
FEDERAL RETIREMENT  
WEBINAR  GROWTH SYSTEM
A multi-stage digital acquisition and conversion system built 
to move cold traffic into registered webinar attendees, post-event 
appointments, written business, and funded premium. 

Executed under a prior advisor marketing organization.  
Client and company identifiers withheld.

CASE STUDY: 001



FEDERAL RETIREMENT  WEBINAR GROWTH SYSTEM

THE BUSINESS PROBLEM 
1.	 FEDERAL EMPLOYEES FACING RETIREMENT OR BUYOUT UNCERTAINTY 	
	 	 WERE DIFFICULT TO REACH THROUGH TRADITIONAL METHODS

2.	 Trust had to be built before the appointment 

3.	 Generic financial messaging underperformed 

4.	 Attendance and follow-up mattered as much as registration

5.	 Revenue did not happen at registration or attendance. It happened only if 					  
		  movement continued through to appointment, written business, and funding
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THE SYSTEM MAP

STAGE 1  
PAID ATTENTION

Objective: 
Generate  
relevant attention

Objective: Capture 
qualified webinar 
registrations

Objective: Deliver 
relevant education 
and build trust

Objective: Move 
qualified prospects 
into booked 
appointments

Objective: 
Preserve 
movement after 
the event

Asset: Meta video  
+ Static creative

Asset: Registration 
page + webinar 
sign-up form

Asset: Live webinar 
via accessible 
platform

Asset: Booking CTA, 
follow-up email, and 
calendar handoff

Asset: Follow-up 
email, and callback 
logic

Key metric:  
CTR / CPC 
registration cost

Key metric: 
Registration rate, 
cost per registration

Key metric: 
Attendance rate, 
watch time

Key metric: Booking 
rate, booked 
appointments

Key metric: 
Response rate, 
callback rate

STAGE 5  
APPOINTMENT 
CONVERSION

STAGE 4  
POST-EVENT 
FOLLOW-UP

STAGE 3  
EDUCATIONAL 

EVENT

STAGE 2  
REGISTRATION 

CAPTURE
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THE SYSTEM MAP

Objective: Move 
held appointments 
into written 
business

Objective: Convert 
written cases into 
funded revenue

Asset: Advisor 
conversations 
progressing to 
applications

Asset: Cases 
progressing through 
completion and 
funding

Key metric: Written 
applications, 
written cases

Key metric: 
Funded cases, 
funded contracts

STAGE 6  
WRITTEN BUSINESS

STAGE 7  
FUNDED REVENUE
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ARTIFACT 1 — META AD CREATIVE 
FOCUSED ON HIGH-URGENCY FEDERAL TOPICS TO CREATE IMMEDIATE 
RELEVANCE WITH THE TARGET AUDIENCE.

Messaging used  
federal workforce-specific 
terms and retirement-adjacent 
triggers to stop the scroll and 
improve click quality.
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ARTIFACT 2 — REGISTRATION 
PAGE / LANDING PAGE 
BUILT AROUND DATE-SPECIFIC EVENT REGISTRATION TO REDUCE 
CONFUSION AND IMPROVE CONVERSION INTO ATTENDANCE.

The page was structured to make the event feel immediate, specific, and easy to 
commit to without introducing unnecessary friction.
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ARTIFACT 2 — REGISTRATION 
PAGE / LANDING PAGE 
THE FORM

Capture contact 
and confirm the 
higher intent 
of the prospect 
using required 
qualifying 
questions 
designed to 
improve advisor 
clarity
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ARTIFACT 3 —  WEBINAR 
REGISTRATION CONFIRMATION 
REGISTRATION CONFIRMATION LAYER USED TO LOCK IN COMMITMENT 
AFTER SIGN-UP AND REDUCE DROP-OFF BETWEEN REGISTRATION AND 
ATTENDANCE.

This stage helped carry the prospect from sign-up into actual event intent, which 
mattered more than raw registration count.
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ARTIFACT 4 — DELIVERY STACK
WEBINAR HOSTED THROUGH A PLATFORM SELECTED FOR RELIABILITY 
IN FEDERAL WORK ENVIRONMENTS WHERE FIREWALL RESTRICTIONS 
AFFECTED ACCESS.

Platform choice was not cosmetic. It affected deliverability, access, attendance 
quality, and live event continuity.

Live sessions were built to educate before the appointment, not just pitch inside 
the room.



FEDERAL RETIREMENT  WEBINAR GROWTH SYSTEM

ARTIFACT 5 — FOLLOW-UP LAYER
SEPARATE FOLLOW-UP LOGIC USED FOR ATTENDEES AND NO-SHOWS TO 
PRESERVE MOVEMENT AFTER THE EVENT. 

Post-event movement was not treated as one audience. Messaging changed based 
on whether the prospect attended, missed, or engaged later.

Live sessions were built to educate before the appointment, not just pitch inside 
the room.
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ARTIFACT 6 — CRM / TRACKING 
CRM AND TRACKING USED TO MONITOR MOVEMENT FROM 
REGISTRATION THROUGH ATTENDANCE, FOLLOW-UP, APPOINTMENT, 
AND DOWNSTREAM BUSINESS PROGRESSION.

Tracking mattered because campaign success could not be judged at lead volume 
alone. Movement had to be visible across stages.
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ARTIFACT 7 — LEADS GENERATED  
Employer / Agency Field
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ARTIFACT 7 — LEADS GENERATED  
Source Attribution
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ARTIFACT 7 — LEADS GENERATED  

Evidence of Event-Specific Capture
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ARTIFACT 7 — LEADS GENERATED  
Webhook Captured
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ARTIFACT 7 — LEADS GENERATED  



FEDERAL RETIREMENT  WEBINAR GROWTH SYSTEM

All 172 Leads were generated from a single event

ARTIFACT 7 — LEADS GENERATED  
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MEASUREMENT FRAMEWORK   
WHAT WAS USED TO REVIEW CAMPAIGN ECONOMICS BEYOND SURFACE 
REGISTRATION METRICS.

Reporting was reviewed across spend, registrations, live attendance, follow-up 
response, appointments, written business, and premium contribution over time.

•	 Early tracked spend   

•	 Registration volume    

•	 Live attendance    

•	 Early follow-up

The campaign was measured as a movement system, not just a lead source.
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MEASUREMENT FRAMEWORK

This reporting structure made it possible to read the campaign as a progression 
from paid attention to premium outcome, not just as a registration dashboard.

•	 Early tracked spend from April through September 2025 totaled $15,489.03

•	 Webinar registration volume ranged from roughly 100 to 230 per event

•	 Live attendance on recent sessions ranged from about 38 to 50 attendees

•	 Within the tracked reporting early webinar-driven follow-up contributed roughly $1M to $2M in premium

•	 “One agent reportedly produced nearly $1.5M from a single seminar”

•	 Later cumulative tracked webinar-attributed premium reached roughly $4M, then $6M by 2026



FEDERAL RETIREMENT  WEBINAR GROWTH SYSTEM

PERFORMANCE & ECONOMICS
HOW THE SYSTEM WAS EVALUATED ACROSS STAGES

SPEND
Campaign Period 
May 2025 to Feb 2026

Managed Spend  
$90,875.55 

Channels Used 
Meta - Facebook

Strongest Sources: Meta and email Strongest Sign-Up Periods  
Acceleration in final 3–5 days

Attendees Activity 
Many stayed for nearly the full two-hour event. 
Some attendees brought guests, positive 
comments, and repeat interest.

Reported Premium 
Contribution 
Written Business 
Funded Business

Tracked Webinar-
Attributed Premium 
$4M - $6M 

Single Webinar  
High Point 
Nearly $1.5M in premium 

Efficiency
Cost Per Registrant 
$36-$51

Top-Line Premium 
Relative to Spend 
Available record indicated 
a 94.09x - 141.13x ROI

Appointment 
Conversion Rate 
5%-10%

VOLUME
Registrant Range 
Per Event 
100-230

Live Attendance 
Range  
38-50 

Attendance 
Conversion Rate 
21.74% - 38%

REVENUE REVENUE 
PROGRESSIONPROGRESSION
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PERFORMANCE & ECONOMICS
SPEND RECORD

Directly Attributed Premium 
$4M - $6M reported contribution 

Reported Premium Relative to Paid Spend, Not Net Profit  
Available record indicated a 94.09x - 141.13x ROI

Premium figures shown here reflect reported or attributed top-line premium contribution within 
the tracked campaign environment and should not be interpreted as net profit.
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SCOPE OF WORK 
CAMPAIGN ARCHITECTURE

•	 Paid traffic deployment through Meta

•	 Webinar promotion system

•	 Landing page and registration flow

•	 Registration-to-attendance support

•	 Follow-up logic for attendees and no-shows

•	 Reporting and stage-level performance review
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OPERATIONAL OWNERSHIP
MULTIPLE WEBINAR LAUNCHES ACROSS APRIL TO SEPTEMBER 2025

•	 Federal-specific messaging tied to VERA, RIF, VSIP, and retirement uncertainty

•	 Delivery and follow-up refined over repeated launches

•	 Webinar recordings reused for nurture and follow-up

•	 Reporting reviewed beyond registrations into attendance, appointments, and premium movement
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WHY IT WORKED 
•	 Attention was narrowed around a specific federal problem

•	 Registration was tied to event-specific urgency

•	 The webinar built trust before the appointment

•	 Follow-up preserved movement after the event

•	 Revenue depended on progression across stages, not top-of-funnel volume alone

•	 Attendee and no-show follow-up created additional appointment opportunities beyond the live room
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SUPPORTING PROOF 
•	 100 to 230 registrants per event

•	 38 to 50 live attendees

•	 10 to 15 immediate appointments on some sessions

•	 5% to 10% follow-up conversion into one-on-one appointments

•	 Several clients from the April and May window closed later

•	 One agent closed nearly $1.5M from a single seminar
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CORE INSIGHT
The system worked because each stage carried the next one forward. The ad created relevance, the webinar 

created trust, the follow-up preserved intent, and revenue came from governed movement across the  

full chain.



IS THIS SCALABLE?
MOST ASKED QUESTION



FLORIDA RETIREMENT SYSTEM (D.R.O.P.)  
WEBINAR  GROWTH SYSTEM
The campaign appears to have solved for attention and lead 
capture faster than the downstream system solved for processing 
and conversion. The volume and specificity of leads suggest that 
follow-up capacity, close infrastructure, and advisor-side processing 
likely became the next limiting variable.

What was not fully visible in the available record was downstream harvest quality 
from follow-up through written and funded business. 

CASE STUDY: 002
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CORE FINDING 
•	 Over a four-month period and five webinars, the campaign generated more than  

	 1,000 niche-specific FRS / DROP leads

•	 The system targeted active FRS members, current or potential DROP participants, and 		

	 people naming concrete concerns tied to lump sums, re-employment, and benefit timing

•	 200 to 300 leads were generated per event
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WHAT MADE IT DIFFERENT 
THE SYSTEM DID NOT TARGET “RETIREES” BROADLY. IT TARGETED:

1.		 Active FRS members

2.	 Current or potential DROP participants

3.	 Employees with specific employer affiliation

4.	 People with identifiable retirement timing windows

5.	 People naming concrete concerns tied to  
		  lump sums, re-employment, and benefit timing
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ARTIFACT — META AD CREATIVE 
THE SYSTEM DID NOT TARGET “RETIREES” BROADLY. IT TARGETED 

•	Active FRS members

•	Current or potential DROP participants

•	Employees with specific employer affiliation

•	People with identifiable retirement  
	 timing windows

•	People naming concrete concerns tied to  
	 lump sums, re-employment, and benefit timing

META AD CREATIVE (VIDEO)

REGISTRATION FORM

LANDING PAGE
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VOLUME PROOF  

200 - 300 LEADS WERE GENERATED PER EVENT
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LIMITING VARIABLE   
The campaign appears to have solved for attention and lead capture faster than the downstream system 
solved for processing and conversion. The volume and specificity of leads suggest that follow-up 
capacity, close infrastructure, and advisor-side processing likely became the next limiting variable.

Total leads from all virtual events



CORE INSIGHT
THESE CASE STUDIES DEMONSTRATES THAT HIGH-VALUE ADVISOR 
MARKETING IS NOT WON AT THE AD ALONE. 

It is won by controlling movement between attention, trust, attendance, 
follow-up, appointment progression, and downstream business outcomes.


