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Transcript:  Jama St John and Bob Jenkins 

Bob talks about 5 Marketing Gaps That Are Draining Profit And Energy From Your 

Business (And How To Fill Them Starting Today!) 

 

Jama:  Hello, and welcome to your Strategic Business Building call.  I’m your host 

Jama St John of Strategic Virtual Solutions.  I started my business in 1996 and have 

grown it to a successful, multi-virtual assistant and Infusionsoft consulting and 

training business.  I know the challenges that online business owners face on a 

daily basis and started Strategic Business Building so you can get quick strategies 

from experts who have been there. 

The goal of these calls is to help you get strategies and tips that work.  We’re 

talking about a plan of attack that you can take action on immediately.  

And today I’m so excited to have Bob Jenkins with us. Welcome, Bob! 

Bob:  Thanks, Jama, for having me. It’s great to be here.  

Jama:  So a little bit about Bob. Since 2007 he has served as a business coach and 

online marketing trainer for thousands of coaches, entrepreneurs, and business 

leaders around the world. He loves helping coached impact more people with less 

effort through leveraged online marketing strategies. He’s the author of Take Action, 

Revise Later and 21 Ways to Grow Your Coaching Business. He’s created over a 

dozen online training courses, such as Mind Map my Business, Fill Your Marketing 

Gaps, Discover Lead Pages, Discover List Building, and Discover Free Mind. He’s 

joining us today from his home in Bloomington, Minnesota and I bet it is beautiful 

there today. 

Bob: It is absolutely gorgeous. If you’re listening to this in December, I won’t be 

able to say that.  

Jama:  Yeah, really. I used to live in Minnesota. So today Bob is going to talk to us 

about Take Action, Revise Later: Simple Secrets to Helping More People Profitably. 

Whether you’re new in business or you’ve hit a plateau, give your business a profit 

boost with the strategies shared by Bob the Teacher. During today’s call, Bob  
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reveals the hazards of S.O.S and how to avoid it in the first place, the action 

paradox and how it’s crippling entrepreneurs, the profit factor that is affecting your 

bottom line and you probably don’t even realize it, and three ways to give your 

business a profit boost. So Bob, why do they call you Bob the Teacher and how do 

you bring the lessons from the classroom into what you do now? 

Bob:  Well – first of all, thanks so much for having me on – the name “Bob the 

Teacher” actually came about in a membership forum when I was still teaching high 

school and I was trying to develop a business and I had been attracted to this 

concept of network marketing. I was in a membership forum because my upline told 

me “Hey, that’s where you go to get leads, to get new recruits, get customers, 

whatever,” but it was all Moms. It was a work-at-home Mom forum called wham.com 

and I’m not a mom. I don’t even have any kids at all, let alone the right gender. So, 

in order for me to put myself out there as someone who would help them and not 

just scheme on business or whatever, I called myself “Bob the Teacher” as a 

username so that people knew I’m about kids and I’m about families and all that 

kind of stuff.  

I didn’t really think much about it until I went to a conference and at that conference 

people were talking about this Wham forum and I said “Hey, I’m on that forum,” and 

they looked at me funny because again – I’m not a mom – and then they asked me 

what my name was and I said Bob Jenkins and they said “Oh, okay. I don’t think I 

know you.” They kept talking for a little while and then eventually someone asked 

me, “Well’ what’s your username,” and I said Bob the Teacher and literally three of 

them turned around and said “Oh my gosh, you’re Bob the Teacher,” so that’s a 

really good catch phrase.  

So, I started branding myself with that and – for all my life I’ve been teaching – and 

it just changes what topic people are asking for that I find really intriguing and 

fascinating. For a long time I was a history teacher and as I started to do online 

marketing for those network marketing companies, I was very good at getting leads 

and stuff. I was terrible as a network marketer, but I was really good at getting leads 

and getting traffic and what I found was a lot of people from that company I was 

involved with and a bunch of other ones were asking me “How did you get the 

traffic? How are you getting the leads? How are you using this tool?” and I started 

teaching people based on those questions.  
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One of the big things that I share with you right now is that being able to break 

things down and make them simple is always a need that people have in the 

marketplace. So, if you are uniquely qualified to do that, whether you have a 

professional teaching background or not, that’s a big asset to bring to the table, so if 

you can incorporate that into your business, it’s really good.  

Now, as far as the lesson from the classroom itself, for ten years I taught high 

school history. I taught world religions, U.S. History, World History, I taught 130 kids 

a year, did the academic team, did the tennis team, and all this other stuff. One of 

the things that’s common between teaching in the classroom and running a 

business is there’s a really easy default to isolation. There’s this sensation that you 

have to look good and you can’t let the students see you sweat, you can’t let the 

older teachers see you sweat. You’re supposed to know everything and do it all and 

in business it’s the same way. You can’t tell anybody that you’re having any kind of 

struggles or running into roadblocks or whatever without feeling like – you know – 

you’re running into stuff and that you’ll be perceived as not as successful as you 

wish to be.  

At least that’s what I was taught when I first came into this industry, came into the 

field, but what I discovered in the classroom is the same as in teaching or the same 

as running a business. Life is a lot easier when you learn to ask for help, when 

you’re willing to say “hey, I don’t know it all, I’m getting stuck. Who can I turn to?” 

whether it’s a colleague or a mentor or even asking a strategic question among your 

customers, like what do you need next that I’m not providing? Any way that you can 

ask for help, it really improves the outlook for business.  

Jama:  Awesome. So, how – one of the things that you’re going to tell us today is 

the hazards of the S.O.S. and how to avoid it in the first place and I think – you 

know – not asking for help is one of those hazards, right? 

Bob:  Yes. Now, S.O.S. stands for something different than the help cry, but I’m 

glad that you tied those together because you’re absolutely right. Being able to ask 

for help will literally save your business. It certainly has saved mine. I’ve been in – 

I’ve been doing this since 2007, I’ve had up years, I’ve had down years. I struggle 

just like everyone else does on occasion, sometimes out of the blue. Everything is 

going great and then all of the sudden you get this little wall and that can be a 

mindset wall, it can be a marketplace wall, the economy goes into a different  



 

 

Copyright 2014 Strategic Virtual Solutions   All Rights Reserved 

 

direction, and before you know it things just start – as awesome as they used to be 

– until they are again, right? But asking for help and seeking out mentors, seeking 

out specific knowledge experts, really does provide a quick turnaround or quick 

tunnel through that mountain that otherwise would seem insurmountable.  

Jama:  Right. Well, now I have to ask what the S.O.S. then stands for. 

Bob:   So, to me S.O.S. stands for Shiny Object Syndrome.  

Jama:  Ahh, yes! 

Bob:  Which is one of the biggest things that holds entrepreneurs back because 

everything sounds so exciting. Everything sounds so easy to implement, until you 

get into it and then stuff starts to go haywire if you don’t have all of the pieces 

together. So, us marketing types – you included, me included – we’re really good at 

sharing with people what’s working for us in a way that’s sellable and marketable 

and at the end of the day, though, it’s always an incomplete picture. You know, 

we’re not deliberately trying to say that it’s only this easy, but we are saying it’s this 

easy when all the pieces are in place, and if you’re listening to us on a webinar, or a 

podcast, or reading a blog post, the impression can be that that’s a really easy thing 

to do. Well, guess what, tomorrow you get another email from somebody else and 

they say their system is just as easy or easier and so the shiny object goes off. 

Right? The little “bing.” You go over there and you’re excited about it, but the 

problem is if you keep following the shiny objects, you keep spinning around in 

circles. You don’t get to where you’re wanting to go. You never complete what you 

start and you can’t help the people that you’re initially setting out to really help. So, 

the whole shiny object syndrome thing is debilitating, if you’re not careful.  

Jama:  How – you know – with all of the ideas that come around, how do you know 

when you’re taking the right action? 

Bob:  Yeah, so, taking the right action is so important, but you don’t really 

necessarily know that you’re taking the right action, right? That’s the big confusing 

part about being an entrepreneur. I mean, this is – for me as a high school teacher, 

I didn’t have any business classes, I didn’t go through any market research type 

studies and whatnot to know what was the right fit – so, I had to take action just like 

everybody else does who’s in the same scenario of following a dream, following a 

passion. Somebody says to you, “Hey, you should start a business around that ,” or  
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you’re already in a business, but you never went to business school to learn some 

of those fundamentals. Well, you’ve got to take the right kind of action and the only 

way that you can really know that the action you’re about to take right now in this 

moment is the right action is if you can check in with your core values. This is 

something that people often skip, right? They just don’t pay attention to.  

I know for many years I wasn’t paying attention to this, until I happened to meet a 

life coach who said, “You know what, these are some questions you should be 

asking yourself so that you stop getting stuck in what you’re operating in.”  

So, once I understood what that meant, I was able to work with a coach, get the 

ideas of what core values meant, get to the idea of what they mean to me and how 

they’re different for me than for anybody else, and likewise for everybody, they’re 

going to be unique. You need a combination, but once you know what your core 

values are and you make your decisions through that kind of a filter, you’re able to 

have a clear yes or a clear no on what actions you want to take. Armed with that, 

you’re able to then move forward with the best guess for now that you can have.  

So, the trick to taking the right action is knowing who you are, knowing what you 

want to create, knowing what you want in your life and in your business, and then 

taking your best guess with confidence and moving forward with it, knowing that 

along the way you will need to revise and not just keep going in the same direction. 

At this past event – you know, Jama – you and I met at NAMS a long time ago. I 

was at NAMS recently and Alex Bandogien had a quote from somebody. I’m not 

sure who it’s from, it might be Buck Mister Fuller – but he said “The only thing worse 

than taking action in the wrong direction is taking action in the wrong direction 

enthusiastically.” So, that’s kind of the trouble people have, is they think that they’re 

doing things right just because they have energy behind it, but until you’re clear and 

aligned with your core values and making your decisions around that, you just never 

know what the right action is going to be.  

Jama:  Well, we probably have some listeners that are not taking any action 

because they’re just paralyzed, they’re afraid they’re going to move  in the wrong 

direction or that it’s the wrong action to be taking. What would you say to those 

listeners that are just paralyzed by that indecision of what to do? 

Bob: Well, here’s one thing: Congratulations on being born in the time period where 

– we live in a period where you can make adjustments very rapidly in your business.  
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Especially if you’re doing anything in regards to services or information products or 

anything like that. You can make changes to basically anything much faster than it 

used to be, and I relate this story to when did you learn to communicate in the 

written word?  

Folks who have a real hard time with paralyzation or information overload and 

analysis paralysis is what I like to term it, they tend to be folks who are about 45 

years old and older, sometimes it’s younger as well, but here’s why. When you learn 

to write, you learn to write with either pen and paper or a typewriter and if you made 

a mistake, it was really a big pain in the butt. You had to start over from scratch with 

a brand new piece of paper, if you were using a typewriter you had to start over, 

even if you were at the bottom of the page and you made the last line a mistake. 

You had to start over from scratch. Then, if you’re born a little later, you learned to 

write later, you started using Word Processor or even later, a computer, and what is 

the cost of a mistake with that? Pretty much nothing. You have a delete key, you 

have undo buttons. Now we have, like, fifty undo stages that we can go back to, so 

the cost to us internalization-wise becomes more and more minimal as we’ve come 

along in technology, right?  

So, If you feel stuck and overanalyze, it may be as simple as thinking back to how 

did you start to interpret the idea of making a mistake when it came to 

communicating or something as simple as writing a message? When it comes to 

your business, just realize that you can revise very quickly if you’re listening, if 

you’re paying attention, to the feedback you get from customers or the lack of 

customers, which is also a feedback loop. You’re able to then make adjustments as 

you need to. 

Jama:  Awesome. So, we probably also have some listeners that have been in 

business for a while and they’ve hit a plateau. What would be the three ways that 

entrepreneurs can get a profit boost? 

Bob:  Yeah, so, one of the things that is really a good thing to do if you’re kind of in 

that stagnation phase is to put together a new offer. That’s something that you’ll 

hear a lot of people talk about. You know, how can you put together a new coaching 

package or for the virtual assistants in the world that we both work with, it can be 

how can you repackage what it is that you’re doing as a new service or a new 

specialization? Okay, so think about that. What is it that you can teach as a new  
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course? For example, once every six months or so, I usually come up with a brand 

new course that I’ve never taught before and I’m able to take it to my existing list 

and to my JV Joint Venture Partners and to colleagues and even some 

advertisements and say, “Here’s something brand new.” Okay, so that’s one thing.  

But oftentimes people overlook what they’ve already got in front of them. So, the 

second way you can get a profit boost is to repackage and rebundle things you’ve 

already offered before. Tweak the sales letter, tweak the funnel, redo a promotional 

webinar for it. Try to think about what are some ways you can infuse new life into an 

existing product that you don’t have to start from scratch with? One of my most 

popular courses that I’ve ever taught is called “Discover Free Mind,” which is a 

course on how to mind map. Very simple, but very profound in what it is able to do. 

Well, every eight to ten months or so, I realize that that program has kind of 

stagnated in the promotion department, so I come up with new approaches and new 

angles to introduce people to the concept, but I still sell, basically what is the same 

course. Every couple of years I revise it, but the marketing of it is what needs to be 

revised.  

So, point number two is to repackage or bundle things together in a new way. Even 

though it’s an existing course, the way you’re marketing it, the way you’re 

approaching it, the way you’re outlining the benefits, those are going to be ways that 

give you a profit boost.  

The third thing is to fill in some really serious marketing gaps that develop over 

time. So, if you’ve been in business longer than a year, it’s a pretty good certainty 

that you developed holes in your business, whether you recognize them or not. I 

have this happen to me as well, so when I say this, I’m speaking to myself as much 

as I am to you. 

Jama:  Experience. 

Bob:  Right, experience. Well, it’s also just changes, right? So, for example, I don’t 

know if you have this happen, Jama, but I created a couple courses back in 2008. 

Well, I grew up in the internet marketing world with the set and forget philosophy, 

right? Where you could create a course, attach it to an affiliate program and you 

could just let it run on autopilot. Well, that’s great until that stuff gets out of date, 

right? A lot of the training I did in the early days and still even to this day are 

demonstrations of software tools. Well, one of my marketing gaps is that those tools  
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change and so the dashboards don’t look the same. You know, one of my earlier 

courses was on how to use Aweber. Well, two years ago, Aweber completely 

changed the way they look. So, it doesn’t help me to promote those older courses 

anymore because they no longer apply to whatever is going on.  

But the bigger thing is just simply from, either neglect or changes. There are gaps in 

your website, for example where you or any of your colleagues may have linked to a 

page on your website, maybe a very good blog post, and three years ago it was 

awesome, but maybe you switched hosts and that page got lost, or you switched 

from Joomla to WordPress, or some other system to WordPress along the way, and 

somebody out there in the world has linked to your original article, but when people 

visit that page now, they come to an error page and they don’t get to where they’re 

wanting to go. So, there are ways for you to know what are places and destinations 

in your website or any of your web properties that people are getting to that they 

aren’t seeing what they want. They’re not getting to where they’re supposed to be 

going and simply by making a few tweaks, you could recapture that traffic that would 

otherwise go into nothingness, right?  

There’s also marketing changes that happen so platforms change, strategies 

change. It used to be the case that we were doing teleseminars every week, now 

we’re doing podcasts and webinars, right? Those are the hot things. So, if you’re 

earlier marketing days and blog posts a couple years ago, are all about the hottest 

new trend is teleseminars, well you should go back and revisit that content that’s 

really good at heart. The key of interviewing people and introducing audiences to 

one another, that’s still all great, but now it’s about podcasts and hangouts and 

webinars. So, revisiting those older posts that are getting good traffic, but are 

obsolete. In some way you can revise that content and make it apply to today.  

And then finally, another gap people typically tend to have is their priorities change. 

So, what you used to have as a central focus may have evolved over time. I see this 

all the time. Somebody starts out as a trainer on Facebook advertising or whatever 

and a year later they become a business coach and a life coach or something like 

that. Well, their social media profile may not have been updated for two years. So, 

they’re still – their bio is still talking about Facebook ads, when today their priority is 

all about life coaching. Everybody evolves. So, you’ve got to revise those gaps of 

your YouTube channel and your Facebook and L inkedIn and make sure they’re  
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applying to what it is that you’re doing today. That’s just to scratch the surface of all 

the gaps that are out there.  

Jama:  How often would you say that we need to revisit our website and look at our 

profiles and make sure everything is still current?  Once a year?  Once every six 

months? 

Bob:  I would put it on the calendar every quarter for some of it.  It depends on what  

you’re talking about and which platform you use more frequently.  I ’ll speak from my 

experience:  I use Facebook all the time, I use Twitter about half as much, I use 

LinkedIn about a third of that, and YouTube I use a litt le bit more than Twitter.  So 

it’s likely for me to be aware of what I’ve got up on Facebook.  I see it more often, 

I’m in the profile and whatnot.  But LinkedIn and Twitter and Pinterest even, I may 

have neglected for several months and it’s not top of mind for me.  So it’s important 

to schedule on your calendar for you or your virtual assistant to revisit and say, 

“Okay, where’s my profile link pointing to?  What are the words I ’m using to describe 

what I do for customers and clients and whatnot, and who am I looking for 

business?” and so forth.  So that quarterly or every six month process, it’s typically 

only a ten minute thing, but if you or your VA can have that on the schedule, it really 

helps to ensure a brand consistency for yourself and for your customers.   

Ultimately, I don’t want you to change every 3 months and have to make that 

adjustment but especially if you’re in that first year of business or maybe the first 

two years, you may not have figured out exactly how you ’re trying to bring to the 

marketplace things that are really going to be hot for you.  So if you keep changing 

directions and having that shiny object syndrome problem, then you’re really going 

to need to do every three months.  But if you locked it in and you’ve figured things 

out, then you may be able to get away with doing it once a year. 

Jama:  I recently saw a term and I thought, “Ooh – I wonder if I have that term 

anywhere on my website?”  So it’s on my list to go through my website and review 

the verbiage and make sure that everything is still accurate and up to date and all 

that good stuff. 

Bob:  Exactly!   

Jama:  So we’ve got about thirty seconds left.  What would be the one thing that 

you want our listeners to take away today? 
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Bob:  The big thing is taking action and revising later, and don ’t confuse any action 

as the right action, just because you’re taking action.  People have this illusion that 

taking action and being busy is the right thing to do.  Get in check with your core 

values, say yes or no based on those and then remember to revise based on real 

feedback after you’ve taken the action to keep that consistency going and to make 

sure you’re providing as much value in the marketplace that you ’re able to. 

Jama:  Awesome.  Thank you so much for sharing that information.  And before we 

go, you have got an awesome free course that you ’re offering to our listeners.  Tell 

us a little bit about that. 

Bob:  Yes.  It’s called, “Mind Your Marketing Gaps.”  And again, the big thing that a 

lot of people are forgetting to do is to take stock on what their business is doing, not 

just on the new front – you know – making new offers and new opportunities but 

taking stock of what is in front of you.  Over time your business develops leaky 

bucket syndrome and things just start to spill out . 

Jama:  And sometimes it keeps getting worse and worse. 

Bob:  It does!  Exactly!  And a lot of people just stick their heads in the sand, and 

they try to make up for it by making more money.  Well, the number one way to give 

yourself a profit boost is not to generate more income; it ’s to keep more income, so 

that your profit margins get bigger.   

So I created a full course called, “Fill Your Marketing Gaps,” and this free bonus I’m 

giving to you as an audience member of this podcast is a preview of that in which I 

give you five very specific gaps (the full course is twenty), so this is five gaps out of 

that twenty that walk you through how to know that you have the gap and how to fill 

it with some strategy as well as tactics on what to do to make it happen.  And the 

goal of that free bonus for you is that you ’ll generate at least a thousand dollars in 

recovered revenue as part of your profit and bottom line from just filling in those five 

specific gaps. 

Jama:  Awesome!  I’m going to jump over and grab that.  I’m a listener, right?  I can 

get it! 

Bob:  Exactly!  
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Jama:  Bob, thank you so much for being here, and our listeners can go to 

www.strategicbusinessbuilding.com/bobjenkins and you can get the link to the “Mind 

Your Marketing Gaps” bonus and also the transcript of our call today.  Bob, thank 

you again.  That was awesome information and that’s a great bonus for our 

listeners. 

Bob:  Oh, you’re welcome!  Thank you so much for having me on, and I can ’t wait 

to see you at a live event soon!  

http://www.strategicbusinessbuilding.com/bobjenkins


 

 

Copyright 2014 Strategic Virtual Solutions   All Rights Reserved 

 

Contact Us: 

 

Strategic Business Building Website: 

http://strategicbusinessbuilding.com/ 

Strategic Virtual Solutions Website: 

http://strategicvirtualsolutions.net/ 

Phone: 

404-477-4267 

Email: 

info@strategicvirtualsolutions.net 

  

http://strategicbusinessbuilding.com/
http://strategicvirtualsolutions.net/
mailto:info@strategicvirtualsolutions.net

