
 

 

 

 

 

 

 

 

 

 

Will Bachman: Scott, welcome to the show. 

Scott Skibell: Thanks for having me, Will. 

Will Bachman: Scott, I'm really, really psyched to speak with you. I found you on LinkedIn, and 

I saw that you had, I think, a post about how to do video, and that was 

awesome. Then I reached out to you, and I took your course, your video 

course, and that was awesome, on how to make videos with your iPhone. I'm 

really thrilled to have you on the show to talk about the topic because I think 

it's sort of the next level, and a lot of independent professionals can really 

benefit, I think, by promoting their practice with video. I thought we could 

start with, talk to me about why people should think about using video as a 

tool to raise their visibility. 

Scott Skibell: Well, Will, I like to say that when it comes to web video, web video isn't about 

perfection. It's about connection. When we're talking to prospects, and 

clients, and customers, and friends, and all that, video helps us communicate 

because really, at the end of the day, people get to know, like, and trust us 

when they see us on video. Right? What I see happening when I produce my 

videos is that they go, "Scott, I feel like I know you." I got to tell you, that is a 

huge compliment. 

When I'm talking to people about creating different videos and all that, it's 

about getting people to know, like and trust you. I know, one of the questions 

that comes up, they go, "Scott, what if they don't like me on video?" I've heard 

that several times. They go, "Oh, I'm not very good on video. What if they 

don't like me?" Well, the first thing is, well, what if they do like you? That's the 

first thing that comes up, but the other thing that, when I think about this, 

Will, it's if they don't like us on video, what makes us think they're going to like 

us when they meet us in person? 

Will Bachman: Yeah, so let's save yourself some time. Let them dislike you right away. Right? 
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Scott Skibell: Exactly. I don't want to meet you at a coffee shop. I don't want to buy you 

lunch. If you don't like me on video, you're not going to like me in person, and I 

don't want to spend my time with people that don't really, that we don't click. 

Right? That's why I say video really does compress sale cycles. A lot of it 

comes back to the book by Robert Cialdini. I don't know if you're familiar with 

it or- 

Will Bachman: Influence. 

Scott Skibell: ... your listeners. 

Will Bachman: Yeah, it's- 

Scott Skibell: Yeah. 

Will Bachman: ... foundational, absolutely. 

Scott Skibell: It is foundational. In the book, for those of you who aren't familiar with it, in 

the book, Robert Cialdini, he's a professor at Arizona State University, he 

talks about six statistically proven means of influence. Now, I don't think the 

first ... The first one I'll share with you is commitment and consistency. That's 

the getting those little commitments, those little yeses, if you've been in like 

old-school sales training. You get those little commitments. You get them to 

say "yes," and "yes," and "yes," and then they can't say "no" at the end. I don't 

think ...  

I think that's kind of manipulative, and I don't see that playing into the video 

so much, so that one isn't a big influence here. The second one is scarcity, and 

he did a study where he had cookies, and they were the exact same cookies, 

but people thought because there were fewer ones in this jar that they had to 

be better. That's the one that everybody wanted. When it comes to video, we 

start to see that scarcity plays into this, because not as many people are 

creating videos. When you create these, you're scarce. You're unique. You're 

different, so you start to stand out, and people go, "Oh, he's got to be better." 

That second one begins to play in it. 

The third principle in Cialdini's book was reciprocity. He talked about selling 

raffle tickets and getting somebody a Coke or something, basically doing 

something for somebody else. Then they feel obliged to reciprocate, and so 

one of the things, and so now we're starting to get into the real meat of how 

video plays into this, because one of the things I love to do with my videos is 

that if I meet somebody, I'll say, "Will, it was great meeting you this morning at 

the networking event. I was driving home and I thought about you, and I 

wanted to put together this video and share a couple of quick ideas with you 

that I think can really help you." 

When you do a video like that, [inaudible 00:05:15] we can talk about how I 

distribute something like that later, but it's a one-on-one video. "I thought 
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about you, Will," and so all of a sudden it becomes very powerful, so 

reciprocity is the third element of influence that Cialdini talked about. 

Now, the fourth one, you start to get into social proof, and we can talk about 

how great of consultants we are all day long, but if other people can talk about 

you, well, that's even better, or when it comes to social proof, if you've written 

a book. Right? That's a form of social proof. 

What about putting out your videos? Demonstrating that you know what the 

heck you're talking about, and you got some great ideas, you're building a 

library, people comment on it, people share it, it gets the exposure, it's a TED 

Talk, right, and it starts to build your social proof, which really leads into the 

fifth one, and that's authority, because as we start to share our ideas, our 

thoughts, our processes, whatever our specialty is, and we do it with video, we 

build up our authority. Cialdini talked about it in his book. I mean, it's one 

thing if it's just a regular schmoe on the street said something, but it's another 

if the person has on a suit or has on a uniform. They have that authority, and 

then people tend to believe them more. 

Back to our videos. If you have built your social proof and a bank of videos, 

and people have commented on it or perhaps shared it, you start to build your 

social proof. You build your authority with your videos, and then people get to 

see you, and they get to know, like, and trust you through your videos. That's 

the sixth principle of Robert Cialdini, and that's likeability. That really is the 

key, so it all comes back to you know what? This is about getting people to 

know, like, and trust you. It's not about being perfect, because Lord knows 

none of us are perfect, but it's about being able to share our story, being able 

to make the connection with the viewer on the other end and leverage the 

principles of influence. 

Will Bachman: What are some of the advantages of video over, let's say, something, a blog 

post or something, audio, in terms of, have you seen any kind of studies that 

suggest that people will engage with video more, like if they see it on LinkedIn 

they're more likely to watch a video than maybe to read a post, something like 

that? Is there things that you think are more immediate or somehow grabs 

people in a deeper way? 

Scott Skibell: Well, yes. There are lots of different studies that can talk about the power of 

video. For example, videos will increase viewers' understanding of your 

product or service by 74%, according to Digital Information World, but when 

we're dealing with executives, right, so I know your audience, they're dealing 

with a lot of executives and decision-makers, well, we know 75% of executives 

watch work-related videos at least once a week, and 65% of them will go visit 

the marketer's website after watching it, according to Forbes. What we're 

able to do here is that we're able to take our videos, make that connection, 

and the executives and people who view it take action. I think, Will, you're like 
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a perfect example. Right? You came across my videos on LinkedIn. We'd never 

really met, and yet here we are today, able to talk, all because you saw some of 

my videos or read one of my articles. 

Will Bachman: Yeah. I think yeah, it was an article that had video, I think, embedded in it, so 

there you go. 

Scott Skibell: That's exactly it. Videos can definitely get you over the hump, but it's about 

making a connection. In order to make that connection, I think people need to 

see your eyes. They need to see your smile. They need to feel your passion 

and compassion, and video gets that, video communicates that better than a 

written blog post. 

Will Bachman: Let's talk about where to host video, and then we'll talk a little bit about kind 

of what kind of videos to make, but let's say you make a video. What do you do 

with it? 

Scott Skibell: I use three different sources to put my videos out there, so I don't want to get 

technical or anything like that. Obviously, we put them on LinkedIn. We might 

put them on our blogs and our websites, things like that, but where do we 

actually host our videos? Where do we put these things? I think there are 

three major services that we can use here. Number one is YouTube. YouTube 

is great. It's free. It's ubiquitous. It's everywhere. I will tell you, though, I hate 

all the advertising. The downside of free is that they have to make their 

money somehow, and that means they're going to put their ads on top of your 

video. They might link to other competitors in your video. They will have stuff 

down the side. They will junk it up in order to make money. I get that. That's 

the trade-off with free, but it's a great place to host your videos if you're after 

exposure. 

If you understand, if you create a video, say we've got a management 

technique or project management, we're talking about agile project 

management or we've got some financing twist, if we use our key words, the 

great thing about YouTube is, is that people search YouTube. It's the 

second-largest search engine, and they can come across your videos, so it's 

great for exposure. That's the best place to put your videos if you're after just 

broad exposure, because you never know who's going to come across it or 

when they're going to come across it, so leverage YouTube for that. I also 

leverage YouTube sometimes, and I say "sometimes" because usually I do it 

another way. I'll talk about that, the two other platforms, but you can do an 

unlisted video, and then you can send that, which is great for those 

one-on-one videos. Right? 

I might do that video to you, Will, and say, "It was great meeting you. I got 

some great ideas," and I upload that to YouTube as an unlisted video so 

nobody else can see it, and I send the link to you and only to you, because it's 

just to you. I mentioned your name. I mentioned your company. It's like, 
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"These are my ideas for you. I don't want anybody else to see it, let alone 

competitors." 

An unlisted video on YouTube is great for that, but the other services you may 

want to consider, I do a lot of train ... I work with companies, and we do HR 

onboarding training. We might do product and sales training, things like that, 

technical training. I host a lot of my videos on Vimeo, because I get to really 

control the player. Exceptional quality. There are no ads placed on top of it, 

because that's tacky. Vimeo is fantastic for that, and it also gives you the 

ability to, if you ever want to, replace your video, and you're saying, "Well, 

Scott, well, why would I want to do that?" 

The reason you may want to replace your video, so say you've got, you've 

done a presentation on, oh, whatever you're a subject matter expert in. Say 

it's soybeans in Africa or something. Right? You're the expert on this. You've 

created a fantastic video. You have no idea where that might be shared, 

where it might go, but hey, things change, and you might want to update your 

video. Well, on YouTube, you can't, so that video stays out there unless you 

kill it, and then you lose all those links. 

Will Bachman: So you can replace- 

Scott Skibell: But- 

Will Bachman: ... the video but keep, but have the same URL, same links to it. 

Scott Skibell: Exactly. That's exactly it. 

Will Bachman: No, I- 

Scott Skibell: That becomes- 

Will Bachman: That totally makes sense, yeah. 

Scott Skibell: It makes perfect sense. For businesses, they can talk about their product. You 

can create videos on whatever your subject is, and then you just continue to 

update it, and wherever it gets shared, the URL stays the same, and it's always 

the current version, so- 

Will Bachman: With- 

Scott Skibell: ... that's key. 

Will Bachman: With YouTube, is there any way to pay or something so that there's no ads on 

your video, or is that just like tough luck, they're going to do that? 

Scott Skibell: Hey, it's the price of free, and Google ... Let's face it. I mean, I tell you what. I 

sure as heck wouldn't want their hosting charges, because you know it costs a 

fortune to stream all those videos, so I respect Google. They have to make 

their money somehow, but that's why a service like Vimeo, for Vimeo PRO I 

think is, what, $200 a year, or Wistia, which is a little bit more, but I think it 

can start, well, Wistia can get expensive too. 
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Will Bachman: Now, I have a Vimeo account. I mean, I've used that, but I've never heard of 

Wistia, actually. What's Wistia? 

Scott Skibell: Wistia is geared a little bit more towards online marketers, and so they 

provide the backend services for a lot of big services, be it training companies 

and things like that. They provide the video hosting on the backend of it, but 

one of the great things about Wistia is that if you're serious about your online 

marketing, I mean if you're really making a push, they have, number one, 

incredible analytics on the backend. You know what's really cool, Will, is that 

I've done videos to, like a prospecting video, so I meet somebody, I share it 

with that person. Well, with Wistia, I can then go back and see all the IP 

addresses where it was played. I know that if I sent you a personal sales video 

and you ended up sharing that, I would see the other IP addresses. I would see 

the number of times it was played. I would see when it was played, where it 

was played. I would see when they backed up and viewed certain parts of it 

again. 

Will Bachman: That's cool. 

Scott Skibell: It's very cool, and then you can do some other things, like put email captures 

on it and all that, so Wistia is great for marketing, so if you're really into that, 

that would be a service to check out. I will say it's more expensive than the 

Vimeo PRO account, but well worth it if you're using it as a prospecting tool. 

Will Bachman: Cool. Let's talk about the equipment that you need to do videos, including any 

kind of lights, or tripod, or screens, or so if you're thinking about getting into 

this, sort of talk us through the sort of equipment checklist that someone 

should be thinking about. 

Scott Skibell: Well, I will say you can go down a rabbit hole when it comes to equipment. 

Let's not kid ourselves. I've seen people get these high-end digital SLRs. You 

got the fancy lenses on it, and you can drop two, three thousand dollars just 

on your camera. I don't know if that's always necessary. Again, back to our 

premise. It's not about perfection. It's about connection. We can make a 

connection with the viewer on the other end with something as simple as our 

phone. The cameras on ... I will tell you, the cameras on the latest Android 

phones, I have an iPhone, they're fantastic, so you can literally get away with ... 

I shoot video on my iPhone. It's awesome. Then don't get me wrong. I shoot 

my corporate professional stuff with a camcorder in front of the green screen 

in my studio, but you don't have to. 

We can do it with just our iPhone, but how do we take it up a notch? How do 

we get our iPhone video or our Samsung video, right, how do we get our 

Galaxy video to be a notch above? Because we don't want to look like an 

amateur. We don't want to look like we're shooting this with just our webcam, 

so there are two things that I found. Let's say three things. Three things that I 
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found that will really make a difference whether you're shooting with a digital, 

a DSLR, a camcorder, or your phone. There are three things I think you need. 

Number one, you need a tripod. Your phone, you don't need it to shake. You 

don't need it to wobble when you hit your desk. You want it on a tripod, so it's 

stable. Okay? That's the first thing. If you've ever seen Blair Witch, we know in 

that movie the camera's moving and shaking and literally can make the viewer 

nauseous. Let's not do that to our viewers, okay? Number one, a tripod. 

Number two, a microphone. People think that, oh, the video has to be perfect. 

Well, people are more forgiving if the video might be a little dark, a little grainy 

or something, but if I can't hear you clearly, if I can't understand you, I'm going 

to immediately turn it off, because there's no value. I can't hear what you're 

saying. The way to improve your videos, number one, tripod, number two, a 

microphone. You could use a little shotgun microphone that you might want 

to plug in to your camera, to your phone. 

If you use a shotgun microphone, and those are just like the little microphones 

that stick out a little bit, yet you can really only be about three feet away from 

the camera, so because of that, I prefer a lavalier microphone. A lavalier 

microphone is a lav mic or a tie-clip mic. I don't know, does anybody still wear 

ties, but I know they do, but then they clip it to the tie, so that's what you see 

on the newscasters on TV. They sound good, don't they? That's because 

they've got that little lav mic on their lapel or on their tie, and it's about six 

inches, eight inches from their mouth, and you get good audio. 

Will Bachman: We'll include some Amazon links in the show notes for a couple options here. 

Look, can you recommend one option, just order of magnitude, for something 

that's not the cheapest one, but we're not miking up Tom Brokaw here? What 

sort of a, just sort of a decent one that's pretty good? Are we talking like 80 or 

100 bucks, or how much is a microphone? 

Scott Skibell: Well, I don't think you have to spend that much. A RØDE, there's RØDE 

makes a good one for like smartphones. It's the RØDE smartLav+. That's 

good, but the one that I like even better than that, the RØDE is about $80, is 

the Polsen ... What's the model number? Oh, you put me on the spot there. 

The Polsen MO-PL1, I think. It's only like $50, but here's what I like about it, 

Will. It plugs in to your phone, so I'm going to be thinking we'll go with a little, 

an inexpensive phone one for this example, but the cord is longer. 

It's 12 feet, and what that means is, is that whereas some models of 

microphones are only three feet, so you got to be kind of close to the camera, 

okay, I wanted a video to be a little more natural, so let's back up just a little 

bit, and this little Polsen for 50 bucks with a 10, 12-foot cord, allows us to 

back away. You're going to get great audio. You're going to look more natural, 

being a little further back, yet people can still see your eyes, your smile, feel 
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that passion and compassion in your voice, and hear you clearly with what 

you're saying. 

That becomes a great tool, but there are so many different microphones you 

can choose from on Amazon. Yeah, let's put a few in the show notes for 

people, but think about what type camera you have, because you need to be 

careful. If you're going to shoot your videos on a smartphone, you need to 

make sure that your microphone is a smartphone-type microphone, and 

there's a difference in the rings and all that. I won't go technical on you. 

Otherwise, you can get a regular one if you've got a digital SLR or a 

camcorder. Then you can look at some of the other microphones. 

Will Bachman: Cool. 

Scott Skibell: Think about your tripod. Think about your microphone, and then the third 

piece, and this was really the key for my videos, because I remember when I 

started, Will, my videos, I look back on them and I just shake my head. It's like, 

"Oh, Scott, that just sucks," but the difference that really took it to the next 

level were lights and getting a couple of soft umbrella lights, or a soft box 

lights that illuminates you and your face. Again, we almost want to be close 

enough so people can see that sparkle in our eyes. When we smile, we want 

the crow's feet. By God, I earned these crow's feet after all these years, but 

we want that authentic smile. We want them to see our eyes, and we need 

light to make that happen. It fills in the shadows. 

I will tell you, that was the number one thing that took my videos up a level 

years ago back when I first started out, and you don't have to spend a lot of 

money on just some, a lights to have in the office or something like that, or if 

you don't have lights, face the window as you shoot your video. Most people 

think, "Oh, well, I'm going to be in front of the window. I'll put the thing out 

there. The video can see the wonderful sunset. They could see the wonderful 

background, or the high rise next door." We really don't want that, because 

you get the brightness, and then it makes your face darker because it's so 

bright out the window, the camera has to adjust, but if you face the window 

and put the camera between you and the window, you get a nice, bright, 

natural light. If you don't have your own lights, face the window, and you'll get 

a much better result. 

Will Bachman: Where do you, what's your thoughts on where you should actually shoot the 

video? You see some videos, and people are doing it where they're walking 

around town, and they're holding a selfie stick, or they're just doing it outside 

somewhere. Sometimes it'll be in someone's office. Sometimes someone will 

get really professional and actually kind of do a white background or a green 

screen or something. I suppose, I imagine it does depend a little bit on the 

purpose, but for an independent professional who's, say, doing a video about 

some thought topic, something that they're expert in, do you like the ones 
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that are more, a little bit more formal, in an office, with the clean background, 

or the outdoors ones that some people are shooting? What's your thoughts 

around that? 

Scott Skibell: You know what? You mentioned this, Will, it really does depend upon the 

purpose and who the audience is. I've created videos where I've literally shot 

a couple in my car. Again, it's that personal sales video back to you. It's, "Oh, I 

just got in my car. I was thinking about you. I had to put this out while I was 

thinking about it." It's literally me in my car talking to the other person. You 

know what? There's a time and a place for that, because it doesn't have to be 

professional. This is a casual, "I'm sharing a couple of ideas with you," and 

that's fine. I do have a studio, so I do a lot of high-end corporate training work, 

and we do onboarding training and product and sales training. Yes, I've got a 

green screen, and lights, and a mounted microphone and all that, so I shoot a 

lot of my videos here in my studio, and it's easy for me to do that, but not 

everybody can do a green screen or have the room and the lights all set up for 

it where you just flip a switch. 

Think about, what does your office look like? Is your office conducive to being 

able to shoot some of these? Do you have some natural light coming in? Do 

you have room to maybe bring in a simple light? What's the background like? I 

mean, does it look like a pigsty, or does it look professional enough to where, 

yeah, I'm comfortable with people seeing what's back there and all that? Think 

about your distractions. Do you have people walking by? Could there be 

some, kind of if you've ever seen The Today Show, and they shoot outside the 

window, people holding up signs. Well, that can be kind of distracting. In public 

outside places, you lose control of the environment. People can make noises. 

They walk by. Cars can go by, so it's that trade-off. There is no one right place, 

but think about your environment. Think about your message, and then 

choose the space that's best for that. 

Will Bachman: Cool. Now, what about ... I imagine most of us are probably not going to invest 

in a teleprompter, and for me, I can remember maybe two or three points, but 

what about kind of remembering all your points that you want to say? 

Because you don't want to sit there with index cards, so how do you suggest 

people, if you're going to try to do something that's more than 30 seconds, 

how do you, what's the tips on remembering what you want to say and kind of 

speaking your script? 

Scott Skibell: Great question. This [inaudible 00:30:03] there are a couple of different 

strategies we can think about here. Okay. When it comes to remembering 

your scripts and what to say, I always start at least with an outline. Right? I do 

a lot of mind mapping and strategizing and stuff like that, so I get into like that, 

but think about your content first and foremost. What we want to do is, we 
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want these to be as short as possible. Okay? We don't want to ramble a whole 

lot. 

Will Bachman: How long, by the- 

Scott Skibell: But- 

Will Bachman: ... way? Is there like a rule on when you're sharing online video stuff? Is it one 

minute? Two minutes? Five minutes? What's the ...  

Scott Skibell: As short as possible. I hate saying that, but, I mean, we know, and you can look 

at your viewer stats on a video over time, people drop off, so you want to get 

your good stuff in there, and you got to put it up front, so the shorter, the 

better, but I also know, for us to convey certain topics, you can't always have a 

60-second video. What we need to do is, we need to structure our video, and I 

like to structure my video like this. Number one, if you have an introduction. 

Get the user's attention. What's this video about? What are they going to 

learn? Grab their attention. Interesting fact, a challenging question. Get their 

attention so they want to listen. That's number one, is the introduction. 

Number two, you might have, you know what? One, two, maybe three at the 

most, bullet points of the elements you want to talk about. Really, if you go 

beyond three key points, people are going to forget. Okay? There's a reason 

why phone numbers are chunked three three and four. Right? It's about 

chunking it. It's instructional [inaudible 00:32:01] about helping people 

remember, and the rule of three is excellent for that. You have your 

introduction, your three points, and then you have your conclusion. It's the 

bookend. It closes it, and you tell them what you want them to do. Okay? I 

introduce it, I get your attention, I have one to three points, and then I close it 

with a call to action. How do we remember all that, Will? Well, a couple of 

different strategies. Number one, you can take like those little, small little 

whiteboards. 

You can see them like at Office Depot and all that. They're probably maybe 11 

by 17, and you can just mark on it. Right? But you could put that behind the 

camera, somewhere where you can see your three points on what you might 

want to say. That'll help keep you focused a little bit. If you have more room, 

say you've got like one of those big Post-It Notes that you stick on the wall. 

They're kind of big. You see these at like seminars. Right? In training rooms. 

Will Bachman: Love those. 

Scott Skibell: That gives ... Yeah, and that gives you more space to write out your notes, so 

now you can elaborate on those three bullet points. Right? You can add in 

some of the details. You could have that behind the camera, off to the side a 

little bit, stuck on a wall to where you can see it, and you could say, "Okay, I 

can glance over, and it'll help me a little bit," but if you really want to be 

precise, and so there are times when I do training videos for my clients. 
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Will, I remember doing a HR onboarding series for a law firm. We've got this 

regional law firm. We've had to write scripts. It had to go to scripts, and I will 

tell you, there is nothing worse than sitting in a boardroom with a bunch of 

lawyers, all bickering over this HR script amongst each other. Right? But when 

it has to be precise, nothing beats a script, and that does get back to a 

teleprompter, but with a little practice, you really can get natural delivery, and 

you can use your iPhone, or an iPad, as your teleprompter. 

Will Bachman: Is there like a teleprompter app for iPads, I guess? 

Scott Skibell: Yes. It's awesome, and I will tell you that ... I mean, this is what I have to do, 

because my scripts have to go through corporate. Sometimes they have to go 

through legal, they have to go to marketing, so people have to approve 

everything that I'm saying. Then I can take the iPad, and I can put it behind the 

camera, and I can literally read my words right off the teleprompter. 

Will Bachman: I guess you sort of adjust the speed that it kind of scrolls through stuff, so that 

it matches the rhythm of your voice? 

Scott Skibell: Absolutely. 

Will Bachman: Is there a teleprompter app that you recommend? 

Scott Skibell: I like Teleprompter Pro. 

Will Bachman: Awesome. 

Scott Skibell: Then there's another one, Smart Prompt. If you are using your iPhone, if 

you're shooting with an iPhone or an Android device, teleprompter, Smart 

Prompt is the second one, will roll and scroll the words on your screen while, 

so you can read it while shooting your video from the front-facing camera. 

Will Bachman: That's awesome. 

Scott Skibell: It is awesome. The value, the real benefit here is, is that we're able to think 

about what we want to say, how we want to say it. We're able to put our 

message together and write it out. Here's the benefit of using a teleprompter. 

Even if you're just using your phone or your iPad, whatever, is when we try to 

think about our words on the fly, we literally, we get more of the ums and ahs. 

Right? We literally start thinking about what we're going to say in our head 

instead of saying it, coming from our heart. 

Will Bachman: All those verbal tics, absolutely. 

Scott Skibell: Absolutely, so what we want to do is, if we can get rid of all that, write out 

what you want to say. Here's another trick. Just record your introduction 

until you get it right. Record your introduction three, four times. It doesn't 

matter, because you can go in, and then you can cut it out, right, and only take 

the piece that you thought was the best. 
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Will Bachman: Yeah, and in your course, I remember, your suggestion is, just keep the darn 

video rolling, because it's easier to edit it out from one long video where you 

taken ... Don't take sort of multiple takes, multiple, because then you're just 

going to have to splice them all together. 

Scott Skibell: Oh, and it's awful. It's such a pain. It is so much easier to say, to do your 

recording ... I've got a great introduction. I'm going to record that three times, 

and out of those three, one of them, I hope, is a keeper. Right? Then all I have 

to do is cut the other ones, and then I go into chunk number one, so I do my 

introduction, I go to point number one, and I might record that a couple of 

times, and then I go on point two, and you keep doing that. Then all you have 

to do is start cutting out the stuff that didn't make the cut, I guess pun 

intended, and just start cutting everything out, and now you've got a good, 

solid delivery on all those. 

The other thing that you can do when you, if you do write a script, is that the 

average person will speak about 140 words per minute. Some people speak 

faster, some slower, but if you write your script, introduction, body, 

conclusion, and you've got, say, 280 words, well, you know you've got about a 

two-minute video. Depending upon your audience, depending upon your 

intent and what you're looking to do, you know that the words can be precise, 

your message is on point, you look like you know what the heck you're talking 

about, so even when I do product, or training, or some HR stuff for lawyers, or 

systems training, I don't know the system, per se, but it sure does look like you 

do. 

Think about that. There are some real advantages to doing that, but I always 

say, if you're going to talk off the cuff without a prompter, the key to make this 

really work is, you got to talk from your heart. You got to talk about what you 

truly feel and believe, and I remember I was working with executives one time, 

and, Will, this was funny. We had three executives. We had one guy who was, 

the product manager, and engineer, and all that. Man, he started talking, I just 

wanted to shoot myself. Right? I mean, it was so dry, so boring, and I was like, 

"Oh, man." 

Guy number two, great guy, marketing guy. Right? Will, he had all of his notes. 

He started going through his script. He's reading it, and he's got his pacing 

down, he's got his voice inflection. He's all excited and all this, but I'll tell you, 

something was missing with his. Then the third guy was the operations guy. 

Great guy. Big Irish guy. We started talking, and we were recording some of 

his stuff, and he just couldn't get his words out. See, he knew so many people 

were going to be listening to this, and he got hung up on trying to get his 

words right. 

Will, he finally just lost it. He ... I mean, I'm talking F-bombs, GD-bombs. He 

lost his you-know-what, because he couldn't get it out, and I said, I won't say 
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his name, but I said, "Hey, listen, do me a favor." Everybody else left, and I said, 

"Just talk to me from your heart. Why do you believe in this?" Will, he started 

talking, and you could feel the passion in his voice. I mean, you felt this guy. 

Did he have some ums and ahs? Well, hell yeah, we all do, but when we put all 

three of these together, he was, by far and away, the most convincing, the 

most persuasive, the most passionate leader on that team, because he spoke 

from his heart above all else. 

Will Bachman: That's an awesome story. It almost sounded like a setup, Scott, like, "A 

product guy, a marketing guy, an ops guy walk into a video recording studio." 

Scott Skibell: "They walk into a bar." 

Will Bachman: Right. Let's talk about the, so for this audience, for audience of Unleashed, 

most of us are independent professionals, and we're not selling, probably, a 

product, physical product, so some people ... Let's talk about the categories of 

videos that someone might want to make. I imagine that there's one class that 

is about my firm, or about the service line, but then there's another class 

which is more sort of knowledge ... Almost the kind of thing you'd put into a 

blog post, like, "Hey, here's a thought. Here's an idea for you." Talk to me 

about the types of videos that you think work well for independent 

professionals, or for consultants, for professional services. 

Scott Skibell: Well, you've heard me mention it several times already, Will, and that's 

personal sales video. That one-on-one video to the person you met, your 

customer, your client, your prospect, that really puts them on a pedestal to 

say, "I was thinking about you. I've got some ideas for you." By far and away, 

the number one most effective video that will close sales, shorten sales cycles 

for you and close business for you, so that's number one, but what are some of 

the other ones? Well, I really like some of these industry, thought 

leadership-type presentations. You've got management consultants, you've 

got finance consultants listening here. What are some of the ideas out there? 

What's going on in your industry? 

Share your perspective. That's why I say some of these, they're not 60, 

90-second videos. Right? We know these are longer videos because you're 

conveying more complex topics, but putting your thought leadership 

presentations out there, and you can combine your delivery with your 

PowerPoint or your Keynote presentation. Right? You can combine the two, 

so it's not just you talking on camera the whole time, but share those ideas. 

That, I think, is a great type of video, thought leadership. 

A third type, how-to videos. How do you do something? If you think about 

what people are going to YouTube for, if I want to fix my dryer and it's not 

drying anymore, by God, I can go to YouTube and find a video on how to fix it. 

That blows my mind. That is so freaking cool, but if I'm wanting to learn 

something about a new finance technique, or if I wanted to learn about new 
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ideas that are truly shaping the world, or new financing mechanisms, I want to 

learn about that, well, if I google it, I might come across your video. 

How-to type videos, you get into your thought leadership, or your industry 

thought leadership, you get a little more tactical on your how-to element, so 

that comes into play. I'll kind of skip over product demos, obviously. That 

would be almost a no-brainer on some of that, but think about frequently 

asked questions. What are people asking you about? When you meet people 

or they come to your website, what are those common questions you get 

asked all the time? Think about those questions. Think about, what are people 

searching for? What is your potential customer searching for? What are their 

key words? What type things are they looking for? I've created video around 

that. 

Then you can get into your people videos about who might be on your team, 

but I know we got a lot more independent people here. It might be about you. 

It might be ... Obviously, I do a lot of company training videos, but you could 

have some of the onboarding videos for people you work with. Right? If you've 

subbed things out, what's that process like? You might have some videos 

around that, and then let's wrap it up with customer testimonials, because the 

customer testimonial gets right back into Robert Cialdini's piece about social 

proof. If you have high-powered, influential people, particularly if other 

people recognize them, that customer testimonial is the social proof you're 

looking for. Those are some different types of videos I think would be great on 

everybody's website. 

Will Bachman: Yeah. As you were talking, it occurred to me, we're mostly talking about kind 

of the marketing piece, but for a lot of people, they could also incorporate this 

work into the actual consulting project itself. Right? To really, if you're doing a 

presentation, instead of just PowerPoint by itself, if you are going to, if you are 

visiting a plant or interviewing people, then incorporating some video in your 

presentation, in an actual consulting work product, could be super, super 

powerful. 

Scott Skibell: Absolutely. Bring other people into your videos. Let them talk about some 

things. A great way to break up all of it. It's also just a great way to 

communicate your updates. Right? As we do projects, and we're all doing 

projects, being able to communicate our status update and share that back 

with the stakeholders becomes very powerful. Again, not to sell, but for them 

to see our eyes, our smile, to hear what we're saying in our voice and how we 

say it becomes very influential, so, yeah, I highly recommend those. It's a lot of 

fun to do. You will get some wows out of it. 

Will Bachman: That's very cool. Scott, any ... I'm always curious to ask guests if they have any 

kind of morning routine or productivity routine, morning or evening, or, really, 

any time throughout the day, that you found really works well for you. 
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Scott Skibell: I will say the big one for me, and I alluded to it earlier, is mind mapping. I get up 

early, Will, so 3:00 is not unusual for me. Okay? I'm creative in the morning. 

You get your coffee. The house is quiet. You can literally sit down, and the 

juices start flowing, and I get all these wonderful ideas, but to organize it, I go 

back to mind mapping, and I'll start jamming out ideas into a mind map. You 

could use whatever tool you want. I use iThoughtsX on my Mac. You could use 

MindMeister, Mindjet. There are all sorts of different tools, but I get my ideas 

out there, and then I can reorganize the pieces, and I can drag things around, 

and I can see new relationships, and I can set it aside, come back to it a few 

days later, and it inspires me with more ideas, and I can add to it, and I can put 

my hyperlinks in there. I can link to elements I have in Evernote. 

I can link to different websites, but it allows me to organize my thoughts all in 

one place. From there, it also becomes very easy to start drafting my script. I 

know where my introduction is. I can talk about these three points, add, move 

some chunks around. Here's some three points I want to talk about. Here's 

my conclusion. Oh, and I got all this stuff left over? There's another video. 

Will Bachman: That's awesome. 

Scott Skibell: Mind mapping would be, yeah, would definitely be my secret tool. 

Will Bachman: Scott, where can people find you online, website, and the course that you 

offer? Where do you want to point people to? 

Scott Skibell: The easiest way to find me, first of all, you can find me on LinkedIn. That's how 

you found me. Lots of people do. My name is Scott Skibell, so it's S-K-I, B as in 

boy, E-L-L. LinkedIn is great, but my website is skillcasting.com. If you go to 

SkillCasting, yes, I've got a couple of different courses. Again, I do corporate 

stuff and all that, but I've got a couple of courses if people are interested to 

learn how to edit, you want to get into the details of it, I'm happy to share, but 

yeah, between LinkedIn and skillcasting.com, best way to reach me. 

Will Bachman: Yeah, and I took the course. I thought it was awesome, and- 

Scott Skibell: Well, thank you. 

Will Bachman: ... so for listeners who are saying, "Well, I need, actually, a bigger project," you 

can reach Scott and talk about getting his actual help on an effort. Scott, this 

was fantastic. Thanks so much for taking time out to be on the show. 

Scott Skibell: Will, thank you. Had a great time. 
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