Episode 45:  Title: The Virtual Summit Components YOU MUST KNOW & How Each One Builds On The other.  08/14


A virtual summit has eight distinct components. If you miss one of these components, you are likely looking at a bombed summit. Plus you must have them in a specific order of truly matters

When it comes to Virtual Summits most summit hosts are actually quite unclear of what all goes into one, how it’s different from other marketing strategies. You won’t prevail without focusing on the various important aspects.

If you were to just focus on one aspect, let’s say your summit offer and nothing else, the problem is you wouldn’t have many people participate because the previous components were neglected. 

In short, don’t focus on a few components, but rather on all of them. This is like trying to build the house but neglecting the floors and ceilings because it’s not your favorite thing.  Obviously, not much of a house would appear. The same goes for your summit. 

Here are the eight components:

Component number 1.    Messaging.

This is the first step, and everything else builds off it.  So it needs to be good. If your messaging is not aligned with where you want to take your audience after the summit, you are going to have a list of people who aren’t going to buy from you.  Additionally, if the messaging isn’t on point with the problem your audience is actively searching for a solution to, then you won’t even have an audience to worry about.  (Hint, one of the top reasons a summit doesn’t perform is because your messaging was off). 

Component Number 2: Registration Page

Ok, not rocket science, but still super important.  If your message is on point and you get the audience’s attention, you can move them to the second step -- clicking over to your registration page. There is so much you could focus on with your registration page.  However, the most important is to clearly convey the messaging in component number 1.  

The audience needs to feel as if you are talking directly to them.   Remember, the first thing they see is the initial title problem the summit is addressing, followed by the promise or solution the summit is offering.  

If it is crafted correctly, they will want to move to the next step, which is the summit home video.  You’ve earned their attention for a bit longer.  They will watch the video to make sure your summit problem jives with them, and they are seeking a solution. 

This is already 70% of the most important aspect of your summit.  Speakers are just icing on the cake. If the problem and messaging of your summit is on point, your audience doesn’t really care who is giving the solution as long as they are credible. 

What will most commonly happen now is after watching the video, the attendee will quickly scroll down the page, scanning the rest of the items. If it all resonates with them, they will register for the summit. This is not to say you should ignore or neglect the rest of the components.  This is simply saying that you need to absolutely CRUSH the first aspects.  Again, like building a house one brick on top of another.  If you miss a brick, everything comes crumbling down. 

Component Number 3.    Summit Scripts ™ 

You may have just felt a twinge of cold fear run down your spine when you hear these words. None of us love or even really like to think about writing out all the email campaigns that go with a summit.  

It’s confusing and time consuming’ and honestly most of us don’t even know what we are supposed to write. So what do we do?  We avoid it and put it off till the last minute. Then when we can’t wait any longer, we throw something together and hope for the best. 

We are so busy with last minute stuff that we don’t have time to even be concerned with writing a great campaign so when our summit doesn’t perform, we blame it on summits not working. 

Nope.  Your summit scripts just sucked.  Truth hurts, but its still the truth. Moving up the ladder from the bottom, if your message resonates with the audience, they get hooked on the registration page and they are now signed up for your summit. 

The next step is to begin to build a relationship with that audience through an email campaigns.  If this doesn’t perform, your audience will be dislodged from your summit. Now it’s not to say your summit may not save you, but the percentage engaged and converting will be much lower for sure. 

Fear not, we have heard your cries for help here.  We have something super powerful coming called “Summit Scripts”.  It’s going to rock the summit world and help ensure that this component is never neglected again. 

Component Number 4.   Your Summit Story Arc ™

This is the crème de la crème of the process, but as far as I know, it is not focused on by at least 95% of summit hosts.  Why? Most summit hosts don’t even know about it. 

For this component, we associate the Summit Story Arc specifically to your interview.  Have you ever had any training on being a good interviewer??  Probably not. If you haven’t done ANYTHING to ensure you are a good interviewer, how can you expect your interviews to be amazing.  And why would you think anyone would want to sit through 30 or 40 hours of crappy interviews??  They don’t. 

This is probably the second most failed aspect of a virtual summit.  It’s also why we see the biggest drop offs in engagement and conversions. Not really your fault, because you didn’t really know, but still your fault. 

Don’t worry; we are coming to the rescue again.  We’ve noticed this as one of the main reasons summit hosts have less than successful summits.  So we have created a program called “Interview With Impact” to host your summit like a pro.  It’s everything you need for education and training, Pre-Interview Checklists, Summit Speaker Sheets, and even the Post Interview Follow ups. Of course most importantly it is vital for the Summit Interview Flow.  We help you understand what the Summit Story Arc is to ensure your audience is engaged and entertained, as well as educated and inspired to take action.  

Component number 5. Summit Storyboard ™  

This component is tied with the previous one.  Most summit hosts put their top anchors or speakers at the top of their registration page and the beginning of their summit and then just randomly place the rest  throughout. 

WRONG!!!   How could you spend so much time planning this event and then assume that the order of speakers doesn’t matter? Even more importantly, how did you not intentionally select the speakers to follow a specific journey to elicit an expected outcome from your audience? 

This is where the Summit Story Arc comes in again.  As important as it is to have your interview flow be strategic with a specific direction to elicit a certain outcome, there is more.  You essentially want to plan out the entire summit flow based on a very specific formula called the summit story arc. 

1. Set the scene
2. The problem
3. Contributing factors
4. Climax
5. Transformation
6. Proof
7. Solution and next step


Note: this is not only the overall flow of your interview, it’s the flow of your entire summit.  It’s how you determine which speaker goes where and how you plan your summit with specific and dedicated intention to ensure your audience goes on a journey that ends in a very specific emotion and action you have carefully and purposefully crafted. 

The Summit Storyboard is a tool created to allow you to map out your summit.  The overall concept has been used in the film making industry for ages.  Only recently did we start teaching this to our hosts to ensure their summits are top notch. (So, be sure to get more information on the Summit Story Arc and summit Storyboard if you are not familiar with them.) 

We now have taken this audience through a specific journey, keeping them engaged,  inspired and motivated, bringing them to a heightened state ready to take action. 

Component number 6.  Your Summit Offer.  

Most summit hosts already pay this component plenty of attention and it’s no surprise.  However, if you were thinking you could just throw some bonuses together and have everything be perfect, think again. You need to put specific intention and thought behind your offer. It needs to be aligned with the original messaging and also with the direction you are planning to take your audience after the summit. 

Component number 7.  Post Summit Profits Strategy

This component is one of the most unintentionally overlooked aspects of a summit.  Most hosts never think past the summit: hey look at it as the end point.  “Yay, I hosted a summit and now I’m successful.”  Except it doesn’t work like that.  Your summit is the beginning -- the start of your customer journey.  It’s about relationship building strategy, not your monetization phase.  That happens in the post summit profits strategy where you give your audience exactly what they need to solve their on-going problems. 

This is where they move up your sales ladder and purchase services, etc.  Your summit has primed them and built a relationship, the “know like trust.”  It’s your post summits profit strategy that now builds revenue. 

The big problem here is if you aren’t prepared after your summit and you take too long or neglect your audience, you lose them.  Half of them will opt out or ignore your next emails and promotions.  You must make this component a priority in your preparation.  Not that you have it all done and ready, but put it in your planning or brainstorming process so you are at least aware that it is going to happen.  

Component number 8. Ever-Summit Strategy

 Thanks to the Virtual Summits Software, we offer the Ever-Summit Strategy.  This has changed the game when it comes to summits.   Inside the Virtual Summits Software is the Ever-Summit Feature, a proprietary technology that with one click of a button will re-run your summit as if it was live on going forever.  

This allows you to truly use your summit as the beginning of your customer journey.  There’s no need for it to be a one-time event.  You can use it over and over and over. 
Thus, you need to take the time to plan it out.  

What are Ever Summit Traffic Sources, and Ever-Summit Optimization strategies?
They have been developed to set businesses up for the highest possible chance of success.  Each component builds off the success of the component before it.  There’s no point focusing on your Ever-Summit Strategy if your Summit Offer is terrible.  And no point in worry about your offer if no one engages in your summit because you didn’t map out a good Summit Story Arc and engage with them with a well- written Summit Script.   

You Summit script won’t matter much if no one is registering for your summit and, of course, that won’t happen unless your message resonates with your audience.  So you see how all of this is possible because each piece builds off the component before it.  Now if you are sitting there feeling a little overwhelmed with all the aspects of a Virtual Summit, don’t.  It doesn’t have to be that difficult or complicated.  

The most common mistake is not knowing or not focusing on certain aspects.  Now that you know about each of these components, you can simply and easily plan your summit strategy session and ensure that each component is given proper attention to get the highest probably of an EPICALLY successful Virtual Summit. 

[bookmark: _GoBack]There you have it in eight components --  everything you need to be aware of when focusing on the most vital components that lead to Virtual Summit Success.  Using these resources will help you increase the success we are all hoping to achieve.   

