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& DiRECTIONS € INGREDIENTS

Webinar attendance measures how many registrants actually show Tags

up. Registration means nothing if your room is empty. A webinar with UTM Tracking
1,000 registrants and a 20% attendance rate produces fewer viewers Email Tracking
than 400 registrants at 60%.

Use this playbook for live webinars, evergreen replays, and @3 PREREQUISITES
automated presentations. Attendance rate is the bridge between 100+ Registrants
your registration efforts and your pitch. Low attendance wastes every

dollar spent driving registrations.

Your biggest lever is the reminder sequence. Most registrants decide VARIATIONS

whether to attend based on what happens between signup and Live Webi
Ive Webinar
showtime. Nail the timing, urgency, and value preview in those
. ] Evergreen Replay
emails — that's where attendance is won or lost.
Workshop

PERFORMANCE CALCULATION METRIC TARGET

Optimize your Attendance Rate 30~45%

+) CWebinar) oct a4 - Eeﬁis‘rer 4,200
! Track everyone who registered for the webinar. This is your starting audience.

(o) Cwebinar) oct 24 - Attended U63

E Track everyone who joined the live room or started the replay. Tag on entry, not registration.

P = Attendees + Registrants 3%0%



WEBINAR FUNNEL & WEBINAR ATTENDANCE

Breakdown Your Attendance Rate

4 ways to segment your registrants and find what's killing your show-up rate.

4 TRAFFIC SOURCE

[ CHANNEL | UTM SOURCE | REFERRER

Registrants from email lists attend at 2-3x the
rate of cold ad traffic. Identify which sources
bring people who actually show up — not just
people who register.

CUT LOW-ATTENDANCE SOURCES
If a source registers leads who never attend,

the registrations are worthless. Shift budget
to high-attendance channels.

LEAD TEMPERATURE
[ NEW LEAD | EXISTING SUBSCRIBER | CUSTOMER

Existing subscribers and customers attend at far

higher rates than brand-new leads. They
already trust you. Cold registrants need more
nurturing between signup and showtime.

SEGMENT YOUR REMINDERS
Send different reminder sequences to warm

leads vs. cold. Warm leads need logistics.
Cold leads need reasons to care.

SEGMENT OPTIMIZATION EXAMPLE

Registration Recency Optimization

Same 'Datj
1-3 ’Datjs
Y- 'Da\:)s
F+ ’Daﬁs

REGISTRATION RECENCY

n DAYS BEFORE EVENT | REGISTRATION DATE

Same-day registrants attend at 3-5x the rate of
people who signed up a week ago. The longer
the gap between registration and event, the
lower your attendance.

DRIVE LAST-MINUTE SIGNUPS
Send "starting soon" emails to non-

registered leads. Same-day registrants have
the highest show-up rate by far.

REMINDER ENGAGEMENT
[ EMAIL OPENS | EMAIL CLICKS | LAST OPEN DATE

Registrants who open zero reminder emails
almost never attend. Those who click the join
link in a reminder attend at 5-8x the rate.
Reminder engagement is the strongest
predictor of attendance.

RE-ENGAGE NON-OPENERS
Send a final SMS or push notification to

registrants who haven't opened any
reminders. Change the subject line and
sender name.

FOCUS SEGMENT
Timing

180 108 60%
ole) 163 Uo%
310 B 25%
2% 35 12%



WEBINAR FUNNEL & WEBINAR ATTENDANCE

Optimize Your Webinar Attendance

Attendance is won between registration and showtime. Own the reminder sequence and the join experience.

REMINDER SEQUENCE

WAITING ROOM

24 HOURS BEFORE

Tomorrow: [Webinar Title]

Add to Calendar

1 HOUR BEFORE

Starting in 1 hour!

Save Your Seat

SHOWTIME

We're LIVE - Join Now

Join the Webinar

REMINDER SEQUENCE
A\ SEND 3-4 EMAILS BETWEEN SIGNUP AND SHOWTIME

Confirmation, 24-hour, 1-hour, and "we're live"
emails — minimum. Each one should add new
value: a teaser insight, a live-only bonus, or
social proof. Don't just say "don't forget." Give
them a new reason to show up every time.

JOIN EXPERIENCE
A\ ONE CLICK FROM EMAIL TO WEBINAR ROOM

Link directly to the live room from every
reminder. No login walls, no "choose your
session" screens. Pre-fill their info. Test on
mobile — half your audience is on a phone. One
tap from email to live room is the standard.

Your Webinar Starts Soon

Starting in 05:32

With [Host Name]

JOIN THE WEBINAR NOW a
* LIVE BONUS n

Live attendees get the bonus resource!

CALENDAR INTEGRATION
A\ GET ON THEIR CALENDAR OR GET FORGOTTEN

Add "Add to Calendar" links for Google, Apple,
and Outlook in your confirmation email.
Registrants who calendar the event attend 2-3x
higher. Make the link the primary CTA — not
buried in a footer.

LIVE-ONLY INCENTIVE
A\ CREATE AREASON TO ATTEND LIVE — NOT WATCH LATER

Offer a bonus only live attendees get: Q&A
access, a downloadable resource, or a limited-
time discount. State it in every reminder. Don't
announce replays until after the event — it kills
urgency.



WEBINAR FUNNEL & WEBINAR ATTENDANCE

How to optimize Webinar
Attendance for your business

Match your attendance strategy to your audience's expectations and attention span.

i.g COACHES
9 MAKE ATTENDANCE THE TRANSFORMATION

Run live hot-seats or coaching demos as your
webinar. Tease a specific transformation in
reminders: "Watch me coach someone through
[problem] in real-time." Live interaction is your
edge — replays can't replicate it. Send a "who's
attending" email with submitted questions to
build anticipation. Your audience shows up for
access, not content.

E-COMMERCE
@ TEASE THE DEAL, GATE IT BEHIND ATTENDANCE

Use webinars for product launches, demos, or
seasonal previews. Tease attendee-only
discounts in reminders: "Everyone who shows
up live gets early access +20% off." Drive
urgency with limited inventory or flash pricing.
Keep it short — 20-30 minutes max. Your
audience wants the deal, not a lecture. Deliver
fast.

m B2B & SAAS
@ RESPECT THEIR CALENDAR, EARN THEIR TIME

Send calendar invites from a real person — not
a brand account. Include the agenda in every
reminder so busy professionals can plan. Offer a
live-only downloadable resource: ROI
calculator, benchmark report, or
implementation checklist. Webinars compete
with meetings on their calendar. Win by being
the most valuable 45 minutes of their day.

CREATORS
@ FRAMEIT AS AN EVENT, NOT A LECTURE

Preview exclusive content or behind-the-scenes
access in reminders. Build momentum with
countdown posts on social media alongside
your email sequence. Go live on your primary
platform first, then redirect to the webinar room
— meet your audience where they hang out.
Community energy is your attendance driver.
Make showing up feel like belonging.

COURSE CREATORS

u TEACH SOMETHING REAL SO THEY WANT MORE
Your webinar is a free sample of your teaching.
Preview one specific insight in reminders: "I'll
show you the exact framework | use to [result]."
Deliver real value so attendees think "if the free
training is this good..." Use live polls and Q&A to
boost engagement. Engaged attendees convert
to buyers at 3-5x the rate of passive viewers.

Q POSITION AS A FREE BRIEFING, NOT A PITCH

4 PROFESSIONAL SERVICES
4

Frame your webinar as an industry briefing or
strategy session. Tease specific takeaways in
reminders: "Three tax strategies most
businesses miss this quarter." Feature your
credentials and client results in reminder emails
— authority drives attendance. Keep sessions
under 45 minutes. Respect their time and they'll
show up. Overdeliver and they'll book the call.



