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Hi there, Casey Zeman here! Founder of easy webinar, and best selling au-
thor of the book Build Your Audience With Live Video, and today I wanted 
to share with you an opportunity that will help you to grow your community, 
build a deeper relationship with that community, and make sales.

Now, this strategy has literally helped millionaires build lifestyle businesses 
and is the cornerstone to profiting online- and I know that sounds like hype, 
but after years of having an online business myself, and literally trying 
every way to grow customers and make sales, and reach worldwide audi-
ences, this one strategy has stood the test of time.

Now, as I said, this strategy is nothing new. However, the way it’s being used to-
day is and in this video series, we’re going to actually be taking a look and talking 
about the new evolution of this strategy. I also want to say that you could literally 
fail at this more than once, because I did it several times over; but you can still 
succeed even if you fail at it.

 

The 6 Crucial Strategies for Creating 
A Profitable Webinar

PART #1 
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Even though the different styles have 
changed (it’s now more of a broadcast 
with you sitting in front of the camera), 
there are still some key structural points 
that haven’t changed, and this is what 
we’re going to be actually covering in this 
book.

So, what is it?  What is this strategy that I’m referring to?

This powerful strategy is using the power of online events and webinars to es-
sentially sell your product and services to your customers online.

And remember, webinars have evolved in recent years and if you don’t know 
what a webinar is, let me just break it down for you:

A webinar is an online seminar; it’s a presentation, and historically, they were 
these simple MS PowerPoint template events with bullet points, but now webi-
nars have actually evolved to so much more.

People are using webinars as an opportunity to build a deeper foundational 
experience with their audience. They use it more like a broadcasting tool to do 
live video, and the experience has now changed into bringing a more nurtured 
experience. 
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The truth is, I never made any money 
or sales online, until I started using we-
binars in my business.  However, here’s 
the funny thing-- the first webinar I 
ever did was terrible, it was awful, it 
completely bombed.

I remember sitting at the desk in the 
back trailer of the house where I was 
staying, and it was in the middle of 
winter.  Not only was it howling outside 
from the wind, but there was a heater, 
blasting just as loud as the hair dryer, 
and all I had with me was an old Mac-
book Pro and a pretty dodgy wireless 
connection.  

Before I knew it, I had struck this awe-
some deal with a very successful mar-
keter to promote the event, but it was 
happening while we were on vaca-
tion in Iowa, and this marketer had a 
much bigger list than me! So we were 
actually able to get about 400 peo-
ple to this event which was incredible, 
it was mind-boggling to me.  My first 
experience with this and I was sweat-
ing bullets, I was stammering, I was 

stuttering; I couldn’t collect my train 
of thought at all.  I went on tangents 
and had terrible-quality audio; it was 
literally the built-in microphone from 
my Macbook, and the internet cut out 
about seven times while I was doing 
the webinar.

But here’s the deal with all I’ve said 
about my first webinar:  when I fi-
nally pitched my product, I ac-
quired $2,000.00 in sales.  Now that 
seems like quite a bit of money, but 
$2,000.00 from only doing an hour’s 
worth of work, that’s a lot of money, 
right?  But here’s the thing, $2,000.00 
is alright, but technically, that’s only 
$5.00 earning per attendee.  You see, 
there were 400 people on, and I sold 
10 units of a product I was selling for 
$197.00 so I made $2,000.00.  Now 
there are only a few elements you 
need to do to add an additional zero 
to your earnings.

Even A Terrible Webinar Can Produce A Profit
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Building Buzz

NOTES:
Remember, webinars are interactive experiences, and 
as such as soon as someone (your attendee) comes 
into the webinar room, you want to create this buzz—
this experience, almost before the show happens. 

And I kind of think about when I was a kid I was into 
the musical Cats. I don’t know if you know this musi-
cal, but my dad took me watch it, and before the show 
even started, all the cat characters (the performers) 
came out into the aisles and started walking around 
like cats and coming up and standing near us. It got us 
kind of excited about the show, kind of go, “oh wow this 
is going to be interesting” and it created that interac-
tion and expectation of what we were going to see.  In 
webinars and other online events, you really want to do 
same exact thing.

So something that I would recommend you to do when 
you’re doing a webinar is this: as soon as people come 
into the webinar, welcome them and say, “Hello, how 
are you? Welcome to the event, let me know where 
you’re from in the world.” Let them know that they are 
going to an amazing event. They need to close their 
distractions, turn off social media and things like that, 
close the door. Get a pen and paper handy because 
this is going to be awesome. These are things you want 
to do, just to build up that buzz. 

So here’s what I might say to build a buzz and expecta-
tion and anticipation at the start of an event, 
“By the end of this webinar you will learn how you can 
use the three-part system to start selling your prod-
uct or your services successfully to a hungry audience 
within 48 hours.”

Time: 5-10 Minutes
To This Stage Of The Webinar
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Get Personal
NOTES:Getting personal - this is where you want to start to 

talk about your story, your personal struggle and how it 
relates to this event and webinar. You see, part of selling 
is connecting on a heart-level to your audience and this 
is exactly what your story does. Now oftentimes, people 
think just to breeze right through this part of it, but hon-
estly, I want you to start thinking about taking your time. 
Yes, you might get pressure from some attendees ask-
ing you to get to the good stuff in the event, but don’t 
give into that pressure because those people are not 
ever going to buy from you. All they want is your content; 
while the people that will buy from you are the ones that 
connect with you on a personal level and want to hear 
your story.

For instance, my story is how I went from a broke actor 
to a failed mortgage broker to creating a successful six 
figure online business by building around my terms, pas-
sions and goals through the power of online webinars 
and events. So this is how they get to know you more. 

The second part of getting personal is to show so-
cial proof. This is all about why it’s very important that 
someone should be listening to you, and why you’re an 
expert. Here’s where you’re going to have to start high-
lighting yourself and where you are now. For instance, if 
you have any publications or awards or interviews from 
top bloggers or radio stations or any P.R, highlight those 
because that really makes you look good to the audi-
ence. And I know that it can sometimes feel uncomfort-
able to highlight yourself, and normally I would say less is 
more when you’re
talking about yourself; but remember this is the first 
time people are seeing you and getting to know you, so 
you would want to legitimize yourself as much as pos-
sible.

Time: 10-15 Minutes
To This Stage Of The Webinar
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Share Content

NOTES:I want you to remember that sharing content 
and building value for your webinars is the core 
part of your training. You’re going to have to 
pull out all the stops and provide your audience 
with a ton of content. This is also the oppor-
tunity to start connecting to your audience on 
a logical level. You’ve already talked about the 
heart with your story, but now we’re going at-
tacking the logic - both heart and logic are the 
keys to sales.

So how do you do this? Well, I want you to 
show a trend as it relates to product in the 
market place. For example, my product is easy 
webinar, so I can talk about how webinars and 
online events have gotten huge in the last cou-
ple of years. It’s a billion dollar industry, and 
everyone is using them, such as HubSpot, which 
is a marketing company; The National Associa-
tion of Realtors, which is a realtor organization; 
The University of Southern California, A higher 
learning institution. 

I can also then offer stats and marketing 
data and research to then support my case. 
You would want to start identifying the prob-
lem, and you would want to appeal to your 
audience, and as I said your goal is to show the 
logic of your ideas, and show why your product 
is necessary. 

Going back to my example on my product, 
easy webinar,  I’d probably say something like, 

Time: 30 Minutes
To This Stage Of The Webinar
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NOTES:
“Here are the problems in how to convert traf-
fic into community and a community into sales. 
Sales letters don’t work all that well anymore, 
and how can you position yourself as an expert, 
what’s the fastest way to drive sales? How do 
you sale higher ticket prices, items and services 
especially online? How do you teach and engage 
effectively with people on the other side of the 
world? Well, these are the problems and one of 
the best solutions is through creating webinars.” 
So after saying all of that, the rest of the con-
tent and to make sure I emphasize the value of 
my product, I should make sure that the content 
is all about what they can learn to fix and solve 
those problems.  

One of the ways to show how they can fix 
those problems through your product/solu-
tion is by sharing to them case studies.  These 
are stories of people who have benefited and 
are benefiting from the solution. These can also 
be your own successes. By the way,encourage 
them to follow along and take action if you show 
them something like a cool flow of some kind, like 
let’s say that I’m showing someone how they can 
use YouTube marketing and learn about search 
engine optimization with YouTube. I will literally 
take them to YouTube, and show them the titles 
that get ranked best inside YouTube (and this is 
what I mean when you actually show them the 
content and the value that you’re providing).

Share Content Continued...
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The Close/Pitch

NOTES:The close and the pitch – this is where you’re 
going to show your audience the solution and 
of course... remember that the solution is your 
product.

You’re also going to talk about the benefit of 
the benefit, not just the benefit of what that 
feature solves. Such as, “A social share feature 
might get more viral traffic coming in to your 
webinars. The bigger picture is that you’ll get 
more people to come in and purchase.” So focus 
on the benefits of your product.

Also you want to have testimonials and dif-
ferent case studies, and these are going to be 
from customers. If you have customers that are 
using your product and services right now, this 
is where you want to leverage those, and you 
might also want to provide your audience with a 
guarantee.

If you have a digital product, oftentimes you 
should have at least a 30-day guarantee. Nor-
mally for services, it’s a little bit different; you 
might have less of a guarantee because if you’re 
providing your own time with someone. You can’t 
necessarily say, “Hey, you can always get your 
money back,” if you devote enough time and 
your value, you can’t do that.

Time: 15 - 20 Minutes
To This Stage Of The Webinar
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NOTES:
So the next part is a call to action. Oftentimes 

you can say, “I only have this product offered 
at this price for only this period of time.” That’s 
a call to action. A reason for someone to buy 
and what I oftentimes do on my webinars and 
online events is I have what’s known as a fast 
action bonus, and this is something, a value. A 
bonus that they can only get when they take 
action and purchase on this event. That’s why 
it’s called fast action bonus, it’s for people that 
are action takers. Right now, if they take ac-
tion, they get the bonus. The bonus should add 
more value to your existing product. The idea 
is to create a bonus that has a perceived value 
higher than the product itself... that’s really what 
your bonuses should do. Secondly, the fast ac-
tion bonus is what your audience can take ad-
vantage of right now. If they do not act while on 
the webinar they will miss out on the bonus. This 
creates scarcity in the minds of the buyer and 
allows you to make more sales. 

Here’s an example of a closing statement you 
could say: “There are two things to do right now. 
I gave enough information to go take action right 
now and you can try to do this stuff yourself on 
your own. Or, you can come through and pick up 
the course and learn faster and better than you 
could possibly do by yourself.”

The Close / Pitch Continued...
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The Q &A

NOTES:

The Questions and Answers – now this is the 
section where you start highlighting the benefits 
of the product and handle objections or con-
cerns. You must open up the conversations to 
your audience. You have to make sure that you 
can handle any objections that some members 
of your audience might have, because that will 
ensure that those who are listening in and have 
the same concerns or objections will be assured 
that your product/solution is the best solution.  

Doing the Q&A well helps you promote your 
product even more, and convince potential 
buyers to avail of your product/solution.  At this 
point, you should also congratulate the buyers 
who come in, and answer the questions that 
they normally would have, and give them fre-
quently asked questions that they should know 
about, so that they can know more about the 
product as well.

Time: 10 - 15 Minutes
To This Stage Of The Webinar
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Final Action 
NOTES:

You’re at the end of the webinar, and getting 
to the end means giving a final action for your 
audience to do something.  Thank the buyers, 
and tell them to join you in a Facebook group 
(and encourage them to continue the conversa-
tion there),tell everyone that you will be ending 
the event, and tell those who bought the product 
to stay, so that they can see the back end of the 
course.

Now what happens when you do that is that 
the people who didn’t buy your product/solution 
will be interested in finding out what’s at the back 
end of the course, and if you do it right, you can 
convince them to buy the product!

Now, you also might want to have a countdown 
timer at the end to pick up fast-action sales at 
this point.  If you have a countdown that’s show-
ing 10 more minutes, you can really show that 
urgency and scarcity, so you can convince people 
to want to act fast.

Time: 10 - 15 Minutes
To This Stage Of The Webinar
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This is the end of part 1 of this re-
port.  In our next report, we will be 
tapping into automation, and I’m kind 
of excited to talk about it!

We’ll be discussing automated we-
binars for saving yourself time, en-
ergy, and money; and so if you don’t 
know what it is, this is the perfect op-
portunity for you to learn all about 
it.  We’ll look at how it works, how you 
set it up, and the secret key elements 
that no one else is revealing.

Plus, we’re going to go and hear 
from people just like you who are ac-
tually successfully using automated 
webinars to leverage the most value 
from their time and earn substantially 
more money every single day.  So 
please keep an eye out in your inbox 
for our next video and report.




