
 
 
 
 
 

Book Profit Secrets Episode: 007 

Launching a Biz with a Virtual Summit 
Host: Ray Brehm 

 
Hey everybody, Ray Brehm here, welcome to the podcast that will help you increase the income and 
influence of your book beyond royalties. Book Profits Secrets with Ray Brehm starts now. One of the 
very first courses I bought and books I read and things that I, you know, concepts that I had learned was 
Jeff Walker’s, product launch formula. And I have to say it's one of the foundations of everything you do. 
You'll recognize it when if you ever are affiliate of a big launch. It's almost always, you know, what he 
teaches in his is flagship book and course or what he's done on his most recent launch, Prelaunch 
Contents. There's three training videos. All this this one of the most proven ways to launch, you know, a 
course or product or a service, you know, on the Internet today. And it's been it's been around for a long 
time. And I grew up there, I should say. I grew up there in my digital life, as, you know, an apprentice of 
him and all the people in his groups and spent three years, I think, and in this launch club mastermind 
group, which is it's incredible. I've got a lot of lifelong friends from there, a lot of them you'll you've seen 
on my summits. And, you know, it's a great way to network is being in mastermind groups and so forth 
and to work out with work with, you know, learn who you might partner with and things. It's a great way 
to meet people.  
 
But what I want to talk about today is because that's what I've done. I've used his formula. I've you 
know, I love his practice and what he's doing with basically what if you're going to launch a product? 
This is a minimalist description, but basically you're going to have an open cart week where your your 
products for sale. But prior to that, you're going to have three separate training sessions called PLC's 
prelaunch content that that basically you're teaching some, you know, some just golden nuggets to 
people, getting them interested in learning more. And then the people that after those three trainings 
that want to learn more, want to take it further, they're going to be interested in your product. And the 
goal of those those the prelaunch content is one to show that you know what you're doing, but to to 
introduce you to people and build up that credibility to that authority. And you do that by you know, 
sometimes you're sharing testimonials. There's some emails in between. There's all kinds of mechanics 
behind this.  
 
And I don't want to say I found a better way, but I kind of think I do. I mean, and it's not unknown to 
anybody who's hosted a virtual summit. It's the you know, if those goal of those things before you 
launch your product, whatever it is, is to build rapport, teach, give free content, get an audience 



 
 
together. That's hot on this topic that might want to buy your product afterwards and get the right 
audience together, get the right partners. Promoting their virtual summit does the same thing. And it's a 
little bit I would argue it's a little more concentrated now. I wouldn't not do product launches. I've done 
them and I still will do them. But my I stumbled on this with my very first virtual summit, and that was if 
you've heard my episode on virtual summits and why you should do virtual some of you, you might have 
heard the story. It's always worth repeating stories to people hear it. But my first virtual summit, I had 
no idea other than I thought it was an authority piece. I thought it was a way to build authority. I had no 
idea there's an income side. I had no idea the power it gives you right after the summit to do something 
else.  
 
And so really, when I'm planning a virtual summit and I talk to anybody, it's always that thing you're 
going to launch next. What is that? And it can be an existing mastermind coaching a course, whatever 
that is. You there's almost nothing better you can do to launch that than host a virtual summit the week 
before. Or, you know, if it's too much stuff, maybe it's to maybe give them a week break in between and 
it's two weeks out. But typically what you would do. So what I did and this is just by default, by accident 
is I finished that very first summit. We made for me great money at the time, especially because I was in 
a financial hardship prior to that first summit and the day after the summit was done. And I was 
exhausted and I woke up and said, but gosh, it just seems like I've just got the sixth sense that my 
authorities in an all time high. And so I took a product, an anthology product that I had run by my 
audience forty five days earlier. And I'm like, this is seems risky, but I don't really want to sell some fifty 
dollar thing. I'm going to I'm just going to go for it because I think everybody thinks I'm, you know, I'm 
credible or I've got some authority now from interviewing all you know, I had Stu McLaren on there, 
Matt McWilliams, Rob Kossburg, just this list, Nick Stephenson, Linko Kowalska, Cat Wanders, Derek 
Decker, Paul Browdy. I mean, I had amazing I couldn't Daniel Hall. I couldn't believe all the people I got 
to interview. Cloris Kiley. They keep popping in my head as I'm talking. But the point is, I said, well, let's 
just try it. What the heck? I mean, if I zero. It's the same as if I just don't do it.  
 
So I took the emails I had run and this is just an email launch. This is how powerful a virtual summit is, 
because I didn't do anything fancy. I didn't do any live streams or any of that mean. We just they saw my 
face on the summit, four or five interviews a day for five days. And then the weekend there was an 
encore. I mean, so I'm either credible or I'm not. At that point. Looking back, I didn't think of. At the 
time, I just looking back now, it's like, you know, I'm just going to say I got the energy to do is plug these 
emails in that I ran forty five days ago to my existing list. And I added that for someone I had like three 
thousand people, I think, to my list. And I just ran those emails again. And basically it was just a daily 
email that said, hey, have you ever thought about this? And this is why joining in anthology's good, you 
could join minus a thousand dollars I pulled together. Well, I had pulled this together 45 days earlier, so I 
had the cover I had, you know, but it was just it had been a concept earlier. And that's an important 
point. It doesn't have to be a finished product. And we'll talk about that in a second. But I reran those 
emails and I did did 19000 in like six days. Now that to you, John or Jane Q. Listener, you know, that 



 
 
might be a lot or it might be a little or it might be just right. I don't know. But for me, that was amazing. I 
had sold three thousand dollars worth 45 days earlier and turn around and had a huge summit and then 
did 19000 the week after I said, oh my g omg. This is this is something.  
 
And that's what changed me. That's when I said I'm going to pursue helping other people, helping 
especially authors, but our entrepreneurs get their summits done because it's just such an amazing, 
amazing thing. Big key to that amazing is guess what, the week after what you're launching after the 
summit. And so when I look back on the things that I learned from Jeff Walker and then the things that 
the summit did, I said these are very comparable. The difference is and here's you know, here's the first 
major difference I see, you know, trying to get sometimes you'll get testimonials. And it's really when 
you're doing the pieces, you're doing a traditional product launch launch. Those places, those videos, 
they're all you, right? They are all just you talking and showing your knowledge by teaching. But the 
summit takes it one step further because you're on let's see. You got twenty people or thirty. I mean, I 
had my second edition. I had forty five people, which was too many. But let's say 20 or 30. You had 20 or 
30 experts being interviewed by you using them intelligent, curious questions every time they see you 
with another expert and then another one and oh my gosh, she's talking to him, you know, and they 
might not know 19 of the people, other speakers, but they know that one. And he's talking to that one. 
And he's you know, Ray, he must be an extra because he's talking that one. And even if they don't know 
they're the people, but they hear good content, then they're like, oh, he's talking to that other person. I 
didn't know that person before, but they are really smart. They were saying some really good stuff that 
really interested me. That is a whole kind of a whole new level of building authority. Right before your 
lunch, you basically been endorsed indirectly by these twenty or thirty speakers right before you're 
about to launch your main product or whatever product might not be your main one, but it should be 
probably one of your main ones. I don't even know day to day. I never know what my main product is 
because I'm always thinking like, God, I could create that.  
 
But that's the beauty of it. Now, here's the other beauty of it is in. Jeff Walker teaches us, Danny teaches 
this. I'm taking Danny and his course as I'm recording this, that the best courses you can create are 
basically crowdsourced there. You're getting feedback real time on what people need to learn. And I did 
this at Jeff Walker. I learned it from Jeff Walker's course. He calls it a seed launch, Danny, and he calls it 
a pilot. But basically, you're teaching live and getting feedback in between the live sessions on what 
people need more help with and what they need less help with or, you know, what topics they already 
know you can skip over, you know, go faster. And so you find out instead of using what's in your head, in 
your bias, based on your knowledge of what people should or need to know, you're getting feedback to 
teach that course. But a lot of to do that. And just by itself, you kind of need to get some feedback of 
what the course needs should be beforehand so that if you're doing it without a summit, you can go out 
and do interviews. And this one, things Danny teaches and it's you know, it's great. It's definitely you do 
this no matter what. But if you've done the summit right, you already have that information because 
people one of the things we do in our summits is ones. As soon as somebody registers, we sent him an 



 
 
email and say, hey, what's your biggest issue? So for like book profit school, it's my best example of my 
favorite summit at the moment. But my best example, because it's it's basically the same format as 
profit secrets. This podcast is, I would say what's what's your biggest issue regarding earning more 
income around your book or around your book? And so they register. So thanks for registering. And then 
four hours later, we send them email says just want to make sure you got the registration email and by 
the way, hit reply, just let me know. And by the way, what what are your issues? And people will reply 
and tell you and it's amazing you start gathering that data. Then at the end, you know, the summit, 
you're going to hear some people, you know, they're they're like, you know, just hit reply to one of your 
daily emails about, hey, today's summits about this. They hit reply. They're like, you know, this I love. 
This one, and I just really like to know one more thing, or at the end of the summit, you say, hey, go to 
this review form and fill out the you know, do me a favor, let me know what you liked, which didn't like 
what you need more help with. And OMG, you got you've got feebs and then you can go like, let's see, 
you have no idea what to do. So you can I encourage us to if you don't know what your next thing is, you 
can figure out what it is during your summit and you can do basically a basically a live creation after your 
summit.  
 
So here's how that would work. So, for instance, and I'll tell you, I'm struggling with this right now 
because I'm building a course on it. By the time you hear this, who knows it'll be out or whatever. But 
I'm building a summit done with you workshop, which is kind of the next generation of you know, 
there's master classes with all kinds of good tools, or you get online with a teacher and you're going to 
learn it. And there's going to be a kind of watch this video component and do that. But as I was doing my 
last summit, people started the most common trouble that authors were having was about emails. You 
know, I'm I'm trying to figure out how to nurture me. I'm trying to figure out how to selvi with email. I'm 
trying to figure out how to build a list. And it was pretty obvious to me, like, oh, my gosh, I think people 
want to need a class on emails. And so, you know, that's my dilemma at the moment, is like, which one 
comes first? Now, the summit one comes first, obviously. But I know that my list wants an email course. 
And I don't know if that's a, you know, a full blown master class. It might be something that goes in my 
eruptive, which is the course of the month. But the point is there is no shortage of ideas coming from 
the summit itself.  
 
So let's review to this point where we are. The summit is kind of like a launch formula on steroids 
because you've concentrated all the authority building with 20 to 30 other people who have authority. 
And you've concentrated the training over five days now. Yeah, people might be worn out, but they're 
not worn out. You're not asking them to start training the day after your summit. You're just asking 
them to be if they're interested in doing your next thing and your next thing can be based on what we 
just said, something you decided that day. Right? So I'm going through my summit. Let's say I didn't 
know anything. This last book, profit school, I just ran. I didn't know what I wanted to do next. And that's 
perfectly all right. Now, if you've got something that's that's the thing we want to target that. We want 
to target that audience. We still want to know kind of what audience you want to attract, even if we 



 
 
don't know what we're going to sell them next. And so that's the point here. I talked about this in 
another episode, but you want to start with the offer that you want to do next, then figure out what the 
audience for that author, then figure out the speakers and so forth.  
 
But let's say you don't quite know the offer, but you know the audience. So you could skip that and say, 
OK, I think the offer is going to be a course or coaching or done for you or a mastermind or something 
else with this type of audience. But I'm not 100 percent sure what the offer is. Now, if you got it now, if 
you can nail it down ahead of time, that's great. Let's just say you say, well, I know I want to do a course 
and I know I want it to be to help authors and entrepreneurs. And then I give my last, and then I and I've 
got my speakers so like getting the right audience and I've got the Niche and Profit Schools Summit and 
I'm running the summit now. I don't know. I want to create a course afterwards. I say I'm doing an 
anthology now, but that's could just as easily be. Of course, I just for me it's proven in the timing is I'm 
launching this anthology now. But if I didn't have an anthology based on what I just heard in this court, 
in this summit, and let's say I wasn't planning on doing a summit course either. I got a lot of stuff going 
on. I get that. And that's another big thing to do, is try to not follow all the shiny objects. But based on 
the feedback that I just had from this book, Profit Schools Summit I just hosted, I could start sending out 
emails this week for an email for authors course, some with a fancier name than that. But and I don't 
have to have anything done yet. And I'll just you know, we weren't we're not going to go into all the 
details here.  
 
But what I want to encourage you to understand is you don't have to have this duck in a row, really, if 
you've got the ability to live a little loose and you should do this anyway. Is this Jeff Walker and Danny 
Iny both teach. This is you don't want to create a course by based on what's in your head and what you 
think they need to learn and what order and how long each module is. You want to co create it with 
your first set of students and you make him a discount. They're going to get a live training and Q and A's 
and all this other great stuff. And you went in and a discount and they're going to help you create a 
they're going to pay you to create your first version of your course and you're going to create a course 
based on feedback you just got from your summit, which is amazing. So in my case, that feedback would 
have been, you know, the email so I could start emailing today saying, hey, I am creating a course on 
emailing for authors because I've seen a huge need for it. And I heard things like and this is something I 
heard. I need to get more eyes on my book. I need to get I need to learn how to nurture properly. I need 
to my email campaigns to sell better. Well, those. Are all things that could cover in an email course, and 
those are things people said to me, those are almost literally direct quotes I heard as a result of my 
summit so I can use their own language to promote this course. And then you just I mean, you can 
package this a ton of different ways. But for simplicity's sake, you would make it a four to six week 
course where once a week you're going to teach for an hour, hour and a half and in between each and 
you're going to record those. And then later you can chop them up into your main course and sell that 
without doing it live the next time. But you're going to get not only did you do a summit, make money 



 
 
on that, you're going to you're going to use that summit, leverage that summit to get paid to create your 
first course.  
 
And by the way, your summits effectively a product anyway that you can use again and again. You could 
sell it again in six months. You could run it again with the same stuff or add some speakers, do some 
stuff to you. By the time you're done with this, you've got two products where you started with nothing. 
And that's why I love summits. They're so powerful because you can you create the summit, you've got a 
product. You leverage that summit to launch the next thing, whatever it is, even if you don't have 
anything and you've got a second product. So for me, I might run five it. I might run it probably for seven 
days. I say, look, I'm going to do this pilot. There's a limit of twenty people. Maybe it's going to be five 
hundred dollars or if normally it's going to be 2000 or 3000 dollars with my well I'm thinking summit 
here but template. But let's say it's going to be a normally it's a thousand dollar product or two 
thousand dollar. I'm going to do it for 500 and this can be any price point you think is appropriate and 
make sure you're not undervaluing yourself. And, you know, if you get ten people paying your 500 
bucks, you just get paid 5000 dollars to create a course, live and get feedback during the course. So now, 
like you had feedback during the summit, you get feedback during the course. And so I go and teach the 
first Monday, the same station, six Mondays in a row, Monday one.  
 
We're going to talk about email list building and how to you know, why you need it and how to do it. 
And and maybe I'll and I'll slightly outline these when I'm selling the pilot. And then, you know, week 
two, we're going to this. And then when I actually go to teach Monday, first thing I'm going to do is 
email people before they show up Monday, a few days early and say, what's your biggest issues with list 
building and getting people on your list and using email? And they're going to send me a bunch of stuff 
that they need help with. And guess what? I just got my curriculum for that first class. Now I've got my 
loose outline that I can cover no matter what, but they've probably given me much more important 
things to cover. And maybe I thought I was going to start with, like, OK, put an opt in in your book. It's 
like, hey, how does e-mail even work? Oh, good. I need to start a little bit back for there or. No, it's all 
about this other stuff. OK, well, we're going to cover a few things and then we're going to focus on all 
the stuff that came in. I've just added that to my outline for day one. Then guess what? After that first 
Monday, you sent an email. The next day it's like, thanks, the video is going up into your client portal 
today. And by the way, what so what did you need to you know, what did you feel like? You still needed 
to learn. You still need help with from from day one. And tell me and then, you know, Monday number 
two, we're going to talk about these things. What are your biggest issues with these? And guess what? 
They're going to give you the curriculum. Are we still need help with the thing from Monday one. And 
here's the things you ask for money to. Now, I've just got my loose outline formulated for Monday. 
Number two. Now, you might say, well, you know, you know, I need to teach things. They might not 
know what questions ask. I'm telling you, this is this is an amazing system. I did this years ago following 
Jeff Walker's lead. I had, of course, called Best Sell University. I got five people in at five hundred dollars 
each and every one of them hit bestseller. And the things I thought I should spend time on, they're like, 



 
 
no, no, no, we got that. But how does this work? How do the categories work? How does the keywords 
work? How do we you know, and so they guided me on where I was overtalking, you know, or where I 
might potentially over talk and where they needed more detail.  
 
And one of my students, Carrie, she came back. She didn't she didn't do it right away. She's like took the 
course three months later, she came back and basically sends me an email. So, like, I just went back and 
watched the videos again and followed it to a tee and boom it bestseller. And I'm like, that is so 
rewarding. So when people actually take a class but you're you're creating a class not by your proximity 
biased to the topic. You're creating a class based on somebody who needs the class and their level, and 
they're the things they need to learn more about and the things that they get right off the bat. They're 
helping you formulate the class that's is much better for students and the ability to take a class live and 
ask questions. I mean, that's just that's amazing stuff. So that's how you would launch a course or a 
business. And the same thing goes for coaching. You know, let's just say you started doing weekly 
coaching. It's the same thing. It's like, OK, you're in the coaching program or starting Monday. What do 
you need help with? You know, you get a list ahead of time. You jump on the call, you make it efficient. 
You you get off the call. You're like, what do you need help with? Next time, you know, you send a quick 
email and you've got that prepared and you know, it works the same for membership's. It works the 
same for even if you're just building an email list or anything you want to launch on the back end of a 
summit. It's it's just amazing. And you. You don't need to have it done ahead of time, in fact, it's better 
for not just for you, it's better for the attendees, it's better for your students if you cocreator it with 
them live. And this is amazing.  
 
This is what can really turn you in from a kind of a publishing a book for a hobby into a business because 
you use a summit and a launch and basically a summit launch summit to launch a business. It's pretty 
incredible. And what you'll find in the end is like, OK, how do I do more summits? And that's when you 
start talking about building different brands of summit so you can run. I mean, the one thing I said to my 
wife after that very first summit that did so well was I just need to run. I need it for four brands of 
summits of four basically different topics or different summit types, you know, so there might be profits 
who will there might be, you know, book publishing, school, you know, could be any of these. I just need 
one a quarter. And we could live off the premium pass income alone. But you start launching products 
on the back end of that and doing other things. And, man, it is amazing. Summits are amazing. And as 
you can tell by my podcasts about summits tend to go on longer than the rest. So that's no mistake 
because they're they're probably one of the best things you can do as an author and entrepreneur. And, 
you know, if any of the reasons, you know, if you're just trying to build an email list, you should do a 
summit. Don't go the slow route. You can get some highly engaged people, thousands on your list. And 
it's worth it just for doing that. If you want to make connections with other influencers, you should run a 
summit just for that, because it's one of the best ways to connect people. You're getting on your video 
and your you're interviewing having some chit chat before and after what. I've built a lot of friendships, 
a lot of good friendships that way and good partnerships. If you want to earn some extra income and 



 
 
money, you could run a summit just for that, just for the premium sales. If you want to launch a product 
or a business or whatever else, afterwards, you could run a summit just for that. But when you put those 
four things together, it is really a hard, hard method of doing things for your business that are very hard 
to beat. So I'll leave it that.  
 
Thanks for joining me. And we will see you next time on Book Profit Secrets. 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 tree, 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.  

 
 


