
  

 
 

HOW TO SCRIPT A VIDEO AD 
 

Dan Holloway’s tips: 

This format is best suited for telling a story, as opposed to a hard sell. It is in line with 
Justin Woolf’s Elite Influencer workshop training for telling a story: 

 

1. Qualification (get rid of people who aren’t interested in online business) 
 
This is an important first step as you can filter out unqualified people in the 
first few seconds of the video. This ensures that only people interested in an 
online business continue watching your ad and hopefully click through. So it is 
good practice to mention an online/internet/digital business early in your ad. 
 

2. Pains/problems 

This is where you pinpoint those exact pains as part of your circumstances. 
This may be something like “little time with my son” / “felt imprisoned at work 
and stagnated” / “health problems from continuing in my job” / “unable to pay 
medical bills for my family member” 

 
3. Epiphany (I realised that nothing would change if I continued the same path) 

 
This is your ‘line in the sand’ moment. The point at which you realise that 
something must change in your life otherwise you will be frustrated forever. 
For example, “my children don’t talk to me anymore, and so I knew I had to do 
something” / “I was becoming angry and closed off from everyone and started 
drinking heavily”. 
 

4. What you tried already that didn’t work 

Here you talk about other things you tried that didn’t work out, i.e. a bricks and 
mortar business, day trading, MLM, a new job, etc. 
 

5. Solution that did work  
 
For example, learning about affiliate marketing and e-commerce – and the 
benefits that brings. 
(Try and include a Call-to-action here if possible) 
 

6. Result  
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Talk about how life has changed for the better. You may feel like you have 
nothing to say because you’re not yet earning $000s. If you are, then great!  
But best not to talk about the money anyway.  
Highlight that you are on your journey to creating the life that you desire, and 
you have made A, B and C shifts in your life, and have noticed X, Y and Z. 
Maybe mention that you wish to share the same training with others. 
 

7. Objections / limiting beliefs (and how I overcame it…’I was sceptical at first’..) 
 
Put yourself in the shoes of people watching your ad. What things could they 
be sceptical about when they watch your video and what you are offering? 
Or perhaps think back to when you watched ad for the SFM. What were your 
objections or limiting beliefs. For example, no time, too good to be true, no 
product or technical skills, etc.  
Address these objections in your ad and relate to your audience in terms of 
what they could be thinking. 
 

8. Call to action 

 

Ryan Deiss’s 12-Step Sales Video Template: 

This format is effective and best suited for selling tangible products, but can be 
applied to promotion of services: 

 

1. Get their attention (proof, story, question, promise, pattern-interrupt) 
 

2. Identify the Problem 
 

3. Aggravate the Problem (facts, examples etc) 
 

4. Present the Solution 
 

5. Establish Authority (provide examples of credibility) 
 

6. Explain How It Works 
 

7. Make Your Offer (CTA #1) 
 

8. Give a Guarantee 
 

9. Make Your Offer Again (CTA #2) 
 

10. Give a Warning (scarcity or reminder of the cost of doing nothing) 
 

11. Make a Final Offer (CTA #3) 
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12. Testimonials 
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