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FILL-IN-THE-BLANK TEMPLATE 

(Please review the Magic Webinar Formula Training prior to completing your script.) 

Here we go with the Magic Webinar Formula Fill-In-The-Blank Template – I’m 

going to walk you through each component of your webinar step-by-step showing 

you how and why you’ll want to include each piece and even including some 

sample wording to get you started.  You’ll want to make sure you tweak the 

language here though to fit with your market.  This is all included in a word 

document, so you can just edit, remove my comments and come away with your 

webinar script. 

1. Magnetize Your Webinar 
 

The first step of the Magic Webinar Formula is all about getting your clients’ 

attention and having them believe you truly have something unique and valuable 

to offer them in this free training, and that you’re worth listening too!  

There are five pieces to doing this … 

i. Is it worth their time?  (15 – 30 seconds) 
 

The first piece right of the bat is to welcome them, thank them for taking this time 

out of their busy schedule and very briefly tell them why it’s going to be worth 

their time to stay (this is usually going to be your Webinar Promise). 

You’ll use this to tell them why it’s so important that they close down all of their 

other browser windows and really pay attention to the entire webinar and how 

it’s going to change their life if they do. 
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ii. Stick Strategies: Get Your Clients to Stick with Your Webinar until 

the End (20-30 seconds) 

 

One of the challenges of a webinar is getting your clients to stick with you until 

the end.  You have a really small chance of getting a Strategy Session set up with 

someone who doesn’t even hear about your offer of a free strategy session. 

So, this is where it’s helpful to employ some “Stick Strategies”.  One of the best, 

authentic and most likely to convert into clients strategies is to pre-frame your 

Strategy Session value and then to let your audience know that you’ll be giving 

away sessions with you personally at the end of the Webinar.  If you’re working 

with corporate clients you’ll want to pre-frame this as a “done-for-them plan” or 

review or analysis because this will be something your corporate clients are used 

to paying fairly high dollars for so they will consider this to be quite valuable. 

Another Stick Strategy is to offer everyone who stays on the webinar a “bribe”.  

The key with this bribe is to make sure it really ties into your Program Promise so 

that if someone is interested in staying on the webinar to get this gift that they’re 

going to be predisposed to investing in your Program.  We really want to make 

sure the exact people who are going to be most interested in your Program are 

the ones who stay on for the entire webinar.  The free gift can be something like a 

blueprint, checklist, guide, or book that you can deliver electronically. 

Some people offer tempting physical gifts such as Apple watches or iPads or gift 

cards and these can definitely increase the number of people who show up and 

stay on your webinar.  I offer a couple of cautions here though – you’ll want to 

wait to employ this strategy until you’ve proven that your marketing funnel works 

and that you’re fairly certain of the number of clients you will get per every 100 
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webinar attendees so that your funnel doesn’t end up costing you money.   The 

other thing is that these gifts don’t necessarily fit with every niche or every 

program offer so you would want to test this strategy to see if it increases or 

decreases the number of clients who invest in your program because in the end, 

that’s what matters. 

So here’s the wording you can use, something like: 

“At the end of the webinar I’ll be giving away totally free __insert Strategy Session 

name ___ one-on-one sessions with me personally” 

“Also, I’m so excited to be gifting everyone who attends ____insert juicy free gift 

name___________.” or 

 “Also, I’m so excited to be gifting everyone a surprise gift today!  I’ll tell you a bit 

more about that towards the end of the webinar.” 

iii. Why should they listen to you?  (30 seconds) 

 

You need to decide in advance how exactly you want your potential clients to 

perceive you and design your Webinar with this image in mind.  Little pieces of 

your personality can be infused through-out your Webinar. 

Many people’s tendency when they’re putting together the first few webinars 

believe that they need to have this crisp, totally about business persona for their 

webinar but this is a big mistake! 

We’ve talked about the know, like, and trust factors previously and this is all 

about balance.  That corporate persona you might be tempted adopt when you’re 

doing your webinar can really hamper all three factors.  Your viewers are going to 
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see right through you if you try to be something that isn’t natural for you.  Now 

certainly if you’re clients are corporate you’ll be appropriate for that environment 

but it will do wonders for your results if you still let your personality shine 

through.  

Potential clients really do want to know the true you and it helps build the trust 

factor required for them to invest in your Program.  Of course, you don’t want to 

come across as a hot mess on your webinar, that certainly isn’t going to build 

trust but you can let people know little quirky things about yourself that lets them 

feel like you’re being authentically yourself. 

You’ll want to include both sides of the coin here … you want to establish your 

credibility and you want to show your vulnerability as that’s one of the things that 

can build trust the quickest. 

For your credibility, I don’t want you to list of a big list of your credentials, I want 

you to showcase a short condensed version of your Hero Connection Story, we 

started that in Module 2 and you may have circled back to it to fill in the details 

after you finalized your Program Promise but if you didn’t you’ll want to do that 

now. 

Here’s where you want to let your personality show through!  It’s engaging and 

makes you seem real! 

At this point you really want to hone your story into just a few sentences to be 

around 30 seconds, once you’ve really captured your audience’s attention and 

they know they want to stay, we’ll go a little more in depth into your story to 

establish your vulnerability and credibility on a deeper level … deep enough that 
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your ideal clients will be able to go from not knowing who you are to investing 

thousands of dollars in your Program. 

iv. Is this training for them? (20-30 seconds) 
 

Here you want to let them know they are in exactly the right place because you 

know what they’re struggling with. 

This is the place where you want to identify with your client and let them know 

you understand how they’re feeling.  This is really going to help them feel like 

maybe you can help them. 

You’ll want to pull out your Date Card from Module 2 and really try to convey 

exactly how your clients are feeling right now, the struggles they’re having, and if 

you’ve been where they are right now, let them know that. 

v.  How will their life be different after this training? (20-30 seconds) 
 

What are they going to get from this presentation to make their lives different?  I 

call these Magic Webinar Outcomes. 

What outcomes they’re going to get from being on the webinar with you?  What 

are they going to be able to do after attending your webinar?  These should relate 

to your Magic Webinar Promise and transformation (which are your big picture) 

but be even more specific so that your clients know that TOMORROW or THIS 

WEEK they’re going to be much better off for having attended your webinar.   

Use something like: 

“You’ll come away with …” 
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“By the end of the webinar, you’ll be able to …” 

The more concrete you can be here, the more engaged your audience will 
be.   
 

Here’s what I used: 
You’ll come away knowing the exact elements you need to include in your 
marketing to attract high-end clients starting tomorrow, the top activity to 
focus your time and energy on so you start bringing in thousands of dollars 
more per week, and how to know if your expertise can be turned into a 
high-end program that sells for thousands of dollars. 
 
You can see I’m pretty specific here, with exact takeaways my audience will 
get from staying on my webinar.   
 
We’ll also be using these Magic Webinar Outcomes in your Facebook Ad 
Campaign to entice your potential clients to attend your webinar. 

vi. What specifically will they learn on your webinar? (30 seconds)  

 

“Today I’m going to show you …” (2 – 3 points)   

Your points should be really outcome focused with a hint of intrigue.  Your 

viewers should feel like they “have” to stay to learn what you’re going to cover. 
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2. Magnetize Your Offer (15 seconds) 
 

This is actually point 3 or 4 under the “What specifically will they learn” bullets 

but should let them know you’re going to tell them how they can begin 

working with you right away.   

“I’ll give you as much information as I can in the __ minutes we have so 

you can really see how to __(insert Magic Webinar Promise) _____.  At 

the end I will tell you how you can get more in-depth help to __ (insert 

Superhero Transformation and/or Program Promise)__. 

This is very, very critical so don’t skip out on this piece thinking you’ll 

come around to it at the end.  Including this here will really help you 

avoid sounding salesy to your potential clients when you make your 

offer at the end.  Just letting them know what the plan is will come 

across as being much more authentic. 

 

3. Magnetize the Possibilities 
 

Now we’re going to go a lot deeper into where your clients are now and how 

things can be different and better for them so they can really see the 

possibility that is available for them to claim for themselves.   

i. Pain to Outcome Picture (1-3 minutes) 
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Here’s where we bring out your Date Card again and really tap into the pain 

your audience is feeling right now, we did this in the “Is this training for them” 

section but here we’re going to reiterate the top two or three pain points and 

then paint the picture of possibility in a more in-depth way and to go into the 

transformation that can result from following your system.  This is where we 

really want to show them how far they are from where they want to be and 

obstacles that are in their way from being where they want to be.  I call this 

“Creating the Gap”. 

You might protest saying that you don’t want to make your clients feel bad or 

worse than they already do but really you’re doing them a service by clearly 

helping them identify the space between where they are and where they want 

to be.  Many people never think of their circumstances in the way and end up 

stuck where they are without making progress because they can’t see the gap 

and can’t figure out why they aren’t happy where they’re at. 

Creating the gap is essential to getting your clients to move forward into your 

solution or any solution! 

ii. Why does your transformation matter (30 – 60 seconds) 
 

In the big scheme of things being able to ____(insert transformation) ____ is so 

important because _____insert big reason why___. 

For example:  

“Being able to create a multi-6-figure income is so important not just for 

the lifestyle, freedom and security that it provides but because you’ll be 

using your God-given gifts and experiences to truly make a difference in so 
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many lives - in the lives of clients who are out there struggling and suffering 

and waiting for you to get out there with your message and your 

transformation so they can live better lives.” 

It’s really important to connect here not only on a practical concrete level but also 

on an inspirational emotional level so that your audience becomes even more 

passionate about creating this change in their life. 

iii. Mindset Shift (3 – 5 mintues) 
 

Now we want to reveal the big mindset shift that’s going to help them change 

everything for themselves.  What is it that they mistakenly believe?  What is the 

new way you have of doing things that makes such a big difference?   

For example: 

“Here’s the thing … most women believe that they need to start slow online 

building a following, spending hundreds of hours on social media and 

blogging to offer a first product or program for at most a few hundred 

dollars.  They believe that you need to start small and build up gradually to 

high-end programs and clients.  That couldn’t be further from the truth! 

The very best way to start, especially if you don’t have a huge list yet is to 

offer a high-end program to start making thousands of dollars per month 

right off the bat.” 

And then I go on to share why people get stuck earning a meager income, less 

than they probably would if they stayed in a job and why this simple change to 

offering a high-end program can change everything so quickly. 
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This is a different way of approaching things and something that has my audience 

paying attention because they know they might learn something new, something 

that could help them change their circumstances drastically. 

You want to be able to create that reaction in your audience as well, it will help 

them be truly excited to listen to you and see what you have to offer. 

Another way of looking at the Mindset Shift is as the reason why, if they’ve tried 

other solutions in the past, they haven’t been success & what’s different about 

what you’re going to teach them. 

 

iv. Connection story (8 - 20 minutes)   

See Connection Story document 

 

v. Example of results (3 – 5 minutes)   
 

Ideally here you would provide a real life example of someone you’ve worked 

with but if you haven’t worked with anyone yet you’ll want to go more in-depth 

about your Connection Story showcasing how you’ve gotten the results that they 

want using the system you developed.  If you don’t have a lot of success stories, 

you’ll also want to expand on the how you came up with your solution part of 

your story to really talk about all the time, energy, money, etc. it took you to 

develop this system. 
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We’re going to use this part a little later on as well to really help them decide if 
they too want to spend all that time, energy, and money trying to piece together 
a solution on their own or if they want to do it the easy way by investing in your 
program.  We won’t say this right now, we just want to plant the idea here of the 
struggle you went through and later on we’ll relate it to them more concretely. 

vi. Here’s why you can do this (1-2 minutes) 
 

It’s really important at this point to really clearly show them why they can do it to.  
Maybe you were just like them in their exact circumstance, struggling just like 
they are now – sharing that struggle even more in-depth is really going to help 
them feel like if you overcame those obstacles they can to. 

 
If you’ve had clients that you’ve worked with in the past, now is the time to share 
a little bit about some of the obstacles they’ve overcome that your webinar 
audience might be stuck behind right now. 

 
The more closely your examples relate to your clients, even what you might think 
of as irrelevant details such as education, career, kids or not can help your clients 
feel like they can do this thing too. 

 
For example, my Connection Story includes me talking about my prior corporate 
work and just having that 15 to 20 second portion of my story in my webinars 
results in a large percentage of my clients coming from a corporate background.  
The fact that I’ve overcome my corporate background makes my clients feel like 
they can too. 
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That’s why getting testimonials is so important, they help you expand the 
relatable profiles you talk about in your webinar from just your story to the 
stories of many people.  

 
For example, when I include a story of a health professional’s success with me in 
my webinars I enroll a significantly higher percentage of health professionals in 
my Program than I would otherwise. 

 
Sometimes you can even use success stories that aren’t yours here to 
demonstrate why they can do this using a well know figure to showcase the 
transformation.  You don’t claim to have been responsible for this 
transformation, you simply highlight what’s possible through this person’s 
example. 

4. Magnetize Your Solution (20-30 seconds) 
 

This is where you transition into your system description.  At this point it’s 

important to reconnect with your audience, to get into their space and then to 

get into teaching your system. 

You can use something like this: 

“I’m not sure why you showed up here today … maybe you ___(insert 

challenge)___, maybe you ___(insert challenge)___ … 

But if you’re struggling with _____, then the  ____(insert name of 

system)_____________ can help you ______(insert Webinar 

Transformation)__________. 
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I’m going to show you the exact steps to take for ___(insert desired 

outcome)___ so you can ___(insert detailed outcome)___ and at the 

end I’ll give you a checklist you can use to make sure you have a clear 

picture of how the steps work together to __(insert outcome in 

different words)__.”   

You can insert whatever free gift you’re offering here, if you’re offering 

one.  If not you can just say something like “at the end I’ll summarize all the 

steps for you so you can really see how the steps work together to ...” 

5. Teach your system (15-20 minutes) 
 

Now you want to go into your system, to offer a taste of each step.  This is 

learning content but on a high level – step 1, step 2, etc.  This is going to 

make up a good chunk of your webinar. 

So remember, this is just a taste test of each step and it should work just 

like a food sample does to entice your ideal clients and leave them wanting 

more.  You’ll want to pull out your Irresistible Signature System Planner 

with all of those enticing step names you created and the marketing 

descriptions you did for each step.  You’ll use the step names directly but 

you’ll want to work in some of your marketing descriptions in a way that 

doesn’t come across as “selling”.  You can do this by saying something like 

this: 

“I don’t have a lot of time on this webinar to go into all the details, and if 

we end up working together more in-depth, I’ll show you three ways to …. 

__(insert your marketing point)__.  For now though, let me help you with 
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the overall strategy here … (then go into a more general point about the 

overall mindset shift for this step).” 

Here, you really want to stress the importance of your system, that it’s the 

system that works not your super abilities that make it works.  This is 

critical so that your clients feel like they can do it too.   

You can use phrases like: 

I uncovered the system that … 

The process works every time … 

It’s as easy as following the system step-by-step … 

Depending on what’s true in your circumstance. 

So this is where you want to go through each step of your program giving a high-

level overview of each step and how the steps work together to create the 

desired outcome in a predicable way. 

You’ll want to throw in just two or three really specific teachings, some nitty gritty 

details of things they’ll want to watch for or a specific way of doing things, 

throughout this portion of the webinar.  This is going to help your audience know 

that if they join you in your program you’re going to teach them so much, very 

specific steps so they will be able to achieve the outcome you are promising. 

In addition, you really want to give just a couple of really specific details 

mentioning that they come right out of __(insert module number)__module of 

your program.  There’s a couple of reasons for this.  The first is that it helps your 

audience feel like they got really great free content at your webinar and that 
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builds your authority, credibility and goodwill, the second is that is going to help 

your clients know that they’re going to get really incredible, detailed training and 

advice in your Program that would be hard to get on their own. 

I would even go so far as to say that you should give a couple of your very best 

tips here on the webinar, not all of them but a couple of them so that you can 

really showcase what you’ve got. 

Many entrepreneurs feel like they’ve got to save all of their best stuff for their 

Program  so they can get paid for it but if you do that you’ll end up with less 

people signing up for your Program and trust me – even if you think you’ve given 

away a lot of your best tips, you’re going to come up plenty more. 

Also, one of the best things your clients get from working with you in this kind of 

Program is the implementation and accountability.  Even if you gave out all of 

your best tips in your webinar, those people who took those tips and tried to run 

with them on their own will not get the kind of results they would get if they 

worked with you in your program. 

The key though is to make it clear that you’ve got plenty more of that awesome 

advice available in your Program. 

Then, based on what your Webinar Promise was you’ll want to choose one step to 

go into in a little more depth.  The reason you want to do this is that in some 

circumstances, just doing a high-level overview view can feel a bit like a sales 

pitch and I want you to really truly be able to feel great about adding value to 

your audience even if they choose not to move forward with your Program.  

I would approach this like this: 
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“Okay, awesome, we’ve gone through the entire system and I hope you can see 

how if you just follow this step-by-step system you can __insert outcome__.  We 

have just a little bit more time here to go a little more in-depth into one of the 

steps.   I really want to cover an area you think would most benefit you, so go 

ahead and type in the chat box the step you want me to go into and why you 

think that step is so important to your success. … 

Awesome!  Let’s see … I’m getting a lot of votes for Step __(insert step number 

and Irresistible Step Name__ because __(insert beneficial outcomes they can see). 

Here’s the critical thing about __Irresistible Step Name__ …”  and then you go 

into the overall mindset shift required for the step in a little bit more detail, 

offering a really juicy detail that they can put into action right away.  

SWEETSPOT CONVERSION TIP: 

Adding a case study/testimonial for each step which showcases how important 

the step is (used as a teaching moment) can increase your conversions by 20 to 

30%! 

 

Reminder (20-30 seconds) 

So I promised I’d be giving away __ (insert number of sessions)__ one-on-one 

sessions with me and your free gift and I’m going to be doing that in just a few 

minutes, but first I just want to tell you a little bit about a how you can really 

__(insert Superhero Transformation)__ quickly with my help. 
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6. Magnetize Your Offer 
 

i. Transition to offer (2 minutes)  
 

Next, we transition into your offer. Here is where many sales-adverse 

entrepreneurs go wrong again, being shy about their Program.  You really need 

to get into the mind of your client, be where they are, connect with the where 

they are and then show the excitement for your Program that you believe is 

the very best solution for your ideal clients to achieve your Superhero 

Transformation.   

For me, I would say: 

I’m not sure why you showed up today … maybe you are just starting out and 

really need to make this business thing bring in an income quickly, or maybe 

you’ve been struggling for a while and not bringing  in the income you need 

too … 

Whatever the reason you showed up today, I’m sure you want to __(insert 

transformation/outcome)__ the fastest way possible. 

Eventually, you might be able to put together all the pieces you need to 

___insert transformation__ after struggling for years like I did and that’s 

certainly one option for you but if you want to stop ___insert pain point___, 

and get ______insert transformation__ the fastest way possible, you can 

simply follow my _(insert # of steps)_ step Program to make it happen quickly 

and painlessly.  
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“If you would like to quickly  __(insert transformation)____ , I’ve put together 

a special program … (describe your Program Promise, describe your steps, 

describe your offer without the price)“. 

Worksheets to use here: 

Profitable Program  Promise 

Irresistible Signature System Steps  

Juicy Offer   

ii. Describe Bonus 1 (30-60 seconds) 
 

I’m going to be super selective with who I choose to be a part of this program 

because need to create __(insert number of spots you’re offering)__ more 

success stories that are going to allow me to market this Program as a more 

automated online program.  Because I need to create these success stories as 

quickly as possible, I’m so excited to be offering you this super special bonus … 

iii. Describe bonus 2 (if applicable) (30-60 seconds) 
 

And to take it even another step further, to really allow you the best 
possible chance of success with ___insert Program Name____, I’ve decided 
this time only to _____ 
 

iv. Reminder (20-40 seconds) 
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So I promised that I would be giving away __ free one-on-one sessions with me 

personally where I’ll help ___strategy session invitation___.  So, here’s how 

this is going to work.  I really want to make sure these sessions are going to be 

valuable to those who receive them so I’ve got a couple of quick questions for  

you to answer and that’s going to help me choose who’ll get the sessions. 

So all you need to do is send off a quick email to __________ (insert your email 

address)___ and myself or one of my team will send you the questions, 

respond as quick as you can with those answers and you’ll get in the queue to 

claim one of those sessions.  

SWEETSPOT CONVERSION TIP: 

Laying out your requirements for getting on the call with you / working with 

you can really reinforce the special offer they’re getting. 

“I’m extending this special for you if you are: 

1. Ready to show up on the three live calls and do the 20 to 30 minutes of 
homework 

2. Show up at the workshop ready to focus and get your ads live and 
flowing in clients 

3. Interested in scaling your business to 6, multi-6, or 7-figures, that you’re 
not just looking to create a side hustle 

4. Prepared to hop on camera for a five minute interview with me at the 
end to share your experience” 

Your points should call out your best clients, the ones most likely to move into 

your high-end packages. 
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7. Magnetize Action 
 

At this point, your potential clients will be excited about your Program thinking 

they need to make a decision on the Program right now and then you’re going to 

get them to move easily into action here by offering your totally free, no 

obligation Strategy Session. 

i.   Special bonus for being here (30-60 seconds)   
 

“Because I really appreciate your feedback and participation today I have a 

special bonus/scholarship/____ for you.  If you apply for your strategy session 

today and on our call decide to move forward into the Program (or give 

deadline), you’ll also get __________________ ( limited bonus)” 

ii. Creating Urgency (20-40 seconds) 
 

The next piece is to create the feeling of urgency in your audience to book a 

strategy session with you. 

I know for some of you urgency is going to feel awkward but I can tell you from 

experience that without urgency, you’ll have very few people invest in your 

Program.  What happens is that no matter how great people think your program 

is, or how much they think it will make a difference for them, human are wired to 

put off making decisions that they don’t have to make right now.  So they’ll think, 

oh yeah, I’ll do that tomorrow, or when I get my next paycheque or when ---fill in 



 

 
Page 21 of 23 

the blank--- and they’ll never take the leap to change their lives and that is doing 

them a huge disservice. 

Having the skills to have the right people leaping into your Program is the best 

way to share your gift with the world. 

So here’s my best suggestion for using urgency and scarcity when you’re feeling 

squeamish … make I true!  If you say you’re going to offer only 10 strategy 

sessions, only offer 10.  If you say there are only 5 spots in your program, only fill 

5 spots! 

It’s very easy and natural to include urgency and scarcity if the things you talking 

about are true. 

Some ways to create urgency and scarcity are through time, as in you’re starting 

the Program on a specific date, by having a specific number of spots available in 

your program and only a certain number of strategy sessions, or through the use 

of limited bonuses where you only have a few of some really awesome bonus 

everyone is going to want.  Something like this: 

“Registration is closing because we start in one week” 

“I only have 10 spots available in the Program, I encourage you to book the first 

Strategy Session available since I will fill the spots on a first-come, first-approved 

basis.” 

“I only have 20 strategy session available so get your application in now” 

iii.  Call to Action (20-30 seconds) 
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Next you want to have a clear call to action directly your audience on exactly 

what to do next. 

“Go now and click the green button below and you’ll be taken to …” 

“Go ahead and open up your email program now and type in the “to” box email 

address, all you need to type is “I want to apply”, once you click send, it will be 

sent straight to our program inbox where, on a first-come-first-serve basis we will 

send you the Strategy Session application.  Once you answer all the questions in a 

reply email we will evaluate your application and let you know if you’ve been 

chosen for one of the ___ (# of sessions available) ______ (name of strategy 

session).” 

Q & A (10-15 minutes or longer if you have a good group of people asking 

questions) 

So, here’s the part where we have a question and answer session.  When you’re 

just starting out this can be really difficult because you might not get enough 

people on your webinar to make for a good, busy Q & A session – you need fifty 

or more people on your webinar to have enough questions to be busy for a 

fifteen to twenty minute session because most people won't ask questions.   

So here’s my strategy for you …  

Set up common questions that address objections related to your program.  Here 

it’s really important to get inside of your clients’ thoughts and really consider 

what they might be thinking that would prevent them from applying for a strategy 

session or investing in your program. 

Some common themes are: 

mailto:tammy@shesgotprofits.com
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Will this work for me? 

I’m not sure if I can afford this … 

Is this program the right fit for me? 

Am I going to be able to do the steps? 

You just really want to address all of those concerns so that your audiences 

realizes your program could be for them. 

iv. Call to action 
 

Then you want to have another call to action.  Something like this: 

You’ve stayed with me for this long, so I suspect that this is the exact step you 

need to take right now … so go right now and apply for your __(insert strategy 

session name)__ by __(insert again how they can apply for a session)__ and 

during our session I’ll help you figure out if __(insert program name)__ is truly the 

next best step for you.  If it’s not, I’ll even help you figure out what is your next 

best step. 

 

 

 

 


