Speaker 1 (00:05):
Virtual summits are the most powerful online marketing tool available to grow your list, launch your platform, make more money and create an impact in the world. Even if you're just getting started. If you are ready to take your Summit to the next level, then tune into the virtual summit podcast with Dr. Mark T Wade.
Speaker 2 (00:22):
Hi, I'm Dr. Mark T-Wade founder of virtual summit software 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, summit hosts, Dr. Mark T. Wade here, founder of virtual summit software and your host here on the virtual summit podcast. Wow. We are in for a treat right now. Hold on to your nipples because we are going to have some fun on today's episode. We've got my good buddy legendary world renowned expert in marketing and branding Mike Kim with us today. And we're going to be talking about a couple different things. We're going to talk about a couple of his past summits. We're going to talk about one of his most recent summits, and he just came out with a phenomenal book called You are the brand. Make sure you grab a copy of it. And we're going to see how that particularly relates to your virtual summit. This is an episode you're not going to want to miss. All right. Hey Mike, before we jump into all of the amazing goodness about your summit, I would love for you to give our some hosts just a little bit more insight about yourself.
Speaker 3 (01:32):
Yeah, man, thanks for having me for the last probably nine years or so. I have been focused on helping personal brands get their message heard, create impact with their ideas. I know that phrase personal brand gets thrown around a lot these days, but the way I look at it is that your personal brand is an identity made up of your ideas, your expertise, your reputation, and of course your personality, bro. You got a personality, man. I mean, you're one of those, you know, and that's a big part of who you are, right? It's a big part of your identity, your brand. And I help people build a compelling, personal brand that they can now market and build a business around. One of the ways we do that is through summits. It's an incredible way to make an impact for your personal brand. I'll share some insights. And I just help them kind of understand how this weird world of marketing people and something is intangible as their ideas. I helped them just figure that out. And it's, it's awesome, man. It's awesome. You find good people and you help them get their message out there. It makes the world a better place.
Speaker 2 (02:36):
Well, and full disclosure here. I know Mike very well. He's a great friend of mine and I constantly go to Mike for help with marketing, branding, insights and suggestions. He's been a speaker at my mastermind before I've had him on almost every single summit that I host. And in my other company, the healthcare company, he is leading the rebrand that we're doing there. So I just wanted to put that out there so people know that you are for sure, somebody I know, like in trust and they're going to get some really great insights from this. Now we're going to tie in, I mean, this book again, you are, the brand was phenomenal. I didn't see my name listed and it was the only complaint that I would say I'd have. But other than that, absolutely phenomenal. I highly recommend that they go check it out. They can get it at Amazon or at your website. Where can I grab that at Mike?
Speaker 3 (03:32):
Any place books are sold and I mean, you endorsed, it's the names, your names in the book. It's like on the second page. I mean, I don't, I tried to get it on the cover, but you know, like
Speaker 2 (03:43):
I can't figure out that I've got too many credentials to put it on the front. I get it. And it is true. I am a recommender and a strong supporter of everything you do, but this was phenomenal. I, and just again, to give another insight. Okay. So I guess I'll just go ahead and give my little two seconds of fame and glory there. Boom, Dr. Mark. I remember having you talk at my mastermind and you, you gave this little strategy away of how to think about branding and how to subject lines in a resource that went with. And I mean, I still use that to this day, which was pretty amazing. And we're going to, we're going to tie a lot of what we're going to be talking about in this because I pers you know, to the book, because I personally believe that summits, you know, as you've trained me and helped me understand, they are a reflection of you, the entrepreneur, which is then a reflection of your brand, but also the more in alignment with who they are with these principles you teach, the more successful the summit is going to be as well.
Speaker 2 (04:43):
And I don't think these are, these aren't necessarily common sense in this, in the way that people don't just do them automatically, they need to know about them. And so I want to make sure we tie that into the summits because this is going to crush summits. With that being said, Mike, why don't you go ahead and give us a quick overview of some of your past summits and then your most recent summit that you've been working on?
Speaker 3 (05:05):
Yeah, so well, when we met and hung out at Puerto Rico masterminds years ago, Mark held an event in Puerto Rico aptly named Puerto Rico masterminds. Great, great branding, very, very easy and clear to understand. We were talking a lot about summits at that event. And I remember I had a couple of sessions from a conference that I hosted about a year and a half earlier, and they were just sitting on the shelf, man, I didn't do YouTube. I didn't put the videos out anywhere. And you said, dude, why don't you just run a summit?
Speaker 4 (05:39):
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. We've no tax scale or team needed. You can try out the virtual summit software free at virtualsummits.com, but hurry, this is a limited offer.
Speaker 3 (06:00):
And so I ran a summit with the footage from the conference and I added a few extra interviews to supplement the footage from the conference. And you know, I didn't run any social media ads or do any paid traffic, but I had close to 2000 opt-ins, which meant my list grew by 2000 people. That's a lot of people, I don't care how small or big your list is, 2000 people is a lot of people. We had nearly $20,000 in sales and the back kind of the launch echo of that summit, you know, who knows how many of those people have been on my list since then and gone on to purchase other things or work with me in other ways, there are a lot of people who said, I found you through that summit. Now I've been a guest on summits, a lot of yours and a lot of other people in our network and so on and so forth.
Speaker 3 (06:52):
But that was my first time running the summit. And I was like, oh, this is pretty cool. And what was even more important than those hard numbers was the perception. A big part of branding is perception. Like just to be honest, it really is a big part of personal branding is how you come across, right? What people's perception or image of you is. And though I hosted this conference, having the faces of all these other people, who'd never came to my conference and never heard of me, like who's this Mike Kim guy gathering all these like, you know, killer people coming to his events or coming to his virtual summit, they must have said yes to him. So that's a huge, huge brand play. When you subtly can say to people, look at these amazing people who said yes to me to come on my event. So that was dude, that was incredible. You really helped me get focused on that. And then the second summit I ran, I said,
Speaker 2 (07:57):
You just got done explaining that first summit, which to kind of highlight what you just said is when we were chatting about this, you're like, well, I've never done a summit before. I'm a busy dude. I don't really have a lot of time to do a summit. I think at that point you were actually a little bit, a little bit skeptical of summits, you said, but I did just do the conference, which I didn't let anybody else have access to outside of the conference or outside of the mastermind, whatnot. I said, well, that would be perfect. It was high value, great speakers. Why don't you just take those recordings and run it as what we call an ever summit. And now all the rest of the people can have access to. It helps give you exposure, build your audience. And on top of that, you added a few other interviews into it to make it a little bit different.
Speaker 2 (08:42):
And you were just saying you generated over 2000 leads, got some major cash from there. I think you said you made more cash from that than the actual event, right? Yeah. Cool. So you crushed it like you were like a poster child of why people should be taking these amazing content and resources that they just have sitting on a virtual bookshelf somewhere collecting dust and reusing them. Now let's jump into the second and or the second summit that you're going to end up doing kind of give us the overview of that.
Speaker 3 (09:11):
Yeah. So the second summit was kind of an interesting way of doing this. I partner with a friend of mine named Paul Martinelli. Who's out in Florida. And this was probably about a year, year and a half ago, right? When the pandemic hit and people were locked down. So we decided to interview a bunch of folks, experts and run a summit. But what we did differently was we did a three hour basically webinar for the summit and we didn't actually have any of the speakers on that webinar. So we ran a three hour event on a Saturday morning, we promoted the heck out of this event, we talked about the speakers that were going to be inside this summit. And so we kind of added another promotional step in front of the actual summit. Cause mark, you know, this, a lot of people promote a summit and the summit just starts.
Speaker 3 (10:05):
We kind of did a pre-launch for the summit for three hours. And what we did because we had so many people on the summit and so much content, we actually shared what our favorite takeaways were from every interview. And what that did was it positioned every speaker in a unique way where like, oh my gosh, Rick Barker was amazing. I met Rick at a summit Fest live, right? And I was like, dude, you got to come on the summit. And then we interviewed some other people all over and we taught, these are the takeaways that I had from my interview with Rick, but we shared that on the webinar and we put his face up on the screen or whatnot and it just blew up because built so much anticipation and there was great value add content. Here's I think the thing that was unique about this, it didn't position me just as a summit host or an interviewer.
Speaker 3 (10:59):
It positioned me more as the person who curated all these people and I got to coach. So that happened, but also the language I used was, Hey, come join me. I'm learning just like you are. We are in these, you know, we all hate this phrase, right? But quote unquote, unprecedented times and people were all feeling a little unsure of ourselves and we called the summit. Future-Proof like, future-proof your business, future proof, your life we've gathered the best experts we could find to help you and help me and help all of us navigate this season. Rope 15,000 people watch the live stream on Facebook. It was just crazy. We did paid traffic for that easily over $200,000 in it was insane. And the offer wasn't a high ticket offer. It wasn't a high ticket offer. It was a couple hundred dollars, like $300.
Speaker 3 (12:01):
And then they got the summit, they went through the summit, they got a workbook for the summit. And then for three months, my co-host and I did one live coaching call. So it was almost like, it was almost like a course in a summit hybrid, but the way it was marketed, built so much anticipation for the summit. You know, if I ever did one again like at that scale and was going to put a lot of muscle behind it, I was seriously considering doing a webinar for the summit. And it was just really cool to see how much anticipation there was and with the live coaching component, following through with people just, it was like they couldn't resist the offer. It was crazy.
Speaker 2 (12:50):
I love how you, you, you always say if I were to do one of those again, and then you do another one, and then you say, if I were to do another one again, and then you do another one, like you keep, you keep doing them because they keep working and you, for sure, crushing it. I want to highlight that right there. 15,000 people were participating in it live. I mean that's a huge exposure. 200 is what we would call a mega summit. Anything over 10,000, essentially 10,000 attendees. And over a hundred thousand dollars is a mega summit. You did over $200,000 in sales. And I love how you combine that with the deliverable afterwards. I think you and I were talking about this one other time that it really didn't take that much of your time to deliver that like one coaching call live group three times a month. But the perceived value of that was so much that a $300 offer was a no-brainer for your people. So let's, let's quickly talk about the next summit that you've just done where you did it a little bit more hands-off but you got some great results. And then I want to get into how all of these concepts of branding that you've created tie into it.
Speaker 3 (13:59):
Yeah. So the awesome thing about hosting summits, this is one of the principles that I talk about in my book. You are the brand there are people who, who try to build a brand one of two ways these days, and they didn't, neither of them work, you know, on one hand you have people who are presenting a false version of themselves, you know, and they're, these are the kind of people who like rent a mansion on Airbnb and do a photo shoot and sort of imply that it's their house, right? These folks don't realize that attention is owed. You have to earn it, right? So if you, if you knock it out of the park with a mega summit, yo congrats, congrats. You killed it. Now on the, on the other hand, you have people who are sort of oversharing things in the name of authenticity, right?
Speaker 3 (14:43):
And that doesn't work. These people are almost like trying to sell their struggles instead of a solution. Right? And these folks are like, it's like a car wreck on the freeway. Everyone stops, slows down. Everyone looks, they get attention, but it's short-lived. What a summit does is it allows you to build a campfire around your brand. And whenever people get confused about how do I share my personal brand? How do I grow my expertise? How do I use a summit in this? Just ask yourself, can you build a campfire around what you're sharing by that? I mean, is it warm? Is it inviting? Is it a light in a dark place? Just like I'm talking about during that pandemic initial lockdown phase, are we a light in a dark place? Are we giving people hope? Are we creating a place that people can share stories?
Speaker 3 (15:33):
Mark. That's why those coaching calls once a month were so important, bro, on the coaching call, we barely shared anything. We just shared takeaways. And then we opened up the phone line for people to just share how they were handling these lockdowns and what they were doing with their business. And some people just need a place to vent. And we're just doing exactly what I'm talking about. Building a campfire. It, is it something you can build a community around? Are you someone that people want to be around? Dude, you do this so well. And you coach your clients so well as summit hosts, just to be the brand, don't build one, be one. Now in that light just a few months ago earlier in 2021, I have a side business that not many people know about. I've partnered with a friend of mine named Mary Vallone.
Speaker 3 (16:24):
She's a fundraising consultant and we have a little training company together that helps nonprofits raise money. She does the fundraising side and I do the marketing and messaging side. Okay. So these are nonprofits. They're not rolling in millions and millions of dollars. Okay. These are not people well that you would expect that would have a lot of money to invest in anything. So we had a list, you know, maybe about 6,000 people that we've accumulated over the years and it was starting like the momentum was starting to lag, especially because of COVID, you know, all these nonprofits worried about, you know, support, drawing up and all those sorts of things. So I'm like Mary, let's just do a summit. Now there's two of us. So we can share the interview load. You interview half I'll interview, half you call your people, I'll call my people.
Speaker 3 (17:15):
So that was super helpful. We did not try to interview someone together. It was just going to be a scheduling nightmare between the two of us. So we do this, we end up with a five day summit for speakers every day. So just 20 interviews and then her and I did a few sessions together. Very, very easy, very easy. It's like doing 10 podcast interviews, right? And we just kept it super simple. We didn't run paid traffic or anything. The list grew by about 1500 people,think about that. That is like 40% of our current list. So boom, the list growth goes up. We had 130 buyers from people who don't have a lot of money to invest. Right. We generated around $18,000, which was a big boost for this small training company. It's a side business for both of us, but it was a nice boost.
Speaker 3 (18:15):
And the momentum after that, I was like, we just do coaching calls with these people for three months after the three months ended, guess what we did. We slid them right into our membership site and to make sure that we didn't over-commit ourselves, time-wise the coaching calls that the summit registrant's had access to were the ones that we were already doing for a membership site. So they got to sit in on what we were doing every month. Anyway, there was no extra work for us. And we're like, why don't you join the membership site for just $37 a month? We'll knock it down from $49 a month. You can, you can just join it. You know, and dude, it was a shot in the arm. And I said this before, but one of the incredible things about summits that goes beyond quantifying money and leads, sales, et cetera, et cetera, is the energy and the perception around it.
Speaker 3 (19:12):
If you need a shot in the arm with your personal brand host to summit, do a one day summit, mark has all these options of how you can run summits. There's no rule book. Really. There's some pathways that guys like me and other people in mark have learned through experience, but it can really give your brand a shot in the arm. And the cool thing was, and I'll end with this in terms of kind of sharing this. There's this one guy in the fundraising space, Mark, that he's just, he wrote this book like 20 years ago and he's like the V legend. He's like the Seth Godin of the fundraising world. And I was like, I wonder if he'll say yes to this, like we just got to take a shot. Right. You know you, you, you miss a hundred percent of the shots you don't take.
Speaker 3 (19:58):
Right? So we said, we're hosting a virtual summit called fully funded. We love your book. Our community loves your book. Would you be willing to come and speak to our group for 30 minutes dude? He said, yes. I thought our people thought we were cool. But when we landed that guy, our people were like, oh, Mike and Mary are legit. And that's what I'm talking about. I don't think this guy would have just said yes to a podcast interview. It was the momentum and the energy and the perception around a big virtual event. And it's just gone on to help so much. It's carried us through the last couple of months for that company.
Speaker 5 (20:44):
Be sure to check out the speaker management tool in the 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. That's at virtualsummits.com
Speaker 2 (21:04):
Dude, I just got to say, where do I even start? I mean, one, I love that you're constantly just dropping amazing soundbites that are easy to remember, which is, I think, one of the reasons I love learning from you because it's easy, you know, attention is not owed. Attention is earned. They're selling the struggle when they should be selling the solution. Like these are just great build a campfire around your brand. So this is amazing. Also you, you share a load. I heard that one too. So the just great, great insights here. I also liked the fact that, you know, I talk often specifically with a one day summit about how you can use the one day summit to increase conversions of whatever promotion you're wanting to do. You did a multi-day summit, which is even more effective. It's usually more, more workload for a lot of people, but you did that to foreshadow and sell into a membership site, which is recurring revenue, even better ongoing long term.
Speaker 2 (22:01):
So just, I mean you're constantly using all of the fundamental aspects of a summit and reaping the rewards of it too. So this is great. Now I want to take advantage of this opportunity and really glean as much of the knowledge and information you have for our summit hosts on, on how they can improve their summits from a brand, the brand perspective. So you've got these principles inside of, again, the book, if you have not grabbed this, you are the brand Mike Kim phenomenal check that out. It's probably one of the best branding books in history ever written. And even in, in the spoken language before they were able to write books back, you know, millennials ago with that being said, the principles in here, I mean, you've gotten some pretty big endorsements too. I mean, we got Todd Herman who had practically said he named his first children after you, you know, Donald Miller, who said you, if w if he wasn't already married, he would have chosen you and Michael Hyatt, who said you were the inspiration to everything he's ever created or more I'm paraphrasing.
Speaker 2 (23:03):
They can see that in the books. But with that means said let's get into the principles of that. Can you relate those principles? Let's go through them quickly and relate them back to what people should be thinking about as they're building out the summit. Let's assume, you know, we've got all the resources people need on how to build out this summit, the virtual summit software, that kind of stuff. I want to specifically talk about the branding aspects that you cover here and ways they could implement those either before, during and or after their virtual summit.
Speaker 3 (23:33):
Well, yeah, man. So, the blueprint I share in the book is just an eight step blueprint. And I don't expect people to memorize the blueprint because you don't memorize blueprints. You build a building, you do not memorize some blueprint. You go back to it and refer to it and build it. One step at a time. Building a personal brand business is no different than any other business. You've got to do certain things in a certain order, right? You can't decide I'm going to open a pizza shop and start building the menu. You've got to build a business plan, get a loan from the bank, rent the space, find the ovens, you know, get the materials and all this sort of stuff in our industry where we're talking about information products and sharing our expertise. People get so caught up in the final product.
Speaker 3 (24:16):
They think that's all they need. When in reality, what you need to do is start with step one, which is to have a point of view, right? You've got to have something to say, if you want to sell something. So have a point of view on a certain topic or a certain niche or certain costs. You do this with virtual summits, you live and die on that hill. You've got a certain point of view. Number two, you share your point of view through personal stories. I've heard from you a million times about how virtual summits completely transform your career and your life, your businesses, right? Even with what you did when you were coming out of chiropractic, you shared those stories. I remember you in the pool in Puerto Rico, sharing this while you weren't wearing any clothes, it was like the, but just while you were wearing some swim trunks, but you know, it was so gripping because you would just share a personal story that backed up your point of view.
Speaker 3 (25:14):
Now, once you have your personal stories, you have number three, a platform you've got to decide where you're going to share those stories from, is it in a swimming pool? Yeah. Maybe at a live event. But what about online? Is it through a podcast like this? Is it through a blog post? Is it through a book? Like I just wrote, is it through a virtual summit? So many people get caught up on the platform. They don't even think through what they want to say right now. Once you have the platform, the wonderful thing about summit is it ties naturally into number four, which is your products, right? You've got to have your product and your positioning, right? So you think through your, your platform, you think through your positioning, how do I want to be positioned in the market, right? That is where you sit relative to the competition.
Speaker 3 (26:04):
You know, whether you're Walmart or Louis Vuitton, okay. Both companies make a lot of money, but in very different ways. So you've got to think about how you're positioned. You build out the platform that you want to share the message from. And then number five, it bleeds right into the products, right? Bleeds, right into the products that you're going to offer and sell Louisville. Tom doesn't sell discount products because they know their positioning, right. They know how they're positioned in the market. So you have that. And as you have your products, you've got to figure out how much you're going to charge. So that's pricing, right? You think about the pricing. Then you think about the pitch. How are you going to sell the product? And then the final and eighth step is partners. How do you find partners, dude, if you really think about how people make these decisions on how to partner with each other, to be affiliates for one another, they're not going to say, well, I know this person or that person checks off all of Mike.
Speaker 3 (27:08):
Kim's eight steps. That's why I'm going to partner with them. They don't do that. It's subconscious. It's like, I think she's got her stuff together. I think he's got his act together. Let me partner with him. I'm cool with partnering with him. I trust you. You trust me, but it's because we have all these steps built out. Now what a summit does. And I say this all the time. And I will say till the day I die, if I was going into a completely new niche in the expert space, if I was going to go sell vitamin supplements and dude, I do not know anything about supplements. If you ask me, I will give you a laptop, $500 a camera and a microphone. How would you start a brand in the vitamin supplement arena? I'd be like, I'd start a summit. I'd put together a landing page.
Speaker 3 (27:58):
I paid a designer to make it look good. I'd write the copy. And I would ask 10 people to be on my little vitamin supplements summit. And then I'd spend the rest of the 500 bucks on ads just to, just to generate interest in this, in this event. That's how it started. The crazy thing is, and this is what I've talked about all day here on this, as we've been together is that your perception changes. You could be a nobody, but if you get these people onto a virtual stage and you promote an event, people will say, what do they say at every event? They don't say I went to summit Fest. They don't say I went to Puerto Rico masterminds. They don't say I went to Nashville for the CEO mastermind. They say I went to Mark Wade's event in Puerto Rico. I went to Mark Wade’s conference in New Orleans. I went to Mike Kim's event in Nashville. That's how they talk. It's how they're going to talk about your summit. I'm going, I'm speaking on Mike Kim summit dude. No one says I'm going to speak on the influence and impact summit. They say, I'm going to go speak at Mike Kim summit because you're the host.
Speaker 2 (29:08):
That actually is a perspective that I hadn't even considered. I mean, I know lots about summits, but to actually think about it again, you know, in alignment with this book, you are the brand. Who are they talking about? They're talking about you and you know, the, the, the highlight of this, or like one of the pieces from this, the takeaway here is you're not the only person who said, if I was going to start over, how would I start, et cetera? You know, I've had personal conversations with people like John Lee Dumas and you know, Stu McLaren and Jeff Walker, et cetera, et cetera. If they were all starting from scratch with a very small budget, a very minimal, yeah, they're going to do some of the stuff. They got a podcast, a launch or whatever, but what are they going to do to build that audience quicker?
Speaker 2 (29:54):
They're going to bring together their friends, hold a summit. It's a collaborative marketing strategy. And again, that highlights, I love this.The steps in these points that you've pulled out about how that emphasizes and relates to the brand. Because at the end of the day, I think to pull this away. We put a lot of emphasis, especially right now on our speakers. When it comes to a virtual summit, most of us know, you know, the power of a virtual summit, as far as building the audience really comes from those speakers, promoting it. How do we get the speakers to promote it? Which is one of the biggest challenges we're seeing summits have right now is there's very low speaker promotion rates compared to a year or two years ago. So I think this aligns directly with what you're talking about.
Speaker 2 (30:40):
Why would those speakers promote it? They're not going, oh, I'm going to promote the summit talk seminar. I'm going to promote the impact and influence summit. Just, I mean, maybe if you get to a level of like traffic and conversions, they're going to promote it because there's traffic and conversions or whatnot, but what does it come down to? It comes down to the relationship with the host. So can we talk actually, let's dive in because this is a very important topic. One that a lot of people are struggling with summit hosts are struggling with right now, some of these factors that you've just mentioned, can you give maybe even a highlight of one or two of them from the perspective of increasing that relationship with the speaker? And let me, let me pre emphasize this. Let's assume these are the ones we don't already have a relationship with. They've agreed to speak on my summit out of these aspects. Is there something I could do that doesn't feel too salesy to them, but to help build that relationship, build that brand perspective and influence in a very short amount of time, which will hopefully help encourage them to promote?
Speaker 3 (31:39):
Oh yeah. One of the things I talk about in the book, it's in the last chapter, which is about relationships. Relationships are rocket ships, right? You need partners, no one can do this alone. What a lot of folks have found helpful is how I kind of describe relationships in this business space. So what I see is you have people who are a partner up, you have people who collaborate across, and then you have people who you mentor around. So partner up, collaborate across, mentor around. This is how I look at relationships. A partner up is going to be one of these home runs speakers. Like I talked about that just, you know, wrote the book on the niche that I was hosting the summit on. Right. And I'm going to want him, or I want her to promote the summit because I know it's just one email.
Speaker 3 (32:30):
They can maybe drive a lot of people to my event. Right. A lot of people's at summit. So I'll talk a little bit about that in a moment, then collaborate. These are folks who are just kinda like me, where some, some of them are further ahead. I'm further ahead than some of them, but we're all generally in the same league. Right? And we respect each other's work. We like each other. I'm a pro recognized as a pro, right? And that's what I'm saying with this, this blueprint. If you build these steps out, you're going to have friends and collaborators and colleagues who will just say, even on a professional level, they'll just say, you know what? I respect his or her work. Of course I'll work with you. Of course I'll come to your summit. Now, the people you mentor around, those are often your clients.
Speaker 3 (33:17):
Those are your mastermind members. Those are your coaching students. Those are your membership site communities and so on and so forth. So when I look at promoting an event and trying to get other people to get word out about an event, I dump people into those three buckets. Now, the mentor around people, these people just promote you just because they love you. And you've had a direct input impact on their lives, right? So I would love to share your summit and whatever you're doing. A lot of people did that with my book, the collaborate across these are people who will say, I will speak at your summit. That's cool. I would love to help you up, but they won't always promote. Even if they're friends, because they've got their own thing going on. And in order to promote your summit, they have to not promote something else that they've got going on.
Speaker 3 (34:03):
So I know I'm asking a lot from them. If I'm going to ask them to promote the summit. So the way my mind works is how can I get Mark? And how can I get Ernie? And how can I get Daniella? And how can I get Paul all these, these people to promote my event. I want to land one or two big speakers, and so that they can be associated with that speaker. And I'm going to create social media assets. And I'm going to write certain pitches for emails to say and send you an email, say, Hey bro, can you send this email out? Hey, Dr. Mark Wade is incredibly excited to join. John Maxwell on my buddy, Mike Kim's summit. You know, John has impacted me in my career in this way. Right? I would phrase it that way. So do you, are, you are reading this email that I wrote on your behalf and you're like, holy cow, Mike has positioned me in a way that is right alongside some of these partner ups for him.
Speaker 3 (35:07):
That's what I'm doing. Then social media assets, dude, who doesn't want to look good? Who doesn't want to look like they're speaking at an event with someone. I mean you are, but let me create not just a grid where you have like all 20 speakers, headshots, let me, let me promote one. That's you. And one of the partner ups, and that's what I'm doing, because that's just a simple share. Now you may not email for me, but you will certainly share that on social media. Because it looks good. You'll look really good. Now for the partner ups, right? For the partner ups, it's getting those big fish. If you will, partner and promote me. I am, I am in a lot of instances trying to, if I have some sort of a preexisting relationship with them, I'll just ask them for a favor. You know, I was just, Hey, you've had so much impact on my life, can you share this?
Speaker 3 (36:03):
And I will look for what I can do for them. Hey, can I do a free one hour masterclass for your audience? I don't want any of the opt-ins. I don't want any of the opt-ins. You don't have to take any, I don't need to take any of them. I don't need the registration numbers. You don't even need to promote my stuff. You don't even need to give out a link. But what that does is it makes the partner up. Feel like you're not threatening them or trying to take something from them. Now, if I don't know them at all, I'm going to go a different route. And I'm just going to blow their mind with the quality of how I promote the summit. This is where a great designer comes into play. I've got to make them look better than the best event that they've ever been to.
Speaker 3 (36:48):
That's how I play the game. So I'll invest in a really good designer too. And I was like, we need to make, you know, big fish partner up gal or guy feel like, what is this? This dude is killing it. And oftentimes you know, if you can use video and put a sizzle reel together, the speakers, like that's a great, great way to do it. You just gotta think outside the box right now that first swing through, they may not promote, but I'm going to remember this guy second time through promotion again. Now, Mark, you teach evergreen summits. Maybe they can't promote the summit live when it happens, but maybe in two months they have an opening in the promotional calendar. Hey John, Tony, Jeff Walker, can you promote the ever summit?
Speaker 3 (37:42):
Just make them feel. Because they're no different than anyone else. All of us want branding. All of us want marketing. All of us want promotion. That makes us feel proud to say it or to see it or to be, to say that that, oh, that's me. Ha ha. I know you've done this. I know you felt this. All of us have at some point or another who have spoken on at an event, we speak at an event and they have some incredible photo of you speaking. You wake up at your hotel, you open Instagram and you see the post. You're like, holy cow. That's me. That's an awesome picture, Dan, how does that make you feel incredible? That's what, that's the emotion that I want to elicit from the partner ups. And that's how you get that. That's how you get into promote you
Speaker 5 (38:33):
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 engaged leads every month until your business gets more information at virtualsummits.com
Speaker 2 (38:57):
It is such a great takeaway right there. I love that. And as we've all been there, right, and it's, it's really the takeaway that we need to be focused on here. Mike Kim just laid out exactly what you need to be thinking to get the speakers to promote your summit. I know for example, you know, I implemented, you know, based a lot of your feedback and teachings into summit talks, you know, I had the visionary graphic that looked like they were on the cover of a magazine with why they were so great and you know, got a huge promotion. Like people were sharing that because it made them look amazing exactly what you were saying there. And I love this aspect. You're not just saying it, you practice what you preach. You recently used that opportunity with a partner up, you gave a free workshop or teaching to their mastermind and they were so impressed by it.
Speaker 2 (39:47):
They were like, I'm going all out and will you come speak at my event? So it actually gave you more opportunities even moving forward. Not only did they promote your book, but then they went ahead and brought more opportunities to you asking the speech later or speak later. So those are some great takeaways again. We could be talking about this for hours. You and I have talked about these concepts for hours. And what I'm going to recommend is people go grab this book. You are the brand. I know this is, you know, a podcast on virtual summits, but Lyft again, as we've both reiterated, your summit is a direct reflection of your brand. And if you improve these aspects, your summits are going to improve, which then your brand and your business, et cetera. So go grab the book. You are the brand, but Mike Kim, you can get that everywhere.
Speaker 2 (40:35):
I think Todd Herman is selling them on his front doorstep as well as a direct affiliate, you know, as a contributor, a person who loves what you're doing as well as I, so with that means said, Mike, we're going to be wrapping this up here, but I want to give people the opportunity. I know they're going to go grab the book and actually what I'm going to say. Once you grab a copy of the book, leave a review on Amazon. I want to see what those reviews say. If it's anything like the reviews I've left in the reviews, everybody else left, it's going to be essentially Mike Kim is the name of my firstborn child along those other lines as well. So go grab the book, leave a five star review. Mike what's final thoughts. What do you want people to know walking away here, knowing that they're either thinking about hosting their first summit, their next summit and how that ties into what we've just talked about and best place to reach out and get in touch with you?
Speaker 3 (41:24):
Yeah, I would say action. Cures, fear. You're never going to know until you do it. And that's the thing like with a summit, you don't lose because even if the sun let's say, even though the summit falls flat, guess what? You have a ton of content. You can repurpose, you can put it on a podcast, you can break it up into social media bits. That's the great thing about a summit. It forces you into content creation and it forces you into promotion. And even if one or the other doesn't work out the way that you want, you still get one or the other. Right? So take the steps forward. You'll end and the skills you'll learn. You become a better interviewer. You're going to build better connections. You're going to keep saying yes to doing things even when you're afraid, reaching out and asking people to come speak to you, that's an entrepreneurial skill that you will always have for the rest of your life.
Speaker 3 (42:16):
No one will be able to take that back from you. So action, cures fear, and really the best place to reach me is Instagram. That's the social media channel that I use the most. We can connect there. I've got a podcast as well that you can check out. We've rebranded the show to you are the brand. That's the name of the podcast. So you can find me there and just, just pick up the book and you'll get a bunch of free resources as well. Just go to you or the brand book that links inside the book and use this. Download the PDFs that give you outlines of websites and email copy. And we'll just try to make life easier for people, man. That's all we do. So thanks for having me, mark.
Speaker 2 (42:55):
Absolutely legendary. You did not disappoint. Thank you so much for sharing with us today, your insights, your time and your knowledge with us.
Speaker 3 (43:06):
Thanks
Speaker 2 (43:06):
Bro. Thank you. Summit hosts for hanging out with Mike and I am Dr. Mark T. Wade, your host here on the virtual some 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 the show notes over at episode 2 24, to get access to all the amazing insights. Mike has just laid with us today and I'll see you on the next episode.
Speaker 1 (43:33):
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
Speaker 2 (43:47):
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. 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 in the next episode.

