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Bonus Day and Encore Weekend are a must in a successful summit. they will increase your conversions by around 10%!  It’s all about the post summit reopen, powerful and beneficial opportunities to reengage your audience and increase your summit sales conversions. 

Say you are running a summit with the focus being a list builder,  meaning your primary objective is to increase your audience, generating an engaged and qualified list of attendees.  Remember your audience is going to sign up to attend for free, and as long as they participate during the designated dates, they can see the sessions completely free.  

What happens when the summit dates conclude and the summit ends? Those free sessions are now locked and no access is allowed unless the attendee has upgraded and purchased an “All Access Pass” or an On Demand access. This would unlock the sessions and allow them to have extended on going access. 

For everyone else they no longer have access. One of the most effective strategies to reenergize the remaining audience, increase more sales conversions, and also increase the strength of your relationship with the audience is to use the Rule of Reciprocity combined with the psychological trigger of Surprise and Delight. 

There are actually thirteen different psychological triggers at work. They relate to desired outcome of reengaging your audience and increasing a few more conversions for the all access pass.  You want to offer your audience another opportunity to rewatch the summit sessions. the type of summit you are running will determine the most likely type of reopen you will provide. 

If you are running a One-Day Summit, we call this a “Bonus Day”.  If you are running a Multi-Day Summit, we call this an “Encore Weekend”.  These are suggestions or the most common tactics.  You can use your creativity to change it up or try something new or different.  

If you are running a list builder summit, the summit is free to attend.   A multi-day summit may have anywhere from 3 – 14 days with 4 to 5 being the most common.  Of course, some people have successfully run a multi-day summit even longer like Russell Brunson who ran a 30-day Virtual Summit, generating a million dollars in the first 14 days.  However, don’t start off taking on that long of a summit. Stick with the normal 5 day-multi day summit.  

At the conclusion of a multi-day summit, you will plan to run an open opportunity to the summit called the Encore Weekend.  Typically, you would wait 5 – 7 days after the summit ends.  Once you reopen the summit for the encore weekend, you would make all days and all sessions available during these 2 – 3 days of the reopen.  

This is a way of using the psychological triggers of Rule of Reciprocity and Surprise and Delight to increase engagement and trust between you and the audience. This  gives you another very valuable opportunity to re-email members of the audience who have not purchased and give them another opportunity to engage and potentially buy the All Access Pass. 

The point behind this is to give those participants who may not have had the opportunity during the live summit to watch any or all of the summit, the chance to get in and watch more of the sessions.  This increases the likelihood that they will get more valuable information as well as want to continue the relationship with you after the summit. 

Now If you are running a one-day summit, it will be one day of access to the summit, called a “Bonus Day”.  It is the same concept as the encore weekend. The Bonus day is to give your audience another opportunity to engage with the summit sessions and an opportunity to purchase.  

With a One-Day Summit, it is common to do the bonus day within a few days of the summit’s ending.  Typically, the summit will close for 1- 2 days and then reopen again for the bonus day.  When adding a bonus day or encore weekend, you could see your summit sales conversions increase around 10%.  This can vary, of course, but it is definitely worth the result it provides. 

As far as the communication sequences involved, they are very similar to the Summit Live communication sequence.  You are letting the audience know they can watch the summit sessions again, giving them access to the summit, then providing some sales urgency to upgrade before the close of the reopen opportunity.  

Lastly, they provides another great opportunity to reach out to your speakers and let them know they can shoot out another email to their own audiences. Especially because all sessions in the summit will be unlocked during this time, it is appealing for their audiences to register for the summit and go through the most important or interesting sessions.  

[bookmark: _GoBack]This strategy overall is quite simple and very straightforward.  It is also very effective.  As you plan to map out and organize your Virtual Summit, you will commence with your Post Summit Profits Strategy. Don’t forget to account for the additional sequence of the reopen -- an Encore Weekend if you are running a Multi-Day Summit or a Bonus Day if you are hosting a One-Day Summit. 



