
 
 
 
 
 
 
 
 
 

How Personalized Video Outreach Can 
Revolutionize Engagement in Fintech 
Sales 
 
 
Fintech companies are in a constant race for attention. With inboxes flooded and traditional 
outreach losing its edge, personalization isn’t just a “nice to have” — it’s a lifeline. What better 
way to stand out than by putting a human face to your message? Personalized video outreach 
is gaining steam because it brings back the conversation that cold outreach somehow lost along 
the way. And in fintech — where trust, clarity, and timing all matter — video just hits differently. 
 
 
This post will unpack exactly why personalized videos work in fintech sales, how to use them 
throughout the buyer journey, and what tools and tactics actually get replies. We’ll walk through 
real-world examples, best practices, and show you how to scale your outreach without losing 
the personal touch. 
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Why Video Matters in Fintech Sales 
 
 
Fintech buyers are analytical, cautious, and busy. They’re bombarded with hundreds of 
AI-generated emails, generic LinkedIn DMs, and scripted cold calls. Standing out requires more 
than a catchy subject line — it requires a human connection. That’s where video comes in. 
 
 
According to Gong.io, personalized video messages increase reply rates by over 26%. It’s not 
just about novelty — it’s about clarity and trust. Fintech buyers want to see who's speaking to 
them, assess credibility visually, and understand complex products in a simple, visual format. 

https://www.gong.io/blog/video-in-sales-outreach/


 
Watch this breakdown of how video helps sales reps build instant rapport. 
 
 
Whether you're explaining a loan management API, introducing a new crypto wallet, or selling 
compliance software, personalized videos do what no text email can do — they build trust 
quickly. 

https://youtu.be/1sNwcYV2s5w


 
 
 

Understanding the Power of Personalization 
 
Video works — but personalization is what makes it land. 
 
 
Personalized video refers to content recorded and tailored for a specific person. It might include 
their name, company, use case, or recent activity. According to Sendspark, videos personalized 
even just with the recipient’s name see a 3x increase in click-through rates compared to generic 
ones. 
 
Let’s look at a few real-world examples: 
 
 

●​ Case 1 — Fintech SaaS lead gen platform: Instead of sending a cold email, the rep 
records a 60-second video referencing the prospect’s recent Series A funding round. The 
video walks them through how their tool can help scale their outbound team and closes 
with a Calendly link. 
 

●​ Case 2 — Financial compliance software: The salesperson opens with “Hi James, 
noticed your team at Acme Finance just hired three analysts—congrats!” before pitching 
onboarding automation benefits in under 90 seconds. 

 
 
By addressing something unique, you’re signaling effort — and that changes the response 
dynamic completely. 
 
Want to know more about striking scripts? Check out this B2B marketer’s guide to great video 
scripts. 
 

Tactical Ways to Use Video in the Sales Cycle 
1. Initial Outbound Prospecting 

 
Video shines in cold outreach — especially when paired with a strong subject line and 
thumbnail. For example: “James — quick way to reduce underwriting time” with a smiling face 
thumbnail and your name on a virtual whiteboard. That alone increases curiosity and reply 
rates. 
 
 

https://blog.sendspark.com/personalized-video
https://blog.sendspark.com/b2b-marketers-guide-to-writing-a-great-video-script
https://blog.sendspark.com/b2b-marketers-guide-to-writing-a-great-video-script


 

2. Follow-up After No Response 

 
If your last message was ghosted, a personalized video can reignite the conversation. A short 
video that pares down your product into a single pain point — like “automate QBR generation in 
two clicks” — is often all it takes to earn a reply. Need help here? See how to use video for 
follow-ups. 
 
 

3. Mid-Funnel Education 

 
Videos can explain your product far better than PDFs. A 2-minute walkthrough showing exactly 
how your solution handles compliance checks or loan approvals is immensely more effective 
than sending over a slide deck. Bonus: include team intros to build rapport. 
 

4. Closing the Deal 

Video proposals give you a chance to connect the dots — “Here’s the plan we created for your 
team at FinPro.” This makes deals personal and keeps champions energized internally. Check 
out how Qwilr used Sendspark to support final-stage deals in this case study. 
 

5. Post-Sale Video Onboarding 

After the contract’s signed, personalized welcome videos from the CSM or founder reinforce 
buyer confidence and reduce churn. See more about the right video types for onboarding. 
 
 

Scaling Video Without Losing Personal Touch 
 
Personalized video sounds time-consuming, but it doesn’t have to be. Here’s how teams scale it 
efficiently: 
 
Use Dynamic Variables 

With tools like Sendspark, you can create one video and personalize parts like the recipient’s 
name, company, or logo automatically. This keeps the soul of personalization without needing 
hundreds of recordings. 
 
 

https://blog.sendspark.com/how-to-use-video-for-follow-ups
https://blog.sendspark.com/how-to-use-video-for-follow-ups
https://www.sendspark.com/case-study/qwilr
https://blog.sendspark.com/6-video-types-to-include-in-your-customer-onboarding


 

AI Video Templates 

 
AI can write custom scripts tailored to your contacts or even generate animated avatars if you’re 
camera-shy. These AI video templates speed up production while keeping videos fresh and 
targeted. 
 

Tooling + Video at Scale 

Sendspark users can connect to HubSpot or Outreach to send personalized videos directly at 
scale. No messy downloads or uploads – just one click and send. Interested? Look at how 
Sendspark integrates with CRM tools right here. 
 
 

Choosing the Right Platform for Video Outreach 
 
There’s no shortage of video tools, but most weren’t built for personalized B2B outreach. That’s 
why fintech sales teams turn to Sendspark, repeatedly chosen over tools like Loom and 
BombBomb for performance you can measure. 
 
See how Sendspark stacks up against Loom and why it’s better suited for outbound sales 
messaging with smart automation, branding tools, and dynamic personalization features. 
 
Features that matter in fintech sales: 
 

●​ Custom intro/outro screens 
●​ Clickable CTAs embedded in the video 
●​ CNAME video whitelabeling 
●​ Analytics for views, CTA clicks, and replies 

 
Sendspark helps GTM teams in finance craft messages that are attention-grabbing, scalable, 
and actually watched. Explore pricing for your team here. 
 

Wrapping Up and Next Steps 
 
Fintech is competitive, complex, and trust-driven — which is exactly why personalized video 
works so well. It’s personal, visual, and can simplify tough-to-explain products better than any 
deck or PDF. If you’re looking for a way to break past silence and connect with your prospects, 
video should be high on your radar. 
 
The good news? It’s easier than ever to start — and scale — personalized video outreach using 

https://blog.sendspark.com/ai-video-templates
https://blog.sendspark.com/send-personalized-videos-at-scale-in-hubspot
https://blog.sendspark.com/sendspark-vs-loom
https://www.sendspark.com/pricing


tools like Sendspark. 
 
 
Try Sendspark today and create your first personalized fintech outreach video in under 3 
minutes. 
 
 
 
 

https://www.sendspark.com
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