Speaker 1:
[Inaudible] virtual summits are the most powerful online marketing tool available to grow your list, launch your platform, make more money and create an impact in the world. Even if you're just getting started. If you are ready to take your Semit to the next level, then tune into the virtual summit podcast with Dr. Mark T way.
Speaker 2:
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 summit hosts. Get your summit out to the world in a powerful and impactful way. So let's get started. Hey summit,
Speaker 2:
Dr. Mark T. Wade here, founder of virtual summit software and your host here on the virtual summit podcast. And boy, are we in for a treat with this episode? We got legendary Dr. Brian Mowll with us, and we're going to be getting into a topic that we have yet to discuss. And I mean, he might actually be setting a record on this podcast. We'll get into that in a minute before we do Dr. Brian, I'd love for you to give us some hosts, just a little bit more insight about yourself. 

Speaker 3:
Yeah, sure. So I do a, I do diabetes care remotely. I'm known as the diabetes coach. So we have a variety of programs that we offer for people. It's, you know, it's a consumer facing, so it's B to C and we work with people with diabetes and that's been an evolution I've been practicing for a little over 20 years.
So the past almost 10, I've been exclusively online and use a functional medicine model. So root cause assessment help people to get off drugs, hopefully at least minimize their medication, use lose weight, you know, beat diabetes. And you know, we do that using a variety of tools and resources. I've got three or four different programs we do and podcasts, but mastering blood sugar. And we're going to, I know we're going to talk all about the summits, but the summits have been a big source of leads for me. So we market our program exclusively to our list. I do run some paid traffic, but we just do that to lead generate. And then we, we nurture them before we offer on any of our programs, but the summits and other I've done a few other joint venture type programs have really been our main source of leads over the years. And then we you know, we try to nurture our lists really well. So we, we keep good relationships with our folks. And then you know, we have some supplement sales and things that we do as well, but the main thing is our, our diabetes programs. Well, I love this in the fact that you've been using these summits, we're going to get into this now as a primary source for driving all of this other amazing business that you do. We've got a lot of our listeners right now who are,
Speaker 2:
You know, in a variety of spectrums from just getting started, maybe trying to enter into a side hustle, or, you know, they're like, Hey, we gotta get to a next level. So I want to dive now into the topic of your summit, a little bit of the overview in how many you've done, like give our audience an overview of your summit topic and how long you've been doing this.
Speaker 3:
Yeah. So I've actually done seven summits. I did six diabetes summits. And then last year we did a low carb online summit that I co-hosted. So seven total the diabetes summits really were, you know, my bread and butter, no pun intended there. And maybe I should say meat. Anyway they were really the driving force behind you know, me completely transitioning to online remote care. As we build up our, build up our list and start to nurture them. So those are the ones I have the most experience with. I tried something different last year. And we can talk about why, and you know, what I've seen over the years with the diabetes summit, but yeah, six annual, so one per year. And and then I've, I've done a few other things. I have a master class that I've run twice and running that one again this year as well. It's kind of like a summit model.
Speaker 2:
I mean, this is incredible. This is why I say, I think Dr. Brian here might be setting a record here on the podcast with seven summits. I mean, over seven, almost seven years. Now you were saying you've been running summits. So I want to dive into this because this gives us a wide spectrum of the progress or evolution. If you will, of summits. I know we have a lot of people rushing into the summit space. Now they're super sexy. Everybody's wanting to get into them, but they've been around for awhile. They're not a new strategy and you, you've kind of, you were there for a while. So let's take a look at that first time, you know, take us back seven years ago, when you decided to do a summit, what made you decide to do it? How did you go through a, any kind of, any kind of novelty to that first original summit?
Speaker 3:
Yeah, there's a lot of funny stories from my first summit. So I've done out of the seven of them. Let's see, four of them I did with with some help and three of them we did on our own. And the first year was totally on our own, mostly on my own. I, I pretty much did that all myself and didn't even tell my team. I was doing it until probably a month before it launched. So it was a, it was an, it's an interesting story. So I live right outside of Philadelphia,
Speaker 1:
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 with no tech skill or team needed. You can try out the virtual summit software free@virtualsummits.com, but hurry, this is a limited offer.
Speaker 3:
And that year I had a, I actually had five clinics and was driving from clinic to clinic, but we got hammered with snow that year and I was doing diabetes care at the time. So they were called Sweetlife diabetes health centers. And there were sort of micro clinics and other doctor's offices. So I would have a room and share their staff and so forth. So I would sit in my room and people would, you know, come in and see me and I would do some phone remote care, but it was maybe 5% of my practice at the time. So we got hammered with snow. We had a blizzard, it seemed like every single week that, that winter. And so there were many days I was sitting in my office with no patients. And I had heard about the summits. My friend, Dr.
Speaker 3:
Tom O'Bryan had done the gluten summit right before that. And it, it was like a huge success. And I started thinking about it and said, well, maybe I could do this. So I called Tom, I actually talked to his sister and got tons of information from her. She was she was super helpful, basically walked through, you know, how to do it a to Z. And so I said, well, I think I can pull this off. So I thought about it for a couple of weeks. And then one Saturday I was sitting there at home and I had very few contacts. You know, I had met a few people, but I didn't have the type of network, you know, that I've established now largely through summits, which has been helpful. So I, I wanted to get Mark Hyman on and Mark, you know, at that time was promoting summits and he, you know, had a big following huge list still does, but he was, he was much more freely willing to promote at that point.
Speaker 3:
And so I just started typing email addresses in trying to guess his email. And I think on the fifth or sixth one I actually got a reply back. Sure. Count me in. And so it was just a, you know, email that I made up, you know, Hey, I'm doing the summit, you know, we'd love to feature you, blah, blah, blah. So you know, I got a bunch of those response, you know, those bad email responses back. And then finally I got an email back from that said, sure, count me in. And I was like, okay, I guess I'm doing this thing.
Speaker 3:
So that was sort of the the confirmation for me that I, you know, was going to actually do the summit. And so so on that day I started doing some planning, made a list of the other people I wanted to get in and, and started asking for emails and contacts and so forth and, and and put it together. But so that was the beginning. It was a lot more work than I anticipated. I told you right before we got started, my original goal was to do, you know, audio with slides for that one. So I did audio interviews and I started to put together the slide presentations and they took so long for me to edit and do the slides that I got about three in. And I said, I can't, I just can't do this. So I ended up just putting like a picture of the speaker up and a picture of me up next to them and the audio content, even with that though because I was still full-time practice, you know, and, and, and doing this all on my own, basically I was editing and I think it was an eight day summit.
Speaker 3:
We had like 52 speakers. It was ridiculous. And I remember I was editing the day eight presentations on day six of the event, trying to get them loaded up. I think I didn't sleep for a week like literally two hours a night because I was up, you know, until three, four o'clock in the morning trying to edit content. So I do not recommend doing it that way, but I was on a shoestring budget and had no idea what I was doing. And it ended up working, you know, it, it brought in, you know, 45,000 new contacts to my list, which was pretty good for a do it yourself first year summit. And and you know, sort of launched from there.
Speaker 2:
It is incredible a do it yourself bringing in 45,000 leads. That's awesome. And of course, when you reach out and you get the influencer to say, yes, you're, you're in, you're in, you can't pull back at that point. Well, let's let's kinda break these apart. Now. I know you've done a variety. You've done the same summit, a variety of different ways. And over, you know, over the years, what would you say has been one of the biggest things that has changed from like the, over the years with summit, whether, you know, whether it's your summit in particular or just how you've seen some it's happening. This could be a good thing. It could be a bad thing, but just what have you seen changing?
Speaker 2:
Yeah, it's interesting. I think I think there's a lot and a lot of it comes from some exposure. So you know, there are, there are people who get a lot of health information online and will consume summits. There are, there's obviously some new audience that comes into each summit, but, you know, I don't, I haven't done the numbers, but I, I would guess that it's a smaller percentage, you know, maybe 20, 30% is new to the summit world, maybe less than that, you know, on any given summit. So a lot of people will be, you know, this won't be their first summit that they've to, right. So with that comes some positives and come some challenges. So I think the positives are, they kind of understand how summit works, you know, the majority of your audience like that first year I did a summit, there were very few summits.
Speaker 2:
So people were totally confused about, you know, how summits even worked, you know, how to access the talks and why do they go away after 24, 48 hours, you know, Oh, I'm cheated. This is, you know, BS, you know, blah, blah, blah. You got a lot of that kind of stuff. Whereas now pre people pretty much understand how it works, so we don't get as much of that. So that's good. You know, on the other side, I think it's you know, they still sell well, but you know, sales have taken a little bit of a dip, I think. And there is I think the the responsiveness of the list after the summit is not as good because a lot of people are now just opting in for the summit. And then, you know, they just people are, people are pretty crafty now.
Speaker 2:
Like I've noticed people even have summit email addresses that they use. Like, I've, I've seen people I've seen like Dr. Mole, diabetes summit at, you know, yahoo.com as an email list. So it's like these people like are creating email addresses just for that summit. And then they, you know, trash it afterwards, I guess. So, so there's a lot of that too. So, you know, we lose now probably 20 to 30% of the list after a summit not lose it, but they're just not, you know, sort of active you know, hot leads. Whereas that first year you know, we had a lot more responsiveness out of the list. So, but you know, all that being said it's still an amazing tool. You know, I mean the a few years ago I thought summits were dead. You know, I really thought, geez.
Speaker 2:
I mean, there's this summit every weekend now, multiple summits every weekend now. So like, this is just not going to be good anymore, but that has not proven to be the case. I mean, I think people still really love them, enjoy them. You know, the opt-in rates are still really good. In fact, they seem to have gone up. I mean, I think we were 50%, maybe 55% that first year, you know, now you know, having them opt into like a lead magnet or some sort of special bonus, you can get 75, you know, 78% opt in sometimes on some of these tools. So, so I think we've had to be more creative. You know, we've had to, it used to just be a registration page. You know, now there's all sorts of tools and resources, the registration gifts. I think that first year I gave just like a workbook for the summit.
Speaker 2:
You know, now, you know, now there's a half dozen registration gifts, the the gifts to get people to buy, you know, the, the bonus package has definitely evolved, you know, now, instead of just, you know, I think I surfed around the internet for like freebies that I could throw in as a bonus package, you know before, you know, now we're trying to get people to give, you know, valuable courses, things that people actually pay for as, as bonus gifts for sales, especially for some of the, you know, bigger speakers. So I think, you know, you had to get more creative. We do, you know, we we switched that second year to like a video hybrid where it's, you know, it's, which I think most people were doing now, you know, and it's it's a you know, like a zoom call with I like to integrate some slides, definitely not necessary, but but I think it adds a little touch.
Speaker 2:
You can you know, you can add some B roll in there from, you know, there's lots of sources where you can get you know, 20, $30 membership for unlimited amount of of B roll video that you can cut into the presentations if you really want to make them interesting. But I think, you know, that's the point is trying to, trying to get a little bit more creative, show something a bit different. Maybe the, a registration page is a little different, but for the most part we've stuck with a pretty consistent formula and, and it still works. So, you know, like if it's not broke, don't fix it. Right.
Speaker 3:
So true. And I love that you're, you know, these, these items that you're talking about. I, I agree completely. I've seen that expand as well, and I love how you said, you know, at a certain point, everybody thought summits were done and over, but now, you know, we're seen as quite the opposite. So with that being said, now, you, you, you're, you're seeing the things that are increasing. You're seeing you've done summits, both built from scratch bootstrap, bootstrapped to build from scratch, with a budget to even having other consultants build out summits for you kind of talk about the pros and the cons to each, because there's benefits to doing all three of those. And there's also some cons to doing all three of them and talk us through that.
Speaker 2:
Yeah. So, you know, I think there's a risk assessment that you need to do also before your summit. So I, I have seen a few people get into trouble, you know, hiring com expensive companies, where they were going in with, you know, an overhead of $50,000, you know, that they had to meet before, you know, the event becomes profitable, you're paying affiliates 50, 60, 70% of the sales. So you can easily, you know, go belly up on a summit too, if you're not careful. So I do think that, you know, if you're going to do it and you really want to make it a big event, you know, I don't know, even I would even say 20, 30,000 plus leads just realize what you're in for it like this. You need to take it very seriously. You know, it's gotta be something that you fully commit to because there are expenses.
Speaker 2:
So you have to realize that, go on it. Now you can do a summit that, you know, you could probably throw together for five grand. And you know, if, if, you know, for that kind of summit, you bring in a few thousand leads, you know, your sales are decent, you're fine, you know, and, and, you know, so, so there's different ways to do it. I always like to go big if I can. So for me, you know, it's it's worth the risk. And so if you're really going to go big some of the things I recommend doing is, you know, I recommend hiring a an affiliate manager, even outside of the company you're working with, because I think you know, let's say you're working with a company or you're doing it yourself. If you're doing it yourself, then I highly recommend getting an affiliate manager. And there's lots of them out there now,
Speaker 5:
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 com
Speaker 2:
If if you're working with a company to do a summit, they may have that service and I'm not sure Mark, if that's something you guys provide and it's, you know, it's, you know, it can be really good, but if you want to go big, like if you really want to expand your network and you want a huge event, I think it's beneficial to have, you know, another person who's sort of working for you also, and only for you and well, not only for you, but you know, specifically for you. So, you know, that's something that, that you can think about. Affiliate managers are, are not cheap. You know, they're going to be probably two to $3,000 a month or four or five months plus they're going to take a piece of the commission, you know, might be 10% of your overall sales.
Speaker 2:
So, you know, you have to realize that's you know, another big investment and you might not want to make that investment again. I think if you, if you really want to go big that can be helpful. I definitely don't recommend doing a summit yourself. I would not try to create you know, on your WordPress website, a registration page, and try to host all the content on there because I mean, in all likelihood, you're gonna crash your site. You're gonna, you're gonna anger a lot of people. You're going to lose a lot of sleep. You're going to be massively stressed. You know, you're, you're gonna kill your sales. And if you have a customer support team, you're going to crush them, you know, with, with lots of angry emails and so forth. So I, I definitely do not recommend doing that.
Speaker 2:
I think working with a platform like yours takes a lot of those headaches away and it gives you that template to be able to take at least a lot of the work you know, off your plate and, and, and make it, make it easier, but running a summit, it's never easy. So you have to realize there's going to be some risk go big. If, you know, if, if, if you want a big response and and, and just commit to it, you know, this isn't something that I would do, like I did that first year, which is, well, let me let me see how it works and, you know, I'll play around with it and, you know if it works great, if it doesn't now, you really need to make that full commitment to it.
Speaker 3:
Yeah. Unless, unless you're sitting around with nothing to do for a couple of months, you probably should get some help. I'm right there with you. The first summit we did well, I mean, almost 10 years ago now built from scratch, look like a third grader built. And I was like, what am I doing? But glad we did it. Right? Glad we've learned those lessons, Brian,
Speaker 2:
Just on the other side, there's very few things you can do. That'll give you an infusion of warm or hot leads who, who already, because of the nature of the event, know like, and trust you at the end of the event, you know, you get through a summit, you've got whatever it is, 5,000, 10,000, 50,000, a hundred thousand people who not only are on your list, but know who you are. See you as an expert have already built up some affinity for you. You just gave them a tremendous amount of valuable content for free, or, you know, at a very low cost of admission, not admission, but for the, for the recordings or whatever. So there's a very few things that will bring the return that a summit will so true.
Speaker 3:
So let's dig into this, the concept. I mean, you've done these for years now, and it's something we, you know, we regularly talk to, to our audience about is the power of not just doing a summit as one in Delon or doing a new summit every time, but the power of having an annual summit at the least that keeps going and, and brings kind of attention. What are your thoughts on that? What benefits have you seen by having this summit six times and not, you know, not changing it to a new topic every time. Talk us through that.
Speaker 2:
Yeah. So I think there are benefits and there are drawbacks. So I'll share a little bit of both. You know, I looked at it like, well, you know, there's a, there's a diabetes conference every year. You know, there's Mindshare conference every year. There's, you know, all these events are annual, so why not have my event every year? It makes sense. It's a, you know, it's a little bit different cause it's public facing. So you know, these people may not be as rabid for new information as business professionals might be. But there are some benefits and, and one of the benefits is people who are expecting it and looking forward to it, especially on my list, but also, you know, out, you know, out in the, in the internet sphere, there is a there's a little bit of an affinity that builds up over the years.
Speaker 2:
So, you know, number one, you become like there's power in having a niche. And you kind of carve out that space for yourself. You know, if you're, if you're doing a, I don't know diabetes summit one year and a thyroid summit the next year and an IBS summit the next year, it's, you're kind of all over the place and you don't get known as the, you know, gut person or whatever you want to focus on. Now, you could maybe do some variety around that. Like I could do you know, diabetic neuropathy, summit you know, diabetic eye health summit, or something like that. But but I found that having that topic and just hitting it every single year really got me to a place of being the go-to expert, not only for my clients, but for other professionals.
Speaker 2:
So, you know, people like, you know, our friend JJ, Virgin or others after she's been on my summit three or four times now, all of a sudden I'm the diabetes guy in her mind. So she wants to have someone come on about diabetes, on her podcast. She reaches out to me. So I think having that expertise in that area brings some benefits. Also my list, you know, looks forward every year to that event and I'll start getting emails wins the diabetes summit this year, you know? So it's a smaller percentage, but you know, they're still there and they're, and they're coming in. Some of them do buy it every year. Now the downside is that sales definitely declined over the years with the diabetes summit. So, you know, it, it started to become some repeated speakers. I did try to vary the speakers quite a bit every year, but you know, it would be hard to bring on 35 new speakers every single year.
Speaker 2:
So so I brought in some of the same speakers, different topics and so forth. But but I think, you know, after three or four people, you know, it's like, how many diabetes summits are you going to buy? You're going to have six or seven. Maybe some people do. I mean, I, I do that. I buy some, some conference recordings. I've got a paleo effects for a number of years. I've got a traffic conversion for a number of years. So I mean, I do, I do that. And some people do it for my summit as well, but I think there's a people are less likely to buy if they've already been to two or three diabetes summit center, if it's something fresh. So that's the debt. That's, I think the biggest downside it's a little bit harder and, and the other thing is other affiliates, you know, they sort of feel like didn't, we just do a diabetes summit, you know, so there's a little bit of a a little bit more of a barrier for some of the affiliates to promote than in years past.
Speaker 2:
And then quite honestly, some affiliates don't do that well with the diabetes topic. And, you know, they know that now. So, you know, some of the bigger affiliates that promoted me, you know, the summit and the first or second year or now, like, and it didn't really do that well for me. So I'm not going to promote again. So, you know, if we're, as if it was a different topic, they might be willing to try it out. So, so those are the downsides and the, you know, in the upsides, I love doing an annual event. I think I think the advantages probably outweigh the disadvantages. The biggest one for me is you become the go-to expert in that area.
Speaker 3:
Yeah. I mean, for sure. And I can just think on the top of my, my mind, you see that you see those summits each year and it's a has passed, but it feels like they're right. You know, right after each other, you're like, Oh, if I need it, you know, diabetes guy, I'm going to Dr. Brian, if I need a Lyme's guy, I'm going to Dr. Jay, you know, things, but I will also, you know, for, for our summit hosts listening in here and, and put a counter perspective if you have a professional niche versus present consumer in the healthcare space. Yeah. And our other company, Dr. Krista she does continuing education for doctors. So every, that same
Speaker 2:
Group of it's the same community, it's built a tight community and they're looking forward to it and purchase it because it's education that they need. It's new education versus, you know, maybe people that aren't like you, and you had mentioned that like a business professional, you're not craving more information ongoing. So if you're in that business side or professional side there is some big ups for you. Oh yeah. Big time, Dr. Brian, as we kind of get close to wrapping this up here, one thing we can't get off without talking about it is, is how to make it different, because if you are doing it from year to year and you just did it the same way every time, I could definitely see some fall off. But you, you always sprinkle some awesome sauce in there from year to year. So kind of talk us through your thought process on how you keep it fresh, new and different, even though it's kind of the same topic.
Speaker 2:
Yeah. That's interesting. And I, I do think about that every year. Like how can I make this vent look a little different? So, but at the same time, keeping consistency. So like we redo the logo every year. But it always has a similar feel like the first year, for whatever reason we put mountains in the logo. And so like every year it's got mountains in there and, and, you know, and we always use sort of a, like a deep, like blue color as part of the logo, sometimes there's black in it. Sometimes there's more white, you know, sometimes we've thrown a color in yellow one year, I think, but it's always got like the same deep blue color in there. So, you know, those are some similarities, so people know, okay, yeah, this is the same event or the same you know, this is the diabetes summit, but it looks a little different. And same thing with the pages. Like I don't reuse the same pages that we used a year ago. We redesign it from the ground up again, sticking with a similar format, but the look is a little different. The fonts might be a little different. The speakers might be square instead around the images, you know, that type of thing. So we try to try to vary it up. You know, the trailer is obviously going to be different every year. We re you know, reshoot the trailer every year
Speaker 5:
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 as a virtual summit.com.
Speaker 2:
Then I, I like to do something different in the interview. So like maybe we'll use a gallery view one year and a speaker view the next year. You know, maybe we'll do a border around it one year to make it look a little bit different. Sometimes we'll do more slides. Sometimes we'll do you know, some sort of video footage in there to highlight some key points? One year I don't think I did any of that. I think we just had the speakers. So, you know, there's different ways of doing it that like that. I've had themes for each day. So I did have like one year we did, we had a neuropathy day, we had an iHealth day, we had a sexual health day. We had a brain health day all related to diabetes, but sort of different focuses.
Speaker 2:
So that's one way to change it up a bit, obviously bringing in some new speakers and highlighting those, having some of the old favorites, you know, standbys, but bringing in some new speakers each year, I think is really important. One year I did a little present, like I had a, a short presentation every day. So it was almost like I shot a, you know, an informational video on a particular topic. One year we had a cooking demonstration each day. I've done Facebook lives with one of the speakers every day over the course of the event with Q and a. So there's different ideas like that, that you can kind of throw in each year, some years we've had sort of workbooks that fall along with the summit. You know, we've done a recipe of the day, you know, on, on certain summits. So in the email send, you know, that kind of thing. So you just try to throw a new idea in each year to keep it a little bit fresh, a little bit different, change the look up a little bit. I think that's enough usually without drastically changing it to just to make it seem interesting. It's also something you can talk about, you know, Hey, this year we're doing this, you know in, in the initial emails and it's just something to get people excited about. Yeah.
Speaker 3:
There there's some power in familiarity as well. Like keep changing it, but you know, people may not want a drastic change in the format like, Oh, instead of recorded, we're now going to do everything live streamed or, or whatnot. Amazing Dr. Brian, this has been phenomenal information. I know everybody's like, wait Mark, I need, I need some more Brian in my life. So let everybody know where you're hanging out at and the best way to get in touch with you. Sure.
Speaker 2:
So my website is Dr. Mole.Com. we do have a we ended up putting together a best of the diabetes summit. So I think that's on the website. If people want to check it out, opt into it and see what it's like. And then I have a podcast mastering blood sugar podcast. You can check out on iTunes, Google play. Obviously that's going to be blood sugar focused, metabolic health focus, but love to love to share good information research and a great guest speakers there. Which one I'll mention this too is oftentimes we repurpose content. So, you know, we'll throw up. I haven't I've heard that if you put the whole video up on I up on a YouTube that it's not great for search. So we started doing snippets, you know, like a 10 minutes snippet or an eight minute snippet from an interview and then sending them back to the podcast or sending them back to like the best of the diabetes summit to, you know, for more, but repurposing content is huge. So you can repurpose it back to YouTube. You can repurpose podcasts for summits, summits for podcasts. So and you know, you just put different bumpers on the beginning and end and people, sometimes they notice sometimes they don't, nobody seems to really care. So it's a it's a great way, you know, you've already got this great content you might as well use it. So, so we do that with a podcast as well. So anyway, Dr. Mole.Com, D R M O w L L is the website and mastering blood sugar is the podcast.
Speaker 3:
Well, we'll make sure we have that in the show notes. You also said, I mean, we could keep this thing going for hours here, Dr. Brian, but you did say one other thing that I can't believe we didn't even mention it during this. We have to mention it is the best of summit. So when you're actually doing multiple summits, you can go through and pull certain people from summit one summit, two summit three, and create a whole new summit without actually creating a new summit. So check it out
Speaker 2:
That one's evergreen. So it's, it's, you know, that one's sort of always available. We run them through like a like they get like a six pack or something of presentations that they can watch for free. And then there's a, you know, a sales offer.
Speaker 3:
Awesome. Ah, Dr. Brian, thank you so much for sharing with us today, your time, your energy and your wisdom.
Speaker 2:
Dr. Mark, thank you so much for having me enjoyed our time here today.
Speaker 3:
Thank you. And thank you summit host for hanging out with Dr. Brian and I I'm Dr. Mark, 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 the show notes, to get links to all the amazing things Dr. Brian just shared with us, and we'll see you
Speaker 1:
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 all always better than no action. Thank you and see you on the next episode.
