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Audience Poll

1. What is your organization’s level of experience with utilizing 
webinars with web marketing ? 
a) None – We are new to web marketing 
b) Some – Have tried webinars however we had some issues
c) Quite a bit – Have been providing successful webinars programs for less than 2 

years
d) Lots of Experience – Have been providing successful webinars programs for 

more than 2 years

2. How often does your organization execute webinars?
a) At least once a day
b) At least once a week
c) At least once a month
d) At least once a quarter

3. Why is your organization looking into webinars?
a) Our resources are stretched
b) Our budget is shrinking
c) Our customers are demanding it
d) My boss is demanding it

4. Of all of these issues, which one is the greatest challenge for 
you and your organization?
a) Identifying where webinars can make a impact within our organization 
b) Quantifying the impact 
c) Integrating and enhancing business process 
d) Measuring results
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In a 2005 survey done by 
Wainhouse Research, 
indicated that 61% of 
those surveyed were 
replacing traditional in 

person events with 
webinars

The #1 use of webinars was 
for lead generation activities

Did you know?
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Today’s Session 

1. Align with your Marketing 
Objectives

2. Maximize enrollment and 
attendance with effective 
promotion

3. Create engaging events 

4. Leverage event data for effective 
follow-up

5. Deliver relevant reporting metrics
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Aligning with your Marketing Objectives

• A webinar is only useful as it applies to a business objective

• Ask: “What areas do I need to develop or understand further in order to 
generate the business objectives I need?

• External opportunities

– Lead generation

– Market awareness

– Installed base loyalty and up-sell

• Internal opportunities

– HR – All-hands meetings, benefits roll-outs, compliance training,

– Product Roll-out

– Private investor briefings

• Don’t forget “on-demand”
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Aligning with your Marketing Objectives

• Then, delve into the following domains as 
you develop your objectives
– Program goal 

– Definition of target audience 

– Message development

– Demand generation (promotion) campaign

– Resource requirements in terms of time and 
money

– Measure program’s success 
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• “What methods of promotion will you use and what 
works best in your environment? 

– Select combination of e-mail, home-page placements, web 
ads, banner ads, newsletters, direct mail, sales invitations, 
PR, ad-tie-ins, and viral marketing you can use to promote 
event

– Your event promotion campaign usually begins 3 weeks 
prior to event

• Then, look at the areas that have the greatest impact.  
Keep in mind the industry benchmarks:

– 1% to 2%  Enrollment Rates 

– 30% to 40% Attendance Rates

Event Promotion 
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Driving Email Marketing Results
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Open

Click

Acted

Maximizing Your Event Email Invite 

• Compelling subject line

• Friendly From 

• Include a call to action to the email “Hot Zone”

• No more than 1 scroll

• Personalize when you can

• Keep it simple (create branded templates)

• Make it easy for your invitees to take action

• Encourage viral marketing with send-a-friend feature
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Open

Click

Acted

Marketing Your Event
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Open

Click

Acted

Personalize When You Can 



WebEx Confidential

Make it Easy to Take Action

12
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Make it Easy to Register

Each Answer 
automatically 

scored for Lead 
Scoring 
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Open

Click

Acted

Encourage Viral Marketing
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Now is the Time to See Who’s Interested

Email Benchmarks

90%- Delivery

40%-Open

20%-Click Through
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Making Your Event Engaging

• Keep slide delivery to under 35 minutes to retain 
audience and allow time for Q&A

• Create opening marketing/theme slides to prep and 
engage audience before presentation begins

• Begin with clear outline of what they will gain from 
attending

• Use slide transitions, animations to keep audience 
stimulated

• Offer statistics, illustrations, real-world examples and 
quotes to add substance

• Use more than one speaker if possible



WebEx Confidential

Event Polling

1. Audience 
• Poll that data based on the 

business objectives – customer 
to the goal – i.e. who your 
target audience is etc

2. Content
• Deliver 1-2 every 10 – 15 

minutes. Should be after every 
major idea 

3. Experience
• Ask questions that separate 

content, delivery, presenter, so 
you can identify weak areas (all 
three impact experience)
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Your Event Storyboard
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Immediate follow-up
• Send “Thank You” and “We Missed You” emails

• Include link to the recorded version

• Include data sheets, presentation slides, PDFs

1 week+ follow-up

• Provide links to other Web seminars and other content

• Develop FAQ off the Q&A and send as follow-up

Leverage event data for effective follow-up
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Leverage event data for effective follow-up
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Leverage event data for effective follow-up
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Measure the results of your events

Use automated lead scoring to determine lead 
handling

– ‘Hot’ leads � import into CRM system <24 hrs 
after event ends for Sales follow up

– All other leads � continue cultivating until 
they’re Sales-ready

Track all lead source performance and lead 
quality

– Determine which promotion tactics drove 
registrations, and which did not

– Assess which promotion vehicles yielded the 
best quality leads

Measure overall event success
– Total # of enrollments and their respective lead 

scores

– Cost per lead
– Responses to polling questions



WebEx Confidential

Self Assessment

For each of these statements would you?
Strongly agree, agree, be neutral, disagree or strongly disagree

I know all the areas of my marketing organization that  
webinars can impact

I know how to successfully promote & execute a webinar 
I know how to enhance my processes to take advantage 

of that data that I can gather from a webinar 
I have mechanisms in place to effectively follow-up, 

measure my success and report on it



WebEx Confidential

In Closing

People

Success!Process

Technology
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Thank you for attending!

Contact: psconsulting@webex.com


