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'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):
A summit host Dr. Mark t Wade here, your founder of virtual summit software and your host here on the virtual summit podcast. And I am so excited for today's episode. Not only do we have an absolute legend rock star with us, Dr. Isaac Jones, but he has so much insight in wisdom into the topic we're gonna talk about, but even further, even beyond that, and I'm really excited to dive in into how I think a lot of our professionals out there, whether you're in the, the health industry, or maybe you're an attorney or an accountant, but if you have some kind of practice based business, how you will be able to use this information, we're gonna share today on today's episode to take your business to the next level. So buckle up. We're gonna have some fun, Dr. Isaac. Now, before we jump into all of the amazing goodness we have about your summit and, and the, the information and wisdom you have behind virtual summits, I'd love for you to take a moment and tell our summit host just a little bit more about yourself.
Speaker 3 (01:35):
Yeah. So in 2008, I pioneered virtual practice. When my friend asked me who was actually one of the top NLP experts in America Steve lender runs a program called strategic brain. He coaches Tony Robbins, and a lot of the top people in the Tony Robbins community. And he kind of saw what I was dealing with instead of brick and mortar practice. And he was like, Hey Isaac, like, what if you could go virtual? And I said, it's impossible. And here's all the reasons why, and he said, well, if you could go virtual, how would you? And I said, and he, asked the question that kind of twisted my brain a little bit which are some like very unique questions. And, and it, and it created this, this, this new possibility for me that I could build a virtual practice.
Speaker 3 (02:26):
And so I did, I was brick and mortar hybrid virtual for at first, which is what most people do. And then they, then I went fully virtual. What I would say 80 to 90% of practices will become in the future is both, both virtual and brick and mortar. And there's gonna be a lot of hybrid brick and mortar virtual practices, as we're starting to see right now, a lot of people don't know how to build them. They think they're doing it correctly, but they're not. Unfortunately they're, they're, they're kind of taking a broken model and just bringing it virtually. But, you know, this is the future of healthcare. And, you know, the, the, the, the success I had was in three years I, we, we broke seven figures working two days a week in, in the practice. And my, my goal was to reverse engineer, like a dream life.
Speaker 3 (03:17):
I was being able to end impact people's lives. And I also wanted to figure out how to use virtual to impact more people than just what I could in the, four walls of an office. Now, again, the cool thing about virtual technologies like a summit, or you know, some of these different abilities that you have, like an eight building, an email list, et cetera, is you can impact people now more so than you could before, because your practice now could become tens of thousands of people, or even hundreds of thousands for some people. But if you're used to getting a hundred or 200 people in, into your practice a month, or, or even a year like virtually, you can, you can really in impact your top of funnel pipeline as well as just impact more people that you wanna serve.
Speaker 3 (04:07):
So I was able to do that. I experimented with some, some things we'll get into like, like summits which were very successful for me. We'll talk about that. But then I started coaching and training doctors and pro health professionals on how to build seven even eight figure virtual practices and how to really be successful in the virtual space. And so since we've launched around five, nine figure companies, which I learned actually at, at my last event in just a couple weeks ago I knew about three of them, but I didn't know that, that there were another two that launched in the nine figures, a lot of eight figure companies and a bunch of seven figure, you know, virtual practices and online brands. And so it's exciting to see this happen, but again you can take this if you've got a brick and mortar and utilize it, all the things that we're gonna talk about to really, you know, bolster and grow and scale what you're doing in the brick and mortar space as well. Because the future again is virtual brick and mortar hybrid.
Speaker 4 (05:11):
Virtual summits software makes hosting a summit 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 (05:32):
I love this. And I think we are, it is so fortunate to have you on today to share this with us because you have such a unique perspective. One having been in practice built an extremely as full practice, but now also helping other professionals in the health space here, particularly build practices. You can see what they, you know, the different aspects that they should be focused on, things that they can do to help them speed up their success. Today. We're gonna talk about virtual summits, virtual health summits. I know there's, you know, a lot of areas that go into helping create these success, but I also love the fact that you talked about hybrid and kind of your vision of the future is you think a lot of these practices are gonna be both brick and mortar and virtual. And I think a lot of us, you know, kind of solve very quick glimpse of that in the, in the last years, when many practices got shut down, if they didn't have a virtual component, they were hurting.
Speaker 2 (06:26):
So I'm, I'm excited to be able to pick your brain, get your wisdom on this. Now let's start off with one your past summits because you've had some extreme success with summits and let great about this is you've done both styles of summits. You've done one for more, what we would call like kind of the informational style or online style summit. But you also did one back for your practice as well. So kind of give us the rundown of both of those and, and kind of how they did and, the highlights of it,
Speaker 3 (06:53):
You know, and actually mark, I was just thinking I did two summits last year I did a masterclass year before, so I <laugh> actually done a lot of summits, but I've, I've done them also for the health professional space. And, so you can use this B2B or B2C. So the first one I ever did was called the, the high performance health summit. And I essentially, this is the cool thing about summits that you can position yourself as an expert through summits. And so I, I wasn't really an expert or considered an expert. I wasn't, I felt like I was an expert in high performance and human potential, but I certainly wasn't like positioned that way in the marketplace. And so I was like, what if I could do a summit and then interview people that are professionals in the high performance health space in the, the biohacking space and things of that nature.
Speaker 3 (07:48):
So that my end goal would be to be positioned as more of the entrepreneur's doctor. And so this was a amazing strategy. We did this in 2014 I believe. And we had high hopes to have a lot of revenue on the front end of the summit, which we did not get, but what I wasn't realizing was how much revenue is, is possible on the back end of the summit. So I felt like, oh man, we didn't hit our goal as far as the front end. Right. But you know, the back end crushed. In fact, you know, it was a small summit, you know, you hear about these big summits now, but it was a small summit. And we ended up doing off the back end of the summit $500,000. And I was like, oh my gosh, like, this is this crazy, you know, like you can, you can really impact a lot of people, you know, doing these summits.
Speaker 3 (08:46):
And so the next the next one that I did and, Mark, do you wanna ask any questions about that first one before we move on? Okay, cool. So the, the second one that we did was this master class. And so this is the funny thing about the master class is that we did six figures in revenue on the front end of the summit, but I wasn't pushing anything on the back end of the summit. And so and, and I was do doing that because I, I was, I was strategically about to push something that I brought, you know, a partner in on that had a non-compete with another company that was my backend. So I couldn't sell anything on the backend. So I was like, oh man. So I ended up just having doing revenue. So we had 131,000 people for this summit.
Speaker 3 (09:40):
And it was like a, like, like, you know, we're talking about, you know, 20, 30, 40 X, what the other summit was as far as opt-ins were concerned. And we made five X less. So I think we, we did figures, but in the first summit we did, you know 500,000 in the, the summit we did around a hundred thousand. So again, it was, it was a, it was a cool experience. I definitely learned a lot but you know, like the, the summits have been used in the masterclass at, in particular had been used to really help to, to create a lot of growth for me. And then last year we did a couple master classes in summits as well. And and what was really great about that was we everyone that we launched was six figure back end.
Speaker 3 (10:36):
And so, and, honestly, like we'll probably this year, pull off a seven figure back end. But you know, again, that's B2B it was me interviewing other industry leaders on social media, on, you know, marketing on, on things of that nature. And it, it was just a really good way to give them exposure but also create a lot of great leads for, for our business as well. So it was, it was really you know, really a win-win situation for, for everyone. And it was just another great way to, to generate a lot of revenue on the backend.
Speaker 2 (11:16):
I mean, this is incredible. This is, is one of the reasons I was so excited to have you on today is the different perspectives and viewpoints. You've had both in summits and then also advising, you know, your clients with the success of their, their businesses. So we're gonna get into, you know, some of the aspects of how, you know, professionals, healthcare professionals, docs can use the is. But one, I want to take a step back and let's kind of set the, you know, the landscape because lots have changed. Lots of things have changed in the last several years. I mean, I feel like virtual has become the norm. You had just mentioned, you know, your, perspective on hybrid brick and mortar and virtual kind of talk us through that. And you know, we have a variety of people who are listening. This is definitely gonna be for you if you're in the professional industry or health space, but maybe we have a painter or a attorney who have brick and mortar practice or businesses. What's kind of your perspective dive into that brick and mortar and hybrid and why you think that's so important.
Speaker 3 (12:19):
Yeah. So again, the future is brick and mortar hybrid, especially virtual especially if you're wanting to, build your business your brick and mortar through virtual marketing as, is just a great way to grow it. because you can, geo-target like summits to your local area and really crush. And then you can you can, you can use it just to, just to create good will in the community. So people, when they think about whether you, you know, you're a painter or a plumber or you know house renovation expert, or an electrician when they think about, you know, whatever it is that they need, they think about you, right? Because you're the one that's actually creating, you know, content, there's a book called content ink out there that says the person that, that creates the most Goodwill and creates the most content and for their community wins because you know, people will be like, oh, you should work with this person.
Speaker 3 (13:19):
Oh, that's the person that, that you should work with. because you're, you're essentially taking up real estate in their neurology, in their brain that, that says that associates a particular word and whatever it is, it might be doctor, it might be gynecologist that might be pain, plumber, electrician, it could be lawyer. And it's like, then you, you, you build that real estate within the community and it's, it's just a really powerful way to grow. So I've, I've seen a lot of success with this because you know, we, we have over a thousand doctors that we've coached and trained know for the last several years since we've launched health experts Alliance, which is the company that we coach doctors and health experts on how to build virtual practices and how to go virtual and build different, you know, streams of revenue.
Speaker 3 (14:09):
But, you know, we we've we've seen a lot of people like the, there's a, there's a, a lot of sub summits that have, that have gone on. And what's what I'm really proud of is the people that have built the best summits and the most successful summits have come out of our community. And so there's kind of like this strategy that mark really has a good understanding of and is probably one of the top X in the world on how to actually monetize summits. But there, there is a way to be able to, you know, monetize these, these summits in a big way. And, and I, you know, I look at kind of summits and master classes as, as like, you know, the, the future of education and, you know, and, and free education to people that, that, that, that helps, you know, drive revenue into your business.
Speaker 3 (14:59):
So what I've seen is these these, these summits, like one of my, one of my clients, their goal was to make $300,000 in six months and, you know, the first six months, and, and they, they ended up doing 360,000 and it all came out of a summit. So they, that was their, that was their goal, but they made $360,000 out of a summit. The there's other approaches where our, you know, it's a smaller there, their smaller event and you just do them a little bit more frequently and it's less stress. It's less like, you know, anxiety, it's less like, you know trying to pull all the pieces together, but what ends up getting created is you end up you know, hitting major financial goals because you're, you've got a system for for, for marketing, which is very important to have an understanding of how to, to, to really like look at your marketing calendar.
Speaker 3 (16:01):
When I was a student, I remember going to all the top doctor's offices and I'd even go to doctor's offices that weren't very successful. And the difference that I saw was between like one doctor had had just as much talent as another doctor, but the other doctor was in the multimillion dollar range where this other doctor was struggling to get by and making maybe just a hundred thousand or something like that. You know, they, they ended up the biggest difference is their marketing calendars is one person actually had a marketing calendar, whereas the other person didn't. So, you know, we, we would, we would have our marketing calendar a year or year and a half out, and we'd constantly book be booking, you know, our calendar. And I have the same thing right now where I have what I call a revenue calendar and we have strategy for the next year, year and a half.
Speaker 3 (16:53):
It is, it, it is, it will crush. And so if you don't have in your your marketing calendar, anything that's creating Goodwill that also drives revenue. Like you're missing a big piece of your marketing calendar that, that needs to be like addressed. And I'll just tell you, my marketing calendar will have and include a summit or a master class every quarter. And then it will include you know, various, you know eBooks or, or Goodwill. That's given out once a quarter, that'll create once a quarter, but we, we will be doing this every single quarter. And some that's aggressive, aggressive for people. But we have a, a doctor that's going into doing a masterclass and a summit every single month. And so that's what he is doing. He has brick and mortar locations in, in five different cities. And he's, he's doing this specifically geo targeting these through the five different cities that he has practices in, but this is just how the big boys think and respect to marketing. So just wanna share that with you as well around some things that might help take your, your business to the next level is, is plugging, plugging in this strategy into your marketing calendar.
Speaker 5 (18:11):
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 (18:31):
You know, I love that you've pointed this kind of marketing calendar out this aspect. It's essentially it's high level strategy as what you're talking here. And most people are, you know, busy thinking, well, like what's the one thing I can do right now to get me to the one step in front of that, you know, the next step that I need versus like what's the long to her and play. And I completely agree. I'm a big proponent of having at least one annual summit. And I like one day summit series, which keep people long. And it comes to what you were just saying, their Isaac it's about creating that Goodwill. It's creating no like, and trust and rapport if you're in a local community especially if you have a practice or a business, a brick and mortar business,you know, it's, it's really hard to get people to get up, put their clothes on, drive to your practice and come see you just to get to know you, right?
Speaker 2 (19:17):
Yeah. Doing something like this, or like master classes as well, which are very similar to summits as well, gives them that opportunity from the comfort of their home with very low barrier of entry. Obviously because it's typically free to participate now with this concept, as you've just explained. I mean, this is great. And having that, you know, having that ongoing, I know in most of my companies, we run two to four multi-day summits and four to eight, one day summits every year for this same reason. But let's take one step back for some of our, our listeners. Maybe, you know, I'm assuming everybody here at this, you've listened to probably one of the other episodes. So hopefully you at least know what a virtual summit is, but let's, let's take one little step back. And you know, from the perspective you have with the, the clients you work with Dr. Isaac, why is a summit so great. Other than top of mind, like why is it a strategy that they should be implementing into their practices?
Speaker 3 (20:11):
Yeah. I, like everything that you just shared around Goodwill and no like, and trust if it's like, if it it's like a a dial like, like if you, if you look at Arnold Schwarzenegger, right? There's so much context for him being a bodybuilder and a successful entrepreneur that if he charged $50,000 for, or a week to spend with him, there'd be people lined up to do that. Right. Because the context is there. And so for most of us, the context isn't there around what we do. And so we wanna, the, the context in fact for, for a lot of, of us is that people don't know like, you know, who, who they are in the, in the doctor to patient space. I wanted to be known as the entrepreneur's doctor. And I'm now known as the entrepreneur's doctor to most of the top people in the world to the point where John Lee Dumas, which is, I know one of your best friends, Mark, he reached out to me and said, Hey, how can I work with you?
Speaker 3 (21:09):
Right. And so you know, and then I got on his podcasts and there was all these really great things. So if you, you, you position yourself. And honestly, I just made it up. Like I like, that's the thing. A lot of us have imposter syndrome. Like, well, I can't say this about myself or I can't really put myself out there as the best plumber, the electrician or, you know, thyroid expert or whatever. But in order to become that you have to put a stake in the ground. Because at first I was very, it was awkward for me because I was like, oh my gosh, like, I, I'm not the entrepreneurs doctor I've worked with entrepreneurs, but you know what, because I put the stake in the ground and I was like, this is my I stand. And this is, this is my brand.
Speaker 3 (21:50):
And this is how I'm moving forward. I ended up becoming such an expert and I worked with so many entrepreneurs over the years that now I'm so confident. And I'm like, I could work with billionaires. I could work with people that, you know, are, are Olympic athletes. And I know I'll get results of them because I've just worked with so many high I performing entrepreneurs, athletes and you know CEOs, et cetera, over the years. So again, I made it up. And so as I built this virtual practice, I want to be known as the virtual practice, like the virtual practice expert in the world. Right. And so if people think of about Isaac Jones, they think about, you know, oh, he's the virtual practice expert. He's the guy that gets people to go virtual and builds empires through virtual practices online and in, in online brick and mortar hybrids.
Speaker 3 (22:40):
And so with that being said, you know, the summits will help you create the stand will help you create contact where you it's like a line, like the lowest set of context. People have no idea who you are. The highest end of the context is, you know, your Arnold Schwartzenegger and people know that you've won, you know, Mr. America or whatever, he's won like a thousand times, and he's done all these things. And so like, there's massive context for people like that. So how can we even get halfway to Arnold? Schwartzenegger right. Like how can we get there? Because you know, I have people that invest over a hundred thousand dollars for my health programs right now. And I don't work with a whole lot of people. I limit it to 10 people a year, but you know, the people that have invested a hundred thousand dollars to work with me a hundred and dollars plus to work with me in the health coaching program is there's context for who I am.
Speaker 3 (23:38):
And it's typically referral based because of me getting started with the summit in 2014. And I was like, oh, I don't know if I should do this. And I'm nervous to even reach out to like some of the people I want to interview. And I, like, I had my tail in between my legs, so I'm just so happy. I took action. I moved forward. I, like I said, you know what, I'm gonna do this. And now I've got, again this kind of strategy in my marketing calendar with summits, master classes and challenges, you know, like every single month. And it's something that I think we should all like, take the uncomfortable step to like moving towards, okay. How can I even get 5% towards the Arnold Arnold Schwartzenegger context you know, ladder, how can we just like, get up the rungs even a little bit if it's just in your local community.
Speaker 3 (24:26):
That's awesome too. You know, it's it's, and, and by the way, we have a mutual friend, Matt Loop, who he, he was walking into the St Regis hotel. I was going out to, to lunch with him. And, and this was this was just re you know, after we mark, you were speaking on, on health experts line stage and, and did such a great job, blew the audience away. And and so, you know, we are going out to, to St. Regis afterwards, and I think you were actually already in the hotel mark. And, and what was interesting is that when, when Matt went into the hotel, people called them by his name, like, oh, Hey Matt, how's it going? And I'm like, what the heck? I'm like, how do they know? Like, are you, do you frequent here? He's like, no, he is like, I run ads in the local area just to create no, I can trust for people you know, in, in the bucket area.
Speaker 3 (25:23):
Because, you know, he said, I know there's, there's a lot of wealth in this geo targeted area, and that I can help people with Facebook ads that aren't even just doctors, but lawyers and this and that. And I thought it was so interesting that he was building his context for who he was through, like, you know, creating some sort of value added thing for whatever in the Buckhead area, people know his name, right. Like people know, knew who he was walking into a restaurant. So, oh, a great example of this, by the way is one of my doctors, Dr. Bart Precourt, he lives in Florida. He runs healthedge.com and he went from like zero to, I think it was $800,000. It may have been $600,000 in the first year. Actually, I think it was 800. And now he is in the, the multimillion dollar range.
Speaker 3 (26:15):
But he, this is so funny, because I was just in the seaside area near Dustin beach, Florida vacationing last week. And I met with him and what what's been so cool is that, that his context like get heading out in front of people, which he was uncomfortable with at first. But then he is like, you know what? I just gotta get out in front of people. I've gotta do you know some value added stuff for them. I need to do some summits. I need to do, you know, these different things is he says he doesn't eat in his local area anymore because he's like, it's a blessing because his business has exploded. But now it's like, he'll go to a restaurant and people like, Hey Dr. Bart, what's going on? Hey, Hey, I'd love to talk to you afterward. He doesn't know who these people are.
Speaker 3 (26:58):
Right. But he's become a celebrity in the area. He's like, I have to drive like, you know, you know, into another city just to have dinner <laugh>, you know, and I thought it was kind of funny, but, but he started somewhere and that's my, my challenge to you guys just get started. You know, you guys can do it. You guys have so many gifts, talents, and abilities that have yet to be uncovered. It's just a matter of you believing in yourself. You've gotten imposture, syndrome, welcome to the club, Mark myself, everyone else has it too. And it's just a matter of overcoming it and dialing down the boy voices of those limiting beliefs in your head and taking imperfect action. Moving forward to creating excellence in your life
Speaker 5 (27:41):
With the ever summit feature inside the virtual summit software, you can rerun your summit as if it were life ongoing forever with one click of a button. This now lets you continue to use your summit forever. Bringing in qualified and engage leads every month into your business. Get more information@virtualsummit.com.
Speaker 2 (28:04):
I absolutely love that there was so much good gold wisdom right there. Dr. Isaac, I got one last question for you before we wrap this up. Something that I think would be very important because I just I want to get this idea outta your brain. I probably haven't asked you this before and you may not have even had been asked this before, but I feel like you'd be a great mind to answer this. Especially considering the, the brick and mortar and the virtual component. When we're talking virtual summits, we build a database, we build an audience of people that creates that. No, like, and trust and rapport. Do you have any thoughts or ideas or strategy on what you think would be a good option to take that virtual? The people who've just attended the summit and bring them into that brick and mortar business practice, et cetera.
Speaker 3 (28:51):
Yeah. Like what the doctors are doing is some people just have one office. Some people have multiple offices and the geo target it, but they try to geo target it. What I, what ends up happening is it's gonna get there's gonna be more people that will find out about you in different cities and maybe even around the world, but this is the, this is the cool thing about what's happening in these offices. Is they, the people that are, that are in their local area, they come in, right? The people that are virtual, they have a whole virtual system. So, you know, just to give you an example, we have an interior designer that goes to our church. That is it, it literally does this for people virtually because she posts on Instagram. People like her farm you know, farmhouse look, and then they'll reach out to her and she'll design their whole house virtually.
Speaker 3 (29:45):
Right. And you can do the same thing. This is ex exactly what I specialize in is creating. If you're a doctor or a health expert health coach or, or nurse or somebody in the health space, you can, you can learn this virtual practice model and then you can monetize everyone. And, and it's honestly the best, like the summit is amazing, but you need to have a backend that then multiplies the efforts, right? And that, that allows for you just like what happened in 2014, for me, where I did this small summit and then did $500,000 on the backend. And so the goal that I would have for you is really get clear on what are my systems to virtually monetize the people that can't come into my brick and mortar. And obviously the people that are in the brick and mortar you'd have a clear call to action for them to come in, make it a no-brainer offer.
Speaker 3 (30:35):
What my, one of the doctors Dr. Ben does in Nashville in Denver and in, in a couple other cities that he has offices in is he gives like this kind of like no-brainer offer where it's like $500 worth of services. And he does it for something like $97 in the the upsell sequence when people purchase the content for the summit. And he also sends that out afterwards via email things of that nature. So there's a lot of ways that you can do this. But you know, this is certainly you know, one of the best things that, that can really bolster the growth of your, of your business. But the key is like, find somebody that knows how to teach you how to monetize the back for all the leads you don't. There's, there's like a, kind of saying the most profitable businesses have this saying no lead left behind. So every lead you wanna be able to monetize. And one of the best ways to do that is to really understand this virtual virtual model. So you know, if you're looking and for somebody like myself, love to support you and, and serve you with all the systems that we've built with our virtual practice roadmap but you know, just find somebody to help you with backend income generation and revenue.
Speaker 2 (31:57):
Well, I know Dr. Isaac one, this has been absolutely phenomenal. I can just feel everybody go away. I wait, I need a little bit more Dr. Isaac in my life. So why don't you let everybody know where's the best way? Where are you hanging out at what's the best way to get in touch with you if they wanna follow up?
Speaker 3 (32:12):
Yeah, I would go to health experts, alliance.com. You can find out like exactly what we're doing with our next events with retreats that we're doing with the online kind of events and challenges that we're putting together. So you'll be able to get a, a lot of really great value there. There's also some free gifts that we have on the website for you. And then yeah, on Instagram, it's Dr. Isaac Jones or Isaac H Jones. I forget which one, but you know, I'm gonna start focusing a little bit more on my Instagram you know feed and, and, and start getting more content out there. And then there's also an Instagram that's health experts, I believe are health experts Alliance. But yeah, if you just go to healthexpertsalliance.com, love to be able to connect with you.
Speaker 3 (33:03):
There's a little bubble icon at the bottom. And what I can do is extend a free virtual practice strategy session to you if you're interested. And so all you'd need to do is just go to healthexpertsalliance.com click the bubble icon and just say, Hey, Dr. Jones said that I could have a free virtual practice strategy session, and then we'll get one of our experts on the call with you to really support you in what your brighter future looks like, and really get clarity on how to maximize and how to maximize the monetization of the backend of these really awesome promotional strategies like summits, but appreciate you Mark, and what you're doing for the world and getting this amazing platform out there and software.
Speaker 2 (33:47):
Thank you, Dr. Isaac. I appreciate that very much. This has been absolutely phenomenal. Thank you so much for taking this time, sharing with us, your wisdom, your insight, and your energy today.
Speaker 3 (33:58):
Thank you, mark.
Speaker 2 (34:00):
And thank you summit host for hanging out with Dr. Isaac and I I'm Dr. Mark T wage, your host here on the virtual summit podcast, and remember your message matters. And one of the most powerful ways to get that message out to the world is with a virtual summit. Don't forget to check out all the amazing resources and length that Dr. Isaac just shared with us today over in the show notes at episode 2 35, and we'll see you on the next episode.
Speaker 1 (34:25):
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 resources from this episode, and be sure to grab your free trial of the virtual summit software.
Speaker 2 (34:40):
Now, I want to end the episode by saying to all the summit host 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. because imperfect action is always better than no action. Thank you and see you on the next episode.

