Confirmation Page

Turn 'Eeﬁis’rran’rs \nto Attendees

w TARGET .) REPORT c TIMEFRAI\./IE
& Show-up Rate Nurture 20 min

& DiRECTIONS € INGREDIENTS

A confirmation page is what registrants see right after signing up for Tags

your webinar. This isn't a throwaway thank-you screen — it's your UTM Tracking
best shot at boosting show-up rates. The registrant just took action. Page Views
Their attention is at peak level.

Most webinar funnels lose 50-70% of registrants before the event PREREQUISITES
starts. The confirmation page is where you fight that drop-off. Use it 100+ Registrants
for live webinars, evergreen replays, and multi-day workshops.

Your biggest lever is stacking micro-commitments. Get registrants to
add the event to their calendar, watch a preview video, or share with TR VARIATIONS

a friend. Each action raises the cost of no-showing. Video Brid
ideo Bridge

Challenge Signup
Thank You Page

PERFORMANCE CALCULATION

METRIC TARGET
Determine Your Show-up Rate 35~50%
%) CWebinar) Mov 14 - Register 1,300

Track everyone who registers for your webinar via tag.

(o) CWebinar] Mov 14 - Attended 630

E Track everyone who shows up to the live or replay event.

e & Attendees + Registrants 35.0%



WEBINAR FUNNEL & CONFIRMATION PAGE

Breakdown Your Show-up Rate

Find which registrants attend and which ones ghost.

4 TRAFFIC SOURCE

[ CHANNEL | UTM SOURCE | REFERRER

Where registrants came from reveals intent
level. Cold ad traffic shows up less than warm
email lists. Segment to find which sources
produce attendees — not just registrants.

INVEST IN HIGH-ATTENDANCE SOURCES
Shift budget toward channels with highest

show-up rates. A smaller list that actually
attends beats a massive list that ghosts.

DEVICE TYPE
[ DESKTOP | MOBILE | TABLET

Mobile registrants often sign up impulsively but
show up less. Desktop users tend to be more
intentional. Check if your calendar-add flow
works smoothly on every device.
FIX THE MOBILE CALENDAR FLOW
Test your calendar-add buttons on mobile. If
the flow breaks, mobile registrants have no
reminder and won't show up. One tap should
doit.

SEGMENT OPTIMIZATION EXAMPLE

Traffic Source Optimization

Email
Facebook
Google

oraanic

& LEAD TEMPERATURE

B NEW LEAD | EXISTING CONTACT | CUSTOMER

Afirst-time visitor behaves differently than a
long-time subscriber. Existing contacts trust you
and show up at higher rates. New leads need
extra nurturing between signup and the event.

NURTURE COLD REGISTRANTS HARDER
Send extra reminders to cold registrants. Add

a pre-webinar video series. Warm leads need
one nudge — cold leads need three or more.

P~ REGISTRATION TIMING
[ DAYS BEFORE | SAME DAY | LAST MINUTE

People who register days early often forget.
Last-minute signups have high intent but no
time for reminders. Segment by when they
signed up relative to the event to tailor your
follow-up.

MATCH REMINDERS TO TIMING
Early registrants need more touchpoints to

stay engaged. Same-day signups need an
instant calendar add and clear join link —
skip the nurture.

FOCUS SEGMENT
Channel
300 165 55.0%
4,200 300 25.0%
600 210 35.0%
Yoo e U5.0%



WEBINAR FUNNEL & CONFIRMATION PAGE

Optimize Your Confirmation Page

Every element should increase the odds they actually show up.

n You're Registered!

Your seat is confirmed. Here's how to prepare.

Thursday, Nov 14

2:00 PM EST

60 Minutes

Add to Your Calendar

Add to Google Calendar Add to Apple Calendar Add to Outlook

3
>

Watch before the webinar

Share with a friend: Facebook Twitter

HEADLINE & NEXT STEPS
A\ SET CLEAR EXPECTATIONS IMMEDIATELY

Confirm registration and state exactly what
happens next. Include date, time, and timezone
prominently. A headline like "You're registered
— here's how to prepare" sets the tone. Vague
confirmations breed uncertainty. Uncertain
registrants become no-shows.

B PRE-WEBINAR CONTENT

A START DELIVERING VALUE BEFORE THE EVENT
Add a short video (2-3 min) introducing you and
previewing the topic. This builds familiarity and
commitment. Registrants who engage before
the event feel invested — invested people show
up. Give a quick win related to the webinar topic
to hook them early.

What You'll Learn

® The #1 mistake killing your results
® Asimple framework you can use today
® Live Q&A with the presenter

® Exclusive bonus for live attendees

o n

CALENDAR ADD
A\ MAKE THE REMINDER AUTOMATIC

Place an "Add to Calendar" button above the
fold — Google, Apple, and Outlook options.
Registrants who calendar the event show up
2-3x more often. This is the single highest-
impact element on your confirmation page.
Make it big and impossible to miss.

n SOCIAL PROOF & SHARING

A TURN REGISTRANTS INTO PROMOTERS
Display a registration counter or past-attendee
testimonials to build excitement. Add a share
button — people who invite others commit
publicly and attend more. Every element that
says "this event matters" fights the slow decay
between signup and showtime.



WEBINAR FUNNEL & CONFIRMATION PAGE

How to Optimize Webinar
Confirmation Pages for your business

Tailor your confirmation page to your audience's expectations and buying cycle.

i.g COACHES
9 BUILD ANTICIPATION FOR TRANSFORMATION

Share a 2-minute video previewing your
webinar's breakthrough moment. Coaches sell
transformation — give registrants a taste right
away. Ask them to reflect on a specific
challenge before the event. This "homework"
creates investment. Include calendar links
above the fold and a short worksheet to
complete before the session starts.

E-COMMERCE
@ INCENTIVIZE ATTENDANCE WITH EXCLUSIVITY

E-commerce webinars typically demo products
or teach usage. Show the product in action with
a short teaser video on your confirmation page.
Include a limited-time discount code
redeemable only during the live event to drive
attendance. Add calendar links and emphasize
that exclusive offers will only be available to
those who show up.

m B2B & SAAS
@ BUILD AUTHORITY BEFORE THE FIRST SLIDE

B2B registrants evaluate your credibility before
the event starts. Link a relevant case study or
white paper on the confirmation page. Include
an option to add the webinar to their work
calendar with a pre-written description. Show
speaker credentials and client logos
prominently. Authority on this page directly
reduces no-show rates.

'j CREATORS
P ol @ DEEPEN THE CONNECTION BEFORE THE EVENT

Your audience already follows your content —
use the confirmation page to deepen that
connection. Share an exclusive behind-the-
scenes clip or early resource access. Add a
"bring a friend" share button since creator
audiences are social by nature. Show a
registration counter to build community energy
and FOMO around the live event.

COURSE CREATORS

u PROVE YOUR TEACHING STYLE WORKS
Your webinar likely previews course content.
Deliver a quick-win lesson on the confirmation
page — a mini version of what the full course
teaches. This proves your method works.
Include a "what to bring" list to frame the
webinar as a serious learning event. Calendar
adds are critical for this audience — they plan
their study time.

Q ESTABLISH EXPERTISE IMMEDIATELY

4 PROFESSIONAL SERVICES
4

Share a short presenter video with credentials
and a preview of the key insight. Include a
downloadable resource — a checklist or
assessment — that primes attendees for the
session. Calendar integration is essential since
these audiences plan weeks ahead. Make the
calendar-add flow seamless and prominent on
desktop and mobile.



