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Engage with this experience
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Do more with lessé
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Å More programs, less resources

Å Cut programs, increase results

Å Increase results, less spend

Å Increase results, less headcount

Å Increase ROI, decrease tech stack

Å More webinars, double results, less 

resourcesé
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For many, webinar programs donõt evolve
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5 signs your webinars are stuck in the past
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Webinar delivery

Event format

Audience targeting & 

personalization

Data generation

Business goal

Passive experience, little interaction or engagement

Live event only, no on demand strategy or additional value

One-size-fits-all experience

Names on a spreadsheet

No documented goal other than form fills



© 2025 ON24, Inc.  |  Confidential© 2025 ON24, Inc.  |  Confidential

To propel pipeline forward we 
need to re-think how we 
engage, connect and convert
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ÅEasy to find, easy to consume

ÅRight content, right time

ÅTheir schedule, not yours

ÅPersonalized, curated options

ÅEngaging, interactive, connected

Audience expectations are changing

stock-photo-happy-african-american-businesswoman-using-

digital-tablet-over-light-background-copy-space-1201168342



The New Way to Webinar:

ÅOptimized for engagement & conversion

ÅFrom generalized to personalized experiences

ÅGlobalized for maximum reach

ÅFrom a moment-in-time to ongoing campaign

ÅContent that feeds multiple channels

ÅSuccess is measured by pipeline impact 
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òBut I am only an 
army of one?ó
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AI-driven automation, 
simplifying marketing 
execution
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Creating a multiplier effect to drive results

13

Optimizing Live 

Engagement

Segmentation & 

Personalization

On Demand 

Engagement

Campaign/

Nurture

Turning engagement into actionable insights 
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Multiplier Effect 1: Live Event
Optimizing for maximum engagement
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How do you feel about your webinar 
programs? 
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Average number of webinar 

attendees in 2024 

* up 7% year-over-year

Webinars audiences 
are growing

Source: 2025 ON24 Digital Engagement Benchmarks 

report
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Webinars capture 
and hold audience 
attention

52 Minutes
Average length of webinar  engagement

Source: 2025 ON24 Digital Engagement Benchmarks 

report
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Presentations into breakouts
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One of the best channels to drive pipeline

Bottom Funnel Demo Webinar

Expansion Community events

Top Funnel Best Practices

Mid Funnel Customer Interviews
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How do you measure 
webinar success? 
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Digital scale has 
to mean more 
than reaching 
more peopleé
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Product 

Demo

Training 

Hub

Executive 

Roundtable

User 

Conference

Thought 

Leadership 

Webinar
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When does the numbers game 
run out of numbers? 
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Sales Executive
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Rethinking webinar goals
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Volume problem?

Increase _____________?____________

Conversion problem?

Improve _____________?____________

Registration to attendance

Attendance to engagement

Engagement to MQL

MQL to sales meeting

Sales meeting to pipeline

Registration

Attendance

Engagement

Marketing qualified leads (MQL)

Sales meetings
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Business goal: volume & conversion
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200
Registrants

112

Attendees

6

Sales meetings

5

Pipeline

56% 
Registrant-to-attendee conversion

5%
Attendee-to-meeting conversion

80% 
Meeting-to-pipeline conversion 

×

×

×
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Business goal: increase volume
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400
Registrants

224

Attendees

11

Sales meetings

9

Pipeline

56% 
Registrant-to-attendee conversion

5%
Attendee-to-meeting conversion

80% 
Meeting-to-pipeline conversion 

×

×

×

2X 

reach

2X 

pipeline
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Business goal: improve conversion
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200
Registrants

112

Attendees

11

Sales meetings

9

Pipeline

56% 
Registrant-to-attendee conversion

10%
Attendee-to-meeting conversion

80% 
Meeting-to-pipeline conversion 

×

×

×

2X 

conversion

2X 

pipeline
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Engagement: 
the key to driving pipeline in a digital world
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Generate

first -party data

Convert

pipeline/revenue 

Drive

engagement
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The more your audience engages with 
your digital experiences, the more you 

learn about them. 
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Standard 

Webinar

DOWNLOADED 

WHITEPAPER
ANSWERED POLL 

QUESTION

ASKED QUESTION 

ABOUT COMPETITOR

SIGNED UP

FOR DEMO

 Engaging 

Webinar

Kerry
Prospect
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VClick

VView

VDownload

VForm Fill

COMPANY
Metropolis

INDUSTRY
Financial Services

ROLE
Director, 
Network Security

ENGAGEMENT DATA

NAME

Paula Price

AUTOMATED MARKETING

ANALYTICS

VAttended event

ENGAGEMENT DATA

PHYSICAL EVENT ANALYTICS

COMPANY
Metropolis

INDUSTRY
Financial Services

ROLE
Director, 
Network Security

NAME

Paula Price

V Polls Answered

V Surveys Answered

V Questions Asked

V Resources Viewed

V Live Attended

V Live Minutes

V Group Chat

V Social Shares

V Colleague Referrals

V CTAs Clicked

ENGAGEMENT DATA

NAME
Paula Price

COMPANY
Metropolis

INDUSTRY
Financial Services

ROLE
Director, Network 
Security

ENGAGEMENT ANALYTICS

V Demos Booked

V Meetings Booked

V Free Trials Started

V Contact Requests

V Pricing Requests

V Chat with Sales

BUYING SIGNALS

Basic Lead Data                 vv1ST PARTY DATA 
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From tactical to strategic
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Content delivery

Event format

Audience targeting 

& personalization

Data generation

Business goal

From To

Attendance Pipeline impact

Names Actionable insights

None One-to-one at contact level

Live only Personalized journey

Download Campaign
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Optimizing for engagement

Logo & custom 

background
Custom text

Speaker bio

Recommended

content

Poll

Media player

Slides

Ask question

Related content
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