
Getting Started with Webinars -  
Our #1 Driver of Growth Over 
the Past 4 Years



I am Pat Henseler
I am the Director of Training here at LinkedSelling. 

You can find me in The LS Platinum Community.

Hello!



A large mountain... 

You need attendees.

You need to design a 
slide deck.

You need to 
determine the offer.

You need to choose a 
webinar service.

You need to create 
order/checkout 
pages.

You need a sales 
page.

You need to write the 
script.

You need images for 
your slide deck.

You need to practice.

You need someone in 
the chat.

You need to test the 
offer.

The list could go on 
and on and on... 





Are webinars for you?

◉ Who is your audience?
◉ What do they want to learn/accomplish?
◉ Where is their starting point?
◉ What issue do you help them solve?
◉ What’s your BIG promise?

Information is power...no matter your product or 
service, your prospects want to be informed and make 
informed decisions 



Where should you focus?

1. The topic (what will you present on?)
2. The structure (a simple outline to success)
3. Performance (how to build 

engagement/excitement)
4. Make ‘em an Offer They Can’t Scroll Past



The Topic
If you provide value, they will come. If you provide fluff, kiss em 
goodbye.
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How well do you know your 
audience?



How well do you know your 
audience?

◉ Your prospects…
○ Who are they?
○ Why might they or might they not watch a webinar?
○ What are their interests?
○ What are they reading? Who do they follow?

◉ IPO Formula

It all comes back to knowing your prospect...





The Outline
Follow this template to construct a high-performing webinar. 
Plug-and-play with your content to succeed.
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A couple pointers...

Webinar v. Masterclass v. Workshop v. Executive 
Brief

Brand your strategies. It will stick with your audience 
more.

“A strategy to gain more referrals” vs. “The Rick 
Hunter Strategy”





The outline

◉ Webinar/content length…
◉ Why they should care & why they should listen to 

you…
○ Note: you’ll have some attendees looking to get on with 

the show, but you need to build your authority/expertise 
or your audience won’t buy what you say

◉ Testimonials/success stories























The Performance
Don’t break a leg, break the chat! Build ‘Yes Momentum’ and reward 
action throughout the performance.
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The 4 Types 
of Learners

26

VISUAL AUDITORY

READING /
WRITING

KINESTHETIC

THE
4 TYPES



Building engagement

◉ Give them tasks that require action
○ “Write in the chat…”
○ “Follow along in the action book…”
○ “Download the ROI Calculator…”

◉ Like a sales call, build “Yes Momentum” with some 
rhetorical questions that will have positive answers.
○ “Do you see how this could have a major impact on your 

business?”
○ “If you could use more referrals in your business type “Hell Yes” 

into the chat.”



“

By getting your audience to take action, the 
more engaged they’ll be AND the easier the 

next ask will be...



The Offer
Let’s deconstruct a compelling offer. Learn how to script your pitch so 
your audience will say yes!
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The five action items

1. Value Stack
a. Give them the pricepoints of everything included.
b. Make ‘em an offer they can’t refuse...





The five action items

1. Value Stack
2. Anchor the price

a. Break it down into daily costs.
b. Show the alternatives.







The five action items

1. Value Stack.
2. Anchor the price.
3. Don’t lead with price.

a. People will ask for it.
b. But build the value on your terms.



The five action items

1. Value Stack.
2. Anchor the price.
3. Don’t lead with price.
4. Call back your testimonials.

a. Provide new ones.
b. You want multiple slides of those sharing their success.
c. Emphasize the changes in business or life because of your 

solution. Not just a “Joe is a pleasure to work with…” Get 
specific.





The five action items

1. Value Stack.
2. Anchor the price.
3. Don’t lead with price.
4. Call back your testimonials.
5. The sale has already happened.

a. This is all gravy…
b. If you demonstrated value and shown them how you 

solve their pain point...they’re in before you ever get to the 
close.



“

"People don't buy for logical 
reasons. They buy for emotional 

reasons.”

Zig Ziglar



BONUS
Ask those who are on the fence to let you know in 

the chat...



A large mountain... 

You need attendees.

You need to design a 
slide deck.

You need to 
determine the offer.

You need to choose a 
webinar service.

You need to create 
order/checkout 
pages.

You need a sales 
page.

You need to write the 
script.

You need images for 
your slide deck.

You need to practice.

You need someone in 
the chat.

You need to test the 
offer.

The list could go on 
and on and on... 



“

"If you’re not making mistakes, then you’re 
not doing anything. I’m positive that a doer 

makes mistakes.”

John Wooden



Any questions ?
You can find us in

◉ The LS Platinum Community

Thanks!


