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Callie: Welcome to Episode Seven of Season Two. Today, I'm talking 
with Anissa Holmes from Delivering WOW, a membership and 
training programme for dentists. In addition to her membership 
site, Anissa also runs her own dental practice over in Jamaica, as 
well as, high end coaching programmes. She's a true powerhouse. 
I love Anissa's story of how she actually came to create her 
membership site and the impact that it's had, not just for her, but 
for her members too. 

 In this episode, Anissa also shares how she's planning to actually 
restructure her marketing and positioning for the membership 
site, despite already achieving huge success with it in her first 
year. We're going to delve into why she's doing that in detail. We 
also talk pricing and how lower cost isn't always the right choice 
for a membership. Why hiring a team is important and how 
Anissa plans to grow her movement, and her impact even further 
in the upcoming year. 

 Stay tuned to hear Anissa's journey and her great advice for 
other membership site owners.  

Announcer: Welcome to Behind the Membership with Callie Willows. Real 
people, real stories, real memberships.  
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Callie: Today I'm talking with Anissa Holmes, a dentist extraordinaire, 
and founder of Delivering WOW, an online community for 
dentists. Thank you so much for joining me on the show today, 
Anissa. 

Anissa: Super happy to be here. Thanks so much for having me, Callie. 

Callie: I'm really looking forward to chatting with you, as I know you're 
doing a lot of great things right now. Let's start off with a few 
details about the membership. What is Delivering WOW? What 
does it offer? 

Anissa: Right, absolutely. Delivering WOW is an online coaching 
programme, really, that's what it is. We have courses to help 
dentists to grow, to scale, and to market their dental practises. 
We have courses on, how do you hire the right team? How do 
you, once you have that team, how do you train them? Once you 
train them, how do they know one of the one, or two, things that 
are most important to make the business profitable? Even with 
profitability, how can you use, for example, white boards to focus 
on your different services and, actually, reverse engineer how 
you're going to grow by 20%, 30%, 40%? How do you market 
your practise?  

 We have courses on Facebook marketing, YouTube marketing, 
SEO, creating dental savings plans. We have templates of how 
people can actually setup Facebook ads. It's really that one place 
and, it's very interesting, because in the intro you said, "The 
online community for dentists." That's an interesting part of my 
story, is that we actually started it off as the online community 
for dentists, but we are actually in the process of rebranding the 
site. Which we spoke about a little bit in the pre-interview. What 
I realised is that we need to actually change our messaging and 
it's not going to be the online community for dentists. Because 
the fact is that, as a dentist, or as any business owner, you cannot 
do everything by yourself. You have to have a team. 

 So we are actually rebranding our site to be a year-long 
programme of, how can we help you and your team members to 
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actually grow and scale your business? We're actually going to be 
doing some rebranding with that, but it's really giving people 
everything that they need. If you're going through a coaching 
programme, and you're spending a lot of money for a coach, and I 
do have some high-end coaching programmes, but this allows you 
to be able to do it on your own time, at your own pace. Because 
it's not that one-on-one with a coach, it's something that we can 
have at a more affordable rate, so that we're really able to make 
an impact with more people. 

Callie: Yeah, I mean, that sounds awesome. It's pretty much an essential 
resource for dentists who want to be successful, from the sounds 
of it.  

Anissa: Absolutely. 

Callie: I'd love to dive into the restructure a little bit more, but, first of 
all, what actually gave you the idea to start the membership in 
the first place? 

Anissa: Right, absolutely. It's very interesting. I am a dentist, actually. I 
run a dental practise. I work a few days a week. In 2010, I found 
myself at a place where I had a lot of debt. I am originally from the 
U.S., from New Orleans. My husband is Jamaican. He's an oral 
surgeon. We made a decision to move. When we decided to 
move, I was pregnant. I had a one-year-old. We didn't have a lot 
of money. I had a few hundred thousand U.S. in student loans, and 
there was no access to capital for my dental practise there. So I 
actually used credit cards to build my practise. We didn't have 
any money. We didn't have any savings, and I'm using credit 
cards to build my dream. 

 It was really stressful and I had to figure out how to get patients 
in the chair. I had to figure out how to do that and, hence, like the 
whole Facebook marketing, like we teach that. And right now, I'm 
the top strategy coach for Facebook in the industry, but I had to 
figure it out. I did that. I hired a coach, a business coach, and I 
understood, I started to understand, what are key performance 
indicators? That you can, actually, predictably reverse engineer 
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what your profits are going to be. And what are profits, really, 
because people think that what you make in a business is profits, 
and it's not. We know that. There's overhead and there's all of 
these other things.  

 At the end of it, I figured out how to build an amazing team. We 
became the number one practise, known for delivering amazing 
wow experiences. Our testimonials are crazy. Right now, we have 
over 55,000 people following my practice's Facebook page. So 
my coach was like, "You know what? What's next? I know you. I 
know your personality. There always is going to be something 
next for you. What's your what's next?" I was like, "Well, I don't 
know." And she's like, "You're such an amazing person to inspire 
people to achieve their goals. Can you join my team? Can you be a 
coach and work with me?" I'm like, "You know what? I really don't 
want to do that. I don't want to coach manufacturers, and 
boutique owners, and people who own retail stores." And she's 
like, "Well, what is your legacy going to be?" I'm like, "Whoa." I 
was like, "You know what? You've taught me so much and I have 
been to many continuing education course, so many conferences, 
I read so many books in the dental industry. What you taught me 
no one else is teaching, no one."  

 I've been everywhere. I had to go outside of the dental industry 
to find somebody to teach me how to run a business. What are 
margins? What are profits? All of those different things, story 
selling, bringing emotion into ... and taking people to an emotional 
state before you actually offer them an opportunity to, in our 
case, do a procedure or, in the case of sales, buy. I wrote a book. I 
said, "I'm going to write a book." And I said, "You know what? 
Nobody knows who I am." So I started a podcast. I started the 
podcast and from there, people started to follow me. And from 
the very beginning, it's very interesting, my first podcast guest, 
was John Lee Dumas. I joined his podcast community. I've one 
that has no fear in reaching out to people. I reached out to him 
and asked him if he would personally coach me with building that 
podcast. And he respectfully declined, but, at least, it started that 
relationship.  
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 He said, "You know what? I like this girl." Actually, I reached out 
to him again and, it's interesting, I said, "John, you know, you're 
selling your Freedom book," whatever he had a few years ago, 
and I'm like, "People don't know who you are." I was like, "But I 
have all of these dentists, and they'll buy your book, if you'll give 
me 30 minutes, maybe, on my podcast we can sell your book." 
He's like, "Let's do it." So he comes on, but it was very interesting, 
because the first piece of advise that he gave me was that you 
want to build out a recurring revenue model. That was it. He's 
like, "You might want to help people, and coach people, but the 
one-to-many approach is going to be huge. One, for you and your 
time to get your time back, but also to be able to help people, not 
only in your local area, but all over the world." 

 He was so right. What we did was we started a Facebook group. 
Then we started building content for our membership site. I 
started it, actually, by have a bootcamp, which was eight doctors. 
I charged them $3,000 for eight sessions and we recorded live 
training. Then, from there, I was like, "What else do you want? 
What else do you want? What are your pain points? Tell me 
everything." Then I told them, I said, "I'm going to be building out 
this site for dentists. Anything you need, just tell me what you 
want." And that's how I found out what courses to build. I actually 
created, by that time, maybe 15 little extra courses, in addition to 
our live training. I didn't sell that live training. That was just for 
them, but I built up all these accessory trainings and that was, 
actually, the very beginning of my membership site. 

 I had those 15 courses. I had a Facebook group by that time that 
had, maybe, 1,000 people, or 500 people, or how ever many 
people. I can't remember. Maybe 400 people, at the time. I said, 
"Hey, I'm going to be doing this ... creating this site for dentists 
and the first 25 people to join will be just the people to give me 
feedback. This is eventually going to have this, and this, and this, 
and this, and this, and this. But if you join right now, you can get in 
for $397, lifetime access. As we continue to build courses, you 
will always get them for free. We just want to know what you 
want and what you need." So we created the special Facebook 
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group and those people became my beta testers. We over 
delivered everything they wanted and created it for them.  

 By the time we launched, we had, I don't know, 35, or so, course 
and we had testimonials. The testimonials were like, "Wow, 
anything you ask Anissa for, she will create it for you. Her courses 
are so amazing. This is a no brainer." I had all of this social proof 
when we went to actually launch, that we had a huge launch, 
actually. Very interesting, because we probably did about 
25,000, or so, that week of the launch and we launched it at $79 
that week, or 797 a year, just for that one week. Then we bumped 
it up to 97 and 997, but I actually took ... It's interesting, I took the 
money and I went to a conference. Actually, it was ClickFunnels 
conference, and I met some people were actually going ... We 
donated $20,000 of it to World Teacher Aid. That was really cool. 

 That's part of our culture and messaging, is that we're also 
changing lives. And I made it very vocal that we actually took the 
first profits we made and we gave it away. That goes into our 
brand story and messaging, that you want to make an impact. But 
that's how we all started, and how it all began. It's been a really 
amazing ... It's allowed us to be able, again, help people all over 
the world. We have members all over the world, just so amazing. 
It's also a great opportunity to actually have people to come in at 
a lower level, build that trust, and get value and then they buy our 
higher level programmes, which, right now, our bootcamp is now 
5K for that same bootcamp. We've increased the price and we 
have a $24,000 inner circle mastermind. It all starts off with 
people beginning in this lower level and getting value, and then 
ascending up.  

Callie: I love that and I love how that's all evolved for you. That, initially, 
the membership wasn't on your radar to create. Then it's ended 
up that way and then allowed you to do those higher 
programmes, as well. You mentioned the launch there, which 
hugely successful launch for you. How long ago was that now? 

Anissa: That launch was not that long ago. That was, actually, a year ago 
in February. It's been a little bit over a year. 
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Callie: Okay. You mentioned, in the introduction, when you were talking 
about the site that you're now, so you've just went over your first 
year and you're now restructuring things a little bit. Could you 
tell us a little more about that restructuring and why you're 
deciding to do that? 

Anissa: Right. It's very interesting because I had in my mind that if I were 
to create a $7 trial, which is what we have now. You create a $7 
trial and you have a low cost that people are going to buy. That 
people are going to join. However, what I have discovered, now 
that I have high-end programmes, is that it's really not about the 
price. What it's about is can you deliver the results that you 
promised that you can deliver? What will the person lose? What 
will be their expense, if they don't invest in you? You start looking 
at, for example, the programmes that we have. There's a training 
on how do you hire a team leader? How do you hire a rock star 
team? We have a template. I used the template inside of my 
programme, put it up on LinkedIn and I just hired a rock star team 
leader who is going to be my general manager and run my dental 
practise. 

 I mean, this guy is freaking amazing. I'm so excited, actually. Now, 
what it cost me, if I make a bad hire? What will it cost me, if i make 
the right hire? We're going to make a whole lot of money in my 
business because I made the right hire. What will it cost you, 
again, if you don't how to get new patients in your practise? What 
will that cost you? What if you were to get the knowledge, so 
that, the slam dunk, you're going to get 20 new patients every 
single month? Or you're going to know exactly what your team 
needs to focus on, the one or two things every single day that's 
going to drive profitability in your business. Is that worth more 
than $97 a month? The answer is, "Yes."  

 Where we're going to be taking our membership site to is 
actually creating it where, instead of it being a site, and branding 
it as a site where you're paying $97 a month, it's going to be a 
programme. We're changing our wording. It's going to be a year-
long programme. Why? Because we're only going to offer annual, 
now. It's a year-long programme, that inside of the programme, 
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we're going to help you build an amazing team. We're going to 
teach you consistent systems to get 10, or 20, new patients. 
We're going to teach you how to grow and scale by using your 
team. We're going to teach you how to hold your team 
accountable, so that they can help you grow. It's a programme. 
It's the same thing. It's the same content. Our content is not 
changing. We're just changing how we're marketing it.  

 I'm actually going to be doing Facebook ads to a webinar. Inside 
of that webinar, I'm going to be breaking down all of these 
different things. What are the internal fears that people have? 
What are the vehicles that people use to become educated? In 
our industry, in our space, you can certainly take your team to 
course and a conference, that's going to cost you thousands of 
dollars by the time you fly and get a hotel. When they leave, they 
forget everything. You've made this huge investment, so that's a 
vehicle that people used to get an education. Another vehicle is 
you going to a course and saying, "I can't afford to take my team." 
What does that get you? The vehicle of how we learn is 
something we're going to be taking about in that webinar. The 
fact that, if you can get a vehicle, which is online learning, to be 
able to have you, and your team, to be able to watch every single 
week, a lunch and learn. And at the end of it, there's an 
accountability piece with a checklist and an action activity that's 
going to help you grow. Imagine how you're going to grow. 

 That's how we're changing it. We are going to ... Instead of it 
being the online community for dentists, where I'm just 
preaching to dentists about how they need to grow their 
business. We're actually, now, having the courses and it's not just 
for you. It's for you and your team. Some people, some doctors, 
don't want to do anything. They just want their team to do it. 
Great, put your team in there, we'll train them. We'll train them 
and you'll get profits. That's how we're restructuring it.  

 When we do a webinar like this, at the end of it, we offer them 
that opportunity. Here's your opportunity to get all of the 
training that you need. Here's your opportunity. What else do 
you need? You need to grow your business, you need marketing. 
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So we're going to give you ... We've made a decision, we actually 
hired a copywriter. It cost us a few thousand dollars. We've hired 
funnel builders to build out funnels. It cost us all of this money. I 
hired the best design team, in Australia, to build all of this stuff 
out for us. What I'm going to do is, we're going to make it easy for 
you. We're giving you everything. We're giving you all of the 
images, giving you all of the Facebook ads. You're going to get an 
ad for Invisalign, and dental implants, and this, and that, and the 
other. I'm going to give you all of the funnels. You'll just take it, 
you'll copy it, you'll paste it. You'll get everything. We spent over 
$15,000 getting all of these resources, in U.S. dollars. And we're 
giving it to you. What else do you need? 

 You need your team trained on Facebook? You know what? I 
have a course, it's $797, but we're going to give it to you for free. 
Because we want to make sure that there's no excuse for you 
getting success. That's how I'm going to be restructuring my 
webinar. Which means, at the end of the webinar, we say that, 
"The course is $2,000 or $3,000 for the year-long programme." 
What's the cost if you don't do it today? What's the cost? What's 
the cost of a bad hire? What's the cost of not knowing how to 
grow your business consistently using white boards? We go 
through that. The cost, for you, could be $20,000 a month, 
$30,000 a month, $50,000 a month. Are you willing to invest 
$2,000 a year to make an extra $30,000 a month? It becomes a 
no brainer. 

 That's how we're going to be selling our membership site and, 
again, positioning it, not just for dentists, but dentist and teams. I 
believe this is going to change everything. Guys, you have to 
know that you have to charge people. It's something that I've 
learned. I'm not perfect, again, we're all trying to figure this thing 
out. But I used to think, I had the false belief that if I just give 
people a low price, they'd want it. But what I found is, people 
signed up and then they send an email and they're like, "Can you 
cancel, because I've just been so busy, haven't even had a chance 
to login?" I want people to login, because there's so much gold in 
there. It can change their life. So, for me, it is my responsibility. It 
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is my duty. I serve people by charging people higher amounts, 
because then they feel it. They don't want to waste their money. 
They'll go in and they'll do the work.  

 I've had a shift in my mindset, in terms of how I sell my 
membership site, because all I really care about is getting people 
results. I am actually good with money now. I'm debt free. My 
practise is doing well. This is my gift. This is my legacy. If I have a 
programme that people are not benefiting from, and they're not 
doing it, I'm not really fulfilling my purpose. That's what it's all 
about. 

Callie: Yeah, I love that and I think that's such an important fact, as well. 
As you said there, if people aren't actually using the programme, 
then it doesn't matter that it's $97 a month, if they're not getting 
any results. Whereas, actually, particularly for your niche and 
what you're offering, there is a very specific return on investment 
if people follow through with what you're teaching them. Yeah, 
it's in your best interest and their best interest for you to, 
essentially, hold their feet to the fire a little bit with that and 
make sure that they do implement and adding that done-for-you 
element, as well, in terms of the takeaways with the ads, and 
stuff. That's all a brilliant resource for people. 

Anissa: Yeah, I think the key with everyone when they're building a site is 
really thinking about, what is your why? What is your purpose? 
Some people may say, "My purpose is just to make whatever 
amount of dollars. That's my purpose." But I don't think so, I don't 
think that most people go into putting in all of this work ... It is a 
lot of work to build out all of this content. I would say the 
majority of you are so passionate about what you teach. You 
don't want to go through all of this work and people don't benefit 
from it. We have to really start thinking about, again, how we're 
selling it. Again, for me, I think and we can come into a follow-up 
podcast in the future to see how it worked out, but I truly believe 
that, again, with our positioning from it being a membership site, 
or a site, or even using that word, that it's a programme. It's a 
programme. It's the same thing. It's a membership site, but it's 
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how we are marketing it. The imagery that someone has in their 
mind, when they think about what you're offering them.  

Callie: Yeah, definitely. If you're marketing it as this 12-month 
programme, what's going to happen when it comes to renewals? 
Is that just that they renew again for the 12-month programme, 
or is the aim that they just need the 12 months? 

Anissa: The goal, and this is a goal. The goal is to take people and it's the 
same inside of my other programmes. My 24K programme, which 
is my higher level. With that programme, we actually do Zoom 
calls and we literally train their teams. We're holding them 
accountable. We need to see scorecards and deliverables. We 
dive deep with them, but it is a year-long coaching programme, 
most programmes are a year. Then at the end of the year they 
renew, but my thing, for my people that I serve, is how do we get 
you? If you're coming in, and you're a startup business, how do 
we get you to your first half a million? How quickly can we do 
that? How fast can we get you to a million? Once we get you to a 
million, what's our next goal? To get you to two million. To get 
you to three million, because I've already figured this stuff out.  

 That's the goal and it is, actually, a process. After one year, 
there's always room for growth. It's to continue to work and 
develop your business, so that you go from that one million, to 
two million, to five million, to 10 million, if that's your goal. I 
mean, for some people that's not their goal. We have one lady in 
my inner circle and she's actually like, "I'm good with money, but I 
want to travel all over the place." For her, it was building out a 
team with processes, so that the business could run really 
profitably. So much so, that she is now working three days a 
week, instead of five, and soon two days a week, instead of five. 
And she's making more money, and for her, she wants freedom. 
She doesn't want to work more, she wants to work less, work 
smarter, have a great team, and be able to travel. She was just in 
Italy a few weeks ago and Christmas, I think, she was in Germany. 
She just wants to be all over the place, so for her, it's quality of 
life. 
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 It's helping people to continue to get to that next level. 

Callie: So then what would you say has actually been your biggest 
challenge, so far, when it comes to the membership, do you think? 

Anissa: Right. I think the biggest challenge for me has been in getting 
people to do the work and holding them accountable for that. A 
third one is, really, a challenge has been not getting people to sign 
up, actually, for the membership site. Even though I know it's so 
amazing, and part of it is, again, how we've been marketing it. It's 
been lead magnet, to an email, and from there they are ... we're 
nurturing them. But switching over to this webinar, I think is 
going to be, not big, it's going to be huge for us. That will fix that 
marketing piece. And, again, there's always going to be some 
problem to solve in your membership site, or in any business, and 
that was the one thing. 

 Increasing the price is going to be what's going to help with the 
accountability piece. And also helping people to login, because, 
again, if somebody invests in ... I've done it. I'm a member of a few 
membership sites and I never login. But I've also paid $36,000 
U.S. for a membership site, as well. And it's a grow and scale 
programme, so that programme helps businesses from one 
million, to five million, to 10 million, to 20 million. All it is, is a 
membership site. When I signed up for and I got in, I'm like, "This 
is a freaking membership site." We get a once-a-week call with 
the person who runs the mastermind. It's a year-long 
programme, programme, but it's a membership site and I'm 
paying a lot of money to be there. But guess what? I'm doing the 
work. 

 I think that's the difference.  

Callie: Yeah, definitely. If that's been your challenge, then what's been 
the highlight for you, do you think? 

Anissa: All right. I think the highlight, not think the highlight, but the 
highlight has been that it has been that opportunity for people 
who are ready to get results, who are action takers, to get the 
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results that they're looking for. To be able to change the practise, 
their lives, and what's been really amazing, as well, is we've been 
able to ascend these people up to our next level programmes. 
Honestly, to me, that's my ultimate goal. I don't want people to 
stay here, watching videos, I want to work with them. I want to 
feel them. I want them to come to our live workshops, where we 
can really dive deep and help them at a higher level. 

 That membership has been, really, the stepping stone to get 
people into our online bootcamps, and our inner circle 
programme, and, again, that's where we can serve people at a 
higher level. That's where everything changes. My inner circle, 
this week, it's the beginning of a month, and I asked all of them to 
share their wins for the month. I had, at least, half of them said, 
"This was the best month ever." We always get that, "We made 
an extra $30,000 this month." It's a no brainer. That's when it 
gets really cool, because you know you're making huge, huge 
impact. Again, the membership site, for me, has been part of my 
total ascension plan. I think that's been the key for me, as well. 

Callie: Yeah, and it sounds like pretty much everything that you're doing 
is focused on getting people the best results you can. 

Anissa: Absolutely, absolutely. 

Callie: If we shift gears a little now, and you've talked about this as we 
went along a little bit, especially in how you're going to 
restructure this, but when it comes to actually getting new 
members, what has been working for you at the moment? 

Anissa: You know, it's very interesting. What's worked really well is 
actually my free Facebook group. We have almost 14,000 in 
there. You have members that are in there talking about it. That's 
been really good. Having little free trainings and, the beginning of 
the year, we did a yearly planner. We have a Facebook targeting 
guy, so we'll create these little lead magnets. We'll put that inside 
of the U, sorry, put that inside of our Facebook group. From 
there, people would go on, and then they would get into our 
nurture sequence. Again, I think it was okay. Honestly, I think my 
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focus has been so much on building content. We have 700 
members, so it's not like we don't have any members, but I think 
it's been so much on building content that, again, I really need to 
look at, again, how are we getting new members in? 

 It's been a lot of it like email retargeting, Facebook ads directly to 
the site, which is crazy. I don't know. In my industry, I guess, it 
works, but Facebook ads talking about pain points and here's a 
solution, sign up for a free trial. That's what we've been doing, as 
well, targeted Facebook ads. There have been a few times where 
we've offered lifetime access. We actually did that in January. 
February would have been the one-year anniversary. We offered 
a lifetime access for three days. At the time, it's 997. We put it 
out to our Facebook group, which has 13,000 people, and for 
about a week we kept talking about it, talking about it. That we're 
going to be doing a relaunch of the site, because it's the one-year 
anniversary and we made some cosmetic change, just to the site. 

 We actually had 175 people to sign up. So that was $175,000 
that we made in three days, which is nice. 

Callie: Nice. 

Anissa: Right. But it was a scarcity. Reason why we had so many people 
join, because you get it for 997, you will never, ever, ever have to 
pay again. You're going to continue to get this, and this, and this, 
and this, and this. It was a no brainer. Making things a no brainer, 
I've figured out, is really the key to getting more people to signup. 

Callie: For the existing members that you have, are you going to be 
keeping them at their existing pricing when you change the 
structure there? 

Anissa: Yes, we are.  

Callie: Awesome. 

Anissa: I just feel like, to be honest with you, I mean there are definitely 
different ways to do that. We're offering more, we're charging 



   
 

themembershipguys.com/btm17 

more, but I don't want to do that. I mean, I believe a lot in being 
appreciative for people who helped you to get where you are. 
People who believe in you from the very beginning, I think they 
should be rewarded. Those are the people that wind up being 
your biggest fans. They've been loyal with you. They'll give you 
testimonials. We're also in the process, right now, of building 
huge testimonial libraries, so doing Zoom calls. Where we can 
actually interview them with specific questions, in a specific 
order, and a specific way where we can get their testimonial. 
Then, again, on Zoom, having it where it's speaker view, so we 
can just get their image and just chopping up those videos. That's 
all we're going to have running as Facebook ads, on our sales 
page, and stuff like that.  

 I think you can win from those members without charging them 
more. 

Callie: Yeah, I definitely agree with that. I'm a huge fan of 
grandfathering in existing members when you make big changes 
like that. 

Anissa: Absolutely. 

Callie: Once somebody has joined, then, I know you mentioned before 
that one of the challenges was actually getting people to take 
action and login. But what do you have in place to encourage that 
as much as possible at the moment? 

Anissa: Right. What we did was we actually have, now, a community 
manager. That community manager will reach out to them. She 
will send them an email. she will contact them through the site. 
And she does a follow-up sequence with them, a check-in with 
them. We do have that weekly wins check-in email, that goes out 
to everyone. But, again, with that we're still are trying to figure it 
out. We're trying to figure it out and one thing that we're going to 
be putting in place, now, is that monthly strategy call. Where 
members can come in and be like, "Okay, I'm having a challenge 
with, for example, how do we close high dollar cases?" Or, "We're 
having a challenge with," whatever challenge they're having in 



   
 

themembershipguys.com/btm17 

their business and as our leadership team, that coaches our 24K 
programme, same leadership team. We're going to get on and 
help you solve your problems. 

 I think, having more value adds that keep making them engage is 
going to be the key. Because if you don't continue to be 
innovative and keep people engaged, then they forget about you 
and they move onto the next thing. I think that piece is going to 
also be very critical. 

Callie: Awesome. I'm looking forward to seeing what you put in place for 
that and how it works for you. You also ran a conference recently, 
as well, didn't you? 

Anissa: Yeah, absolutely. 

Callie: Was that for members only or was that open for anybody? 

Anissa: Right. We did do a huge conference. It's interesting, because that 
whole event was, actually, to help build my movement, in a sense. 
I had never had a live event. Actually, I was in a mastermind and 
I'm like, "How can I build a lot of influence?" At the time, I was 
resistant to webinars. I'm like, "What I'll do in a webinar." 
Someone mentioned, "Well, you can just throw a big party." It 
was actually Russell Brunson's. I'm in Russell's mastermind, as 
well, in his inner circle. Russell's like, "You're in Jamaica, have a 
big party. Invite all of the top influences to this party and just let 
them know what you're doing, all of the awesome things you're 
doing." I'm like, "All right, cool."  

 I get ... And this is a really great tip, if you guys want to build an 
event. I get back to my room. I go on Facebook. This is a great 
thing about having a podcast. I contact friends that I've 
interviewed for podcasts, who are big influencers in my space. I'm 
like, "Hey, I'm having an event in Jamaica. Hey, Laura, I'm having 
an event in Jamaica. Are you in?" She's like, "I was in." I'm like, "All 
right, cool." "Hey, Lynn," now on Facebook Messenger, "Hey, I'm 
having an event in Jamaica. Laura's in. Are you in?" He's like, "I'm 
in." "Hey, Andre, I'm having an event. Laura's in. Sarah's in," 
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whoever is in, "Are you in?" "Yes, I'm in." I went through and I 
actually built what Russell calls a stack, for those who follow him, 
and actually just talked to every influencer and said that other 
person is in, this person is in, this person is in. In one hour, I 
actually had all the top leaders and influencers in my space to 
speak at my event. 

 We hosted an event and it was amazing. It was in Jamaica. I hired 
an amazing photography team, video team. We had drones build 
all of this amazing image. We really over delivered in every single 
way. We actually sold out 75% of next year's event, at that event, 
which was huge. Now, we have our movement. So, people know 
who we are. They know what we do. Now, the next level is 
actually using our speakers, who were there, as affiliates for our 
Delivering WOW U programme. That will be the next level stuff, 
which is using the concept called, Dream 100. Which comes from 
Chet Holmes' book, The Ultimate Sales Machine, where we will 
be using, again, that influencer marketing, that Dream 100 
approach to be able to, now, grow our membership site outside of 
what we're doing with webinars. I am going to be doing webinars, 
now. 

 But using other people to actually promote your programme for 
you. That's our next steps. 

Callie: Awesome. You mentioned with the webinars there, as well. Are 
you going to be doing those live or are they going to be 
automated? 

Anissa: We're going to do them live. We're actually going to do them live, 
until we get them right. You know, you're a podcaster like me. My 
first podcast, the one with John, I mean, it sucked. It was really 
bad. It was okay, but it was bad. Now, when i get on a podcast, like 
we're on a podcast now, nothing is scripted out. I don't need any 
questions to think about ahead of time. I'm super comfortable 
with it. I'm confident. I wasn't competent, at first. Even with 
webinars, you have to do it over, and over, again until you realise 
like, "When I say this word, this is the response that I get," or 
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when I position it this way, or when I give the offer this way, more 
people buy. 

 I think it's going to be a process and once I get it right, and we 
have a lot of conversions, then I'll just put it on auto. That's my 
plan. 

Callie: Awesome. My main question, now, is actually how do you have 
time for everything? Because you've got your dental practise that 
you're still running, you've got the membership, you've got your 
coaching, you've got the event and things that you've just run. 
How, on Earth, are you actually managing to do everything? 

Anissa: It's the same thing that I teach in my programmes. You can't do it 
alone. Hire the right people. Hire the best team you can find. 
Outsource things that you don't need to be doing. Now, I'll say 
this, and this was a big piece of advice that I received, as well, 
from a mentor. When you're just getting started, you don't have 
any money, so you're just doing it yourself. But the first little bit 
of money that you have ... When I launched the U, I gave how ever 
much money to World Teacher Aid and then I had extra. I now 
hired a writer with that extra. The writer now writes blog posts 
and articles for me. Then I was like, "Where else am I getting 
stuck? I'm getting stuck with my podcast." Then I hired Amy. Amy 
with Content 10X. They repurposed all of my podcasts and get all 
that stuff out there. 

 Because we're now more consistent, and we're all over, we're 
making more money, because more people are coming into my 
space. Instead of putting the money in my pocket, every time I 
made a little money, I hired someone else. Now, I have three team 
members, who are on my team. They're the ones helping with the 
coaching. They're doing all of that. I have a video editor. I have a 
copywriter. In addition to my writer, I have a content [repurposer 
00:39:16]. I've just hired an agency to help me with all of my 
Instagram. We're about to scale like crazy this year. But it 
happened very quickly. How do we do that? Every time we got a 
little money, I started to think, "What can somebody else do that 
I don't have to do?" Now, there's a lot of things being done, but 
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sometimes I'm like, "I don't have anything to do," but I'm the 
strategist and I'm the visionary. I say, "This is what I want," and I 
hire amazing people and let them do their jobs.  

 That's how it happens, but it doesn't happen right away, but 
that's how I did it. A little money, hire somebody to help you, who 
is better than you, better than you. Amy's team is better than I 
am in writing show notes. I mean, I was okay, but I wasn't great. 
You know what I mean? Be honest with yourself and do what you 
are most passionate about, and put your focus and effort into 
what no one else can do. 

Callie: Yeah, I love that tip. That's a great tip. And, actually, if somebody 
is listening to this and they're currently doing everything on their 
own, is there anybody, in particular, you would recommend as a 
first hire, in terms of the roles to look for initially? 

Anissa: You know what? For me, it was like, "What am I doing that I don't 
like to do?" I can't really answer that question. For me, what I 
thought would be important was ... I know how to run Facebook 
ads, but I don't that anymore. I did that piece, because I knew I 
could do it. I was writing articles, but I wasn't consistent and I was 
that creative with them. So, for me, I needed to get a writer. You 
know what I mean? Because I was not consistent with my blogs, 
because I thought blogs would help me. That sort of thing, I 
realise my graphics weren't that great. I was making them myself 
in Canva. They were okay, but then I got somebody who can help 
me to make better graphics, because your brand is everything. 

 I redid my website, actually, that was the first thing I did. 
Actually, let me step that back. I created my first website in 
Squarespace. Is it Squarespace? It was okay. I mean, it was okay. 
It wasn't great. It was okay, but I hired someone, actually, to do 
my website. That was actually the beginning. I invested in a really 
... did a great amazing photo shoot and we built a website, 
because that was our brand. Then, from there, we had a housing 
to put the articles and to put the images. So that was actually 
where we started first. Then, from there, we put in all of those 
other pieces.  
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Callie: Awesome. Overall then, what impact, would you say, that having 
the membership site has had on your life and your business? 

Anissa: It has changed everything. For me, personally, I have now 
financial freedom. In a really short time, which was really 
interesting. It's that one-to-many, so you're able to earn more 
than you ever thought possible. We're debt free. We pay cash for 
everything. We were on holiday, last year, in Europe, for a month. 
This year we're actually going to see my school. We're going to 
Kenya. We'll be in Ireland for a little bit visiting family. We just 
purchased a boat, actually, which is crazy. Why? Because I work 
too much, and I know that. Even though I say how other people 
doing things, I have always strategizing about something. So I 
needed to have that time with my family, where it was just us to 
be able to connect. We decided to do that.  

 Personally, there have been that thing, but actually now, I'm just 
giving away more money than I ever earn. My whole life has 
changed and now I can make a huge impact. I'm actually going to 
Kenya to see how they build schools, because my next, big, huge 
why is building schools here, in Jamaica, actually. That's my big, 
big thing. My life has, personally, definitely changed. My dental 
practise, I'm actually building a new dental office now. I've just 
bought a tonne of equipment that was really expensive and I 
funded that through what I've done with Delivering WOW. My 
dental practise was not at that point where we had ... Because we 
have all of this overhead. We have people and we have ... A 
membership site, you don't have all of that overhead, which is so 
awesome. 

 We brought in more equipment that's going to help my local 
business, which is so awesome. But how have we made a 
difference through the site for other people? I think that's 
actually what's most impactful. We have had so many people ... 
When we had that summit, that came up to me ... They came up to 
my husband, which is so cool, because he didn't really get what I 
do. That just didn't make any sense. Why are you on a 
microphone and recording stuff? He just totally didn't get it, but 
so many people came up to him and they're like, "Your wife has 
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changed my life. Seriously. We were struggling and we listened to 
what she did. We did her course and it changed everything. We 
were struggling. We couldn't pay bills and, now, we have 
freedom. Now, we can take a vacation. Now, my team is happy. 
Now, I'm not happy and now I'm not stressed and I'm not 
overwhelmed." That is super powerful and, to me, that's what 
this is really all about. 

 It's not about the money that I make and, actually, I'll just say this, 
money is actually good. You know why? The more money you 
make, the bigger impact you can make, because, now, we're 
earning and our membership site and everything else that we're 
doing. I'm able to keep reinvesting in the programme to make it 
even better. I'm able to hire the best people, so I'm able to help 
people get results. To me, that's what it's all about. It's just 
impacting more people, changing more lives, and it's awesome. 
This site is awesome, because you're able to do it, again, all over 
the world, so cool. 

Callie: Yeah, I love that. Yeah, as you said, it's not just impacting your 
life, it's impacting all your members' lives, as well, which is 
incredible.  

Anissa: Yep, absolutely. 

Callie: As we wrap up then, is there anything that you wish you'd known 
earlier or that you'd do differently if you were starting the 
membership over again? 

Anissa: You know what? I'm actually okay, Callie. My big why was always, 
how can I change more lives? How can I help more people? I think 
that's why we haven't focused on the marketing, because I was so 
focused on how can I help people get results? Building it out, 
building it out, building it out. I think, if I was focusing on the 
marketing of it, how I am now, early on. I might not have had the 
focus to focus on the content, which is really helping people.  

 That has been our biggest bottleneck, but I'm actually okay with 
it. You know what I mean? What would I do all over again? I really 
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don't know. It's been a work in progress. It's always going to be 
something, but it definitely has been huge. I thank, you. I thank, 
Mike. I actually ... I've had a rebuild of my site, but the original 
site, and that was at the one-year anniversary, when we did the ... 
But the original site, I did it myself, watching your videos in your 
membership site. I mean, I can't thank you guys enough. It's so 
interesting, because I am in a few other places where I put a 
question up and I get a real response, from real people, who really 
care. I've been to your mastermind, as well, when you guys were 
in San Diego. Just having you and Mike has been awesome, so for 
those of you who are not in, and I know this is not to bring me on 
to talk about you and what you guys are doing, but you are really 
helping people, because your membership site is that vehicle that 
allows people, like me, to be able to build that vehicle to be able 
to change the world.  

 That first site, I'm in the backend, going to FTP and I didn't even 
know how to build a WordPress site. My sites were in 
Squarespace. I didn't know anything about WordPress. Now, I 
understand through going through your programmes. I mean, 
again, the value is crazy. It's tremendous. And, again, just so 
thankful to you and Mike for what you guys are doing to change 
the world. 

Callie: That's lovely to hear, thank you. I'm, personally, really excited to 
see how the restructure, and things like that, go for you, because 
it's been phenomenal seeing how things have gone for you in this 
first year and a bit now.  

Anissa: You guys were with me from the beginning. 

Callie: Yeah, definitely what to keep watching. 

Anissa: You know, I would send you guys messages like, "I don't know 
how to hook this up to the forum software. What I do ..."  You 
have seen me from the very beginning. You know my story. I 
mean, it's just so awesome to be able to be here, today, sharing. 
Because this is a success story, really, at the end of the day of 
what you guys are doing every single day, and how you're helping 
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people, again, to just change lives all over the world. It's pretty 
special. 

Callie: I'm really excited to see how the next year goes for you, because I 
know you've got big plans. And, as you shared there, there's a lot 
going on and I'm excited to see how many more people you can 
impact, as well. If somebody wants to checkout the site, and find 
out more about you, and what you're doing. Where's the best 
place for them to actually do that? 

Anissa: Right. The best place is actually just go to deliveringwow.com. 
From there, you'll see all of the cool things that we're doing. 
We're also on Instagram, which is Delivering WOW Dental, and 
that's pretty cool, as well. We're doing some pretty innovative 
stuff on our Instagram site.  

Callie: Awesome. You're going to be speaking at Youpreneur Summit, in 
London, in November, as well, aren't you. So I'm looking forward 
to catching up with you there, as well. If any of our listeners are 
going, or thinking of going, then definitely be sure to say, "Hello 
to Anissa there." What are you actually speaking on there? 

Anissa: We're actually going to be talking about the process. As you 
know, Chris helps people from the very beginning to be able to 
build a brand and business about them. That's what Chris is really 
all about. Chris, I connected him early on, he actually helped me 
to write the subtitle in my book through a forum in Youpreneur. 
It's been really interesting to grow very, very rapidly and build 
huge influence and build a brand. I'm actually going to be 
speaking about, how do you do that? How do you build a mass 
movement of people that can't stop talking about you? We're 
doing crazy numbers, now. We are doing, this year, we're on 
track to do three or four million U.S., which is a lot of money.  

 I can't even figure out what to do with it. That's why I'm going to 
Africa, so I can figure out what to do with. So I could build schools 
here, in Jamaica, because, at this point, it's not about the money, 
it's about impact. But in order for us to have gotten there, what 
did we do right to build a mass movement? It's all about helping 
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people and Delivering WOW, which is what our message is all 
about. That's what I'm going to be talking about, really, the 
roadmap in my story of how we did that. 

Callie: Awesome. I'm looking forward to hearing that. So thank you so 
much, again, for joining me and sharing all your journey with us, 
as well. Thank you so much, Anissa. 

Anissa: Absolutely. 

Callie: Thank you, Anissa. It was a pleasure talking with you and I'm 
excited to see what the future has in store for you, as I know you 
have a lot of big plans. One thing I particularly love about what 
Anissa shared here is that despite already achieving results that 
other membership site owners might only dream of, including 
that $175,000 promotion in January, she's not afraid to actually 
change things up and adapt what she's doing. Because it's in the 
best interest of her members, and helping them to also achieve 
results and act on their investment. 

 If you'd like to pick up the transcript, or show notes, of this 
episode, then head on over to the membershipguys.com/btm17 
and, as always, do let me know your thoughts and takeaways 
from this episode over on talkmemberships.com, as well. If you'd 
like to see more from Anissa, then checkout here site at 
deliveringwow.com. Big thanks, once again, to Anissa and to you, 
as well, for listening. I hope you enjoyed the show and don't 
forget to tune in next week for another episode. 

Announcer: If you've enjoyed today's episode of Behind the Membership, we 
invite you to checkout the membersiteacademy.com. The 
Member Site Academy is the essential resource for anyone, at 
any stage, of starting, growing, and running a membership 
website. Whether you're still figuring out what your idea is going 
to be, or whether your website is already up and running and 
you're just looking for ways to grow it and attract new members, 
then the Member Site Academy can help you to get to the next 
level. With our extensive course library, monthly training, 
exclusive member only discounts, perks, and tools and a 
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supportive, active community to help you along the way, with 
feedback, encouragement, and advise. The Member Site 
Academy is the perfect place to be for anyone looking to start, 
manage, and grow a successful membership website. Check it out 
at membersiteacademy.com. 

 


