Wendy Byford

The $10K Run - Episode 007 Rocket Station - Interview with Robert Nickell
Wendy: Hello there and welcome to The $10K Run. I'm Wendy Byford and in
this podcast we'll explore what it takes to make the rst $10,000 per month
in your business and beyond. Whatever business you're in, however long
you've been struggling, in this podcast you’re home. So, settle in and let's
get started.
Wendy: Hello and welcome to this episode of the $10K Run. I'm really
pleased to have as my guest Robert Nickell. Robert is the founder and CEO
of Rocket Station. This is the place to go to if you want virtual assistant help.
So, I'm really glad to have him here because I know that every entrepreneur
has a very limited amount of time - we always run out - and the folks that
Robert has can really save us a tremendous amount of heartache. So I'm
really happy to have the chance to interview Robert today. Hi Robert.
Robert: Hi Wendy. Thank you so much for having me on.
Wendy: I'm really, really pleased to have you here. I know that for years every
person that I spoke to had always advised as soon as you possibly can get
yourself help. And one of the most important things that you can do is get
yourself a really good assistant. So I'm so pleased that you have this
company.
Robert: I'm just excited to have met you, you know, a couple months ago
and, and to have gotten to know you a little bit and for this opportunity. And
I'm just really excited to be here and thankful for your time.
Wendy: Now your business is a seven- gure or it's an eight- gure business
right now.
Robert: We are seven gures. We will push into eight.
Wendy: Okay, wonderful. But at some point in time, you were where all of our
listeners are who are ramping up to that $10K per month, getting ready to
blast through. So we're going to …
Robert: Not that long ago …

Copyright (c) 2019 Chrysalis Business Systems, LLC

The $10K Run - Episode 007 Rocket Station - Interview with Robert Nickell
Wendy: Well good. So, everything will be fresh in your mind and we can talk
about how you got to where you are. So, rst thing is, let's talk a little bit
about a Rocket Station. Give us a backstory of why you started it.
Robert: Yeah. Well, we .. my rst job out of college was with a medical debt
purchaser, which is a fancy word for collection agency. And I was on the
analytic side doing some operational stuff for the vice president of
operations for one of the local companies we had in North Dallas. And so, I
learned a whole lot about operational ef ciency and really about call center
and structure through call center infrastructure in that process. And I just
didn't exactly love the industry in the space I was in. So, a couple of years
after being in that job, I just decided I was going to gure real estate out. It
was something that I was always interested in. I had read books like Rich
Dad, Poor Dad. It was just this concept of having passive income and being
able to control your lifestyle and kind of be in control of your day that was
really appealing to me.
Robert: So, I kind of just jumped ship and decided I was going to live off my
savings and get my real estate license and just jump full time into real
estate. And it was great at rst
because I drummed up a little bit of business and I was able to create a little
bit of consistency in my real estate business. But that quickly turned into
not a whole lot of fun because I was just grinding really, really hard and I had
no more hours in the day and I pretty quickly hit my ceiling of the amount of
opportunity I could create myself. So, I could … I was working 60, 70 hours a
week and I could do three to four transactions a month. And this was a
traditional retail transaction … so, as a buyer or listing agent … and I was
busting my tail all day every day.
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Robert: And I … that's about what I could do, you know, answering phones
and prospecting and running comps and doing all the research and then
meeting with your clients and then working with title companies to go
contract to close. It was just a constant thing. And then another organization
came through Dallas and I learned about real estate investing. A process
called wholesaling was appealing. But again, I only had so many hours in the
day. So I was kind of whining and complaining to my broker one day about,
you know, limited opportunity and just like being overworked and I needed
more time and I was just, you know, whining and complaining about all the
day to day stuff and he patiently listening to me. And after a little bit he just
said, “Hey man, I'm not going to listen to you, you know, whine, moan and
complain.” He's like, “We all have the same number of hours in the day. You
have to gure out how to create a little more leverage. You have to gure
out how to multiply yourself and gure out what that looks like”, and that he
was leveraging talent from overseas to do a lot of day to day stuff. And that
was the rst time I had heard about virtual assistance and being able to use
team members that weren't sitting in my of ce. Cause I had tried that. I had
hired some friends and family, I had done some other things, you know,
hired some people off Craig’s List. I'd post some job ads on Indeed and the
Ladders and the other traditional platforms. And I just did not enjoy having
an of ce full of people and almost created for me, you know, more problems
than it was good. So I … this idea of having a virtual team was really appealing.
And so I looked, Wendy, for third party providers who could kind of be the
right.
Robert: I wanted someone who was trained. I wanted someone who was
plug and play. I wanted someone who had the skillsets that I needed for the
different job descriptions I had, you know, from answering the phone or a
personal assistant or General Admin, whatever it may be. You know, there's
so many things throughout the day. I didn't want to have to train somebody.
I didn't wanna have to spend all my time teaching them what to do. And I
hated waking up in the morning having to think about what I was going to
tell somebody else to do all day. It was over me. It's like, what did I have to
like all of the day to day management stuff I was not great at. So, I'd go to
these third-party providers who claim to kind of be the easy button, to have
training platforms to kind of help you with implementation, onboarding and
accountability.
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Robert: And nothing was really out there that I really wanted. There's a lot of
companies and service pros that made a lot of great promises and had some
structure that I really liked as far as the way they were set up and the way
they grew the lifestyle, you know … their customer life cycle was pretty
appealing. But at the end of the day I wasn't getting the results in the
performance that I was looking for. And ultimately we decided to just start
recruiting ourselves, recruiting and training and going through the process.
And that was whenever it was … ve or six years ago. And we've kind of done
it enough now where we've, we've mastered it. It's what I do full time and
that's, you know, I haven't really bought
or sold a house since 2015. This is what we do full time. So that's the long
version, the story of how I got here – not sure you were looking for all that.
Robert: But that's the long version of how I got into the virtual assistant side
I just said that I needed. It wasn't really available, the solution I was looking
for, so I decided to kind of create that option.
Wendy: When did you gure out that you were on to something …
something that could probably replace your being a realtor?
Robert: Oh, well, it was pretty quick to be honest with you because it was
just the concept of there's only so many hours in the day and what is
highest and best use of my time. It wasn't answering the phone; it wasn't
doing admin support. It wasn't doing my email, which I was thinking about
my email. There's never a time where I opened my email where I'm in
control. It's somebody asking something of me. That's what my email is. Just
all these things that had to get done working, you know, contract to close,
working with title companies, these things that I felt like I had to do for the
longest time really made no sense. It wasn’t the highest and best use of my
time.
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Robert: And I had some … I was lucky enough to surround myself with
people who were running much better businesses than I was. And so
concept they really pushed me hard too and really held me accountable to
make sure I was implementing was this idea of using other people's time,
you know, leveraging other people's time, resources, energy, creating a winwin environment. And so we started doing that for other people. The rst
almost 70 people, Wendy, were just like my friends and people who I knew
and networked with and, you know, I met them as a friend and it was similar
to that, like, I'd meet you and there was something you'd be interested in
and I would just help you do it. That's how it worked for the rst long time.
Robert: And so after 65, 70, almost a hundred people, me just helping them
go through the process we’d create. And then once we were a couple of
years in and it was just … the demand just did not settle. I mean, it wasn't just
real estate. It didn't matter what businesspeople were in, if the phone was
ringing or if you're in business or there's any activity in any way, it's kind of
business is business. And so we started helping people from real estate to
nancial advising to recruiting companies and literally, you know, everything,
chiropractors, dentists and pharmacist and just business is business. That’s
right. So, it didn't take too long for the demand for what we were doing to
kind of overtake the day to day with my real estate business.
Wendy: Okay. So, the rst 70 people that you had, were kind of like a trial. You
were helping people to do things. Were you pro table doing that or was this
just getting going, trying to gure out what the systems needed to look like,
what kind of people you needed? And this was something that you were
doing on the side while you were a realtor.
Robert: Yeah, exactly. It was totally on the side. So, I was doing … I was as a
realtor and real estate investor, I started wholesaling, I was ipping houses. I
was going to a lot of events and masterminding and networking and
helping and just, you know, surrounding myself with other people in real
estate and I was just helping them do what I was doing, and I was recruiting
off platforms. They were Elance and Odesk at the time, which is now
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Upwork. And so that's where I started. I was just going out there and I was
just pounding the pavement and Upwork and trying to help them do it. So
we were screening applications and going. I mean we were … I was showing
them how to go through the traditional process of doing that post job ad
screen at the 300 applications you get for the job and how to start doing
resume checks and background checks and pro ling.
Robert: Again, all the things that you need to do to hire someone. It's a lot of
stinking work and people want the checklist, the easy button. And that's
what I was doing it, Wendy. I’m obviously making it sound here bigger than
it was, right, and the idea wasn't to build a business off of it. At rst I was just,
I got a lot of credibility and a lot of, you know, people like me sharing those
resources in the room and things. So it was just, it helps me in the rooms. It
was just something as a gift.
Wendy: So, at what point did it kind of dawn on you, Hey I should make this a
business, not just helping people on the side but actually growing a
business.
Robert: When I was spending more time helping people for free than I was
working in my business. And people were totally willing to, if I had just asked
them, to pay me for it. They were totally willing to do it. Right? It was just, it
was just something that it clicked before I took the job back. It took me a
little while to have the nerve and the guts to kind of put the effort and
energy into it. Cause like anybody who started a business knows. It can take
some nerve. And so you've got to put yourself out there and get going and
dedicate the time and the resources and the energy and the effort to start a
new project. It's … that's not an easy initial endeavor. Right? And so, yeah, it
took me a while to jump that emotional hurdle to be able to actually do that.
I, you know, so I recognized the opportunity long before I took any action on
it. It kinda had to become glaringly obvious where I felt like an idiot before I
really took action. I wish I could say I was just like this, all that saw this
opportunity, which no, it was just, I was grinding every day and had the
opportunity just kinda hit me in the face so hard every day that I ultimately
had to listen.
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Wendy: So it's interesting because you went through the traditional thing
that most entrepreneurs go through, which is, you know, I've got this idea,
but do I really want to make the jump and do I believe in myself and what
I'm doing enough to grow what is obviously a great opportunity?
Robert: Yeah. You have to have a lot of thick skin, right. And you've got to
have a lot of belief and a lot of consistency in that belief for sure. Like as you
know, because there's a lot of tough times and there's a lot of days where
you're getting pulled in a lot of different directions and even people really
close to you will say things that may or may not be the most positive or
encouraging. And, yeah, it takes a nerve to hang in there when times get
tough. It's not just when you get started. I had, you know … my expectation
was I start the business, all these people come in and then I get … well I
make all this money and I just get to sit in front of my desk in front of my
calculator and calculate, and my make out the rest of my life like I said,
whoever it was, the, you know, ducktails guy who got to just sit on his gold
all day. That's how I thought it would be at the beginning.
Robert: And obviously that's not the way it plays out, not even close. So even
once we got going a little bit … growth sucks a lot of capital. So once you get
going and now we're having to hire people and there's more infrastructure
and there's just a whole lot more going
on to the P and L as far as expenses are concerned. So even though you’re
starting growing, it always feels like chicken and the egg. It's like, what do
you do rst? It's like with, you know, making decisions isn’t. So you've got to
have some thick skin, you've got to have some strong belief. You've got to
really be … you've got to really believe in what you're doing, which is why, you
know, the obvious thing of, you know, have a product and service you truly
believe in, that's adding value, that has a place in the market where you're
truly adding value, or it's going to be a long road, right? Or it's going to be a
tough thing.
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Wendy: Well it does, especially when you, as you brought up the cash ow
issue, when things are really tight, you're working so hard, you think that you
should be reaping some of the bene ts, but it's not there yet because you're
still in that phase where there's more cash going out than there is coming in.
The in isn't coming in fast enough for the growth that you're experiencing.
Robert: Oh totally. And that's what virtual assistance really allowed for us was,
you know, quicker growth than I think a traditional operator would be able
to go through because so much of our ef ciencies, so much of our data …
you know, labor is any company's biggest expense or you know, that has any
size whatsoever. And, and we've kind of ipped that on its head a little bit. In
that, you know, with using very talented teams that may or may not be
sitting in your backyard, it just cuts your expense on the P and L. Your
productivity is the same. Your ROI is, and your just, your return is now just
incremental - just hugely better. Right? So, there's no short shortcuts in
scaling, but for us, our ability to grow, our ability to get from where we were
to where we are today and the time we were able to is mostly because of our
commitment and dedication to applying the resources we had, putting
them back into our talent, back into staf ng, into our virtual assistants. And
that's what allowed us to have most of the growth that we've been able to
see the last few years.
Wendy: So how did you grow the company? Was it through word of mouth,
social media advertising? What … how did you get to that rst $10K where
you went, “holy cow, this is really going to take off”?
Robert: I was just networking. I was just grinding, event to event. I was just
going to different real estate events, networking, masterminding, any
conference that I felt like had any legitimate players. I was just grinding and
handing out my business cards and answering my phone every time. Follow
up on emails. But again, I had an executive assistant that was a virtual
assistant almost from the very beginning once we got the business going,
right? So, I was able to paint a picture from the beginning. That was what's
cool about having virtual assistants is Mary Anne. You've met Mary Anne. Like
you and I did not really talk before this meeting. Right? And I show up
prepared. I know what, you know … I'm ready to go. I'm early. I've got all my
stuff because Mary Anne makes me look good.
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Robert: Right? From the very beginning I've had someone like Mary Anne
there. I mean, she … you would have no idea where she is, where she's
located, and she runs my entire world. She runs my calendar, she runs my
travel, she runs most of my email exchanges. I mean that, so that's at the
beginning as I was grinding, I was able to capitalize on the efforts that I was
putting in. Right? I was not only networking; I was able to go then set
appointments and close transactions and deals because I'm sitting in Mary
Anne’s scheduled appointments - do this. And so then it was actually able to
happen because what's really hard is, you know, you'd go on listing
appointments or you go to these events,
you've got … you're collecting business cards, you're doing all this stuff and
you got so much going on and then you get back to the of ce on Monday.
It's like, well how do we ever get back with someone? How do you schedule
appointments? How do you … so Mary Anne just solves all of that for me. I'm
able to be in the eld and do what I do. And that was right at the beginning
when I was hustling my rear end off, person to person, shaking hands, and
had someone like Mary Anne there to clean up the details and all the pieces
and organize it around the calendar. And that's what allowed me to actually
be stable and kind of have a foundation and take off from the beginning.
Wendy: Perfect. Now did you have along the way, a coach or a mentor that
really helped you and got you to think about the things that you hadn't
thought about or ask the questions you weren't asking?
Robert: Yeah. So, I was always interested in real estate. So, there was a few
people in my local markets and in the towns I grew up in that were very
successful in real estate. So I had spent some time with them. And I've
always been a big proponent for both paying for mastermind and coaching.
I'm a huge fan of coaching. I grew up in a sports family and a sports
household and my parents were always athletes and coaches and
grandparents coaches. And so, I fully buy into the ‘Michael Jordan is better
because of Phil Jackson’ philosophy. And so I've always spent a lot of time
around people who, like I said, were way better at business and life than I am.
And I always have surrounded myself with people who had lives that I
wanted and the lifestyle that I wanted and the marriages that I aspire to
have one day. And the just had the overall lives of one.
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Robert: So I didn't speci cally have like a coach or person, but I've de nitely
had people along the way keeping me in the … like kind of like the bumpers,
the alley, the bumpers, like I always add bumpers in my life, whether it was
my parents giving me great business advice because my parents were
entrepreneurs as well too. You know, friends like I’d go into these
masterminds and networking. You get to know people who are doing
amazing things, and then I stick like white on rice to the people who are
really, really helpful and really good at what they do. I mean, that's the candid
truth; but I make sure people who are running great of ces, I would go visit
their of ces, go spend time with them and their teams. And I spent a lot of
time on the road and I spend a lot of time visiting people in operations. And
anybody who had something cooler than I did and was ready to let me
come spend some time with them, I was hanging out with them. So, I had a
lot of people who have had a super positive impact on my business.
Wendy: Great. So, you’re nally putting this company together. You're
running really hard trying to get the connections so that you can build up
your client base and bring on more great people. What was the biggest
obstacle that you ran into? We talked a little bit about the funding issue
where your money's going out perhaps a little faster than it's coming in
initially because you're growing so fast. But what was the biggest obstacle
that you ran into in getting the company running smoothly?
Robert: For me, it was always the utilization of my time. Was I doing the
highest … there's just so many hours in the day and how much was I able to
get done at the end of the day. So, it was always just a matter of … for a while
my biggest obstacle was I was the bottleneck because I thought I needed
to do everything. The only thing that really allowed us to have any
momentum, any growth whatsoever was me getting out of the way and
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letting other people take on pretty much the entire, you know, almost
everything and any business done on phone or computer now. So it's like, it's
hard. It was hard for me not to have an excuse for not freeing up my
calendar to do things that I really needed to be doing. So that more than
anything was what … just being able to leverage other people's time to get
more done. Because there's always just been a weird saying, the cliché,
there's only so many, there's only so many hours of the day. There's only so
much. So, the only way, in my opinion, the only way to have any real
momentum is to have other people, to have a team helping you get that
done.
Wendy: And so you must have had an aha moment where you just said, you
know, if we're going to make it, then I need to bring on some really high
talented people.
Robert: Oh, we've had multiple moments where it's like, there's been
multiple times where it's like, I either need to gure this out or I need to go
back and just get a W2 job. Right? So, there's been a lot of sleepless nights
for a lot of years. Right? I wish that, I wish everything just happened
overnight for us, but it de nitely did not. We worked really hard at it for a
really long time and like every other, you know, like everybody has written a
book about it. It's like, that's what makes it worthwhile in the end. You know,
along the way, anyway, it’s kind of the grind, it’s where you learn what you're
doing. I actually think that's why we're a really good company it’s because
we worked at it so hard for as long as we did. And we've learned through
experience and we, you know, we process 4,000 plus applications a month
and go through almost 5,000 resumes.
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Robert: So, it's like we've got a machine running now that I'm really proud of.
But it took a lot, it took a lot of time, a lot of effort, and a lot of sleepless
nights to make that happen. And our biggest obstacle was always how
many people do we have on the team to be able to get stuff done, you
know, outside of capital. It was just always the size of our team. We needed
more team members. We needed to grow. And the biggest part of that is
they've got to be competent. They have to know what they're doing. They
have to come in and be an asset. There has to be an ROI there. Right? So,
management, accountability, building a culture within an organization. I
mean, that's something that's been our number one priority internally
within our business. And we think our clients get an awesome product and
awesome service because of the amount of effort we spend in building that
culture. But you know, it's hard to build teams as fast as you need to build
them when you're growing.
Wendy: That's true. It's dif cult to build a culture in a new company and have
it stick because it usually takes a number of years for that culture to gel.
Robert: Yeah, it's all about consistency, right? But that's why we spend so
much time with our client partners on the front end to really understand
their business, the way they work. It's a full customer customized solution
because everybody operates a little bit differently. Everybody has a different
correspondence cadence throughout the day. Everybody likes to do things a
little bit differently. But ultimately like there's highest best use of all team
members’ time, there’s technology bridges, so many gaps and so it's just
there's not really a whole lot of excuses anymore to not have massive
momentum, and massive leverage. It's just whether or not you choose to
apply it.
Wendy: Right. Now you said that there were, you know, sleepless nights
while you were putting this business together and I can fully relate with
that. What kept you going on those
days when you thought “I should just go get a W2 job”? What stopped you
and said, “No, I can make this work. I need to keep going”?
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Robert: You know, I might be crazy, but it's like - and I think that like maybe
the people working for me and everybody behind me or like maybe they
would attest to I have a little bit of crazy in me - but it was just, we talked
earlier about the self-belief and I knew we had something that was needed.
We had a product and a service that wasn't, it was, it was truly valuable. It
truly was needed in the marketplace. It didn't exist from what we were
offering, not in the way we were offering it. And I just fully believed in our
mission and what we were doing. Our mission statement is To Enhance Lives
Through Better Business. And I believed in that and I believed in it to my
core and I believed in the service we’re offering. And the demand was there.
It wasn't made up demand, it was front of us.
Robert: It was just our ability to be able to manage that growth, to be able to
service our client partners at a level that they deserved. Right? And so when
you're growing really hard, it creates a lot more variables and a lot more
nuances within the day to day, within the structure. Right? So to continue to
provide a service level that I felt like our clients agreed, it's … that creates a lot
of pressure on the day to day as well. So that was, we always wanted to make
sure we, that was our number. Our client partners’ outcomes were
everything to us and we just always made sure that was the rst thing that
we did and everything else kind of took care of itself.
Wendy: Okay. So, making sure that you didn’t let those people down, sounds
like it was a key driver.
Robert: Oh, making promises is not hard. It's de nitely where it's made. Yeah.
If I had, if I made money from good ideas, I would be a very, very wealthy
person that would be retired by now. Cause I've had lots of good ideas. It's
always about implementation. And it's the same thing with virtual assistants,
right It's like you this, there's a lot of good ideas. There's a lot of things that
could be done in the day to day. It's like have the structure in place to be
able to get those things done from a systems standpoint. And if you do, do
you have a competent team member who can actually go execute those
systems, those processes, those steps Right? So, it's pretty simple to
understand. It's more complex to implement and that's really why we
created what we did is because people need it. They needed the help.
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Wendy: Right. So, if you had it all to do over again, knowing what you know
now, what three things would you do differently Rob?
Robert: Good question. Three things that we do differently. I would hire
faster. I would have removed myself quicker. I was the bottleneck in too
many things for too long. I don't know if it was ego, I don't know if it's pride. I
don't know if it was fear. I don't know. I always thought I was the best at
whatever was going on, I felt like I had to do it. I felt like I was the one that
had to kind of do everything. So I would have removed myself long even
though, you know, I'm like I'm the virtual assistant guy and I was leveraging
other people's time pretty early on. Still Limited. I still took on way more than
I should have and I should have expanded a whole lot faster. So de nitely
that. I think I would have started earlier. I keep using every, you know, old
saying in the book, but I wish I would've planted my seeds a little bit sooner.
Right?
Robert: It's kind of like what Warren Buffet said. His only regret is he didn't
start investing in stocks earlier. That's kind of like you asked me about
pulling the trigger. I wish I pulled the trigger sooner. I stayed very
comfortable with my real estate income ‘cause it was consistent and that
provided some security. So maybe to jump into my VA business maybe a
little bit sooner. So, I would have removed myself. I would have gotten in a
little bit sooner. And I don't know. I think maybe I don't know. I read Extreme
Ownership pretty recently and I would have implemented that concept a
whole lot sooner of accountability and everyone in the organization taking
extreme ownership and accountability and understanding that. I think I
would have held everybody on my team to a higher standard from the very
beginning. And then I think if I would've been a more consistent leader in
our organization, I think we would've gotten to where we needed to go a
little bit faster. So, I think if I could have been a better leader earlier on, I think
we would have had more success sooner.
Wendy: Well that certainly is something to look back on. And I'm sure it's
something that you're going to put into practice for the future. It sounds like
you're continuously learning and putting into practice the things that
people are telling you.

Copyright (c) 2019 Chrysalis Business Systems, LLC

The $10K Run - Episode 007 Rocket Station - Interview with Robert Nickell
Robert: Yeah, I mean, I think that most of our success is because I've put
really talented people in the right place, and I've learned from people who
are doing amazing things. Yeah. So, I don't think too much of what we've
been able to accomplish is a direct result of what I've been doing. So just like
when I met you, I get to do the fun things. I get to be at the live event. I get
to do the presentations and talk about what we do. But our team actually
ful lls that. They're actually the workforce experts. They’re actually the ones
that actually get it done and provide a lot of value for people. So, I mean,
understanding that is de nitely the key to our success, is that I make the
promises and our team goes and knocks it out.
Wendy: Spoken like a true sales rep.
Robert: Yeah. It's like if it was up to me to make everyone happy, we'd be in a
tough spot. I'm great at hanging out. I'm not real good at sitting there and
building your process maps and building your scopes and laying the
foundation and creating your scripts and setting up your workforce
management times and the calendars. And I need help with all that. That's …
I understand all of it. I need the … I understand the importance. That's why
those teams are there and so good at what they do. But man, Wendy, if it
was up to me to get that done, we'd all be in trouble.
Wendy: Now, I saw that you have some family members that are working
with you, is that correct?
Robert: I do, yeah. My Dad's our CFO. So, he was a dentist forever growing up
and he joined our company about two and a half years ago. And my brother
is … he's Vice President of Development. He runs the whole front-end
development team. And it's been a ton of fun having them here. My brother
has got a two-year-old and a one year old and so it's fun having everybody
around and everybody close. It's really something that we enjoy doing
together.
Wendy: That's really good because there are lots of families that don't work
very well together, so it's nice that you can.
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Robert: Well, so we are all very different from each other and we celebrate
those differences and in the roles that we're in. Right? You talked about
selling. Like I am on the road selling. That's what I do. Or at least, you know,
perception management and maintaining relationships and client visits and
those types of things. That's my job is being on the road. These guys are the
stable ones and they're the ones that are about the day to day and they, you
know, they're the consistent team that makes it all happen. Right? So from
both operations and accounting to nance, they … we are all very different.
But that's a great thing in our company. It works really, really well because
they own their departments and what they do. And I'm very thankful to
have them. And if they were like me, maybe we would be in trouble. We can
only have so many sales guys. Right?
Wendy: Okay,
Robert: At least only so many salespeople, and then we need the stable ones
to ful ll it.
Wendy: So was it because you had family in the business that helped you to
kind of step aside from things and not spend all of your time worrying about
what people were doing? Or did you just sort of make the decision, “I'm
going to step aside when I need to and I'm just going to let it go and not
worry about it”?
Robert: Yeah, that's a really interesting question. So, if I was being totally
candid about it, I think a lot of the reason initially that when we brought my
dad on to oversee the nances and be a CFO, I think a huge part of that was
I could trust him. And, you know, running the accounting and the books is
something that's so important. And it’s probably a big reason why he came.
Yeah. I'm now saying, yeah, it does … that trust factor. I mean, the skill sets
there. We're a big believer in personality pro ling. We subscribe to culture
index and I’m a huge fan of really diving deep and having the right people in
the right seat. And so, he’s de nitely the right person, he’s the right t from
a personality pro ling standpoint, from a culture t, from all the things he
checks the boxes.
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Robert: But yeah, I think at the end of the day I could trust him as well. And
especially as we were starting to move up in our revenue and what was
coming through the books. I almost felt like the bigger we got, I kind of felt a
sense of losing control a little bit because there's so much happening in the
day to day. So that's probably a big reason why he was brought on at that
point. But my brother just came on a few months ago. I think it's been since
October, so I guess almost a year now. And he moved his family from
Colorado Springs to join our team. And he was working for the Air Force
Academy out there and he and his wife and kids came down, then back to
Dallas to work at headquarters here and work in our of ce. And so we were
really excited to get him to come and join the team. And then of course the
family is really excited to have them back in Dallas. And now the family group
chat blows up all day long, all the nephews playing together and everybody
hanging out. And, so it makes it hard to sit in the of ce till the end of the day
to see everyone playing together close. But it's really fun to have the family
together.
Wendy: Well that's good because one of the things that we sometimes lose
track of is why are we building a business if we can't have a lifestyle that
makes sense for us. Working, you know, 80 hours a week doesn't really do
much because you can't make good decisions. You can't keep good
relationships going if you're working that hard.
Robert: Right. It's kinda like, I mean when I'm on Facebook and I see every
post about like the hustle and grind and 10X this and it's like, where do you
go with that? You hit a ceiling at some point and then what? It's like, and
then what do you do? You can only 10X your effort for how long and what is
that? Why is that? Why you're doing it? Is that the real purpose is so you can
make a post about how hard you're working? For me, that's never been the
case. I wanted freedom. I wanted to control my days. I wanted to spend time
with who I wanted to when I wanted to and that was really important to me.
You know, my friends and family are kind of why I do what I do ‘cause I like
spending time with them, and so for me it was never hard to have that at
the forefront.
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Robert: Understand that we were, we were creating all of this truly like we,
when we say Enhance Lives Through Better Business, that was the … that's
the mission. That's the point. Not for just us as the executive team, but the
rest of our team members, both here in the US and our team member
overseas, and it goes for our clients as well. We feel like if we, if we enhance
lives internally for our team members and they understand the mission,
then that will go back to our clients as well. That will just continue to unfold
the way it's supposed to. So, yeah, we were pretty much lifestyle rst. I mean,
it's always hard. There's no balance. Work life balance in my life. I work, my life
is there. Right I mean like that's, that's the honest truth. But like my brother,
he's a dad and whenever he leaves the of ce, he's a dad. He goes home and
he does his thing. And you know, Craig, he’s sitting right over my shoulder,
he's running business development. He's got a couple year old and then,
he's a couple months away from another one. He goes home and then he's a
dad when he goes home. So, we've set the of ce up that way and we're
really deliberate about that. But when we're at work where we're busting it –
right - and we work really hard, we have great teams, we bust it really, really
hard. But then the day we go home to our families and that's what it's really
all about.
Wendy: No, that's good. You've done a good job of laying a foundation.
Someone has explained to me that you've got a lifestyle business until you
hit about a million dollars and then you go into this trough where it's kind of
like the business from hell until you get to about $10 million.
Robert: Yeah. Well, I mean, Darren Hardy calls it the entrepreneurial roller
coaster. And talking about mentors. He's de nitely one of the more
in uential people in my life for sure. All of his books are great, but that's what
entrepreneurial roller coaster, to me, talks about is, yeah, it's a, you know, it's
really tough at the beginning. Then you kind of create some momentum
and it feels really good and then you get to the points like, uh oh, ride it out
for a while there. But I think that's the point. You have to really be clear on
what you're trying to accomplish and where you're trying to go. Because
bigger is only better if it's helping you accomplish your goals. Right? Dan
Johnson, a famous coach, that's what he's talking about - spiralomg your way
out to a better life. And that's for us as we're only trying to set goals that
actually create a better life and enhance the mission for us.
Wendy: Great. So, what's next for Rocket Station?
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Robert: We are excited about what we have going on. We are rapidly
expanding through under other industries. So, our Dallas of ce is growing
really fast and we're excited about that. We are pretty focused on what we
do, so we're not going outside of our box too much. We've got, you know, a
sustainable platform for now that we are really excited about and so
we're really pushing. There's always, it's kind of my job to stay ahead of the
curve. And so with technology and automation we are putting a lot of effort
into helping our clients be as ef cient as possible because we always believe
in automation rst and ef ciency rst and then putting people in place only
when, when necessary. We think that's the ultimate formula for ef ciency. So
what's next is us staying ahead of the automation curve so we can help our
client partners stay ahead of the curve and advance and be aware of all the
technology that's available.
Robert: The new AI is unbelievable - what's available. So that's kind of always
out there for us to stay ahead, to be aware for our client partners; and then
just continue to really drill down and make sure that our client partners have
a lot of success, a lot of growth there. There's a lot of fear in the marketplace
right now. Tight like, you know, politically it's somewhat kind of crazy and
people are polarized. So, we are just focusing on what we think our stable
client partners in stable industries that are, that are investing and looking to
grow. And the development team’s do an amazing job. And so I'm just
excited about what they're going to push through the rest of this year and
going into next.
Wendy: Oh, perfect. We are very, very happy to have found you because we
tell our BizEngaged members that if you don't have time to look after your
corporations and your LLCs, then get a virtual assistant to give you a hand
with it, because not looking after those companies is not an option.
Somebody needs to do it. But a competent VA is just as good. So, I'm really
glad that we found you so that we can tell people there is a place to get
good people.
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Robert: It's been fun getting to know you guys and it was great meeting you
at the event several months ago and then just developing a relationship.
Happy to - even if your teams, even if your sphere of in uence, I'm sorry,
doesn't want to use our teams - happy to talk to any of them about
outsourcing and ef ciency and even who has questions. It's a broad topic.
It's, you know, a lot of different businesses with individual questions so
people shouldn't hesitate to reach out to our teams. That's what they do is
discuss this with people all day. It's not sales, it's not pressure. It's just literally
giving you the information so that you can make the best decisions for your
business.
Wendy: Oh, perfect. So, for those of you who are listening to this podcast, in
the show notes, there'll be an email address where you can go to talk to
people on Rob's team at Rocket Station. And in the Specialist area you'll also
nd Rocket Station just in case you forget what episode of the podcast you
heard this on. You'll be able to go to www.bizengaged.com and nd them
there. Thank you so much, Rob, for being with us. I really appreciate your
being on the podcast.
Robert: This is fun. I'm really thankful. Wendy, thanks for having me.
Wendy: Take care everyone.
Wendy: Okay, that's it for this episode of the $10K run. Please remember to
go to www.bizengaged.com to see the show notes. There you'll nd the links
for any products or programs that we've discussed. Take care everyone and I
will see you next time. Bye Bye.
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