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 and creator of the one day summit formula. And I'm on a mission to help you the summit host, get your summit out to the world in a powerful and impactful way. So let's get started.
Speaker 2 (00:38):
Hey, summit host Dr. Mark T.Wade here, founder of virtual summit software and your host here on the virtual summit podcast. We are in for a treat today. We've got legendary Dr. Nona Djavid with us, and we're gonna be digging into some pretty important and interesting facts and factors when it comes to virtual summits. And not just any kind of virtual summit, we're gonna be talking a little bit in the health space side of things as well. So grab your pen, grab your pencil, your in for a treat with today's episode. Hey, Dr. Nona, I'd love for you to give our summit host just a little bit more about yourself before we go diving into all of the amazing topics about your virtual summit. So share a little bit about yourself.
Speaker 3 (01:18):
Awesome. Yes. Well thank you for having me on here. I'm super excited to share whatever I experienced when I ran the virtual summits for myself. So I run a mastermind for chiropractors. That's called part-time million dollar mastermind. I also have a membership that is general for entrepreneurs around the mindset aspects of things. So of course, when you're in that space, one of the biggest things that the most important things that you could do is generate leads. And so I remember when I first started out in this virtual space, you know, going from the chiropractor to a coach or consulting or something like that that's a, that's a big shift. And in this space, I was kind of collecting leads one at a time, right. And organically via Facebook, which is great. Like you should do all of that too. But I started to take a look and, and see where I could scale the process. And of course, having a virtual summit and leveraging other people's contacts was like the smartest way to do this. And so that's how I got into doing virtual summits.
Speaker 2 (02:24):
Oh, that's amazing. And I think we all start off like that. Right. It's not the, the difference is not everybody learns some of the other strategies or techniques to move forward, even faster, kind of like what you were able to do. You've hosted not one, but two virtual summits in a specific niche profession, which is really interesting. I'd love to kind of talk about that a little bit. So tell us about the two summits, you know, maybe let's start with the first one. What was the first one? How did you even come up with the idea and just give us a little overview of what the summit was about?
Speaker 3 (02:56):
You know, so we did one during the pandemic and then the second one was just last year and we have another one coming up towards the end of this year. Now the very first one that we did, I'll be honest. It was totally just a heart mission because it was during the pandemic and chiropractors were spending a lot of time online cuz some of them, they had to shut down their offices or they're not as busy or whatever. So it was like, well not only that, but they really didn't have a good attitude. <Laugh> either there was a lot of complaining, there was a lot of suffering, there was a lot of scarcity mindset, which, you know, rightfully so we're in the middle of pandemic and we don't know what's about to happen with our practices and things like that. And we had to shut down our doors.
Speaker 3 (03:43):
And so I decided that I wanted to create a summit. And we would bring in some of the most inspiring chiropractors. So it, the, the topics were not around chiropractic technique or clinical stuff because, Hey, we're not even in practice. Like who cares, like how you're gonna treat people if you can't even open your doors, but I wanted to inspire chiropractors. And I remember thinking, okay, well let's get a list of the most inspiring, most motivating these expanders, you know, these chiropractors you meet where you're like, oh, okay, like I can do that. Or I wanna do more with my practice. And so I got a list of those chiropractors together and decided I was gonna do a summit. And it turned out to be obviously a massively generation for us. I mean, like I already have a really big list of, of emails that I have generated over the years from speaking or whatever, but I'd never in one event was able to create as many leads as I did in that one. And, and so that was the, that was kind of the initiation into it. And we called it sublux nation. If you're not a chiropractor, you're listening to this subluxation as a chiropractic term, right. When the bones are out of alignment. And so we called it sublux nation and we just kind of put the focus on how do we get out of the state of mind that our profession is. And so it, it turned out to be great exposure for everybody.
Speaker 4 (05:21):
Virtual Summit's software makes hosting of summits easier than ever. The only software in the world designed specifically for hosting a summit, lets you set up a summit in a matter of hours with no tech skill or team needed. You can try out the virtual Summit's software free at virtualsummits.com. But hurry, this is a limited offer.
Speaker 2 (05:42):
I love that. And we're, I'm gonna actually circle back to naming in a moment because of this. I think you, you you've shown a great example of why and how naming can be important, but let's talk about the second summit first. So give us a little bit of overview of that. Obviously the first summit probably put summits on the map for you go, oh wait, this is actually a pretty good strategy here. So you probably went into the second one with a little bit more calculated mindset of how, you know, what you wanted to do, how you wanted to do it. So give us an overview of what you were thinking and how you did the second one.
Speaker 3 (06:11):
Yeah. So the second one it was a, no-brainer like this, once you do the first one, then it's like, oh I can ju I can do this every year. As a matter of fact, maybe I could do it multiple times a year and and it can be fruitful and it could not just lead generation, but also from a perspective of profitability, because on the second one. So on the first one, one of the things we did was we partnered up with at the time, like during the pandemic, everybody was talking about the sex trafficking and, and what was happening in the United States and, and all the things. So I just, it was really tugging at my heart. So I was like, you know what, there's this organization that actually Tony Robbins sponsored, I forget their names now, but they worked directly with victims of sex trafficking.
Speaker 3 (07:00):
And so we decided this was a paid summit. So, and I don't remember how much, I think it was like $19 to enter the summit. Maybe it was $99 if you wanted a V I P ticket. And so we collected the money and then we decided, because this really, again was like a heart project. We donated all of the money to the to this organization that was going to help with sex trafficking victims on the second one. What we did was we did sort of a similar thing, except we partnered with a, with a chiropractic school because we wanted the proceeds of our tickets to go somewhere inside of chiropractic. So we picked the school and then we donated all of the proceeds to them. And one of the other things that I did different, I learned from that first one, right.
Speaker 3 (07:52):
We all do. So that very first one, it was like, oh, I just have speakers. I have some sponsors and I've got tickets that, that we sold. And then on the second one, I was like, wait a second. I also have my own services that I can pitch into this and I can sell some of my own services. I actually reached out to the speakers and was like, Hey, do you have, can you give me a gift? Like I reached out to a lot of the speakers that put actual events together and I said, can you give me some tickets because I'm gonna give these tickets away. And so I ended up bundling some of that and then putting on top of it, a membership to my mastermind, which is, that was really, really great for us because I'm go and I'm going to do that again for that reason too.
Speaker 3 (08:38):
So we learned along the way, how to make it more profitable, whether it was donate, you know, donating more money or, you know, getting more members into our program. Also the second one, I think how different it was than the first one is it was so much more organized because what I learned from the first one was, oh, no, no, no, you can't, it's gonna be, you can do it again, but it's gonna be a ton of work. So if I can systematize it and if I can kind of come up with a schedule, which it's interesting, cuz this is exactly what I teach inside of part-time million mastermind. Like, Hey, if you are gonna do your topics for, you know, the table topics for blogs, for social, like you've got to systematize and you've got to have the whole thing figured out, well, guess what? You gotta do the same thing here, you know? So we kind of created a a system, a calendar, if you would of you know, what do you do 10 weeks prior? What do you do nine weeks prior? What do you do eight weeks prior and all the way to the day of, and that way week for the third one, I can tell you it's going to be so much easier to do.
Speaker 2 (09:55):
That's amazing. And I'm gonna come back to that because I think it's important that we talk about that a lot of times, summit hosts never even make it to the end of their first summit because of the amount of work, because it's their first summit. They don't know what they're supposed to be doing and it, it, and it is a lot of work unless you can come to, you know, a system like Dr. Nono saying now, but I want to kind of come back to that, the impact that the summits have, cuz a lot of times, I mean we talk summits a lot over here and it's always, let's generate leads, let's generate some connections, let's monetize, but I think it's overlooked. How powerful a summit can be from a mission charity or giving standpoint and at the same time be beneficial for the host.
Speaker 2 (10:39):
So I mean, you you've participated in other summits that were not, you know, mission focused. They were, for the same reason, most of us are doing a business focus and seeing those summits and then, you know, kind of your summit. And of course it got the results as well. Tell, talk to us about the difference though, the difference it felt, or maybe some of the feedback you got or how it was with the speakers when your summits were, you know, had a, a mission or a charity or a giving compact or, or a component to it.
Speaker 3 (11:08):
Mm-Hmm <affirmative> I think that the biggest difference is, and, and you probably, if you've ever participated in some, like buy a t-shirt for, and the D the dollar amount goes, it's like, I don't even, I'm not even gonna wear that t-shirt, but I will go ahead and buy that t-shirt because I'm attached to the cause. And I do think it gives you an extra right in number of ticket sales, but also I think more importantly in the conversation that you're about to have with the speakers in what you are asking the speakers to do in you know, selling tickets, because listen, I, if I'm not doing this for money, and again, it doesn't mean you're not gonna make money out of doing it. You, there are so many other ways you can make money, and I'm just learning that in a summit inside of the summit.
Speaker 3 (12:00):
Also you don't have to donate all the proceeds. You could do a portion of it, but I think when I talk to my sponsors and I go, listen, all the sales for the tickets are going to go to X, Y, and Z. When I talk to my speakers, I go, all the sales are going to X, Y, and Z. I need you to promote it so that we can have more tickets so that we can do. And so it just, it's just an extra ooph. That's the only way I can explain it, cause it makes my job easier. My staff can have these conversations because they're not, they're sort of taken out of it. And and, and, and that way it's, it's just an easier conversation to have.
Speaker 2 (12:36):
Well, let's, let's like go right with that. When you're having that conversation with the speakers and you have this component, I mean, we're at a point now where there's lots of summits that are being run and a lot of speakers that are getting the opportunity to speak, and some of them are, you know, just making decisions to not promote the summit, which is unfortunate in many ways, but having that extra component there really it's, they're not letting you down as the host, which can sometimes be easier to do they're letting down the organization or the mission or the, the charity that's behind it. Now, I think there's another piece to that component too, in our pre-interview chat, we were talking about you know, you were mentioning the importance of the agreement and relationships. So kind of take us through that component of what you do with your speakers to ensure you have the ability to be able to say, Hey, I really need you to promote this because of that.
Speaker 3 (13:27):
Yeah, yeah, absolutely. And if I may something came up for me in the second summit that we did that I think it's important to share is picking the right nonprofit is also important or picking the right organization is also important. For example this will make sense in the chiropractic world, but I assume it makes sense in any kind of healthcare. Like if I were to go to a specific chiropractic college and say, I'm going to donate money to this particular college, well, it makes most sense to pick the speakers that are somehow interconnected with that college. Now we all know there's a lot of politics sometimes involved in, in just organizations in general. Well, if I pick this college, but then I have a list or maybe a couple of speakers that are, you know, I don't know, they're, they just don't have a good relationship with this organization or something.
Speaker 3 (14:20):
And they're gonna be speaking over here. Well, guess what, you know, I didn't make a very sensitive, educated decision in picking those speakers. So I think that's also important with any nonprofit that you are going to pick. And now moving into getting the speakers to participate. Now, I, I know this from even on a smaller scale, I used to do events at my office and we would do joint ventures with say a yoga studio, right? Like, Hey, yoga studio, come here to my office. We're gonna do an event together. It's like a live version of a summit. And then I would be like, you, this is a joint event. I'm just hosting it. So you bring five people. I bring five people. We both have 10 people. You bring 10 people. I have 10 people. We both have 20 people, nine outta 10 times.
Speaker 3 (15:11):
And I eventually learned how to communicate the commitment that it takes to do a joint event together. And the value that I'm bringing to the table to you, the speaker, or to the joint partner. I learned how to do that, but majority of the time they would not, they would just kind of show up as a guest. So, and I knew that going into the virtual summits the first one, but what I learned and, and kind of implanted a system, if you would, or like an additional step was to have a quick one on one call on zoom with every single speaker, especially those that you don't know well enough. You know, sometimes some of the speakers are your friends. You don't have to do that. You know, they're gonna share everything they're gonna post and repost and all the things send it to, to their email list.
Speaker 3 (16:00):
But ma majority of your speakers, you might not be familiar with them or not know them at a personal level. And so with, with those speakers, especially sitting down with them and having a personal conversation, kind of like a pre recording, however, not attached to when you do the recording or not attached to when you do the, the actual you know, interview with them, that was really impactful. And I definitely a hundred percent can tell you that it made a difference from the first summit to the second summit, because these speakers, they were more likely to share because I got to tell them about the nonprofit I got to meet their faces and just kind of give them my why and, and the purpose of why we're doing this and how we're gonna do it and how it's gonna go. What's expected of them. Cause you can put that stuff in a contract, which I do too on a piece of paper and they'll sign it. But nine outta 10 times, they won't do it unless you have a verbal agreement that comes from a relationship.
Speaker 5 (17:04):
Be sure to check out the speaker management tool inside your virtual summit software, which lets you quickly and easily recruit and manage your speakers on your virtual summit. Literally eliminating hundreds of hours of work, get more information@virtualsummits.com.
Speaker 2 (17:25):
See, yeah, what I love about this is, you know, the power you've combined two big points here. You've combined the relationship aspect, cuz it's easy for a host or excuse me, a speaker to let somebody down. They don't even know, right? It's a little bit less easy for them to let shut down somebody. They don't know that's doing it for really good reason because then they look and feel bad, but it's really hard to let somebody down that they know like, and has a reason that this has to happen. So you've kind of set that momentum, that piece in place that really just kind of assures, cuz we know, you know, every time we do speaker, you know, we're helping somebody with a summit or we're doing our summits. We know, you know, it used to be 80 20, it's now more like 60, 40, 60% of the speakers are gonna promote 40 or not.
Speaker 2 (18:09):
And that's even doing all the right things. A lot of times with the follow ups, the touch points, the making sure they have everything in advance, but by combining these extra pieces, you really are, are putting it into play. And I think you said something that we need, I wanna just retouch on is making sure you align the right speakers. That that goes for anything, whether it's with the charity or a, an organization, but also with your topic. You know, if the speaker just because the speaker has a big name or potentially a big list does not mean they're a right fit for that, that summit. So I love that you pointed out the importance now, which you learn with experience, you're now going on to summit three and all of the experience you have with that is those speakers need to be aligned. And I can say from the chiropractic profession, I, I know exactly what you're, you're referring to there.
Speaker 2 (18:58):
So let's kind of switch over a little bit. I wanna wanna talk about the systemization. So from lessons learned between one and two summit, one and two, you went from kind of probably just going with the flow and doing it as it needed to be done, you know, to some degree probably cuz some of the stuff didn't even know it needed to be done until it showed up. And it was like, oh man, we have to do this as well. But summit two was completely different. You had systems. So talk through why you made the decision, what were some of those systems and the difference it made
Speaker 3 (19:29):
Mm-Hmm <affirmative> so the first summit that we did, you're gonna laugh. But it's probably really common. I had an Excel sheet and my assistant would, and I would have access to it. And it was like a list of speakers. I had a landing page and, and then a PDF for the sponsors, like literally we had to take their credit cards over the phone and it was like, it was just kind of <laugh> put together. Surprisingly we had great results from it. Now the very first summit was a ton of work. I knew I was gonna do a second summit for sure. And the second summit without the systems, even if I didn't change anything, didn't learn anything. Honestly still would've been 50% easier than the very first one. So I, I want people who are listening and they're like, well I don't have it systematize like also systematizing, something like that sounds like a lot of work or a lot, a lot of organizational part of your brain needs to be involved, which I don't have.
Speaker 3 (20:30):
I need help with that. My, I delegate that. But even if you didn't system at you did nothing, you just put on that first event and then you put on the second, it's already 50% easier. But of course I I'm like, you know, the system's queen. So because I like my life easy and I like my, my projects easier. So my assistant and I, we sat down and we were like, all right, what do we need to do? What did we do before? That was like too late in terms of sending the emails out, the touch points, the graphics, like how early did we need to create those graphics? When do we need to get the contracts back? So we created this whole calendar for when things needed to be done. So we had an eight week process. So eight weeks prior to the event, what would we do?
Speaker 3 (21:19):
Seven weeks prior to the event. And then also even the templates of the emails that we would send out to our speakers. She has all of those things organized in there. Like if week six, we're sending one email, the template of that email it's already in there. All you have to do is copy and paste it and stick it into the email. Or sometimes she would just like preschedule everything and, and send it out to all the speakers. So to go for, again, the first one to the second one, without the systems already, would've been 50% easier because half the problem was figuring out what to do. And especially, I mean, I know your people have your guidance, but I just kind of like threw everything together at the time and didn't have access to you. But systematizing it then I would say literally 80% easy. Like I can tell you that the third one I'm gonna do I'm I can be 90% hands off and have my, my VA run everything else.
Speaker 2 (22:22):
I am so glad that you just went through that right there, because I think people need to hear that. It's, you know, one of the things I say regularly is your first summit is never gonna be your best summit. You know, your third summit will be your best summit. And then your fifth summit will be your best summit. And most people who do a first summit end up doing another summit because of the results they got. And they're like, I can do this again. But a lot of times people stop. They never make that action forward because of that, they're one they're worried about failing or there's like, it's gonna be too hard. It's not gonna be the best. It's okay. It's it let no, no. Let's assume that you got 50% less of the results you got in your first summit. And, and let's say we're talking money and leads because that's what everybody focuses on. What were other benefits that came from just the first summit with all of the work, even if you wouldn't have got as much money and as much leads, what were some other benefits that came from hosting that summit?
Speaker 3 (23:13):
I mean like notoriety credit being associated with some of the speakers that, and then, oh, here's the another like so many I can't even, I'm too excited to tell you, but like, okay, think about this, the speakers, some of the speakers I had in my summit, I don't know if it was out of obligation or they're like now they know me and I've interviewed, spent an hour with them, you know? And, and the second time we did it, it was an interview. It wasn't an interview. It was whatever. But like these speakers they've gotten to know me now they're on my social media and now they're checking out my stuff. I got speaking gigs from it. What, which I, I don't know that it, it was like a hundred percent direct, but I can tell you a hundred percent in the relationships that I built with the speakers, because they typically go on stages or they have their own event.
Speaker 3 (24:01):
Well, guess what? I became a guest on their speakers, the relationships that I built there tell you one other thing. I was at, I went to a chiropractic seminar. I speak all over the the country and I was at a chiropractic seminar just this past weekend. And I could tell you I mean, is this relatively small seminar, maybe 150 people showed up a handful of people, which I think is great. Cuz you know, there was a ton of chiropractors, but a handful of people came up to me and told me that they watched that, oh, I know you from sublux nation. I know you from the, the summit. So that, that was, you know, that's another re I mean there's so many things you get the impact that you make in people's lives like that. That alone is a pretty big one.
Speaker 2 (24:54):
Yeah. This is, I'm really glad that we, I had you say that right now because those are, in my opinion, there are so many powerful and beneficial reasons to host a summit outside of the leads and, and the monetary impact or the monetary benefits that come. And, and, and I know both myself and I hear this a lot of times, you know, my partner, Dr. Krista, you know, she runs multiple summits every year and she's been doing that for seven years. And you know, every time she gets into the summit, you know, she gets hits a period where she goes, I'm never doing summits again. It's just too much work, too hard. But by the end of the summit, she's like, wow, that was so powerful. Or she gets opportunities left and right from that, which a lot of time sometimes come even months after, like you were just saying. So let's talk actually about that kind of a little bit about the power of running the summit more than once. So was it a, was it a year in between and kind of, what are some of the benefits that you even foresee are gonna happen? If you continue to run, you know, an annual summit, maybe reaching out to some of the same speakers or getting speakers that said no, the first time, like what comes up?
Speaker 3 (26:00):
Yeah. the first one we did between the first one and the second one, I think was a year and a half. And then from the second to the third one, we're gonna do it's about a year. It's like 11 months that we're doing it. And the, your question was how, how, what was your question again?
Speaker 2 (26:18):
So what are some of the benefits that come from doing like an annual summit every year?
Speaker 3 (26:23):
I mean, it's like anything else when you have consistency at it, you are gonna get known for that. You're gonna, people are gonna look forward to it. People who didn't sign up, they were bucket kickers. Now they're gonna actually participate in it and buy a ticket. Not only that, I think that the second year was so much easier to get sponsors. And the third year, my gosh, it's gonna be so much easier to get sponsors because we have rec we have records and stats on what happened, what kind of exposure our sponsors got? What kind of speakers? We got the speakers that we couldn't touch or reach, reach out. I mean, we could have, but they would've said no. Or maybe we did. And they said, no, now that we have a history, we're not just like, oh, they popped up. And they did this thing cuz it was, it was advantageous to them. And they did a summit at the time. No, it's like, no, this is something that we're gonna continuously we're here. Like we're not going anywhere. It's like any other business, you have consistency. You do it long enough. Then it actually snowballs and has an exponential effect. It's not like, oh 10% growth from the first one to the second one, the influence that gets added up the relationships that get added up. It, all of these things they stack up on top of one another
Speaker 5 (27:37):
With the ever summit feature inside the virtual summit software, you can rerun your summit as if it were life ongoing forever with one click of a button. This now lets you continue to use your summit forever. Bringing in qualified and engage leads every month into your business gets more information@virtualsummits.com.
Speaker 2 (28:01):
Yeah. That is so true. Well we're, we're coming close to the end here before we do. I want to tackle sponsors because you've mentioned that multiple times and I know all of our listeners ears are pricking up right now because everybody loves sponsors. Everybody are loves the idea of having sponsors. I, I go back and forth some summits to the other. So kind of talk to us about the sponsors. Why do you, do you consider it to benefit? Do you think it's something that people should do and maybe what's a suggestion or an insight that could help them get sponsors of their own?
Speaker 3 (28:33):
The most important thing that I did that helped us get sponsors was I reached out to the speakers. A lot of our speakers, they put on their own events actual live events. So then I would ask them, can you, do you know who, who are the people that are sponsoring your events? We are going to, again, it's so easy to be like, we're donating the sponsorships to Sherman college or to this nonprofit. So I didn't go, I didn't go or have my assistant go and like Google and just kind of, you know, throw some darts in the dark. We specifically approached our speakers and we said, who do you know, that would possibly sponsor this summit that we have so that I think it, it probably not only became less work , but also it was already an established relationship that they had with the speaker. So I could leverage that relationship and say, Hey, I know you sponsored so, and so's event, here's what we're doing. And again, going back to the consistency, doing it repetitively is the second one we do. We can look back and be like, Hey, we had this much exposure for our sponsors. This many views, we got this many hits, this many registrations we got
Speaker 2 (29:48):
That's so good. Well, Nona, this is Dr. Nona. This has been absolutely phenomenal. I know I've been taking notes left and right. I know our listeners are as well. Before we kind of sign off here, I'd love first. If you have, you know, they're going, we need a little bit more know Dr. Nona in our lives, where can we find her? So let everybody know where you're hanging out at any, any way they can get in touch with you. And then some final parting piece of wisdom for any summit host. That's kind of right out there on the edge, thinking about doing it. What should, what do they need to know to take that step?
Speaker 3 (30:20):
I'll tell you what my advice would be first. So my advice would, if you're on the edge and you're thinking, should I do it? Should I not do it? I have this thing that I call like pick up and go, right? Like just pick an idea, pick a topic and then just run or it's called pick and run. You pick one and you run with it. And the worst case scenario you fail. Right. Which is really not the worst case scenario because you fail, you learn a lesson and then you learn from the second one. But sitting in the, maybe energy is not going to serve you. Like it's either a yes. And sometimes it's a no, but if it's a no get out of the game, if it's a, if it's a yes, then then just run with it. If you think it needs to be perfect.
Speaker 3 (31:02):
It's not going to be perfect. It's never, I don't know. I haven't done it enough times, but I'm gonna say, I'm gonna just say that it's probably never going to be perfect. So you might as well do a version of it, but it does get easier. Like I said, the first one to the second one was definitely at least 50% easier to do. And in terms of where to find me, I'm pretty accessible on Instagram. My handle is my first name and my last name. So it's Nona JVE with a D in between. So it's Nona DJ, a V I D. And my website where I share like mindset related things and, and around success principles that sort of quantum leap areas of health, wealth, or connection that website is elevate.me. So it, and that's spelled E L I V a T e.me. But again, I'm super accessible on Instagram. If anybody has any questions about summits or anything like that, I'll be there.
Speaker 2 (32:03):
Thank you so much, Dr. Nona, this has been phenomenal, such great insights. Thank you for sharing with us, your time, your wisdom and your energy today.
Speaker 3 (32:11):
Awesome. Thank you so much for having me
Speaker 2 (32:13):
And thank you summit host for hanging out with Dr. Nona and I I'm Dr. Mark T. Wade, Your host here on the virtual summit podcast. Don't forget to check out all the amazing information and links to everything. Dr. Nona just said over at the show notes at episode 2 36, and we'll see you on the next episode.
Speaker 1 (32:30):
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
Speaker 2 (32:44):
Software. Now, I want to end this episode by saying to all the summit hosts listening right now. I believe in you and you can do this summits are by far one of the most powerful ways to quickly grow your list, launch your platform, make more money. And most importantly, make an impact in the world, even if you're just getting started. So don't get caught up in analysis paralysis because the world needs to hear your message. And there are people who are waiting for you to help them. So just get started. Cuz imperfect action is always better than no action. Thank you and see you on the next episode.

