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He'd just gained 3000 subscribers and made $8000 in a matter of days, but Chris 

Ritter's first virtual summit didn't deliver the result was looking for. 

As a personal trainer for swimmers, he was looking for more clients to coach online. 
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Not a single one signed up.  

Still, the summit was a serious turning point in his business—one that turned into a 6-

figure side project in its first year. He started serving an entirely different set of 

customers, and went from working one-on-one to one-to-many. 

His multi-year journey includes in-person personal training, seeking online clients, 

writing blog posts, selling an e-book, hosting a hit virtual summit, and more. 

How Did You Start Doing Online Training? 

Back in 2010-11 Chris was working as a personal swimming coach/personal trainer as 

his full-time job. One of his clients was a 70-year-old CEO who spent a lot of time 

traveling, he asked Chris how he could continue to improve as a swimmer while 

traveling and Chris said at that moment his, “Spidy business senses went up.” 

Chris wanted to figure out a way to still train his client while he was away traveling and 

came up with the idea of recording private YouTube videos and sending PDFs of 

workouts to keep him up-to-date. 

He said his client was really happy with the video training and this was the start of his 

side hustle that has now replaced that full-time job as a personal trainer. 

How Chris Pivoted and Started Growing His Business 

Chris worked at a distance with his client for a few months before he started to get 

inquiries from other people through word-of-mouth. At this point, Chris wanted to take it 

more seriously and take on more clients, so he decided to build a website. 

He put a site together himself, learned WordPress as he went along, and started writing 

lots of content about strength training for swimming. His hope was that this would attract 

new clients. But he didn’t hear anything through his site. 

So, Chris decided to go back to expanding what he was doing in person. He moved 

across the country to Portland, Oregon, to work at becoming a chiropractor. However, 

after doing the school tour and weighing up his options, Chris said he realized, “Gosh, 

I’m going to sink $250,000 into this education, and I’m going to come out and have the 

exact same problem I have now, I’m going to need more clients.” 

He knew he needed to get more clients first, both online and in-person. He started 

shadowing a chiropractor at the time, and this person told him, “Time is your most 

valuable asset,” and Chris said this statement really stuck with him. The chiropractor 

had set up his business to leverage his own time to build a better lifestyle for himself, 

which was what Chris wanted to do. 

Chris decided to create an ebook containing everything he knew about strength training 

for swimming to test this principle. It took him months to write, and when he finished, he 

started selling his book at $9.99. 

http://sidehustlewebsite.com/


He only sold a few copies, but he did get a couple of new clients well. Not a huge 

success, but Chris said it performed better than his blog had up to that point. 

Chris decided to pivot again and set up a gym. He hired coaches to help with the 

classes but was hustling hard to pay for all the equipment and overhead of the gym. He 

was delivering pizzas and pedicabbing, and it was while he was out hustling, he got a 

notification on his phone that he’d sold another copy of his ebook. 

Chris said, “I was thinking, gosh, why can’t I just make more of those happen?” After 

doing some brainstorming, he decided to hold a virtual summit. He wanted to get 

speakers, well-known swimmers, coaches, and attract a huge audience to sell a lifetime 

pass to his content. Again, the goal was to get more online clients, where Chris felt he 

could better leverage his time. 

How Chris Organized the First Virtual Global Swimming Summit 

Chris had an email contact for his college coach, who was well-known in the industry, 

and some of the Olympic coaches he had worked with before. He reached out to them 

to secure them for the summit, with the hope of being able to snowball and attract more 

speakers from there. 

He also approached a lot of companies with the offer of promoting them for free at the 

summit and in return, they email their list promoting the summit. Chris said he had 20 

companies agree to do this with a reach of between 250,000-500,000 subscribers! 

Chris said he had so much success securing sponsors and promoting his summit 

because he supplied email templates, tweets, and other promotional copy to make it as 

easy as possible for these companies to put out the word for him. He also did some 

digging on their websites and LinkedIn profiles to find the best person to speak to when 

it comes to making these decisions. 

The summit spanned 7-8 days, Chris had more than 3,000 people register, and 100 

people bought the VIP lifetime access which came to $8,000 in revenue. The surprising 

thing was that he didn’t land a single online client from the summit, but that only led him 

to investigate other options. 

Revamping the RITTER Sports Performance Podcast for Recurring Revenue 

Looking at the people who bought the VIP spots on the summit, Chris noticed most of 

them were swim coaches. This got him thinking about how he could better serve swim 

coaches with more content. 

He decided to relaunch and revamp his podcast, which is now called the Swim Coaches 

Base. Chris invited swim coaches on to talk about their workouts. He would invite one 

coach a month, and produce weekly episodes breaking down their swimming-related 

workouts. 



A few months later he looked at the analytics for the most popular episodes, invited 

those coaches back to talk in more detail about their workout plans, and put the content 

behind a membership paywall. 

He called the member’s only show the Coach’s Corner, which today has been 

rebranded as The Hive. When he launched it, he emailed all the coaches that bought 

his VIP pass and had 80-90 sign up for the show right away, and today has more than 

250 coaches as paying members. 

The price point started out at $29 per month, and this is what is bringing in the recurring 

revenue for him today. On the tech-side, Chris used WishList to create the membership 

area on his site, SamCart to sell products and connect with Stripe and PayPal, 

ConvertKit to manage his subscriber list, and Leadpages for his opt-in forms. 

Structuring the Show, Marketing and Promotional Tactics 

The podcast is almost 250 episodes deep, but despite being in what looks like a small 

niche, Chris says he has more than 200 coaches on his waiting list and more than 

enough content to keep going for years. 

The format is simple, too. Chris asks the same 8 questions to every coach he 

interviews. It’s the answers and the techniques he uses to interview them that makes 

every episode unique and packed with lots of original content. 

On the promotion side, Chris releases bits of his content on social media to raise 

interest. He also adds downloadable content on his free podcast behind an email opt-in 

to collect emails, then promotes the show to his list. He is currently working on adding 

more social proof too by interviewing long-term members and documenting how The 

Hive has helped them. 

When Did You Take Your Side Hustle Full-Time and What's Next? 

It was about a year and a half after that first global online summit when Chris decided 

the time was right to stop all of his in-person coaching and running his gym and switch 

his focus over to his online business 100%. 

His online business was bringing in more than his in-person coaching for a while by that 

point, it was just the fear of taking the leap and making sure he had a safety net that 

was keeping him from doing it sooner. 

Looking forward, Chris said, “I feel like it almost took us 2-3 years to figure it out...I feel 

like we’ve gotten to a point where we have figured it out, and now it’s just doubling down 

on what’s working.” 

His goals now are to reach and help more coaches doing what he’s doing now, only 

bigger and better. 

Could you put together a similar educational service for a niche you care about? 

https://member.wishlistproducts.com/
https://www.samcart.com/
https://www.sidehustlenation.com/convertkit
https://www.sidehustlenation.com/leadpages


 

Chris’ #1 Tip for Side Hustle Nation: 

“Keep listening to your audience.” 

More Info: 

• https://www.sidehustlenation.com/335 
• https://rittersp.com/ 

 
Until next time! 

-Nick 
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