


Hereʼs a handy workbook to help you get going with your upcoming 
webinar. In it you will find a loose framework that you can use to work 
through many of the common obstacles that presenters can face when 
trying to launch a webinar or series of webinars for themselves. Itʼs by 
no means the final authority on webinars, but it has some great tools to 
help you put your webinar or series together.

Welcome



Part One

Ideas
This section is for collecting ideas. Use this space to spitball ideas that you 
believe may make for compelling content. These are loose, nebulous ideas; 
I like to describe these as “napkin ideas” because that’s really about as 
fleshed out as any of them are at this stage. 

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

TIP: Really con-
sider what you 
are interested in 
and build from 
there. Learning a 
new skill for the 
sake of a webinar 
is a sure recipe 
for disaster.
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Part Two

Concepts
Concepts are slightly more complete than ideas and should 
incorporate actions or arguments. Where you might have listed 
Apples as an idea, concepts are essentially taking that apple 
and doing something with it, e.g. how to make applesauce 
from scratch.

______________________________________________________

______________________________________________________

______________________________________________________

Part Three

Subject
Your subject is what you want your webinar to actually be 
about. This is the natural progression from an idea (apples) 
to a concept (how to make applesauce) and eventually into 
your subject (how to hack homemade applesauce into deli-
cious apple cider).

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________

______________________________________________________
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Part Four

Titles
Naming your webinar can be easy. What I hope to communicate to 
you is that in all things webinar, brevity is the key.

There are a myriad of formulas out there but here are four proven 
naming formulas and their possible uses that I think might help with 
this part of your planning.

Basic: I don’t cover this one in the article because it’s exactly as it sounds: basic. Basic 
doesn’t mean bad, it just means basic so if this is the route that you choose, just play 
the hits: 

Common Objection: This is a great formula to use if your ultimate goal is to sell a 
service or product to the audience. It not only introduces the topic, it also highlights 
the benefit, introduces the methodology, and tries to head off common objections 
early on.
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Basic Formula: Webinar: [Topic]

Example: Webinar: Apples 

Formula: How [Target] [Enjoyed this Benefit] by [Method of Success]
              even if [Common Objection] 

Example: How I Made $60K Last Month by Turning Applesauce Into
               Cider Even Though Apples Are Out Of Season 



How To: This is a great choice for informational webinars where you plan on present-
ing information that may be technical or topic-specific. I like these for informational 
webinars because they are short, direct, and tell you exactly what they are about with-
out any fluff. If you are using this kind of formula, make sure that your content sticks 
with the spirit of it. No one wants to show up to class and be sold something. 

Tips from the Authority: If you or your presenter are an expert on the topic you 
are covering, using this kind of formula might help get you the right bodies in the (vir-
tual) room. This title strategy works particularly well for presentations where your 
intended audience already has at least a basic command or familiarity with your sub-
ject. These attendees are specifically interested in the “moreness” of your presentation 
so it works to your advantage to give them a peak in the title.
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Formula: How to [Achieve Desired Result]

Example: How to Make Apple Sauce

Formula: [Authorityʼs Name] [Topic and Secrets] 

Example: Johnny “Appleseed” Chapmanʼs Tips for Cultivating
              Golden Delicious Apple Trees 



How To: Are you trying to teach a group of people something? Then this straightfor-
ward naming strategy is likely for you. I like to think that these work best when you are 
attempting to instruct a group of people on a very specific topic. Specificity is the key 
to success here.

Lessons Learned: Looking to hook other professionals in your specialty? Try using a 
story of adversity to attract the attention of professionals who might also be going 
through the same thing. If you haven’t recognized it yet, the adage “misery loves com-
pany” is true for almost everybody. The only thing more powerful than hearing about 
someone else’s failures is hearing how they overcame them, especially if they’re facing 
similar challenges. 
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Formula: How [Type of Person] Did [Action That They Took]

Example: How Johnny Appleseed Was Able to Introduce Apple
                Trees to The American Frontier

Formula: [Number of] Lessons [I/We] Learned by/from [Action] 

Example: 5 Things We Learned Trying to Recreate Johnny
               Appleseedʼs Cider Recipe 
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Part Five

Format
Lorem ipsum dolor sit amet, consectetur adipiscing elit. Nunc 
et tempor nunc. Ut dictum porttitor magna, id iaculis ante 
posuere nec. Nulla facilisi. Curabitur laoreet eu augue eu mo-
lestie. Donec varius vestibulum enim at convallis. Vestibulum 
elementum elit eget ornare efficitur. In condimentum efficitur 
interdum. 

Interview: Useful for extracting information from an industry or 
topical expert

 

Question and Answer: Great for driving engagement as the 
content is normally driven by dynamic questions and answers, mean-
ing the audience drives the webinar 

Panel Discussion: Panel discussions are great for providing an 
audience with multiple points of view on a specific topic 

Presentation/Training: As the name implies, these are good if 
your goal is to educate the audience on a particular topic or protocol 



Part Six

Pre Webinar
So at this point, you may be disappointed if you were 
expecting a literal step-by-step guide. My reasoning is 
that you should really develop the specifics of your 
process on your own instead of trying to fit your pro-
cess into mine. 

I’m not saying that I won’t give you some tools to 
make that process easier, but nothing replaces creat-
ing a protocol of your own.

Don’t Skip Prep! There are some people that are fantastic off the cuff and are able 
to navigate a webinar without the aid of an outline or script. Let me assure you, this is 
far from the norm. Good webinars outline. Great webinars script. You don’t need to 
stick to the letter of it but skip this at your own peril! 

Test and Rehearse Chances are pretty good that you don’t butter your bread by 
giving presentations. What you are more likely to be is an expert in your field and on 
your topic. Just like other things in life, you aren’t just going to show up and magically 
be transformed into the most articulate presenter, so take the time and rehearse. Ad-
ditionally, one of the worst things that can happen is a protracted technical difficulty 
during your presentation. Test this early and often leading up to your webinar.  

Shout Outs and Questions As you are evaluating your presentation, you should 
also be looking for ways to break up the content, so to speak. It’s very easy for an 
audience to settle into the rhythm of your presentation. This is dangerous because as 
their attention wanes, so too does their command of the information you are provid-
ing. Look at your presentation and look for opportunities to invite questions or feed-
back from your audience. Good places for question breaks might be right after your 
introduction (any questions so far?) and then again about 2/3’s of the way through, 
typically right after your main point has been addressed. 
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Part Seven

Webinar
So now it’s game day and you’re getting ready to go live. Here 
are a few things I like to tell presenters to remember to get the 
most out of this experience. 

Have Fun Its important to remember that the webinar is what you wanted to do, so 
why not get the most out of the experience and have fun. You might be amazed how 
easy it is to get over your initial butterflies by just trying to have fun. Remember, you 
don’t have to do this...you get to. So have fun. 

Tell a Story Creating a narrative is one of the best ways to humanize and engage 
with your audience. Think about the stories we tell each other and you’ll notice that 
the ones that are easiest to recall are the ones with stories behind them. If your goal is 
to compel your audience to do something, you’ll likely have an easier time of it if you 
can craft a story they can identify and connect with.

Engage with Your Audience Don’t just let your audience ask questions, turn the 
tables and engage with them as well. If your presentation style is more loose than 
structured (like a panel discussion, for example) this kind of feedback can help you to 
guide the conversation in the direction that will best serve your audience. 

Rely On Your Slides, But Don’t Read Them Avoid this mistake that has plagued 
so many high school and college students since the invention of the PowerPoint. Let 
me be clear about this, using your slides as reference for your presentations is abso-
lutely necessary, but when you turn your script into slides and read them, you are com-
municating to the audience a lack of command over the content you are presenting. 
Don’t be that guy. 
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If I’ve done my job, then by the time you are reading this, you have a lot 
more questions about how to put together a really successful webinar. Ques-
tions like what platform to use, how to market and get interest in it, or even 
what equipment to buy/rent/lease to do this. I cover a lot of these topics 
and more including marketing, sales, and operations in my monthly Strategic 
Growth Workshop here in Miami, Florida. These 2-day mastery workshops 
are the perfect jumpstart for any practitioner who is looking to gain a com-
petitive edge over the competition. And through intensive, hands-on coach-
ing, my team of experts can give you the tools to really hone that edge. If 
you’re interested in learning more, please don't hesitate to give me a call at 
(855) 383-5779 or of course, email me at mw@vitalityconnect.com. 

MarkLWhite2019


