Using Webinars as Lead Magnets

How to Host and Convert Attendees

Webinars can do much more than "teach something helpful." When used well, they
become one of your best lead magnets — attracting the right people, building trust
quickly, and moving attendees toward working with you.

¥ Webinar vs. Video (Simple Breakdown)
AVideo

A video is content people watch.

e Usually short (2—15 minutes)
e Pre-recorded
¢ No commitment required

e Found on YouTube, your website, or social media

<~ Think: “Here’s some helpful information.”

A Webinar

A webinar is an experience people sign up for.

e Usually longer (20-60 minutes)
e (Can be live orrecorded
e Requires registration (email capture)

e Structured like a presentation or training

<~ Think: “Let me walk you through this step-by-step.”

The Real Difference (This is the key)

A video = passive consumption
A webinar = guided learning + relationship building



What is a Lead Magnet?

I mentioned "lead magnet" so | want to go over what that is exactly.

A lead magnet is something valuable you give away for free in exchange for someone’s contact information like an email.

Think of it as a fair trade: <~ They give you access (their email) <+ You give them help (something useful)

Simple Definition

You can think of it as a free resource that solves a specific problem and attracts the right people to your business. So, that means that you would have
multiple lead magnets, one for each specific problem for a specific target audience.

What Makes Something a Good Lead Magnet?

A strong lead magnet is:

Specific — solves one clear problem

Useful — gives immediate value

Relevant — attracts the right audience (not just anyone)

Quick to consume — easy to understand and use

Examples

So, let’s take a look at some lead magnets topics that aging in place professionals can use:

For Family Caregivers

e “10 Signs Your Parent May Not Be Safe Living Alone”
* “Home Safety Checklist for Seniors (Room-by-Room)”
* “What To Do After a Fall: A Step-by-Step Guide”

For Aging-in-Place Professionals

e “How to Get 5 Local Referrals in 30 Days”
*  “Website Checklist for Aging-in-Place Businesses”

* Al Prompts to Create Your First Blog Post”

Why Lead Magnets Matter

Without a lead magnet:

e People visit your site = and leave

With a lead magnet:

* People visit = get value — join your list = you can follow up

And this is key for you: ¢~ Most people don't take action the first time they see you <- A lead magnet keeps the relationship going

The Big Mindset Shift

A lot of people think: “/ need to give something away for free.”

But the better way to think about it is: ¢~ “I'm starting a relationship by helping someone solve a real problem.”

One Quick Example

Instead of saying: “Sign up for my newsletter”
Say: “Get my free checklist: 7 simple changes that can help your parent stay safe at home”

That's a lead magnet.



Forms of Lead Magnets

There are many different ways you can provide a lead magnet.

| Written / Downloadable

e Checklists

e Cheat sheets
e Guides (PDFs)
e Ebooks

e Resource lists
» Templates (forms, plans, assessments) ea

e Worksheets

<r Great for quick wins and easy sharing M a g n et
deas th

e Recorded webinars

e Mini video series tt ra ct

e Tutorials

£ l
<r Perfect for building trust and showing expertise I e n S

2 Interactive

e Short training videos

e Quizzes (e.g., “Is Your Home Safe for Aging in Place?”)

» Assessments (home safety, caregiver stress, fall risk)

* Calculators (cost of care, home modification budget)

<~ High engagement and very personalized

Ve Email-Based

e Email courses (5-7 day series)
e Drip tips (daily or weekly guidance)
» Challenge series (e.g., “7-Day Home Safety Reset”)

<~ Great for nurturing relationships over time

i Tools & Resources

e Printable planners
e Safety checklists

» Emergency preparedness kits (downloadable)

e Medication tracking sheets

<~ Super practical—your audience LOVES these

{3 Audio

e Private podcast episodes

e Guided audio (e.g., calming caregiver support, instructions)

e Interviews or expert insights

<~ Easy to consume, especially for busy caregivers

t9 Discounts / Offers

. bno
¢ Free consultation

* First home safety assessment discount

e Bonus service or add-on

<~ Works well for local service providers
Live or Hybrid

e Live webinars
e  Workshops

e Q&A sessions

<~ High trust, high conversion




Why Webinars Are Good Lead Magnets

1. They Build Trust Fast

When someone watches you teach, even for 20—30 minutes, they start to feel like they know you.
For caregivers and families, trust is everything.

e They hear your voice
e They see how you explain things

e They feel your experience

<~ That's very different from just reading a blog post.

2. You Show, Not Just Tell

Anyone can say they’re an expert.
In a webinar, you actually demonstrate it.
You can:

e Walk through real scenarios
* Show before/after examples

e Explain what families should actually do

<~ This makes you instantly more credible.

3. Attracts the Right People

Webinars require a little commitment.
So the people who sign up are usually:

e More serious
e More engaged

e More likely to take action

<~ These are high-quality leads, not just casual visitors.

4. You Can Repurpose Them Everywhere

This is where it gets really powerful for you.

One webinar can become:

YouTube videos

e Blog posts

e Email content

e Social media clips

» Lead magnets (recorded replay)

<r You create it once... and it fuels your entire content system.

5. Perfect for Education-Based Topics

Your niche is education-driven.
Families are asking:

e “Is my home safe?”
e “What should | be worried about?”

e “What do | do next?”
A webinar lets you teach AND guide them step-by-step.

¢~ That's exactly what they need.

6. Easy Transition to Your Services

At the end of a webinar, it feels natural to say:

e “If you want help with this..."
e “If you'd like a home safety assessment..”

e “Here's how | can support you..."

¢~ No awkward selling, it flows naturally from the value you gave.

7. Builds a Relationship Before You Ever Speak

By the time someone reaches out to you after a webinar:
They already:

e Trustyou
e Understand what you do

¢ Feel more comfortable

<~ You're not starting from zero, you're starting from connection.

The Big Picture

Webinars work because they combine:

e Education
e (Connection
e Trust

e Authority
All in one experience.

And in your world, where families are scared, overwhelmed, and unsure, that combination is incredibly powerful.



What Makes a Webinar a Good Lead Magnet?

A lead magnet should attract the right people, not just more people. The best webinar topics solve a painful, urgent, or expensive problem — and people
sign up for outcomes, not information.

Focus on a clear, specific outcome Attracts the Right Audience

Vague topics underperform. "How to build local referral partnerships” Specific topics filter in ideal prospects and filter out poor-fit attendees
is more effective than "Everything about marketing.” automatically.

Builds Trust Through Teaching Leads to a Logical Next Step

Genuine, useful teaching creates credibility faster than any sales pitch. The topic should connect directly to your offer or service — no

awkward pivot required.

Try this formula: How to [result] without [frustrating obstacle] — e.g., "5 Simple Home Safety Fixes That Can Help an Older Adult Stay Independent Longer."



Choosing the Right Topic, Promise & Audience

One Audience. One Outcome. The PAT.H. Topic Model

One webinar should speak to one main audience and focus on one core Problem
outcome. If your audience is everyone, your webinar is for no one.

What is the pressing issue your audience faces?

Strong titles are: specific, practical, outcome-focused, and easy to

understand. Avoid vague, academic, or jargon-heavy titles.
Audience
[J Ask Yourself: Which audience are you most trying to attract — Who specifically is this webinar for?
direct consumers, family caregivers, referral partners,

. . . .
professionals, or a mixed audience? STV SV o

Direct your webinar topics to that audience. What will they be able to do after?

Hook

What makes them want to say yes right now?




How to Structure a Webinar That Builds Trust

The best webinar structure is simple. People stay engaged when they know where they are going — a webinar should feel like guided help, not a data
dump.

Open with Relevance

1
Who it's for, what problem you'll solve, what they'll leave with
Agitate the Problem

2
Why it matters, what happens when ignored, why common fixes fail
Teach 3 Key Ideas

3 Keep it tight — useful teaching that supports the final next step
Show the Path Forward

4 Summarize, name the gap between knowing and doing, introduce next step
Close with Invitation

5

Invite action without pressure, answer questions, reinforce the result



Tools Needed (It's less than you think)

Alright, let’s keep this simple and practical, because this is where people get overwhelmed fast.

You do NOT need a complicated tech stack to run a great webinar. You just need a few core pieces that work together.

The 5 Essential Tools You Actually Need

1) Webinar Hosting Platform (Where you present)

This is where your webinar happens live.

Simple options:

Zoom (most popular, very reliable)
Google Meet (simple, no learning curve)

Microsoft Teams

What you need:

Screen sharing
Chat or Q&A
Recording capability

<r For your audience (non-tech-savvy professionals), Zoom is usually the easiest win.

2) Registration & Landing Page Tool (How people sign up)

INTOUCH
INSIGHT

Spend less time filling out
forms and more time
optimizing performance.

You know how to run your operations,
let us help you streamline the roll-out
and auditing of your standards.

Sign-up today and get access to:

- An intuitive and easy-to-use form builder
. High quality checklist templates

. Follow-up action items to keep you on track

This is where people enter their name/email.

Options:

Your website

Start my free trial

Start with a free 60 day
trial of IntouchCheck

First Name *

Last Name *

Phone Number *

Business Email *

Company Name *

Company Size *

*No credit card required for sign-up.

Form program (a program built in to your website that creates forms)

Email program (a program you use to send out bulk email) - This could be Brevo, mailpoet, etc.

What matters most:

Clear headline (what they’ll get)
Who it's for

Simple form (name + email)

<~ Honestly, you can keep this very simple on your own site.

3) Email System (Reminders + Follow-up)

Flow Chart for Automation of Email Marketing

This slide is 100% editable. Adapt it to your needs and capture your audience's attention

B = g ==,

Create

* Text Here *  Text Here

This is where most people drop the ball.

You need:

Confirmation email
Reminder emails

Follow-up emails

Tools:;

MailPoet
Brevo

ActiveCampaign

Minimum sequence:

Right after signup — “You're registered”
1 day before — reminder
1 hour before — reminder

After — replay + next step

<~ This is where conversions really happen.

Marketing Create Create Create Create
Campaign ~— Initial List —— Email 1 F—> Email 2 — Email 3
«  Text Here = Text Here « Text Here « Text Here = Text Here W
Schedule Send Avutomatic Did User Sign Up Send
— AllEmails R — Email 1 —— | ListCleanup ———  WithFfirstEmail? Email 2
= Text Here = Text Here = Text Here SURlEs et No = TextHere
Yes
Automatic Send
'—» | ListCleanup | —— Email 3

4) Presentation Slides (What you teach)

Modern Text Boxes — Slide Template

Lorem ipsum dolor sit
amet, nibh est. A magna
Maecenas, quam magna
nec quis, lorem nunc.
Suspendisse viverra
sodales mauris, cras
pharetra proin egestas
arcu erat dolor, at amet.

Lorem ipsum dolor sit
amet, nibh est. A magna
Maecenas, quam magna

nec quis, lorem nunc.
Suspendisse viverra
sodales mauris, cras
pharetra proin egestas

arcu erat dolor, at amet.

3 I

Lorem ipsum dolor sit
amet, nibh est. A magna
Maecenas, quam magna
nec quis, lorem nunc.
Suspendisse viverra
sodales mauris, cras
pharetra proin egestas
arcu eratdolor, at amet.

Lorem ipsum dolor sit
amet, nibh est. A magna
Maecenas, guam magna
nec quis, lorem nunc.
Suspendisse viverra
sodales mauris, cras
pharetra proin egestas
arcu erat dolor, at amet.

Lorem Ipsum

Lorem ipsum dolor sit amet, nibh est. A magna maecenas,
quam magna nec quis, lorem nunc. Suspendisse viverra
sodales mauris, cras pharetra proin egestas arcu erat

dolor, atamet.

You don't need fancy slides—you need clear slides.

Tools:

e (Canva
e PowerPoint

¢ Gamma

Best practice:

e Bigtext
* Oneidea per slide

e Use structure, not clutter

<~ Your voice matters more than your slides.

Lorem Ipsum

Lorem ipsum dolor sit amet, nibh est. A magna maecenas,
quam magna nec quis, lorem nunc. Suspendisse viverra
sodales mauris, cras pharetra proin egestas arcu erat
dolor, atamet.

presentationgo
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Lorem ipsum dolor sit
amet, nibh est. A magna
Maecenas, quam magna
nec quis, lorem nunc.
Suspendisse viverra
sodales mauris, cras
pharetra proin egestas
arcu erat dolor, at amet.

Lorem ipsum dolor sit
amet, nibh est. A magna
Maecenas, guam magna
nec quis, lorem nunc.
Suspendisse viverra
sodales mauris, cras
pharetra proin egestas
arcu erat dolor, at amet.

Lorem lpsum

Lorem ipsum dolor sit amet, nibh est. A magna maecenas,
quam magna nec quis, lorem nunc. Suspendisse viverra
sodales mauris, cras pharetra proin egestas arcu erat
dolor, at amet.

5) Basic Equipment (So you look and sound clear)

You don't need a studio.

Minimum:;

» Decent microphone (even a USB mic)
* Quiet room

e Good lighting (window works!)
Optional upgrades:

* Ring light

e External webcam

¢ Clear audio > everything else.

Microphones

There are plenty of good microphones on Amazon.

Check them out at https://amzn.to/4bzz8Ra

Lighting

https://amzn.to/4bjXqQs

Optional (But Helpful) Tools

These are nice, but not required:
Scheduling / Automation
» Calendly

Replay Hosting

*  YouTube (unlisted)

e Your website

Ring lights like this one are just one way to set up proper lighting.

The Simplest Setup (Honestly, This Is All You Need)

If you want the no-overwhelm version, here it is:

e Zoom — host the webinar

e Your WordPress + MailPoet — collect emails

e (Canva or Gamma — slides

e Email reminders — through MailPoet

That's it.

Biggest Mistake People Make

They think: “/ need better tools before | start.”

Reality: < You need a clear topic and a simple system <~ Tools just support that


https://amzn.to/4bzz8Ra
https://amzn.to/4bjXqQs
https://calendly.com/

Registration, Show-Up & Engagement

Your Registration Page Needs:

e Aclear, benefit-driven headline
e Who the webinar is specifically for
e What they will learn and why it matters now

e Asimple, frictionless sign-up form
Give People a Reason to Attend Live:

e Live Q&A access
e A bonus worksheet or planning checklist

e Alimited-time follow-up resource

Common Mistakes

Sending only one promotional email
Making the registration page too wordy
No reminder sequence before the event

Starting the webinar late or disorganized

() Example subject line: "Starting tomorrow: how to turn webinars

into qualified leads"

Many people blame poor attendance on the topic — but often the real issue is weak reminder emails or a registration page that sounds flat. Reminder

emails matter more than most people think.



How to Convert Without Sounding Pushy

Conversion is easier when the webinar and the offer match. The offer should feel like the natural next step — not a personality shift. If you were helpful

and clear for 45 minutes, keep being helpful and clear for the invitation.

— o — —0 — —o0 —

Recap What They Learned Name the Gap Explain Who It's For

Remind them of the value they just received Between learning the framework and Be specific about who the next step is
implementing it designed to help

Invite, Don't Pressure Make the Action Easy

Offer the next step as support, not a hard close One clear, simple call to action — no confusion

"Today | showed you how to choose a high-converting webinar topic, structure your presentation, and follow up afterward. But knowing the framework

and building your own system are not the same thing. So if you want help putting this into action, here's the next step.”



The Follow-Up: Where Real
Conversion Happens

Many conversions happen after the live event. If all your effort goes into the live webinar
and nothing happens afterward, you are leaving leads on the table.

1 Ema/[ 1 - Welcome Email

Thank you + replay link + key takeaway i
—{ v |

2 Ema/[ 2 - Follow-up Email 2

The biggest mistake people make (related to your topic) o e

3 Email 3

A case study or real-world example

4 Email 4
Invitation to book, buy, join, or reply
Segment when possible: attended live vs. registered but missed vs. clicked the offer link.

One webinar can keep working long after the live date through replays, repurposed clips,
blog posts, and email content.




Common Myths & Mistakes

The Myths

—  'Ineed a huge audience for webinars to work"

% "I need expensive software and fancy slides"

"I have to teach everything or people won't buy"

"If | make an offer, I'll sound too salesy"

"If people don't buy live, the webinar failed"

The Reality

%

%

A small, right-fit audience outperforms a large random one

Clear teaching beats polished production every time

The webinar should open the loop, not close every loop

The right offer feels helpful, not manipulative

Follow-up and replay views produce strong results over time

[ A webinar can absolutely be worth doing even if only a modest number attend — especially if they are the right people.



Key Takeaways & Next Steps

One Problem, One Audience Conversion Starts with Topic

A webinar is most effective when it solves one clear problem for one The sales pitch at the end matters far less than the topic choice at the
clear audience. beginning.

The Offer Is a Next Step Follow-Up Is Part of the Webinar

It should feel natural and helpful — not a sudden shift in tone or Not an afterthought. Plan your post-webinar sequence before you go
personality. live.

"You don't need to become a professional speaker. You just need a simple message, a helpful structure, and a clear next step. Done well, one webinar
can grow your list, build trust, and create real momentum.”

Start here: Host one small webinar before building a big series. Reuse the content as an evergreen lead magnet. Improve from each webinar instead of
trying to make the first one perfect.



