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MAKE EVERY 
FRAME COUNT 

 

Fantasmagorical video tips to 

market your product or service
 

Gary Hegedus Productions 

www.ghproductions.com.au  

gary@ghproductions.com.au 

With a career in engineering, sales, marketing  and photography, and over 10 years as a 

professional filmmaker, allow me to help navigate your way to creating video content to get your 

message to impact your marketplace.  

Considering shooting your own footage or employing a professional, this e -book provides a simple, 

effective practical way to get the biggest bang for your video buck.  

Happy shooting  

 

Copyright ©  2012 Gary Hegedus Productions 2010  
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1)  Be clear as 

to what your core message to the viewer shall 

be. Don't use the shotgun approach to cover 

all and everything you or your organisation 

can do for the customer. Pick perhaps three 

key ideas that will provide the viewer with a 

clear vision of your product or service. I find 

presenters sometimes want to make 

comparisons with competitors; try and steer 

clear of this as it often sounds negative, and 

sometimes even wilful. Stay positive and 

make it sound obvious that you are the 

organisation or product of choice.  

2) Get to 

the message quickly. The 

sooner you can get the core elements of 

your pitch to the viewer the longer they 

will be inclined to view the video. Try 

not to simply thread together a list of 

statements or ideas about your 

product.. It is always best to lead the 

viewer through a logical set of ideas or 

story. This keeps the viewer engaged 

till the final frame. Give them ideas 

and interesting visuals along the way 

to keep them engaged.  

3) 3) Use the 'WIFM' [What's In 

It For Me] principle. Provide the 

viewer with clear advantages on using 

your product or service.  Discuss  

features, benefits, special deals, or 

maybe the uniqueness of your product. 

Give them something to..  

get excited about.  

4) Then what? or  the ' The Call to Action". 

When the viewer has seen and heard your 

video you need them to act on your message. 

Give them the impetus to take the next step. 

Be it 'press the Contact Us button", or say 

"give us a call" or ...invite them to "visit .." or 

any number of actions to lead  the customer 

towards your product or service.  

The very first thing I try and 

encourage customers to do is to 

consider their target market viewer 

and/or the marketplace. Remember 

your footage is like a big billboard, 

so choose your target carefully and 

determine what your  message is 

meticulously.  

Here are three points to consider: 
 

 

(1) what ' s your core business ?  

(2) What ' s your key message,?  

         ...and most importantly ..  

(3) remember ñit ' s not about you   

(4) Then what?  - more commonly, known as 

the ' call to action '   Let me address these:  

Pre Production.  

"Measure twice cut once" 
What to say?  
plan your pitch  
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The shorter you can make your video the 

better the chance that the viewer sticking 

with it all the way to the end and less 

demand on computer and network.  

 

Again, once having 

decided the length of 

your video it really 

is only a target and 

should your dialogue 

fall short or exceed 

the target time it's 

not critical òprovided 

your message is 

articulated well and 

hits your target 

audience.ó  

How long is that piece of string?  

Once you have decided on your pitch, the 

second consideration to planning is how 

long? On many occasions I've had customers 

come to me with a preconception that the 

video should be no longer than 10, 15 or 

even 20 minutes. After a short 

conversation and showing them a 

few examples of other people's 

videos were usually settle on 

something between 30 seconds to 

five minutes, more often than not 

usually around 90 secs -3 min.  

Depending on which text you 

read the claim varies with regard 

to people's attention span. Some 

say 90 seconds some say three 

minutes some seven minutes. 

The fact of the matter is, and I 

hope you would agree, that the 

shorter you can make your 

message the better chance you 

have of getting your full 

message across to the viewer. 

That's not to say that you need 

to speak quickly or try and 

cover off on many points with 

as few a words as possible. 

..be concise 

One very important consideration is that, 

although many people now have broadband and adequate 

download limits, the hard and fast rule applies that: the longer 

the video the greater the demand on bandwidth, computer speed, 

and video quality.  

A good rule of thumb would be: 
 

15-30 seconds for an advertisement style 

presentation or high impact dialogue. 
 

30 to 90 seconds for a promotional video. And 

somewhere between 90 seconds in five minutes 

for an informative promotional video. 
 


