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Hey everybody, Ray Brehm here, welcome to the podcast that will help you increase the income and 
influence of your book beyond royalties. Book Profit Secrets with Ray Brehm starts now. So a couple of 
years ago, I had the opportunity to interview Steve Larson and basically what he was doing and he may 
still be doing this, although I think he was booked for years, is he would let anybody interview him as 
long as they were prepared for 30 minutes or an hour or something like that. You could book slots. He 
would do it every Tuesday morning. And I booked a slot about two months out. And during that time I 
started, I decided I was going to publish an anthology called Author Inc, and I decided I was going to do 
some people like him. I was going to use the I was going to either interview them or just have a chat on 
Zoom and turn that and just ask them the questions and turn that into their chapter of the book. So with 
him, I got confirmation that I could do that a day or so right before the interview. And either way, I just 
wanted to have that interview was just amazing. And he is just a stand up great guy, same personality in 
private as he is in person. And I have a lot of gratitude towards him because he's I have been in a 
mastermind with him, his mastermind, where he's helped me a lot, who has been very gracious with me 
and a lot of things. And I've learned a lot from him.  
 
So that being said, the interview itself was really the first eye opening piece to me about today's topic, 
which is virtual summits, because we went through all the questions and I threw a question in. There 
was basically a copycat Russell Brunson question, which was, you know, if the 30 day question, you 
know, if you if you lost everything, didn't know anybody had to start completely over from scratch, 
didn't know anybody. All that stuff. You know, what would your first 30 days look like? And there's a 
Russell Brunson has that book out there. He had all these thought leaders contribute to it. It's amazing. 
Steve Larson was in it himself. So and I had read Steve's chapter on that and so forth. But I just I asked 
him the question and this interview and he said of he would do a summit. And at the time I didn't know 
what the heck a virtual summit was. I mean, I kind of knew, but I and I wasn't sure why he had said it. 
But I'm like, that's great. Good to know. And he said, I would do what you're doing. He treated the 
anthology book like a summit and that was reaching out to influencers and getting them to interview 
and put it into a book. And so that's what I did. So that book, you know, that interview is in there with 
his chapter. And basically I had the same set of questions for that book of everybody. And I just sent it to 
him. And I had a couple of people on there like Rob Cosper, where I just, you know, he and I get chatting 
and we just kind of went off script and put that in the book. But the theme was asking questions about 



 
 
entrepreneurship, about using books, about building businesses online. And it was really successful. But 
I remember getting off that stuck in my head that virtual summits was a way to start a business. In a 
way, he would start a business over. And that's pretty telling. And interestingly, eight months later, I'd 
run my first summit.  
 
Now, in the meantime, I still kind of had this feeling in the summits were all about just building authority 
and getting yourself out there, maybe meeting some people, but not you know, there's no money 
involved. It was kind of like the pieces. The components weren't there for what I wanted. You might get 
some emails, you might get a little authority credibility being seen by these other people. But in the end, 
you know, it's just another authority exercise, which at that point I was, you know, had realized that's 
what a book is. It's a lot of it. This whole podcast exists because there's this myth out there that your 
book is going to make you independently wealthy. Right? Well, I thought this is just another thing, like a 
book, but it seemed like all the cool kids were hosting summits. So I decided to learn about it. Now, for 
me, I knew, like, OK, I, I'm going to do this. I want to do it right. I get to learn how to do this. And so 
probably, you know, I started the process just kind of toying with it, toying with the idea about three 
months after I talked to Steve. And then basically that was, you know, over the holidays of November, 
December, I started to formulate a plan. And right at the end of December, I bought a course and I 
bought Naweed Mathis's virtual somewhat mastery. Eric Vanderhoff recommended it to me. I went 
through that there was a thorough course. And, you know, there were still some things I had to figure 
out. Like one was kind of like, OK, yeah, I get what a virtual summit is. We're going to talk about that in a 
second. But, you know, I need to map it on a paper. I had to map everything on paper, like how does this 
work functionally in a flowchart on paper. And then I had to build the tech around it. And I went through 
like I bought some summit software on App Sumo and luckily decided very quickly that it was just the 
presentation. You know, it worked behind the scenes, OK, but the presentation of the pages was just 
horrible. And luckily my authoring training jumped in and said, you know, you can't have a bad book 
cover if you expect any kind of good result from this. So I backed out. Turn that back in and decided I'm 
going to build this thing out in cartridge anyway, because long term, that's where I want it. Pretty much 
all my business was is in there. And so. I went there and I and built out a complete template, and after a 
few iterations of that, now I've got this automated template that works seamlessly, it works awesome.  
 
But the idea was that, you know, there's a lot of components to it, but it's one of the most powerful 
things that you can do at any stage of your business, probably even most importantly, if you're just 
starting out and I've had clients now where I've you know, they've come to me and said, I've got a book 
I'm publishing on, wait till that's done. I said, let's do this summit first. And it's worked out like 
gangbusters, because by the time you're done with the summit, you've got a lot of friends, you've got a 
lot of peers, you've got a list. And you've also made some income that you could use for whatever you 
want to do. Maybe that's launching your book. So that's kind of the story behind that. And, you know, by 
the time I got to about a month before my first summit, I had hit a wall. And you probably heard the 
story. If you read any of my stuff about summits and why I love them and why I've become a done for 



 
 
you, you know, the summit guy is because it saved my business. I hit I hit a wall. I ran out of cash. I had 
sold my brick and mortar business and I was trying to make a go of it. I burned all kinds of cash on 
Facebook ads. Don't do that. And I hit a wall and I wasn't sure what was going to happen next. I was 
starting to actually I actually replied to a want ad for Dean Grazioso, mastermind company, because it's 
right here in Phoenix. And I thought, well, let's just throw that out there in case things don't work out. 
But during that time, I was I had already planned the summit. I had already recruited all of my speakers. 
I knew I could not risk my reputation by canceling it. So I kept going forward, even though I thought, I'm 
not going to make any money. And lo and behold, when the week before the summit started, when we 
started launching and the speaker started sending it to their audiences, you started making money 
before the summit starts because you all for the premium pass when somebody opts in and I started 
getting emails, you made a sale thinking, you made a sale. And by the time we're done, we did twelve 
thousand one hundred twenty six dollars in premium past sales and that was over a two week period. So 
the prelaunch week before the summit week, the week after, and then the third week.  
 
So the post summit, I just kind of had this feeling like, hey, man, I really feel like my authorities have 
interviewed all these amazing people. We did all these sales. And I was thinking I could promote some of 
my partners products as a affiliate, but it felt like I really should probably push one of the higher priced 
products and see what happens, because I just I just had this sense that something more was there. And 
I so I took an offer I had made forty five days earlier to my list. So right before the summit didn't change 
a thing, just took the same email launch sequence and it was about a five or six day sequence, thousand 
dollar product and an anthology as a matter of fact, and put that out there. And we did 19000 dollars 
that week, so we did 12000 to 19000 the week after. And I'm not guaranteeing you anything. I'm not a 
financial advisor, any of that jazz. Right. But that was like the biggest kind of two or three week launch 
period I've ever had with anything. And I've sold some high ticket things before, but nothing compared 
to that. I really hadn't done a real launch. And what was amazing was, you know, most of the people had 
seen this offer before or at least been emailed. Maybe they didn't open them. But post summit, they 
were opening emails. They're receptive to the to the product. They they respected me from all the 
people I had interviewed. And that's the amazing part of it. And then I went back and looked at my top 
five speakers. And I'm saying this based on they all were amazing quality sessions. But my top five 
speakers did. I did second through five places. I did over ten thousand, each one of them in reciprocal 
promotions. So like maybe I did a webinar for them. They did a webinar for me.  
 
Over the course of the next year, I made at least ten thousand with each one of those two to five and 
the number one person I did over six figures with in partnerships and so forth. So that's what that's 
what's really cool about summits from a financial side. And that's not the most important thing, by the 
way. But that's important to a lot of us because you have to actually see some results and see some 
financial results to keep you motivated and doing what you're doing. And I was like struggling at that 
point until that happened. And then I said, you know what, one, we're back. We know we can make 
money in this business in two. I just found my calling because I need to bring virtual summits to as many 



 
 
people as I can. And this is my thing and I'm pretty darn good at it. And lo and behold, Paul Browdy, who 
is running the summit at the same time, and we were kind of comparing notes he ran his about 90 days 
before I did. And he saw my summit and he said, oh, my gosh, your summit looks so good, you know, 
the tech in the pages and so forth, because he was actually using that software that I mentioned earlier 
that I took back and he dumped and said, can you do my summit for me? And he hired me. And that was 
just more proof to to me that that was my calling because he wanted me to build his summit for him. 
And so, you know, we did a little deal on that. And then we went on and did. We did some joint venture 
work for about a year and did amazing things with summits for other people. And so but the point is that 
that that changed everything for me. One, it saved me, saved my business. A virtual summit did, too. It 
gave me a calling. And it also gave me kind of my point of no return story where I was like looking for 
jobs with Dean Grazioso and and by the way, at the time then covid hit and things. So I don't even know 
if they ended up hiring people or not because they everyone had shut down. But it was a blessing in 
disguise. I you know, I started building my business.  
 
And really there's really three things you got to do in any online business, whether you're just an author 
trying to build a small business around your book. If you want to do coaching any of those other things, 
there's three things you need. One, you need to make income to prove, you know, proof of concept, 
prove and reward yourself from doing the work and be able to sustain yourself. You can't just I don't 
care who you are and what your cause is. You can't just work, work, work, work, work for free all the 
time. And a lot of people expect you to do that. A lot of people get on your email list and be offended. 
Those people aren't going to be successful either. It's the people that are encouraging you to get paid 
for your passion that, you know, those are the ones that are doing it themselves and those are ones that 
are helpful. So heed those words when you hear that from people, but you need to have income to to it 
needs to be worth your while. Secondly, if you really want to have a business, you've got to have your 
own audience and not one that's controlled by big tech or anybody like that. So, you know, this idea that 
you can just run ads on Amazon and make a living that's few and far between. I've got friends that do 
that, Mark Redclaw. You know, he's amazing. He's get makes amazing royalties. He works very hard at it. 
You know, he works an hour a day, but very hard at hour. And it took him a while to build. This is setting 
up and he has multiple books, series, all that kind of stuff, and then the right niche to make money. But 
he still has to work and he's still got to keep doing it if he wants to stay, you know, at that peak 
performance. But other than that, you've got you've you've got to play bigger when you've got your 
book.  
 
And most you know, most of these gurus aren't teaching that. They're not teaching you to be to think 
there's just you know, they're luring you in with this. You're going to make royalty's. You're going to be 
independently wealthy. It's passive income. No, it's not. I mean, even, you know, if you take it let's say 
you could get to Mark Silva, you still got to work. You still going to love running ads. And he loves that. 
He's just a super sharp guy. But that's not for everybody. If you want to actually work daily and do 80 
percent of your stuff is is your passion stuff, then you're going to have to do some you're going to have 



 
 
to build your own audience. It's not going to be an audience you can't contact like people by your books 
on Amazon. You have no way to know who they are, what their demographic is and how to contact 
them again. Except if you put, you know, a little opt in inside your book saying, hey, get this free 
download, and only a fraction of those people do that. So that's a slow process. I mean, for me, it took 
me three years to build 300 email, a 300 email list through my books and get my first two summits. If I 
did my first two summits within six months of each other, I added 8000 emails to my list in those first 
two summits. So and those are people that I can now email about my stuff, about other people's stuff. 
So building that list, it's if you want passive income or close to passive, there's no real true passive 
income but close to passive. Build an audience and send them to things that further what your book 
talks about. So for me, it's not always my stuff. It's you know, I send people to direct pictures, audio 
books, course. Right. And so forth that fill the gaps where I don't have offers, but people that are you get 
into my world, you know, they're they're authors. They've got books. Maybe they need an audio book. 
Maybe they need to do a summit, like I'm talking about right now. And maybe they need to do a you 
know, create a course or something like that. So it's you know, that's the niche. That doesn't matter. It's 
the ability to have an audience. And if you don't have some things in your value ladder, you fill a gap in 
the value ladders like your product selection. So you might have a free book and then you have a paid 
book and then you have a mini course and you have a master class and you have coaching. Then you 
have a Dunn view service. You can have all this stuff, you create a mastermind.  
 
So all this stuff is is really important to have. And you can't have any of that unless you control your 
audience. And by the way, if you got a Facebook group of 100000 people or you've got 100000 
subscribers on YouTube, you don't control that. Yeah, you don't. You know, Facebook, OK, you can 
advertise on that Facebook. Now is the time of this recording. They're letting people put ads inside your 
private Facebook group. So if you've got a mastermind in there, you might get somebody, a competitor's 
ad showing up in the timeline in your mastermind. I mean, how crazy is this? It's it's kind of gone nuts. 
And that's why I've moved everything to social layer, by the way, social layer I oh, that's Troy Rishard 
and Ben Settle. I love those guys I'm in to in their coaching group. So I'm a coach in their group. And 
they've been you know, they basically have been on this roll they built. I have my mobile app in the 
software they built. They built a social app. They're coming out with an email platform. They're just 
building tech to help us get. Around all these tech issues, and it's all based on audience and having that 
audience, so building an audience is the second thing you need for business. And third thing is you need 
to connect with other influencers. If you think this is a solo, you know, no other people involved game. 
That's not it at all. What I love about online is any people that might be perceived as competitors in the 
brick and mortar world. Absolutely not. You know, with affiliate marketing and all this other stuff, you 
can partner you could have very new products and you could promote each others. And some people 
are going to like you as the teacher. Some people are going to like the other person. If you promote the 
other person, you know, obviously your stuff takes precedence. But if you promote the other person, 
you're going to make 50 percent on theirs. They could send people to you to make 50 percent on selling 
years. And so if you can but if you can find things that are great fits, like Derek's case, audio books, in my 



 
 
case, for me, fitting into the to the self publishing world, there's a lot of people that do, you know, done 
for you books and things. And, you know, I've done those in the past and I'll occasionally do them, you 
know, cherry pick the people, mostly friends or people I know.  
 
But for the most part, me moving into this virtual summit niche, you really it's just it's just an extension 
of book profit secrets. It's it's my number one book. Profit Secret, by the way, is hosting a virtual 
summit. And we'll talk about why you can do it here in just a second. But, you know, that allows me to 
fit in the niche alongside of these peers and we can partner on a lot of things. And so if I want, you 
know, if I want someone comes to me and wants to become a USA Today best selling author, I could do 
that. I could create that service. I don't want to. I need to. I can just send them to Olinka Rakowski and 
and all the stuff. By the way, is it radar form? So if you need if I mentioned something, it's there or it's 
going to be there. All the links and connections to all the things that I offer my partners offer, because 
it's just much easier. Like I'm going to send a link to this person who needs to be needs USA Today best 
selling author and their title. And she'll send me a commission. She sends me someone to do a summit. 
I'll send her commission. You know Paul Browdy the same way, Derek Decker, all these people that you 
know, and so all of these three things. That's in fact, to me, that's the most important thing you can do, 
is the connections you make because of these partnerships. And then if you have a list, you built your 
audience, you've got connections. You can offer anybody else's products and do very well. And the thing 
one thing at one point I want to make here, because this is what I learned in the brick and mortar world, 
and it's even more true in the digital world is this if you've got a day job and I've had it, you know, most 
of my life and then, you know, it took me a couple of years to transition over all digital, all online.  
 
So I've been there. It if you start doing the math and you go take your paycheck and, you know, take 
work two paychecks for the month or whatever it is, and look at your take home pay and figure out how 
many units of whatever you need to sell online to to recoup that. It's generally not that much. So when 
you start doing the math, it's just like, wow, I need you know, there's all these reasons to have 
somebody else be your boss man. I tell you that it just you know, I used to be nauseated after I got out 
of college, just going to work. I just couldn't do it. I just I mean, I did it, but I just I couldn't take it. And 
finally, I'm doing what I love. And you realize, oh, my God, it wouldn't have taken much at all to just 
replace the income. But you think that job you have now is your only it's the only thing you can ever do. 
And once you're kind of forced to do something else, that's you know, in my case, it was a blessing. It 
was painful at the time right before my first summit. But it was a blessing in disguise that, you know, the 
virtual summit came along and showed and revealed to me what I could do, because, you know, a lot of 
people want what you have to offer. And it's not don't go don't base demand on what's in your head 
based demand on what's out there. Make an offer and you can do that. And you can do almost any offer 
on the back end of a summit. And we're going to talk about that in the the next episode. I think it's the 
next we'll see. I'm building a business after summit.  
 



 
 
But but I do want to just clarify to you, the whole purpose of today's podcast is just getting you to 
believe in a virtual summit. So what is a virtual summit? You know, a lot of people think, oh, it's a live 
event. There's a lot of moving parts and we're going to have this. And it's not that at all, at least not my 
definition. My definition is it's in a it's an event. It's virtual. And I deliver all the videos for my summits on 
demand. So basically, you'll you'll get let's say you get twenty interviews and you want to deliver that 
over five days. Right. So I would say four to five interviews a day is pretty much what most people could 
take at most. And the thing is, you know, it's like a live event. You say, OK, we're going to be on at noon 
Eastern Time. And what about the people in Australia? Well, that's like whatever, two a.m. So it's not 
that. It's just your prerecording. All these interviews, you're delivering them on certain days of your 
summit, you're delivering them all for that day. So let's say there's twenty and you got four interviews 
per day for five days. Monday, you released your first four interviews and they're on demand. So at nine 
in the morning. All four available for 48 hours, you send out emails and people can watch them at their 
leisure, they can watch them in the order they want, they can skip the ones they don't want to. They 
don't have to be sitting in front of the screen all day. It's like I can go and watch them when I get home. 
But there is a time limit. They've got 48 hours and that's the event. And if you if you do the right things, 
like to the point now where I don't even have to. The only thing I do during my summits, during the 
summit week, in the delivery of those interviews, everything is prerecorded. The only thing I do is 
respond to emails. People like I like that one. Hey, thanks. I had trouble logging into you the premium 
pass here. Here's some common things. Or did you copy the password right from your e-mail? All that 
kind of stuff. That's all I do is just front facing stuff, nurturing, connecting with the people who've 
adopted in and an attending the summit.  
 
That's what I do. And and it's amazing. And you can do that, too. And if you get the automation down. 
Yeah, I just you know, you can have somebody do it. You can buy a template, you can figure it out. 
There's some there's templates for WordPress out there, all kinds of stuff. I like Kartra. I've got a custom 
template in Kartra. And I'll you know, I at some point I'm going to be putting that up in Kartra 
marketplace or something, but probably more likely it's going to be like a workshop with me where you 
get the template for free, something that gets distributed. But I use that with all my done for you one on 
one clients. And it's amazing. I just got a review today, a video review from somebody. We finished our 
summit and she was just she said the key thing was that it made her look so good to her peers, the 
people she interviewed. And that's what this is. You know, it's building this relationship. And the reason 
you can do this right now, because I think the big fear for people is, one, the tech which you can hack, 
you can outsource that or get a template, whatever. But two is reaching out to these people for 
interviews. That's scary. And even to me, it's scary. And yet I've got like 97 percent yeses from people 
I've asked who had no business in my mind asking. And they're like, yeah. And the difference is and this 
is why anyone can do it. If you're launching a book or something, you're like, hey, I want to reach out to 
so-and-so and see if they'll promote my book to their list. It's like, well, there's zero in the in that for 
them, especially if they don't know you. And, you know, it's to be fair, it's there should be something in 
that in there for them. That's why it doesn't you might be able to get somebody to write a blurb like a 



 
 
testimonial review or an editorial review, a couple of sentences. But there's no absolutely no. I mean, 
they could use their affiliate link to sell your 99 cent book. That's just it's not even appealing. But the 
summit's different because first of all, they could sell they can send people there and get commissions, 
you know, 50 percent commissions kind of normal on the premium passes so they can make money, 
good money, just by sending a few emails to their list about your summit that they're on. But two, 
they're getting face time and marketing and exposure to other markets that they might not normally 
get. And it's only a twenty or thirty minute investment for the interview.  
 
So most people that are worth having on your summit know it's worth their time to to let you interview 
them for your summit. So they saying, yes, it's easy. But here's the main thing is that you might say, well, 
that's true for some, but I don't have an email list. I don't have this or that. I'm just starting out. That 
doesn't matter. I'm not an expert. Doesn't matter. It does. If you're asking them to promote your book 
or your course or something, but you're just the interviewer. No one expects you to be the expert. 
You're going to get authority. You're going to get credibility. Your attendees are going to see you as an 
expert because you're interviewing these people. But you don't have to be the expert. And this is 
something that's, you know, part of my long term plan is it's it's as long as the audience I get to my 
summits makes sense to be in my permanent audience, I'll host a summit on it. So, for instance, I've got 
a fiction business summit. I'm planning. I've got a podcast I'm going to planning. I'm not an expert in any 
of this to you. I mean, this this is my fourth episode or I guess this is my fifth episode, I guess at this 
point or sixth, I'm not sure what order these are going to go in. But anyway, so, you know, but I can host 
a summit and I can ask questions. In fact, I'm really qualified to ask questions because I'm super curious. 
I'm fairly technical. So, you know, I'm fairly fairly process oriented so I can ask the right questions to 
understand things from a perspective of, you know, so if you're you know, all you have to be is curious 
about the topic and ask good questions and you're qualified to host the summit. And so that's the thing 
that most people, you know. Well, I'll wait. I'm going to get my course done first. I'm going to get my 
book done first. I'm going to you know, I'm starting to write my book. Let me do that first. It's those are 
excuses. You know, usually that means it's their fear of reaching out Foro fear of reaching out to other 
influencers when the fact of the matter is this is something that's a known quantity. You know, it's not 
like you're asking them to endorse your new technique for, you know, coaching or whatever. You're just 
saying you're just saying, hey, come and give us your expertize. And all these other speakers are going to 
send people here to look and they're going to see you. And at the end of their interview, we're going to 
send them to your Web site and how they can get more information and hopefully opt into your list. It's 
a no. Brainer, you know, as long as the topic in the audience that's going to be at the summit matches 
what they want. That's a no brainer.  
 
And so and for the most part, if you're asking people in your industry or peripheral industries, you've got 
it covered. They all want the same audiences. For me, my first summit was book profit school. And I you 
know, it was when I niche down, I was thinking, should I do a publishing summit? I mean, a lot of people 
are already doing that. I said no. You know, I think what I really want to know personally and I kind of 



 
 
think other people want to know my niche down. I said I want to know and make some money after the 
book. What what else what are all the things we can do to enhance the value of that book? Because it's 
not cutting it on royalties. And when I did that, that opened up my ability to ask. The speakers didn't 
have to be self publishing gurus like, you know, like Danny Enni is a corkscrew. I talked to Greg Roulet. 
He's a funnel guy, Stu McLarin, a membership guy. So I had I got to talk to all these people and their 
audiences matched what I wanted. And so, you know, in those cases, some some of them, like Stu 
McLarin, he's going to promote my thing. He's got a thousand other things going on, but his name made 
it valuable. But other people that are in mine, you know, niche or just even, you know, it kind of more at 
my level, let's say the B players or whatever, whatever the rankings are, you know, just the ones that are 
on the upswing of their business, they're going to promote the heck out of it. Yeah. If they're going to 
spend time to do the interview, they want to get some cash out of it, too. So it's an even if they don't, 
that's OK, too, because, you know, no one is the attendees. And number two, the speakers. The number 
three is you in the summit. So let's make sure it's valuable content. So if everybody's not promoting, 
that's OK. I don't ask I don't require anyone to promote as long as it's going to be good information for 
the attendees. That's what I want to do. Is it going to help the speakers? You know, how can I help the 
speakers the most? I make sure to encourage everybody after at the end of every interview to send 
them to that person's site, opt in for their free booklet they just talked about in the interview and all 
that. And then, of course, the rest will just take care of itself and you don't. And here's the other secret 
issue. You know, even if only like 20 to 25 percent of your speakers promote, you can make some really 
good income. You're going to get very good email list building and you're going to build some 
partnerships with those speakers to actually go out and build your business.  
 
Now, this is a longer than normal podcast, but let's talk about one more thing, because I just want to 
cover this. And this is has to do with, you know, just what's the topic of your summit gets a little bit you 
know, it can be tricky, but the one thing I'll say is you've got to reverse engineer. It absolutely got to 
reverse engineer. My first summit, I got lucky. The audience that I attracted was the audience that I 
wanted to be on my list, to be in my audience after the summit. And so the main thing you want to do 
with when planning your summit is just ask yourself one question. What do I want to have happen the 
week after the summit? And, you know, it might be get people to enroll in a course. It might be people 
role in your coaching or join a membership or or buy your book or just join a free group or you could be 
any number of things might just be to join your email list. That's cool, too. And by the way, you're 
creating a product with your summit that you can use over and over, you can sell an evergreen and so 
forth. So, you know, the episodes of your summits can become podcast episodes. You'll see that later on 
in this podcast that I do some of that where I'm going to take some of those best interviews and put 
them on the podcast, you know, not right away, but six months a year later, they'll go on the podcast 
because they're so darn good. But I'm not going to devalue people's premium pass by doing it right 
away, so. But who do you want to have or what do you want to have happen? And then who are who 
are the people you want to expose to that? So for me, had I planned it right now, I got lucky, but 
somehow I did this the right way. You want you niche down the summit theme, which was book profits, 



 
 
how to how to increase your income and influence beyond royalties. But had I done it right, I would 
have said, I want to sell this anthology product afterwards. It's going to be authors or aspiring authors or 
entrepreneurs. I need a book. Those are people. I want my audience. Great. So the last thing is I want 
them to join my anthology book. These are the type of people that I want to show the offer of the 
anthology book to who has those people in their audience.  
 
And so you really just and it doesn't have to be somebody you promote necessarily, but you don't want 
to be inviting a lot of people who don't have one, an audience or, you know, unless it's a really great 
topic. So you want to weigh all this stuff. But if I am going to go to the trouble of doing all this, let's make 
sure that the audiences match. I got lucky at a lot of self publishing people. I had a lot of entrepreneur 
speakers that had entrepreneurs in their audience. And so you're going backwards and saying, OK, end 
result is this offer. Here's the people I want. Here's the speakers who have those people. They're going 
to speak based on this theme. And also, here's the reason you also want to match your audience. Is this 
going to encourage them to say yes and benefit them more if you've got the right audience? Because if 
you match audiences and get them on well, they're going to bring their best audience to you and all the. 
Our speakers are going to bring their best audiences and expose them to this person. So that's why if 
you do this in reverse and you say and you start with the you know, what's the offer? Who's the 
audience for that author for that offer, not author. And who are the speakers that have that audience 
and fit and fit are our theme and have something good to say. And then then we kind of come up with 
the niched theme. And that's the way I do with all clients now. And that's what you should do. So you 
can think about that. And, you know, as you check out more episodes about virtual summiteer, you can 
check you can go to great RFM and check out all of our summit stuff there, which is a growing list of 
books, courses done for you, done with you, workshops, things like that, see if it's for you. But really, if 
there's one thing that I can or would tell any author to do, you know, whether you're starting a book or 
you just finished a book and you're kind of wondering why royalties or or even if you're making great 
royalties, what's the next thing you should do? You're not quite sure. Do a summit.  
 
And the last thing I'll leave you with is the reason you do the summit, too, is it's one of the best feedback 
mechanisms you can do. So if you got if you did nothing else, you could host a summit. And then you ask 
for people's feedback after the summit and they're going to tell you exactly what products they need, 
what things they need help with. And you can formulate your next product, course, membership, 
coaching, whatever based on feedback and be paid to get that feedback through the summit. So that's 
that's it for now. My whole goal today was just to get you excited about virtual summits. And we have 
multiple, many more episodes on summits and in more detail. But if you need to just you can always go 
to Ray dot FM and see what we got going there. Talk to you soon. Everybody, thanks for joining me on 
this episode of book Profit Secrets. You know, Abraham Lincoln once said if he had six hours to chop 
down a. He would spend the first four sharpening his ax. That's what this podcast is meant to do. That's 
also what we do on our site, our companion site, Ray dot FM. So check us out there and sharpen your 
ax, increase your influence, income and audience, and we'll see you next time. 


