
 

How to Run Engaging Webinars 
30 day plan to Engage, Entertain, Educate 

and motivate attendees to act  

#runawebinar 



Today we’ll be discussing 

 

 • Days 1-24:  Planning and Promoting  

 

• Day 25:  Broadcast day 

 

• Days 26-30:  Follow-up Process   
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#runawebinar 



 

Planning and Promoting: 

Days 1- 24     
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Day 1:   Is a webinar the right tool for your message? 

 

Day 2-5:  Is there an audience that will attend? 

 

Day 5 to 10:  Logistics and tools  

 

Day 10 to 15:  Promotion of your webinar 

 

Day 15 to 22:  Size up registrants profile and interests 

 

Day 23 & 24:  Mission ready check list 

 



Day 1: Is a webinar the right tool? 

Specific techniques 

Concepts & higher thinking 

Engaged audience with questions 
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Is your topic right for a 45 minute webinar? 

Yes 



Day 1: Is a webinar the right tool? 

General data 

Audience is not tech savvy 

Extremely detail and heavy data 
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Is your topic right for a 45 minute webinar? 

No 



Day 1: Is a webinar the right tool? 
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Yes No REMEMBER:  
This is not about 

you, but about what 

you know and how 

the attendee can 

walk away with 

something tangible 

to apply today.  



Day 1: Is a webinar the right tool? 
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Be specific about 

the topic/content 

Set realistic expectations 

Lead nurture tool 

and not a direct 

sales tool 

Know the # of 

attendees you want 

Aim to measure 

satisfaction 



Day 1-5: Is there an audience who will attend? 
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 Stage of sales cycle 

 Model of current successful 

customers 

 Size does not always equal 

success 

 Are they willing to attend? 

Day 2-5: Is there an audience who will attend? 
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Day 2-5: Is there an audience who will attend? 

Why would that audience attend? 
 

 Hot topic 
 

 Pain point 
 

 Research 
 

 Easy way to get information 



Day 2-5: Is there an audience who will attend? 
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REMEMBER: 
Make sure your 

webinar objective 

matches the 

audience’s 

motivation 

 



Day 5-10: Logistics of the webinar 
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cost per attendee time and date audio options registration 



Day 5-10: Logistics of the webinar 

Time and Date 

 What works for your audience? 

 No: Monday morning or Friday 

afternoon 

 How many time zones will you reach? 

(US only) 

− 2PM and 11AM Eastern  

− 3PM or 4PM Eastern 
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time and date 



Day 5-10: Logistics of the webinar 

Cost Per Attendee 

 Often as low as $.02 an attendee 

 Varies depending on data and 

audio choices 

 Size of audience matters 
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cost per attendee 



Day 5-10: Logistics of the webinar 

Copyright © 2012 Constant Contact, Inc. 14 

audio options 

Audio Options 

 Phone, VoIP, or both?  

 Connection speed 

 Comfort with technology 



Day 5-10: Logistics of the webinar 
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Registration 

 Keep it short 

 Ideas for content 

 Learn more about your audience 

registration 



Day 5-10: Picking the right tool 

PC and Mac compatible 

 

Chat 

 

Share slides/screen 

 

Streaming video for host 
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What functions do you need to keep the audience engaged? 

 

 Audience interaction 

 

Audience control 

 

Meeting recording 

 

Meeting analytics 

 

 

 



promote and 
motivate 
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Day 10 to 15: Promoting your webinar 



Day 10 to 15: Promoting your webinar 

Promotion starts with the right title and description 

 

Copyright © 2012 Constant Contact, Inc. 18 

Examples of Power Words: 

 

Learn, master, buzz, develop, hands on, real world, market proven, 

secret (little known) system, new, power, immediate, insider you , 

results, discover, walk away 

 



Day 10 to 15: Promoting your webinar 

 Segment by interests 
 

 

 Stage your send in smart 

segments 

 

 Design your invitation for impact 
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http:www.meetingburner.co

m.21328995460 

Start with your email readers- let them start the buzz!  



Day 5-10: Logistics of the webinar 
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Total cost for this webinar? $117.00. A bargain compared to what you’ll 
learn and walk away with on the way to becoming an expert in your field. 

REGISTER NOW 

“Your webinar was fantastic! Packed with great advice, examples 
and presented in a way that made it feel doable.” 
Tina Cinocotti 
Funding Change Consulting 

“How to be a Leading Expert” 
Wednesday, March 28, 2PM (Eastern) 



Day 10 to 15: Promoting your webinar 
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Ask your readers to share! 

Ask the reader to share 

Include a Forward to a 

Friend button 

Encourage them to Like 

and Post 

Get them to Retweet 

Utilize online 

communities 

Don’t forget to say 

please 

http://www.google.com/imgres?imgurl=http://www.textually.org/tv/archives/2010/06/07/facebook-logo.png&imgrefurl=http://www.textually.org/tv/archives/cat_youtube.html&usg=__NH5Bo4NRihOMyiQOPVmsfSWw0bQ=&h=256&w=256&sz=23&hl=en&start=4&itbs=1&tbnid=KFICJaE2iv0AvM:&tbnh=111&tbnw=111&prev=/images?q=facebook+logo&hl=en&gbv=2&tbs=isch:1
http://www.google.com/imgres?imgurl=http://www.textually.org/tv/archives/2010/06/07/facebook-logo.png&imgrefurl=http://www.textually.org/tv/archives/cat_youtube.html&usg=__NH5Bo4NRihOMyiQOPVmsfSWw0bQ=&h=256&w=256&sz=23&hl=en&start=4&itbs=1&tbnid=KFICJaE2iv0AvM:&tbnh=111&tbnw=111&prev=/images?q=facebook+logo&hl=en&gbv=2&tbs=isch:1
http://www.google.com/imgres?imgurl=http://www.textually.org/tv/archives/2010/06/07/facebook-logo.png&imgrefurl=http://www.textually.org/tv/archives/cat_youtube.html&usg=__NH5Bo4NRihOMyiQOPVmsfSWw0bQ=&h=256&w=256&sz=23&hl=en&start=4&itbs=1&tbnid=KFICJaE2iv0AvM:&tbnh=111&tbnw=111&prev=/images?q=facebook+logo&hl=en&gbv=2&tbs=isch:1
http://www.google.com/imgres?imgurl=http://www.textually.org/tv/archives/2010/06/07/facebook-logo.png&imgrefurl=http://www.textually.org/tv/archives/cat_youtube.html&usg=__NH5Bo4NRihOMyiQOPVmsfSWw0bQ=&h=256&w=256&sz=23&hl=en&start=4&itbs=1&tbnid=KFICJaE2iv0AvM:&tbnh=111&tbnw=111&prev=/images?q=facebook+logo&hl=en&gbv=2&tbs=isch:1
http://www.google.com/imgres?imgurl=http://www.textually.org/tv/archives/2010/06/07/facebook-logo.png&imgrefurl=http://www.textually.org/tv/archives/cat_youtube.html&usg=__NH5Bo4NRihOMyiQOPVmsfSWw0bQ=&h=256&w=256&sz=23&hl=en&start=4&itbs=1&tbnid=KFICJaE2iv0AvM:&tbnh=111&tbnw=111&prev=/images?q=facebook+logo&hl=en&gbv=2&tbs=isch:1
http://www.google.com/imgres?imgurl=http://www.davetayloronline.com/digg-logo.jpg&imgrefurl=http://www.davetayloronline.com/&usg=__CJxV3KDtCQmELfYgFe11jrwL3hI=&h=360&w=460&sz=14&hl=en&start=1&itbs=1&tbnid=5qXlN_ZZIYPVSM:&tbnh=100&tbnw=128&prev=/images?q=digg&hl=en&gbv=2&tbs=isch:1
http://www.google.com/imgres?imgurl=http://www.davetayloronline.com/digg-logo.jpg&imgrefurl=http://www.davetayloronline.com/&usg=__CJxV3KDtCQmELfYgFe11jrwL3hI=&h=360&w=460&sz=14&hl=en&start=1&itbs=1&tbnid=5qXlN_ZZIYPVSM:&tbnh=100&tbnw=128&prev=/images?q=digg&hl=en&gbv=2&tbs=isch:1


Day 1-5: Is there an audience who will attend? 
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REMEMBER:  
 

Don’t forget to 

share on your 

own social 

networks 



Day 15 to 22: Registration Results & Interest 

Everyone who registered will not attend 

 

Expect 50-70% attrition 

 Varies: 

 Time of year 

 Day of week 

 Free or Pay webinar 

 

 Registrations not where you want?  

 Resend to non-responders with a different subject line or sending time 
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Day 15 to 22: Registration Results & Interest 

Did you ask questions at registration? 
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4 

Finalize  
webinar 
content 

3 

Research  
trends & 

 other webinars 

2 

Review  
content for  

updates 

1 

Review   
registration  
questions 



Day 15 to 22: Registration Results & Interest 
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REMEMBER:  
On day 20, send 

out first reminder 

that the webinar is 

one week way.  

 

 



Day 23 & 24: Mission ready check list 

1. Quite location 

2. Internet connection of  1mb/s 

3. Audio choice 
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8.  Pick the end URL 

9.  Strong closing call to action 

10. Send out reminder day before 

4.  Ready your presentation 

5. Prepare public facing data 

6. Gather the support help numbers 

7. Prep interaction tools 



 

Broadcast Day: 

Day 25     
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Day 25: Broadcast day 

1. Send reminder 1hr before 

2. Start 15-20 minutes early 

3. Identify important individuals 
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10.  Ask for interaction and live questions 

11.   Have a strong closing call to action  

12.  Save recording and end meeting  

 

4.  Close out unnecessary applications 

5.  Call on a landline 

6.  Start on time 

7. Load resources 

8.  Start session recording 

9.  Follow outline, but be flexible 



 

Follow-up Process: 

Days 26-30 
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Day 26: Reporting & start follow up  

Most tools take 24 hours  

to provide reporting 
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Send email 

follow up to both 

attendees and 

non-attendees 



Day 26: Reporting & start follow up  
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Link to a survey 

Include slides 

Provide contact 

person info 
Provide resources 

Link to next step 

Thank them for 

attending 



Day 27 to 30: Engage and Learn 

Call attendees with highest value 

 Attendees with lots of questions 

 Attendees in the later stages of the sales cycle 

 Attendees who said they are ready to convert 

Copyright © 2012 Constant Contact, Inc. 32 

Close the loop with attendees and non-attendees 

• People forget if you wait too long 



Day 27 to 30: Engage and Learn  

Review feedback from the  

webinar 

 Survey 

 Email reply 

 Chat 

 Twitter 
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Day 27 to 30: Engage and Learn  
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What did they like 

and not like? 

What did they want 

more of? 

Was it worth their 

time? 



Day 27 to 30: Learn and Engage 

Apply feedback 

Plan your next webinar 
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Did  the webinar meet your goal? 

Yes 



Day 27 to 30: Learn and Engage 

Learn and try again 

Look at your feedback 

Try on-demand resources 
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Did  the webinar meet your goal? 

No 



Day 27 to 30: Learn and Engage 
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REMEMBER:  
 

Don’t fall in love 

with the hammer 

 

 



Your 30 Day Plan 

 
• Day 1 to 5:  Is a webinar the right tool for your message? 

 

• Day 5 to 10:  Logistics and tools  

 

• Day 10 to 15:  Promotion of your webinar 

 

• Day 15 to 22:  Size up registrants profile and interests 

 

• Day 23 & 24:  Mission ready check list 

 

• Day 25:  Broadcast day 

 

• Day 26:  Reporting and follow up stats 

 

• Day 27 to 30:  Complete follow up and plant seeds for future engagement 
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Run Engaging Webinars with MeetingBurner 
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Take the Next Step 

From professional-looking event invites to social media promotion, Event Marketing 
provides the tools that drive results. 
 

Sign up for a trial today! 
http://conta.cc/EventMarketingTrial 

 Toll-free:  (855) 816-6508 

 
 
 
 
 
 
 
 
 

Sign up for a free Event Marketing trial 

Constant Contact customers can open a Free 

MeetingBurner account, or get an exclusive discount 

on Pro and Premier accounts. 

http://conta.cc/EventMarketingTrial
http://meetingburner.constantcontact.com/index.jsp


Day 23 & 24: Mission ready check list 

1. Do you have a quiet location to broadcast from? 

2. Does your internet connection have 1 megabit per second upload 

speed? 

3. What is your audio choice? Do you have a back up? 

4. Do you have all of your presentation materials ready to go? 

5. If you are showcasing a product, do you have public facing data 

ready to go in the tool? 

6. Ensure that you have the conferencing tool help numbers available 

for yourself and as well as attendees 

7. Prep any interaction tools that are to be used 

8. Pick the end URL for the webinar. 

 –Survey? Sign up action? Website? 

9. Strong closing call to action 

10. Send out reminder day before 
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Day 25: Broadcast day 

1. Send reminder one hour before webinar 

2. Start up the meeting 15-20 minutes before start time 

3. Export attendee list and identify the important individuals to call out 

4. Close out unnecessary applications 

5. After starting the meeting, load the resources 

6. Call into the session on a landline 

7. Start on time 

8. Start session recording 

9. Follow your outline, but address needs of audience 

10. Ask for interaction and live questions 

11. Have a strong closing call to action  

12. Save recording and end meeting  
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MeetingBurner Pricing for  

Constant Contact Customers 
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