Speaker 1 (00:05):
[inaudible] 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 Semit to the next level, then tune into the virtual summit podcast with Dr. Mark T way. Hi,
Speaker 2 (00:23):
I'm Dr. Mark T founder of virtual summit software and creator of the one day summit formula. And I'm on a mission to help you summit hosts. Get your summit out to the world in a powerful and impactful way. So let's get started
Speaker 3 (00:38):
A summit hosts, Dr. Mark T. Wade here, founder of virtual summit software and your host here on the virtual summit podcast. Whoa, we are in for a treat on this episode. I cannot wait to dive into some of these special topics we're going to be talking about today because we've got legendary Shade Ado with us, and we're going to get into some information that you need to know about your summit, but before we do that, I'd love for you to give our summit hosts just a little bit more insights about yourself.
Speaker 4 (01:10):
Hey, beautiful people. My name is Shade Y Adu and I'm a digital brand strategist. And I work with women entrepreneurs and I help them build brands and market online courses, digital products, programs, and services. And I'm happy to be here today. 
Speaker 3 (01:25):
I'm happy you're here too, because we've got some really interesting topics, um, to get into that you've done with your summits. Um, and you're continuing to evolve and innovate them, which I think is extremely inspiring. Um, but before we get into those specific topics, let's give a quick overview of one or more of your summits. Give, uh, let our, let our listeners know. What was the topic a little bit about multi-day summit speakers, why you decided to run them, help us understand the summits.
Speaker 4 (01:54):
So I've done a couple of summits. Uh, one of my biggest ones that really increased my email list. It was called the bill brand bank at summit, and it was for coaches, speakers, and authors who want to build brands online. That first summit was about 10 days long. We had about 40 plus speakers with a lot of moving parts, but it definitely was extremely successful. And one of the things that I loved about it, whether speakers were also excited about the experience and they were happy with the results because people actively paid attention to them. And they said, oh, I met you on the summit. And there are literally people who are still my first son was about 2017. There are people who still say, what are you going to do it again? What are you going to do it again? And I'm like, it's coming, we're coming.
Speaker 4 (02:45):
Um, we've so I've done like 10 day summits. I've also done one day or one and a half day summit or what I rebrand them as boot camps. So the variety and the options and the flexibility for a summit are endless. It's totally up to you. It does not have to be 10 days with 40 people because it's a lot to manage. It can literally be one day with five people or two days with just yourself. So I think there's a lot of flexibility, especially with, um, the, you know, with Corona virus, everyone was virtual. So, um, I think the people who already were doing summits, it was just like, okay, welcome to our world. Welcome to what we normally do. So now there's just a lot more acceptance to this way of, um, communicating and interacting with people. And there's a lot more flexibility and people are becoming extremely creative in which, um, I'm loving, I'm loving the creativity. Oh,
Speaker 3 (03:41):
We are. We are seeing lots of innovation happening in the space, which I agree with you. I think it's, uh, it keeps it fun and interesting. Now I want to dig into a couple of the things you mentioned there. So you did it, your one of your first time, as you said, was a 10 day summit, lots of speakers. Um, you know, most summit hosts are thinking multi-day summit three, maybe five days, or even they've heard of the one day summit, as you've just mentioned. And they're thinking about starting with that, like what's one positive takeaway, maybe one negative takeaway of doing the 10 day summit doing something of that extent,
Speaker 4 (04:14):
Positive. Um, so for me it was early. It's still early on in my business. One positive was the connections that I was able to create with interviewing 40 speakers. So now that's potential partners. They know what I'm doing. They understand that I have an email list and they see my brand positioning in the marketplace. So even today, many of them, we are still friends today. And if I have a summit coming up, Hey, you liked the experience that you had on the last summit. How about you do this next summit? It's an easy yes for them because they already enjoyed this experience in the past. So for me, it was, I was very intentional. If it was someone I wanted to connect with, I asked them to be a part of the summit. And now those relationships are still here years later. So that's the major plus the relationships because you, you know, that is, that's a return on investment that we can't even calculate because it's still happening. So that was, that was number one. The challenge definitely is with a multi-day multiperson summit is scheduling. If you are interviewing extremely busy people who, who are running successful businesses, they don't always have time for you. Sometimes you don't always have time.
Speaker 1 (05:32):
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 tax scale or team needed. You can try out the virtual summit software free@virtualsummits.com. But hurry, this is a limited offer. So
Speaker 4 (05:52):
There are definitely worse. Several people we had to reschedule. I think one person, we rescheduled her leading up to the actual summit launch. Maybe the summit started on Monday and I probably was still doing her, her interview on that Tuesday. So there were some people we had to schedule down to the last minute, but I was okay with that because it was a multi-day and I said, okay, I'll just put her interview at the end of the summit. But that's probably the biggest challenge navigating through people's schedules. It's like
Speaker 3 (06:26):
It's kind of the ying and the yang. One of the biggest positives you said is the connections of all the people. One of the biggest negatives is having to manage and organize all of the people. I can definitely see how that, how that would be. And um, now I want to also dive back into something you mentioned twice now is with the positive, was the engagement and collaborations and connections you've made with the speakers. What's an insight or maybe something you feel you did well to help encourage that and create that engagement to where your speakers are now. Like when are you going to do it again?
Speaker 4 (07:01):
So one of the things, because if you want to stand out there, I mean, every day, even yesterday I received a request for a summit. I'm always receiving. If they're, if you're someone who's doing something in the marketplace and you're actively being visible, people have requests for you. So I knew a lot of the speakers, especially the ones that were doing multiple seven figures and beyond, or if they were some like celebrity speakers, they are always receiving requests. So I had, even though I had built a rapport, maybe had a working relationship with some of them I had to stand out. So one of the things that I did was I made 40 invitational videos. I got on camera. I said their name very important. And I said, what I admired about them, what I liked about them, whether it was about their podcast or something that I read about them and I want you out and I would love to interview you.
Speaker 4 (07:53):
So everyone's not going to sit there. It's easy to copy and paste an email. It really does take time and effort to get on camera and actively say each speaker's name and make sure that you have a video for 40 plus people. So I think most majority, I don't think I got any nos because I made sure that the request was very personal. I personalized it. I followed up and I just was extremely flexible and open. And everyone just about, I don't, I really can't remember someone saying, no. I think there was one person who was not available, but other than that, but they said, you know, contact me the next time around. But other than that, it was about, I'm going to say close to like 95% yeses because I was willing to go the extra mile. And if you're just starting out, do what everyone else is not willing to do.
Speaker 4 (08:46):
It's going to make you stand out. If you're able to do something that everyone else can't do, it will make you stand out. And people that the, the best thing people want to hear is they want to hear their name. They want to be acknowledged. And even if they're extremely successful, they still desire collaboration and they want to build their business and brand as well. So if you're bringing things like that to the table, it automatically makes you stand out and it sets a new standard for what, whoever else requested something from them. You have raised the bar in their mind and now everyone else they're looking at everyone else, like, what are you doing? What are you doing? Because I want you to cater to me. So that's something that will make you more memorable and probably get you more yeses. And
Speaker 3 (09:32):
One of the things I love about that is it doesn't even cost, you know, the person doing it any extra money, it's just time, as you mentioned, which we can all do no matter what level we're at. And so with that, the, the, the, the video personalized video outreach, that definitely probably cut through the noise that they're getting from other people, which is very important in this moment because the speakers are getting lots of requests. Um, anything else that popped out, like maybe throughout this, um, from maybe from after the interview, until the summit and or during the summit that you did to help increase engagement and participation with your speakers? Um,
Speaker 4 (10:10):
With the speakers, I think they were a part of a Facebook group. I know we had a Facebook group while I already had a group for my summit and the summit attendees. And if someone said, one of the attendees said something about a speaker, I made sure I either tagged the speaker in the comment, or I took a screenshot of it because people were giving out testimonials and really, oh, I love what you had to say. And then some speakers were reaching out to me and they were like, I saw this huge jump on my list, like what is going on? And I said, oh, the summit, uh, like literally people were like, I found you here and now I'm connecting with you. So there was something just about continuing the conversation beyond the prerecorded videos and having a dialogue with people during, before I think there was like a kickoff. We had a kickoff speaker and we had a live Q and a, and then I think I did another, like a kickoff or end off at the end of the summit to continue conversation with the people who were in involved in the summit. I mean, involved as the attendees and they just really enjoyed it. And that's really, I would say continuing the conversation is super important.
Speaker 3 (11:20):
Well, and on top of continuing the conversation, one thing that's genius about this as well as for the speakers who are not necessarily paying attention or fully engaged in the summit, which is normal. They have businesses and lives they're doing as well. This is showing them it's social proof to them that the success of you and your summit, which then make them see you in a higher light, it really does help that collaboration, that authority that influence. So I love that. And again, it's something that is so easy to do that, but most people just don't do it most summit hosts. Don't the time to then tag their speaker or take a screen capture and share it back into the speaker group and say, Hey, they're talking good about you over here. Why don't you jump in so amazing insights here. Um, speaking of speakers, let's dive in now to one of the topics, uh, that we were discussing our pre-interview chat is, is the type of speakers. Like you had a very, you were very passionate about doing something different and specific, and you implemented that into your summit. So let's talk about what that call was, what that motivation and maybe how you were able to do it. Cause it's not always the easiest thing to do either.
Speaker 4 (12:29):
One of the things that is very important to me, especially in this digital marketing space is to be a voice for diversity. And I wanted to make sure that that was represented in my summit. So I was very intentional about having a summit with men and women, making sure that this summit represented people from around the world, um, uh, different races, age ranges, uh, groups and offense and different thought processes and belief systems. Uh, we had people from, I had someone from Australia, Europe, Africa, parts of the United States, um, and navigating that Australia, Australia interview was funny because we were massively on different time zones, but I'm, I was very intentional because I enjoy learning from different people. And I knew that most, the people that I follow and watch online, most people were not following all those people. So this was really an opportunity for them to be exposed to different people from around the world.
Speaker 4 (13:33):
And that was super important to me because prior to starting my business, I lived in central Asia. So I started my business internationally. I didn't have, I didn't know that that was going to be the case. So getting diversity of thought and different groups was really important to me. And as a single woman and a person who targets mostly women, it was also important for me to have a couple in business, be a part of my summit. So every summit that we do, we have a spouse, a couple of husband and wife, couple, um, come on and talk about their experiences of working in their business together, because I always wanted that perspective for my audience, because I know that's something that they think about, but I want to make sure that we actually have a conversation about it and not just on a relationship virtual summit, but actually incorporating that into business because that's a part of our businesses. Wow. Be sure
Speaker 5 (14:28):
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, gets more information@virtualsummit.com.
Speaker 2 (14:48):
You
Speaker 3 (14:48):
Know, I really liked this. I mean, I really think this is an incredible aspect here. I want to dive into it a little bit deeper, um, because if we unpackage this, what you're really doing, and I see a lot of summits miss out on this is you're incorporating something that most people aren't even thinking about. Like bringing in the relationship aspect for all of our listeners here, you know, Shanae was had a business summit, but she brought in a relationship aspect to the business summit. Why? Because every single person in business has a relationship with someone to some degree. And if you are in business, you know, it can impact that relationship. So it's something I w you know, I'll go out on a limb here. I would say it was, it was probably a topic that most of the people participating in your summit were actually as intrigued with or interested in as compared to how do I build my business or anything else, because they're not seeing it from that.
Speaker 3 (15:44):
So bringing in an aspect or what, what I like to call an uncommon commonality into something really creates that entertainment aspect as well. Now, I do have a question for you about this because it is, I could imagine it could become a sensitive topic. You've got a couple sitting there talking about a important and passionate topic. Is there anything you do either to prep the couple to prep the interview or any kind of ways that you prepare yourself to take that interview, knowing that, you know, maybe they're going to get heated, or maybe they're not going to like that question, anything in particular or advice you would recommend for our listeners? So I would, so
Speaker 4 (16:23):
Each speaker is different. Some speakers are like, okay, press the camera. Let's do this. They don't need any prep at all. They're like, I've been, I'm not new to this. I am true to this press, the camera press record. We're going to record others, want to be prepped in advance. So we do send out questions of what we may talk about, but most of the people that I interview have tons to talk about, so they're just ready to have a conversation. And I knew, I, you know, I, I asked the, the couples in advance, are you willing to do this together? And they were open to that to having that candid conversation. And it didn't get heated, usually as lighthearted or one, one partner will let allow the other partner to respond. So I haven't seen it get heated or anything go too crazy. Uh, but who knows do they, do they,
Speaker 3 (17:21):
Do they open up and get a little vulnerable on the interview? And if that, how do you feel that impacts, you know, how do you feel the audience responds to that?
Speaker 4 (17:31):
I, you know, I think it's so important, um, to have positive examples, especially on, African-Americans very important to have positive examples of couples, um, in different places. And I'm definitely making a statement by incorporating couples. I think because I don't want women feel like or men to feel like you have to go on this journey alone, that there are positive examples of couples who work together, whether they have two separate businesses or they have a business where they collaborate together. And I think it just adds another layer of, um, information. And for me, I have clients, you know, I'm single, I don't have any children. And I think that element is super important because the people I serve, that's not their reality. They may have children, they may be single, they may be in a relationship. So I wanted to make sure that that piece is incorporated and that they know that it is possible to be successful and still have a family unit. Um, and I think that the couples that we've chosen in the past have definitely done that. We had a couple that was in the United States, and we had a couple of our interracial couple that was in, um, South Africa that spoke about their experiences. So definitely too light years apart. Um, but they definitely provided some value. They, I mean, tremendous value. Wow.
Speaker 3 (18:53):
That is incredible. I mean that, and you're the one facilitating that. So again, for our summit hosts listening here, it is your summit. You get to bring what's important to you, what you're passionate about out, and you get to help people in the way you want to help them. I, I, I really, what I have found is, you know, there's intellectual information and then there's emotional information. And, you know, for all of our professional listeners, sometimes in the health space, you know, hand raised over here and in the professional space, we like to keep it very professional and, you know, fit into this, like this image or this box. But when we open up and share, you know, insights into other areas that are not regularly shown people connect so much more with us. So I love that you're sharing this example. Um, let's kinda pivot a little bit here and let's, let's talk about an aspect of your summits that you've done in the past and will continue to do in the future. That really is a very different aspect of a summit. When most people think of hosting a virtual summit, it's even in the name it's virtual. So it's all online. It's, everybody's sitting behind a computer somewhere and you've decided to take it to a different direction. Um, talk to us about what aspect, what additional component you like to bring into your virtual summits and why you see that as beneficial.
Speaker 4 (20:10):
So one of the pieces of, one of the ways I was able, even able to connect with the speakers was through in-person in live events. And I love to connect the virtual with the in-person piece. Now, due to COVID, that has been a tremendous challenge. And I actually had an in-person summit named after my summit. That was supposed to be an April, 2020 that had to go virtual because of COVID. Um, and it was a smooth transition because we were already used to doing virtual summits. But one of the things that I love to incorporate is inside of the ticket is an in-person event, because now you've done these interviews, people, they know you, they feel like they love you. It's time to bring that in person. And especially if you're doing like high ticket selling, the bit, one of the best places to sell beyond the phone is in-person get people into a room, love them, like on them, show them that you care and then make them another offer.
Speaker 4 (21:11):
So I knew that the conversations that we were having about building their brand, being visible, being a speaker, monetizing their genius. Now they want to take it to the next level. So that next level is at least you can do this in person or virtually having an offer on the backend. In a sense, it's kind of like a disservice, because if somebody is really excited and pumped about your summit, the topic they're actively listening and they're engaging in the interviews, they usually want more. So there has to be something else, even beyond just the replace of the summit. There are people who want more hands on support. They want to learn more about you. They want to work closely with some of the people who, who are the speakers. So I highly recommend and encourage having some type of backend offer and also helps you increase your sales as well.
Speaker 4 (22:05):
I mean, it's a great business strategy, but it also is beneficial to the people who are viewing the summit. So I just like to say, Hey, let's get in person let's connect. Let's deep dive into some of the content that we've talked about in the summit. And even having some of the speakers who were virtually on the summit be in person. So that's another strategy as well. And for me, another piece of that is I like to incorporate clients into my summits as well. So if we're leveraging someone on my first summit, we had someone who has like a list of over a hundred thousand, maybe a hundred thousand, 200,000 people on her email list. She sent out one email and my emails, just, everything just blew up compared to someone who may have no people on their list. So I love, I also liked that part of diversity as well.
Speaker 4 (22:52):
Some people who have major lists, they've been in business for a long time and the people who are just starting out, because we can balance out each other's credit. We can leverage each other's credibility because everyone brings value to the table. So I don't always expect the people with the larger email list to promote it, but at least we can leverage each other's credibility. So I just, I, I look at it from different perspectives. How can we leverage each other's credibility to grow and how can we add an in-person component so that we can deepen and strengthen that virtual connection. I love that. I
Speaker 3 (23:26):
Like to call it expert leverage, which is so important, especially for people who are just getting started because they're starting, you know, it's kind of hard to get that momentum at the very beginning kind of feels like everything's against you, but it also at the, you know, the longer you're in business, the better it is to continue to velocity that with that. So excellent. And I love the in-person component I'm although I live in the virtual world, 24 seven, I'm an, I'm an extrovert if you didn't, if you didn't pick up on that. So I love the in-person activities as well. So thank you for sharing that idea and, uh, for all of our listeners right now, again, it's your summit. You can make it the way you want, you can add in person component to it as well. So let's talk a little bit about, you know, now, now that we've gone through many of your summits, uh, different components of it, and a lot of the successful aspects, um, you've also have wisdom and experience in the summit space having hosted several what's, something that you've seen that is potentially a common stumbling block for new summit hosts, something that maybe you had a challenge with at your, in, in, in an earlier summit or a situation or a difficulty that maybe our summit hosts may run into.
Speaker 3 (24:40):
I
Speaker 4 (24:40):
Would say the first hurdle is asking, I was terrified to ask people to speak that that was the biggest delay. It took me like way too long to actually invite people. And I had to say, I think I said it in a group or a mastermind that I was in. And they were like, do it, you know, that's the scariest part. Uh, the next piece is tech. I think the ma the major hurdle is tech, uh, organizing and making sure that you have, uh, people make sure you have SU systems and tools in place. And even for me, for my next summit that I have coming up, I have a former client who's been doing extremely well with summits. And I just said, can you just be my summit manager? Because I don't even want to think about it right now. I know, you know, what to do. You have your own standard operating procedures for how you do your summit. I'll add on some things that I want to do. And I just want to show up to the interviews
Speaker 5 (25:42):
With the EPOS 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 engaged leads every month into your business gets more information as a virtual summit.com.
Speaker 4 (26:05):
So, and then I've also just recently participated in a summit where someone else did the interviews. So the summit host was not the interviewer. And I said, maybe we can incorporate that. Maybe I can get some clients to do the interviews and we can interview more people if I don't have to do it. So for this, this next time around, I'm looking at how can I just be like the talent and how can I incorporate and leverage other people's credibility and expertise to execute this summit? So that's one of the biggest pieces. There's a lot of moving parts, but I tell people, you can make it as complex or as simplistic as want it to be. Uh, some, I have a client who wants to do like a summit and she's in, she's a dermatologist, but she spoke. She specializes in alopecia and skin conditions.
Speaker 4 (26:54):
So that's what her topic is going to be. She's going to get people who are skin experts or people who have had skin elements to be in her summit. And I told her it doesn't have to be 20, 30, 40 people because it's very niche. It can be a handful of experts that you have access to. And then we were talking about some of the skin associations for like the association for alopecia or whatever the official name is. That can be a sponsor. They can be, they can have a representative come from their organization, their board to speak on your summit. So there are so many different ways that we can do this. I also have clients who do mini summits and like one was just done in childcare and everything is about how to have a daycare. So, and it was like two days and it was really super, super successful.
Speaker 4 (27:45):
So there's so many ways to make this work. You just have to decide how complex or how simplistic you want it to be. And if you're building your own brand and you want to create your own virtual stage, be okay with it just being you as the main headliner. You know, that was one thing I had to work on myself, feeling like I needed 40 people for validation, whereas you you're good enough. You can do this. You can do this yourself. And then you can always do a bigger summit later. That's the beauty about this? This like you, if you have, I would say another thing, the biggest hurdle to not enough lead time for marketing. That's the biggest one too. You have to give yourself enough time. You have to give yourself enough time to record, or if you're going to be doing it live, you need to give yourself enough time to actually market the event.
Speaker 4 (28:40):
That's the biggest hurdle. I would say, people are not giving themselves enough lead time. And then they're like nobody came to the summit is because you put it out in seven days and you thought that you were going to get a thousand, 2000. How many other people without a budget, that's a big one, too. If you're going to be doing or organic marketing, you still need to have enough lead time. And if you're going to be using paid advertising, you need lead time too. So that that's beyond tech beyond getting started. That other hurdle is the marketing piece. People think just because I've built it, I put it out there. I have speakers that it's automatically just going to magically work without them actually putting in the systems to make it work.
Speaker 3 (29:26):
Wow. That is such great insight. You just dropped all kinds of bombs for us right there. You're going to have to go back and relisten to this to get that insight right there because she was giving it to a Spitfire right there. Now I know shoddy, our listeners are going mark. I need some more Shadae in my life where she hanging out at. So let our audience know where you're hanging out at and the best way they can get in,
Speaker 4 (29:49):
You can find me online at future Dr. Shade on social media. Uh, find me at my website. Um, I'm all across the internet. Hey, you can find me on clubhouse if you hang out there too.
Speaker 3 (30:02):
Excellent. Well, thank you so much for sharing with us today, your time, your energy and your wisdom. We appreciate you very much and thank you some, a host for hanging out with Shadae and I am Dr. Mark T. Wade, 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 the virtual summit. Now don't forget to check out all the amazing things shot. I just shared with us over in the show notes at episode two 15,
Speaker 2 (30:35):
And we'll see you on the next episode.
Speaker 1 (30:39):
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 (30:53):
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 just get started because imperfect action is always better than no action. Thank you and see you on the next episode.

