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Captivate and Convert Leads 
with Webinars

SIMPLE STRAT
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Help you create the 
fuel you need to 
power your 
flywheel
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Flywheel
Fuel Series
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• Discover the simple framework 
process every effec5ve webinar 
follows

• Learn how to sync HubSpot and 
Zoom

• Review simple 5ps to maximize 
registra5ons
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Objectives
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Simplify Growth
With HubSpot and the expertise to use it to its full potential. 
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Buy 
HubSpot

Learn 
HubSpot

Fix 
HubSpot

Put HubSpot 
to Work

Implement 
HubSpot

- HubSpot Management -

- Marketing Support -
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The 5 Building Blocks of 
Successful Webinars

Audience Type & 
Design

Setup and 
Promotion Delivery

Reporting 
and 

Follow Up
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No amount of technology 
can save a bad webinar 
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Too salesly
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Too boring, 
no unique 
value



© Simple Strat | Proprietary and Confidential.
8/16/23 10

Not starting 
on time
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Leader lacks 
presentation 
skills
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Too much 
about the 
speakers
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Now that we know what not to do…
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The 5 Building Blocks of 
Successful Webinars

Audience Type & 
Design

Setup and 
Promo=on Delivery

Reporting 
and 

Follow Up
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AUDIENCE
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• Audience and topic will determine your success in registrations

• Too broad is always worse than too specific
• What are they interested in? 
• What challenges are they facing? 
• What do their schedules look like? 
• What roles are you targeting? 
• How will they consume the information? 
• What is relevant?
• What will strike their interest? 

Audience:
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Research tricks that may help
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Reviewing 
LinkedIn 
Events
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➡Problem/pain >> 

      ➡ Why this ma4ers to our audience >> 

          ➡How can we educate to help >> 

              ➡How can we help further (product or service)
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TYPE & DESIGN
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• Webinar is a universal word – placeholder for any value-add learning events
• Live learning session
• Virtual panel
• Virtual session
• Executive Roundtable
• Master Class
• Etc

Type & Design:
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• Things to keep in mind:
• Time
• Takeaways
• Interaction component
• Recording or not
• What platform
• Description & Title  - Head turners

Type & Design:
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SETUP & PROMO
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• 3 Big Questions:
• Where will you host? And does this natively integrate with your CRM? (in 

this case HubSpot)
• How will you capture attendee info? (so that you can report on source 

accurately)
• What will you do with the information? 

Setup & Promo:
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• Knowing what data syncs over + what 
you ask of attendees creates a 
powerful combination for 
segmentation and learning
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Setup matters so you can answer 
the question: 

Where did they come from?



© Simple Strat | Proprietary and Confidential. 8/16/23 31

Where did 
they come 
from?
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Why am I telling you this?
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Instead of this:

You get this:
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• HubSpot Form – with necessary fields

• Landing Page

• Integration with Zoom Webinar

• Automated Email (optional)

• Workflow

Setup:
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Landing Page:
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Form:
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Zoom:
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Zoom:
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Workflow:
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Workflow:
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List Creation:
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Ok, now time to promote
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• Initial lists – email (newsletter, current database)

• New lists – email (curated, zoom info, post event lists, etc)

• Social promo

• Dark social (slack communities, forums, etc)

• Sales templates (for your sales team to send out 1-to-1)

• Email signature

• Ads (social most likely)

• Phone calls (interesting but effective for some)

Promotion Playbook:
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Graphics 
Playbook:
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Promotion Timeline:
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If you don’t have a process 
established, you’ll need at least 
2-3 months to plan and execute 

an effective webinar.
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DELIVERY
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• Record presentation + individual presenters – set to record automatically

• Make sure to schedule a practice. You get better over time. Watch yourself!

• Get started within 2 min of webinar open

• 2 Hosts minimum – hard to monitor and present at same time

• Figure out how to keep engagement high

• Use native registration reminders – make it easy to add to people’s calendars

• Good wifi

• Set expectations

• Survey at end or redirect to survey

Delivering a Great Webinar:
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If people attend, Zoom + 
HubSpot will record 

engagement automatically.
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POST WEBINAR
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• Email with recording

• Post & share online

• Repurpose content

• Prepare lists and reports of attendees vs non attendees

• Follow up emails, drip/nurture emails based on segmentation criteria

• Report on effectiveness
• You can get wildly complex with webinar reporting – but to start you need:
• Attendance/registration numbers
• Show vs non show
• Source

Post Webinar Checklist:
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Marketing 
events in 
HubSpot:
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Reporting by 
campaign:
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• Individual performance:
• How many people did we get to each one? 
• What is our average show up rate across all webinars?  
• What’s was our show up rate for each one? 
• What “source” or marketing tactic drove registrations for each webinar? (aka where did 

our leads come from)
• How many contacts attended a webinar who are now an opportunity? 

•
• Overall/all time performance:

• How many people are we getting to our webinars? (all time)
• Where are the leads coming from to our webinar series? 
• How many net new contacts were created as a result of our webinars? 

Reporting Questions to Answer:
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• Run a sample webinar with the HubSpot + Zoom integraaon

• See what type of data you can get and work backwards

• Research your industry

• Know what you want to get out of it before you start

Want to run webinars but need help? Book a consult – full webinar support or 
hourly training & consul;ng as needed.
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Next Steps:
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simplestrat.com/webinars
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Q&A
What questions can we answer? 


