ROI: Web Video sells. Even if customers don’t watch it!

Video. You need it; customers want it; and boy is it useful.

Studies and statistics continue to show that using video on your website not only improves online visibility and adds to your company’s credibility, but it also engages customers in a way that increases conversions. In fact, recent case studies by Treepodia show that videos help sell products even when customers don’t watch them. Shoppers who viewed the videos were MORE likely to buy than those who did not view, but -based on multivariate testing- visitors who did NOT watch the videos converted at a significantly higher rate than those who saw the same product page without the option for video viewing. This gets back to the credibility benefit. Customers assume that if you believe in your product or service enough to show it in detail and explain it thoroughly, then you have nothing to hide and it must be “good”. (This is another reason why good website design is important. Having a beautiful and easy to use website makes it look like you invested in that asset and to do that you must be doing alright- you look more legitimate. Video is an added asset. Its comforting.)

When it comes to actually surfacing your video on your website, you can either link to the video hosted elsewhere (a dedicated video page, a 3rd party like, Youtube, etc) or you can actually embed the video on that product’s page so viewers simply hit “Play”. Mark Robertson, the Founder and Creator of REELSEO references Treepodia in saying “If you add a simple link to video from any given product page, you can expect something between a 5%-15% video view rate, while a video player embedded on the same page will deliver a view rate ranging from 10%-35%.”

But don’t limit yourself to simply product videos! There are lots of benefits to having videos on and off-site about your company.
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