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The holidays are filled with cheer, 
mistletoe, gifts, food, and the ongoing 
sound of “cha-ching!”

However, while many business owners 
hold their breath to make money on the 
“big” commercial holidays (i.e. Mother’s 
Day, Father’s Day, etc.) – remember, you 
have a plethora of reasons to reach out 
to your prospects each and every month.

For example, in January, we have:

• New Year’s Resolutions Week

• Home Office Safety and Security 
Week

• National Vocation Awareness 
Week

• Train Your Dog Month

• National Personal Self-Defense 
Awareness Month

• Financial Wellness Month

And so forth.

Sometimes it takes looking beyond the 
big calendar dates posted on your wall 
for the opportunities - and to help you, 
we provide an “opportunity calendar” in 
the back of each issue of this newsletter 
(and in your members’ login area).

We have another exciting issue for 
you this month, and while these ideas 
have the power to propel you and your 

business into becoming an even more 
dominant force in your market – the 
rocket fuel to higher profits is fueled by 
action.

With pig-headed determination, 
persistence, and action – just imagine 
where you could be at this time next 
year.

Happy Holidays everyone!

With gratitude,
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Quotes
“If you don’t build your dream, 
someone else will hire you to 
help them build theirs.”     
– Dhirubhai Ambani

“Develop success from failures. 
Discouragement and failure 
are two of the surest stepping 
stones to success.”   
– Dale Carnegie

“Strive not to be a success, but 
rather to be of value.”   
– Albert Einstein

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!”
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Here’s a photo of my 2-year old daughter 
riding a “reindeer” in the park with my 
beautiful wife, Heather.
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In past articles, we’ve referenced positioning 
strategies for multiplying revenues with a carefully 
selected niche, identifying your Unique Advantage 
Point, and the essentials for finding your ideal 
clients.  These techniques set the groundwork for 
powerfully positioning your business as a leading, 
dominant company in your market.

Today, we’re taking it a step further by giving you 
three advanced, “must-have” strategies for further 
locking in your position as a leading authority.

For starters, let me ask you a question… 

I want you to think of three of the most influential 
people (dead or alive), who have made a substantial 
impact on thousands (if not millions) of individuals 
around the world.

Seriously, take a moment to think of the names of 3 
individuals.

Got ‘em?

Now, if I were a betting man, I’d put a dollar on the 
fact that each of those three individuals has (or had) 
two things in common.

#1 – they have books (whether they wrote them or 
they were written about them), and #2 – they were 
public speakers.

It’s true whether they were philanthropists or 
business leaders... selling to consumers or selling to 
businesses.

This holds true for the Dali Lama, Mother Teresa, 
Richard Branson, Warren Buffett, Martha Stewart, 
Tony Robbins, Bill Gates, Steve Jobs…

Sales and marketing are about managing perceptions, 
and the perception of a speaker and author is one of 
authority and expert status.

So, the first of the two “advanced” steps for powerful 

positioning are writing a book and public speaking 
(I’ll get to the third one shortly).

These are two of the fastest ways to raise your status 
to expert.

Expert Strategy #1 – Write a Book

Despite how many times 
I share this information 
with people, the reality is 
that 99% of entrepreneurs 
will not do these 
activities…. And that’s 
okay because – as you’ll 
find – the more successful 
you become, the smaller 
the crowd is at the top.

So, what stops people 
from doing this stuff?

Some feel they don’t 
have the time (look, we’re 
entrepreneurs – none of 
us have enough time!)…

They wonder: “why would 
anyone want to read/hear what I have to say?”

…And a slew of other excuses, all stemming from 
self-doubt.

I get it.

Look, I’m not going to sit here and pretend I’ve 
never had the same conversations in my had – after 
all, it took me 4 years to convince myself to write my 
first book, The Predictable Profits Playbook.

However, here’s what I found:

Not only have I attracted clients as a result of my 
book…

3 Advanced Steps for Powerfully Positioning 
You and Your Business as a Leading Authority

By Charles E Gaudet II
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The moment I became a “published author,” my 
hourly consulting rate also increased by 150% - 
which is consistent with what Dan Kennedy said:

“You’ve heard me say repeatedly that you should write 
a book.

Being able to add the title of “author” to your 
credentials can increase your perceived worth, which 
means you can charge more for your products and 
services, and lower (even eliminate) resistance to 
price.”

Dan Kennedy writes a book for every major niche 
he wants to enter because of how quickly it instantly 
positions him as an expert. I suggest you consider 
doing the same…

As an additional benefit, when I wrote my book, 
I also got bumped from a breakout speaker to the 
keynote speaker… 

I’m frequently contacted by the media for an expert 
opinion as a result of my perceived expert status as an 
author.

…And I use my book as a sales tool, mailing it 
out to hot prospects as a technique to give them 
insight into how I think… as well as reinforcing 
my positioning, increasing my closing rate, and 
shortening the closing cycle. 

For example, imagine being in a situation where you 
are compared to another expert, and your response 
could be, “While [so-and-so] makes a great point – I 
wrote the book on it.”  

James Altucher, a best-selling author, hedge fund 
manager, and entrepreneur writes:

“Every entrepreneur should self-publish a 
book, because self-publishing is the new business card. 
If you want to stand out in a world of content, you 
need to underline your expertise. Publishing a book 
is not just putting your thoughts on a blog post. It’s 
an event. It shows your best curated thoughts and it 
shows customers, clients, investors, friends, and lovers 
what the most important things on your mind are 
right now.”

He also writes: 

“If you, the entrepreneur, self-publish a book you will 
stand out, you will make more money, you will kick 
your competitors right in the XX, and you will look 
amazingly cool at cocktail parties.” 

Source: http://techcrunch.com/2012/01/28/why-every-
entrepreneur-should-self-publish-a-book/

Look, as you dig a little deeper, you’ll see further 
rewards for the 1% who decide to write a book. Take 
Chris Baggott for example. He’s a serial entrepreneur 
who bought and sold multiple companies for billions 
of dollars. When he built ExactTarget, what else did 
he do? He wrote a book on email marketing.  

He then sold ExactTarget for $2.5 billion.

Writing a book isn’t likely to make a million dollars 
from books sales alone – it happens, but it’s rare.  
Rather, you have to look at writing a book as an 
extension of your positioning which, in turn, will 
help you and your business make more money.

If you sell mattresses like Ben McClure of Gardner’s 
Mattresses & More, you can write a book on 
improving your sleep and how to select the right 
mattress for you.

Are you an accountant? Write a book on how 
construction companies can save money on their 
taxes and prepare for the new year ahead.

http://www.predictableprofits.com
http://techcrunch.com/2012/01/28/why-every-entrepreneur-should-self-publish-a-book/
http://techcrunch.com/2012/01/28/why-every-entrepreneur-should-self-publish-a-book/
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A financial planner? Perhaps a book on how to retire 
wealthy…

A metal fabricator? Maybe a book offering tips for 
creating a prototype.

The list goes on…

According Rain Consulting Group, business owners 
who wrote a book reported the following benefits:

• 95% reported that it helped them get more 
leads

• 85% reported it helped enhance their brand
• 53% said it helped them increase their fees
• 48% said it helped them gain higher quality 

clients

Source: http://www.prnewswire.com/news-releases/why-
business-owners-are-writing-books-300180691.html  

Catrise Austin, a dentist and published author said: 

“I would estimate my business has increased 30% to 
40% as a result of the book. People trust and support 
people who appear in the media or are published. I get 
to reach audiences I never would have had access to 
without the opportunities this book has given me.”

Source: http://www.entrepreneur.com/article/224194

Am I making my point? 

So, who should write a book?

It’s for entrepreneurs who want to:

1. Be perceived as an expert in his or her niche
2. Get paid more for their efforts
3. Increase leads and sales
4. Increase sales conversions
5. Build trust in their skills and abilities

Now look, I’m not the guy to tell you how to write 
and publish your book - there are plenty of expert 
advisors who can help guide you with that - however, 
I’ll quickly tell you what I did to get started.

Step 1: Create Your Table of Contents 
and a Working Title

Define the “big idea” you want to get across in 
your book. Make sure this “big idea” supports your 
positioning and how you want to be known in your 
market. For example, Catrise Austin (the dentist 
mentioned above) had a big idea for writing a how-
to book on getting that perfect smile. He titled his 
book: 5 Steps to the Hollywood A-List Smile: How the 
Stars Get That Perfect Smile and How You Can Too!

Step 2: Find a Ghostwriter

If you’re busy like me, working on and growing your 
business – chances are, writing a book isn’t the most 
efficient use of your time. However, it’s important 
to capture your thoughts and have a book written in 
your voice, so what do you do?

Hire a ghostwriter. From my experience, I found 
the best ghostwriters are individuals who have 
a journalism background and a proven track 
record as a published ghostwriter. The journalism 
background helps because this person will know how 
to ask tough questions to pull your most valuable 
intellectual property from you, as well as conduct 
supplementary research when making important 
points.

You can find a ghostwriter by putting an ad on 
Craigslist (that’s actually how I found mine), doing 
a Google search for “journalist” and “ghostwriter” 
or – and this is a great tip I learned from best-
selling author Mike Michalowicz - look at the 
acknowledgement section of some of your favorite 
books. Authors will often thank and acknowledge 
their editors and ghostwriters by saying something 
like:  “couldn’t be done without the help of [name].” 
Take their name, look them up on LinkedIn or 
Google their name (followed by ghostwriter), and 
chances are good you’ll find them!

This is a much better (more successful) route, in 
my opinion, than hiring someone from Upwork or 
any other freelance site. Those websites are great for 

http://www.predictableprofits.com
http://www.prnewswire.com/news-releases/why-business-owners-are-writing-books-300180691.html
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http://www.entrepreneur.com/article/224194
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many services, but for ghostwriting, I’ve yet to have 
any personal success (or know others) that have rave 
reviews about going this route. 

And finally…

Step 3: Hire a Damn Good Editor

This is where most people cut corners. A good 
editor is more than someone who corrects grammar 
and fixes sentence structure – this is a bona fide 
wordsmith who surgically dissects your book, 
organizes content, deletes unnecessary verbiage, 
strengthens key points, and ensures the book 
is written in your voice.  Again, you can often 
find the name of a good editor by looking at the 
acknowledgements in your favorite books.
Many folks want to know: why didn’t I publish my 
book through a traditional publishing house? Good 
question.

I actually chose a hybrid between self-publishing and 
traditional publishing.  In other words, my books 
are sold in e-formats as well as big bookstores like 
Amazon and Barnes & Nobles. The company I used 
is Telemachus Press. I was very happy with them and 
would use them again. 
 
Now, I need to tell you - the one (albeit big) and 
only benefit I don’t receive as a result of not going 
though a traditional publisher (like Penguin or 
Wiley) is the increased boost in credibility of saying 
I’m a published author with Penguin. It might 
not seem like a big benefit to most people, but it 
does carry some weight for the more sophisticated 
audience. That said, it was more important to me 
to retain ownership of my content and distribution 
than it was for me to go the traditional publishing 
route.

If you do choose to self-publish, you can also use a 
service like CreateSpace from Amazon. They have a 
great service and make the publishing model simple 
for you.

…And a final tip on writing a book before we 
move on to the next advanced step for powerful 

positioning: remember, you’re selling through serving. 
This isn’t a book about you – it’s a book offering 
some of your best tips, techniques, and strategies to 
help your reader get closer to the ultimate result they 
are after. You want to convince them that you’re the 
expert without having to come right out and say: 
“I’m the best!” You want that to be inferred from 
your work. It’s a lot more believable when they come 
to that conclusion themselves.

Expert Strategy #2 – Public Speaking

The second 
advanced 
strategy for 
powerfully 
positioning 
yourself as 
a leading 
authority 
is public 
speaking 
– and it’s 
probably the 
one that most 
entrepreneurs 
will feel the 
most trepidation about.

…And for good reason! Public speaking is 
considered the number one fear out of all the 
phobias in the world - more than death, spiders, 
darkness, heights, flying, and so on. When I started 
speaking, my hands would sweat, I had huge wet 
circles under my armpits, my voice trembled, I felt 
the constant urge of needing to go to the bathroom, 
my knees felt weak – you name it. I was a hot mess. 
However, because I understood the importance 
public speaking has on the long-term profitability 
and positioning of my business – I gave myself no 
other option.  

And each time I spoke, it got easier… 
 
For those of you who are overachievers (like me), 
there are many public speaking coaches like Michael 
Port and Nick Morgan – both of whom I’ve 

http://www.predictableprofits.com
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purchased services from – to help you get over your 
fears and become a powerful communicator.

But why go through all this trouble?

For starters, remember what we talked about at 
the beginning of this article… The most influential 
people in the world have a book and are speakers.  
We know that success leaves clues, so if you want 
to be at the top… it takes the willingness to do the 
things most people won’t do in order to live the life 
most people can’t.

There are business owners who speak for the 
sole purpose of bringing in leads and setting 
appointments for their sales people to follow up 
on…

…Business owners who get paid to speak to their 
ideal clients – and their fees range anywhere from 
$2,500 to $25,000 for a 60-minute presentation. 
Heck, on one occasion, a client paid to fly me first 
class, put me up in a nice hotel, fed me for 3 days, 
gave me ski lift tickets, and let me sell my services on 
stage.  I got a paid vacation to speak to hundreds of 
my ideal clients. How cool is that?

There are business owners who speak simply to sell 
their products and services on stage. I’ve watched 
highly skilled speakers bring in several hundred 
thousands dollars in just one hour. I’m telling you – 
it’s a beautiful thing to see.

Think about the positioning for a second. You’re in 
a room with an audience and you’ve captured their 
undivided attention. They are in the room because 
they are interested in what you have to say. You’re the 
authority.

A personal coach told me the other day that, as 
a result of a 45-minute talk to a small group of 
25 entrepreneurs, he walked away with a $2,500 
speaking engagement and a $30,000 coaching 
contract.  Think about it! Life coaches make $35.92 
per hour on average (source: http://www.payscale.
com/research/US/Job=Life_Coach/Hourly_Rate) - 
and this guy, in just 45 minutes, walked away with 
$32,500.  

Speaking, like writing a book, increases your expert 
status, which also increases the perception people 
have about you… and hence, increases your ability 
to receive premium pricing for your products and 
services.

As a result of my public speaking, there has never 
been a situation – no matter how terrible or how 
good my talk was, or how big or how small my 
audience was - where I didn’t walk away with at least 
one sale.

Again, we’re only talking about a 60-minute talk 
here.

And yes, Google Hangouts, webinars, and 
teleseminars are great additional ways to leverage 
your ability to speak to increase sales. I strongly 
encourage you to do both methods; however, don’t 
just take the easy way out and hide behind your 
computer. Put yourself on stage. The impact is worth 
it.

There’s a reason the top Internet marketers like 
Russell Brunson, Frank Kern, Eban Pagan, Jeff 
Walker – all these guys – are the ones teaching 
people how to make millions of dollars on the 
Internet. Where do they also make a lot of their 
money? Live, in person, and on stage.

Again, success leaves clues. I’m showing you what 
people are doing and the clues they are leaving 
behind so that you can benefit from them too. 

Expert Strategy #3 – Media

So, now we’re at the point where we discuss the third 
advanced strategy for powerful positioning – and it’s 
one that can instantly bring hundreds, thousands, 
and even millions of eyes onto your business.

…And best of all, it’s free.
It’s called Media – and of all 3 strategies mentioned 
here, this media strategy has resulted in more leads 
and sales than any of these strategies for me. To be 
clear, this isn’t to say it’s the case for everyone - just 
in my case.

http://www.predictableprofits.com
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For example, I got a client from an article written 
on Fox Business that cited me as the expert on a 
particular topic. This person called my office, asked 
to speak to me about helping his business through 
a similar problem, and because Fox Business already 
said I was an expert, I didn’t have to convince this 
guy I could help him – rather, he had to convince me 
why he felt he was a good client. Then he sent me a 
check for $17,500 just to lock me in and ensure that 
I’d take him in as a client.

How many business coaches do you know that 
can say they’ve been featured in Inc., Fox Business, 
Success Magazine, Entrepreneur Magazine, Forbes, 
Mashable, Huffington Post, Dun & Bradstreet, and 
dozens of others? Not many.

Do you think theses sources including my name as 
an expert helps position me as a leading authority, 
and that I might know a thing or two about growing 
a business? You bet!

And – you might be surprised to hear – getting 
into these articles was easy. In addition to the tips 
I’m about to give you, my secret came down to 
pig-headed determination – meaning that I made 
it a point to write one press release every week for 
months. In the beginning, I didn’t get much traction, 
but eventually I got to see what articles the media 
was most interested in and focused on those…

As one of my mentors says: “Anything that’s worth 
doing is worth doing badly at first.” In other words, 
don’t expect that your first press release is going 
to land you on Good Morning America – just be 
consistent, persistent, and determined - and you’ll 
progressively see movement in the right direction. 
 
Think about this for a minute…

Are you more likely to work with a no-named fitness 
trainer that you’ve never heard of - or go to the 
person you’ve read about in the local newspaper: the 
expert offering tips for losing weight in the new year, 
fitting into your wedding gown, losing pregnancy 
weight, how to avoid the double-chin, etc… Which 
would you choose?  

Write this down:

Money flows where attention goes.

This is part of the reason fitness trainer Jillian 
Michaels can get paid as much as $3,250 per tweet 
(source: http://www.wetpaint.com/how-much-do-
celebrities-get-paid-to-tweet-663232/), whereas 
the average fitness trainer only makes $18.65 per 
hour (http://www.payscale.com/research/US/
Job=Personal_Trainer/Hourly_Rate). 

Media, writing a book, and public speaking increase 
people’s perception of you as a leading expert and 
authority… making you an industry celebrity.

So, how do you get media attention?

Send out press releases (which is what I’ve done), 
contribute on sites like HARO (also known as 
“Help a Reporter Out” – which is another powerful 
resource I recommend), work with PR companies 
or join an association like the Young Entrepreneurs 
Council - who already have media relationships that 
benefit their members.

Just like writing a book, the biggest tip for working 
with the media is to sell through serving. In other 
words (and this is an important tip I want you to 
understand) – nobody cares about your business. 
However, they do care about how you help people 
solve their problems.

Nobody cares about, say, Predictable Profits – but 
they do care about my strategies for helping business 
owners raise their prices even in a down economy. 
You see the difference? No one cares about ACME 
pest control company, but they will certainly care 
about tips for eliminating wasps from their attics in 
the spring!

Reporters have an agenda. They have to create a lot 
of content that is interesting to their readers – your 
job is to help the reporter create an interesting, 
engaging, and valuable story.

Offer tips around the holidays… special events… 
seasons… 

http://www.predictableprofits.com
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Give a unique perspective on politics… or 
conversations that are happening among a niche of 
people.

Oreo famously tapped into this during a Super Bowl 
blackout with their tweet:

They got more press coverage using the media than 
anyone who paid millions of dollars for a 30-second 
advertisement.

When President Obama traveled to Darwin, 
Australia, a local insurance company called TIO 
issued POTUS Crocodile Attack Insurance as a gift. 
This was talked about around the world… even the 
President called it “the most unique gift I’ve ever 
received as President.” This was a result of a smart 
marketer strategically creating an interesting story 
for the media. (Source: http://cnsnews.com/news/
article/obama-calls-crocodile-attack-insurance-
most-unique-gift-i-ve-ever-received-president) 

Some other ideas you can leverage for more press:
• Industry secrets most people aren’t aware of, 

but should know about…
• Consumer tips (i.e. how to find the right 

accountant for your small business)
• Opinions about events, politics, and popular 

news stories (i.e. how the Affordable Care Act 
is impacting small business – and what you can 

do about it)
• Seasonal advice and tips (i.e. how to keep your 

roof safe from ice dams)
• Community stories (i.e. local gym hosting 

competition to raise money for wounded 
warriors)

• Calendar Events (i.e. for Veteran’s Day -> 
hiring tips for veterans to find the highest 
paying jobs)

Again, with marketing – it’s all about managing 
perceptions. People need to perceive you as a leading 
authority and expert in order to feel comfortable 
doing business with you.

Best-selling authors and consultants Laura and Al 
Reis say: “Marketing has entered the era of public 
relations.” According to a research study found 
on PRCouncil.net, executives found that public 
relations (also known as media) is the most effective 
marketing discipline for launching a new product or 
service (55%), followed by building awareness (52%), 
generating word of mouth (51%), and building brand 
reputation (50%). (Source: http://prcouncil.net/wp-
content/uploads/2011/04/Measuring-Impact-on-
Sales.pdf )

A report by PRSA also found that media not 
only increased positive perception, but also was 
perceived as more credible than advertising. In other 
words, people were more likely to believe what 
others say about you than what you’ve said about 
yourself. (Source: http://www.prsa.org/Intelligence/
PRJournal/Documents/2014HowesSallot.pdf ) 

We’re building a solid foundation for predictable 
profits, and remember, the closer you get to the top 
of your market and the more successful you are – the 
less crowded it is, the less competition you have, and 
the more money you can command for yourself and 
your business.

Look, people want to do business with those people 
they trust will deliver the best results for them – 
whether you’re selling a product or a service – and 
these strategies establish trust by positioning you as 
an expert. 

http://www.predictableprofits.com
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While marketing is often seen as the vehicle that 
drives sales and spreads brand awareness, achieving 
these outcomes is never guaranteed. 

Many times, when problems occur, they’re the result 
of a misunderstanding between what buyers want 
and the products or services that businesses provide. 

So, what’s the key to closing this gap?

An understanding of human behavior. 

Here are 3 ways to use the mind’s natural desires 
to better connect with your clients and appeal to 
more buyers:  
 
1. Admit Your Weaknesses

Logic says it’s best to keep faults about your 
product or service quiet. Science, however, 
suggests otherwise.

When researchers from the University of 
Michigan and Stanford University analyzed how 
companies handled negative events – such as 
exposed problems or mistakes – they discovered 
brands can actually benefit from admitting 
weaknesses.

In this case, the positive outcome was higher 
stock prices.

The study, Predicting Stock Prices From 
Organizational Attributions, detailed how 
companies (over a 21-year timespan) that made 
“self disserving” attributions saw higher stock 
prices within just one year.

According to the researchers, “Claiming personal 
responsibility for negative events made the 

organizations appear more in control, leading to 
more positive impressions.”
 
For a long time, Volkswagen has embraced its 
faults well. In the 1960s, the car company gained 
popularity in the United States through its “Think 
Small” and “Lemon” ads for the Beetle.

3 Ways to Connect With Clients and Appeal to More Buyers

By Insiders’ Club Member, Tom Trush

http://www.predictableprofits.com
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Rather than pushing the usual fanfare about 
quality, power, or safety (which the car lacked), 
VW emphasized the Beetle’s small size and 
strange shape – even calling it a “novelty.” The 
ads were so successful, AdAge ranked “Think 
Small” the best advertising campaign of the 
20th century. 

It’s no surprise that VW used a similar strategy 
after their recent emissions scandal. Rather 
than blaming external factors, the company 
was quick to apologize and take responsibility. 

VW’s new ad campaign pushes a powerful 
message: “We’re working to make things right.” 

No doubt, consumers are skeptical of the 
brand. However, you have to believe the 
backlash would have been much worse had 
VW not admitted their weaknesses.

2. Escape The Expected

Few actions stimulate our brains better than a 
surprise. 

I dig deep into this concept in my book, Escape 
the Expected: The Secret Psychology of Selling to 
Today’s Skeptical Consumers.

The bottom line is, the brain isn’t big on 
waiting. It craves pleasure now – even if the 
“surprise” is small.

Psychologist Norbert Schwarz famously 
conducted a study where he randomly placed a 
coin (equivalent to a dime) on a copy machine. 
He then interviewed the people who found it. 

Those who made the discovery were more happy and 
satisfied with their lives than those who didn’t see 
the dime.

Again, it was a mere 10 cents that the participants 
found.

“It’s not the value of what you find,” Schwarz noted. 

“It’s that something positive happened to you.”

Nielsen, the company that measures TV viewership, 
often gives customers unexpected cash. The 
company’s mailings regularly include $2-$5 as a way 
to surprise recipients and encourage them to fill out 
the enclosed surveys.

http://www.predictableprofits.com
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Money, of course, isn’t always necessary when 
surprising your prospects.
 
MailChimp, an email marketing company, has built 
their brand on sending customers unexpected gifts.  
Items range from T-shirts to toys to coloring books, 
and even monkey-themed knit hats for cats.

In a commoditized industry with many competitors, 
MailChimp is now a major force.

Mark DiCristina, the company’s marketing director, 
recently told Wired magazine, “If we considered 
them (the gifts) primarily marketing expenses, 
we’d want to figure out how to minimize cost and 
maximize the brand effect – essentially, we’d be 
thinking about ourselves. As gifts, we think first 
about the recipients and about how they’ll feel when 
they receive the gifts. So we go over the top to make 
people feel special.” 
 
3. Provide Instant Gratification. 

 
 
How often do you buy something online, and feel 
that you have to wait too long to get it?

Business owners and entrepreneurs overlooked this 
problem for a long time, until Amazon made the 
issue a cornerstone of their marketing. 
 
Numerous studies show – thanks to MRI scans – 
that our brains literally “light up” when we anticipate 
getting something right away. The longer we wait, 
the more anxious and stressed we feel. 

Amazon built an entire membership service around 

instant gratification. Their Amazon Prime service 
allows members to take advantage of faster shipping 
and instant downloads. 

Microsoft’s Xbox uses the same immediacy 
principle – only they apply it to customer service. 
The company’s “Elite Tweet Fleet” (@XboxSupport 
on Twitter) is so committed to speed it holds the 
Guinness World Record for “Most Responsive 
Brand on Twitter.”

Their support team responded to more than 5,000 
questions in an average time of 2 minute, 42 seconds.

Keep in mind, even using words such as “instantly” 
or “quick” in your marketing can help your prospects 
envision having their problems solved right away. 

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.

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

http://members.predictableprofits.com

http://www.predictableprofits.com
http://www.escapetheexpected.com
http://www.writewaysolutions.com
http://www.writewaysolutions.com
http://members.predictableprofits.com
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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: “Hey Charlie, what’s your take on 
Trump?”

ANSWER:
Given you can’t seem 
to turn on the TV or 
read a magazine without 
some mention of Donald 
Trump – I wouldn’t want 
to disappoint you by not 
answering this question ;-)

First, I won’t respond with a 
political opinion – given how 
much passion there is on both sides of this equation. 
I’d rather stay out of that argument altogether.

However, there’s a point that every business owner 
should pay attention to…

You either love him or you hate him. There’s no in 
between. 

He speaks his mind, and no matter how controversial 
his statements, his ratings have risen. Heck, it’s 
amazing how many people are trying to take him 
down – the media, his opponents… even the RNC. 
I even read an article about how to de-friend all of 
your Facebook friends who support him. Yet, up 
until now, his ratings climb… 

People ask me: “How is this possible? It doesn’t 
make any sense?”

But when you understand marketing, you’ll see that 
it makes complete sense.    

You see, politicians notoriously feel the need to 

play it safe by appealing to the masses. However, 
in Marketing 101, you learn: “if you try to appeal to 
everyone, you’ll end up appealing to no one.”
If you want to make your ideal voters love you… find 
a way to completely turn off the people who are not 
your ideal voters.

…And that’s why he’s winning in the polls.
The same can be said for business owners: If you 
want to make your ideal customers love you, find a 
way to completely turn off the people who are not 
your ideal customers.

People won’t remember “average” – they do 
remember “bold.”

Crossfit, for example, does a good job at this. It’s 
a high-intensity fitness program without all the 
fancy frills you often see at a standard gym. Athletes 
workout in a warehouse, there’s plenty of boisterous 
encouragement and chalk thrown about everywhere. 

Not to mention that the workout routines are 
completely different from popular philosophies… no 
bicep curls here. Crossfit is on the opposite end of 
the spectrum from Curves and Planet Fitness. As a 
result, they’ve created a strong tribe.

Similarly, as David Meerman Scott pointed out 
on his blog (http://www.WebInkNow.com), Miley 
Cyrus created a raving fan base by not being afraid 
to be unique – from her open bisexual experiences, to 
her unapologetic love for marijuana, to making one 
of her more popular music albums free to the world.  
She’s going against the grain in order to become 
memorable. Sure, most people are not “Miley fans,” 
but you don’t need “most people” to be a wild success. 
You just need your slice of the pie…  

Be Bold. Be Different. Prosper.

In your corner,

Charles E. Gaudet II 
Founder of PredictableProfits.com

Ask Charlie!

http://www.predictableprofits.com
http://www.WebInkNow.com
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THIS MONTH’S ACTION STEPS FOR DOMINATING YOUR MARKET

BUSINESS ACCELERATORS

1 2 3 4

6 7 8 9

MORE THAN 
HOLIDAYS

There are always 
special reasons 
to reach out to 
prospects - far 

beyond the most 
popular holidays 
- and we’ve got 
plenty of ideas!

(PAGE 1) 

BUILD 
CREDIBILITY

So much of 
marketing is 

about managing 
perceptions. What 
do your prospects 
really think about 

you and your 
company?
(PAGE 2)

OVERCOME 
FEAR
Most 

entrepreneurs don’t 
make a big impact 

because they 
sell themselves 

short, letting fear 
stop them from 
garnering the 
attention they 

COULD achieve.
(PAGE 2)

AUTHORSHIP 
= AUTHORITY

Write a book! 
Being able to list 

yourself as “author” 
is an instant 
way to boost 

your perceived 
reputation and 

expertise.
(PAGE 2) 

GET ON 
STAGE

Public speaking 
can be even more 

commanding 
than authorship, 
and provides a 
chance to build 

relationships - and 
even make sales 
- right then and 

there!
(PAGE 5) 

EARN MORE
The more 

credibility you 
have, the higher 
prices you can 
command - for 

products, services, 
AND your time.

(PAGE 6) 

BE DILIGENT
Building media 

support can 
take time and 

consistent effort. 
Don’t give up after 
a couple tries - stay 
the course and reap 

the benefits!
(PAGE 6) 

OFFER 
SURPRISES
A little surprise 
goes a long way 
- it’s just basic 
psychology! 

Finding a way 
to surprise your 

customers is a way 
to ensure their 

loyalty.
(PAGE 9) 

5

10

OFFER YOUR 
BEST TIPS
The point of a 

book is to educate 
your audience and 

built credibility. 
Offer them 

information they 
want - that you’re 
an authority on.

(PAGE 3) 

MAKE SOME 
NOISE

Regardless of 
how you feel 
about Donald 

Trump, you have 
to recognize the 
splash he’s made. 

If you want people 
talking, you have 

to be bold!
(PAGE 12)

http://www.predictableprofits.com
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Members-Only Announcements INSIDERS ARE PROUD TO SUPPORT:

January

January 1st - New Years Day

January 3rd - J.R.R. Tolkien Day

January 7th - Harlem Globetrotter’s Day

January 10th - National Cut Your Energy Costs 
Day

January 13th - Rubber Duckie Day

January 18th - Winnie The Pooh Day

January 20th - Inauguration Day

January 24th - National Compliment Day

January 28th - National Kazoo Day

January 31st - Inspire Your Heart with Art Day

• January 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!

http://www.predictableprofits.com
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January Weekly Observances

1st - 7th - New Year’s Resolutions Week

3rd - 9th - Home Office Safety and Security Week

10th - 16th - National Vocation Awareness Week

16th - 24th - International Snowmobile Safety and 
Awareness Week

24th - 30th - Clean Out Your Inbox Week

January Monthly Observances

Financial Wellness Month

Learn to Ski and Snowboard Month

National Hot Tea Month

National Personal Self-Defense Awareness Month

National Volunteer Blood Donor Month

Train Your Dog Month

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. 

Centurion-Level Pay-For-Performance Consulting 
Application Only. Must have annual revenues in excess 
of $1,000,000. This is where Charlie will create, 
design, and work with you 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 
toward 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!

Good reasons beget good profits. Check January’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.

http://www.predictableprofits.com
mailto:mike%40predictableprofits.com?subject=
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