
The Rise of Video 
as a Sales and 
CX Differentiator

Video calling is 
the new norm in 
communications

Introducing

Video is highly 
effective in sales 
and customer 
support

Put our expertise 
to work for you

TP Live: A framework 
for sales done right

increase in sales 
conversions
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more 
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Consumers’ #1
favorite type of content from brands on social media 
is video (Animoto)

For 81% 
of marketers, video has helped directly increase sales 
(Wyzowl)

300% 
growth in the preference for video chat since the 
start of the pandemic (Business Wire)

82% of all consumer
internet traffic by the end of the 

year will be videos (Cisco) 

The  primary  form of
media used in content marketing 

is video. (HubSpot)

Mobile video
consumption has increased 17- fold 

since 2012. (Cisco)

93% of consumers find
videos helpful when purchasing 

a product (Animoto)

Consumers prefer
video over texts and photos when learning 
about a new product or service. (Animoto)

Organizations are increasingly adopting 
video chat in the post-pandemic era to 
keep customers engaged.

Video-specific 
onboarding, 
training, and 
certification

Proper expectation setting 

Professionalism training 

Workspace assessments 

Readiness certification

Objection handling training 

Quality assurance validation

TP Live is the digitally 
advanced way to sell.

With more than 3,000 video sales experts, 
Teleperformance clients are seeing real results.

Why Video?

44%

53 %

60%

3 2% 3 3 %

42%

54 %
55%

60%

70%

48%

41 %

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

Frequency of using 

Video Chat
January 2020

August 2020

Total APAC LATAM N. America UK EMEA

An integrated part of
the omnichannel
customer journey

that can be initiated
from any channel.

High-quality visual
engagement to gauge

non-verbal
communication during
more complex sales.

Elevate your brand by
providing premium
customer support

before, during, and after
the point of sale.

Engage with customers
in real time to provide

remote diagnostics and
troubleshooting support

for faster resolutions.

Hire Right 
Targeted selection that best 

fits the business objectives

Overall assessment

Govern Right 
Regular meetinngs for the 

team to get into a daily, 

weekly and monthly rhythm, 

eliminating distraction and 

duplication of efforts

Motivate Right 
A combination of a monthly 

bonus focused on productivity 

and quality and a quarterly 

commission plan to reward 

top performers

Train Right 
Training/reskilling program

Top Contact Driver 

Needs-based refresher

Be camera-ready

Empower Right 
Automation, analytics and 

real-time decision-making 

support tools for better 

productivity

Transform Right 
Development path to ensure 

role excellence

Talent development and 

readiness for senior and

managerial roles
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