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Audio Transcript  

Maruxa: Hello, everyone. Welcome to our Twitter Masters Telesummit. We are thrilled 

to have you this Friday and honored to be interviewing Bob Jenkins, who is 

known to many as Bob the Teacher.  

 Bob is an internet marketing teacher with 10 years of experience teaching 

teenagers and teachers. He is the creator of several online training courses 

that teach you how to get better customers and increase profits.  

 Bob specializes in social networking strategies for business and creates 

information products and teleseminars. Heb can help you use internet 

marketing tools and strategies to promote your business online as well. 

 You can hear Bob through www.IMSuccessRadio.com or watch him on 

www.BobtheTeacher.tv.  

 Bob, we’re honored to have you here to learn and grow with you. We’re 

always growing, aren’t we? 

Bob: We are. You had quite a group of people teaching Twitter skills this past 

week. I listened to the calls, and they were always full of good content. I’m 

hoping there are a few little nuggets for us to talk about today. 

Maruxa: Absolutely, there are. The thing about Twitter is that it is changing each day. 

It’s expanding our ability to think about marketing and techniques we can use 

in marketing. It’s one of those tools that seems to constantly change. I know 

we’ll have a lot to talk about that has not been covered. 

 Could you share a little about yourself with us? How did you choose to use 

Twitter as part of your social media strategy? 

Bob: You mentioned in the introduction that I taught for 10 years. As a high school 

teacher, I worked with 14-year-olds. I had to keep up to date with the birth of 

social networking to be cool to my kids. I was in my late 20s and early 30s. I 

didn't want to connect with my students in social networking because that 

gets into the blurry line of things. I did want to keep up what was interesting to 

them. 
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 I started into my own internet marketing business in 2006. I realized quickly 

that things like forums and other social media outlets allow you to connect 

with people quickly, and do so in such a way that you didn't have to be in the 

same belly to belly location. 

 Over the first year of starting my business, I worked full time. I was teaching 

40 to 50 hours per week. I didn't have a lot of time to find leads for business 

or go out and make cold calls in person. I had to leverage the ability for 

people to connect me with other people.  

 I started in the spring of 2008 with Twitter. I thought, “Holy cow! Public instant 

messaging!” It was fast, and you didn't have to spend hours at it as you tend 

to on forums. You can find people quickly and know what they said and if they 

are interesting. 

 That’s the Reader’s Digest version of how I came to understand that Twitter 

could be a powerful part of my business. 

Maruxa: You’re talking to folks who are in the process of trying to figure that out. How 

do we make this a powerful part of a CPA business, for example, or my 

engineering or hot dog cart company? 

Bob: I was at a meeting yesterday with a gentleman who is trying to promote his 

business in helping people with bad mortgages. He doesn’t really understand 

Twitter at all. I can tell when people don’t understand Twitter. They say to me, 

“What's this Twitter thing all about? Can you give me a quick lesson?” 

 The main complaint is, “There is so much noise and I don’t know what to pay 

attention to. I don’t want to know what someone had for breakfast. I want to 

make money.” 

 There is the strategic part of using Twitter versus the procrastination and time 

wasting part that people tend to think Twitter is for. Those in the know, 

including your listeners after this great week, know you can use it in a very 

strategic way without spending all day doing it. You can get good results. 

Maruxa: I wanted to ask you a question based on what I saw on your website, 

www.AskBobtheTeacher.com. You give your audience the opportunity to ask 

questions directly on any internet marketing issue. What is the number-one 

question you get about using Twitter in business? How do you answer them? 
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Bob: It’s what I alluded to. “What the hell do I use it for?” Pardon my language, but 

that’s how it comes out. They see the content and look at the news feed from 

the people they follow. They don’t feel comfortable jumping in.  

 “How do I handle all the noise from Twitter and still get strategic results?” 

would be the more formal version of the question.  

 There are a couple of things I would say. First is the concept that you don’t 

have to listen to everybody just because you follow them.  

 Twitter is like a party you go to where there are 40 conversations going on. 

You have to pick the one or two that you want to talk to. Introduce yourself if 

you don’t know them. If you know one of the three people in the conversation, 

you jump in and say, “Hey, introduce me to your friends.” 

 The second is more technical. I use www.TweetDeck.com and their tools 

instead of the Twitter homepage. I never go to www.Twitter.com. The first 

page on Twitter is always your feed from friends. That has all the nonsense 

you don’t need to listen to. 

 By using TweetDeck, I’m able to see who is talking to me directly. That’s a 

high priority for me to respond to. I can use the search tools there. I know 

what topics I want to be involved in when they come up. I don’t spend time 

looking at people talking about stuff I really don’t need to know.  

 I take 15 minutes every couple of hours and jump into TweetDeck to see what 

is going on. I see who has talked to me, asked a question or responded to 

something I said. Then I reply back. I take a much targeted, time-productive 

approach to using Twitter. That helps me get strategic results and not feel like 

I am wasting time. 

Maruxa: Tell us more about those search functions. That’s something we haven't 

talked too much about during this series. What kinds of targeted words would 

you search for? Give our listeners some ideas for their online business. 

Bob: I recently conducted a course called “Discover Butterfly Marketing.” You may 

be familiar with the software that Mike Filsaime released. A lot of people all of 

a sudden have this software. Over 14,000 people got it at the end of March.  
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 I put a course together on how to use that software. In TweetDeck, I have a 

search that’s always on called “Butterfly Marketing.” When someone types in 

Butterfly Marketing, it pops up in my feed. They might be saying, “Hey, I just 

launched my Butterfly Marketing site!” I can reply, “Congratulations! Here’s a 

tip.”  

 More often what I see is, “I don’t understand how to use Butterfly Marketing.” I 

want to make sure they get a couple of quick tips from me. If they respond, I 

reply with a link to my site that includes a free installation video.  

 I have content ready on my own website to give away to people. They know 

they can trust me. As soon as I see the phrase come up, I don’t just jump in 

and say, “Go buy my stuff.” 

Maruxa: You want to build that trust. 

Bob:  Let’s identify the problem you’re having and see if I can help you solve it. It 

may be a quick little help. Someone else asked me to look at their promo 

tools page in their site. It was messed up. I was able to tell them, “Hey, you 

got this code in here too many times.” 

 I also have a search for “teleseminar.” I have a course, as you know, on 

teleseminars. When someone says, “I’m doing a teleseminar. Can someone 

help me?” I am able to see them pop up. I like to re-tweet those who are 

doing a teleseminar, just to be in the conversation for good teleseminars that 

are happening.  

 The final example I would suggest is whatever your topic happens to be, put 

the word “help” with it. I have a course on Twitter as well. I have “Twitter help” 

as a search. I get all these tweets that say, “Help!” I’m seeing one right now. It 

says, “I’m trying to figure out Twitter. This is confusing. Help!” This is a person 

who needs a solution.  

 I don’t have to search high and wide and plaster my stuff everywhere. I just 

go to where people are asking questions. I help solve them. That’s no 

different than the old forums and everything else. Now it’s instant and 

immediate.  
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 You get such great return on that little bit of time you spend giving people 

help. They love what you do for them, as long as you’re doing it in the spirit of 

generosity. 

Maruxa: It’s quick, and also you can connect with them quickly as well. It allows for 

instant gratification on their part if someone is searching for terms that they 

write on. 

Bob: It’s to the point where I look to Twitter more than Google for the problems I 

see or the solutions I look for. That’s a social trend coming in as well. You get 

results because someone knows someone who can help you. You can't beat 

it.  

 I love Google and I don’t think they’re going away, but I notice that when 

people have a question and they don’t want to search through five million 

results, they come on Twitter as say, “Can someone help me with this?”  

 If you have your search terms turned on in TweetDeck or whatever tool you 

use, you can be that person to give them the answer.  It can be your solution, 

or you can refer them to someone else. You still get the credibility and social 

capital to invest and get returns from. 

Maruxa: That leads to another question. That may be part of the answer. I’ve noticed 

some businesses just starting out. They have from 100 to 1,000 followers. 

They want to get their message out there to followers, but they don’t feel like 

they’re getting a lot of response. They feel stuck. Maybe their message isn’t 

getting the response they hoped for.  

 Are there other things you would encourage them to do to increase visibility 

with followers? 

Bob: The first thing is to stop focusing on your own message. Twitter is not a one-

way street. It’s not like an autoresponder message or a billboard ad, but a lot 

of companies treat it that way. They say, “Here’s a cool way I can reach 

thousands of people with my marketing message.”  

 Twitter is really about relationships. If you spend less time focused on your 

message and more on what your target audience’s wants and needs are, 

then you can get into their circle of influence. 
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 For example, you’re a CPA. It’s April 10 and there are five days left in the high 

season for last-minute returns. Don’t just mention your CPA business every 

10 seconds. Post the top five things you can  do between now and April 15 to 

save on your taxes.  

 Give content, and you’ll be amazed how quickly people will come to you as a 

service provider.  

 If you’re in the power washing business, for example, instead of saying, “Hey, 

do you need your deck washed or your house blasted?” give people tips or 

look for people who are selling their home. Say, “How’s your home sale 

going? How’s your marketing plan?” Then talk a little bit about the benefits of 

doing power washing.  

 The main thing here is not to just give what you think is most important. You 

need to be looking at and listening to your audience and being appropriate in 

your conversations with them. 

Maruxa: You have to listen to your audience and interact with them in appropriate 

ways to make them feel that you’re hearing them. 

Bob: Another thing about that is a lot of companies try to be their company on 

Twitter. Some company owners or managers are themselves on Twitter. Their 

photo is there. Their profile speaks about whether they’re a father or mother 

and if they like to ski, play tennis or whatever. They’re real human beings who 

happen to be part of a company. Those folks tend to get better results.  

 You have to make Twitter personal. You can’t hide behind a corporate veil 

and expect relationships to form. Nobody falls in love with a company unless 

they know there are real people behind it. 

 With Zappos, you see that everybody has a face, and they’re willing to get 

engaged with their audience. They’re not just a logo and some anonymous 

person that could be outsourced from around the world. You have to do your 

own tweets. It’s not something you can hide behind if you really want good 

results. 

Maruxa: Be personal. It’s not really a new rule, but it’s more of the norm on Twitter 

versus large companies. For Jessie’s Donut Shop, we want to know who 
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Jessie is behind that donut shop. We want to know who Michael is behind the 

dry-cleaning business. 

Bob: Exactly. Coach Deb hit on this before with tribal seduction. You have to be 

willing to get people into your community because you’re a leader and you’re 

accessible.  

 Look at the top people on Twitter. All of them are insanely active on Twitter. 

They’re also very open and personal. They live a relatively transparent life, 

which can be very scary for people. They do it in a very strategic way. They’re 

not just doing it to do it. They’re doing it because they know what the reaction 

will be from their specific audience.  

 You have to balance out your own sense of what it means to be you as a 

businessperson versus you as a regular social creature. Most people who are 

passionate about their careers usually don’t have a very distinct line between 

them. It’s usually a very blurry line. That’s what you do and who you are. 

Trying to separate it out is kind of silly. 

Maruxa: You’re the king of internet marketing techniques. You have so many 

wonderful products to help us all learn about how to use these internet 

marketing tools successfully. How have you been able to see Twitter 

integrated with some other internet marketing techniques?  

 What would you say are the top three techniques you believe our audience 

can use to integrate Twitter into other internet marketing streams? 

Bob: There’s nothing like another two-hour conversation!  

 One of the things I like is to recommend and encourage people to Tweet 

about what I’m showing. Whether this is on my blog or inside my membership 

sites, I always have a link people can click on that makes it easy for them to 

be taken over to Twitter. I have a particular phrase, sentence or comment 

posted, and all they need to do is click the update button or edit it. 

 If you go to www.AskBobTheTeacher.com/blog and take a look at any post of 

mine, toward the bottom it says, “Re-tweet this post.” When people click on 

that, it takes them to Twitter and says, “Enjoyed reading your tips.” It’s a link 

back to that particular post.  
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 It’s a way for my readers to help spread the message of what I’m trying to 

say. People like to share, especially if it’s really easy. 

 You can steal that code from me. Right-click on the link that says, “Re-tweet 

this post,” copy the link location, and paste it into wherever you want the 

hyperlink to be. Just change the words after the equal sign. Whatever is after 

the equal sign is what’s going to show up in the Twitter update box. You can 

put whatever you want to say. 

 Within my membership sites, which have affiliate links, I do the same and 

actually dynamically include the affiliate links for that particular person.  

 With internet marketing, we like to spread the word and get paid for it. I set up 

my one-click tweets with that encoded. I usually have five to seven different 

versions of the phrase. That allows my affiliates and customers to easily 

spread the message and get rewarded for it. 

 I also like to see people integrate their social media accounts with Twitter. For 

example, when you post to Twitter, it can show up in your Facebook feed. 

When you post to your blog, it can show up in your Twitter feed. All those 

things can be very cohesively integrated together so you don’t spend the time 

going to YouTube, Facebook, LinkedIn, and your blog and trying to do each 

of those things individually.  

 You use something like FriendFeed or other sources, and you make it so one 

thing integrates and posts to multiple places. I like to use that because it’s a 

big timesaver. We should be spending more time with our clients than trying 

to get new clients.  

 Using those types of tools is a good way to put internet marketing strategies 

of social bookmarking and social networking together in a way that leverages 

your time a little bit better. 

Maruxa: I’ve been writing notes like crazy, as I’m sure our listeners have as well. Are 

there any other techniques you think would be really helpful for them? 

Bob: Getting more followers is always something people who are starting out seem 

to want. They want to have a bazillion followers. We can talk all day about 

how that’s really not the best approach.  
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 Let’s assume, for the sake of argument, that having 10,000 followers is really 

cool. How can you get there? I learned this from Carrie Wilkerson, who we 

learned from earlier.  

 It’s really about the conversation. Really follow and study the people you 

admire in Twitter, such as Coach Deb, Scott Stratten and Scott Tousignant, 

my accountability partner. Look at what they’re doing. They’re engaging in 

conversation on a regular basis. It’s not about them. It’s about solutions for 

the audience.  

 They’re always in conversation with people. They’re always using the @ reply 

technique. They’re taking a username, putting the @ in front, and having a 

conversation back and forth. They’re retweeting really cool things people are 

saying. They’re DMing people in a very inoffensive way.  

 You can’t really see it, but when these leaders DM you back, they really have 

ideas they’re trying to share with you. They’re not DMing you some link to a 

product to buy. They’re really engaging. I learned that from Dave Rocks as 

well.  

 I don’t know if you know Dave Russell. He’s not in your group this time. He 

encouraged me to just have a lot more conversation and do more re-tweeting. 

I needed to add more regular value and provoke some ideas that might be 

controversial enough for people to stay engaged.  

 You’ll be amazed how much faster you grow. I went from adding 10 to 15 new 

followers a day to about 80 to 100 followers a day because of those types of 

techniques.  

 You say something to Warren Whitlock, who has thousands of followers. 

When he responds, his people can see that you’re someone Warren knows.  

 I can do the same with Nancy. It’s a completely different group of people who 

are following Nancy than are following Warren. I can spread my message out 

to more groups. Those who are attracted to what I have to offer will come to 

me. I don’t have to chase them down.  

 The engaging conversation is what’s going to get you those followers who will 

want to pay attention to what you have to say.  
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 I don’t think you should never make an offer. I think you should feel free to 

encourage people to buy your stuff if it’s the right timing and solution. The 

followers who will appreciate that are going to be those who know who you 

are because of the way you’re treating your audience and having these 

conversations.  

Maruxa: That’s fantastic. Before someone even gets on Twitter and builds these 

relationships, they have their back-end sales page or however they want to 

get noticed. Would you suggest they have that completely done before they 

start tweeting? 

Bob: No, not at all. Do it as soon as possible. That would be the biggest lame 

excuse I’ve ever heard for not doing Twitter. I know it’s said all the time, so 

I’m sort of being facetious here.  

 I do want to say that a lot of folks, perhaps even you listening to this, are 

using too many excuses before they get started. My philosophy in business is 

to take action and revise later.  

 You might not have a website, opt-in pages of any kind, or Squidoo lenses. 

You might not even know what Squidoo or a blog is. That shouldn’t stop you 

from doing Twitter. As a matter of fact, it should encourage you to do Twitter.  

 There’s no technology involved in Twitter. There’s no real need for 

copywriting skills at the beginning level. There’s no need for graphics or any 

of that. You type in 140 characters and spaces, and you’re done. 

 That being said, as I’m sure you’ve learned from other people, a blog with an 

opt-in box on it is the first thing you should have for people to go to. You want 

to continue the relationship from Twitter into your own funnel.  

 Don’t just send them to a sales page where they buy or don’t buy. Bring them 

to your blog and let them learn more of what you’re about. That way, they see 

more than the 140 characters and a short profile. If they like what they see, 

they’ll opt in to your email list.  

 This protects you in a couple of ways. Primarily, it protects you because we 

never know what’s going to happen to Twitter. We were all falling in love with 

Pownce and these other things, and some of them just disappear. What 
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happens if all of a sudden somebody buys Twitter and it tanks because of the 

changes they put in place?  

 If you have your own opt-in box and database of emails, you’re protected 

against something like that happening. You never know. You never want to 

trust your entire business into a third party’s hands. That’s the primary thing.  

 Once you do have a blog in place, you might want to encourage people to 

buy stuff from you. But even when you have multiple sales pages, and I have 

over 30 that I could send people to, you still want to drive people to your blog. 

You want to make sure they see the overall picture of how things are pulled 

together. I let my blog sell my other products and services. 

Maruxa: Your blog is like your central location.  

Bob: It’s the hub.  

Maruxa: That soft sells your products and those sorts of things. 

Bob: That’s right. What I’m really selling on Twitter is a relationship with me that will 

help them out. If I can get them to my site to add a comment, then I’ve 

basically sold them on the value of being part of my community. My number-

one goal with using Twitter is to get someone to make a comment, subscribe, 

or become part of my larger community.  

 From there, you take them to the next level. “I have this product, which will 

help you because you asked this particular question,” or “I have this coaching 

program that can help you because you have more questions and want more 

instant access.” That plays a role, but the blog has to be the first step. 

 For those who like to make excuses, the other thing I love about the blog as a 

concept is that they are free for the most part. I use the premium service. You 

had Coach Deb on earlier. I use the BLOG i360 system. You can use Blogger 

or WordPress. You can get inside your cPanel and do your own thing.  

 There are no excuses for not putting up a blog, getting some content going, 

and changing track as your business evolves. That’s opposed to putting all 

this energy into a sales page, graphics, copywriting and the product without 

knowing what will happen.  
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 This is a two-hour discussion that we’re trying to condense into a few 

minutes. The concept is that you want people to be part of your community 

first. They will become your raving fans after they’ve become a customer.  

Maruxa: I like how you said, “My sale on Twitter is my relationship. I sell them on the 

value of my community.” I think it’s really powerful that you are spending time 

building that relationship first and foremost so that when they are ready to 

make any type of purchase, they already trust you and know you.  

 You don’t have to waste time backtracking with them later on, as many of us 

in internet marketing have had to do in the past, without having built that 

relationship first. 

Bob: It keys into a central truth about business growth, especially when you’re 

using internet marketing. It’s true in offline businesses as well. You don’t want 

somebody to buy from you once. You want them to buy from you over and 

over again.  

 If you send them one link and that’s all you sell them, they don’t get to know 

you. They might buy that one time. If they don’t trust you enough or get to 

know you well enough, they won’t come back. You will be spending time 

chasing all these new people. 

 The flip side is that you could have 1% of the total number of followers of your 

competitor but have a much better relationship with them. Basically, 50% to 

100% of your followers actually wind up becoming your customers because of 

that relationship. That makes for a much better bottom line than it does for the 

person who is always chasing after new folks. 

Maruxa: It’s a lot less work, too. 

Bob: It is. Twitter allows you to stay in touch with your existing customers, too. It’s 

not just about new folks and building the relationship before the sale. It’s 

about building the relationship on an ongoing basis.  

 That way, your customer evolves through the stages of being a Looky Lou, a 

customer, an affiliate and then a raving fan. Those are all the things we’ve 

learned from Seth Godin and various other leaders in the psychology of 

persuasion, like Coach Deb and JP. It’s all a function of building a relationship 

on an ongoing basis. 
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Maruxa: Since our call is being done on a Friday, I’m wondering if you can share some 

fun ways we could use Twitter to continue to network and build our list, but 

also to enjoy the start of our weekend.  

Bob: I don’t know how it started, but there was a convention of Follow Friday that 

was started up not too long ago. The concept is this idea of a hashtag. I’m 

sure people are tired of hearing about hashtags, but they’re really cool. It’s a 

little number sign with a word behind it. It helps people keep track of a 

common theme of a conversation.  

 Somewhere along the line, somebody started up Follow Friday. I’m sure 

people have already seen this but didn’t know what it was. They basically say, 

“Here are cool people I like to follow that I think you should follow, too.”  

 People do Follow Fridays in a couple of different ways. I have a specific way 

that I like to do it that I think is more effective than what a lot of folks do.  

 Most people say, “Follow Friday,” and then put 20 different usernames on 

there. I think that’s okay, but it doesn’t tell people why they should follow 

someone else.  

 The folks who know you really well will jump on those people because they 

trust you. However, for 90% of the folks on Twitter who follow you but haven’t 

quite gotten to know you yet, they need more than that, so I always like to do 

some kind of phrase.  

 For my birthday, Carrie Wilkerson took a friend of mine and me to a 

restaurant with some really cool people in the internet marketing space. This 

was one of the best birthday parties I’ve had. We were at an internet 

marketing event in Anaheim, California. Adam Urbanski was there with his 

wife, and so were Kevin Nations and a few other people.  

 Carrie organized this and helped bring it all together, so right after my 

birthday, I said, “For throwing a great birthday party, @barefoot_exec 

#followfriday.” Lon Naylor is a master at Camtasia and presenting on 

screencast videos. I said, “If you want to learn Camtasia really well, 

#followfriday @LonNaylor.” I’ll typically put a link to their website as well.  

 My Follow Fridays are tweets that are targeted toward one particular person 

with a very clear idea of why people should follow them.  
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 I also tend to use my affiliate link if I’m promoting them. I don’t mind doing that 

at all. As far as the reward of it, you get more exposure for them, but if you 

have an affiliate relationship with those marketers, you can also include a link.  

 Don’t just throw 40 people into your Follow Friday. Give people a reason so 

folks who follow them are targeted audience members. That’s what we really 

want. We don’t want 20,000 people who think we have a recognizable name. 

We want 20,000 people who know why they’re listening to us and that we’ll be 

paying attention when we send out our tweets as much as possible. 

Maruxa: When you do that versus 20 names after that #followfriday, it builds goodwill 

with the people that you’re encouraging people to follow. It also gives your 

followers an opportunity to get a sneak peak as to why they should follow 

Carrie Wilkerson or whomever else. That’s a great tip people can grow from. 

Bob: A third thing it does is tell your followers that you value their time. If they are 

not interested in doing online video, they’re not going to follow some random 

person. You helped qualify whether they should listen to that person or not. 

You took the time to do it. You didn’t just copy and paste from some notepad 

and say, “Here are the people I’m following. Go check them out.”  

 You said, “These are people who have something to say about some really 

cool stuff. You need to pay attention if that’s your thing. If you need to get into 

better shape, you need to follow FatLossQuickie. If you need to get a book 

written, you need to follow WarrenWhitlock.”  

 All these types of things are cool things to do. Like you said, it does build up 

goodwill. You want some of the best marketing advice you’ll ever hear, follow 

unmarketing from Scott Stratten.  

 These are all good people who we’ve learned from all week. I’m so grateful to 

be an audience member this week as well as a speaker. You have to say 

those things to people because it has so much more power than just a list of 

names. 

Maruxa: I want to encourage folks who are listening to go to Twitter right now and start 

doing just what Bob The Teacher asks us to do. Follow folks and let them 

know why. Let your followers know why. Continue that goodwill all around. 
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 Before we end, are there any last tidbits of information or nuggets that you’d 

like to share with our audience? 

Bob: I mentioned earlier my philosophy of, “Take Action, Revise Later.” If you are a 

brand-new person to Twitter, or have been over the course of the past week, 

don’t think that you have to get everything perfect in order to be a Twitter 

master. People who have thousands of followers are still getting it wrong.  

 I know some people who have 20,000 or 100,000 followers, and they still get 

things wrong. They just happen to have a list from exterior sources.  

 Don’t feel like you need to have it perfect. Just get it going. Engage in 

conversation. Nobody really cares about what kind of toast you had this 

morning unless you’re a recipe critic. Be very strategic about what you say, 

who you talk to, and what you talk about.  

 I drive a lot to internet marketing conferences. I like to use a tool called 

TwitPic which allows you to take photos from your phone and put them up on 

the internet. Then it links automatically to Twitter. I like to do a TwitPic thing 

when I’m driving: Name that skyline. It’s a fun way for me to get people 

involved. “That’s Richmond.” “That’s Orlando.”  

 I do it because I drive to internet marketing conferences where I’m a speaker 

and it gets more people to look at the places I’m going. They can see, “This 

guy is living this freedom lifestyle of driving and going to different locations. 

He’s being recognized as a speaker on these topics.” It’s still very strategic 

that I’m doing that, even though on the surface it might seem like a waste of 

time.  

 You have to judge whether things are a waste of time to you and your 

audience, or if they’re being done in such a way that gets people to know, like 

and trust you. That’s what it’s all about.  

 Whether you’re doing it on Twitter or in your local networking meetings, you 

have to get people to know, like and trust you. Take action and revise later. 

Be strategic, even if you’re talking about random things about your life. Make 

them a little less random by doing them on purpose. 
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Maruxa: I love how you use creativity in Twitter. I love the way you are intentional. I 

think that’s very powerful for small businesses trying to make it in the Twitter 

world. 

 Bob, thank you so much for being with us on this call today. We wish you a 

great weekend and look forward to chatting with you again soon. 

Bob: It was great. I loved this series that you did. Being a part of it was a highlight 

of my week. 

Maruxa: Thanks so much, Bob. 

 


