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1. Introduction 

I recently attended a webinar presented by an experienced, 

highly-regarded conference speaker. Unfortunately, although she 

was the consummate professional on stage, she made some basic 

mistakes at the start of her webinar. When she started speaking, 

she forgot to show her PowerPoint visuals; she wasn’t monitoring 

the chat window to see people desperately trying to alert her to 

this; and she forgot to start the recording for the first few minutes 

of the webinar. 

When she did overcome those obstacles and got into her main 

material, it was an excellent presentation – as you would have 

expected from somebody of her reputation. 

That story explains the purpose of this book. 

This book is to help you shine! 

It’s for you if you’re already a confident and competent presenter. 

You deliver training programs that create lasting change. Or 

you’re an expert facilitator who taps into the wisdom in a room. 

Or you speak at conferences, and make men cry and women 

swoon. Or you’re a coach. Or a consultant. Or some other kind of 

thought leader or “infopreneur”. 

This is for you whether you’re a business owner or employee – as 

long as you’re delivering some sort of educational material, and 

you’d now like to do it using webinars. 

This book will help you take the skills you already have in 

delivering face-to-face presentations, and translate them into 

effective webinars. 

Why you? 

There are three reasons why webinars are ideal for you. 
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1. High content 

Although webinars are becoming more and more popular, you’ll 

find some that don’t offer much value. Some are just delivered by 

marketers trying to sell a product, while others intend to provide 

high content but don’t. 

As presenters, though, we have an advantage. We already have 

high-quality content, so it’s simply a matter of switching to the 

webinar medium for delivery. More and more experts are using 

webinars now as another means of delivering expertise. If you’re 

presenting a training program, why not have a follow-up webinar 

with the attendees? If you’re doing coaching, why not have group 

coaching? I do my mentoring by phone using the webinar line. 

Sometimes you’ll use a webinar to replace an existing service; at 

other times, it will add a new service; and at other times, it will 

become another part of an existing service. 

2. Comfortable with presentations 

You’re used to making presentations. After all, that’s the heart and 

soul of your business. That puts you way ahead of most webinar 

presenters, who are scared of public speaking, even if they can’t 

see their audience (or maybe especially if they can’t see their 

audience). 

At first, the webinar format might feel unfamiliar to you, but 

you’ll soon get the hang of it. It’s more important to have good 

content delivered well than to be 100% comfortable with the 

technology. As a competent presenter, you have that advantage 

already. 

3. Looking for other income streams 

Most of my clients are constantly looking for new ways to 

generate income. Webinars can certainly be one of those avenues. 

There are a number of ways of creating profitable income streams 
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from webinars – and they don’t always involve charging attendees 

an “entrance fee” each time. 

What is a webinar? 

In brief, a webinar is a seminar you deliver on-line (on the Web). 

Typically, if you’re a presenter, you use webinars to deliver your 

educational material. 

Webinars are just one of the tools of electronic communication in 

modern business life. To understand where they fit with other 

electronic communication tools, consider these two criteria for 

grouping these tools: 

⇒ Interaction: How much do the participants get to contribute in 

the conversation? The level of interaction increases as the 

number of participants grows, and they have increasing 

ability to contribute. 

Books have low interaction (it’s all one way, from the author 

to the reader); presentations have medium interaction; and 

discussion groups have high interaction. 

⇒ Bandwidth: How many different “channels” are used in the 

communication? The more senses you engage, the higher the 

bandwidth because we pick up different communication cues. 

Books have low bandwidth (just reading words and looking at 

pictures); telephone calls have medium bandwidth (audio); 

video has high bandwidth (audio and video). 

To put it in perspective, the next page shows the “big picture” of 

electronic communication, showing where webinars fit in, along 

with examples of other communication tools: 
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On the interactive scale, a webinar is fairly interactive, but still has 

one presenter (you) controlling the environment. 

On the other scale (bandwidth), a webinar is very high. It’s not 

just written or audio material; it also includes visuals (which don’t 

have to be video, but are still visual). 

Let’s briefly compare the pros and cons of a webinar with the 

communication techniques around it in the diagram above, from 

left to right. 

Skype video call 

Video telephone calls – using technology such as Skype or 

NetMeeting – are certainly becoming more common now, for the 

same reason webinars are becoming more common (faster 

broadband and better software). However, unlike a webinar, a 

simple two-way video conference call isn’t usually a presentation; 

it’s more likely to be an equal conversation. 
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Telephone call 

The humble telephone call is still one of the most important 

business communication tools. I won’t say much more about it 

here, because I’m sure you’re familiar with telephone calls! 

Teleseminar 

A teleseminar, like a webinar, also involves one presenter and a 

group of participants, but it doesn’t have the visual component of 

a webinar. Just a few years ago, teleseminars were far more 

popular than webinars. But now, as Internet access gets faster and 

webinar technology improves rapidly, the gap is narrowing. 

Video conference 

Video conference calls are the group version of the one-to-one 

video call. Unlike a webinar, where one person (the presenter) 

does most of the talking, everybody participates equally in the 

conversation. In other words, it’s a meeting rather than a 

presentation. Leading this call means chairing a meeting, and the 

skills required are very different from those for webinars. 

Conference call 

This is similar to the video conference call, except it has no visuals. 

These type of conference calls are very popular in many business 

environments, because they are easy to schedule and operate. 

Like video conference calls, these are usually used for meetings 

rather than presentations. 

Why webinars? 

Webinars present many benefits, which I’ll cover in the next 

chapter. Broadly, I think these are the three most important: 

⇒ For you as the presenter, it’s a more efficient way of delivering 

your material. You don’t have to waste time and money with 
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travelling, booking accommodation and spending time away 

from family. 

⇒ For your audience, it’s convenient. They can be sitting at their 

desks in their home or office, they don’t have to travel, they 

can even be doing other things during the webinar. 

⇒ For your clients, it’s cost-effective. For them, your speaking fee 

is not the biggest cost of your presentation. The biggest cost is 

the lost productivity of their people. Anything you can do to 

reduce that lost time is good for your client. 

Why me? 

Teleseminars and webinars have made a big difference in my life. 

In 2007, I was flying across Australia from Perth to Sydney 

regularly. It’s a long flight each way, and I was doing it every 

month. At the time, I was conducting public seminars in Sydney, 

and later in Melbourne. If you’ve ever run public seminars you 

know how enjoyable they can be; but also how much work is 

involved in putting them on, organising them and marketing 

them. 

In 2008, I decided to do things differently. I still travelled, but less 

frequently. So the question became, “How do I still keep the 

personal connection with my clients, members, and even 

prospects?” Teleseminars came to my rescue. I still ran them once 

a month, but from my office in Perth. I didn’t have to travel, book 

accommodation, hire a venue, organise catering, or anything else 

that goes along with a face-to-face event. 

In 2009, I upgraded the presentation experience by switching to 

webinars – which are teleseminars with visuals. Not only are they 

more engaging for audiences, they were easier for me to create 

and deliver – once I got over the initial technical hurdles. 

Now, webinars are part of my regular presentation schedule, and I 

do far more webinars than face-to-face presentations. I use 




