


Introduction

“People have moved to a new normal. How do you 
communicate as a sales guy or marketing person? How 
do you reach out to buyers and empathize with them? 
Video and interactive content can help you do both.”

— KARTHI MARIAPPAN, HIPPOVIDEO 
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Giving Buyers Choice Through Interactivity 
Increases Engagement

“The advantage of interactive content is that it 
requires audience participation. If the user is now 

required to be part of the content, you’ve got a more 
engaged audience.”

— MATT HEINZ, HEINZ MARKETING
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Personalized Content Amplifies Relationships 
With Target Accounts

If you take that personalized approach, focusing on 
buyer, industry or individual company, you can curate 
relevant resources and customize elements to make 

your buyers feel seen and understood.
— ALICIA ESPOSITO, CONTENT4DEMAND



Freshworks

3X increase in their response rates, 66% increase in the number 
of leads from the target accounts and 40% shorter sales cycle.

How Freshworks Increased Response Rates By 
3X & Achieved A 40% Shorter Sales Cycle With 

Personalized Videos 
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LinkedIn Live

CMO Co�ee Talk Series 6sense
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Simplified Video & Interactive Content Is More 
E�ective And Genuine
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Conclusion

“For videos, that usually means shorter stories told at 
a high level. For interactive, it’s a story with multiple 

layers where visual elements and movement can 
bring the layers together into a single thread. In the 

buyer stage because any format can be interactive.”
— TONYA VINAS, CONTENT4DEMAND
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