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Using HubSpot
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• Michigan State Alum

• Over 10 years of experience in 
graphic design, email marketing, 
inbound marketing, ROI tracking, and 
tools such as HubSpot and Salesforce

• Marketing Manager for iTech Solutions

• Other things: I have 3 dogs, and I write 
for my own blog, nessglennie.com.

About Me



• Event Planning

• Things to consider when setting up your 

virtual event

• Post event follow-up tactics

• Communication with your sales team

This will cover:
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An Overview:
• In 2020, we’ve hosted 100 sessions

• Overall 12.6 k registrants 

(2,500 unique)

• Overall 6.15 k attendees

(1500 unique)

• 49% Attendance rate

• We started with 1 hour long webinar a 

month

• In March, we began doing 3 half-hour 

webinars a week, with 1 hour long 

webinar a month

• Now we’re doing 1-2 a week



Planning
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Knowing Your Audience

• Think about who you want to attend your event 
and why

• Keep your personas in mind what challenges them 
on a day-to-day basis

• Consider topics that would resonate with that 
audience 
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Timing is Key

• Be on top of relevant topics, news, and 
announcements 

• Consider what is relevant in that moment – and 
looking ahead

• Develop a calendar of notable events coming 
up and plan your virtual events around those
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Helpful vs. Sales Focused
• Be genuine

• Be helpful

• Be educational

• Be “sales-focused” second
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Creation
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Registration

• We used HubSpot forms with GoToWebinar integration

• This allowed us to use HubSpot landing pages and have more 
customization than the native GoToWebinar pages

• Upon registration, we asked certain questions that would 
allow us to read the audience better and know where to focus 
discussion with that information
• What hardware they are running

• What their plans are

• What they are hoping to gain
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Syncing Data
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Registration Page



itechsol.com

Sips & Tricks Page
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Other notes:

• We collaborated with our sales team to create 
webinar poll questions and survey questions to better 
understand attendee needs

• We play a video at the beginning and end of each 
session that speaks to who we are and what we do

• We include handouts that relate to the session



Promotion
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Social Media

• Create a social tile for each event

• Post a video of your presenter talking about the 
session and what they can expect if they join

• Plan out your social schedule ahead of time and 
schedule out posts through HubSpot
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LinkedIn Sponsored Ads

• LinkedIn is the network that resonates the 
most with our content

• Sponsored ads to attend events
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Be fun, creative, and different!
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Video Examples
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Email Marketing
• Email pulled in the majority of our 

registrations

• We kept emails short, simple, and to the 
point

• We included both a Text and Button CTA 

• We put the register link right at the top 
of email, directing to the form anchor on 
the landing page

• This is another opportunity for presenter 
video
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Email Marketing – Who to invite

Ask what your contacts are 
interested in forms, webinar 
polls, and surveys. 

This will help you segment 
your webinar invite lists to 
send relevant content.
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• We use HubSpot smart lists to pull in contacts 
based on their interests.

• This can be interests they’ve indicated 
elsewhere, or visits to related web pages, 
content, and past webinars.

Email Marketing – Who to invite
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Email Marketing - Frequency

• Unless it’s a larger event like a virtual 
conference, we typically send invites 1-2 
weeks before the event.

• We’ve found the day of last chance 
promotion pulls in more registrations than 
earlier promotions

Example:

Event Date: September 1st

Morning of September 1st: 18 Registrants

After last chance email: 77 registrants

Disclaimer: I’m not saying you should wait until the day of to promote your event –
however, consider sending a last chance email. J



Follow-up
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Thank You for Attending

• Be sure to send a thank you for attending 
email

• Should be sent 1-2 days after event as 
it’s still top of mind

• Include resources, slides, recording

• Add a call-to-action to lead towards a 
next step or resource
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Host Your Webinar 
On-Demand

• Host an on-demand version of your 
webinar to still repurpose that content

• Consider YouTube for ungated 
webinars to rank in Google  



Communication 
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Keeping your sales team in the loop

Post-webinar attendee report
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Update Lead 
Scoring Based on 
Event Attendance
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Events in HubSpot 
Contact Records
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Events in HubSpot 
Contact Records
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Events in HubSpot 
Contact Records
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Something we are 
working on…

Custom notification emails built within 
HubSpot’s workflow tool



Takeaways
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• Target invites based on contact’s interests 
and actions

• Have clear call-to-actions, text and image 
based in CTAs. At least one near the top.

• Send Last Chance to register emails

• If there is something timely, be sure to 
act on it

• Remember your audience and focus 
on being helpful. Speak to their 
interests and pain points.

• Think about what makes you/your 
company different, and use that to 
make your events stand out
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• IBM Gold Business Partner

• Specialize in IBM i Infrastructure

• Certified Systems Administrators & Engineers 

• Certified in High Availability products

• Combined total of over 300+ years of IBM platform 
experience

• Focused on Customer Satisfaction

• We are IBM i experts & infrastructure superheroes 

Who We Are



Questions?


