testimonials to validate claims.
e Share data-driven projections for how VidREACH aligns with their strategic goals.
e Regularly check in post-sale to demonstrate ongoing commitment and value.
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9. Linkedin Optimization

Key Components

1. Headline:
o Current: Likely title-focused (e.g., "CEO at VidREACH").
o Recommended:
“Driving 3x Engagement for Sales Teams | CEO @ VidREACH | Proven Pipeline Growth”
o Focus on measurable outcomes and credibility to attract interest.

2. About Section:
o Current: May lack a compelling hook or actionable outcomes.
o Recommended Rewrite:
“I believe personalized communication is the future. As CEO of VidREACH, | help businesses unlock
measurable growth with scalable video messaging. Our clients consistently achieve a 3x increase in
response rates, saving 200+ hours monthly while driving S600K in pipeline revenue annually. Let’s
connect to explore how VidREACH can transform your outreach.”

3. Experience Section:
o Current: Likely describes responsibilities.
o Recommended Update for VIdREACH Role:
= “led VIidREACH to deliver measurable ROI for clients by leveraging personalized video messaging to
improve sales engagement and close rates. Enabled teams to achieve 30x RO! within the first year.”
o For Past Roles:
=  Focus on outcomes: “Developed and executed sales strategies that generated SX million in revenue
annually, increasing customer acquisition by 25% year-over-year.”

4. Featured Content:
o Add relevant media and links to showcase thought leadership and results:
= Ashort video introducing VIdREACH’s value proposition.
= A customer success story detailing measurable results.
= Alink to a blog post or webinar on the benefits of personalized video messaging.

5. Background Banner:
o Include VidREACH branding, tagline, and visuals:
= “Personalized Video Outreach That Delivers Results | 3x Engagement Rates”

Action Plan for Optimization
1. Update the headline and About section with outcomes and metrics.
2. Add Featured content, including videos and case studies.
3. Reframe Experience descriptions to focus on impact and results.
4. Collaborate with a designer to create a professional banner.
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10. Scripts for Outbound, Inbound, and Demo Conversion

Key Components

1. Outbound Scripts

o Objective: Engage decision-makers by addressing their specific pain points and offering measurable
outcomes.

o Example Script:
Subject: "Helping Sales Teams Achieve 3x Engagement"
Hi [First Name],
| noticed your team is focused on [specific challenge, e.g., scaling outbound efforts]. VIdREACH has
helped teams like yours improve response rates by 3x and save 200+ hours monthly through
personalized video outreach.
Would you be open to a quick chat to explore how we could help?

2. Inbound Scripts

o Objective: Convert inquiries into opportunities by immediately addressing their needs.

o Example Script:
Subject: "Let’s Discuss Your Goals"
Hi [First Name],
Thank you for reaching out! VidREACH specializes in solving [specific challenge]. We’ve worked with
teams like yours to [specific result, e.g., increase response rates and pipeline velocity].
Let’s set up a quick call to explore how VidREACH can support your goals.

3. Demo-to-Proposal Scripts

o Objective: Transition prospects from the demo stage to the proposal stage by summarizing value and
outlining next steps.

o Example Script:
Subject: "Next Steps After Our Demo"
Hi [First Name],
Based on our demo, VidREACH can help your team achieve [specific outcome, e.g., save 200 hours
monthly and add $250K in annual pipeline revenue].
Let’s schedule a follow-up to discuss implementation and next steps.

Tips for Maximizing Script Effectiveness
e Personalize every script to reflect the recipient’s role and challenges.
e Focus on measurable outcomes instead of features.
e Include clear CTAs to move prospects to the next step.
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