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WHERE do WEBINARS
fit into the buying journey?

NEW
PROSPECT

NEW
CLIENT

IN
IT

IA
L 

IN
TR

O
D

U
C

TI
O

N

O
N

LI
N

E
VA

LI
D

A
TI

O
N

SU
BS

C
R

IB
E 

&
 F

O
LL

O
W

D
EC

ID
E!

• Direct referral 
from trusted 
sources

• Advisor 
outbound 
activity

• At in-person 
event

• Social media or 
online content

• Google search
• Review of 

website & 
content

• Review of social 
media channels 
if applicable

• YouTube 
Channel

• Blog
• Podcast
• Webinar series
• Email blasts



Who is it for?

The 2 Most Important Questions

What change do you 
create?



Are webinars FOR ME?
• Establishing trust so people share their email to 

register

• Content that’s meaningful for your ideal client

• Topic that requires 45 minutes

• Topic that’s engaging enough that they want to 

ask questions

• Opportunity for prospects to engage deeper 

with you



Why WEBINARS?

Immediate and 

long-term value 

for our firm

85% of 

marketers who 

use webinars 

report they’re a 

“crucial” part of 

their strategy

The #1 prediction 

for 2023 

marketing in our 

industry by FMG 

Suites
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Nike & Microsoft Webinar Stats Case Study

10 9 144 151 86Registered

3 3 52 47 25Attendees

0 0 2 7 4Sign up for Free Assessment

$350 $600 $1,560 $1,645 $1,102Budget



Webinars don’t convert new clients;
They create the opportunity to 
convert new clients.

CHANGE YOUR STRATEGIC THINKING:



Destiny Capital’s 6 P’s
for webinar conversion

Plan*

Prep

Promote

Present

Post Follow-Up

Prospect*
Destiny Capital 
generates lead 

opportunities from 
EVERY WEBINAR.



PLAN

Target Audience

Topic

Type

Team

What are your objectives?

How will you measure success?



PLAN



INTERNAL PREP 

1. Review webinar form
2. Kick-Off Webinar Process
3. Put on Calendar
4. Make Internal Announcements

PRESENTATION CONTENT
1. Create first draft of 

presentation deck 14 days 
prior

2. Final ready 5 days prior

WEBINAR TECH SETUP (we use 
Zoom)

1. Schedule Webinar 
2. Create registration page
3. Prepare auto emails 

(Reminders and Follow-up)
4. Setup Polls

CTAs 
1. Coordinate the CTA – ebook, 

subscribe to our content, 
guide, worksheet, free 
consultation, etc… 

EMAIL PROMOTION
1. Prep Original promotion email
2. Prep 1st Follow-up 
3. Prep 2nd Follow-up
4. Have all finalized and 

compliance approved 10 days 
before presentation

SOCIAL PROMOTION
1. Prep Original promotion 
2. Prep 1st Follow-up 
3. Prep 2nd Follow-up
4. Create team engagement 

strategy
5. Have all finalized and 

compliance approved 10 
days before presentation

REGISTRATION MANAGEMENT
1. Be aware of your attendees 

ahead of going into the 
presentation

2. Prep answers to pre-
submitted questions * 
Conversion increaser move

REGISTRATION MANAGEMENT
1. Be aware of your attendees 

ahead of going into the 
presentation

2. Prep answers to pre-
submitted questions * 
Conversion increaser move

PREP



EMAIL PROMOTION



Social Promotion
LinkedIn



ZOOM 
LANDING 
PAGE



PRESENT

Host, Presenter, Person in 
Chat/Moderator

Checklist of To Do’s:
• Record
• Polls
• Time management
• Question management
• Provide the CTA items

Roles:



PROSPECT
This is where conversion 
magic exists.

Have your lead nurturing 
and prospect process 
ready to go.



Post-Webinar Email
WE INCLUDE:
Recording, Deck, CTA, 
Feedback Survey

MY FINAL CHECKLIST:
• Add attendees to nurture system
• Have 15-minute debrief w/ team
• Gather feedback & provide to team
• Gather metrics, analyze performance 

of webinar
• Create content recycle strategy
• Personalized follow-up strategy for 

attendees & for those that missed



Start SMALL
Be CONSISTENT 

Get BETTER



TAKE ACTIONLEARN MORE ADAPT & APPLY
• Use the Webinars worksheet to define 

and delivery on your webinars. 
• Rip off and deploy! • Attend and study the inner workings of 

other advisors’ webinars
• Listen to Kitces FAS Podcast Episode 

243 with James Bogart
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