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 Summit to the next level, then tune into the virtual summit podcast with Dr. Mark T way.
Speaker 2 (00:22):
Hi, I'm Dr. Mark 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.
Speaker 3 (00:39):
Hey, summit hosts, Dr. Mark T. Wade here, founder of virtual summit software. Your host here on the virtual summit podcast. And I am so excited for this episode because we've got a lot of really cool but important topics to discuss in this all made possible because we've got two legendary ladies here with us, Carmen, Reed Gilkeson and Deandra harder are with us today. We're going to be digging into a summit that they recently hosted which is full of amazing wisdom experience and knowledge. Now, ladies, before we get into all of that amazing summit, goodness, I'd love for you to just take a few moments and each give just a little bit more information about yourself. So our summit hosts know where we're coming from.
Speaker 4 (01:23):
Sure. I'm Carmen Reed. Gilkeson. I am a whole person certified coach and online entrepreneur. I've been at this for about seven years now. And I met Deirdre in August actually, so we're kind of a new, a new business ourselves, but we bring together our decades of experience and we've created something amazing and we've learned that summits are a great way to showcase our expertise and, and really get the reach and exposure that we'd like to. So we're happy to be here, mark. We appreciate it. Yeah,
Speaker 3 (01:58):
Absolutely. Thank you for that. Deirdre go ahead. Give us a little background on it.
Speaker 4 (02:03):
Sure. My name's Deirdre Harter I am a certified public accountant that went rogue and decided to be an online entrepreneur, not doing taxes. And I have been in the e-commerce space and in the coaching space for the past 13 years and meeting Carmen at a virtual event, it wasn't a summit so to speak, but it was a virtual event. And so we just decided to take my financial and business strategy coaching piece and match it up to her whole person coaching piece, to create a holistic way of coaching women over 40 to create, build and scale their online businesses. And the summit has been a, it was my first time putting together a summit or being a speaker at a summit and it was so much fun and a tremendous learning experience. And from a marketing standpoint, it's extremely impactful.
Speaker 3 (03:02):
Love that. And I love how you two came together via virtual event. And now you're really making even more of an impact in the world together, combining those forces. This is amazing. And you, you brought that out in this summit that you just recently hosted. So let's do a quick overview of that summit. Carmen, if you would just give a little overview of the summit, kind of what it was, what was the topic, maybe some of the speaker or like how many speakers you had just so we have an overview of it.
Speaker 4 (03:30):
Sure. So we headed into this first time summit hosts and thinking that we need to find our niche. You know, we want to find speakers that speak to our niche, which is women over 40 online entrepreneurs. However, that was proved to be very difficult because a lot of people don't call that out in their marketing. So we decided to go about it a different way and create something for women over 40 in general, because the reason we started our business in the first place is because at midlife, there's a real big change that happens. And we believe that it's a very empowering change. So we thought let's create something that's very empowering that helps women and all these different aspects of what happened to you in midlife. And we called it the leverage your life summit. We have 30 speakers that covered all sorts of topics from we did the business piece, but there was everything from personal style, personal finance grief end of life planning, just all kinds of things, health and nutrition, you know, we just covered every single thing. So that proved to be extremely popular because there was something for everyone. And it was just a, really, a really great experience. 30 speakers was a lot, but I think it was, it was good because it did cover such a wide
Speaker 1 (04:50):
Virtual summits software makes hosting a summit easier than ever. The only software in the world designed specifically for hosting a summit, lets you set up a summit in a matter of hours. We've no tax scale or team needed. You can try out the virtual summit software free at virtualsummits.com. But hurry, this is a limited, I love
Speaker 3 (05:10):
That now. Deirdre, I'm going to kick it over to you to go a little bit deeper into one area that Carmen just mentioned. Cause I think it's super important for our summit hosts to hear is we always talk about niching down niching down. And especially when we're doing a one day summit, we want to pick one problem and focus on that. But there are times where niching down is maybe not the best solution. So Carmen kind of touched it, but Deandra I'd love for you to go back and unpackage that what was the actual challenge that you were finding and then take us to that moment of what you decided to do because of that.
Speaker 4 (05:47):
Thanks mark. So the challenge was you know, finding people who basically did what we did because in our specialty of business strategy, coaches for women over 40 that's pretty well niche down and to find others that only do that was very difficult. Plus, you know, we wanted to utilize people that that were not so high in, you know, in the realm of things you need, when you're starting out with the summit, you can't go for like the, the biggest, you know, online influencer that there is in your space because they're probably not going to come to your summit. That's just, you know, reality, you gotta start somewhere. So we decided, okay, well instead of that, we, we just kind of broadened our pool of just let's get in the age group and let's get topics that were important to them.
Speaker 4 (06:45):
And from there we, you know, as, as business strategists, we help women at every stage, whether it's beginner or whether they've been in business for a while. And so we were actually pulling in all of those people. So even though we didn't niche down in our speakers and their audiences out of that pool, we did find there were a lot of women in there that already had their online business going, or they were thinking about doing it. And this summit provided them the information they needed to get started and to really dive deep into what does that look like and as a way to leverage their life, you know, to make the second half of their life, the best half of their life. So that problem that we wrestled with and the solution that we came up with, we weren't really sure that was the right solution, but we went with it anyway and it turned out to be exactly right. And there were so many benefits that came out of it beyond just getting the opt-ins and, you know, increasing our own audience.
Speaker 3 (07:49):
One of the strategies that I like to point out with this, that you've, you both have probably already thought of, but our audience needs to know is when you go with a more, I hate to say the word generic because it wasn't generic. It was very specific, but it was specific in the fact that it was open to more of the age group versus the specific specificity of what they're doing in that age group. What happens with this is two things. You know, if you think through it is one, it provides a lot more opportunities for speakers because it's not as competitive in the sense of we're all teaching marketing, therefore we're all competing for the same marketing person. I'm a collaboration over competition person anyway. So I don't normally think like that, but from a, for a speaker's perspective, that makes it much more, oh, well I'm filling this one niche or this one category in the overall thing that can bring me a lot of opportunities.
Speaker 3 (08:45):
The second aspect of this that I love. And I know from your results you are able to do this is you then filtered not necessarily out, but filtered in the people who were ready for the business aspect and you brought many of them in as clients, but what you could do or what are some hosts that are listening right now could do is what the rest of that list. This is an affiliate opportunity waiting to happen. You've got a lot of people there that you could then start to provide affiliate offers or other people's services to which is a whole other stream of revenue. So I love this and I think this was in a very important topic I wanted to touch on for our audience here. Now let's, let's kinda actually skip over to one of the benefits. We talked about this a little bit in our pre-interview chat and I'll let either of you whoever wants to take it first can, but many times we focus on leads and revenue. It's just, it's part of the game. We all like to look at how many leads that our summit bringing in, what was the revenue, that's the goal, but there is so much power and benefit to a summit even above and beyond that. And I know one of those benefits is right in your wheelhouse, something you focus on. So let's talk about that. What was another benefit that you received from, from doing your summit, other than leads and revenue, and kind of talk us through how those played out, how have they continue to play out?
Speaker 4 (10:01):
Sure. So we are big on relationship marketing. That's what we teach our clients. And what that means is you actually cultivate relationships with people, prospects, all that. It's not this blasting out and cold approach. It's a very warm person, a person approach. So what came out of this? You know, we did know a lot of the speakers that came in, but we didn't know a lot of them as well. 30 speakers was a lot and we had to search to make sure we had a broad range, but the great thing that happened. And we heard this from the speakers as well. You know, we had a speaker Facebook group that was just the speakers. So they got to see and collaborate with each other. We got to see that happen, which was exciting. And then when we could see that, Hey, this person and this person would be really good at collaborating, we called that out and they appreciated that.
Speaker 4 (10:50):
And so it was really kind of creating a win-win win for everybody. And so collaboration continues to this day and we work with some of the speakers. We have, we've created an ambassador program for our company and they've become ambassadors, which means that they can refer people to us. It's an affiliate program basically. But aside from that, it's kind of like the sky's the limit, you know, we've, we've all done this. Most of them are coming back next year, you know we're planning on doing it again every year because it was such a big hit with the audience and the speakers, but yeah, the collaboration cannot be overstated. I don't think, I think that's, I think that's almost more important than the leads and revenue, because that is a vehicle through which you can just do more and more and more, and it, it just takes all the pressure off of you when you're working with someone else. So if you can get into that mindset, it's fantastic.
Speaker 3 (11:48):
And it is so important. I think, you know, a lot of times entrepreneurs in general, you know, we are focused on the thing right in front of us. And sometimes we forget that, Hey, in order to scale this, leverage this, or grow this, you're going to need some help and additional resources along the way. And those relationships are great now. And a great way of doing that. Now I want to kind of dig into some, you know, some of the processes or maybe some of the things that came out of it in regards to this. So our summit host can take, you know, some of this away, what were a few of the pieces kind of looking back on it that you go, you know, this was really good. We did this with our speakers, or this was one of the ways we took the speakers from the summit into the ambassador program because I know everybody's going well, how do I get my speakers to do something with me? So kind of give us a couple of takeaways that, you know, even if you didn't know it intentionally at the time, but looking back on it that were really good to help that relationship. And then how you were able to migrate that relationship over into like actionable strategy.
Speaker 4 (12:50):
Well, one thing that we did clubhouse, you know, was just coming out. So we utilize that and we created our own club and room during this time during the pre-launch phase. And we invited all of our speakers in, and that was extremely valuable for everyone because that way we, you know, we didn't have to host it. We weren't the only two there waiting for someone to show up. So we can have conversation about the summit, about what each of us thought about different things, because we had this mid-life, you know, we all are working in the midlife space. So that was one thing. So that got our clubhouse up and running and that can continue on because that way, you know, one of the most powerful ways to leverage clubhouse is to have other experts. Other people come in and then as past Passerbuys come in, you know, depending on the topic of the day, you've got more than one viewpoint, you know, so that you can kind of, you know, take turns on the stage.
Speaker 4 (13:54):
The other one is it gives us we did a we did an interview at the end, like a speaker debrief, and we wanted to do that. Number one, to get feedback, to say, you know, what went well? You know, what did you like most about it as a speaker? And we also asked them, what do you think could have been improved? You know, where did you have any stumbling blocks? So we got very valuable feedback for our next one, just on some of the tactical pieces and, you know, this worked and that, you know, didn't work or we think this could work better. And during that time, that's when we decided right then and there at that debrief, that's when we asked them would they like to be part of our ambassador program because we knew that they, they were loving the collaboration.
Speaker 4 (14:42):
So I think that would be a great time if you structure it to where you've got that debrief happening, you know, you collect everybody's information. We also were asking for testimonials and we recorded every debrief on zoom. So then you already have your testimonials for the next time. And we asked everyone's permission. So that's a really efficient way to get all that gold out of it, you know, in one shot and not take up too much time. Carmen, can you think of anything else? No, I think you covered a really well, I mean as far as the ambassador program, the debrief I think was, was a killer idea and I don't know that anyone else does and I've asked some other people, I'm sure someone out there does, but people that we know that did some of us hadn't done that.
Speaker 4 (15:32):
And I think it's a missed opportunity. So I highly recommended, I will say that when you can make things as efficient as possible, the better, because especially with 30 speakers and we're running a business, there's all these appointments coming up and it can be exhausting. So it's great to tie it all in to one thing, you know, you've got your debrief, you've got your testimonial and then you're inviting them to the ambassador program at once. So it worked out really well. What we're going to do on this next summit that we have coming up in September is kind of use that same efficiency model where we will, we always want to connect with our speakers ahead of time on zoom so that we make sure we're on the same page. We know the mission we understand, but we're going to tie into that a little interview because what I found and what I wished we had done in the first time was give everyone more of a taste of what each speaker was about.
Speaker 4 (16:26):
And I think the best way to do that, you know, we had bios and pictures and stuff and all of all the standard stuff, but to have a little quick clip of hi, who is this? What is our expertise? And what is their goal for speaking at this event can be used in marketing and everything else. So when we invite the speakers this time, they will set up a zoom chat with us, and then we will do that piece at the same time, so that we're not having, we're going to have less speakers this time. We're going to have only like 15 speakers and only do three days. We did five days last time. So we're changing it up. We'll, we'll see how it goes, but everything is a test. And I think that you know, collaboration, efficiency looking at your time and making things work as efficiently as possible is really the best
Speaker 1 (17:12):
Way to go. If you can
Speaker 5 (17:15):
Be sure to check out the speaker management tool inside our virtual summit software, which lets you quickly and easily recruit and manage your speakers on your virtual summit, literally eliminating hundreds of hours of work gets more information as a virtual summits. Thoughts come.
Speaker 3 (17:36):
Yeah, I love this breakdown of the de-brief. I mean, you, you kind of packaged it all into one, one go, I'm a big fan of the de-brief. I think it's a really important, and a lot of our, some of who's listening to this, one of the number one reasons people don't do the summit debrief is because they feel a little bit embarrassed or I dunno the other word for it, but that there's some it didn't do as well as they wanted. And they're afraid that they're, they've let their speakers down is what they're actually really feel. And I'd tell you what the speakers first off, no one really knows what's going on behind the scenes of a summit anyways. Okay. They only play it based off of how you react. So if you, if you ever have felt like you let your speakers down, just show up for your speakers and they're going to feel like it's great, but that summit debrief is a great way to actually open it up.
Speaker 3 (18:25):
Do all the things that you both just mentioned here, because those are all important. Get the feedback so valid introduce a new program that was amazing. And then of course get testimonials. That's just going to make everything else you're going to do better. But it's also an opportunity to say, here's the lessons we learned. Here's what happened because when they see speakers see that transparency and that authenticity right there, they are so much more willing to go to bat. We've all had things that haven't worked as well as we've liked in the past, but that authenticity right there will keep those speakers really strong relationships which is very important. Now I liked that. You talked about the video clip and, and getting that information from those speakers. We, this kind of leads perfectly into the next topic I want to talk about with you, which is you know, the standard or let let's say the traditional summit format is, you know, three to five days for a multi-day summit typically 24 hours for you know, each day for the sessions to be available. Now we have seen a trend happening in the last six to seven months of extending those from 24 hours to 48 hours. Well, you got some really great feedback from your summit and it's changing the direction you're going to do for your next summit. So Deandra, if you want to kind of break that down a little bit, what was that, what was that decision that you, you kind of found out and how did it come to light?
Speaker 4 (19:49):
So during the summit, we have a lot of our attendees. We kept it open for everyone. They could email us, you know, they could talk to us in the Facebook group if anybody had issues. So we noticed that there were several people that were having issues. Now, our audience was not online business owners. And so we realized that you really kind of have to look at your audience. You know, these were just people that just were on social media, but not all the time and not professionally, you know, so they just were occasional users. So they weren't as savvy about a lot of, you know, where do you go and how do I put the link and those types of things. So as we were trying to talk them through, where do you go? And then some of them say, well, I missed a one.
Speaker 4 (20:35):
How can I go back and see it? And we had set it up to where you had to buy the VIP pass in order to get great plays, you know, cause it was a 20, you know, after 24 hours it came down and it was a technical, it was technically difficult. Carmen was, she was the wizard behind the curtain and pulling all the levers. And I know she was, you know, kind of pulling her hair out a few times over, trying to keep up with this whole, you know, making sure it came up and came down and all of that. Plus with the audience experiencing confusion, we decided that we're just gonna get rid of that and simplify this whole thing. Because our goal, when we really look at it is to provide a valuable experience. Now, of course, we all want to monetize it.
Speaker 4 (21:21):
You know, there's, you know, we're not a non-profit organization, so we do have to monetize, but it can be done in a way that we feel in more in integrity of who we are and what we are about. So we're just providing enough value in the VIP pass and all of the giveaways and the free things, and the speakers are contributing to make that worth it. And we're removing that, that, you know, you gotta watch it in 24 hours. Are you going to miss out? Like we want to get rid of the FOMO because in our program, that's what we teach our clients. You know, that's part of the problem is there's too much FOMO. There's too many, it's too noisy, there's too many things. And people just, they just can't manage and handle it all. And so we're just going to take that away and just leave it open throughout the entire span of it and see how this goes. And our speakers kind of, they are the ones who also kind of gave us this idea as well. They thought it would be better. You know, they really were like, well, I'm afraid that because I was on day one and not on day five that maybe people didn't see my, you know, those types of things. So by just kind of opening the whole thing up and not putting in those time limitations, I think it's gonna solve all the problems for everyone in that respect.
Speaker 3 (22:38):
Yeah. That is a really, it's a really great way of listening to those speakers and applying that moving forward now. I mean, there's no right or wrong ways with this. Some people want to do the 24 hours. I like the 48 hours. It gives them at least one day, but still create some of those boundaries. But then you're also going to take this and you're not just going to do it for the future, the standard kind of summit route. Right. You're deciding to take this in, in, in, in test out a completely new strategy, kind of evolving the summit model from your experience, Carmen, you want to tell us a little bit about how you're going to do that, what platform you're going to do that on and kind of what your, your vision is for that?
Speaker 4 (23:20):
Sure. So the, the, some of the we're doing in September is for online businesses online is optimize your online business. So it's for already entrepreneurs. They are tech savvy. They're already here, but still they're busy, right? Everyone's busy. That's another thing. What is the attention span of people? They don't have time to go through all these hoops. A lot of people don't like Facebook, a lot. People don't want to have to have the barriers to get to what they want to see. So we decided we're going to do this next one on YouTube. It's going to be three days. It's going to be alive interviews. Whereas the one before was re prerecorded interviews which helped by helped us get it prepared ahead of time. But this is actually probably going to be a lot easier because doing an interview is pretty easy, honestly. So that's gonna make it more fun for us as well.
Speaker 4 (24:13):
And for the viewers, because there'll be interaction, you know, it's not just going to be one person up there with slides or without slides telling their thing. And you know, it's less classroom style. But the other thing that it does is we'll send a link out. There'll be emails and all of that, but no one has to log in anywhere. They can just go onto YouTube. We're going to leave it up. Our speakers can share their video to their YouTube channel. It will hopefully get more, reach that way. And then they can say, Hey, more good. Stuff's happening over here. There will be a true deadline of the VIP pass. So the VIP pass, you know, the videos will stay up. I'm not, I don't know. We'll take them down. Maybe, maybe we won't take them down. Maybe it's going to be a draw.
Speaker 4 (24:54):
It's something that helps year round and people get to find out who these other speakers are. And that's one of the reasons why, you know, the speakers were like, they wanted more exposure. So this gives great exposure. You know, if it keeps, it, keeps it up and people learn about them. Great. But then the value comes in one, the information they're giving in the interview and two in the information that they're giving for the VIP pass. So we're requesting, you know, high end the contributions from every speaker and we're requesting that they do promotions, you know, so hopefully all of this will get enough people. They will understand the value, they will see the interview and they will want to go ahead and purchase the VIP pass. So we're really putting the power back into the hands of the viewer instead of trying to force them through any certain system, which it, and interestingly enough, the audience is completely different, right?
Speaker 4 (25:55):
So this method, the method previously may have worked with this next audience, but we still didn't feel real good about it. So we just really want to, we want to put the power back in and we want it to be kind of like a fair, like, let's say you go to a fair, right? You get to walk around the fair and see whatever you want. And then you decide what to buy, same thing instead of trying to make all these gates and all this kind of stuff. So we'll see, it's all a test and we love to do tests. So we'll see how it goes.
Speaker 3 (26:25):
I'm a big fan of experimenting and testing, new things out. I do have one question for you on it with a little bit of a, you know, a critical kind of coming out of maybe devil's advocate. How will you be collecting the, if they're all going to YouTube, is it just supposed to be more of a publicity exposure or is there going to be a way to also collect the audience? So you have them in your database?
Speaker 4 (26:56):
Yeah, well, so here's the thing with the whole database. This is how we did it in the beginning on our first summit. And this is how this will go as well. We will promote it. Everyone will promote it, right? The speakers will be affiliates, they'll have their own promotion. So all of them will get once they purchase a ticket and to, to attend, you know, we're going to promote it here. You, here's how you get in to get the link to YouTube. They will have to purchase a ticket so we can maybe put it in a playlist or whatever. So there is a little bit of something, but once it gets going, that's when anyone might see it. And that's when, if they purchase the VIP pass, they get on your list. But what we did in the first one as well, you know, the list that we collected for the leverage, your life summit was a list of women who we will market to, again, for leverage your life.
Speaker 4 (27:46):
It can be used as to create a lookalike audience on Facebook or something like that. But we do not email them regularly because we are one aspect of it. So we're very mindful and respectful of that. So they didn't opt in to get into our business program. The ones who did the way we do it is if they opt into your thing, if they purchase the VIP pass and then they get into your program, they're your person. Otherwise, it's this big pool that we manage. Then we, we keep it off to the side and we will mark it to, again, this next list will be more something that we can market to regularly because it's online business people, but for the regular Joe out there that we marketed to last time, we don't want to lose respect with them. We did use that list and market some things like you talked about where there were some other midlife events and we sent them to those people, but otherwise we don't have them on our list regularly.
Speaker 4 (28:46):
So we're doing that a little bit differently as well, possibly. But the idea is there's going to be all this promotion of it up until the time, right? It's going to start at three weeks ahead of time. So people will go in and register to get notified of when it's going to go live, because they're not going to know randomly. I mean, once the thing goes, sure, people might hop in and they didn't get on our list. But the idea is that we're providing so much value that they will then say, this is cool. I want to get these recordings, or I want to get the bonus and an opt in that way. So
Speaker 5 (29:21):
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 summits and
Speaker 3 (29:45):
They'll just be drawn to the value. They'll want to, you know, stay in that, continue to get more value. And we've got all kinds of psychological triggers, like rule of reciprocity, all of that. That'll give back as well. I love it, which kind of takes me to my next question. As we start to wrap up this episode here is what was the process you guys made tens of thousands of dollars after the summit with client acquisition and new contracts and things along those lines. What's maybe one solid takeaway that you could share with our summit hosts, going from the summit with the ones you've decided to actually, you know, that we're the right fit and, and we're ready to move further. What's a strategy, a tip, a lesson to get them from that summit into more of a higher ticket program and or service.
Speaker 4 (30:36):
I think that part of that is, you know, you, you work with them like you would work with all of your leads and prospects and because we're a service-based business, we follow the, the lead gen into sales funnel. So we nurture our people inside of a Facebook group and that's our lead pool. And from there we qualified to see who is right for our program. And then we began nurturing those people through content, through conversations that will lead into a consultation. So if they just opted in and came through the door, you know, they went through that normal process. But because we had this I was doing some qualifying pre, you know, during the summit basically, and using that summit as a way to begin the conversation, you know, because we could talk about the summit and we can talk about, so I would pinpoint those people who opted into our type of thing and say, Hey, you know, we'd love to get your opinion.
Speaker 4 (31:35):
And these are attendees, you know, with, you know, we'd love to hear what you thought about this. So it was a way to start that convert that end even warmer conversation than normal. The other thing for us was because of who we are and what we do, we're business strategists. So anybody with a business, you know, any woman over 40 with a business, we can help them. So our speakers were also prospects for us and in our case, so by building that know like, and trust factor, it became so very strong that, you know, we, it was very easy and natural to get into the conversation of, you know, well, what are you doing about this? And, you know, they would tell us your normal, I'm having trouble with my VA. And I don't know how to do, you know, this opt-in thing.
Speaker 4 (32:22):
And so we were hearing of the pain points. And so we took those pain points and not only did we use it for those particular individuals, that actually some of the speakers ended up becoming our clients, but it helped us with getting that language. And really, you know, it's a never ending process in a service-based business. You're always redefining and really getting clear on who's your IC, who's your ideal client and what are their pain points and how can you help them? So it gave us a whole lot of language and things for us to look at just in general to help us really qualify the ideal people for us.
Speaker 3 (33:01):
I love that. And I love that you even had speakers that became clients. This is something I think that, you know, most, some hosts don't even remotely let into their, their sphere of thinking. There is, you know, some of your speakers are potentially your best, you know, opera, you know, your best potential clients as well. So this is great. And this has been a phenomenal episode, ladies with so much great information. I know we could keep going for hours and hours and hours from all of the insights and I'm looking so forward to your next summit and the success that that will bring. As we wrap this up, I'd love for, for both of you to just kind of leave the audience with what's the, where are you hanging out at? What's the best way to get in touch with you and maybe one final parting piece of wisdom?
Speaker 4 (33:44):
Sure. They can always find us at Encore, empire.com is our website. And then for women over 40 in business, online business who want to start, one are interested who want to improve what they're doing. We have a fantastic Facebook group called the empire of unstoppable women. And what I would leave people with is always look at the collaboration potential because as you've just mentioned, you know, speakers can become your clients, but they can also become collaboration, collaborators and future endeavors and referral partners. So there's just a multitude of opportunity. It's not just about the leads and the, and the money coming in. That's just one small piece, right? We are also you know, you can also find us on LinkedIn, you know, since we're business, we're out there, that's a really great place to hang out is on LinkedIn and Encore empire.
Speaker 4 (34:40):
And, you know, we are about collaboration. So if you're doing a summit, you know, and you have questions or, you know, you want someone to kind of bounce ideas off of, and we may be a good fit for you. You know, we're always open to conversation. So we are happy to talk with you about your summit and give you tips and pointers and those types of things. And the other thing I would say, the biggest thing we learned too, was give yourself enough runway. Like, whatever time you think it's gonna take you, like, let's say you plan 90 days, you better, you better or one and a half times that if not double it, because everything takes a lot longer than you think it's going to. And the time, because you are running a business, you know, it's re, you just, can't shut everything down to focus on it. You have to kind of piece it into, you know, the margins of your day. So always, you know, whatever time you say, we're going to do this and this model time add on at least 50% more, if not doubling it, because trust me, it will take that time.
Speaker 3 (35:45):
Such great wisdom and feedback there. Ladies, thank you so much for spending with us your time, your energy and your wisdom today.
Speaker 4 (35:53):
Thank you, Dr. Mark. We appreciate it so much. Yes. And
Speaker 3 (35:57):
Thank you, summit hosts for hanging out with us. This is Dr. Mark, your host here on the virtual zone podcast. 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 tips, tools, and resources that were just shared with us today over in the show
Speaker 1 (36:17):
Notes, episode two 18, 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,
Speaker 2 (36:38):
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.

