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-wave 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. Hey, of those Dr. Mark T. Wade here, founder of virtual summit software and your host on the virtual summit podcast. Well, I've decided to do something a little peculiar, a little out of the ordinary. Um, every month I have a, I have a community, a tribe called, uh, the summit accelerator group, where we are helping them every month to kind of accelerate their summit success. It's a, it's a group coaching program that we, we go through. We have a, you know, on average 10 to 15 people that we're working with, um, helping them get their summit, you know, to the next level. Now, today we just wrapped up a coaching session with a few of the summit accelerator members.
Speaker 2 (01:22):
And the topic we got into was a topic. I think you need to hear. Um, we obviously don't normally share the accelerator, uh, group coaching calls, and I did get the permission from each of the, the members who are on there, but we dive into a topic, um, throughout this, that, that I think you really need to hear, um, in the topics gonna cover several different things. We're going to go through, you know, if your summit doesn't do as well as you wanted it to do, it's, it's really not your fault. Uh, and I want to talk through why that is and what's going on. And, and, and, you know, I actually get a little angry in this video, uh, in this Eric, excuse me, in this coaching call because of speakers and, and at the end of the coaching call, I've got a special message for any of you summit speakers out there, uh, and it goes something like this, that I'm coming for, you we're, we're coming for you.
Speaker 2 (02:15):
We're going to find a way to start holding you accountable. If you say, you're going to promote, if you say that you're going to be a part of someone's summit and you say, uh, that you're willing to promote and do it again. We're anti list builders. We're not going to force anybody to do it, but if you give us your word and then don't follow through on your end of the bargain, that's not okay. So take a listen to this accelerator call. We cover a couple of different things, too. I walk through summit debrief and the importance of this. I talk about momentum. Uh, you know, if, if you have now currently in the past or, or have any worry in the future that your summit may not do what you wanted it to or expected it to do, then this episode is going to be for you.
Speaker 2 (03:01):
So take a listen to it. Enjoy I'd love to hear your feedback. Um, if you're interested in our summit accelerator group coaching program, you can just reach out to us over@infoatvirtualsummits.com. Let us know you're interested. We'd be happy to tell you about the information, but just know this. You have a message that matters. And I truly do believe in you. I know you're going to make an impact in the world. So no matter what challenges pop up, no matter what happens right now, whatever happens with your summit. It's not the end there. We I'm going to go into detail about why even if your summit only got 50 people on it, a hundred people on it. That's, uh, that's people we need to stop dehumanizing our, our marketing and business by, by thinking they're just leads and we need millions of leads, and we need to get back into realizing that those are people. And if we can just help one person change their life on our summit, it was worth it. So enjoy. And I hope to talk to you soon. And remember
Speaker 1 (04:00):
Your message matters. 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 skills or team needed. You can try out the virtual summit software free@virtualsummits.com. But hurry,
Speaker 2 (04:21):
This is a limited offer. Hello? Hello. Hello. Wonderful people. Hey Dominic. Good to see you, brother. Um, hello William. Hello Sarah. Excellent. Excellent. Excellent. We've got our rockstars who are prompt and on time here. Good, good job. Um, all right. So while we wait for maybe a few of the others to, to pop over here and join us, uh, I'll just remind everybody, um, we'll go, we'll jump into that chat. Uh, obviously if you have a question you just, you can either post your question or just say, Hey, I got a question in the chat and we'll kind of take those in order of who posts them in there to keep us in a little bit of a structured manner. Um, also just a reminder that your email address to contact is that bypasses the support and goes directly to our team. That's there specifically for, um, our accelerator members.
Speaker 2 (05:30):
Um, excellent. So we are going to jump into it if you have any, um, special questions or, you know, we'll, we'll kinda as the small group it is right now. We'll kind of just go through it. Um, and of course, if we run out of questions, we'll go ahead and end it at that point. But the main purpose of this is to help you with any kind of strategy, insights or questions that you may have in regards to your summit. I know Dominic and William, you guys have one coming up, Sarah, I think you just had one or are you pushed it? Okay. Yeah. So we can jump into, uh, we've got some fresh topics I'm sure to jump into. So if anyone, whoever wants to go first, you can go ahead and just unmute and kind of ask me, uh, whatever that question might be or whatever insight you might have or need to have, or want to share for that matter. And I mean, if we don't actually have, go ahead, William.
Speaker 3 (06:31):
Yeah. So I was, um, so like you said, we have a summit coming up and um, I guess you, uh, it is a bit like you, um, I'd mentioned before we, I feel like we experienced the same thing is we, we kind of asked who is going to be promoting, like which speaker was, are going to be promoting and everything. And then, um, but I guess see the boodle, they don't do as much as we expected. So some like some of them like, uh, out of the 20 or so there's like 10 of them that even, I mean, not, I wouldn't say everybody, I mentioned like very like strong interest, but most of them said, oh yeah, we're gonna promote. But then some are didn't even register to get their permit, like their, a special link or whatever. So, so we're, we're giving them like, it's been like since we started over the weekends now we're when we're Wednesday.
Speaker 3 (07:34):
So we give them a heads up so that they can promote with their own lane and stuff. And so we're just doing like a post like that, that says go to their, to their page. So to get a leading for the registration for free or for, to get the VIP package or whatever. But now we're kind of holding back a little bit stale too, before we give them a few more days. But now I don't know if you have any tips on like what we didn't want. Like, uh, they take over them necessarily initially, but we were kind of holding back still. So I guess that then we might have only like when we left, when we kind of promote ourselves. So I don't know if any insights on that, like how we should proceed.
Speaker 2 (08:24):
Yeah. Well, it's, it's definitely a common issue that people are experiencing in, in the summit space for sure. Um, a couple things one, if you still have about a week or so of promotion time, that is the key promotion time. So you still have a lot of the opportunity is in front of you, but you got to get them to promote, take advantage of that opportunity. So, um, what you just said is probably 90% of all summit hosts there, they don't want to push their speakers into promoting. And I agree we should not force our speakers into promoting in the sense of if they said I'm not going to promote, you know, if you've talked to them in advance and say, Hey, we'd like for you to promote, they say no, and you're cool with it. Well then you're not going to force them to promote.
Speaker 2 (09:11):
However, that's different. I want to make sure I'm clear here. Forcing someone to promote is different than asking them if they will and them saying yes and then holding them accountable to what they've said they do. Okay. So that's different now. I'm not going to force. If you've never told me you're going to promote ever, I'm not going to go to you and be like, you have to promote, why haven't you promoted? How come you haven't done it because we've never made that agreement together. But if you said, yeah, mark, of course I'll speak on your summit. I'd be happy to share it. Then I'm going to say, Hey, you know, Dominic, you told me you were going to share this. I haven't seen any activity on your link yet. Is there something wrong? Now I'm going to give you a couple of little ins like things you may not use them all at the same time.
Speaker 2 (09:56):
You may use them kind of staggered and or whatever fits your personality. But one of them, which we can't go back and do now, but starts at the very beginning, which is getting super clear, which I know YouTube did. But just for anybody that rewatch is, this is getting super clear with them of what the expectations are. Promotion, no promotion. And on top of that, what you've heard me say many times is I like to create it almost like a sales experience for my speakers to make them want to promote by providing those kind of tiered levels and having them self-select which one of those tiers, because when they say, oh, I'm going to take the feature tear that does say, Hey, cool. You've told me you want this, which gives you this. But it does require this two to three promotions, for example, standard, no promotions.
Speaker 2 (10:49):
Cool. You still get some benefits. You still part of it, et cetera. So if they like, I like to make it so that they're asking me essentially to promote. Now, it doesn't end there. Even if they say, Ooh, I want the feature to one, it says two to three promotions and they say, yes, I'll do two to three promotions. I can't guarantee they're still going to do the two to three promotions. Okay. So here's the next things that I would normally do. So I think, and I think you mentioned the first one already, which is just in our initial followup processes. I would find out what date that they are going to promote. So we pushed this to them and we say, all right, Dominic, awesome. We're super excited to have you on the summit. Let's get your interview scheduled. And if you can just let me know the three days during this timeframe that you're planning on sending out the promotions.
Speaker 2 (11:37):
Now of course you may have to follow up two or three times to get them to actually do it. But once you've locked that in now they've committed. They've committed to doing those actions. Okay? That's like, if I say, I'm going to, I, you know, I'm going to pick up your kids from, I've committed to doing that now. And if I don't pick up your kids from school, you're going to be really angry at me. And it's my fault. Not your fault, right? Same scenario here. We've gotten into this kind of limbo area, because some hosts are usually working with speakers who maybe are at a little bit higher level or further along, et cetera. So we have a little bit of imposture syndrome sometimes or too. We feel, you know, most people don't like conflict. So they avoid it at all costs, even if it means re you know, the failure or the lack of promotion of their summit.
Speaker 2 (12:26):
So with that being said, after we've identified those dates, and you could do this without identifying the dates, but that really solidifies it. Like they've not only said yes, and that they've understood and, or signed a speaker agreement. I don't think that's required. It's more just another thing that they've confirmed in the process that they're going to do it. And then the solidifying of the dates is on top of already having told you, yes, I've now told you when. So what happens with that? That gives us the ability to now go, Hey, you said Monday it's Tuesday and we've had no activity on your links. What's wrong. So here's the next thing. You're not all for sure. You never are going to start off by being like you didn't promote, you said you were going to promote, it always starts off with maybe something happened.
Speaker 2 (13:14):
Right. But what you don't want to do is give them an easy out. So you're going to ask, like, ask them or communicate with them in a way that expects a response back. Okay. Not just like, Hey, I didn't see any, any clicks on your link. Here's the link, please promote. I don't have to respond to that. You've just told me what to do. But what you want to do is make it so that they need to respond. So it's like, Hey ma, Hey Sarah, you know, uh, you, you had said here, you can show a screen capture if you want. That's even more affirmation that you were going to promote on Monday. We didn't see any clicks on your link. Um, today's Tuesday. I just wanted to follow up with you and make sure did you use the link or did you have any problems?
Speaker 2 (13:57):
Can you please let me know? And so now if they don't respond on Tuesday on Wednesday, Hey, I'm following up. Did you, um, I didn't hear back from you. I'm trying to see, did you have a problem? Are you using the correct link or do you have a problem? So you can follow up every day. You fall twice a day with, is that because you're waiting on them to respond versus me? Push, push, push, push. And I know I'm giving, I'm saying a lot here, but it's not like one little thing. It's all of this together can help improve this process now. So that's, that's the holding them accountable. And that's the part, most summit hosts won't do. They may send one email to their speaker and be like, Hey, is everything okay? But then they don't follow up because they're afraid they're going to upset their speakers.
Speaker 2 (14:40):
Right? My philosophy is, if they've told me this, I've been like, it's not fair to my attendees. It's not fair to my other speakers. And it's not fair to me. And my team have put so much time and energy and that we're doing everything we said we would do to provide you with a good experience and publicity and an opportunity for you to not do what you've you've agreed to do. Okay. And so that's my mindset. So I'm okay taking a softer approach at the beginning, but I'm going to hold them accountable on top of the emails to them requesting this. I'll do two other things. One I'll do a, and I do this with all speakers, but I'll send a video or voice message. If you, if you ha, if you're friends with them on social, or you can even send it in an email, or if you're connected with them on phone, I'll send it to a text.
Speaker 2 (15:31):
And I'll say one of two things, if you've done what you said you would do, I'll be like, Sarah, thank you so much. We couldn't have done this without you. Our audience is loving this. If you need anything in the meantime, please let me know. But I just wanted to let you know, they're eating it up inside. And I hope to see you on the live session we're going to do or whatever. I'm making them feel great if they didn't a Dominic's mark. Again, I sent you a couple emails, but I just wanted to remind you like we, you know, this is a pretty important deal for us because we are really trying to help people get their message out to the world. And a lot of these, a lot of the people as you know, are suffering right now because they can't build their audience.
Speaker 2 (16:09):
And that means that they're not even able to provide an income or revenue for the family. They may not be able to feed their kids. So this is pretty important topic to me. And I was counting on you to help us get this in front of more people, because you said you would. So if I can help you in any way, please let me know. But I am hoping that you're going to do what you said you would do and promote this to your audience. If you need the link it's right here. Otherwise I hope this goes out today or tomorrow. And so I've, I've held some now some speakers, the relationship I be over, but in all honesty, do I really want a relationship with that person ongoing after that? They didn't do what they said they were going to do. I can't count on them.
Speaker 2 (16:48):
I can't depend on. So that's the first thing that I would do is, is the, is the, is the video messages. The second thing, which is maybe a little too late to do for you at this point, but moving forward for your other summits is have a group somewhere that all of the speakers are in, or as many of them as possible. Now this is a whole other strategy that takes some time to do it takes some effort to do, but you want your speakers in an area where you can, you can congratulate the ones who are doing well and kind of nudge the ones who aren't doing well, because there is nothing more powerful to motivate a speaker. Then there are other call leagues and people seeing them not do what they're supposed to do. You know, they may let themselves down, no problem.
Speaker 2 (17:36):
They may let you down. But as soon as other people that people in their industry and space are seeing that they're letting people down. That's when they will quickly step up to the plate. So depending on your industry or niche, the easiest ones, most of us uses a Facebook group, but you could use a slack channel. You could use a LinkedIn group, you can use a messenger like WhatsApp or signal or telegram, but you just want to get them into a group. Now I said, that takes a little bit of time because you're going to have this. Can't be like during a summit promotion, because during the summit promotion, you need to be telling, promote, promote, promote, promote. So you need to get them into this group before that, because you can't waste a message telling them to get in the group when you should be telling them to promote.
Speaker 2 (18:20):
So leading up to that period, almost every communication we have with them. We're talking about this group, thanks for signing up for your, uh, your interview. Here's some of the information you need. Also, don't forget. We have the speakers networking group here, where we're going to be putting, you know, giving you up-to-date notifications information and some really cool opportunities to network with the other speakers. Again, you gotta make it about them 60%. Aren't going to join the group just from that. So I eventually, once we get closer to the time I send them a personal message, email, Facebook, or, or tax, whatever, wherever you're con connected with them too. And I say, William, Hey, I've been trying to, I don't know if you saw it, but we've got this group. I'm trying to get you in there because I've got a pretty important speaker that I want to introduce you to.
Speaker 2 (19:11):
I think you guys could have some great collaborations. Now they have a benefit to get into that group versus, oh, you just want me in the group because you're going to tell, you know, everything else. So that's the strategies to get them into the group, but also, um, the power of it at this point. Here's the last thing I can, I'll give you. I mean, there's other things, but I don't want to cannibalize the entire call, um, on this, but it is an important topic. One that every single summit hosts struggles with, um, which is why I'm taking this time to do it. Um, right now what you can do is make it as easy as possible for them. Okay? Easiest possible. Other than sending them the email, w like, I think you've already done this, but when they don't create their links and this happens every time you try and get them to create their links, because you want them to take that extra step.
Speaker 2 (20:03):
That's them taking the step. Those will be your best promoters, right? The ones who don't, you create the link for them. And then you send it to them in the email. Every time you communicate, there's the link. The last thing you do is tag them all on social. So Instagram, LinkedIn, or Facebook, you tag all your speakers every time, don't think, oh, well, you know, um, you know, it's not good to pack people. I've heard people say like, oh, it's not usually you shouldn't tag people like, no, that's bull crap. During this event, they're a part of the event. You're actually giving them publicity. It's at that collaborative marketing aspect, they all get benefits from this. So don't worry about them feeling like, I mean, unless you're tagging them in something like more than 10 times a day, two, three, four a day is fine.
Speaker 2 (20:49):
The benefit to that is that makes it super easy for them to go. Ah, now it may not be the email promotion we want them to do, which is the ideal, but at least we can try and squeeze a social promotion out of them where they can just copy, click, copy, and paste, or just click share and reshare that across their platforms. So those are kind of the strategies I would use right now. There's more advanced strategies like pixel share, you know, paid traffic, things like that. But we won't go down that route for the moment. Cool.
Speaker 4 (21:25):
You know what, mark, we already have that the Facebook group. So we're okay, man. So I'm going to, okay.
Speaker 2 (21:32):
So here's use with the Facebook group. Okay. If you have the group, here's how you use it to get them to do every day, you are highlighting the people who are crushing it. Excellent job, mark. And Sarah and Tim, you guys, you never put numbers for two reasons. One, because you know, there's nothing wrong with it, but it does protect you in case like your summits not doing great. You don't want to be like, oh, you had three leads, create jobs. They're like, wait, only three leads. So, you know, you want them to think, man, those guys are getting 3000 leads. They're sending over a lots of people, but you want to be like, congratulations part, because everybody wants to be the one getting congratulated and highlighted for doing well. Okay. Number two is you want to have some kind of leaderboard, okay? Now, if you want to add prizes and gifts and stuff to it, you can make it a contest, a leaderboard contest, or you can just have a daily leaderboard.
Speaker 2 (22:32):
And depending on how many speakers in your case, I think you guys have about 20 ish speakers. So I would do like a top six. Why? Because that leaves most people off the leaderboard. If you had 30 or more, I would do a top 10 because it's going to highlight the good one. Like, there'll be at least 10 people that are doing well, but it leaves everybody else. So you want to leave most people off the board and what you'll do when you tag them again, you're con congratulating highlighting the ones who are doing well. And depending on your comfort level and your personality, this is totally my personality. I always say, congrats, you guys are doing great. And then I'll say, Sarah, where are you at? Let's go. You can do this. And I'll tag them. And I'm literally calling them out. I'm not saying that they haven't done anything that they've had zero link clicks or whatever.
Speaker 2 (23:19):
I'm just calling them out because they know that they've had zero link clicks. And so that right there is the motivation that will most likely get people going. The other thing you should do is, well, here's kind of two things. The other thing you should do is once you start to get feedback from your summit screen, capture that posted into there any other group that you're ha that you have, that your summit, your, for your attendees are tag your speakers in, do a speak, do a post every day. Or if it's a one day, do a couple posts a day where you highlight one of your speakers in that post and say, Hey, everybody, all attendees. If you have any questions or want to give a shout out or say congrats, or thank you to Sarah on her topic, do it right here. And you tag that speaker and then they're going to get all those boom, boom, boom, boom notifications, which will pull them back into the engagement because they're going to be like, oh wow, people are actually paying attention to me.
Speaker 2 (24:15):
So you can then you, and if they're not in that group, you screen capture it and say, Hey, you go back to your speaker group or do you send it in an email? And you say, Hey, we've got a lot of people that have questions for you on your topic. Come, you know, come answer those here. So again, this is a lot of things. It's work, it's energy, but honestly it is the it's what kind of goes into it to get those speakers, to do what we need them to do. Here we go. Thanks. You very well,
Speaker 3 (24:44):
Still actually. That's good. Um, I mean, very good advice. And we can like, we, uh, I think we, we did some of it, but then we missing maybe little parts are in the earlier. So, uh, I will, uh, wait, it's not you.
Speaker 2 (24:58):
It's not you. And it's not that you're missing things. Everything I'm giving you is like extras and really to try maximize success. The problem is your speakers. And I don't mean like you chose the wrong speakers. They're not doing what they said they would do. So it's not your fault. I don't want any summit hosts to ever feel like, oh man, my summit didn't do well. It's I didn't do a good summit speakers. Aren't living up to what they're supposed to do. They're not. And part of it is because nobody knows. Um, trust me, I spend countless sleepless nights trying to figure out a way to just highlight the speakers who aren't doing, what they said they should do. So the world knows, and I haven't come up with that solution yet, but I don't want you to feel like it was you or your summit. It's them. They're the ones in the wrong. They agreed to do it. You gave them an opportunity. You did what you said you would do. It's their turn. It's their time. It wasn't your fault. Okay.
Speaker 3 (25:50):
You, I mean, if you don't mind about two or three quick questions, let
Speaker 2 (25:53):
Me just see Sarah, do you have anything that you want to, you want to ask first and then we can come back to William?
Speaker 5 (26:00):
No, I don't have anything I want to ask because I'm just coming off of one and starting to plan for my next. Uh, but yeah, it's I, I'm gonna just echo what mark was saying. It's really frustrating. I had two speakers come to me like after I had already picked my speakers, but because they had this like great audience and they had awards that I could highlight and I was like, oh yeah, I'll make extra time to do your interviews and add you. And neither one of them promoted. And so it's just like, you want to scream? Like, how did you get these awards, but had been featured in, you know, global magazines. And yet you let me
Speaker 6 (26:52):
Write you down.
Speaker 5 (26:53):
Sorry. I'm like, it's super frustrating.
Speaker 2 (26:57):
Yeah. Well, I'll echo what I just said to William. It's not your fault and it's not okay. It's
Speaker 5 (27:02):
And I know it's not my fault. And it's it's and I, I follow up with, I know, like I feel my biggest thing that I could have done that I've added into my application is what dates are you going to promote? And I think that will help me help hold them more accountable because then I didn't have what I felt was the strength to hold them accountable to their end of
Speaker 7 (27:36):
Be sure to check out the speaker management tool in Sojo 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 as a virtual summits. Thoughts come,
Speaker 2 (27:56):
That is, that will be a key aspect moving forward. So let me give you a piece of some insight right now on something maybe you've thought about or haven't thought about for this moment, um, that everybody should do regardless of how your summit does. And I, and I have no idea exactly how your summit did Sarah or not. So this isn't directed at you. This is on a regular basis, like a weekly basis. I have people reach out to me and they're, and there's some didn't do what they wanted it to do. And so a lot of times they kind of shrink away from the spotlight. They kind of go down into a hole. They, they feel that everybody knows that there's some it didn't do well or things like that. That is 100% not the case. Most people assume your summit did great. Most people, all they see is that your summit, this, your summit, that, and they see you with all the speakers.
Speaker 2 (28:48):
So you have all of the success that a summit brings, maybe minus the audience, okay? But don't lose the momentum and success you do have at this moment because everybody else in your industry, your niche, your audience is the people who didn't sign up for your summit has just seen this. Now they see you as a person of influence and authority. So you have this opportunity to roll on top of it. The best time to start building your next summit is right after the last summit, because everybody just saw it. And I'm like, man, look, they did that. I want them, I missed out on it already. And because a lot of people don't even know it. We are actually creating a solution for this inside of the virtual summit software, but a lot of speakers would speak and promote. They just didn't know you were looking for speakers for your summit because nobody, you know, that connection wasn't there yet.
Speaker 2 (29:41):
So this is the best opportunity to maintain momentum, start building your next summit, get people that have already, that have done well and put it out there for people, um, that you're going to be already was such a great summit. We're already working on the next year or the next month or the next one. And put that out there also, um, from a momentum perspective, this is a great opportunity to put yourself out there in the sense of, Hey, I'm available for this. I'm available to be featured on your podcasts. Anybody else looking for summit speakers so that you start to get more publicity and promotion from it. Because again, I'm telling you eyeballs are seeing your stuff, whether they've opted in or not. So that's there. Here's the other thing. So, so that main point was don't shrink away from the spotlight, no matter what your summit did use that because you just got all that momentum in that influence in the expert leverage, regardless of what number your summit did that benefit empowers there.
Speaker 2 (30:41):
So use that and keep moving forward with it. The second thing I would say, um, is a two-piece part, but I like to do a summit debrief. Nobody likes to do a summit debrief when their summit ends, because you're exhausted. Nobody, honestly, it doesn't matter how great your summit does. Nobody ever. Everybody always wants it to do better. I mean, summit talks did 9,000 attendees and over six figures, but I'm like, oh, I spent too much on ads. And if I would've done that different, I could have got 10,000 and nobody ever hits the number they want. So we all kind of feel a little deflated to some degree after our summit, but that is a great time to do a summit debrief for two big reasons. Summit did great highlight the fact it did great because you'll get even more momentum behind you on that.
Speaker 2 (31:31):
If it didn't do great, be vulnerable and transparent with it and focus on what was learned and a couple of things that did do well. It's not always about the numbers. I like to highlight special, um, screen captures testimonies or, or posts that people say about our material or the speakers and show the impact it was making as well. And because every life matters. So a lot of times we get caught up in the numbers game, right? And I know you, you all have heard me talk about this and it dehumanizes everything. But if we go back into the fact of that, person's life was changed for the better, the whole thing was worth it. And it was worth it for your speakers too. Okay. So you got to bring it back to that importance. So I like to highlight that as a big part of the success of my summit, no matter what numbers it did, good or bad.
Speaker 2 (32:22):
The other thing is I like to highlight the speakers who supported me and give them special recognition and special shout outs and let them know in the summit debrief. Now not every speaker will show up for it, record it because most of them will watch it other than maybe the anchors, because it's a learning opportunity for them. And many of them are, you know, speaking or hosting their own events. So I like to look at like, look, look at how my summit did, and this is why I do the de-brief cause otherwise I'd be too lazy to actually stop it backwards is what worked, what were, well, what didn't work? How could I have improved it? What could I have done different? And by knowing them, I'm going to have to present that to all my speakers. It makes me focus on it. And what does that actually do?
Speaker 2 (33:06):
It improves my summit for that next time, because I'm taking the time to actually look at all of that. And to my speakers, it makes me look more like an expert regardless of the numbers, because I can disect disect it and position it in the way that this is what we learned. Here's how we would improve it. So again, summit debriefs, nobody likes to do them. Nobody wants to do them, but they are an important aspect of improving and keeping that motivation. And then again, highlighting the ones that did well. And even I like to call out, I mean, I may not use their names, but I like to highlight. I did on our summit talk summit, I showed the, Hey, we had a 40 RX. It was a 60% summit promotion percentage. I said, that means 40% of our speakers didn't promote. And I'll say, those of you are here right now.
Speaker 2 (33:55):
You all promoted. So I'm not talking about you because you wouldn't be here. You know the ones who didn't promote, they're not here right now, but I'm letting all them know, Hey, those people on my summit that aren't here right now, didn't promote. So consider that if you all are looking at, because here's the deal and then I'll wrap this up, sorry, this is a topic I'm passionate about right now because it's affecting so many summit. Hosts is you are, you have a state in that stage is valuable. People take it for granted. Now, because back in the day, the only stages that exist were in-person as in-person stage. And you had to fork over 50 to a hundred thousand dollars to make that happen. Right? So only few people were able to actually have a stage, oh, world opened that up to where many of us can have a stage despite the revenue or the amount of money we have, as long as we're willing to put in the time and the energy energy to do it.
Speaker 2 (34:51):
So we can't forget the importance of this. And if you're, if you're not going to be a one and done summit host, which I don't believe any of you will be, if you're going to do more summits, that means you have, you have stages. I look at it as myself is I have a lot of stages. That means I have a lot of opportunity for people. And if you're going to let me down, my stages are no longer going to be available for you. Which actually reminds me of one point that I, I, it slipped my mind when I was talking about what I'll actually do on my mega summits. The one that matter more than anything, like I'm going all out on those. If a speaker's not doing what they've said, they would will do. I'll pull, I'll pull their session. So I'll let them know that too.
Speaker 2 (35:33):
So yeah. Now a less harsh way of doing that. And trust me if they're not planning on promoting, if you say that and they don't take action, they were never planning on promoting. They don't care. So why give them, why should they get the benefits of your summit if they didn't care enough and essentially lied to you from the beginning? So I will. And we did that on summit talks. There was 135 speakers, but we only featured a hundred. And twenty-five because 10 people got polled. Now, a less aggressive way of doing that is pulling their ability, pulling their free gift, essentially. So we'll pull their opportunity. If you're giving them the opportunity to have a free gift that people can opt in to their audience, we'll go and we'll pull it. Like you don't, you don't deserve to get the benefits of that. If you didn't promote.
Speaker 2 (36:24):
And I will let them know, like the benefit of the point is not to just pull it. It's to use that as the nugget, the, the leverage to actually get them to promote. Cause hope, ideally they promote, and then we don't do anything, right? So I say, Hey, look, I've reached out to multiple times. I've given you everything. You said you would do it on this date. You haven't done it. You haven't responded at this point. I feel like you're not valuing the, the relationship and the opportunity that I'm trying to give you. And you're taking advantage of this and not holding true to your word. So at this point, I'm going to pull your summit or pull your session or pull your free gift. Um, if, if you're not going to promote, can you let me know? And if you are great, everything's wonderful.
Speaker 2 (37:08):
No worries. We still love you. I just need to know you're going to promote it. And if they don't respond, you know, they never had any intent of doing it ever anyways. And I pull it. So that's the other part too, that like, that's the more extreme aspect. But again, I've started taking that stance because I don't think it's fair, what speakers are doing to some hosts these days. And, and, and I'll let them know too, in my communities, like on my stomach, I will say, I will call them out. And I will let people know who are, who are not doing what they said they will do. Okay. Sorry. I ranted on that. But again, really important point there. So I'm William, I think you said you had another question.
Speaker 3 (37:51):
Uh, yeah. Well maybe two, two precision one is, uh, actually for example, I was thinking about, like you said, creating the link for them because we have probably like half of them, I expect to maybe promote more to we and half of them probably not, but then I talked to the, they will do it, but then like you send me a D making it easier then actually it's, they might be able to do something because they're already tagged on the post or whatever. And maybe they're just a little bit lazy. So I think, uh, that type of thing I will look at, uh, one thing is though, so if only half of them are promoting, let's say for whatever reason, then, um, then during that time, all this discussion we just add, we do at some point, do you still promote yourself and their DeAnn?
Speaker 3 (38:42):
Or it depends, or what? Because like my main, she was not necessarily that someone not promoting, it's just that I didn't want, like these leads or upset them because they w the people were, were just there with, with directly from us. But, but in a way, if they don't do anything for a few days, then it's kind of their fault, I guess. So that's why we won that denies. But, uh, so, uh, it's okay. I guess, to, uh, even if only half of them are promoting, basically my question is then we only, they only use their link and we say we referred people to them. And then eventually after a certain amount at a certain date, then we, we jumped in and we'd promote as well. Is that correct?
Speaker 2 (39:28):
So where, where are you promoting first? Let me make sure I understand. Like, what do you mean when you say that you're going to jump in and promote where you promoting
Speaker 3 (39:36):
It's? I mean, the main things would probably be Facebook, but yeah. On all different various groups related to this theme, like the values group, private group, and, uh, the page, because already, um, the specific Dominic is in this industry. So he has a lot of contacts from all over the place. So we has more visibility with them.
Speaker 4 (39:59):
Yeah. You know, you know, I have like older, it probably the same networking as all the D uh, the pro the speakers. So I was just waiting to not upstage them, but their flare duck doing the promotion
Speaker 2 (40:15):
I would go in. Yeah. Yeah. So for sure that, but here's, the other thing is don't think of it as upstaging. I mean, if you're just sharing a general, like the general link to the main thing, and I mean, technically your promotions are probably highlighting the speakers, making the speakers and, or the event, the summit look and sound good. It's not competition. It's not, you're not upstaging them. You're not even taking away from them. What you're actually doing. And this is important is speakers will be more likely to promote the more they see you promoting. Okay. Like, so they're not seeing anything about the event they're going, Hmm. Maybe this isn't that good of an event, but if they're seeing it everywhere and they're seeing people talk about it, and they're seeing new posts about, and they're seeing you try hard and social proof, like people are going, oh, this is awesome.
Speaker 2 (41:06):
Thanks for sharing or whatever. They might say that we'll be more likely to encourage them to promote. So don't think you're not the, the, that's why I was asking you where you were, were talking about, because like, maybe you had their email, like you share an email list with them or something like that. That would be the only scenario where I could see it being potentially a conflict. And I don't mean like a, a conflict, just like, well, I want you to get the benefits of this. So why don't you do it? But even then, if they're not promoting all, hands-off, you know, all bars off, it's your, you got to make the event happen at the end of the day. And here's the reality of it. At the end of the day, it does fall on the summit hosts, shoulders to make the event epic. Okay. So, um, yes, to make it a huge event, we need our speakers to promote it, but the summit host has to be all in to make it happen as well. And the speakers, when they see you're all in, they'll be more likely to jump in also.
Speaker 3 (42:12):
Yeah. It's just, I was worried that mainly about, because they can get a commission, obviously, if people register from them, but then that was my main worry, but I thought I'll just leave. Well, just
Speaker 2 (42:22):
Remember social media, it takes about eight touch points on social media before somebody converts. So they're not, I mean, even if they posted it, they may get some, but it's not like you're taking all of it. You're just maybe even priming the engine for when they do post, for example.
Speaker 3 (42:40):
Yeah. That's a good point because the, yeah, they might not need registered the first time or do you mean whatever? So actually we, we can have just a link that's generic, and then we, hopefully the, they will do some promotion and now obviously they could still get maybe from the upgrade eventually or something, but it's just, if the people initially was just through us, then we wouldn't know the, it came from a specific speaker, but, and so just another, uh, what up, let's say, because now we're learning for the next edition, so we're going to improve I'm sure. But then, uh, if what about the, just to recap for the two types of like speaker was promoting or not promoting. So for example, what are the difference? Like, for example, you mentioned like maybe they, the ones who are promoting my dad, we might have their bonus in there. And what, what are the other differences that the tier of the speaker, what are the differences again about what they get, or don't get? So let me
Speaker 8 (43:42):
Share this
Speaker 3 (43:45):
Because we didn't really, we put them all because they were all same level. We kind of put them all on the same level, but next time maybe we'll put emphasis. I mean, we can put them first. Those are promoting, I guess. So that's one thing I,
Speaker 2 (44:00):
So I shared a link to my, oh, wait, sorry. That's not the right link. That's let me get you the right link. That's to the actual page, I'm looking for the speaker invite. Okay. So this second link I'm sharing here is my spirit invite page. I think you guys have seen it already, but if you go down, it'll show you the tiers and the, and the different things that I've positioned. Okay. Um, so generally, or generically, what you could do is you're right. So you can give, you can let them put into, and you can always start out by letting them put a bonus and pull the bonus, right? Like, so this can be in the registration bonus. So the registration package. So when people register, they get these, you know, they get, not only, they get the event, they get two or three cool bonuses as well.
Speaker 2 (44:50):
You could put them into the summit offer, but I would be careful with that because you don't ever really want to pull anything from your summit offer because that decreases the value you want your offer already crafted to be an irresistible offer. But the second thing, or the main thing that you can give them is the ability for them to give away a free gift on their speaker page. So the page that I'm speaking on, it's a free gift. Now. It's not like I click it and download it. The attendees would click it and it would take them to my opt-in page for them to opt in to get my free gift. Right. So now I'm building as a speaker, building my audience on my list as well. So, um, I mean, those are the things, but the other thing you can do again, like the tier says, it really breaks it down.
Speaker 2 (45:40):
Like you got commissions levels, you got more opportunities. You got again, featured or not featured. So featured. They could promote first. They could be seen first. They can be on the summit first. They can be, have special highlights, you know, around there, you know, that make them look better. Like I've seen a lot, uh, sometimes summits will take their image and actually put a graphic over it that says I'm a featured speaker, vert in everybody else is just the normal headshot, which is easy, you know? Um, and then the, you could also for your, you know, top ones, this is not things you can take away necessarily. These are things you could give to get them motivated to do it at the beginning. You could give, you know, one or two of them, a sponsor spot, you know, for the highest tier, like I'm also going to give you a free or, uh, in kind sponsor opportunity as well.
Speaker 2 (46:33):
So really at the there's there's countless things you could do. It comes down to what's a value to them. Like, what would they, what are they used to? Like what in their, in your industry, their industry, like, what are the things that they're used to and they expect and what other things would be of benefit to them. That's what you want to give them. Um, there's something I want to say right now for both, for all of you actually, um, that ties into what I was saying about the speakers in, regardless of what happens with your summit and with the summit debrief, all of this is momentum. Okay.
Speaker 2 (47:09):
I mean, by this, I'm trying to say, you know, like 10 years ago we could throw a summit and there was not that many summits. So, you know, you could build a 10,000 person database and very easily, it wasn't easy because there wasn't software and things like it for it. So it was actually, it was a harder barrier of entry. But when you did it, you got more results from it. The status quo right now, like the, the, the barrier of entry is much easier to get into summits, which means that you, you can't expect the same level of, of back in the day. And I talk about this all the time. What's up little dude. Um, I talk about this all the time is, is expectations like less than 1% of all summits ever, like do a 10,000 person summit, a mega summit. Okay.
Speaker 2 (47:57):
I mean, 5,000 is a epic summit. Most summits are between, you know, one, not, not the, not, not most like a good average is a thousand to 2000. If you hit 2000 on a summit, especially your first summit, you did good. Most many summits will do a hundred to 500 leads. Okay. And then they'll get, they'll get discouraged. They're like, I put a lot of time and energy into it. I had a lot of planned on this for a hundred to 500 people, but I want to remind you that the 100 to 500 or a thousand, whatever it is, those are the most qualified and engaged people that you could ever ask for and do not take your focus off of those one to 500 people and think, well, I got to do something now I got to move forward because you will lose their qual, their engagement, you know, within a month or two, if you don't do things with them right away.
Speaker 2 (48:55):
But that 100, I mean, we did a summit, um, earlier, or no, this was, I can't remember. I can't remember now the year's going by so fast. I don't remember if it was early this year, late last year in my other company, um, it's in the health space, right? Which is a very niche is in the posture health space. We had 300 people on that summit that summit did $80,000 with what we offered them after the summit, because those people were so engaged in so qualified. So what I mean, what I'm trying to say is this is a two-part thing. Focus on these people you have right now, even if it's 50 people focus on them, ask them what they want, what's their problem. What issues are they dealing with? And then either find somebody that can solve it and create an affiliate program where you just give it to them and you get commission or build something for them and give it to them because you can make money.
Speaker 2 (49:49):
Like you can really monetize this audience no matter how big it is, because they are now looking at you. Those 50 people are real people with that problem, looking at you as the solution, as the authority, as the expert. So please don't, don't, don't make the mistake. I see a lot of summit hosts do, which is get, uh, kind of the moralized, because maybe the summit of the speakers didn't promote. And then the summit didn't do what they wanted to do. So then they just move on to the next thing. The next thing is taking care of the people you just got, okay?
Speaker 7 (50:22):
With the EPOS summit feature inside the virtual summit software, you can rerun summit as if it's 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 until your business gets more information. That's virtual summits.com. You can park to
Speaker 2 (50:46):
This momentum. The more summits you run, not only is it going to get easier for you to run them, you're going to know how to do them. You'll have templates, your processes you'll have everything lined out, but the more people see you do it. Our first summit, the whole reason, the one day summit was ever even invented is because I couldn't get enough speakers to do a multi-day summit. I can only get seven speakers and people like, look at me and go like, what do you mean? You could only get, I could only get, I tried. I tried really hard and I could only get seven speakers. And this is back when not everybody was doing it. So it's not even I had competition. The fact of the matter is after that summit, we had more people that knew us because of the first summit.
Speaker 2 (51:27):
And we got more people to easily say yes to speak at the second summit. And then the third summit, we already had enough people from the first two summits, but then we had more people starting to come to us being like, Ooh, you have a platform. Let me be a part of your platform. So the momentum you're going to make by running your summit again, that stage will grow on itself. This is the part you, you already know that, but here's the part you might miss is as you start to do that, your first summit, let's say I brought in 500 people, your second something, maybe it brings in a thousand people. Your third summit, let's say it drops down because it's a niche. Summit only brings in 500 people. You have 2000 people. Now, those 2000 people that you already have, you're still going to promote your next summit to those 2000 people.
Speaker 2 (52:11):
So you don't now need to get a thousand more people. You only need to get 500 more people because you'll probably get 500 people from your list that you already have. And then that grows. And then the next time you might only need to get a thousand people because you'll have a thousand people in the momentum will build from your own audience. And you think that, oh, well they're not going to buy anything. Right? Like they've, you know, they were already on my list. They've already seen something once before they've already seen one summit. So I need new, new, new, new, new, it's not the case. That is probably one of the biggest mistakes I see. I mean, newer entrepreneurs in general make is that they're constantly trying to build something new versus continuing to build the momentum they already have. And your list, the audience who is here will most likely sign up for your next summit because they already know like, and trust you.
Speaker 2 (52:59):
They honestly, at the end of the day, they just want to spend time with you doing whatever you were doing. And then many of them will buy that thing too. So you will actually see, and this is really where success happens in the summit space, but also in just online entrepreneurship is you hit this tipping point where you already have enough momentum internally that you don't need to do anything else. But by doing that, it's like adding gas, you know, gasoline on a fire, and then it just takes off. So you just gotta stick with the hard part at the beginning. And I know I'm not lecturing you all, you, you all know this, I'm saying this more for the people who will watch the replay of this as well, but I just want you to stay inspired and motivated because I know your message matters.
Speaker 2 (53:45):
And there's still so many people that need to hear it in, in summits are stressful and it can feel like you're alone. I mean, Dominic, you and William got each other, which can help Sarah. Like, you know, I know how it can feel like you can feel like you're alone in this, in this, but you gotta remember back to those people who are on the summit, no matter how little, how big it is, those are people who look at you as the expert and, and they want your help. So, okay. Sorry. I've ranted there. Let's a couple of any last question. William, did you have anything else you wanted to
Speaker 3 (54:20):
That, I mean, that that's a great subject and that covers a lot of the ideas and that you I've got a few ideas, like, uh, in our Facebook group with the speaker and the leader more than type type of thing. So we'll, we'll use those things to kind of, like you said, maybe generate a bit more momentum from the speaker and when the, when they see each other and stuff like that. So I think, and then all the different strategies you mentioned, I mean, some are some of the things I, many of the things we can even do, uh, with nav, like, uh, we can have, so we have time and then a few more things. Maybe we'll just do the next time from the beginning, just to be more clear with them and everything. So, but I appreciate it. It was very useful, you
Speaker 2 (55:07):
Know, um, if, let me see if I can get, uh, if I can get your permission with this, this topic is such an important topic. And one, we don't talk about a lot and just because we're always answering questions, usually this would be something I think the entire summit community needs to know. Would you three be comfortable with me using this on our podcast and sharing the audio of this on our podcast so that our entire community can hear these insights, tips and strategies as well.
Speaker 3 (55:39):
That's fine. No problem. Very useful stuff.
Speaker 2 (55:43):
Yeah. I think this is a, this is there's so many summit hosts out there that, you know, that are, that are feeling either discouraged or down a little bit. And again, it's not their fault. Like the speakers are failing them. It's not like there's some, it was great. The topic was great. They did everything right. But then the speakers aren't upholding their end of the, of the deal and that's not okay. And again, speakers, if you're listening to this on the podcast right now, no I'm coming for you. I am going to find a way that we are going to hold speakers accountable and we will make that because it's no, it's not fair for our summit hosts to be putting out so much time, energy in and just willpower to provide their audiences with such an important message. And then having speakers failed them by not upholding their end of the deal.
Speaker 2 (56:37):
And again, I'm not about list grabbing. I'm not about forcing speakers to promote, but if a speaker says they're going to do something, they should be held accountable and they should do it. Um, all right guys, I think, are we good with that? Any other, any other questions, any other last minute things there? Excellent. Well, I appreciate you. Um, as always, you know, the Facebook group is there for you. If you have any questions between now and our next call, please hop into that. Um, if you want us to take a look at anything or you have something that's going on, especially if it's time sensitive with your summit right now, please pop it in there. We will get you. And, uh, just know I got your back and I truly believe your message matters, and I am excited for the impact you're going to make in the world. And I'll see you in two weeks.
Speaker 1 (57:26):
Thank you, mark. 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. Now
Speaker 9 (57:43):
In 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. 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.

