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 Semitism,
Speaker 2 (00:18):
Then tune into the virtual summit podcast with Dr. Mark T Wayne. Hi, 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
Speaker 2 (00:40):
A summit OHSU, Dr. Mark T. Wade here, founder of virtual summit software and your host here on the virtual summit podcast. And I am extremely excited about this episode today, uh, for a variety of reasons. One, we're going to be talking about some topics that are so important. So get your pen and paper ready. We got to do it, but two, we get to interview a friend of mine. Who's not normally on the front side of summit, so we're going to get into some of the logistics and technical components, which I love hearing about. So get ready for that. Now we've got legendary Jeff sands with us today. Jeff, before we dive into all of the amazing summit, goodness, we're going to talk about, I'd love for you to just take a few more moments and tell our summit hosts just a little bit more about yourself.
Speaker 3 (01:25):
All right. Um, yeah, so my name's Jeff sands. And, um, so just to give you a little background, um, I'm a former Marine Corps officer, uh, have a master's degree in political science. Um, I have some corporate, uh, quote unquote real world experience, um, used to work for a home builder was an upper management. So like I have a lot of like kind of business experience. Um, my wife, she's a naturopathic physician and her and I are co-owners of glow natural wellness. And so she's normally the face of the summit. She's the brand, she's the image. And I'm the guy behind the scenes trying to keep the wheels on the bus. Um, and so her and I kind of branched off quit our jobs, uh, gave away everything we owned and decided to take a chance and build our own business. Um, and so it's been for, I guess, five years now, um, and we've grown go natural wellness has become, you know, profitable, successful, still has lots of legs to grow a lot further. Um, during that time we've primarily built our lists through summits. And so we have tons of experience, knowledge on how to do it. Um, just starting out, um, you know, bringing in 800, 900 leads off of summit. Um, that was the first one and rolling right into another one six months later. Um, and just cranking them out and learning and building to the last one we did, we brought in 72,000 leads off our last summit. So, um, so we've come a long ways and you know, that's kinda my, my background real quick.
Speaker 2 (03:04):
Well, and when you say you have experience with summits, you're not underestimating or under exaggerating that you've done eight virtual summit. So there's a lot of experience and wisdom there. Let's dive into that a little bit. Why don't you talk us through maybe the evolution of your summits? What did it start off at? What was the last one and kind of what's evolved over the past?
Speaker 3 (03:26):
Yeah, well, I mean, the evolution of the summits has been tied to the evolution of the business has been tied to just learning, um, you know, our product, our offerings, how to market, um, you know, like one thing that, we've one thing that I've learned. And one thing that I tell people that are trying to get into the, like either a virtual business or virtual health space is like marketing is 50% of your job. Like that's half of what we do is tied in, tied into marketing. And, um, and so the S the summit component, you know, has a lot to do with that. Like, that's kind of like, that's our list build, right? Like, like since we have a health practice, the business side is helping women that are interested in health, you know, uncover causes of, you know, the underlying issues, health issues they're having.
Speaker 3 (04:20):
And that's like 50% of what we do, but then the other 50% is really like, figuring out how to, how to get an audience, how to get a following, um, you know, how to get, because we don't have a door, uh, you know, a brick and mortar that people can come knock on. And, um, so we've got to attract people and we've got to build that audience. And so summits have been that, you know, way to attract those people and, and starting out, um, doing it, like, I mean, it was, it was one of these deals where it was like a crappy camera, crappy lighting, you know, and like a, you know, just the corner of the room, you know, like bad makeup, Michelle. I mean, my, my wife, like, I mean, she's, she's probably interviewed a few hundred people now and she's been on a couple hundred, a hundred summits.
Speaker 3 (05:09):
So starting out, like, you know, you're, you're riddled with nerves and, you know, you're a lot of ums, a lot of like, you know, just trying to like, um, you know, figure it all out. And I think like, if you watch her summits now, and you're trying to start one your own, you'd be like, Oh man. And I've heard people say this, like, like I can't do that. Like, I can't like, it looks so good. It looks so clean. Like, you guys know what you're doing. I can't do that. And it's like, well, neither could we starting out. Like, we couldn't do that, but you really gotta, like, you really gotta be like, you know, just kind of throw your feet in the fire. And we're the type of personalities where we, we jump. And then we look, you know, like we take a lot of risks.
Speaker 2 (05:53):
Virtual summit software makes hosting a summit easier than ever. The only software in the
Speaker 4 (05:58):
World designed specifically for hosting a summit, lets you set up a summit in a matter of hours with no tech scale or team needed. You can try out the virtual summit software free@virtualsummit.com. But hurry, this is a limited offer.
Speaker 3 (06:13):
And uh, and you gotta be, you gotta be comfortable being uncomfortable, you know, being, getting out of that comfort zone. And so when we started out, like it was like really kind of, you know, a gaggle and um, and you know, we did one and six months later did another and we just started cranking them out. And when we first started, like I said earlier, like it was like 900 leads. And then, you know, after doing a couple, we got like 2000 lanes. Um, but as we did it, like we got better editing videos, you know, we got, we built, we networked, we built relationships like that. That's a huge, huge component. Right? Like starting out. It was like, okay, maybe we can get this person on our summit, you know? And it would be like attrition, it'd be emailing hundreds of people getting going to their website, go into their contact forms, like doing everything we could to try to get somebody to be like, yeah, we'll be on your summit trying to get bigger names if we could and then trying to get them to promote.
Speaker 3 (07:14):
Um, and then now years later, you know, we, we do a summit and we're turning people down, you know, like returning people down that have list sizes that we could have only dreamt of promoting initially. Um, you know, so just the whole like tech, marketing, networking, you know, the whole like understanding the whole funnel, the whole process has just really evolved over time. And you know, we've learned how to get affiliates, to promote and build a list. We've learned how to monetize the backend. Um, so when we get that list, we're actually making money. So, so yeah, I mean, it's been a, it's been a journey
Speaker 2 (07:55):
Now we're going to, we're going to get into the, the speaker promotions post summit offers here at momentarily, but I want to stay in this, in this topic for this moment is, you know, having done, you know, seven, eight summits having gone from, you know, hundreds of leads to, you know, 72,000 leads, what, what kind of, what, what maybe system or framework have, do you feel has come out of your summits that you feel is important? Like when it comes to, you know, how many speakers, how many days, like have you found kind of a sweet spot or is that still something you're analyzing?
Speaker 3 (08:33):
Yeah. I mean, we've definitely found a sweet spot, but like you have to understand when we first started it, we were the tech people, we were the copywriters. Um, you know, so as we've at this, where we're at now, we have a copywriter, you know, we have a web developer, we have people that facilitate all the things, you know, initially it was me creating the landing pages. Um, you know, now I have a guy that can do that for me. So it gives us more flexibility to be more robust now and produce a better summit. Um, but I would definitely say, um, you know, we stay probably within 30, 35 speakers, um, you know, starting out, I don't think 20 is bad. Um, I've seen people do so much with like 60 or more. And that seems like, kind of crazy to me. Um, it seems like it might water it down a little bit, but at the same time, like that's would be a lot of work to interview all those people.
Speaker 3 (09:31):
Um, you know, it is, it is, it is time consuming. I mean, even though we have other people that can edit videos and stuff from Michelle, we only have one person that can interview. So, um, you know, and we've discussed actually discussed a little bit in the past about splitting that up and maybe having me conduct half the interviews so that we can kind of handle the volume, but for her, when she's running, you know, she's the face of the business she's creating the content. Like she's the brand for her to also dedicate time. It takes to interview everybody. Um, you know, it's a ton of work, so I wouldn't go more than like, you know, 30, 35. And the thing is, is what you'll find is that there's going to be five or six speakers that you interview that bring in 80, 85% of your leads anyway. Um, so, you know, when we look at speakers, now we're looking at more, um, you know, like kind of like a return on leads type of thing. Um, you know, so you probably don't need quite as many if you get like some of those names. Um, but, but yeah, I mean, that's kind of like, that's kind of where I would where I'd keep it. I dunno if that answered the whole question
Speaker 2 (10:42):
That that absolutely is. And, you know, as you said, it kind of depends on where people are at time-wise as well. There's, you know, sweet spots and I love that feedback. Well, let's kind of, let's dive into that now we're on the topic of speakers, you know, you've found, um, some incentive, some ways to really help mode. Let me even take one step back. One of the biggest challenges right now in summit is getting speakers to promote. We're seeing upwards of 60% non promotion rates, meaning 60% of the speakers, the ones that said I will promote still not promoting on summit. So you've had some success in finding ways of encouraging and motivating speakers to play full out on your summit. So let's hear some of those ways that you've gotten speakers to really show up and help support the summit.
Speaker 3 (11:30):
Well, one of the things like when I look at how to get speakers to promote, I think about what gets us to promote, right? Like what incentivizes us to promote. And I've learned that there are certain speakers that are really good at getting us to promote. Um, and a lot of times there's a monetary incentive in it. For example, Jonathan Otto is amazing at getting people to promote. We love promoting for him cause he does amazing, uh, cash prizes. He gives really good, um, affiliate payouts, uh, you know, I, I think he has high conversion rates. He really knows how to monetize his funnel. So we make a lot of money, um, promoting for Jonathan Otto. Now he's a friend of ours, so we would promote for him anyhow. And we do a lot of recepts and he promotes for us. So we have that relationship that that relationship is not always going to exist.
Speaker 3 (12:28):
So you kind of fall back on that, that monetary thing. And when we started out and I've seen a lot of other summits that we've been on, that we've done where I kind of wonder, well, why are from affiliates promoting this? Or why are we in the market is saturated a lot of times with, with summits. And so you're kind of like, well, okay, what are we going to promote? What are we not going to promote? And, um, and, and our whole, like our whole, we have other affiliate offers, not just summits and, and we've gotten really good at understanding what makes someone want to promote something. And it took me a long while to understand that because for awhile, I always thought it was about the networking, the recent networking's important, but, but it's, it's a lot to ask someone to do a favor for you.
Speaker 3 (13:19):
And it all be about the reset. Whereas if you can move, you can incentivize someone financially. Then, then it's easy to get them to want to do it. They want to do it. Like I want people to want to promote our stuff. I don't want to twist her arm. Um, so in order to do that, you know, there's different ways to do it. Obviously you could, you could flat out give them a, you know, a dollar per lead, you could say, okay, well, if you, you know, if you promote this a buck 52 bucks, two bucks would probably be high. Whatever you feel comfortable with it, maybe it's even a dollar like you guys incentivize that way. The person knows if they bring in 3000 liens, you know, maybe they make $4,500. And that's a good return for sending out an email and bringing in 3000 leads thing I would caution against though, is if you do that, make sure you know how to monetize your summit. Otherwise you're going to end up blowing it only a ton of money and you're going to be underwater. Um, you know, so, and that, that kind of will bring us on to later about like monetizing, you know, your, your summit, but, uh, but there's gotta be like, there's gotta be a reason why people want to promote, if you want to get the most amount of people promoting it. Let me turn my, uh, sorry.
Speaker 2 (14:35):
So Y while you're looking at that, the question, and I want to keep going down this, what other strategies, what other ideas, what are there things, can you offer, have you experimented with what's worked, what's not, but also with this specific one, um, I know we've, we've flirted with the idea of, you know, cash per leads. Um, how do you ensure, or, you know, are there any strategies or maybe, um, ways you've done it to kind of ensure it's quality leads versus, you know, they're not sending it, uh, you know, whatever, like you're getting quality leads and not quality,
Speaker 3 (15:12):
You know, I mean, that's tough, like, because you're not doing it based on sales. I mean, if you had a really good funnel that had really good sales conversions, then I would always advise doing it based on sales. Um, but at the same time, and maybe you can kind of pick and choose what affiliates you offer, what incentive, but there are, there are people that I feel comfortable giving them, you know, a price per lead, and then there's others that I might not. I mean, hopefully while the people that you're having speaking would be people that would send you quality leads. Um, you know, a lot of the similar spaces that we're in with a lot of these people, like they're, they are the people that are, the leads are perfect for our list. And so, and I've crunched numbers and I have the data and I know what that lead value is to us.
Speaker 3 (16:06):
I know like what the lifetime value is. And so I feel comfortable, you know, spending that starting out. You're not going to know all that. So it's going to be hard, but you might have to make a decision on, um, you know, whether you're willing to invest certain amount, take certain risks, um, to start building your list. I mean, we've certainly made a lot of mistakes financially. I mean, there's plenty of things where, you know, I've lost tons of money, making bad decisions, and that's kind of how you learn. Um, but I also know that if you run Facebook ads to a cold audience, you'd be happy to spend $2 a lead properly right now, if you're, if you're have influencers that are on your summit, that are suggesting you, that it's not a cold lead, it's a very warm lead. It's someone that's, that's, you know, promoting you.
Speaker 3 (17:00):
And that's kind of like saying, Hey, this person knows what they're talking about. So when they come onto your list, it's not the same as a cold lead. And so if you think of it that way, $2 a lead, it might be a great deal. Even if you lose some money on the summit, if you were to build your list by 70,000 leads, you know, um, well, that's a bit extreme if you're starting out, if you want to build your list by 10,000 leads and it costs you 20 grand, that might not be a bad investment, you know? Um, it's just something you kind of have to think about, but you, again, you have to know how to monetize that. Um, Sarah. Yeah. You know, there's a lot of ways to kind of kind of skin that, that cat, but I mean, there's people that are there's people that are, and we've done it that the paid people to help us with summit. Um, and it's cost us a lot of money. And I almost think to myself, well, if I just took that money and just gave it to the affiliates, like, would that not be a better use of those funds and that just straight drives,
Speaker 4 (17:59):
Let's 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, calm.
Speaker 3 (18:22):
Yeah. There's a lot of variables there.
Speaker 2 (18:24):
That's a good thought right there. And I often think about that as well as like, you know, nobody bats an eye with Facebook ads and, you know, like they're sitting at like 10 to $15 a lead versus an incentive like that. And, you know, just to kind of brainstorm on, in and keep the ball rolling with that is, you know, we've, we've, uh, like in my partner summits, you know, have done where we've paid speakers, you know, just given them a speaker fee. And I don't normally recommend that to like people who are doing their very first summit or just getting started, because as you've mentioned, you don't really know what your margins are yet and you don't want to go under, but if you know those margins, you know how to monetize it, if a speaker accepts a payment, they're going to be a lot more likely to follow through with the promotion strategy.
Speaker 3 (19:10):
Yeah. And I think too, like, cause some of the people that I've coached that have done summits, um, there's been some that have, have done summits and they, they haven't really established any sort of virtual business yet and don't get me wrong when we started out. Like, I mean, we were, we put the cart before the horse a lot of times and um, and that kind of incentivizes to keep growing and keep building, but I've seen people build, do summit, build their lists and they don't have programs. They don't have offerings. They don't have, you know, anything on the back end. Whereas like if you had like, you know, some programs and things that, you know have done well, um, you know, once you get that list, you've already got things that you can start selling them into. Um, so yeah.
Speaker 2 (19:58):
Yeah. I agree completely. Let's, let's kind of, uh, adjust angles now and go into the part that matters with that mean, as you mentioned before, it's, you know, it's, you don't want to give out money if you don't know, you can make the money. So let's talk about the strategies that you've put in place to really help fine tune and hone in on that post summit profit strategy.
Speaker 3 (20:20):
Yeah. Well, I mean a couple of things, one is when you're promoting the summit itself, so, or I shouldn't say promoting the summit, but they're on your list, save, they've subscribed, they've opted in. Um, and now you're trying to get them to purchase the summit. Right. Um, and so, you know, obviously getting them to actually purchase the summit. There's a lot of things that go into it. There's a, you know, the content of the summit itself. I mean, if they like you as a host, as an interviewer, they'd like the content material, that's all part of it. Then you've got a lot of, you know, copywriting and, you know, psychology when it comes to marketing and the emails you sent your landing pages, um, you know, a lot of that to get the initial sale and to, you know, incentivize them to buy and then you have your upsells, right?
Speaker 3 (21:10):
So, so basically we're talking about the whole funnel, you know, the whole kind of like sales funnel, um, you know, depending what your upsells might be. I mean, I there's people that, that do it with, you know, the transcripts or maybe they're like, we've done it where upsell was our 21 day metabolic rehab, which was, you know, it's like a three, four week program that we have. And so they buy the 21 day or the summit and they get up-sold to the program. And, you know, and there's, there's any ways you can crack that nut and you can have various numbers of upsells and order bumps. And so what we're talking about here is it's basically monetizing the sales page itself for the summit. And that's one thing, right? And, and that's going to get you more immediate results that you're going to understand, you know, some of them purchases, whether they buy more and whether it makes you money, but that's different than the Summit's over now.
Speaker 3 (22:08):
And I think this is where you're going to make most of your money is if someone's over now and now you've built your list now, what are you sending them through? Um, and you know, I'll tell you one of our favorite things because it works so well for us is, is we like when we early on starting the business and we've tried a lot of different things, one of the things that's worked the best for us is we created early on a, um, a funnel that's based on Jeff walkers. Um, you know, um, there's a PFL and, and, and it's really like, like we bought his book, I read his book early on and it was one of the greatest books. Everyone that is going to virtual space should read his book, like, and, you know, Jeff Walker and Russell Brunson, I've always been like two guys that even though like a lot of people, like when they become more successful, they rise above that.
Speaker 3 (23:02):
But like these guys are kind of like the, the fundamentals, the foundation of, you know, growing a virtual business and funnels. And we use Jeff Walker's, uh, formula to create a 10 day email series with four videos. And it was 10 days of giving them amazing content, amazing videos, amazing information, not selling them on anything in the series is called natural healing made simple. And what it does is it goes through Michelle's process and what she does and how she works and tells them about her past and gives them through, through testimonials and explains to them how to uncover the causes of any of the dysfunction that they're having, having what natural medicine is, um, goes through it all. And people that watch it love it. It's like, it's kind of like a mini summit on the back end. And, and how we designed it kind of was like, okay, well, now that you've been through summit and you've heard 30 different people speak on all different types of things now let's kind of bring it together and let the host explain, like, how do we tie this all together?
Speaker 3 (24:05):
Like, what's the information that you really need to understand from all that. And so they go through the 10 days, videos give other handouts short videos in between. Um, and then on the 10th day, just like Jeff Walker does he to do. And the 10th day, fourth video, 15 minutes left in the video. And that's when we make the pitch. That's where we explain what, what we're selling, which is our it's our it's a 12 month program called the globe protocol. And, and they can book a consult if they, you know, if they want to get more information, see if it's a good program for them. And then it's a five day sales sequence after that, that tries to get them to buy. And, and it does extremely, extremely well because people have already been warmed up to the summit. They like Michelle, as the host to the summit, then they get all this additional education, knowledge information afterwards, what they wish they loved.
Speaker 3 (25:00):
And so they're, they're really primed at that point, um, to purchase. And, uh, and so we drive a lot of people into our signature program. And then from there, we sell them on other programs, our supplements, um, you know, all the other things we have. And then we even monetize a list more by promoting other third party offers, right. Other things that people have that, that tie into, um, our, you know, our program, our, you know, health and natural wellness. And we make a lot of money on from that. Um, you know, so there's a lot of ways to kind of do it, but like that's kind of our process. And so when, when we get 70,000 new leads, um, I'm sending them all through that and we actually have to like, kind of stagger it a little bit. So we don't have too many people buying at once because it becomes a little overwhelming for us. Um,
Speaker 2 (25:49):
That's one of those, you know, like those kind of problems you want to have, um, now, and I know this is, you know, we're, we're talking post summit offers here, so there's a little bit like not specifically on the summit, but all ties into it is the revenue made after the summit with this database. But I'm kind of curious, you know, you ha let's say you've got that 70,000 new leads, or even, uh, you know, some hosts, maybe it's their first 2000 or 5,000 leads and they follow this process and we know not all 2,005,000 or 72,000 people are going to purchase that go through. I mean, none of us would be able to facilitate that. I'm curious, what do you have a strategy or what would you recommend, um, for that audience after you've gone through the first cycle of getting people to buy the post summit offer, you have the database leftover of the audience who has not purchased. Do you have a sequence or a series of when you would maybe put them back through that or reoffered again, or do they not see the offer again? And you're just using the third parties of the affiliate offers. What's your strategy.
Speaker 3 (26:57):
Yeah, we'll, we'll, we'll, we'll send, we'll promote that offer every probably four or five months. Um, you know, sometimes in a different way, it might be straight to natural healing made simple, the people that didn't click on it before, um, you know, it might be direct to the protocol itself, assuming that maybe they've seen it. Um, but like we'll, we'll, after they go through that series, we get them, they get put onto our, um, like our broadcast emails. It's like kind of our daily emails. Um, and, and we spend a lot of time nurturing the list. Like there's a lot of people that get their lists and I see it because, cause we'll promote things and I go through I'll often or buy something, kind of see what the, what the sequences and a lot of other people like they, they really hammer their hammer, the list hand or hammer the by the basically, well, could you hear it?
Speaker 3 (27:52):
Well, if they're going to buy, they're going to buy in the first 14 to 30 days, which is a lot of truth to that. Um, but if you're, if you're looking at it that way, then you basically don't care if they're not on the list in 14 to 30 days. And so I'll see people really kind of pound them, um, to get them to buy or get off the list. Whereas we're more, um, you know, building relationships and in, we S after they go through that series and they get onto our regular broadcast emails, we send a lot of like, um, free PDF handouts recipes, uh, do webinars. Michelle actually has a webinar tonight on DNA or on, uh, our DNA made simple, which is, uh, our genetics program. And it's just to educate and people will buy off from that, which is our goal
Speaker 4 (28:40):
With the EPOS summit feature inside the virtual summit software, you can rerun your summit as if it were live ongoing forever with one click of a button. This now lets you continue to use your summit forever. Bringing in qualified and engaged leads every month into your business gets more information. That's a virtual summit.com,
Speaker 3 (29:05):
But she really loves educating. And whether anyone buys or not, we want them to come out of that webinar, learning something, not feeling like they've been trying to be sold something. And so our retention to these lists that we get on summits are like go for years. I mean, we have people that have done lists for years and um, when we do a really good about keeping the unsubscribes, uh, you know, to a minimum, which doesn't mean that we don't sell them because in the beginning, one of the mistakes we made is that was our philosophy. And we never sold anything to people where like, we're like, you know, we'd pitch something, you know, like every six months I'm like, why are we waiting? Or a year I'm like, well, they stopped six months ago. I'm like, well, they probably forgot. Um, and then we went to sell a lot between, so we're a lot more aggressive now about selling, not overselling providing content, just kind of like a mixture you gotta, you know, get kind of get like a balance in that regard.
Speaker 3 (30:01):
Um, but I would say like if you're, if you're starting out and you have like a smaller list initially, um, I understand like a lot of people are doing this with various different businesses, right? Like we deal mainly with the health space and I know you you're, you're working people that are doing summits, you know, all kinds of different, um, you know, areas. But like for us, like starting out when, when we first were getting a thousand and Michelle's getting a thousand, 2000 leads, um, since it was more us and it was more personal, it was more about driving them to book a consult with her. Um, and her working with people one-on-one, um, you know, and we could charge a little bit more working one-on-one and then as we started perfecting and getting better things, it got more about like scaling residual income. I see a lot of people that start out doing summits and they don't really even have a virtual business yet.
Speaker 3 (30:57):
And they they're like, well, it's virtual. I want to scale. I want residual income. I want like, I want to be a millionaire, like what I got to do. And it's like, well, it's hard. And it's a lot of time. It's a lot of investments, a lot of mistakes. Um, you know, so it's been a lot of time for us to get where we can start having like kind of a scalable program. But initially it was like getting those one-on-one consults would open it up. Michelle would have like a hundred consults over like two or three weeks. Now that seems completely, absolutely insanity. I can't, I just couldn't do it. Like she's so busy with other stuff in the business, but you know, that's what we had to do, roll up her sleeves and then she would work with people one-on-one now we have a program now it's all in a, you know, it's in a membership site and this video tutorials. So she took what she was teaching people one-on-one and put it in the membership is teaching them there. Um, you know, so we've kind of, we've got all these systems in place now that allow us to bring in more customers, get more residual income, offer more for less money. Um, so yeah,
Speaker 2 (32:01):
That was absolutely amazing. Jeff you've given us so much amazing insight. I know everybody's going like Mark. You know, I need some more Jeff in my life. How can I get in touch with him? So why don't you let everybody know where you're hanging out and the best way to get in touch with you?
Speaker 3 (32:16):
Um, well right now I'm hanging out in California. We move a lot as Mark knows. Um, so, uh, and you can reach me at Jeff, sorry, jeff@glownaturalwellness.com. Yeah. I mean Michelle and I like it, it works out. I mean, we're obviously married and, um, you know, it's an interesting dynamic to be a married couple and co-owners and running a business together. Um, but like she's, she's the, she's the brain, she's the brand, she's the doctor, she's the kind of the creative one. And I'm the, I'm the tech, I'm the organized, you know, no, I'm the finance guy. And so it's worked really well for us to have that combination. And you know, if you don't have like a marriage like that and you're one or the other, you kind of have to find that other person, whether it's project management or whatever, cause it's really, it's really hard. Like for Michelle, if you're as a doctor, she's not expected to know business management, you know? So, um, so I think that's been a lot of the success to this there's businesses. We work well playing off one another.
Speaker 2 (33:28):
Absolutely. It's the ying and the yang right there. Jeff, thank you so much for hanging out with us today and sharing with us your time, your energy and your wisdom.
Speaker 3 (33:37):
Yeah. Thank you, Mark. Thanks for having me,
Speaker 2 (33:40):
Julian. Thank you. Seven hosts for hanging out with Jeff and I. I'm Dr. Mark T. Wade, your host here on the virtual summit podcast and remember your message matters. And one of the most powerful ways to get that message out to the world is with a virtual summit. Don't forget to check out all the amazing goodies Jeff shared with us
Speaker 4 (33:58):
In the show notes on episode two 14, and we'll see you on the next episode. 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, I want to end this episode by saying to all the summit hosts listening right now, I believe in you and you can do this summits are by far one of the most powerful ways to quickly grow your list, launch your platform, make more money. And most importantly, make an impact in the world, even if you're just getting started. So don't get caught up in analysis paralysis because the world needs to hear your message. And there are people who are waiting for you to help them just get started because imperfect action is always better than no action. Thank you and see you on the next episode.

