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Scale For Impact Releases Webinar
Benchmark Report Based on 114 Campaigns

and $100M in Sales

Scale For Impact data shows the gap
between 3% and 10% conversion starts in
the first 8 minutes.

TALLINN, ESTONIA, ESTONIA, April 6,
2026 /EINPresswire.com/ -- Scale For
Impact, a done-for-you marketing
agency for online course creators, has
published a comprehensive
benchmark report on webinar funnel
performance drawn from 114
campaigns generating over $100
million in sales. The report presents
conversion data, show-up rate
benchmarks, stay-rate targets, and a
structural framework the agency has
applied across campaigns for clients
including Tony Robbins, Marisa Peer,
Dr. Gabor Maté, and Ken Honda.

The webinar remains the primary sales
vehicle for online course creators in
the personal development and
conscious education space. The
benchmark report, which the agency
describes as the most comprehensive
publicly available dataset on webinar
funnel performance for the online
course market, documents consistent
patterns across those 114 campaigns
relating to what separates low-
converting presentations from high-
converting ones.
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The report's central finding is that the first eight minutes of a webinar presentation are the


http://www.einpresswire.com

primary determinant of whether attendees proceed to
“ purchase — ahead of content quality, price point, and
audience size. Presenters who use that opening window to
establish credibility and address audience objections
before teaching begins convert at rates between 7% and
10%. Those who begin directly with content delivery
convert at 3% or below across otherwise comparable
campaigns.

Most creators spend 80% of
prep time on content slides
and almost nothing on the
intro — where trust is built
and objections are
neutralised.”

Alessio Pieroni, Founder &

CEO, Scale For Impact The benchmark data published in the report establishes

the following reference points for the webinar funnel

model as of 2026: a landing page conversion rate target of 40%, a live show-up rate benchmark
of 25%, a stay-rate target of 70% through to the offer, and a sales conversion range of 3-10%
depending on price point and audience temperature. These benchmarks are presented as
diagnostic tools to help course creators identify which stage of their funnel is underperforming.

"Most course creators spend 80% of their preparation time on content slides and almost nothing
on the intro and transition," said Alessio Pieroni, Founder and CEO of Scale For Impact and
former Chief Marketing Officer of Mindvalley. "The intro is where trust is built and objections are
neutralised before the pitch ever arrives. Get that wrong and the best content in the world won't
save the conversion rate."

The structural framework documented in the report organises a webinar into four distinct
phases: the Intro, which establishes trust and neutralises objections before teaching begins; the
Content section, which delivers value while building the case for the paid offer; the Transition,
which connects the educational content to the commercial offer; and the Offer itself, positioned
as a natural next step for attendees who have followed the preceding sequence.

Pieroni applied the same framework during his tenure as CMO at Mindvalley from 2018 to 2020,
during which the company scaled from $25 million to $75 million in annual revenue. The report
documents how the framework has since been deployed across campaigns in the personal
development, health, relationships, and financial education verticals, with the benchmark data
now providing quantified performance targets for each stage.

The report also addresses webinar topic selection as a separate and upstream variable in overall
funnel performance. According to the report, the majority of low-registration campaigns are
traceable to topic choices driven by what the presenter wants to teach rather than what the
target audience is actively searching for. A five-step topic validation process is documented in
the report, used by the agency to assess headline concepts against audience demand signals
before any production investment is committed.

The report notes that the online education market has grown significantly more competitive
since 2022. The volume of free educational content available to audiences has increased



substantially, attention windows have shortened, and the cost of paid traffic to webinar
registration pages has risen across major platforms. In this context, the report presents
structural precision in webinar design as a key variable in funnel performance — particularly for
course creators operating without large existing audiences or substantial paid media budgets.

"The webinar is not a class with a sales pitch at the end," said Pieroni. "It is a decision-making
event with educational content in the middle. Once you understand that distinction, the entire
production process changes — what you write first, what you rehearse most, and where you
expect attendees to drop off."

The full webinar conversion rate benchmarks 2026 are published on scaleforimpact.co. A

strategy guide on how to fill your webinar without a big audience is also available, alongside the

complete high-converting webinar system for course creators report covering the full structural
framework and topic validation process.

About Scale For Impact: Scale For Impact is a done-for-you marketing agency specialising in
webinar funnels, challenge funnels, and virtual summit funnels for online course creators in the
personal development and conscious education space. Founded by Alessio Pieroni — former
CMO of Mindvalley, author of Exponential Marketing, and known as The Expert Behind Experts
— the agency has generated over $100M in funnel revenue for clients including Tony Robbins,
Marisa Peer, Jordan Peterson and Terry Real. scaleforimpact.co
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