
 

Why Most Webinars Don’t Convert 
 
The difference between educating cold leads and closing 
qualified buyers  
 

Quick recap 
 
Warren conducted his final class before transitioning to an 8-hour daily bicycle trip 
across 3,000 miles, and attempted to share his NotebookLM AI tool with students 
Minka, Stuart, and Hristo. However, technical issues prevented external sharing of 
the NotebookLM due to workspace account restrictions, though Warren promised 
to resolve this problem within the next day or two using either a personal account 
or a free Delphi account. The main focus of the class was teaching the difference 
between Market Qualified Leads (MQLs) and Sales Qualified Leads (SQLs) in the 
buyer's journey, with Warren demonstrating how to create effective SQL webinars 
through a detailed breakdown of his presentation methodology. He explained the 
concept of "potato chip marketing" and showed how to structure presentations for 
qualified leads who are closer to making purchase decisions, contrasting this with 
longer-form content typically used for MQLs. Warren also provided practical 
guidance on using AI tools like ChatGPT and NotebookLM for creating slide decks 
and webinar content, including specific prompts and best practices for generating 
marketing materials. 

 
Summary 
 
Bicycle Trip and Database Sharing 
 
Warren discussed his upcoming 3,000-mile bicycle trip across hilly terrain, 
requiring approximately 8-10 hours of cycling daily. He attempted to share access 
to his NotebookLM database containing educational resources with Minka and 
Stuart, but encountered technical difficulties sharing it outside his organization. 
Warren planned to investigate alternative solutions after the call, potentially 



 

creating a duplicate notebook on his personal email or setting up a free account 
for Delphi. 
 
Webinar Strategies and Technical Solutions 
 
Warren discussed technical issues with accessing a shared notebook and offered 
alternative solutions, including a ChatGPT project containing curriculum materials 
for various courses as a backup. The team then transitioned to discussing webinar 
strategies, with Warren emphasizing the importance of understanding SQLs (Sales 
Qualified Leads) and MQLs (Market Qualified Leads) in the buyer's journey. Warren 
also recommended Joel Irway's free training videos for learning webinar concepts 
and presentation crafting. 
 
Buyer's Journey and Lead Qualification 
 
Warren explained the buyer's journey consisting of three stages: awareness, 
consideration, and decision. He described market-qualified leads (MQLs) as 
people entering the market seeking information, while sales-qualified leads (SQLs) 
are closer to ready to buy. Warren introduced the concept of "potato chip 
marketing" to illustrate how to build trust with potential customers through a series 
of free content offerings before presenting paid products or services. 
 
Building Client Trust and Engagement 
 
Warren discussed the importance of building trust and engagement with potential 
clients over time, explaining that converting strangers into high-value clients 
typically takes weeks or months rather than immediate sales. He distinguished 
between MQL (Marketing Qualified Lead) webinars and SQL (Sales Qualified Lead) 
presentations, noting that SQL presentations are for prospects who have already 
established some trust with the business. Warren then demonstrated a brief sales 
presentation for qualified leads, emphasizing the need for precision in sales 
approaches and mentioning his training with Joel Irway. 
 
 
 



 

AI Business Coaching Program Overview 
 
Warren introduced himself as an AI business coach with over 20 years of 
experience helping small businesses, having worked with over 10,000 students. 
He explained how AI can help business owners overcome common challenges 
like limited time and expertise by automating tasks like marketing, sales, and 
copywriting. Warren outlined their done-with-you program featuring three coaches 
- Brian for tech stack development, Casey for overcoming inner game issues, and 
himself for step-by-step action plans - with a current offering of 10 seats at either 
$12,000 paid in full or $5K monthly for three months, including one year of V2V 
Club membership for free. 
 
Prospect Conversion Presentation Strategy 
 
Warren explained his presentation strategy for converting prospects into clients, 
focusing on a structured approach that includes teasing pain points, providing 
supporting evidence, and introducing a solution with credibility builders. He 
emphasized the importance of using real customer feedback and data to 
strengthen the presentation, particularly highlighting how people often fear 
running out of time and money when launching a business. Warren also discussed 
the benefits of incorporating a mini-webinar at the end of presentations to provide 
additional value and drive conversions. 
 
AI Tools for Content Creation 
 
Warren explained how to use AI tools for creating slide decks, recommending 
using ChatGPT or Gemini rather than NotebookLM directly due to character limits. 
He advised Hristo on content strategy, suggesting short-form content (1 minute or 
less daily) for unaware audiences and longer-form content (10+ minutes weekly) 
for more engaged viewers. Warren also provided guidance on using a specific 
document for creating MQL webinars, recommending Claude for copywriting and 
NotebookLM for slides, while emphasizing the importance of consistency in 
content creation for algorithm engagement. 
 
 



 

Sales Training and Affiliate Strategy 
 
Warren explained his approach to training and sales, emphasizing the importance 
of upfront communication about a 10-15 minute sales presentation following 
decision-level training. He noted that while Eben offers free webinars, Warren 
prefers paid workshops because he wants to work with serious implementers 
rather than casual consumers. Warren also described Eben's affiliate marketing 
strategy through the Coach Expo, where coaches promote Eben's products to 
their audiences, with coaches earning 50% of sales and Eben receiving 100% of 
subsequent sales. 
 
Content Marketing Lead Generation Strategy 
 
Warren shared his experience with content marketing and lead generation, 
explaining how he used a consistent content posting rhythm with a $47 workshop 
to convert leads at a rate of 2-3 out of every 10 attendees, generating 
$10,000-20,000 in sales per event. He emphasized the importance of treating 
leads differently based on their stage in the buyer's journey, noting that people 
who had already seen his content converted at 30-40% compared to 5-10% for 
new prospects. The discussion concluded with Minka asking about using Vibe 
coding for her guided tour application, where Warren warned about potential 
security vulnerabilities when using AI-generated code for public-facing 
applications. 
 
AI Code Security Vulnerabilities 
 
Warren discussed security risks associated with vibe coding, explaining that 
poorly implemented AI-generated code can create vulnerabilities similar to SQL 
injection attacks that could expose private information like credit card numbers. 
He advised that while internal tools are relatively safe, any public-facing 
application with financial transactions should be reviewed by a developer to 
identify and patch security flaws. The discussion concluded with Warren 
emphasizing that as AI and vibe coding technologies evolve, so too will the 
methods to exploit them, creating an ongoing arms race between developers and 
hackers. 
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