Speaker 1 (00:04):
Virtual summits are the most powerful online marketing tool available to grow your list, launch your platform, make more money and create an impact in the world. Even if you're just getting started. If you are ready to take your summit to the next level, then tune into the virtual summit podcast with Dr. Mark t Wade.
Speaker 2 (00:22):
Hi, I'm Dr. Mark t Wade founder of virtual summit software and creator of the one day summit formula. And I'm on a mission to help you the summit host, get your summit out to the world in a powerful and impactful way. So let's get started.
Speaker 2 (00:39):
Hey summit, host Dr. Mark t Wade here, founder of virtual summit software and your host here on the virtual summit podcast. And are we in for a treat today on today's episode, we got legendary Dr. Kevin Christie with us today, and we are going to be diving into a very specific aspect of virtual summits, specifically virtual health summits. And I'm not gonna reveal all of the goodies with at that, but if you're in a professional niche, especially in health space, this is gonna be an episode you want to tune into. Now, Dr. Kevin, before we jump into all of the amazing goodness and the, the summit education and knowledge and experience you have, I'd love for you to share with our summit host just a little bit more about yourself.
Speaker 3 (01:18):
Yeah, absolutely. I'm a chiropractor down in Boone, Florida, which is now in south Florida and been practicing for 17 years. But about six years ago, I also started a company called the modern chiropractic marketing group, which helps out with content marketing strategies for chiropractors. And so got a podcast and a Facebook group all around that. And, and ultimately that's how you and I connected and started, I did first virtual summit back in 2018. It was March of 2018. And it was four chiropractors on marketing and it was a great, you know, it's funny cuz I, I, I remember in 2016 I would, I, I heard about the idea of a virtual summit wanted to do it, but the problem was, it was all the software was really expensive if it was worth its, you know, worth anything. It, but it was really expensive. And then you were really one of the first ones to come out with an option that wasn't gonna break the bank. And so I jumped on it and it, and it's been great ever since, since 2018 for me.
Speaker 2 (02:14):
Oh, that's awesome. Dr. Kevin, appreciate that. Yeah. Full disclosure, Dr. Kevin was actually in our founder circle. He was one of the very first people to actually even beta of the software, the virtual summit software. And it's been pretty awesome to watch your journey and all the amazing summits that you've done since then. Now we're gonna get into the specifics here in the, the rest of the episode on using a summit in a local niche. But, but before that I wanna kind of highlight all of the experience and, and, and wisdom you have in the summit space. In general, you didn't just run one summit. How many summits have you run at this point and kind of give us an overview of those different summits?
Speaker 3 (02:51):
Yeah, I think it's about eight to 10 and it really started out again in 2018. I ran one for the modern chiropractic marketing group which was great. And then I did a couple of those and then I work with motional patient Institute with their marketing. And so we start, we ran one like a small one for them and went well. And then once the pandemic hit, they had to cancel all their seminars and they do a ton of seminars and we jumped right into a virtual summit and they killed it. I, I ran it for them, but I give most the credit to them because they, they produce really good content. And then I give a lot of the credit to, to you cause your software allowed it to happen really seamlessly. And they generated quite a bit of not only income, that's great, obviously.
Speaker 3 (03:34):
But they were able to pivot quickly and still have keep their audio it going. And then once they, we did a couple with MPI that did really well. And then now they're back to in person seminars and they feel like they did a good job of staying in front of their audience, which was awesome. I also have a online academy called the chiropractic success academy, which is basically everything marketing business mindset for, for chiropra cracks. And I got a partner in that and, and him and I have run a summit each year. This last one we did was all on money matters. It was called the CSA money matters. And it's kind of play on words where yeah, your money does matter. And we were talking about matters of, of money and we found like a lot of chiropractors just struggle with that. And, and it was a really good summit that we've done. And so between modern chiropractic marketing, NPI and CSA, I've done a lot of summits and then I've done it for my personal practice as well. I did one in 2019 in my local community.
Speaker 4 (04:37):
Virtual summits software makes hosting a summit E easier than ever. The only software in the world designed specifically for hosting a summit, lets you set up a summit in a matter of hours with no tech skill or team needed. You can try out the virtual summits software free@virtualsummits.com. But hurry, this is a limited offer.
Speaker 2 (04:58):
I just think this is incredible. I love this. And you, we were talking in our pre-interview chat about how I love seeing, you know, the amazing minds like yourself who took this idea. You know, heard this concept jumped in there, got some success and then started looking at all the different ways. Like you didn't just do the exact same thing. I mean you have done annual summits ongoing, but you were like, Ooh, what if I apply this aspect to it? Or what if I go out and help somebody else run it and do this? And so I, I really think that's a, a true Testament to one, the success you've achieved, but for everybody listening in right here, you know, there's no one way that you have to do it. There's a lot of ways. Now you're gonna get a lot of wisdom from Dr.
Speaker 2 (05:37):
Kevin here on what works and some things that don't work, but you can add your own flare, your personality and your own vision to it as well. So I love that. Now I wanna kind of highlight now for the remaining part of this episode is something that I think my personal vision, my personal kind of forecast for the world is things are gonna start to go more local. People are gonna, you know, like they're, they're gonna start to look back to local communities, you know marketing sales, but just in general, like communities are gonna start to flourish more from, you know, being on that plane there. So when it comes to professional niches and we're gonna specifically talk chiropractic here because that's your, and I's background, but this could be true for, you know, a dentist. This could be true for an attorney, a, an accountant whoever's in a professional niche that, you know, you have clients there in your community.
Speaker 2 (06:28):
I think this topic we're gonna talk about right now is gonna be 100% something you should have on your radar. And if you're the first to it, you're usually gonna get even more success. You can be the best or the first I like to be both. So that's what we're gonna talk about here. So Dr. Kevin, let's, let's talk about this summit. Okay. Give us an overview of this summit. It was a local summit kind of tell us why you came up with it. What was the goal, how it was focused and then we'll kind of dive in from there. Yeah,
Speaker 3 (06:53):
Absolutely. I'm a more of a sports chiropractor by Trey. We work a lot of athlete. We have a lot of regular people as well. One of the niches that we've done very well with is runners and triathletes. So we, we treat a lot of runners and triathletes and we decided to do a virtual summit on injury prevention and performance for the, for the triathlete and, and runner. So it was a really con audience and, and messaging that we could put together that would serve our, our practice. And so that's why we came up with that. And as I was kind of building out the, the skeleton of it, cuz you know, again, my background is, is I'm just in love with content marketing, right? Because it's a, it's almost a form of invisible marketing where you're, you're really just educating the community and then it positions yourself as an expert and then people want to go see the experts.
Speaker 3 (07:44):
Right. So versus some of the other types of marketing out there, that's just kind of overt and cheesy in certain ways. People don't like to be, they don't wanna feel like they're marketed too, right. Especially from their doctors. Like, and, and sometimes they, they know it's marketing, but at least it's elegant. Right. and I feel like content marketing is the best way of, of achieving that invisible marketing and positioning of yourself. Now, everything else is just a kind of a delivery system of that content. Right? So we, we all know about Facebook ads and, and Google and blogs and all that. Those are really just delivery systems. And that's why I always laugh when, you know, a lot of people say, oh, Facebook ads don't work. But when you look at their ad, it really had no value. Right. And they just thought they could run an ad and it would spit out all this money and it just doesn't happen cuz they really didn't have the fuel to, to really generate any success from, whatever that vehicle is.
Speaker 3 (08:41):
Right. Like the Facebook ad. And it goes the same thing with, with the virtual summits, right? Like I do think there was a day where the virtual summit was so novel that people could just kind of run one very average content and get a, get a bunch of leads. But I also, but I, I want the audience cause I'd be remiss without saying it is that when you run these summits, you gotta bring the goods. Right. So you, you it's, it's it's all about the content. And then what I love about the virtual summit is that it is a very unique delivery system where people find that very attractive to sign up for and participate in because the days of, you know, getting emails from a, a ebook or PDF or some kind of lead capture, that's very you old school just doesn't work like it used to. And so I know a lot of people get frustrated but the virtual summit was something I looked at cuz, and to kind of answer, to finish up this long answer to your question was I, I wanted something that could deliver great content and be unique to where the person sees the value in both. And, and that's what, why we went with it and, and it definitely filled the void on that.
Speaker 2 (10:02):
So many great points and pieces of information right there. I want to dive into that to the actual part, the aspect of your summit a little bit further. So you decided to do it with runners and triathletes focus on injury prevention. I've got a couple follow up questions. I'll come to that, but like the focus like, so just to set the context here, because we've got a lot, a huge array of listeners and some of these are doing international national type of summits, this summit was geared towards your local community in your city to bring people a potential runners and triathletes in your community, into your practice. Was that the end goal?
Speaker 3 (10:39):
Yes. So obviously when you run a virtual summit, there's, you could have a handful of different goals, right. One could be direct sales of upgrades and, and making that money. Another could be list builder for the private practice, at least for, in my point of view, our goal was new patients. Right. And I always think that as a chiropractor in the community, we do a lot of things that yeah, we would love to be directly paid for like, you know, working that running event for three hours. It'd be awesome if they paid me $300 an hour, but I know that if I do a good job there, I'll get it on the back end. Right. As, as new patients. And so it's, it's, it's marketing and, and that's what our main angle was. Was that okay, we want to generate patients into the practice.
Speaker 3 (11:21):
So for this particular summit, which is different than the ones we've done for chiropractors, we didn't run a, a, a priced bonus. I'm not saying you couldn't, but we didn't. We definitely wanted to get leads, right. So kind of a, it was like a twofold thing we wanted, you want new patients, but obviously you really want leads because you want new patients and in, in chiropractic settings. So it all boils down to that. So everything we did was geared towards getting patients into the, into the door and, and it did it in a, a couple interesting ways, right. Obviously people watch it and find value in it and want to come see you. But then we, you know, we, cherry picked I think maybe eight different types of professionals in the area, in the community, right? Like a swim coach running coach, a gym network that does training for trainer, a bike fit person you know, all these different types of professionals that work with runners, triathletes.
Speaker 3 (12:21):
And so when you take triathletes, obviously you're, you're talking bike, cycling, running, and, and swimming. So we took all those types of professionals. And I, you know, I wanted to, I wanted to make sure I first went to contacts. I had cuz like let's just envision that I have a, a good contact that does bite fitting. And I said to myself, yeah, I'd rather go to this other bike fitting, cuz I want to, I wanna establish a new connection. Well then you might burn the bridge with the other one. Right. So you gotta take that into consideration. So I went to a person I knew really well, that is already a referring partner or for say bite fitting. But then as I was filling out, my let's call, it outline I, I noticed like four different professionals that I didn't have a, a direct contact for.
Speaker 3 (13:05):
So it gave me a little Trojan horse of connecting with them, offering them an opportunity to present at this virtual summit. They were very grateful. They provided great content. They saw that more eyeballs would get in front of them and their business. And then that developed quite a level of reciprocity as well. Right. So my goal was to connect with those people, obviously get good content people from coming into my practice from the virtual summit. But now there's a chance that say that swimming coach becomes a referring partner of mine and he, or she could just send, you know, many people over instead of just one here and there. So a lot of good benefits of that, of the local summit. And those are some of the things that we were thinking as we were going through with it.
Speaker 2 (13:54):
Yeah. I, I love this aspect and I think it's one, you know, when we talk about the aspect of a summit, especially in the professional industry or niches and especially a local based one, it's, it's very much focused on, I, I want new patients. I want new clients, new leads, et cetera, but you just pointed out something that is as powerful. If not, maybe even more powerful is creating those new collaboration. So those are people that could continue for years. One to do more things together. Maybe you partner on other things and do some other cool stuff, but they can be a referral basis. And so that's such a powerful thing and a reason why a virtual summit gives you. I, I I'd like to tell this story. Sometimes when I first started in practice, I used to go to all the place to the gym, to the dentist and I'd give 'em my card and say, Hey, please hand these out to, to your patients.
Speaker 2 (14:40):
And they'd look at me like, I'm crazy, cuz I was crazy, right? Like why would they give these to their patients? I'm just asking them for something versus with a summit you would get to lead by giving something, giving them an opportunity, which opens up another question. One of the most common questions I get when I'm talking to, to professionals about doing a local based like one day summit, let's say and about getting the speakers. So reaching out to people, they either have a contact with, or like you said, somebody that could be a great collaboration for them. They always say, but don't I have to pay the speaker. So what are your kind of thoughts on that? I mean, I know my thoughts, I'm happy to share those afterwards, but how do you handle doing these, getting speakers for your summits?
Speaker 3 (15:21):
Yeah, I definitely don't pay for speakers, so you're, you're giving them a platform and I, I explain to that as like, you know, it's just interesting, right? Like you're communication, whether you're communicating with your patients or you're communicating in, in, in meetings or, you know, if it's the MD, the attorney, whatever you, you gotta be clear and, and you gotta obviously make it about them. And so you just kindly explain to was like, look, I'm trying to put together this, you know, informational summit for runners and travels. I earmarked I need did a swimming coach and the first person I, I, I was told to go talk to, was you. And so I wanted to give you an opportunity to present for our summit. That's gonna get, you know, a lot of people watching it and hopefully it'll position you as, as the expert in the area, you know?
Speaker 3 (16:08):
And once they kind of hear that, they see it now, if they don't, they don't right. Like if they don't, if they're too busy, you know, some people are, are camera shy. Like there's, there's reasons why, so you know, it's not gonna ever be perfect. I had a couple people in the past, even when I had the modern desk jockey podcast, I did this as well with some local people. And some people were, were a little concerned about how they sound on audio, right? Like, and that's just it's gonna happen. But I think if you make it about them, they'll see the value and what's in it for them.
Speaker 5 (16:41):
Be sure to check out the speaker management tool inside your virtual summit software, which lets you quickly and easily recruit and manage your speakers on your virtual summit. Literally eliminating hundreds of hours of work, get more information at virtualsummits.com.
Speaker 2 (17:02):
That is spot on what I, I believe as well. So I'm glad to hear you say that. Let's address another one dead on with the speakers as well, because I mean, you've, you've pointed out how you're looking at a group, great opportunities, collaborations, things like that. But sometimes the, the, the professionals say, well, aren't I aren't I bringing my competition on, is this competition, are they gonna take the patients away from me? What are your kind of thoughts on that?
Speaker 3 (17:27):
I think ultimately when I, at least when I did this summit it really wasn't a lot of competition. It was all collaborators. Now I didn't have say two bike fit people or or the like, but I didn't see a lot of competition in that. I didn't have other chiropractors on there either. So that could have been different. I even here's another thought process. Right. and I had, I had kind of worked through it. I decided not to do it, but you know, injury prevention for runners and triathletes, I could have had orthopedic surgeon on there. Right. I could have had the podiatrist that works with foot ankle issues for runners I could have had, I could have brought on other healthcare providers and made it kind of a combination of performance. People like the tra like the sports trainer or the swimming coach, and then the health side of things, chiropractor, physical therapist, orthopedist. I could have gone that route. And in that route, maybe there would've been a little bit more competition. But what I decided to do since I was putting all the effort into it and maybe it was a little selfish was I was gonna position myself as the healthcare expert in this particular summit. So I did obviously a presentation on injury prevention for, for those particular sports and then everything else really was around performance. So that's kind of how I, I did. I did think about that.
Speaker 2 (18:49):
Yeah, no, and I love that you brought up, it positioned you as the expert because that's one of the most powerful parts of a summit as well is yes, you're hosting the summit. Everybody sees you as the host of it. So you've gotta be the top of the top. I love that. And I agree, like I wouldn't recommend going and bringing somebody on your summit that does the exact same thing as you, but if you bring on complementary services now it's just collaboration and synergy. And so all, all steam ahead. And it makes me wanna ask you you, you had a lot of success from this summit and all of your summits, but let's specifically focus in on this local based summit. You got new patients, you got those collaborations. Were there any other kind of benefits? Like, you know, how, how far reaching in your community did it get? Because the reason I ask this is I've had some chiropractors who've done this and they're at the grocery store and people are coming up and going. I think I, I saw you on that virtual health summit. Did you have any kind of experiences like that or other benefits outside of just the new patient generation? Yeah,
Speaker 3 (19:48):
I'll say a couple benefits that I wasn't expecting per se, but one was definitely repurposing it. Okay. So even though it was a, a one particular date we were able to use it as content and lead magnet after the fact as well. So it had a long tail to it, which just means that it was producing for longer than just the day of the summit. And so we did repurpose that content. And then second was the what I, this is something that I, that I truly like about virtual summits is that like put yourself in your, in the shoes of say again, that, that swimming coach and you were on a virtual summit. One of the things that they tend to do as a guest on the virtual summit is share the heck out of it all through their social media.
Speaker 3 (20:37):
And so you end up getting in front of the eyeballs of all these other people that you wouldn't otherwise. And so that's one of the benefits of it too. And to your point, when you host the summit or like when you host a podcast, you, you kind of almost siphon off some of the expertise and they're like, oh, well, if that chiropractor works with that swim coach that's like a level of trust, they now have, even though they never met you. Right. so that was something, there's another thing that I want people to, into consideration as well, which isn't necessarily part of what your, your question was. But in this particular virtual summit, I decided to first try to encourage my presenters to just submit me a video of them doing the actual thing. Right. So by bike fitting person could sit there and just be a talking head, right.
Speaker 3 (21:32):
But I thought it'd be better if they did a 10 minute demo of some of the bike fit stuff. Right. Or I had the personal trainer that works with runners, go through some really good exercises that prevent injury, right. The, you know, just having demo, I felt was good. I had one person who's a coach that did want me to ask and I oblige and I have the experience in doing it, wanted me to interview them and I decided to do that one in person. And so we did a nice little dialogue interview for about 20 minute. It's on the different things to look for in coaches and why it's important to have a coach, all these different types of things. Right. so I went about it in more of a demo fashion video, and people did a great job with it. You could opt to do an interview style summit as well. But I just felt like for at least my topic, I wanted to see demo. I don't think that's the case for every topic. Right.
Speaker 2 (22:32):
I think that's just another example of showing, you know, where your mind goes, how can I make it better? How can I make it different? How can I make it unique? And that would be a very incredible experience for all the attendees who were, who, who were watching it. Now, a lot of our, everybody listening here, a lot of the, a lot of the chiropractors and, and just the summit hosts in general, a lot of times their thought process is like, this sounds great. Like I'm sold on doing a summit. Like I can see the benefits, everybody, you know, talks about the benefits, but I just don't think I could actually build or host one right now. We've already mentioned, you've had a lot of experience with the virtual summit software, but a lot of these, you know, professionals have never even seen or heard of it. So kind of walk through your experience on, you know, how in talking to, let's say another chiropractor who maybe is not the most technical person in the world, how can you help relieve their concerns that they could potentially host a summit as well?
Speaker 3 (23:25):
Well, yeah. I mean, your, the, the summit software makes it pretty easy. It's, it's definitely user friendly. And so you, you don't have to build out your own landing page in the sense of like, okay, do I have to go get a Kajabi landing page and, and pay for that and, and have that built out. So it's not like you're building a website from, from WordPress or something. Right. so you just plug and play the info and it, and it spits out a great landing page. And so, and I like how it, it just has, it's a step by step manner. It tells you if it's essential or if it's a bonus, like some kind of addons, it, it it's just really guides you well. So that takes of some of that, for sure. So that's helpful. And then from there, it's just I don't know, like, yeah, if, if you're gonna do an interview style one you know, maybe the first virtual summit, you're a little, a little shaky on your interview skills, but that's fine.
Speaker 3 (24:19):
Just like I was the first time or when I started my podcast five years ago, I, I was not good at it. And I, I feel like I'm halfway good at it now. So it's just like, anything else you'll, you'll get better at it. And it's a, a great way of kind of public speaking without really standing in front of an audience of people in person where it's a little more treacherous. So I feel like it's something that anybody can do, especially, you know, I'm just gonna speak for chiropractors because that's, that's what I am. I mean, we talk in front of people all day long, right? Like if you treat patients, you're talking to all kinds of different personalities, you're giving great communication and feedback. You, you, you probably already are a seasoned communicator. I mean, yeah. Some people are better than others, but, you know, we have of that, that particular profession where we're not just sitting behind a desk, you know, answering emails all day, like we're having conversation after conversation, after conversation. And so, you know, this material really well, so that makes it easier to speak. You talk to people all the time, you just gotta highlight your expertise and get over maybe the camera or, or, or, or audio part of it. And, and just move on from those two things. Don't worry about it. It's be fine. And, and it's just amazing how much this will position you as an expert. And it really, it's like a giant, huge giant microphone for your message.
Speaker 2 (25:41):
Oh, that is such a good point right there. And we've got messages that matter. We need to get them in front of more people. So these are, these are great points. Now, since you specifically have experience with hosting a local summit to your community, for the goal of bringing them into the practice, I'd love to kinda get your insights on either what worked or how would you do it even a little bit different? Let's say we're talking to, again, a professional who runs a local summit. They do it just like we've talked about now, they've got out this database of people. What are some suggestions or what worked for you to get them from the summit into the practice?
Speaker 3 (26:13):
Yeah, I do think we could have done a better job. And, and when I did kind of postmortem on it, you know, I think it was giving myself a little bit more of a promotional period for it. Giving the presenters more are information and ideas and infographic like graphics and things like that for them to promote as well. So this was an early one, and didn't have a lot of promotional materials, like make it as easy as possible for your presenters to promote it. Right. and then the other thing is, is we didn't have a huge incentive for the person to come in right away. And so I would all, I would not only you as the summit host have some kind of incentive within your state's legal abilities. And then also your presenters, like encourage them to have bonuses or incentives for them to, to reach out for that.
Speaker 3 (27:07):
So that those are some things we could have done a better job of doing it. Now. I think what we have done a good job of is, is maintaining the relationships with those presenters and nurturing that, which was great. So it's kind of like a, it's a new school meets all old school thing, right? Like you're using a new school digital format to network and, and bring it offline as well. Right. And so now, like I'll have relationships with that bike fitting person after the fact, and maybe grab coffee or something like that. So it gives us a ability to continue that. So I think we did a good job with that. And I think we've done a good with after the fact of still having that capture leads in that content that's cuz it doesn't, you, you don't have to stop it on just that first day, right?
Speaker 5 (27:56):
With the ever summit feature inside the virtual summit software, you can rerun your summit as if it were life ongoing for forever with one click of a button. This now lets you continue to use your summit forever. Bringing in qualified and engaged leads every month into your business. Get more information at virtualsummits.com.
Speaker 3 (28:20):
Yeah.
Speaker 2 (28:20):
I completely agree. And a couple suggestions I'd throw in there as well. Something, things that I've seen work in some other industries just, and this could relate again, whether you're in healthcare chiropractic a painter or whatever, but an incentive built into that all access pass. So if you've listened to our other episodes, you've probably heard of us talk about the summit, offer the all access pass. It's the, the thing that they can, the attendees can purchase they're on the summit, building something that sounds or feels like a value. So in the chiropractic space, maybe it's a, a screening or a first visit or you know, or a, a meet the doc type of thing. And then also having some follow up like Kevin was Dr. Kevin was just saying, is some communication afterwards as an opportunity to come into the clinic, maybe it's you have a, a monthly workshop or a, again, another meet the doc or just an incentive that you give them that creates a little bit of magnetic pull to go in and do it now versus waiting.
Speaker 2 (29:15):
So I think there's some really good opportunities there on top of what Dr. Kevin was just saying with that being said, Dr. Kevin, how do you see, and, and maybe you used it like this or not, maybe I'm putting some ideas into your head here that you could use for a future one, but with a summit already having an established practice, like you have, let's say you were gonna create another summit in the future for locally based. What are some ways do you think you could use that to also increase referrals just from your current patient base with this summit?
Speaker 3 (29:47):
Yeah. I, I think one thing is, is I'll kind of back into what you're saying is I, if I was to do another summit, I, and I've thought about it and it, it will happen, but it's gonna be, I will bring on other types of healthcare providers, right. So I will have the radiologist, I'll have the orthopedist, I'll have the acupuncture. So it'll be all kinds of healthcare practitioners that can obviously provide a ton of great information, but those are great referral sources as well. Right. and actually, you know, even other chiropractors that maybe do different things, like we gotta other chiropractor down the street, that's a sports chiropractor, very busy. He sends people to us because he can't get people in for like a week or two. He doesn't have an associate yet, so it's great. And then we send people over to him for shockwave.
Speaker 3 (30:32):
So it's great cause we don't have shockwave. And so I'm gonna get other people involved in it and, and doing that and, and then do a I, you know, it's just actually probably a mistake that I made the first time. And, and I'm glad you, you mentioned it. I could have done a better job of promoting a heck out of it to my patients. Right. And we had a really involved email list. We do a lot of Facebook ads where we target our email list. So for our audience may not know you, you can funnel your email list into an audience and Facebook and then run an ad that only those people see. Right. And that's what we do a lot of, to stay top of mind with our patient base. So tapping into our patient base is always the best thing to do because you gotta look at your patient base as this little mini sales force.
Speaker 3 (31:19):
Right. And, and so if you had a sales force or sales team, you would educate them on all the products and services that you have. So they know how to communicate out to other people. Well, it's the same thing with your patients, right? Like if you educate them on the things that you treat or your expertise more, the more that little sales force can be out there talking about it. So when, you know, Bob, their neighbor complains of headaches, like, oh, you gotta go see my chiropractor or whatever. Right. So that would be something that I would do a better job of is, is targeting our patient base to educate them.
Speaker 2 (31:54):
Yeah, I think it, you know, in, in most professions, but especially in healthcare, referrals are some of the best new patients, new clients you can get. And what's the easiest way. How can you make it even easier for them to refer is just let, 'em share a link. Hey, check this out. This is my doc. This is the person I've been telling you about that you should go see, and now they have that. No like, and trust or that rapport with you because of the summit. And they feel more comfortable coming in. So Dr. Kevin, this has been phenomenal. I mean, we could keep going probably for hours with all of the knowledge and wisdom you have, especially on this topic. But in light of your time, I wanna make sure I respect that as well. So as we wrap this up first off, everyone is probably going, okay, I need a little bit more Dr. Kevin in my life, where is he hanging out with how can I get in touch with him them? So let 'em know where you're hanging out at and the best way to get in touch with you if they wanna reach out.
Speaker 3 (32:43):
Yeah. There's a couple things. One is we have a close Facebook group called the modern chiropractic marketing group, and that's got about 4,500 chiropractors in there and it's just kind of a, a brain trust of all things marketing. Right. I do have the podcast called modern chiropractic mastery. And we have a weekly episode of every Thursday. We've not missed the week in five years, so that's been exciting. And then if you want to just check out our website, it's www modern chiropractic marketing.com.
Speaker 2 (33:08):
That's absolutely amazing. This has been phenomenal. I wanna let you have the last words here. So let's say we've got a, a professional, even maybe a chiropractor that's sitting there going, this sounds like something I should do, but it, I'm not, I'm not sure if I should do it or if I can do it. What words of wisdom or parting piece of advice would you give him?
Speaker 3 (33:26):
By the cheap affordable book called obvious Adams off Amazon? I just read it. It's really, really, it's old. It's from 1916 and it's short. It'll take you about a, a night or two to read, but it talks about how this guy was great in business and copywriting, because he just was obvious in the things he knew he had to do. And, and so many people know what they need to do or should do. And they just don't. So read that, maybe it'll give you a little inspiration to, to make you realize that this is just something you should be doing. It's and it's pretty obvious.
Speaker 2 (33:57):
I love that it's obvious jump in there with your virtual summit, virtual health summit, Dr. Kevin, thank you so much for sharing today with us, your time, your energy and your wisdom. Thank you.
Speaker 3 (34:07):
Thank you.
Speaker 2 (34:08):
Thank you. Summit OS for hanging out with Dr. Kevin and I I'm Dr. Mark T wage, your host here on the virtual summit podcast. Remember your message matters. And one of the most powerful ways to get that message out to the world is with a V virtual summit. Don't forget to check out all the amazing resources that Dr. Kevin and I just spoke about over in the show notes on episode 2 34, and we'll see you on the next episode.
Speaker 1 (34:32):
Thanks for listening. Now, don't forget to subscribe and leave a five star review on the virtual summit podcast. Head over to the show notes, to check out all the links and horses from this episode, and be sure to grab your free trial of the virtual summit software.
Speaker 2 (34:46):
Now, I want to end this episode by saying to all the summit hosts listening right now, I believe in you, and you can do this summits are by far one of the most powerful ways to quickly grow your list, launch your platform, make more money, and most importantly, make an impact in the world, even if you're just getting started. So don't get caught up in analysis paralysis because the world needs to hear your message. And there are people who are waiting for you to help them. So just get started. Cuz imperfect action is always better than no action. Thank you. And see on the next episode,

