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On A Personal Note...
By Charles E. Gaudet II

Continued on page 2

Quotes
“Make your marketing so 
useful, people would pay for 
it.” – Jay Baer

“If you’re a good marketing 
person, you have to be a little 
crazy.”  – Jim Metcalf

“Good marketing makes 
the company look smart. 
Great marketing makes the 
customer feel smart.”   
– Joe Chernov

THANK YOU FOR 
SPREADING THE WORD!

“I’m grateful for our Insiders’ 
community and humbled by those 
of you who’ve taken the time to refer 
your friends, family and colleagues 
to the club. A warm and sincere 
thank you to each one of you!”
    

April 2015

Almost mid-April and it’s still snowing 
in the “Live Free or Die” state (I swear 
Queen Elsa cast her spell upon New 
England). Fortunately, I kept warm with 
the Crossfit Games, competing against 
members of my gym and athletes around 
the country.   This was my 4th year in 
a row competing, and like always, it 
was challenging and LOTS of fun. It 
was also my youngest daughter’s 2nd 
birthday this month – amazing how fast 
time flies by…

Now, when I wasn’t tearing my hands in 
the gym or playing in the snow with my 
kiddos, I was - like you - growing my 
business.

And look, if you know me well enough, 
you know I love people… But no matter 
how much I care and genuinely want 
to enhance, improve, and transform 
someone’s life… Some people you just 
can’t help…

For example, I was talking with a 
prospective coaching student who 
agreed I could grow his business from $2 
million to - in my opinion - close to $5 
million within 24 months.

He was in a common situation, receiving 
the bulk of his revenue from one profit 
center, yet while he logically understood 
the vulnerabilities - he couldn’t get out of 
his own way.

I warned him that relying on SEO as 

the sole strategy was dangerous. He said, 
“Yes but…”

I told him that his website wasn’t mobile 
optimized, and that Google would 
penalize him if it wasn’t corrected by the 
end of this month. He said, “Yes but…”

I suggested a sales team and building a 
CRM to automate the sales process and 
proactively reach out to new customers. 
He said, “Sounds good, but…”

There was a “but” to every good idea…

The Place Where Entrepreneurs Come to Grow Their Business™
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While we both felt I could add value to his company, 
there comes a time when you have to know when 
someone is a good customer for your business or a 
bad one. You need to know that sometimes saying 
“no” to a customer could be the best decision you 
ever make (even if, like in this case, it could be worth 
over $100,000). You can imagine what happens 
when you put the wrong client 
with the right product… it’s just 
not worth it. So, I said no to this 
prospect…

Thankfully, you’re reading this 
newsletter because you have an 
open mind and you are coachable.  

Sadly for the person I spoke with 
on the phone, unless he gets out 
of his own way, someone else will 
gladly step in front of him and 
turn his business into a forgotten 
memory.

Oh, and if you didn’t catch my 
note above – if you have NOT 
ensured that every page on your 
website is mobile optimized, put 
this newsletter issue down right 
now and get ‘er done. If you’re 
not the “techie” type, go to http://
www.DudaMobile.com and see how easy it is to get 
this done. Fail to do so, and get ready to receive the 
almighty wrath of the Google gods!

Moving forward…

Amazon launched two mind-blowing new services 
since our last newsletter: Amazon Dash and Amazon 
Services. In one instance of the Dash Button, you 
push a simple button and automatically add your 

Tide laundry detergent to 
your cart without having 
to go on the Internet – 
it’s the smart button for 
shopping – making it even 
easier to do business with 
Amazon. With Amazon 
Services, now you can buy 
just about anything – from 

a house cleaner to a painter – through Amazon. You 
read their reviews, buy online, and are protected by 
Amazon’s “happiness guarantee.”   

Why will this work for them? Because Amazon 
makes shopping easy and makes their customers 
feel valued. Case-in-point, here’s an email my wife 
received from Amazon after renting a movie:

Heather never complained once to me that the video 
playback was poor… but Amazon must have picked 
up on her experience being less than stellar, and 
preemptively offered her a refund before she might 
have requested it.

It’s small actions like this that build fans, inspire 
loyalty, and encourage repeat business.

Amazon is changing the way we do business, and 
with that said, it only reminds us that we can’t be 
too comfortable, and must always continue to look 
for new ways to add value, stand out, and deliver a 
greater result, advantage, and benefit.

On that note, let’s get started with today’s newsletter!

With gratitude,
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The Forgotten Method For 
Igniting Huge Profits

By Charles E. Gaudet II

It’s easy to get so wrapped in the way that you make 
purchases – that you forget that there are other ways 
people like to buy...

Look, if I had a dollar for each person that told me 
that direct mail, print advertising, Yellow Pages, radio 
advertising, and other such “old school” media didn’t 
work – I’d be sitting on a 250 foot yacht somewhere 
in the Caribbean, bathing in a hot tub filled with 
hundred dollar bills, drinking Gout de Diamants out 
of a diamond flute…

But surprisingly, no one has yet to be generous 
enough to “pay up” after they made such an 
audacious claim, and I (so graciously) proved them 
wrong.

And that brings me to my point...

Another infamously “dead media” that we’ve used 
to rake in hundreds of thousands of dollars and 
add anywhere from 10% - 25% of additional found 
revenue to our business each month is…

Drum roll please…

Telemarketing!
Yup, Justin Timberlake might be known for 
“bringing sexy back” – but we’re coming in strong to 
tell you that we’re bringing telemarketing back!

(Okay, perhaps telemarketing was never gone, per 
se. After all, most of the biggest companies still rely 
on it – but telemarketing has been gone from most 
small business strategy plans since as early as 2000.)

Write this down: using a multimedia approach when 
making an offer will increase sales.

Whether you’re adding a phone number to your 
website (still not sure why so many companies hide 
their phone numbers), an order form (an absolute 
must), or making outbound calls to your prospects 
and customers – there’s a profit center just waiting to 
be tapped.

Now, wouldn’t you know it (funny how life provides 
you with “coincidences” when you need them) – as 
I’m writing this article to you, I got interrupted 
with a telemarketing call from Russell Brunson’s 
office.  Normally, my assistant screens through these 
calls but because I’m in the middle of this article, I 
wanted to take it.

For those of you who don’t know him, Russell is the 
owner of DotComSecrets.com and ClickFunnels.
com. He’s widely recognized as an Internet guru – 
and a damn good one at that…

Fueling my voracious appetite for information 
(and to support Russell), I purchased his new 
book, Dot Com Secrets (https://dotcomsecretsbook.
com/?affiliate_id=12621 - yes, it’s an affiliate link. 
If you’re somehow offended by this, go to https://
dotcomsecretsbook.com). It’s been about a week 
since I bought it, and the phone call I received was a 
result of my purchase. 

The gentleman asked me a few questions (wisely 
getting me to say “yes” a few times), then wanted to 
know if I was committed to growing my business (of 
course I said “yes” – this was a great prequalifying 
question). He told me about an opportunity for 
me and four other individuals to meet with Russell 
online for a three-hour session revealing the 
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blueprint in his book. The cost was only $177 if I 
purchased now, or $197 if I purchased after I agreed 
that I received value from the training session.

The whole call took 15 minutes, and I suspect this 
effort will bring Russell many thousands of dollars.

This telemarketer was not a skilled salesman (in fact, 
it sounded to me like he was talking to me from a 
prison cell), but he asked the right questions, and 
because I knew this was related to a credible expert 
(Russell), I paid attention.

So why would Russell Brunson, famous for Internet 
marketing, be reaching out to me with this offer 
via telephone? I didn’t get an email or any other 
notification of this offer… just a call. 

Why would he do this?

In short, because telemarketing works.

So, this is where it gets exciting…

I told you that we’re bringing in an extra 10%-25% 
in monthly revenue – with only one salesperson!

Here’s how it works out…

Let’s just say that (on the low end) we only grew our 
income by 10% per month. Over the course of 12 
months:

That’s a 120% increase in 
revenues!

…Simply by giving our prospects an additional way 
to complete their purchase.

In many cases, prospects called because they had 
questions that were not immediately answered to 
their satisfaction on the website… or they were on 
the fence, and wanted to be sold and reassured that 
they were making a smart decisions… or they don’t 

like entering their credit card on the Internet and 
wanted to enter this information in person…

Let alone the outbound efforts we made to capture 
sales.

We started this campaign in November with a client, 
proved that it worked, and are now using a little 
Predictable Profits Magic to super-size the numbers 
for geometric growth.

In fact, our goal is to double the revenue from this 
salesperson for a whopping 240% increase.

Here’s how we’re doing it…

My salesperson’s average sale is $2,000.

It takes him 45 minutes to close a deal…

And he closes 33% of qualified prospects into 
customers.

The problem is that, on most days, he’s lucky if he 
has 3 qualified conversations – the rest of the time 
is spent cold-calling the existing customer list or 
speaking to unqualified prospects.

This raised the question:  

How can I optimize this situation so my salesperson 
is spending more time closing deals and speaking to 
qualified prospects?

The answer: fill his calendar for him.

The first step was to leverage our multimedia 
approach to sell more calls using email. Rather than 
my salesperson spending hours making outbound 
calls looking for a qualified prospect, we created an 
effort to have people schedule a call with him.

In this instance, we sent an email to the prospect 
offering them a free 30-minute assessment, giving 
the prospect the opportunity to identify the gaps 
in their performance and opening the door for the 
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salesperson to plug in a solution. We drove the 
prospect to schedule an appointment using http://
www.YouCanBook.me. 

The result? One email filled his calendar for 2.5 
weeks.

The last time we did this, it resulted in over $24,000 
in sales.

The prospect receives value from the call and my 
salesperson receives a warm lead…

Now that we’re seeing that it works, we’ll automate 
the process with Infusionsoft and test it using two 
methods. First, we’ll send an invite to schedule a 
call to a group of prospects immediately after they 
opt-in… The second test will be to trigger an invite 
immediately upon the prospect achieving a certain 
lead score.

That’s the first strategy that’s working well…

And the second method - inspired by reaching out 
to my good friend Paul Lemberg, founder of Sales 
Voodu - was to hire an appointment setter.

Here’s how the numbers work out:

A good appointment setter will make 50 calls every 
4 hours and schedule at least 1 appointment. Most 
of these calls will be no-answer, wrong numbers, or 
people unwilling to schedule a conversation.

If I pay an appointment setter $15.00 an hour, that’s 
$90 every 4 hours… Or put another way, I’m paying 
$90 per appointment.

Are you following me?

If this person dials the phone for 8 hours a day 
(though that might be a little aggressive) and makes 
2 appointments per day, that’s 10 appointments per 
week.

That brings my expense to $900 per week.

If my salesman continues to close one out of every 
three qualified prospects, we just increased our sales 
revenue by $6,000 per week - or $24,000 a month.

The gross revenue is: $6,000 (sales) - $900 (for the 
appointment setter) = $5,100 per week.

Grossing $20,400 more per month, or 
$244,800 a year!

…And that’s with ONE appointment setter.

Because my salesperson can handle at least 6 
qualified conversations per day (or 30 per week), 
theoretically, I should be able to hire 3 appointment 
setters for every one sales person.

In a best-case scenario, this would translate into an 
extra $734,400 in found gross revenues per sales 
person.

Then we hire another sales person… more 
appointment setters… and continue ramping up 
sales as long as we have enough leads to keep 
everyone busy…

And that’s how to add more profit to your sales 
efforts.

Don’t Forget to Log Into Your Exclusive 
Members’ Area for More Tips & Resources!

http://members.predictableprofits.com
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Ascending Your Way To Bigger 
Profits Using This Method

By Charles E. Gaudet II

Yesterday, I had a coaching call with an entrepreneur 
who has grown his company to several hundred 
thousand dollars by providing one valuable service: 
web programming and design. While he’s done 
extremely well, we discussed methods by which he 
can expand his product offering, increase his long-
term customer value, and deliver a greater result (a 
la The Growth Factor) using The Income Ascension 
Pyramid.

This is a concept I first discovered while studying the 
business model used by Tony Robbins back in 2005.  
From an “outsider-looking-in” perspective, here’s 
how it looks:

The closer you get to Tony Robbins, the more you 
have to pay. Most of his customers enter the funnel 
by way of a book or CD/DVD program (hence the 
wider base of the pyramid), and some will ascend all 
the way to the top - where the elite few pay Tony 
Robbins $1,000,000 a year, plus 5% of increase in 
revenues.

The Income Ascension Pyramid is the classic 80/20 
principle - 80% of your profits will come from 20% of 
your customers.

And, as Perry Marshall points out, 80% of your 
profits from that initial 20% of your customers will 
come from just 20% of them (in other words, 20% of 
the 20%).

You see, when you deliver a service that’s providing 
people with a greater advantage, result, and value, 
there’s always someone willing to give you more 
money for an even greater result… Or in Tony’s case, 
just to get more personal attention.

The auto industry has an ascension model…

(source: http://www.wikinvest.com/stock/Toyota_
Motor_%28TM%29)

The least expensive model is on the bottom of the 
pyramid… moving upwards. Of course, within each 
brand, there’s another ascension ranging from the 
Lexus CT Hybrid (starting at $32,200), all the way 
up to the LS - which starts at $120,440.

It just so happens that yesterday, I told a coaching 
student that I was surprised that McDonald’s hasn’t 
made a big push with premium offerings… and just 
as the words left my mouth:

The Place Where Entrepreneurs Come To Grow Their Business™
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We’ll see if Ronald McDonald can get it right this 
time… They must remember, though: if you’re gonna 
make a premium offering, you’ve got to appeal to the 
wants and needs of the people who are willing to pay 
for it.

Too many companies leave too much money on the 
table by simply not giving their prospects enough to 
buy.

Here’s The Income Ascension Model we created 
as an example for a Centurion Level client of ours 
(this is the top of our pyramid, where clients apply to 
work one-on-one with me, and I create and manage 
their marketing for them – note, they’ve paid me 
almost a million dollars for this service).
In discussions with my client, we discovered his 
Income Ascension Pyramid contained several gaping 
holes – he wasn’t offering a compelling continuity 
program for the masses, didn’t hold any seminars/
bootcamps, etc.

Let’s take a look at how this plays out – and how it 
will add to your bottom line. 

Here’s an example from a coaching client of mine: 

She has roughly 10,000 customers that have paid 
her an average of $40 apiece. If she did nothing but 
maintain her product offering (without creating any 
higher end or lateral products), her average customer 
value would bounce around $40.

However, if she was to implement The Income 
Ascension Model, here’s how the Output would 
change. (Source: 8020curve.com)

This tells us, based on Pareto’s principle, that while 
the majority (the 80%) of people have an average 
customer value of < $40… Look at how much 
money the additional 20% would contribute if given 
the chance.

Over 500 people would spend 250% more money, 
and 4% of the total population would be willing to 
invest thousands of dollars!

This model works exceptionally well in markets that 
are competitive (i.e. business), hobby related (i.e. 
golf ), or tied directly to enhanced sexual attraction 
(i.e. weight loss). People in these markets have a 
ravenous appetite for quality products and spend 
irrationally to get the greatest result possible.

The Place Where Entrepreneurs Come To Grow Their Business™
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Hidden Marketing Psychology 
That Produces Profits

By Insiders’ Club Member, Tom Trush

The next time you go out to eat, pay close attention 
to the menu - it could deliver your next marketing 
strategy.

In fact, once you select what you plan to order, take a 
few seconds to consider…

Is this what I really what, or did the menu cause me to 
make this choice?

You see, menus are primed with psychological 
strategies designed to get you to order certain items. 
Many times, it’s the most profitable entrées (but not 
necessarily the most expensive ones).

One of the most common strategies – and one you 
can immediately apply to your marketing – is to use 
a pricing decoy.

The idea is simple: 

Use a high-priced item or two to make other 
options seem more affordable. 

The typical consumer has a hard time making 
decisions about value, so introducing decoy prices 
can help clarify confusion.

For example, once you see a $175 burger on a menu, 
the $50 white-truffle lobster roll suddenly seems 
reasonable.

Need more people buying your $2,500 monthly 
coaching program? Promote it with your one-day, 
in-person strategy sessions that start at $12,000.

Get the idea?

Apple recently applied this concept to perfection 
when they introduced the Apple Watch.

The most inexpensive version of the watch (the 
Apple Watch Sport) sets you back $349 - a 
considerable sum when compared to your basic 
Timex wrist wear. However, it’s sort of a bargain 
when you consider the 18-karat rose gold Apple 

Watch Edition, priced up to $17,000.

And here’s the thing:

As reported by Wired magazine, there’s no difference 
between the base-level Apple Watch Sport and the 
Apple Watch Edition in terms of what they can 
actually do - and for the watch to actually work, it 
has to be paired with an iPhone.

Interesting, isn’t it?

From a logical perspective, you might wonder why 
anyone would pay $17,000 for an Apple Watch 
when a comparable version is available at a fraction 
of that price…

Remember, though, some people are always willing 
to pay for the highest level of whatever you offer.

The truth is, if you’re not providing an option for 
high-end consumers right now, you’re missing out on 
easy profits.

Okay, here’s another menu tip to consider for your 
marketing:

Menu engineers (yep, it’s a real job) design menus 
based on how we remember items. You see, your 
mind often views a menu like a list, similar to the 
one you use at a grocery store.

Let’s say you drive to your local grocery store to pick 
up 7 items, but you forgot your list. Which items are 
the easiest to remember?

The ones at the beginning.

Right?

After all, you see and often repeat those items 
in your mind. This concept is based on what 
psychologists call “the primacy effect.” 

On menus, the items restaurant owners want you 
to focus on are frequently placed in the upper-right 
quadrant. That’s where your eyes naturally gravitate - 
so you see them the most often. 

In fact, the same holds true for marketing pieces 
(this is one reason why you should request your print 
ad placements on a right page, and as close to the 
top as possible). 

The Place Where Entrepreneurs Come To Grow Their Business™

© Copyright 2015 Managed Marketing LLC   |  The Predictable Profits™ Insiders’ Club  |   www.PredictableProfits.com

http://natgeotv.com.au/videos/brain-games/the-decoy-effect-6E9F6FE5.aspx
http://www.PredictableProfits.com


9

Again, the content your prospects see first is most 
likely to be remembered.

In your marketing materials, the first items are 
usually the headline and first sentence, so spend 
considerable time crafting content that’s memorable.

A big benefit… a thought that piques curiosity… 
a special offer… an interesting idea… an unknown 
fact… a surprise promise…

You have many options - just stay away from the 
plain and mundane.

Now, if you want to take the decoy pricing concept 
to the next level, try the decoy effect. In these 
instances, instead of using a single price as a decoy, 
you put three prices together.

Here’s a great example: http://natgeotv.com.au/
videos/brain-games/the-decoy-effect-6E9F6FE5.aspx

When you watch this video, you’ll see how easy it 
is to get people to spend more money by simply 
helping them recognize value. All you have to do is 
properly price your offerings.

I took a cue from the above clip and recently helped 
a client re-price his packages for immigration 
services. Here’s how he previously priced his 
offerings:

• $335 for a basic consultation
• $1,665 for a DIY visa program
• $3,885+ for a done-for-you visa program
• $12,000+ for a done-for-you business visa 

program

So, which offer looks like the best deal to you?

Tough to tell, isn’t it?

Since he targets individuals with his marketing, I 
first suggested removing the business option from 
his price sheet. After all, visas for businesses requires 
a different marketing message - it’s a separate 
audience. 

In addition, the starting business price instantly 
seems expensive because you naturally compare it to 
the individual offerings.

Now, with the business option gone, we’re left with 
three prices: $335, $1,665, and $3,885. 

The client wants to attract more people to his done-
for-you visa program at $3,885, so I recommended 
increasing the price for his DIY program. 

If you double that fee (to $3,330), the done-for-you 
option suddenly looks more appealing.

After all, you can do all the immigration paperwork 
yourself (and deal with the hassle and hope you 
complete it correctly) for $3,330. Or you can have 
an attorney - who handles the immigration process 
every day and knows the system - complete the task 
for a mere $500 more. 

Which option would you choose?

And let’s not forget… 

If someone still wants the DIY option, my client is 
now getting twice the price he used to.

So he’s winning either way. 

And the fact is, when you apply the decoy effect to 
your pricing, you’ll win too.

Tom Trush is a Phoenix, Ariz.-based direct-response 
copywriter who helps business owners craft lead-
capturing marketing materials. His latest book, 
Escape the Expected: The Secret Psychology of Selling 
to Today’s Skeptical Consumers, is now available 
at Amazon.com and wherever books are sold, as 
well as at http://www.escapetheexpected.com. 
More of his educational articles, videos, and expert 
interviews are available on his website at http://www.
writewaysolutions.com.

The Place Where Entrepreneurs Come To Grow Their Business™

© Copyright 2015 Managed Marketing LLC   |  The Predictable Profits™ Insiders’ Club  |   www.PredictableProfits.com

http://natgeotv.com.au/videos/brain-games/the-decoy-effect-6E9F6FE5.aspx
http://natgeotv.com.au/videos/brain-games/the-decoy-effect-6E9F6FE5.aspx
http://www.escapetheexpected.com
http://www.writewaysolutions.com
http://www.writewaysolutions.com
http://natgeotv.com.au/videos/brain-games/the-decoy-effect-6E9F6FE5.aspx
http://www.PredictableProfits.com


 10

Ask Charlie!

Insiders’ Club Members are encouraged to click on the 
“Ask Charlie!” button inside of their Members’ Area to 
hit him with your biggest challenges, frustrations, or 
business building questions… and, who knows, your 

question might be answered right here in the very next 
newsletter!

QUESTION: “Charlie, I keep telling everyone that 
Jeff Walker-style product launches don’t work anymore. 
The consumer has caught on, don’t you agree?”  

ANSWER:

This is a really good question, and a popular 
discussion among my own coaching clients who are 
hearing similar rumors… just experiencing different 
results.

Here’s the thing: for many people, the “Jeff Walker-
style” product launch is apparently broken… And it 
might be true for some, but it’s not true for everyone.

If anything, our 
average conversion 
rate on this type 
of product launch 
has gone UP from 
2% to as high as 
3.5% (our rising 
conversion rates 
have to do with 
creating a dynamic 
and personalized 
experience – we 
talked about this a 
few months back).

What has changed is the amount of leads that go 
into the funnel.  

In 2013, it was easy to get over 20,000 leads into the 
funnel and turn out a $1 million dollar launch. In 
2015, we’re lucky if we get 10,000 leads in the funnel 
with the same number of affiliates.

Why?

The affiliate marketing game has changed.

Affiliates pimped out their lists by promoting every 
Tom, Dick, and Harry - regardless of whether or not 
they believed in the product - and pushed consumers 
to sign up just so they could make a sale. This not 
only resulted in consumers losing trust in companies 
(an existing pandemic), but also in email providers 
(like Google) making it easier to unsubscribe and 
filter out promotional emails.

I sent a memo to my coaching clients in late 
2013 to warn them of the changes in affiliate 
marketing. Those who were wise took my advice and 
preemptively ensured they were creating multiple 
lead generation spokes in the wheel.   

This change in the affiliate world pummeled one-
trick ponies that relied (almost exclusively) on one 
form of traffic - often reducing income by as much 
as 75%.  

So again, to answer your question: I suspect that if 
you look at your lead-to-sale conversion rate, you 
may find that the launches do continue to work. 
However, it’s possible that the problem isn’t with 
conversion, but with lead generation.

Additionally, keep in mind that with each and 
every day that goes by, consumers are getting wiser. 
They know more about you, your competitors, and 
all the solutions available to them. If your message 
isn’t compelling, isn’t offering tremendous value, or 
doesn’t leave prospects with information that gives 
them a greater advantage, benefit, or value – it’ll get 
brushed off like a bird turd on a windshield.

In your corner,

 

Charles E. Gaudet II

Founder of PredictableProfits.com
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It’s NEVER Good To Lie… 
Here’s The Exception

By Charles E. Gaudet II

Charlie and his wife, Heather, have invested over 
$500,000 studying peak performance, and investing 
in personal development for creating a more fulfilled 
life of health, wealth, love, and happiness. He’s learned 
from some of the most notable people on earth, and each 
month, he will pick one lesson to share with you as a 
valued Insider.

I’m sure you’ve heard this before, but your brain is 
exceptionally powerful.

In fact, your brain is so powerful that it will do 
whatever it takes to ensure that you’re always right.

Let me share a little story with you…

Years ago, before speaking to an audience, I was 
asked a question: “Are you nervous?”

I answered honestly and said: “Yes! My hands are 
shaking and I can feel the butterflies in my stomach.”

The question was repeated numerous times, and I 
continued to regurgitate similar answers.

The result: I got on stage and was, unsurprisingly, 
quite nervous.

Over time, I started paying attention to what I said 
and what I felt. I noticed that when I said I would 
feel a certain way, the feeling was magnified. I said 
I’d be nervous, and I got more nervous.

So, for the heck of it, when someone asked me if I 
was nervous at my next speaking engagement, I said, 
“Thanks for asking. I feel ready and I’m excited to 
get on stage!”

The more I repeated that I was excited, looking 

forward to it, ready, etc. – the more I began to feel it.

Last year, I spoke to a group of 800 CEOs and 
business owners, sharing the stage with the likes 
of the CMO of Harley Davidson. Nobody would 
ever blame me for being nervous in such a scenario. 
However, by repeating my mantra (“I’m ready and 
excited”), I stepped foot on the stage and absolutely 
rocked it.

We have this saying in Crossfit when someone 
attempts a lift that they should be able to pick up – 
but can’t. We say, “It’s in your head,” meaning that 
you believed you couldn’t do it - before you started.

Tony Robbins says:

“Simply by changing your habitual 
vocabulary - the words you consistently 
use to describe the emotions of your life – 
you can instantly change how you think, 
feel, and how you live.”

I remember hearing someone tell me: “Fake it until 
you make it.” Well, in some ways, it’s true. In the 
words of Tony Robbins: “The words we attached to 
our experience become our experience, regardless of 
whether it’s objectively accurate or not.”

Pay attention to the words that come out of your 
mouth – are they empowering or disempowering? 
Do they create a positive emotion or a negative one?

The next time you doubt your abilities to create 
something masterful, listen to the words that leave 
your mouth and recreate the experience you want to 
have…

The Place Where Entrepreneurs Come To Grow Their Business™
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THIS MONTH’S ACTION STEPS FOR DOMINATING YOUR MARKET

BUSINESS ACCELERATORS

1 2 3 4

6 7 8 9

GET OUT OF 
YOUR OWN 

WAY
If you answer every 
question with, “yes, 
but…” – eventually 
you’re just making 

excuses, and stunting 
your own potential. 

(PAGE 1) 

REACH OUT!
Telemarketing 

provides an 
opportunity to 
actually make a 
connection with 

your prospects. Are 
you overlooking 

this potential profit 
center? 

(PAGE 3)

DO THE MATH
Investing in 

processing and 
assistance can be 
a game changer… 
Calculate the costs 
and compare them 
to what you have 

to gain. Often, the 
investment is a no 

brainer.  
(PAGE 4)

ROOM TO 
CLIMB

Are you giving 
your customers the 
premium options 

they want? Are you 
leaving money on 

the table by having 
no pyramid for your 

top customers to 
climb? 

(PAGE 6) 

USE A DECOY
You can make a 
product appear 
more desirable 

(and affordable) by 
placing it next to a 
high-priced item. 

These “decoys” work 
in print, online, and 

in person… 
(PAGE 8) 

LEVERAGE 
MEMORY

When there are 
many options 

to choose from, 
customers often 
go for the most 

memorable (usually 
what they looked 
at first). You can 
leverage this by 
placing products 

where their eyes are 
naturally dawn…

(PAGE 8) 

THE THIRD 
OPTION

Introducing another 
product, priced 

between your normal 
and premium 

versions, can be just 
the right boost to 

make your premium 
offering the wisest 

choice for prospects. 
(PAGE 9) 

CONVERSIONS 
OR LEADS?
Do old school 

product launches still 
work? The numbers 
say yes, but with a 

catch. The problems 
are with leads, not 

conversions… 
(PAGE 10) 

5

10

BEYOND 
AVERAGE

The Pareto Principle 
says that the majority 

of your profit will 
be generated by a 

small percentage of 
your customers. The 
exceptional buyers 
will make you the 
most money – so 

give them plenty of 
chances to spend. 

(PAGE 6) 

LIE TO 
YOURSELF

“Act as if ” and “fake 
it to make it” are 
sound pieces of 

advice. Tell yourself 
what you want to 
be true, and watch 

it become your 
reality… 

(PAGE 11)

The Place Where Entrepreneurs Come To Grow Their Business™

© Copyright 2015 Managed Marketing LLC   |  The Predictable Profits™ Insiders’ Club  |   www.PredictableProfits.com

http://www.PredictableProfits.com


13

Members-Only Announcements

• Right now, we’re working on another product 
about the mechanics behind marketing 
millions. You’ll receive this product as a 
preferred member benefit as soon as it’s 
released.

• May gives you many “reason why” holidays 
for creating a number of different marketing 
campaigns – there’s always a reason to reach 
out to your customers! 

INSIDERS ARE PROUD TO SUPPORT:

May
May 1st - International Space Day

May 2nd - Kentucky Derby

May 4th - Intergalactic Star Wars Day (May the 
Fourth Be With You!)

May 6th - Occupational Safety & Health Day

May 8th - Military Spouse Appreciation Day

May 10th - Mother’s Day

May 13th - Receptionists Day

May 15th - National Pizza Party Day

May 18th - International Museum Day

May 21st - One Day Without Shoes Day

May 23rd - International Jazz Day

May 27th - National Senior Health & Fitness Day

May 29th - Hug Your Cat Day

May 31st - World No-Tobacco Day

The Place Where Entrepreneurs Come To Grow Their Business™
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May Weekly Observances

1st - 7th - Choose Privacy Week

3rd - 9th - National Correctional Officer’s Week

4th - 8th - Teacher Appreciation Week

10th - 16th - National Women’s Health Week

16th - 22nd - National Safe Boating Week

18th - 24th - International Coaching Week

24th - 30th - Hurricane Preparedness Week

May Monthly Observances

Arthritis Awareness Month

Creative Beginnings Month

Drum Month

Get Caught Reading Month

International Business Image Improvement 
Month

Motorcycle Safety Month

National Salsa Month

Teen CEO Month

Good reasons beget good profits. Check May’s 
calendar posted inside of the Insiders’ Club 
Members’ Area online.

Don’t forget to log into the Insiders’ Club Exclusive 
Members’ Area for more business growing tips and 
information! If you have not received your username 
and password, please email Charlie’s assistant Mike 
(mike@predictableprofits.com), and he’ll get that 
out to you as quickly as possible. This is a WIP 
(work in progress), and we’ll constantly be adding 
more material to massively increase the value of your 
membership.

Ways To Maximize Your 
Predictable Profits Experience

 
Million-Dollar Roundtable: Invitation Only.
Must demonstrate proficiency in the Predictable 
Profits Methodology and have an annual income of 
$1,000,000 or more. 

Pay-For-Performance Consulting: Application Only. 
Must have annual revenues in excess of $1,000,000. 
This is where Charlie will create, design, and take 
you by the hand to deploy these marketing strategies 
directly into your business for a small retainer and a 
percentage of the profit he’s able to achieve for you.

Platinum Business Coaching:  Application Only. 
Receive an individualized, custom session dedicated 
to understanding and creating actionable strategies to 
grow your business and dominate your marketplace.  

Insiders’ Club V.I.P. Member Benefits:
- Monthly Insiders’ Club Newsletter
- Quarterly Group Presentation
- Restricted Access Website
- Exclusive Members’ Only Blog
- PLUS MORE!
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