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The power of website video is undisputed. But a quick glance round planner sites suggests few are 

taking advantage of this highly visual, high impact medium. 

Planning is as much about relationships and trust as it is about achieving financial goals, according to 

i-Impact’s Claudio Pannunzio, and it’s this emotional component that makes a personalised video 

work. 

"Video is rapidly replacing not just audio but the written word too – images can be a powerful tool for 

financial advisers to establish and maintain trust and confidence,” he said. 

According to eMarketer.com, 76% of internet audiences, or roughly 196m people, will be viewing 

video online on a regular basis by 2015. Pannunzio said as prevalent as the written word is, videos 

are more powerful than words because people think visually. 

“When we read, our minds convert printed scribbles into visual images that we encode with emotion, 

and retain.  When information comes directly in the form of an image rather than words, our minds 

can grasp more and make more connections because it’s not doing any word-image translation,” he 

said. 

Pannunzio said having a video on a website enables planners to appeal to the visual and emotional 

part of clients' brains, and better facilitate understanding of concepts surrounding money, investments 

and risk protection. "Video establishes an emotional bond that even the best-written material cannot 

achieve," he said. 

Research conducted by YouOn TV – a global new media and IT company – showed web surfers spent 

48 seconds on average on a specific website. However, when a site featured a video, the average time 

spent jumped to 5.5 minutes - 5.33 times longer . 

Pannunzio said video was an easy and cost-effective tool that effectively increased face time with 

clients and added a personal touch to client relationships. 

“Complementing print with video enables planners to enhance the perception of their expertise, 

extend their brand, foster trust among clients and prospects, and differentiate their firm in the 

marketplace,” he said. 

 


