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A webinar replay page gives registrants a second chance to watch
your presentation and buy. It serves both no-shows who missed the
live event and attendees who want to rewatch before pulling out
their credit card.

Replay pages work when urgency is real. A 24-72 hour deadline
creates genuine scarcity — the replay disappears and so does the
offer. This deadline pressure drives faster buying decisions than an
open-ended recording ever will.

Your biggest lever is watch time. Most replay visitors drop off in the
first 5 minutes. If they don't watch, they don't buy. Auto-play the
video, remove distractions, and keep the CTA visible throughout.

PERFORMANCE CALCULATION

Determine Your Conversion Rate

<) Jwebinar/oct-au/ repla\j

o Course bame - Pro Tier

Track everyone who lands on your replay page — from email links, social, or direct visits.

c TIMEFRAME
45 min

€ INGREDIENTS

Page Views
Products
Tags

UTM Tracking

PREREQUISITES

100+ Replay
Visitors
10+ Purchases

Bd VARIATIONS

Evergreen Replay
Highlight Reel
On-Demand

Webinar

METRIC TARGET
O 2~5%

1,340

64

E Track completed purchases of your webinar offer — only count sales tied to the replay window.

Customers + Visitors

3.5%
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Breakdown Your Replay Conversions

Segment your replay traffic to find where purchases are leaking.

o, ATTENDANCE STATUS
[ Y [ TAG | CUSTOM FIELD

Split visitors by live attendance. No-shows
missed your pitch and carry less trust.
Attendees are rewatching to convince
themselves — a very different buying intent that
needs different messaging.

PERSONALIZE THE REPLAY EXPERIENCE
Send attendees a highlights-only link. Send

no-shows the full replay with stronger
urgency, social proof, and a deadline
reminder.

4 TRAFFIC SOURCE

[ CHANNEL | UTM SOURCE | UTM MEDIUM

Most replay traffic should come from email. If
you see high social or direct traffic, your replay
link likely leaked — diluting urgency and
undermining deadline credibility.

PROTECT YOUR DEADLINE
Keep replay links inside email only. Public

links kill urgency and tank conversion rates.
Use unique tokens or expiring URLs to
prevent sharing.

SEGMENT OPTIMIZATION EXAMPLE

Attendance Status Optimization

Attended (Fulb)
Attended (Partial)
No-Show

Unknown / Direct

REPLAY EMAIL
B UTM CAMPAIGN | UTM CONTENT

Which email in your replay sequence drove the
visit? Early emails bring curious browsers. The
final "last chance" email often drives 50%+ of all
replay purchases on its own.

STACK URGENCY ACROSS EMAILS
Email 1: value recap and highlights. Email 2:

social proof and results. Email 3: hard
deadline plus scarcity. Test the timing
between each send.

ORIGINAL LEAD SOURCE
[ AD CAMPAIGN | UTM SOURCE | REFERRER

Where did this registrant first enter your funnel?
Cold ad traffic and warm email subscribers
convert at very different rates on replay. Some
sources only close on the second viewing.
MEASURE FULL-FUNNEL ROI
Combine live and replay sales per ad source.
Some campaigns only convert on replay —
killing them early means losing hidden
revenue downstream.

FOCUS SEGMENT
Tag

URo 3Y F1%
200 3 3.5%
920 1% 2.0%

240 5 241%
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Optimize Your Replay Page

Every element either gets them to watch or gets them to buy. Optimize for both.

This replay expires in

23:14:07

Watch the Replay
Before It's Gone

See exactly how to get the result

AUTO-PLAY

Yes! | Want Access B

This offer disappears when the timer

® offer expires soon

AUTO-PLAY VIDEO
A\ REMOVE EVERY BARRIER TO WATCHING

Start the video the moment the page loads. No
play button, no extra clicks. Every barrier costs
you 10-20% of viewers. If browser policies force
muted auto-play, add a prominent "click for
sound" overlay immediately. Speed to first
watch-second is everything.

B PERSISTENT CTA

A THE BUY BUTTON SHOULD NEVER SCROLL AWAY

Use a sticky bar or floating button that stays
visible while they watch. Buyers decide mid-
video — don't make them scroll to find the link.
Place your main CTA below the video and a
second one in a fixed bottom bar. Two visible
spots minimum.

What You'll Discover

(<< BN <<

Join 2,847 others who already enrolled

Get Access Now

COUNTDOWN TIMER
A\ MAKE THE DEADLINE IMPOSSIBLE TO IGNORE

Place a fixed countdown bar at the top of the
page. When it hits zero, redirect to a "replay
expired" page — no resets, no second chances.
Real deadlines convert. Fake ones destroy trust
permanently. If the timer resets on refresh,
you've lost all credibility.

SOCIAL PROOF
A\ SHOW MOMENTUM FROM THE LIVE EVENT

Display attendee count and testimonials from
the live event. "2,000+ attended live" builds
FOMO for no-shows. Add buyer testimonials
from people who purchased during the webinar
— fresh proof from real attendees converts
better than generic quotes.
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How to Optimize Webinar Replay

Pages for your Business

Adapt your replay strategy to your business model and buying cycle.

i.g COACHES
9 REPLAY CAN'T REPLICATE LIVE ENERGY — COMPENSATE

Your webinar pitch relies on personal
connection the replay can't fully replicate. Add
a short video intro: "l know you couldn't make it
live — here's what you missed." Include a
timestamp guide so viewers jump to their
biggest question. Offer a replay-only bonus like
a free strategy call to close the gap between live
and recorded.

E-COMMERCE
@ DEMO PRODUCTS LIVE, CONVERT ON REPLAY

Product demos and live shopping events
convert well on replay. Show products in action
— unboxing, comparisons, real-time results.
Add clickable product links below the video
matched to each segment. Include a replay-
exclusive discount code with a hard deadline.
Visual proof plus time pressure beats long-form
copy for physical products.

m B2B & SAAS
@ USE REPLAY DATA TO SCORE AND ROUTE LEADS

Track replay page visits and CTA clicks as lead
scoring signals. Someone who visits the replay
3+timesis a warm lead — route them to sales
immediately. Add a "request a demo" CTA
alongside the main offer. B2B buyers often need
the replay to share with decision-makers. Make
forwarding easy but keep the deadline real.

'j CREATORS
Pl @ FRONT-LOAD TEACHING BEFORE THE PITCH

Your audience expects free content — the replay
blurs the line between value and pitch. Deliver
15-20 minutes of genuine teaching before the
offer. Add chapter markers so viewers consume
content on their terms. Use the deadline to
create urgency on a limited-time bundle or
bonus stack that disappears with the replay.

COURSE CREATORS
[ PROVE THE TRANSFORMATION IN THE FIRST 20 MINUTES

Your webinar needs to deliver a real "aha
moment" early. On replay this is critical —
there's no live energy to carry attention. Add a
progress bar showing watch completion.
Include student results and case studies at key
moments throughout the video. Your replay CTA
should mirror the exact promise and bonuses
from the live close.

4 PROFESSIONAL SERVICES
4

? LET THE DEADLINE PUSH FENCE-SITTERS TO BOOK

Your webinar positions you as the expert — the
replay extends that authority. Add timestamps
for your best case studies and data points. Your
CTA should be a paid consultation, not a free
call. The replay already proved your expertise.
Use deadline urgency and limited spots to move
prospects from "impressed" to "booked."



