
Virtual Summits and Book Launches Part 1 
 
Check check 1-2 is this thing on? What's up, my people? And also Simon. Things are 
good. Yeah, sorry about that day. We had a surprise. So we have like a window. We've 
had a lot of rain here. And so they haven't. Mode. Every other week it's usually pretty 
quick. But nobody. And and then all the leaves are falling and it you know, it's just been 
so wet. I mean there's no opportunity to and. They came out. They came out Monday 
and they they were like they looked at it and went Nope and left. So they called me this 
morning. Like, this is gonna be our like, if we don't do it today, it could be another two 
weeks. Because we're expecting more rain. Or like, you know, we'll use the. We'll just use 
the push mower. Will have a guy you know it'll take awhile. We'll use the. That will have 
him come out there and do a push mower, because otherwise it's gonna destroy the 
yard. And Even so, I went out and it's like there's still just tracks and like parts of the 
yard just from a. You know 30 inch push mower and his feet and. Yeah, I mean, which I 
mean, I'm not faulting them. There's nothing they can do. It's like it's a giant puddle out 
there. So good times, good times, but at least. It doesn't look like this house has been 
abandoned like it did about 3 hours ago. Like looked like it was a look like it was a 
foreclosed home. Like trees all over, there's like there's two trees that have fallen. The 
grass is like 9 inches tall, the very front of our property. Is the county came by, they have 
leeway on like the first three feet of our home, and I think the guy who mowed it was 
drunk. Who did the weed whacking was completely, which is it's like he got like, you 
know, parts are mowed down the notes and there's like a weed that's like 2 feet tall. And 
then there's like it's mode and its mode to the OR not mode. But like, we like to the nubs 
so it's down to the dirt and then like, tall wheat. And when they trim back the trees, it's 
like half the trees are out over the road. The other half are like. 10 feet back in. Like, 
what did you guys do? So I called them yesterday. I was like, here's a picture of your 
handiwork, can you please fix this? And they're actually were really cool. They replied 
back and said we'll be out there within 48 hours or so. There's that really good stuff. 
Alright, let's see here where we're at. We are more than likely on our last day guys. I 
cannot promise that. Like I told you before, the plan was to go through the end of this 
week. Um. I can't promise that we'll finish up today, but I think we might. This is not to 
discourage questions. I would rather answer an hours worth of questions and not finish 
today. Then finish today and be like, oh, we didn't answer all the questions. So that's it. 
I'm gonna open it up. Two things. Number one, did you get signed up for the PLF 
launch? Let me know and #2 any questions. I have a question about the launch. II filled 
out the application to the launch and then every time I went um would hit submit. It 
would show me an error message that I screenshot and I can't seem to figure out why I 
reached out. I know Chad didn't have the same scenario happened to him, it worked fine 
for him, so I just. I didn't know. Um. What to try next I have no idea. 
Productlaunchformula.com/affiliate. That's probably the link it takes you to the 
application to become an affiliate. Uh. It's literally no idea what to tell you. My advice? 
Be resourceful. I will tell you without being like, you know, like, oh, you gotta figure all 
this out. The affiliate managers, Chris Saunders, you can look him up on Facebook. You 
know Chris Sanders team Jeff Walker, PLF, something like that. He's in Vancouver, the 
Vancouver, BC area. You should be able to find him and maybe shoot him a DM. You 
know, if nothing else, DM the you know Jeff's Facebook page and. I'm sure somebody 
can help you really end up not being able to. Like, I don't know, it could just be some 



obscure browser issue. That's what I thought and I did. I did go to a different side of his 
where I was put on a waiting list, so there's that too. But I'll keep. I'll figure it out. Go 
ahead. Anybody else? Yeah, I I filled out the application, but I didn't get like any kind of 
response saying hey, you've been accepted to the interior or anything like that, but I 
filled out the application and then I also did the the wait list for the actual product 
launch from so. Yeah, I would want, I mean. I think it will benefit you if you. You know 
if you're an affiliate. But also if you you know you do, just watch the launch. Just to learn 
space, I think it's like anything. It's it's the reason why. Big reason why I become such 
soccer fan is because I started watching a lot of soccer to 'cause our kids wanted to watch 
soccer, they wanted to understand soccer. And so I'm like. Well, if I'm gonna watch this, 
I better like, you know, I better have a couple of teams. A better, you know, a better have 
like a rooting interest. Thankfully, right when I started watching Nashville got a Major 
League Soccer team, so I was able to, you know, become a fan of that and it helps that 
they're really, really good and don't suck like normal expansion teams. And it really got 
me into it. We kind of help like just to develop a rooting interest in it, and I say that like. 
Just the exposure. And so now you kind of have like the groundwork, but then seeing it 
in action? And seeing how the things move. And so it's like, it's really hard for me to 
watch soccer and almost not see them as if, you know, if you know sports, you know, like 
squares and triangles, right? I don't see players. I see squares and triangles moving 
around the field. And like when I it's just, it's really hard for me not to watch it like that. 
And the same is true with watching launches, just the more you're exposed to it, the way 
that you watch other launches will evolve. The way that you watch other, you know, 
affiliate programs like that's the other thing is like, I mean I hope you are sign up for as 
many affiliate programs as you can and just observe. You start creating your own 
playbook. I sincerely mean this. We'll talk about this at the very end. The people who are 
most likely to get hired or the like actually get higher. The ones who come to us in the 
test phase with the most. The most ideas, I think to some extent it's gonna be the people 
who execute what we teach. You know with. Some level of, I wouldn't say perfection, but 
some level of excellence, of course, but also the people who go like, hey, I saw this other 
affiliate program and they were doing this. I don't know what do you think? Or better 
yet, I tried it and it worked. Rather than ask me what I think, what I think is actually 
irrelevant, just for the record. There is something to be said for maybe. I've tried that 
exact same thing 10 times and it didn't work with any of our clients and in fact I know 
for a fact it's not working for them. It's just something they're doing because somebody 
wrote about it 12 years ago in a blog post. But that said, just watching these things and 
seeing how they they go. Not only does success leave leave clues, but so does failure. You 
know, things that work you can copy. Things that don't work, you can. You know, get 
annoyed from just like I know many of us would agree that many of our those of us who 
are parents, many of our parenting practices are based on the things that drove us nuts 
as children. And we don't want to do that. So anytime I start sounding like my mom or 
dad, I'm like, wait, no. Go the other way so. Other questions? I signed up. No issues. 
Signed up for several others. There were some there making fun of everybody else, Jim. 
No, not at all. Not at all. But I mean, it's like some of those. Like some of your others, 
too. There was like NPNP fan. Aimed there was some of them that I would click on the 
link and nothing would happen or a new window would open up and then it would just 
sit there. I tried it on Mac. Favor any of those e-mail or if it's our stuff or any of those, e-
mail our support team. OK, support.com, that's a tech issue that we need to address. 



That was last week. I'll try me again and go through the list before I e-mail it. But yeah, 
that's what I'll do then. Thank you. Questions? Met when I was Googling how to sign up 
for PLF, I came across somebody who's saying that they are an approved JV broker for 
PLF. Is that legit? Yeah. Um. Yes, yes, Mike, sexually a friend of mine. OK. I don't know 
the relationship they have with him. He might. There's a chance knowing. Jeff how Jeff 
team operated before there's a chance that they let him do it and it's actually and they're 
not paying him a time. He does it because if you sign up as a PLF affiliate and he knows 
you signed up as a PLF affiliate, then he kind of knows your level of interest and possibly 
promoting other things. We've worked with them. We we do a couple of relationships 
with him. Mixed results. Admittedly, we've had some really good results. In fact, one of 
my. Um. One of my top affiliates of all time came. He was referred by Mike. Then I've 
also had, you know, him or for 20 or 30 affiliates and be a total dud, you know? But it's 
not not, it's not not worth it to work with him and just kind of, uh, it's uh. To grab bag it 
would be the way I'd put it. So we've done it. Where? If the client has a second tier 
program. Then we just we pay them as an affiliate through the 2nd tier program. So we 
just paying the 10% there if they don't. Then we pay him and what we do is, you know, 
we just kind of, for lack of better term gentlemen's agreement with Mike that I tell him 
we will pay him half of what we make. And you know, he just has to trust we made 
$21,000 off of his affiliates. Here's 10/5. You know. So. It's it's one of those things where 
I have every interest in paying him more money. And um. You know, he has every 
interest in then promoting us, you know and doing this with us more in the future. One 
one time I did do. I won't say who with with who it was with. We had an agreement with 
the company. And it was, it was in our early days. We we wanted to work with this 
company kind of as a resume builder. Quite frankly, I think we did a barely making any 
money at all. I think we charge him $10,000 a month for about six months. But the 
percent our our bonus was based on upside. Well what they didn't tell me and they 
literally announced this to us about two months. Into it was they already knew that their 
two top affiliates, who had made-up like 75% of their sales, weren't going to be 
promoting. We actually almost still hit the previous years total. Nothing short of a 
miracle. The only reason we didn't when they told us that that I didn't, you know, slam 
the phone down, so to speak, and say screw you, I'm out. Was 'cause again, I wanted as a 
resume builder, it's somebody that we get to we get to say we work and we help them do 
some pretty cool things and they've been, they've actually, you know, provided 
testimonials for us and done all kinds of stuff. I still. I think that what they did was. 
Little bit unethical, but that's the point. Well, with Mike, I told him up front, hey, we're 
getting paid on the upside. So. If your affiliates bring in $50,000. And we don't get 
anything. Like if we don't beat, then you're getting nothing. Are you cool with that? He's 
like, yeah, sure. And you know what? He got nothing in his affiliates, made to burn in 
about $50,000, and he made zero. 'cause we made zero. So? You know, it's one of the 
things we're just. I was just honest with them up front. I told him, dude, I totally 
understand if you don't want to do this, like, but he was like, no, I'm confident that you'll 
you'll make plenty of money and get to share in that with me. And he was wrong. 
Because they screwed us over anyway. Lesson learned there on that one. There's nobody 
I need anymore for our resume that if they told me that in like our second meeting, I 
wouldn't immediately tell them that I'm, I'm reading. I wouldn't get rid of them. I would 
just say we need to redo the contract then. And if you're in, if you're not willing to do 
that, then, you know, peace out. So. Other questions? How we got down on that rabbit 



trail, Oh yeah, PLF, JV broker, yeah. Ask me one question, I tell you seven other things. 
I see your mouth moving, Chad. I'm not sure if you're practicing ventriloquism or. It's 
like it's like reverse string ventriloquism. Are you? Move your mouth, but no words 
come out. Or if you're muted. Or your mic doesn't work. I don't think he hears us either. 
Hey, Chad, do you hear me? Not connected. I can't hear you, bud. Brightness. It. Let's 
see now. Unmute. How about now? Nice, yeah, it keeps dropping off for some reason, 
saying it's not recognizing my speaker. And it's on the computer. I did come across Mike 
Burrs and research on PLF in the JV notify Pro. It looks like a good platform for 
reaching out for high ticket. I mean there he had a lot of offers on there for affiliate. 
Program. So it's a it's a grab bag. Yeah, yeah, there were a lot of them there, But yeah, I 
definitely had better luck with the other link. Like Jim said, once I signed in, I was 
contacted by. John Walker, you know, got got some resources to look at, so it's a start. 
But that kind of all that research kind of left me with a question with a launch, you 
know, just like Jeff Walker PLF, is it possible for him to have wonderful manager? John, 
John kind of handles Johns the face. You probably got an automated thing and it came 
from John and if you if he did reply probably wasn't John like John John John handles 
their top 15 to 25. Chris handles all the others. Chris is new. In the past it was just John. 
Chris is new. This year we've been coaching him in training him. So he's he's not new to 
Jeff team here with Jeff teams like a decade. But yeah I mean you guys will work in 
tandem off and some of the bigger launches you know two of you might be working 
together. It's typically what we'll do in that kind of leads into. Something that you guys 
will probably need to know at some point. Sort of touched on this. Typically two of you 
will be for the majority of the time you will be responsible for different aspects of a 
promotion. Of a program, of a launch. So in a big Evergreen program, if we're working 
with a really, you know, big client, it's got a lot of moving parts. There might be one of 
you that's responsible for the analytics side of that program and the other one that's 
responsible for the communication in relationships. Those are engaging two different 
parts of your brain. As we grow as a company, we might hire somebody who does 
nothing but the analytics side for 10 different programs. I I mentioned before, you can't 
run ten different programs like run, run all the aspects. You can't do that and do it 
100%. For 10, you're gonna be running ten programs at 70% instead of running seven 
programs at 100% or really even 60% and six programs in 100%. You can have a person 
whose sole responsibility is analytics. Involved with upwards of probably 15 programs, 
maybe even possibly 20. I don't know, I've never tried it before, but you could have 
where their their sole job is to log into the dashboard everyday, pull the analytics. And 
you know. Give the affiliate manager, the relationship manager, what they need to know 
for that day. That very well could that will happen overtime. I don't have a timeline for 
that. My guess is probably somewhere between two and six years, pretty broad range 
there on that. That said. Early on, when there just might be two of you, one of you might 
take on the analytical side, one of you take on the relationship side, one of you might 
take on. You know, the bigger affiliates one of you takes on, the smaller affiliates one of 
you might take on. Maybe there's two distinct audiences of affiliates you've got. Say it's a 
summit, one of you might take on the speakers, one of you might take on all the other 
affiliates. There it will never be. And I hope we're adults and understand that this is how 
this operates. It will never be a 5050. Where one of you is working exactly 2 hours and 
15 minutes a day on the program, the others working exactly 2 hours and 15 minutes. 
It'll very. The other thing you know, you may just divide it up as my time. You know, I'm 



the affiliate manager from. 7:00 AM to 3:00 PM for this program, and you're the 
affiliate manager from 3:00 PM to 11:00 PM, especially as we get into like the last like 
card open here in a big launch. When it really does become kind of a 16 hour a day thing. 
What a great way to do that. Just divide it up. You might even we'll talk about this later. 
You might even divide it up. In the hour blocks, you know I'm the affiliate manager from 
7 to 10 year round from 12:50 I'm on. From one to four, you're on from 4 to 7. That way 
you get the best of both worlds. We have coverage all day. We're responsive quickly to 
our Affiliates were were available on uh on important time period you know four or five 
day Sprint basically yeah you still get to see your family. You still get to go to your kids. 
Soccer used to get to go to for a walk. You still get to get some exercise. You should get to 
play with the dog. You still get to make food and not just be living off door dash for an 
entire week. Trust me, that sucks. One of my favorite traditions is. Typically on the 
Wednesday or Thursday, depending upon wind cart closes. I usually take off at about 
four 34430. And we I go and make a really good meal, like, it takes me like 90 minutes. 
It's cathartic for me, you know, I've usually been really busy and fast-paced. And I'll take 
off early and I'll go cook some, you know, steak and something and something else. And, 
you know, it's like a tradition, right? Just like I said, you know, one of my traditions is 
cart open day. Tara brings Chick-fil-A. It's just always been that way. This is the one 
thing you're getting. List the card open on a Sunday and that's never happened. You are 
guaranteed to see me with a Chick-fil-A Cup at about 3:00 PM, you know? Making that 
weird sound that you make when it's out of the liquid and so. But that's one of my 
traditions. I can't do that if somebody is not covering for me for those for like 5 hours. 
The day before close. Always. I'm always there for the kids. Full bedtime. I probably 
wasn't there the night before and I'm not going to be there the next night, but I'm there 
that night. I can't do that if somebody is not covered for me, so. Yeah, we there'll be 
times where you have two. And we kind of worked through that. Who does what? How 
you divide those responsibilities? I saw on. I saw on one of the websites that you were 
also an affiliate for Tribe. So do you have your own e-mail list and do you promote the 
product directly to potential buyers? How did you hear about this agency 
training?'cause, you're on my e-mail list, right? Yeah, I've promoted tribe for a couple 
three years. Before we took over for Stew, I only took over for Stew, actually, as a favor 
to him. Initially he he had a guy that worked for him. Sebastian did a pretty good job. 
You know, Sebastian left last summer. I noticed that he still didn't have anybody in 
December. November and early December, I think I was like, hey, your lunch is coming 
up in four months. Do you need help? Yes, please. So cool, we'll take it over. I'm 
supposed to be a one time thing. We finished the day after lunch. We finished. He 
slapped me and said, you know what we did this time was nothing short of a miracle. 
You guys played a huge role in it. Is there anyway you consider staying on? And we 
enjoyed it. It was probably the most fun we've had earning a launch. You know, because 
we were working with so many affiliates that were. The type of people I love working 
with, they are there multiple, they listen. So many of them. You know. We interviewed 
him afterwards, just like what would you do, what we did, what you told us to do. Try to 
get more nuanced than that. 'cause doing what I told you to do. Is it really great copy? I 
mean, it is. It's really great copy actually for our sales page, but. Give us some tips and 
strategies. You know, mostly it was they were like they listened to what we told him to 
do. And so they were sitting on assets, you know, e-mail lists of 5010 thousand people. 
Not huge list, but big enough. And they never done it before. And they didn't really know 



what they were doing and we told them what to do and they they did it. So that's why we 
we stuck on. So now we're just kind of like where the affiliate managers for tribe? Just 
grab this what it is now. Any other questions? Just curious my if you see as this sort of 
continues? If you think the growth year on year is still going to be as easy two years out. 
Or I mean like with some of these things like launch jest program, it's been around for 
awhile, it's known about it still can grow, but I'm not sure it personally that it could like 
triple in sales in five years, but it also gets a massive level market they could. So it's that 
sort of. They're gonna double this year. Wow. Just from what we've done with them, and 
it's not, I'm not Tooting our horn too too, but it was just principles. It was like, hey, get 
out of working with the same 25 to 40 people and having and focusing on that, like, 
incestuous, pardon the phrase, but that's really what it is. Relationship of the same 30 
people promoting the same 30 people. Let's break that. Follow what we teach. I mean 
they're gonna. I I think very well could go up by 150% this year. I wouldn't surprise me if 
they did. I'm, I'm banking on they're going to double. The numbers are there, the math 
is there. Just looking at what. You know what we do with tribe Stu? Stu shared Stew told 
Jeff. Share anything that, you know, Jeff asked for and we did. When we showed him 
this, the numbers from tribe, he said, yeah, we're going to, we'll double easily. You know 
so. I think as an industry. It's just like people who say e-mail marketing is dead. E-mail 
is dead. e-mail is dead. Go Google. E-mail marketing is dead. And just near it, down to 
2005 results. You'll find 100,000. Articles about it. Yeah, there's more articles today 
because there's more websites and people are posting more frequently. But if you look at 
it, it actually peaked. e-mail marketing is dead peaked in like 2012, 2013 when 
Facebook, you know, kind of started really going like we reached the point where we just 
take Facebook for granted. It just is. But in 2011 and. No, we didn't take it for granted. 
We thought it like we didn't know what it was going to do. Was it going to be that was 
gonna be the next Myspace in three years or was it gonna take over the entire world and 
destroy every other form of marketing we didn't know? And so back then, that was kind 
of the the peak of it. But people have been saying e-mail marketing is dead. People have 
been saying affiliate marketing is dead. Oh, this private depart privacy policy updates 
are gonna kill affiliate marketing. No, they didn't. The last thing that was going to kill 
affiliate marketing was, you know the all the. You know, the tracking stuff in like 2016. 
So that's the pan Google Panda updates in Google Penguin updates. They're going to kill 
affiliate marketing. Like these articles have been around forever. You know, and while 
I'm a big believer in kind of adapting to the times, I think. You know, challenges, as I 
talked about on Facebook a few weeks ago, those are super hot right now and they're 
definitely producing more sales than. You know. Then they then a lot of other things 
right now. I think it's, I think if you look at a challenge. If you take the challenge and 
then overlay it with the PLF structure, they're identical. In fact, when we may, when we 
did our first challenge, before I learned from Pedro. We the we went to John Walker 
actually, and I was like, John, help me out. We're trying to understand how to structure 
this challenge, he said. How many days is it we told him? And you know, he's just said, 
here's what I want you to. Just overlay it with the PLF structure. Days one and two are 
about opportunity, you know. You know, the middle parts about overcoming objections 
and and limiting beliefs. And then the final part is the ownership experience. Just 
overlay it with the left and it works. I mean it was like, I was like struggling for how to 
come up with a challenge. I was like, oh, when I did that, but I had a seven day challenge 
planned out in like an afternoon. Super easy. So the principles are there and I don't 



think that launches or. Any other stuff going anywhere in my lifetime at least? Like Zig, 
Ziglar said that economists have successfully predicted 12 out of the last two 
depressions. Alright, let's jump in. If you have any questions as we go along, jump in. I 
want to talk about two types specific types of promotions as we finish up, so just to be 
clear. We've covered the big book. Now we've covered all the general principles, we've 
we've talked about launch, we've talked about Evergreen, we've talked about. All the 
general stuff. I'm going to focus on two specific types of promotions because. Book 
launches will probably account for anywhere from 10 to 20% of our clients. So it's 
enough to kind of talk about the specific some. It's about the same thing anywhere from 
10 to 20% of our clients. So I think collectively book launches and and and someone will 
account for about 1/3. Of our total clients, when I look back historically, that's pretty 
accurate. Particle launches have been. About 50%, Evergreen's been about 15%. The 
other third you know has been. Book launches and some it's pretty equally maybe 
slightly tilted towards summits, but pretty pretty well. I think maybe like one more 
summit than book launch. Um, when I look at like what we have coming up on our 
calendar? As far as like prospective new clients, it's. Product launch, product launch, 
book launch. Evergreen with the January focus 'cause, it's in the fitness industry. 
Product launch. Book launch summit. No summit book launch. So one summit, two 
book launches, 2 product launches and an Evergreen, but with the. Effectively kind of 
product launch. In January angle. Alright, so some it's. I want to address one thing first. 
Just to record, I've never shared anything that I know of on book launches or some. It's 
like some of the stuff I've shared. So I'm probably going to stumble a little bit through 
today because they're topless before. Like the summit and book launch stuff is kind of 
like secret playbook. Like, there's no I don't. I think there might. I'm not sure. Part of 
something in a podcast or something just off the cuff or something I've never done, like 
a podcast about how to run a summit or a podcast about how to do a book lunch after I 
teach us today, it probably will 'cause now I know how to teach it, right? So first, our 
summits dead. That's something I just want to address because I hear this a lot. It's kind 
of like, you know, our product launches dead. Is e-mail marketing dead? The short 
answer is no. In fact they actually they keep getting bigger and bigger and bigger and 
bigger. We with our clients each successive summit anywhere from 10 to north of 100% 
bigger when I think of Jason is Cecilia. Hope you know we coached them, we didn't run 
it. They had 24,000 people in their summit the year before they. They worked with us 
the first year after working with this 807,000. The following year they had 124,000. 
Debbie Steinberg Koons went from about 8000 to upwards of 25,000. I think she ended 
up tapping out just under 25. So whatever that, you know, 200% increase, right? Those 
are the type of numbers we're seeing, like they're just getting bigger and bigger. Part of 
this is perception. So we're kind of in marketing world. You probably follow a lot of 
marketers on online. You know, you probably are a fan of five or ten marketers on 
Facebook and you're on their list. So we see this as marketers. We're like, Oh my gosh. 
We see when there's trends in the marketing world, we think everybody is doing it. It's 
not your marketers are hyper aware. And you have to remember that it's the same. I've 
talked about this before the I said this even about Jeff the other day with him on a 
training for his affiliates. And I was a little like, right after I said it, I kind of looked over 
at like the zoom screen where I had him and I was like, I hope he didn't take that the 
wrong way. He was like, Nope, you're right. I said, you know, we all think like we all 
think Jeff Walker is like super famous. Why? Because he wrote the book launch and he's 



had PLF and he's been in the Internet marketing world for like 112 years. I had literally 
said that. It was pretty funny, actually. You know, he's been intermarket word for so 
long. So we think he's super famous and we're all fans as we go to his events and he's up 
on stage and he's a freaking Rockstar, right? You know, Seven Nation army comes on, 
he's dancing around the spotlights on, we're like Jeff Walker famous, go to a target. Not 
Walmart, 'cause Walmart. It's like, super weird. You never know we're going to get 
there. Talk about grab bags, Walmart. So grab back. You go to a target. I didn't salting 
Walmart just never go. He's just usually like a middle-aged man and a diaper and. I have 
a picture of it. I was there today. I took a picture of a middle-aged man in a diaper. Was 
hysterical. It was by the way he was wearing that in just a white T-shirt that didn't come 
down all the way. That was all he was wearing other than flip flops. And so you go to a 
target. And just ask 100 people if they've ever heard of Jeff Walker. You will be lucky if 
two of them have. He's not Kim Kardashian famous. He's not Kanye West famous or 
Justin Bieber famous, right? He's not Tom Hanks famous. He's famous in our little 
world. He's a nobody to 99% of the population. And he's probably one of the best. 
Russell Brunson. Oh my gosh, russelburg, Dean Graziosi, even Tony Robbins to some 
extent. I mean, I bet if you went into target, probably less than 30 people have heard of 
Tony Robbins. You know and we think he's freaking living legend and he is in his own 
right, but he's again he's not at that level of some of those people. So we have to 
remember is marketers that were super hyper aware going to target do the same thing? 
How many of you have attended a virtual summit? I don't care if it could be a gardening 
virtual summit, a fitness virtual summit, a iparenting virtual summit, a marketing 
virtual summit, it doesn't matter. Go into a target. Ask 100 people they attended Virtual 
Summit meeting two people, maybe, maybe 3. If you go hang out in the Kombucha I'll 
you'll probably get like an average of four or five out of 100. Because they've all been to 
like the vegan virtual summits and stuff like that. But. You know, it's very few people, 
right? So one of the things that we want to do with our clients. When there's there, 
they're coming to us and they're saying we want to do a virtual summit, we want to end 
up very first meeting with them. We want to give them, we want to get clarity of 
purpose, OK? We wanna know what their goal is, is their goal to grow their list. Is their 
goal to make a big impact, you know, make a splash in the industry? Is it to connect with 
influencers? Or is it sales now? Ours is sales. We do not get paid because they make a 
big impact. Hey, great client. You connected with Jeff Walker and had him on your 
summit. Now your best friends, that's worth $0.00. We get paid on sale, so it's 
important for us to focus on this. That said, more options equals more sales than if they 
have Jeff Walker. They're more likely to get more opt in's and if they don't, if it's in the 
marketing industry for example, or if they have the celebrity in their industry. We spend 
a lot of time with Summit, I found. They come to us, say we need help with the affiliate 
piece. We end up coaching them a lot on how to run some. It's not just the affiliate side 
and so I'm going to share some stuff about that and then one of the things that I want to. 
Once you guys come on board, I'm going to give you access to the coaching calls that we 
did with the client for her summit because. I gotta be honest, I didn't even realize. 
Thankfully, Robbie was on all the calls and after every call, like, he'd be like, Oh my 
gosh, that was a freaking master class on running a virtual summit. I know, yeah. I was 
just answering a question she asked me like he was. I mean, like the the way that you set 
up the summit and if we can help our clients. To execute on their summit better, it's 
going to dramatically help the affiliates. You know, she went from paying her affiliates 



before we worked with us. She paid him three whole $1000 that year before the year 
after she worked with us, she paid him over $140,000. Substantial injury now her 
revenue, the percentage stayed the same. She was paying them 40%, so you can do the 
math. Um, substantial increase in revenue. I would say. 25,000 of that came from 
helping her to bring on more affiliates. Hey, that's great. You know, that's to go from 
3000 to 28,000 would be a dramatic increase, right? Almost 1000%. Um, about 40,050 
thousand of that. Was. Helping her to work with her affiliates better? That's awesome, 
but the other half was actually helping her to run a better summit that converted better 
into sales. And while that you know since. Falls out of the scope of our agreement. If I 
like our job is to increase the Philly it sales, that's the scope of our agreement. Increase 
affiliate sales and if it means I have to give them a tip on their sales copy that I know will 
work if I can spend an hour coaching them. To double the Philly it sales. I I mean, I 
don't even know like I need to say anymore. Like that definitely falls under the scope 
and it makes you a crap ton more money. So we do spend a lot of time, a lot of times 
coaching them. So a couple things on with the virtual summit #1. I'm gonna talk about 
mistakes first, OK? Number one is starting promotion too early, having the Affiliates 
mail too early. There is a. There's a point of diminishing returns on how early you can 
promote and actually see an increase. In registrations. We clearly don't want to start the 
day before. That means you're only gonna get like one or two emails from your affiliates. 
And if they if something happens and they miss a day, Oh my gosh, now they're not even 
mailing, you know, that sucks. If we have them start two weeks out, three weeks out, 
there's such a long gap between. You remember their first e-mail is going to get open by 
the most people, it's being sent to the most people. Usually from that point forward, 
they're only sending to people who didn't already register. And so it's really hard for an 
affiliate from that first e-mail they send usually takes three more emails to double their 
their registrations. So three emails they get 500 options. One e-mail they get 500. That 
means half their people are registering 2-3 weeks before the event. It's a virtual event. 
This is not like they're they're registering to go to a conference where they have to get in. 
You know, get on an airplane. You know, get a babysitter and stuff like that where you 
have to give them more time and they're less likely to. You know, they spit money and 
they're less likely to not show up. 2-3 weeks. It's like, Oh my gosh, what are you gonna 
do? Like, there's two, just there's too much time, so we'll talk about this little bit later. 
OK. 
 


