
The Holidays are upon us! Christmas 
cheer is abundant, bells are ringing, and 
the cash registers are going cha-ching!

At least, they are for many 
entrepreneurs…

Yet for others, December seemed to be 
a period of  “waiting.”

Huh?

I don’t understand it either, but when 
faced with making a decision for 
growing their business, entrepreneurs 
are saying – more than ever – that 
they’re “waiting” until January to get 
started.

That’s sort of  like saying: “I need to 
lose weight, so I’m going to start it next 
Monday.” 

Why wait? Why not start now?

Use December as the perfect time to get a 
running start into the New Year!

For example, Michael Mogill, CEO of  
Crisp Video Group (one of  the leading 
video marketing companies in the 
world), just created the industry’s most 
aggressive referral program for 2017. 

Only instead of  waiting for January 
to start his 2017 referral program, 
he began right after Thanksgiving 
-announcing that he’s giving away 
a brand new 2017 Tesla (along with 

many other exclusive gifts) as part of  his 
referral incentives.

It’s no wonder he continues to grow his 
company and lead his industry year-after-year!

Michael’s clients are excited - and 
already sending referrals ahead of  the 
New Year.

If  it’s important enough to you… as 
Tony Robbins would stare me in the 
face and say: “When is NOW a good time 
to start?”

Keep this attitude heading into the 
Holidays, the New Year, and let’s make 
2017 your best year yet!

Happy Holidays!

With gratitude, 
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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!”
    

http://www.predictableprofits.com


It’s been several days since I thoroughly checked my 
inbox.

Sure, I’ll look at it twice a day (morning and 
afternoon), but I won’t open most of  my emails. 
Instead, I quickly scroll down for anything 
important. After that, hundreds of  emails will sit 
in my inbox until the end of  the week, when I’ve 
scheduled time to go through it in more detail.

You see, I’m too busy to be distracted by the constant 
barrage of  messages in my inbox – especially when 
95% of  all emails are promotional (or related).

(Kind of  ironic that I’m complaining 
about the onslaught of  marketing 
messages, wouldn’t you think?)

Yet, I suspect I’m not alone.

It’s a safe bet to assume you’re 
also getting slammed day in 
and day out by promotional 
messages. Yes?

If  you’ve been email marketing 
for a while, you know that 
your email response rate pales 
in comparison to what was 
possible ten years ago.

Heck, it used to be that anytime you heard “You’ve 
got mail!” – you ran to your computer to see who was 
emailing you…

Even if  it was a sales email, your interest was piqued 
enough to click on the email and view the offer.

That’s all changed.

Nowadays, “you’ve got mail!” doesn’t have the same 
appeal…

Not even close.

When you look at the statistics, you realize the 
dreaded fact that as much as 94% of  your existing 
leads are ignoring you because…

They’re not even seeing your offer!

Source: http://www.smartinsights.com/email-marketing/email-
communications-strategy/statistics-sources-for-email-marketing/
attachment/email-open-rates-2015-by-industry/

And even if  you were lucky enough to get them 
to open your email, that doesn’t even take into 
consideration the pitiful click-through-rates – which 
are as low as 0.2%!!!!

This is the reason many entrepreneurs claim their 
revenue-per-email (RPE) has steadily decreased 
every year since 2010…

These are the same entrepreneurs blaming 
Obama… Predicting the downfall of  the “Trump 
Economy”… Bitching about their competition and 
pointing the finger everywhere but inward.

WARNING: Email Alone Won’t Cut It! 
(Here’s How to Get 10-Times Better Results from Your Database)

By Charles E Gaudet II
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They’re missing the point…

Which gives you an unprecedented opportunity to 
adapt to the changing environment and capture 
more market share - right from under your 
competitors’ noses. 

Here’s how to do it:

Start by taking advantage of  the low-hanging fruit 
staring you right in the face. These are little tweaks 
that can radically improve your results.

For example:

1. Increase Your Email Deliverability Rate 

(see: http://www.predictableprofits.com/warning-email-
marketers-3-dreaded-words-bring-knees/)

As you build your email database, each percent 
increase translates into more people seeing your 
offer, and ultimately, more sales. It’s a simple little 
tweak that allows you to get more results with very 
little effort.

At last count, in fact, our open rate went up 
by almost 50% – all by applying those tips and 
integrating with a service called WeDeliver.email.  

2. Segment Your List 

The surest way to have your emails land on deaf  ears 
is to send the same emails to everyone, regardless of  
their interest or where they are in the buying funnel.

Separate your list into different buckets. Create 
buckets based on where customers and prospects 
are in the buying process (i.e. different emails for 
potential buyers than your current clients) and 
buckets based on interests.  

Now you can deliver the most relevant content 
to your list – making your emails more engaging, 
interesting, and welcomed. 

3. Increase the Value of Your Content 

Every email you send to your list preconditions a 
set of  expectations. Do you want them to believe 
that every email you’re sending them is a pitch? Or 
a message of  value? Instead of  training your list 
to think that every email you’re sending is just an 
excuse to sell them on something, spend more time 
nurturing and delivering value to your list. Building 
the relationship will have a dramatic result on your 
email results.

^ All very important steps to win with email 
marketing.

However, even if  you were the BEST at email 
marketing – if  you stop there, you’ll be light years 
ahead of  your competition… Yet you’re still leaving 
money on the table.

Why?

Because it’s important to note that email is only a 
media. Email is only one profit center (or as I write 
about in The Predictable Profits Playbook, email is 
only one “spoke in the money wheel”).

Understand this: once upon a time, businesses were 
100% dependent on the Yellow Pages as the gold 
standard for marketing and lead generation.  
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Similarly, millions of  businesses relied on strategies 
like radio, television, telemarketing, fax lists, direct 
mail, and so forth.

Each time a technology or media changed – BAM – 
their business got brought to its knees.

We used to generate thousands of  dollars a month 
with Pay Per Click. One client alone paid me a 
$26,000 commission for,what took me one hour a 
week to maintain.

That spike turned off over night when Google 
changed its algorithm.

I fought with several entrepreneurs who were ranked 
#1 on Google. Many enjoyed this ranking for years, 
and when I stressed the importance of  not relying on 
SEO as a long-term strategy, they told me I was nuts. 

As Dr. Edwards Deming so eloquently said:

“It’s not necessary to change.  
Survival is not mandatory.”

Lo and behold: a few years later, several of  those 
folks who once were #1 found themselves on 
page 1,000,000,000 of  the search engines. One 
entrepreneur went completely out of  business while 
the others are frantically gasping for air. I hate to say 
it, but I told you so.

Email is only one form of  media.

And when you look around you, you can see the 
writing is on the wall. CAN-SPAM and email 
providers (like Google) removing promotional emails 
from inboxes only restrict marketers’ ability to 
communicate.

It’s only to get harder.

Now, to be clear – I never said radio, television, 
telemarketing, fax lists, direct mail, etc. are dead. 
What I said was that the industry has changed. 

I know a business still generating over $3 million a 
year on Yellow Page ads… Companies that have 
done hundreds of  millions over the radio… And much 
more with direct mail.

I’m not saying any of  the medias don’t work. My 
point is that you can’t rely on just one media alone – 
and email is no exception.

Remember: for average email marketers, 80% of  
your emails are not even being read!

So if  you want to truly put your company on the 
path to creating predictable profits (and keep it 
there), you need to look at all the OTHER ways you 
can reach this same market.

Such strategies include:

1. Drop a Pixel 

Google Adwords, Bing, Perfect Audience, Facebook, 
and Adroll are the key players in the retargeting 
space.  

Open an advertising account, download the code for 
their “pixel,” and follow the instructions to install it 
on your site.  

When you do this, you can show advertisements 
all across the web - to anyone who has visited your 
website (from an email or otherwise) - and present 
viewers with a targeted offer.

This increases awareness and response.

2. Create a Custom Audience 

This is one of  my favorites. First, download a CSV 
file of  your emails from your CRM.  

Next, upload this file to sites like Perfect Audience, 
Google, and Facebook.  

Once you’ve taken this step, you can create and show 
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advertisements ONLY to the people you’ve identified 
on your list – making your advertisements more 
targeted and relevant.

Now, even if  your list never saw your email, they’re 
seeing your advertisements and given an opportunity 
to purchase!

3. Telemarketing 

Capture the phone numbers of  your leads and 
follow up with them as necessary. This is an often 
overlooked profit center. Pure cold calling can have 
its challenges, but this is a proven winner for warm 
leads.

4. SMS 

Outward selling via text is frowned upon (and even 
illegal if  you abuse it). However, text messaging has a 
99% open-rate and a 35% click-through rate.  

Collecting cell phone numbers as we’ve done here 
allows you to deliver value and stay top of  mind: 

It also allows you to sprinkle in occasional messages 
to people that might be interested (or have missed) a 
very important offer. Done right, this can be a very 
powerful tool.

5. Direct Mail 

Without question, direct mail continues to be the 
800-pound gorilla. While it requires an up front 
investment - done right, it continues to prove itself  as 
a dominant force. Whether you’re sending postcards, 
letters, or sales digests, it’s just another way to get in 
front of  your buyers.

And in case you have your doubts… There’s a 
reason Google, the online giant, spends millions of  
dollars a year using good ol’ snail mail.

When you combine the tips for increasing your email 
effectiveness with these 5 strategies for increasing 
your awareness, you’ll exponentially multiply the 
sales potential that exists in your business.

…Just one of  many ways you can stay in front of  
your competition.
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During one of  last month’s Workshop Wednesday 
calls for the Predictable Profits Academy, I shared a 
simple methodology for creating effective messaging. 

I call it “BASE,” which stands for Beginning, AIDA, 
Storytelling, and Escape the Expected.

Here’s a quick rundown of  each component: 

B: Beginning 

You likely already know the importance of  headlines 
in marketing materials. They act as attention tools 
for grabbing your readers’ eyes and guiding them to 
your copy.

And although essential to every marketing piece, 
the headline takes a back seat to one element that 
determines whether your remaining text even gets 
read…

The first sentence.

After all, if  your opening doesn’t cause prospects to 
read more, you can’t close a sale. An appealing start 
is absolutely critical to a successful marketing piece.

The problem is, too many people get lazy and resort 
to stating common knowledge. For example, check 
out the beginning of  a dental website I recently 
visited: 

We know you and your family deserve the best 
care, and we are committed to ensuring successful 
treatment outcomes. We strive to serve your needs 
with a sense of  caring, comfort, and a level of  
personal service beyond your expectations.

Can you imagine the alternative? Why use such 
valuable real estate to promote information prospects 
already assume?

Below are the first few sentences from a letter I 
recently wrote to promote a tax credit program 

at my kids’ school. Notice how the text teases 
information the reader isn’t likely to know:

If  you were guaranteed to get back the money you 
gave to a school, how much would this increase your 
likelihood of  making a contribution?

What if  your contribution also gave you federal tax 
benefits?

You see, thanks to Arizona’s school tax credit 
program, you can share the gift of  education with 
Villa Montessori students and get back 100% of  
what you give.

With wording like this, you must keep going to find 
out how to make what’s promised possible. 

It’s also worth noting that you can’t answer the first 
two questions with a “yes” or “no” response. Again, 
you’re forced to keep reading to get the answer.

A: AIDA 

AIDA is used in the advertising and marketing 
world as a type of  formula for forming effective 
communication. As such, many people understand 
what it is – but don’t necessarily know how each 
factor looks in a marketing piece. 

The acronym stands for:

Attention: Interrupt the mental haze your readers 
live in every day (this is often where your headline 
comes into play).

Interest: Share uncommon or fresh information 
that elevates awareness (this is where you lead 
sentence(s) comes into play).

Desire: Tap an emotional need that boosts demand 
for what you offer.

Action: Tell your readers what to do next.

How to Use the BASE Approach to Create Effective Messaging

By Insiders’ Club & Predictable Profits Academy Member, Tom Trush
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Here’s a strong example from Amazon that I’ve shared here before:

Notice how every element from the formula is included. In some 
cases, you see pieces of  the formula worked in several times.

Now compare the above advertisement with this one from WatchKit:

This piece introduces an idea, but it doesn’t create desire or offer a 
way to take the next step.

I included this example because it ties into the most common AIDA 
elements I see missing from advertising and marketing pieces: Desire 
and Action.
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S: Storytelling 

Stories are a way to slide under your prospects’ 
selling radar and create memorable experiences.

In 2009, a couple of  guys in New York ran an 
unusual experiment. Rob Walker and Joshua Glenn 
bought cheap trinkets at a thrift shop and hired 
writers to create stories about each item. They then 
posted the objects on eBay and shared the stories in 
the description sections.

The results were astounding…

A 99-cent snow globe brought in $59. A 25-cent egg 
whisk collected $30. Even a 59-cent flip-flop frame 
sold for $21.80.

In all, 100 items that cost $128.74 sold for $3,612.51.

Crazy, isn’t it?

The fact is, stories drive emotional value. People pay 
attention to stories. So, if  you’re not telling stories in 
your marketing, you’re overlooking opportunities to 
add significance to what you sell.

Of  course, the added bonus with stories is that 
they’re easy to remember.

Now, when it comes to writing stories, I like to 
remind myself  of  a quote from Frederick Buechner, 
a writer and Pulitzer Prize finalist.

His work primarily involves fiction, autobiographies, 
essays, and sermons. Yet he’s credited with saying 
what is essentially a complete copywriting course in a 
single sentence:

“They may forget what you said, 

but they will never forget how you made them feel.”

You see, not enough marketing pieces incorporate 
feelings, which are naturally fused into stories. This 
is such a silly oversight, especially when you realize 
emotions are the foundation for all buying decisions. 

Instead, most marketing touts items such as 
experience, superior customer service, and extensive 
capabilities. Again, though, you miss opportunities 
when you limit your message to these “givens.”

E: Escape the Expected 

In addition to generating leads and sales, your copy 
must also establish trust. To help demonstrate how 
you can create trust in your copy, let’s look at your 
experience with strangers. 

Ever notice how some strangers can quickly close the 
trust gap? Even though you just met them or were 
introduced to their product/service, you instantly 
feel a sense of  trust.

We’ve all experienced these situations at one point or 
another.

So, why does this reaction happen? 

When researching trust in marketing for my last 
book, one factor kept coming up in situations where 
trust gets established fast. It was almost as if  you 
could shortcut the trust process. 

All it involved was tapping a powerful emotion…

Surprise.

Simply put, go beyond what’s expected and 
trust often follows. Even better if  your surprise 
demonstrates you both share a common goal.

Let’s look at kids’ restaurant preferences as an 
example. The instant children enter the world, a 
mysterious power takes over their minds, causing 
them to shout “McDonald’s” every time you ask 
“Where do you want to eat?”

It’s hard to understand the appeal of  crappy burgers 
and processed chicken nuggets. However, study 
the situation from a child’s perspective and you 
understand the attraction.

You see, McDonald’s doesn’t just offer food — it 
creates experiences. There are the play areas… 
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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.

Cartoonish characters like Ronald McDonald… 
Product tie-ins to popular movies… And even a 
surprise toy inside each Happy Meal.

All these items combine to create an experience that 
goes beyond the usual food served at home or other 
restaurants.

Ever order shoes from Zappos? If  so, I bet you 
received them before the promised delivery date. 
The unexpected surprise likely left you with strong 
feelings for the company.

Fly Virgin Airlines? I guarantee your eyes were glued 
to the pre-flight safety video. 

Research shows that our brains are hardwired 
to gain pleasure from unexpected events. In fact, 
this desire is so strong that some scientists believe 
surprises and drugs have similar addictive effects on 
our brains.

Pretty crazy, right?

So, ponder your prospects’ expectations the next 
time you evaluate your marketing efforts - then work 
in ways to deliver a surprise.

Don’t Forget to Log Into Your 
Exclusive Members’ Area for More 

Tips & Resources!

http://members.predictableprofits.com
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The above question has 
been presented to our 
VP of  Client Success, 
Zach Burkes, many 
times over the last few 
weeks, so I thought I’d 
address it for you right 
here…

You see, while YOU 
might fully understand 
what you’re offering to 
your buyers…

And while YOU might think you understand 
what makes you different and better than your 
competitors…

…It may not be crystal clear to your readers.

For example, can you tell me what this person does?

^ This is an actual description from a marketing 
consultant. 

Now, it’s not my style to criticize my competition – 
just know this: if  it takes your reader more than 5 
seconds to figure out what you’re selling, you’ll lose 
them.

Secondly, if  you read your blurb aloud, and it 
doesn’t easily roll off the tip of  your tongue – it’s too 
complicated and won’t resonate.

Make it simple and easy to understand… Without all 
the jargon.

For example, compare the blurb above with that of  
One Shopping Cart:

It’s clear about what they do and what is unique 
about them.

So, while there are many, many ways to improve 
your online experience, start by making “what you 
do” crystal clear and obvious within 5 seconds… 

In your corner,

Charles E. Gaudet II 
Founder of  PredictableProfits.com

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: “I’m stuck and can’t figure out why I’m not getting as many calls as I should from 
my website, can you help?”

ANSWER:

A full service innovative solutions agency focused 
on non-profit management and growth solutions, 
startup launch and revenue development, strategic 
consulting and assessment, applied personality-
based branding strategies, and software solutions. 
We help you achieve your goals and dreams 
through seasoned thought leadership, revenue 
discovery, honed messaging, a focused image, 
profitable conferences and live events, and effective 
implementation of technology.
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THIS MONTH’S ACTION STEPS FOR DOMINATING YOUR MARKET

BUSINESS ACCELERATORS

1 2 3 4
WHY WAIT?

Too many 
entrepreneurs 

put off growing 
their businesses 

- tomorrow, next 
week, next year… 

Why not start now? 
Why not get a jump 

on your future?
(PAGE 1) 

THEY DON’T 
EVEN LOOK!
Excitement over 

email has changed 
drastically - no one 
is rushing to check 

every piece that 
comes in. Are people 

even opening your 
marketing emails?

(PAGE 2)

WHO’S TO 
BLAME?

Email isn’t as 
effective as it used to 
be. Are you pointing 
fingers because old 

strategies aren’t 
working… Or are 
you willing to take 
action to do what’s 

going to work today?
(PAGE 2)

SEGMENTS 
INCREASE 

TARGETING
Do you blast the 

same emails to every 
contact? The more 

specific you get 
with your messages, 

sending different 
emails to different 

segments, the better 
received they’ll be.

(PAGE 3)

7
COVER 

YOUR BASE
Use the BASE 

acronym to 
fine tune your 

messaging, 
ensuring you build 

an emotional 
connection and 

inspire action with 
every piece you 

send out.
(PAGE 6)

8
BE CLEAR 

ABOUT WHAT 
YOU DO

If  a website visitor 
can’t figure out - at 
a glance - what you 
do and what your 
offer is, they’ll just 

keep moving. Make 
sure you’re clear 

about who you are 
and what they can 
achieve with you.

(PAGE 10)

6
MORE MEDIA
To increase the 
visibility of  your 
message, move 

into new media! 
Explore retargeting, 
telemarketing, SMS, 

direct mail, and 
more to create new 
profit centers and 
build engagement.

(PAGE 4)

5
VALUE BUILDS 

RELATIONSHIPS
Are you pummeling 

your list with pitches? 
If  you deliver real 

value (not just sales), 
people will start to 
open your emails 

out of  curiosity. No 
value and they’ll stop 
paying attention…

(PAGE 3)
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We just announced a new member 
benefit for people who join The 
Predictable Profits Academy: a Slack 
Channel! When you join, you can 
ask questions about your business… 
Directly with Charlie… Every day.  
Membership is limited, email Zach@
predictableprofits.com for details.

Members Only Announcements

Insiders are proud to support:
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JANUARY

January 1st - Copyright Law Day

January 4th - Trivia Day

January 8th - Show and Tell Day at Work

January 11th - Cigarettes Are Hazardous to Your  
 Health Day

January 14th - Dress Up Your Pet Day

January 19th - Get to Know Your Customers Day

January 24th - Talk Like a Grizzled 
 Prospector Day

January 28th - Data privacy Day

January 30th - Inane Answering Message Day

1st - 7th - Diet resolution Week

5th - 8th - International Consumer Electronics 
Show

8th - 14th - Home Office Safety and Security Week

15th - 21st - Hunt for Happiness Week

22nd - 29th - Clean Out Your Inbox Week

29th - 4th - Meat Week

Book Blitz Month

Financial Wellness Month

Get a Balanced Life Month

International Creativity Month

National Mentoring Month

National Volunteer Blood Donor Month

JANUARY
WEEKLY OBSERVANCES

JANUARY
MONTHLY OBSERVANCES

• 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!
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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.

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.

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

  *NEW* Predictable Profits Academy    
A comprehensive and advanced training 
program for entrepreneurs and marketing 
leaders looking to create ever-increasing, 
predictable profits in their business. Contact 
Zach@PredictableProfits.com for details. 

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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EDITOR: Charles E. Gaudet II, CEO of  Managed Marketing, LLC

PUBLISHER’S NOTICE:

Managed Marketing, LLC expressly disclaims all warranties as to the contents of  this publication including, 
without limitation, the implied warranties of  merchantability, fitness for a particular purpose, and on-
infringement, and makes no warranty as to the results that may be achieved by using the information contained 
in this publication. Because this information can be used a variety of  ways to fit various business purposes, 
Managed Marketing, LLC will not be responsible for any damages (including, without limitation, indirect, 
consequential, special, or punitive damages) suffered or incurred by any person arising out of  such person’s use 
of  or reliance on this publication or the information contained herein.

All rights reserved. Reproduction of  translation of  any part of  this work beyond that permitted by Section 
107 or 108 of  the 1976 United States Copyright Act without permission of  the copyright owner is unlawful. 
Requests for permission or further information should be addressed to Managed Marketing, LLC.

Managed Marketing, LLC will pay $500 for evidence of  illegal photocopying, and/or electronic or fax 
distribution of  this newsletter that leads to a successful resolution of  a claim. Confidentiality is assured. Please 
contact legal@predictableprofits.com with this information.

Managed Marketing’s trademarks, logos, and service markets (collectively the “Trademarks”) displayed here, 
including, but not limited to: Managed Marketing ®, Predictable Profits ®, Profit Profile® and Charles 
Gaudet’s image and likeness are trademarks of  and used exclusively by Managed Marketing, LLC in the US 
and/or other countries. Nothing contained in these materials should be construed as granting, by implication, 
estoppels, or otherwise, any license or right to use any trademark displayed in this publication without the 
written permission of  Managed Marketing, LLC or such third party that may own other trademarks displayed 
here. Your misuse of  the trademarks displayed here, or any other content is prohibited. You are also advised 
that Managed Marketing, LLC will enforce its intellectual property rights to the extent of  the law.
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