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Ray: 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. Hey 
everybody, Ray Brehm here. Welcome to another amazing session, I'm with Navid Moazzez. He's the 
founder of Virtual Summit Mastery. It's I'm a proud graduate of it myself. It's what I used to create Book 
Profit School and virtual summits are huge right now. They are tick all the boxes, in my opinion, building 
your email list. We've been talking about that a lot, building relationships with influencers and actually 
making money. And that's all of what book for profit schools all about. So welcome, Navid.  
 
Navid: Thanks so much for having me. This is great seeing what you have done with your own summit. 
And I'm sure we can get into some of that here as well. But just looking to serve your audience of 
authors here. You know that we have helped a lot of authors in the past. We have authors come 
through our virtual summit master program and others coming in. It can be a great combination. Either 
you start with a summit, which a lot of our students have done, and they can turn it into potentially a 
book. Or if you've already written books, you want to build that audience up so you can sell more of 
your books and actually build a real business, then a virtual summit can definitely help it out as well.  
 
Ray: You know, for me, it was about a year and a half ago somebody invited me to be on their summit. 
And I'm like, I don't even know what the heck that is, but I'll do it because I like talking. And that set in 
motion. And then when I start saying a little, I don't know, six months after that, I start saying I'm pretty 
sure I need to do a summit and how do I do it? I started asking around and everybody said the same 
thing. They said virtual summit mastery go to you. I enrolled. And it is one of the most complete courses 
I've ever taken. And it kind of took the strategic thinking out of it that, you know, something I didn't 
know about, I couldn't. How do you create a strategy around something you don't know? You gave it to 
us and you know book profit school iteration one is the result of that. And that was I basically said I'm 
doing this in 90 days to figure out how to do it. And there's no way I could have come close had I not 
followed your great instruction and your tempo. 
 
Navid: And you took action after all. And I mean, maybe, yeah, we provide strategy. But one of the 
things we are kind of quite known for with our approach as a how we approach things, is that we don't 
just let our students do, they have to put in the work, but we give them free templates. Right. So that's 



 
 
kind of one of the key components, because most students simply they are not designers. They're not 
they don't know how to do all these things like automations and also basically hand them this in a 
program. And I wish more courses of programs were like this, does kind of this stage we have gotten to 
because I share so much free information out there as well. So people get results from that. But when 
they come into our paid program, a huge premium to join. I do advise anyone. That's why we do it. I just 
give them done for you resources. They can do a lot faster and quicker. That's kind of what I do because 
information is overflow online. So I just want to make sure they have everything they need.  
 
Ray: So, you know, like I said, I didn't know even what they were a few years short years ago. And how 
did you become the guy? How did you even get into virtual summits and where do you start? 
 
Navid: Honestly it was by chance. Because I was podcasting, I was doing some things like this. I started 
my website actually in 2013. So that was kind of quite a long time ago now in Internet years at least. So I 
started doing something to use and that was good for connecting with some influencers and stuff. I did 
an interview with Pat Flynn. That was kind of my first thing. I did it on Skype. It was like I didn't know, 
like it can call record. I didn't know any of this. So we actually had the wrong settings. I think I even had 
a demo version of the software i got used to because I had like an ugly kind of logo. I mean, there was 
something wrong with it and I had to figure it out in editing afterwards. So I, I just got started, basically 
acted before I was ready. But that spark was great for certain things, but it didn't grow. My email didn't 
generate revenue and things like this. And then I stumble across these health summits. I think it was like 
in the health and some other summits like around there, and they they were crushing it. Tens of 
thousands of opt-ins, in some cases hundreds of thousands of dollars, millions of dollars in sales. So I 
was like, this is cool because I was already doing interviews for a little while, like 2013, 2014. I started 
getting to the flow. Not any great quality, anything like this. I didn't know really what I was doing with 
my background or anything like that back then. And so it was just kind of simple things I was doing. But 
then I started to think, OK, I can do a summit, maybe I can grow my list because I was talking a lot about 
personal branding. Then I decided to put together the branding summit. One thing led to another. I kind 
of reengineered the process, how it's working. And then I put this together and it took me a little while 
because I had 88 speakers for that first one. I don't recommend anyone to have 88 speakers. It can be a 
lot more thoughtful and I've learned a lot since then. That's many years ago, like 2014. I hosted my first 
summit and that changed everything for me. I mean, I didn't set in. I was not my intention to become a 
virtual summit expert or anything like this. It was more like to build my brand up, more like to grow my 
email list and which I did. I got three thousand opt-ins from that first summit. I got twenty thousand 
dollars in profit. And that's just from that summit experience. That's from the all access pass kind of 
upgrade revenue that came in. I got a good profit. I got the email subscribers from it and I had worked 
for about 18 months. For that to get about a thousand subscribers and they were not, you know, 
somewhat engaged, but not not as much as I got from the summits, like with three thousand people 
coming in from the to the summit. And then afterwards I promoted an affiliate product that I made that 
month. I made actually forty thousand dollars in revenue the month after. And it was mostly profit 



 
 
because I was at the time had just quit my job a doing to the summit. Oh, now I feel as good I can quit 
my job. I didn't have a big security or anything like this. For some people that might have been scary 
because I simply had maybe ten thousand dollars in the bank or something. And then people started 
asking me more and more, how did I do it with this summit? That's kind of can happen. It's not for 
everyone and will start happy that people ask you questions like this. But in my case happened that, you 
know, something I didn't even think of. People started asking me questions how I did it, and that worked 
out for the better. So people I started consulting more and did the Self Publishing Success Summit, with 
Chandler Bolt eventually. And that did really well, helped him scale with summits to multiple seven 
figures. That was kind of the starting point for his business right. To grow with summits he got like for 
the first one thirty thousand subscribers, which was kind of insane. And then we got multiple six figures. 
And then he used to influence the relationships he built from those summits, the two summits, and he 
built so many to influence influencer relationships, which for your audience would be very relevant here 
for anyone watching this, like you need usually influencers to promote your books. And they might not 
just promote your book randomly, but if they are speaking maybe out of the summit, you know, that's 
going to be a great way for you to build relationships with potential influencers, like we talk about the 
dream one, or like you put together this kind of wish list of people you love to connect with. And it's not 
like you need one hundred people on your summit or anything like that. But still, it helps a lot to just 
have these people. Like I. I just had a conversation with Brian Labrecht today. I promoted him before 
and I've done some, you know, help them out in the past. But now they are possibly going to go behind 
to promote a webinar or something like that for me. And that's kind of his in the dream. One hundred is 
a top affiliate for a lot of things. And that was always to help me to get more customers because my 
product is in alignment with what he's doing. So that's kind of how I'm thinking always. And some it's 
that helped tremendously with things like this.  
 
Ray: It's I tell you, it's so exciting. And look, from a book guy, the whole purpose of this summit is people 
go along, they launch their book and like, OK, send in the money, send in the royalties. And it doesn't 
happen like that. But somehow it's completely different. You're actually you're nailing the three key 
things, all in one in one swoop, and you can actually earn real income as opposed to some trickle 
royalties coming in. And like you just mentioned, I immediately after my summit, a buddy of mine in this 
in this industry said, hey, can you help me redo my summit? He just did it three months ago. He wanted 
to redo it and he may. So I just I'm like, well, I can kind of give you some tips. And he had given me some 
tips one way as well. But he equaled his total income from the previous summit in the first day just by 
me saying, you know, do a sixty seven dollars for fifteen minute premium pass, do some other things. 
And he's a friend of Jesse Kruger too, so. And he's another one of your stars. So it's it's super helpful. But 
part of the theme of this entire summit has been you've got to have an email list, you've got to make 
connections and then you'll make the money. And I haven't seen any other way works as well as this.  
 
Navid: I've been in the space for quite a while and I always recommend things. Even there's not only 
some is I mean, I'm big on YouTube, not making good money there from like affiliate marketing and stuff 



 
 
like that. But for most people kind of starting out or like if you want to kind of level up what you are 
doing, I think it's some it works really well. Like you can you can as I said, you can grow your audience to 
promote your books if that's what you want. But in most cases, book is more like a kind of a business 
card, like that's kind of the modern day business card in a way. I mean, I don't have, like an official book 
yet, but maybe somebody will come. But it's still like if you have an audience, doesn't really matter like a 
yes. If you go, you can they might get some more speaking gigs and stuff like that from your books. 
That's great. But you need still more premium things, maybe offer coaching, maybe something else. And 
the summit helps build up that audience, which then can also fuel into what you are doing with your 
book. So everything kind of works together. So if you've already written a book, that's great. Maybe if 
you haven't written a book, consider maybe building up that audience first year. To some, it's actually 
going to have a solid base to launch that book, too. That's what I would do personally if I didn't have 
anything or if I wanted to get into a brand new market. We have many students doing that all the time. 
They're like, OK, I'm interested in this topic. Maybe they are not even an expert on it. That's a very 
common question. You don't need to be an expert to host a virtual summit because you're getting other 
experts on board so you don't feel like a fraud. You actually bring in people on. And you know what you 
can do if you don't have you might not have a book yet. You can actually repurpose all of this content. 
You can actually turn an entire summit into a book. Yes, you have to modify it. It's not just going to be 
transcripts, but you can still make it into a book afterwards. I have students have done it before. You 
know, as a student, I think Sharlynne, she did it in the app, it should be the app or nurse summit, then 
she turn it into app, app, playbook, good app or Playbook or something like this worked really well. That 
was based on a summit, you know, so you can get a lot of get a lot of mileage out of it. Plus all the 
repurposing that can come from all this video content you are creating for a virtual summit, too.  
 
Ray: It's interesting you say that because I had done that last year with a book and it was some in the 
book, but the difference was there was no way for me to produce a lot of income from it. And in fact, it 
did coauthors the other speakers, if you will. You know, there wasn't as much incentive now they 
helped. And we you know, we did a great launch. But when you can actually help them make money, 
there's a that's a that's a great incentive to the relationships.  
 
Navid: And all of this plays a role. But like I mean, if there is some kind of incentive for making a little bit 
money, commissions and stuff, that's kind of that's one of the ways. But in most cases, people, people, 
they want exposure. They want to be featured somewhere. So if you can provide that and you can 
maybe then, OK, you can maybe repurpose the content afterwards, you can do some things that actually 
going to help that speaker. I mean, there's different levels of speakers. I'm sure we can get into that a 
little bit, but there's different levels. So, yeah, if you have like a super big name, yeah. They might come 
on because they want to give back. It's not necessarily for the exposure. They are getting all of this. But, 
you know, some of these big names, they simply they want to give back to newer people too. So we 
have had many students started from scratch and it would be a very little incentive for someone to 
come on. But they still did it because they want to give back. But then we have also people kind of the 



 
 
mid-level trust authorities up and comers are usually a lot better to partner with because there might be 
a few steps ahead of you. And but they are more open to these partnerships. And then you can bring 
them on for your summit. You can partner with them, maybe promote their products and stuff like that. 
And I think that goes a long way to kind of show your support. And when you have an audience is going 
to be a lot easier to kind of provide that ongoing support of someone's work that you like. And they 
might eventually come on board to share your work as well.  
 
Ray: What do you say to somebody that just for me, one of the things I kind of had this thought I should 
do a summit at some point, but I'm not there yet. I'm not famous enough yet. I'm not I'm just starting. 
Who's going to want to be in a summit with me? What do you tell people that.  
 
Navid: Yeah, I mean, a summit can make you famous. I mean, in a way like you. I mean, there's many, 
many industries that hasn't been done in. Keep that in mind. Yes. There's online marketing. There's 
health summit. That's a competitive industry. Your taking I mean, I used as examples. If you're going to 
online marketing, you kind of compete with what we are doing to some extent. But still, we have 
students succeeding in this industry because they are tweaking things. They're not making exactly the 
same. There's so many different topics to go with as well. So there's there's always going to work in 
competitive markets. Same to health niche. Right. Like Mitch Asser crushed it in this industry. We have 
other students doing really well. And, you know, we're growing from zero to fifty sixty thousand one 
hundred thousand subscribers in some cases and multiple six figures, even more than one million in 
revenue. So you can start there, you know, if you're starting from scratch. But then we have these 
markets that hasn't been done it. You can be kind of your if you host a virtual event, it's like you are 
going from like a nobody pretty much to like, wow, what what have you done? Like, we want to be part 
of this experience that can happen pretty quickly in some industries and, you know, just kind of go for it. 
I would say if you feel that you want to build connections with influencers, you want to grow your 
emails, you want to generate some revenue, you want to have a lot of quality content, you can 
repurpose in different ways, create lead magnis from all this kind of stuff. You need to build an online 
business and learn some really useful skills in the process. I think that's kind of anyone can do a summit, 
whether you are new or you are seasoned like in your business for many years. I think some work 
extremely well.  
 
Ray: I think that one of the things that you did in the course that was so important to me is this summit. 
Like you said, there's a lot of people in the self publishing world. And yet I was OK, I'm going to do an 
authority summit on why a book brings you authority. And I'm like, it's that didn't sound great or 
different. And I was in your module of the course and you were hammering home the whole niche down 
piece. And I'm like, OK, what's the what's the part that and that takes that mindset where you just 
talked about is switching from I have to know it all to this is what I'm interested in. And for me it was I'm 
interested in actually how people are actually making money from their books. And I've got my things. 
But that's I don't know everything. I know one percent of what's going on out there. Let me reach out to 



 
 
people. And so when I niche down like that, that made it so much more compelling. It wasn't another 
self publishing summit. It was a yeah, no, we're talking didn't cover.  
 
Navid: How did you come out to write the book? You probably didn't cover that, right. Yeah. I mean  
 
Ray: I mean, people talk about it naturally, but yeah.  
 
Navid: Yeah, yeah of course they, they might talk about it but the main thing was OK, what's the kind of 
different monetization strategies from my book. Why, how do people make money from the back end of 
the book. Like what's different things you can use. So that's more specific or take is something that's 
been done many times, maybe more broader, maybe to cover. All the topics, but you like even on 
channelers summit, most of it is self publishing success mean we had that is still specific, but I think you 
can take just one component of something like that, like the writing component can be one something. 
But then we had I think it was the writing marketing your book. That's one component that we have the 
money like the How to make money from your book, kind of what you focused on. I think that's a really 
powerful I mean, see, I see this all the time. Some industries you can go maybe a little bit broader if it 
hasn't been done, like if it's something you can cover different things. But in some competitive markets, 
you're going to need to niche down and then it will be a lot more appealing to people to sign up. So and 
and even if you are doing a broader summit, the first time, like if you're in marketing hasn't been done, 
you can also see what topics are compelling to people and you can, like, do specific summits afterwards 
or you start with a specific one like Mary Bunny Ranch getting the tennis niche. You started with the 
tennis technique, some it's so extremely specific and now he's crushing. It is doing like he's done for 
some. It's the last one. He did over eighty six thousand dollars in sales and he did over thirteen thousand 
often. So and he's like, really it's really relatable too, because he's like step by step from his first one. I 
think he did twenty thousand then he did thirty thousand dollars, then he did thirty six or thirty eight 
thousand. Enough for the fourth one during the crisis, like when we are doing this session here, like he 
crushed it. And I think some industries will do better even during a crisis like this, even the down 
downturn, whatever you want to call it. I think in his case, because people are craving content first and 
foremost, they're like they they want to go to courts, play tennis, but they can't. So what did they do? 
They spend time at home because you can't do anything else and they consume things. And I see this for 
a lot of markets right now, even for VSM to getting more students like certain things, getting better, 
actually, especially anything kind of virtual events and virtual events now. Now it's the time like if you're 
thinking about any of this, if you see what Ray is doing, like now, it's a great time for virtual summits, 
virtual events to grow your business, to build your business and all these kind of stuff.  
 
Ray: And correct me if I'm wrong, but for me, I start thinking I'm not even sure I want to do summits 
where it's 100 percent my expertise because I'm a better interviewer if I'm learning from if I'm not 
asking softball questions. But I'm actually saying, OK, well, how do you do that? Because, for instance, I 
got one for you right now. What's the can I overdo it and have too many different summits? Let's say in 



 
 
my case, the book should focus on one every year or you just mention somebody is for is there a good 
number for that? Should you focus?  
 
Navid: I mean, if you have different summits per year, you mean and you want to I mean, here's a here's 
how I think about it. You need to think about starting with the end in mind. I think, like if you have 
something in the back end, like you said, your you don't want to maybe you don't want to. Of course, 
maybe you want to promote something as an affiliate. Maybe you have, you know, consulting, whatever 
it is you're you're focusing on. Yeah. I will always do things that play a role. So it's not only the summit, I 
mean, it's great. It does benefit. And you don't need to think about all these other pieces, but you need 
to still have that in the back of your mind. Like when you start working on a summit or anything, for that 
matter, start with the end in mind. Like what do you want to accomplish from this? Like what? Where 
do you if everything went well, what do you want to do beyond your summit right then? And you don't 
need to do for summits a year or anything like this. But if you have topics in mind that you want to do. 
Yes. Now you have done one summit. Maybe you have other topics you want to do. You can do bigger 
summits around this or you can take it like do mini summits or one day summits and do like smaller ones 
that are not the same level of list built or revenue generator typically, but they can still be pretty 
powerful. You can also turn the existing summit. You have potentially evergreen. You can relaunch that 
summit, maybe refresh it a little bit with new speakers, some different things to do. But if you have 
other topics in mind, especially for your audience, you covered, one component now could be powerful 
to have this as a series potentially like if you are very happy with how you did the Book Profit Schools 
Summit, I think then you can potentially go to another one and then you have another angle that you 
focus on that helps your author audience. And that that could be pretty useful, I think.  
 
Ray: Well, I'll tell you what I'm thinking, because what the heck I'm thinking, OK, I want to learn more 
about podcasting. And so can I launch a smaller summit? Maybe, but the author podcasts, Google 
author podcasts, summit that's podcasting for authors and it's both sides getting on other people's 
podcast, hosting your own. What are the secrets? Because I don't know a lot about that, so I don't know 
if that's the right motive. Of course, the back end I need to think through like you just meant is it OK to 
have the motive that this is something I want to learn anyway? Why not run a summit on it and I'll learn 
from the best?  
 
Navid: Yeah, that can be an angle. It's not. I mean, I have interests, of course, like you can do it on your 
core business. Like in my case I have any interest or things I'm doing currently that I maybe haven't had 
time for, like, I mean, affiliate marketing. We talked a little bit before that. That's something I've done 
for years. Maybe I should do a summit on and maybe I should even launch some kind of workshop or 
something. There's certain things so that can also validate more of an idea. Kind of OK, maybe some. I 
should focus more on because anyone, whatever his name might sound like, and he does a lot of people 
who are promoting the wrong way, but like in my case, it started with the summit. But then I have 
accomplished a lot of other things because of the audience I built as a result of doing something. So 



 
 
that's like affiliate marketing was one component. Then I focus on the organic piece. So maybe I should 
talk more about that. And you can also do it on other things you're interested in. Like I would as I was 
growing up or in my teenage years and, you know, in my early twenties, I was pretty interested in I'm 
still interested and like sneakers and culture. And I've said it before on some trainings, but I would really 
like to see an online sneaker expo or sneaker summit. Right. So that because it has been done in person, 
a lot of these things. But that's a multibillion dollar industry like in the same industry for limited sneakers 
and stuff like that. It's just the, you know, even down downturn. These things are selling, selling out. 
People want these things like these kids, they want them. And I think an online summit there on 
something like that would be cool. So that's kind of like if you have time certain, like passion, probably 
you can put that either you partner with someone who can also be like you have a partner, you maybe 
connect with someone who owns, in this case, a sneaker store in Chicago or New York or something. 
And you're like, hey, I know things are kind of going to bad right now. Probably your shop is closed. But 
but let's let's set up an online thing for you. Like I mean, some of them are selling online now, so they're 
doing quite OK. But the way, you know, if they wanted even more exposure, because there's a lot of 
competition now for online shopping, that's for sure. Like you need to have you need to be if you just 
started to set up something online now, you're going to be behind these people who started years ago 
trying to build that up so someone could maybe bring exposure to them and they might might come on 
board. Then I get all the connections I need to bring on speakers for a summit so that can come from 
someone else like that, which is completely different than how I'm doing somebody currently. But we 
have some students are partner with others and do it. They might not even want to be behind a camera. 
They might not even want to build their own personal brand, but they are simply partnering with others 
and that can work or simply hiring even someone to do the sessions if they have maybe some podcast or 
interview experience and you can create content that way. Maybe that can be like let's say you want to 
start a health website on a specific topic, then you might, you know, OK, I don't want to be the person. I 
want to sell this business. Eventually you can launch this website with a virtual summit, potentially. That 
can be a great way to do it. And then you start building out the organic content with your blog, maybe a 
YouTube channel and stuff like that. So there's a lot of lot of opportunity there. And that's kind of why 
I'm excited for everyone doing something right now or anything to build an audience, basically.   
 
Ray: What do you say, is it counterproductive if because you just mentioned you could get somebody 
else to do the interviews? And I think there are there are some people that are limited saying, I don't 
think I can do those interviews. Is it worth doing a summit if you have someone else do the interviews 
for you?  
 
Navid: I mean, if you want to build your own personal brand, then the answer is you need to be you 
need to connect with people. Otherwise, that's how it works. You need to be a face that's a lot of 
personal brand is if you don't want to be that person, maybe you want to do it for a company like you. 
It's not as it can be very effective, but like people connect usually with another person. So you need to 
bring on someone who is maybe you don't need to be necessarily charismatic or anything like that. 



 
 
That's kind of a skill you can learn over time. But at least so like that's kind of been in my program virtual 
summit mastery. That's true. Most of the people coming in, I would say to have no interview experience 
and you don't need to always do interviews, can be presentations, can be demos, it can be different 
things. But the main thing I can say around this, do you do your research, have little cheat in front of 
you, maybe when you're doing it, have some and try to not ask the same, maybe boring questions. 
Everyone else they're asking kind of all the time. I think that's like if you if you hear a podcast like free 
podcast, then you're like, Oh, this is great. Let's ask the same questions that you just did that into you. 
That's a bad approach. Don't do that, because if they just did it, maybe they promoted that session to 
that list. For example, do you think they're going to promote the same kind of session that you are 
asking the same questions that the person is not going to do that? So I think like going a little bit deeper, 
like behind the scenes, like these are some people are also kind of paying for content in a way, like 
they're signing up for free. But then also you can have an upgrade. You can do that in different ways. So 
you want to make sure the content is actionable. People are getting some kind of value from this 
content, too. So otherwise it's kind of pointless. You can just kind of stick with having them tell the story 
for forty minutes. Like, I mean, I could have told my story for like a long time here, but then you can go 
to my website or maybe check out like my interview on fire or something when I went into depth to my 
lessons learned and, you know, my failures and all of that kind of stuff. You're interested here to get to 
know how you can implement some strategy in your business. That's why we are talking about this 
going right to the point.  
 
Ray: Basically, if someone has a you talked about, OK, they might not do it if they have a brand. And I'm 
just kind of thinking through people I know, like what would be the other objections if they're. End 
result is, of course, could you consider that a product if they wanted to do a summit on that kind of 
leading people to that product, but they didn't want to do the interviews? Does that work? 
 
Navid: And if you have your own course, I mean, like, here's the thing. You need to get out of your 
comfort zone a little bit, like you're going to be on camera either way. This you can do a course on 
screen. Sure. Only, but I would say the number one thing that is working right now is personal 
connection. Like if you can integrate some live streams into your segments, maybe you can have most of 
them prerecorded for sure, but maybe once a day doing it for somebody is five days, like once a day, 
every other day or so, you can go live, can answer questions. Maybe you can even bring on a speaker 
there. People are going, I know I can trust you more. They're going to know like and trust your speakers 
even more than the broader audience that come in. So I think I think it has a lot of benefits for you to do 
it, especially if you want to be the face of your own courses and brand and all this, then you should 
probably not hire someone unless you're building a bigger business and you have people. You know, 
there's certain there's certain ways, like people are in some ways building bigger personal brands than 
themselves. And then you can always then you might have people within your company, within your 
business that people might recognize. Maybe you have already brought them forward. I do see that on 
some YouTube channels now, like I think the media is doing it to some extent on YouTube, like they 



 
 
bring it on. Other people that they have hired in their company there are quite charismatic there. They 
know what they are doing there. They obviously improving and he probably coached them and stuff like 
that. But they are also on video now, together with the founder, like he's doing his videos, they are 
doing their videos around their expertise. So I think that can work. But in most cases, you start with 
yourself unless you want to be a behind the scenes person, that's always how it's going to be.  
 
Ray: Great. So what's the OK if this is resonating with people and it should. But if if it is, what's the first 
thing they should think about doing if they want? OK, I'm interested in, you know, my hands up. What 
should I do?  
 
Navid: I mean, if let's say I have a book or course may make sure somebody is aligned with that. First 
and foremost, if you don't have that, like we talked a little bit about it. But the first step is really to kind 
of come up with your profitable topic, like you need to sit down. You need to come up with your niche. 
You should probably have that. If you don't if you're like, OK, I don't know really what I'm going to cover, 
maybe see what you're interested in, see what you can make money from and kind of see kind of some 
intersection between all these different things. Right. So what do you enjoy doing and what you're kind 
of good at and then what you can make money from? I think the intersection there is kind of the sweet 
spot, and that's how you should think about it. You don't need to be necessarily super passionate about 
everything. I'm not passionate about talking only about something. I'm passionate about the results I 
can get for people. That's what I'm really interested in. I'm like, I don't see a difference like I'm 
interested in, I'm interested to talk about it. But it's not like my passion. I would much rather probably 
be on the beach surfing. I mean, but I'm not going to start a surfing business because I'm not a 
professional surfer or something like that. So you have can kind of see a little bit there on that. But 
again, you don't have to be the go to expert on the topic. You don't even have to be an expert to do this. 
We have many examples of people who started with some of them being the creator in their niche. I 
think that works well to bring people together, facilitate that event, that virtual event. And people come 
together and they speak on a topic and you basically feature them. And eventually people are going to 
trust you a lot more. They're potentially even going to see us next. But you're not going to lie about 
something you haven't done. That's not what that's not what we're talking about here. But still, you can 
make a lot more money. People are going to be shouting for different things, like Augustus, for example, 
in VSM, he started like in the e-commerce, like Amazon seller niche. And he didn't have an Amazon 
store. He brought people together. And then he started to do these summits and now he's hosting also 
in-person conferences. I mean, until he couldn't do that for now anymore, but he has had over hundreds 
of people on in-person conferences and doing really well. And he started building that audience with 
virtual summits. And that can be whether you want to do books, courses in the back and just think about 
what you want that summit to kind of lead into eventually. And you can also get a lot of unexpected 
benefits from this. You might get people from the summit approaching. Hey, I just saw you on the 
summit. You are a good speaker. Maybe you want to be a speaker, right? And then they see you on the 
summit. It's like, oh, this person is kind of good. I like what he shared around this or like what he or she 



 
 
said it on this and then to bring you on for a speaking gig. Right. That has happened before to some 
students and in virtual some mastery. So I think you you can certainly do that as well. Like think about 
different things, how they can play a role for your business and then start their niche down. As we said 
before, it's important.  
 
Ray: So let's let's recap a couple of things. And you correct me if I'm wrong, but you don't have to be the 
go to person. You don't have to add one hundred percent of the knowledge. You can host it even before 
you've got your book written, even if you're just starting out and all you need to do is take action, 
basically.  
 
Navid: I mean, that's the that's the initial thing you need to then. I mean, you make a list of your 
speakers. You talked a little bit about that. That's kind of the next thing. You don't need the 
relationships. You don't need to pay speakers. I mean, there there's some things people might think 
about. I, I just got someone. An introduction to someone via messenger and sounded like he was in, I 
don't know, safety circle or something because I get it because I started this circle. I know the objection 
these people have. They're like, should my guest post for a long time to build these relationships? Like, I 
was like, dude, this is a crate. This is like a drumbeat. This are be like this is like typical like that right 
there, because he thought that in one of his courses and stuff and they might because he thought a very 
long process to come up with your video and stuff like that, I think has improved now. But a new thing 
came up. But either way, it was kind of interesting that he had those objections. I like my students just 
take action and they don't worry too much about the guest post. He's not going to get you anywhere if 
you're starting out. I mean, let's face it, there's so many blogs you're going to be hit the jackpot basically 
to make sure that guest post takes off. Like that's not a good approach. So instead, consider having this 
summit. Don't have the objections of speakers. Yes. You might not know anyone right now, but we teach 
a strategy bit like a ladder strategy. You start with some people, you know, and then you walk away, you 
know, basically what you get up the ladder, so to speak. So you might if you know what Tony Robbins, 
get Tony Robbins if you're in that niche. I mean, most people don't know him. So you're going to maybe 
start with some people you potentially know, some people that are a little bit easier, like up and comers 
trust the authorities, get a few of those on board. Then I have a mix of influencers for your summit. I 
think that's kind of the best thing. And make sure if you bring in someone on board, they're great fit for 
your summit. They're great fit to speak. They have maybe the audience you're looking to attract as well. 
And they will share great content. You know, there's some things like this, but honestly, it's well worth it 
because you're building relationships. It's fun to do these sessions as well. You're learning from them, 
too. You can ask them your questions. You might have that. They might charge hundreds of dollars, 
thousands of dollars for consulting. But because you have a virtual summit and you're going to promote 
them as well, in a way, you are getting them on for free. I mean, I don't know how many might be like 
one student or somebody paid occasionally and some like very unique markets because they wanted to 
compensate for their time because they don't make a lot of money in the market potentially. But for for 
most people, they don't pay their speakers, but rather have other benefits and and stuff like that. And a 



 
 
lot of people in the online space that do come on for things like this, I want to stress that as well. So 
that's that's kind of the two key components to get the speakers than get into building pages and all 
this. And it's kind of a process. But you're learning all these things like if you're going to do a project 
launch or a book launch or anything like this and you want to do it the right way will also take time. That 
will also take time. So there's not is no difference is probably if you think nothing is going to take time, 
then you are not going to get the results you want either, because then you're doing pretty much what 
everyone else is doing and then you get the same results as you always got.  
 
Ray: Well and just shared with everybody. My secret that I've done this interview is about getting 
coaching from you. I was asking for your friend. Not not for me, for a friend. But yeah, I think it's critical 
what you're saying. And yes, no matter what you do, it's going to take some time did for me. And I'm like 
and you just said eighty and I'm like mind blown 30 speakers on profit school. And I'm like, oh my gosh, 
am I going to get this thing done? And that's enough.  
 
Navid: That's enough. Twenty, thirty speakers as enough like that's, that's, that's good to start with for 
like a multiday summit. I think like five to seven days is also you know, you have more room for failure 
as well, a failure quote unquote. Because I mean what I mean by that is like someone doesn't promote 
something, doesn't go as planned. You can still, you know, recoup from that a little bit. You can do you 
can you can bounce back, because if you have just a one day summit, like there is a lot less room for 
that. So if the first time, like five to seven days is good because you can promote it during the summit, 
you maybe an email didn't go out. I mean, these different things might happen. So you can just make 
sure you have room for that. That I think the five to seven day summit is a good, sweet spot for a length 
for most people starting up.  
 
Ray: You've got a lot of great stuff out there. And I've been watching the other stories. It's just 
motivating whether you've done it or not, seeing what people can do, starting from scratch, very 
motivating and it's very helpful. And even the fact that this this fear we have of reaching out to other 
people, you're not offering them a one way thing like help me. They get more exposure. And so all this 
fits. I haven't seen anything that fits together like a summit. And it's I'm so excited and and my results. 
We'll talk later on another video about that. But I mean, I well, I'll tell you right now, there was one 
yeah. The one campaign that I ran two months before the summit and I did OK. And I just just an email 
campaign to my this for a high ticket item. I ran the exact same came campaign, the exact same emails 
the week after the summit, and I did five times as much revenue stream.  
 
Navid: So you got high ticket. I actually didn't talk about this here, but like some it doesn't always have 
to work for like courses. They can work for high ticket as well afterwards. So I think that's kind of what 
you do, primarily raise. So you I mean, would you say like I mean, the summit was a success for you, but 
then afterwards, like, you know, you have a list of a few thousand people, and I think that helps you 



 
 
even more to monetize that. Sure, you even had some people reaching out for, you know, potentially 
doing something for them and stuff like that, that a lot of things have it right. So it is pretty cool.  
 
Ray: And, you know, all I did was get to have fun and ask the questions. I didn't have to come up with 
the content. I mean, that was the amazing part. I'm like, this is incredible. All right. That's going to wrap 
it up for this session, everybody. But listen, if you don't think virtual summits are for you yet, just go 
back, hit rewind, play again, because it is amazing. Virtual summits are amazing. It'll change your 
business. And Navid, thanks so much for being here.  
 
Navid: Thanks so much for having me. Ciao. 
 
Ray: 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 has meant to you. 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. 
We'll see you next time.  

 


