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On the 2nd Wednesday of this month, Predictable Profits Academy 
Members gathered together to learn one of the most powerful marketing 
strategies you may ever come across... Especially when you consider 
its force can be felt within just 12 hours.

It’s called the 12x12 Strategy, and as of the time of this newsletter, 
it has averaged over $200,000 in additional revenue... Orchestrated 
with only 4 carefully written emails.

Before I get too ahead of myself, though, we’re at a time where I 
inevitably must provide a disclaimer: 

Results aren’t typical. I can only speak from my experience 
and my own results with this strategy. There’s no guarantee 
you’ll make money with this (or any) strategy. 

Moving on... 

I created this strategy back in 2012, and every time we’ve used it, 
we’ve benefited from a positive response. 

...And it’s been battle tested across many different industries. 

For example, we’ve seen this work:

• In the B2B space (where the client actually had to jump on the 
phone with a sales person to sign a contract - and it generated 
$210,000 in revenue in April of this year) 

• In the B2C space (where it generated $238,800 in total invoices 
just a couple weeks ago) 

We’ve tested this in financial education, health & fitness, selling 
to B2B agencies, and so forth.

So, as you sit here right now, I will explain everything to you in 
detail. I promise not to hold anything back. 

In the next few moments, you’ll learn why this strategy is so 
powerful, how it works, and I’ll give you a series of swipe emails 
to serve as inspiration for your own 12x12 strategy campaign. 

Who’s this for?

This works best for businesses that sell a high-ticket item 
(anything priced over $1,000) and enjoy a relatively high 
profit margin (this won’t work if your margins are paper thin).

It’s for businesses that have a database of prospects who are 
already familiar with who you are and what you do...
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And you must have a great product or service and a trusted 
relationship with your followers.

Now, as we get started, one of the first things people often ask 
me is: “What if I don’t have a product that’s worth over $1,000?” 

My response: 

Create a highly desirable offer or a bundle that can be worth more 
than $1,000. You’ll see why this is important shortly.

Let’s begin by explaining to you, at a high level, the features of 
the 12x12 campaign strategy. 

For starters, it’s called a 12x12 because it starts at 12 noon and 
ends at 12 midnight. 

At its core, it involves 4 emails.  

One email is sent out the day before the 12-hour event occurs - and 
3 emails are sent the day the 12x12 campaign is launched. 

We’ve tested various elements of this campaign, including fewer 
emails - and 4 emails is the magic number that produces the greatest 
results. 

(And, I’ll tell you, I hate sending a lot of emails - but as I’ve 
always said: “There are reasons and there are results, the only 
thing that matters are the results.”)

The most important thing to understand about this campaign: you’re 
not selling. 

What you’re trying to do here is come off as really, really cool 
- providing your prospect with a desirable offer that makes it 
easier for anyone to do business with you. When you do this right, 
you’ll create a buying frenzy among anyone who’s already familiar 
with what you do and interested in doing business with you, but for 
whatever reason, they just haven’t pulled the trigger (yet!).

The 12x12 campaign makes it easier to people to say “Yes” than it 
does to say “No.” 

Here’s how this works:

One of the biggest mistakes people make when they run a promotion 
(any promotion) is failing to give people a big reason “why” they’re 
running the promotion. 
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I can’t tell you how often I get an email from someone promoting a 
special “sale” - but if they can’t give me a compelling reason why 
they’re having a sale, it’s going to come off as simply “marketing.”

Now, a few years ago, someone gave me some designer athletic wear 
as a gift. It was a great gesture, but he didn’t tell me why he 
was giving it to me - only that it was a gift. While I appreciated 
it... In the back of my mind, I couldn’t help but wonder: 

“What’s the catch?”

In other words, if you don’t tell your potential buyers WHY you’re 
making them a better offer than they would ordinarily get on any 
regular day, they start to wonder why you’d be doing such a thing 
- and they might think: “There’s got to be a catch” or “You must 
be desperate.”

If you don’t give people a compelling reason you’re doing something 
nice for the, they’ll be skeptical because, generally, people 
aren’t use to others doing nice things without wanting something 
in return. Right?

So, in order to make this work, you must give people a legitimate, 
compelling, and rational reason you’re doing something to help them 
out. 

Again, you don’t want this to look like some B.S. excuse just to 
make a sale. It needs to come across as sincere because remember, 
we want our prospects to understand this offer is designed to help 
them get a better result. You’re coming off cool as a cucumber.

STEP 1

Step 1 in the 12x12 campaign is that we must give people a strong 
reason “why” you’re offering this limited promotion. Robert Cialdini, 
the best-selling author of “The Psychology of Influence” said: 

“Simply telling someone to do something or buy something isn’t 
as effective as giving them a reason as to why they should do 
it.”

So, we’re giving people a reason why we’re launching the 12x12 
campaign - and we’ve found the most compelling reasons fall within 
3 main categories:

1. Special Industry Related Holiday
2. Special Business Related Occasion
3. Within 7 Days After a Major Promotion
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In the Members’ Area, there’s a link 
to a calendar of events to help you 
brainstorm different (often unheard 
of) holidays. Understand, most of 
these dates won’t apply for you... 
However, I encourage you to look 
through and highlight those that 
are relevant to your business.

For example, we helped a client who 
works with attorneys to run a 12x12 
on “National Be Kind to Lawyers 
Day.” His message was “Because it’s 
National Be Kind to Lawyers Day, we 
wanted to show our appreciation to 
you too.” 

As you scroll down the calendar, 
you’ll see any number of holidays 
ranging from Home Office Safety and 
Security Week to Train Your Dog Month... From National Laugh and Get 
Rich Day to National Children’s Dental Health Month... Biodiesel 
Day... Mom & Pop Business Owner’s Day... Income Tax Day... World 
Telecommunications Day... And the list goes on and on and on. 

The calendar I’ve given you in the Members’ Area is composed of the 
most popular holidays - and of course, if you can’t find what you’re 
looking for there, do a quick Google search and I can practically 
guarantee you’ll find a holiday to match your market.

Again, we’re looking for a holiday that gives us a strong reason 
to do something different and offer an advantage to our clients. 

Obviously, if you’re selling something like “digital communications,” 
it wouldn’t make sense for you to run a 12x12 on National Slurpee 
Day... And I’ve seen people try to do this, saying something 
like: “In honor of National Slurpee Day, because Slurpees are my 
favorite, I thought I’d offer you this special deal...” 

...And then they’d say: “I don’t understand why this didn’t work 
for me?” 

To which I reply: “What the heck does a Slurpee have to do with 
your business?”

It must be relevant and believable.

The next category is a special business related occasion.
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Now, I believe in “Only work hard once,” and wherever possible, I 
like to have everything automated and systemized. When you have 
a holiday that runs every year, you can create the campaign once, 
automate it, and monitor it.

When you have a campaign like: “Because it’s our 20th anniversary 
in business,” you only have one 20th anniversary - so obviously, it 
makes it a little more tricky... But it can still be done.

Taking the 20th anniversary example, understand that you need to make 
this holiday about your prospect. So, how do you make a 20th anniversary 
a holiday about your prospect? Easy. You say something like: 

“We realize that we wouldn’t be where we are today without our 
customers and loyal followers like you. So today, because it’s 
our 20th anniversary in business, we’d like to do something 
special for you to show you a small token of our appreciation.”

Business anniversaries are a good time to run a 12x12.  

You could also do this automatically and systematically for people 
who are on your list - and you could run this for people who have 
been on your list for say, 3, 6, or 12 months, but still haven’t 
purchased a particular product. You could say: 

“Can you believe it’s already been 90 Days since you subscribed 
to our list? That’s great, and we’re grateful that you’ve 
put your trust in us - so to show you a special token of our 
appreciation, we’d like to do something special for you too.” 

Again, we’re giving people a compelling reason why - and that’s 
the secret. What can you tell people that demonstrates that you 
genuinely want to do something nice for them?

Then we have the 3rd category, which is to run a 12x12 campaign 
within 7 days after a promotion. I’ll explain how this works by 
giving you an example of how we applied it...

A client of mine was selling a program to traders. He had it priced 
at $2,495 or 6 payments of $497. He ran the promotion for 5 days 
and closed the cart. A week later, I asked him: “How many people do 
you think wanted to get into the program but couldn’t because they 
couldn’t afford it?” He felt there were many...

So, we ran a 12x12 to everyone who expressed an interest in the 
program but didn’t purchase - and instead of making them an offer 
for $2,495 or 6 payments of $497, we made them an offer for 12 
payments of $297. 



8   ©2017 Predictable Profits. All Rights Reserved.

INSIDERS ONLYFrom the Desk of Charles E. Gaudet II

Pay attention to what we did...

We made it easier for people to purchase by offering them a payment 
plan, and lo-and-behold - because we’re technically financing the 
purchase - if you multiply 12 x $297, that comes to $3,564. 

We receive “interest” (just as a banker would) for financing the 
purchase. If everyone pays in full (and the reality is that we 
know not everyone will pay in full - some people’s credit cards 
will expire, other people will stop paying etc.), we’ve effectively 
increased the average purchase price by 42.8%... So it’s worth the 
risk.

Did it work for my client? 

He brought in 35% more orders and almost $300,000 worth of revenue. 
That’s huge, and people were grateful that we made them an offer 
that made it even easier for them to get in.

So, as a reminder... 

Step 1: come up with a compelling reason why you’re offering a 
promotion. Again, three powerful options are:

1. Special Industry Related Holiday

2. Special Business Related Occasion 

3. Within 7 Days After a Major Promotion

STEP 2

Now let’s get to Step 2, the offer.

I’ve had the best results by simply offering a payment plan - and 
that’s why this works out well for more expensive product/services 
with a high profit margin.

Our best results come from offering people a 12-month payment plan. 
We’ve done this in two ways:

• Option 1: Offer a low 12-month payment plan with an interest 
payment 

• Option 2: Offer a 12-month payment plan without interest

I choose Option 2 over Option 1 when I’m somehow connected to them, 
or delivering a service spread over the next 8-12 months. I found 
that as long as your buyer is getting something from you every 
month, they’re happy to keep paying you. 
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If you deliver your product/service on the first month (and they 
don’t get any follow up afterwards) - by month 4 or 5, they start to 
wonder: “What am I paying for again?” That’s when you might start 
to see some of your collectables go down.

Because we know not everyone will pay in full within 12 months, I 
run my numbers assuming 70% of people will paying in full - and 
making sure that if only 70% pay in full, it will be worth it for 
me. Look, you know your customers and clients best. If you have a 
hard time getting people to pay in full on a 3 or 6-month payment, 
run your numbers a little differently.

Remember, payment plans are an awesome opportunity for people 
(who might otherwise not been able to get in because you were too 
expensive) to buy your product or service.

You’re lowering, if not eliminating, a friction point by making 
your offer more affordable.

Now, some of the people on your list can afford a 1-pay option, and 
will happily give you a single payment if you give them a strong 
enough reason why... 

So, I like to give people a 12-pay option, and if they chose to do a 
1-pay, they’ll receive an extra special bonus that’s rare, unique, 
or highly valuable.

For example: we have a client who sells a subscription. I suggested 
that if someone pays in full, they get an extra 6 months for free. 

...Or you could give people a discount if they pay in full to make 
it attractive enough to pay you right away. “Cash is king!” I 
always like to get paid up front.

...Or you could offer people who pay in full a special bonus that 
isn’t ordinarily for sale. 

...Or maybe give them a free 30 or 55-minute call with you, and so 
forth. 

You want the 12-pay option to be very attractive, and the 1-pay 
option to be even more attractive.

Notice that in most cases, instead of giving people a discount, I’m 
making it more affordable with an aggressive payment plan. Payment 
plans work out so well, I’d rather not discount and risk devaluing 
the product or service. 
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I want to be seen as a premium provider and I want our customers/
clients to focus on the value we’re delivering to them - not the 
price.

What if you can’t make a 12-pay work for you? 

That’s okay! Make it a 6-pay or a 3-pay if you have to... It might 
not be as effective as a 12-pay, but the key here is that you’re 
removing one of the friction points - and reasons people might not 
be doing business with you.

Feel free to test and experiment on your own. Again, I like the 12-
pay with an additional incentive to pay up-front.

STEP 3

So we know our reason why... And we know the offer we’re presenting 
to our potential buyers... Now here’s how we execute on the strategy:

The strategy takes place over 2 days. We have 1 day where we’re 
giving people a heads up, and immediately following, a second day 
where the 12x12 takes place. 

If you have a choice (like after a promotion or when you have a 
multi-day or week-long holiday), run it on a Tuesday-Wednesday or 
a Wednesday-Thursday. Ideally, you want to run your 12x12 on the 
days when you can expect the biggest response.

Mondays and Fridays are typically low response days. For Tuesdays, 
Wednesdays, and Thursdays you’ll (typically) get great responses. 
Maybe your results will be different... I encourage you to test. 
I’m only telling you my results.

For example, I prefer to send my announcement on Wednesday and run 
the 12x12 on Thursday.

I’ll send the first email at 12:00 noon. It reads something like 
this: 

SUBJECT: tomorrow

Hi {First Name},

I have something special planned for you tomorrow...

As you may know, {DATE} (DAY OF WEEK) is {HOLIDAY}.

So we’re doing something we’ve never done before.

Many folks missed their chance to get into my {PRODUCT/
SERVICE} because they needed a more affordable option.
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The program regularly sells for $XXXX. 

When I priced it at $XXXX, I felt that was more than fair...

Especially when you consider how {RESULTS}.

Yet even at that price, the investment was still a bit too 
steep for many folks.

I understand.

Look, when I got into the business of helping {WHO YOU ARE 
HELPING}, I decided price would never stand in the way of 
someone who was truly serious about improving their {SPECIFIC 
SITUATION}. 

So here’s what’s happening:

Tomorrow, in celebration of {HOLIDAY}, I’m going to make this 
as easy as possible for you in a way that I’ve never done 
before... 

I’m still working out all the details, and just wanted to make 
sure you received an early notice.

Watch for an email from me tomorrow around 12 noon (Eastern). 
I’ll have the details ready for you by then.

Sincerely,

{YOUR NAME}

P.S. Watch for an email from me around noon (Eastern) tomorrow.

With gratitude,

{YOUR NAME}

And that’s it. No link, no hype - nothing. You’re just making a 
public service announcement to let them know what’s coming.

Now, I feel the need to remind people that this is SWIPE. That means 
that I’m giving you this copy for inspiration. It doesn’t mean copy 
and paste it exactly as is to your email. 

Here’s why: if you do that (and other people see the exact same 
email coming from someone else), they’re going to see right through 
you. I can’t tell you how many times I’ve seen someone copy and 
paste our exact emails, send it to their list with a few simple 
changes in their name, and a prospect emails me to say: “Hey 
Charlie, here’s another guru stealing your copy.”
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Look, I’m making this as easy as possible for you. Use this for 
inspiration and make it your own.

So, that’s day 1.

What about Day 2?

At exactly 12:00 noon, you send this email:

SUBJECT: you don’t want to miss out on this (only 12 hours)

Hi {FIRST NAME},

Happy {HOLIDAY}!

As promised yesterday, we have something special for you...

You see, {CUSTOMERS/CLIENTS} tell us the biggest advantage 
our {PRODUCT/SERVICE} brings to their {COMPANY/LIFE} is the 
ability to {INSERT UNIQUE ADVANTAGE POINT}.

As such, {EXAMPLE}, in as little as 90 days. 

Yet, the reality is, not all {PEOPLE/BUSINESSES} can afford 
to make the upfront investment needed to get started. 

We understand...

...But we also don’t want cost to be the limiting factor that 
keeps you from {DESIRED CHANGE}. 

So here’s the deal:

Today only, in honor of {HOLIDAY}, we’re offering our most 
aggressive payment plan ever:

We’ll stretch out your payments on {PRODUCT/SERVICE} for a 
full 12 months, with no interest.

In effect, starting today, you can {INSERT DESIRED RESULT} at 
the lowest payment ever offered. 

You just have to let me know you’re interested by midnight ET 
tonight. 

When you consider that {RISK REVERSAL GUARANTEE}, you can 
understand why this is such a good deal.

Again, though, today is the only time we’re allowing a 12-month, 
no-interest payment plan. Simply reply back, and I’ll make 
sure you get the deal when you sign up for {PRODUCT/SERVICE}.
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And here’s something else (today only):

If you move forward on any {PRODUCT/SERVICE}, and decide you 
want to pay up-front in full, we’ll throw in a {BONUS} valued 
at ${XXXX} at no extra cost. 

Are you interested?

Just schedule a time to talk with us using this link. 

Let me know.

{YOUR NAME}

P.S. If you need a reminder of what {PRODUCT/SERVICE} can 
do for you, here are the details. However, the only way to 
take advantage of this offer is to schedule a call with us by 
midnight tonight.

When I say midnight tonight - it isn’t an offer I want to drag out. 
I want to condition my list to understand that when I give them a 
time or date, I mean it. That means I don’t send this offer the 
next day, etc.

Because I don’t like to go to bed at midnight, I might leave the 
cart open until the next day or use a service like DeadlineFunnel.
com to automatically redirect a page to a sold out page. 

If you don’t stick to your word, though, you might get away with 
it once (maybe even twice), but eventually people will catch on.

Now, does that mean if someone replies back the next day, I’ll 
tell them to go pound sand? Well... as long as it’s not a limited 
quantity, I’ll generally make some exceptions - but I don’t want to 
promote the same offer 3 days down the road. Okay?

Let’s get to email 2.

We sent email 1 at 12:00 noon Eastern. For email 2, we’ll send 
anytime between 4pm and 6pm. It’ll generally read like this:

SUBJECT: Clarification from earlier (please read)

{First name},

Just to further explain my earlier email (included below)...

You don’t have to purchase your {PRODUCT/SERVICE} today. 
We’ll set up a time to talk and figure out all the details 
based on your {PERSONAL/BUSINESS} needs.
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I just have to know before midnight ET tonight that you’re 
interested in the 12-month, interest-free payment plan. 

Today is the only time we’re offering this option. Our typical 
payment plans last only 4 months - so we’re really stretching 
out the timeframe today (to 12 months, interest-free).

Again, this is a special deal just for {HOLIDAY}.

So just hit reply before midnight if you’re interested...

Also, in case you missed it, the email from earlier today is 
included below.

With gratitude,

[INSERT ORIGINAL EMAIL]

Of course, if you’re promoting a product or service, that changes 
the email because you want them to purchase today, so you might say 
something like: 

SUBJECT: 6 hours left

{First Name},

Let me cut to the chase.

You have just 6 hours left to join me in the {PRODUCT/SERVICE} 
at the lowest rate ever.

If you haven’t joined me yet, it’s possible:

a) You already {ACHIEVED RESULT}

b) You’re not {DOING THE ACTIVITY OR INTEREST IN RESULT}

If your answer is “none of the above,” the simple fact is, 
{PRODUCT/SERVICE} gives you the greatest probability of 
success - and the {INSERT UNIQUE ADVANTAGE POINT}.

It’s the formula {I / CLIENT/ CUSTOMER EXAMPLE} used to 
{INSERT ULTIMATE RESULT}.

For only the next 6 hours, you can take full advantage of 
{PRODUCT / SERVICE} and all the {FEATURES} for just 12 payments 
of $XXXX.

It’s the most affordable payment option I’ve ever offered.

Again, I want to do everything possible to make sure you 
{INSERT DESIRED RESULT}...
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All you have to do is sign up before 12 p.m. ET tonight.

Click here and you will be taken directly to the checkout 
page.

Sincerely,

{YOUR NAME}

P.S. At just $197 for 12 months, you can get started {EXPERIENCE 
RESULT}.

At this monthly price, access to the entire {PRODUCT / SERVICE] 
is affordable for just about anyone.

P.P.S. If you need a quick reminder of everything that’s 
included in {PRODUCT/SERVICE], click this link for the full 
details. The 12-pay isn’t available on that page -- so use 
the link above. 

That’s a different approach, but you can see where I’m going with 
this... 

Then at 9:00pm, we send that last and final email. In the final 
email, it’s a very soft reminder (and where you thank people for 
sticking with you through the series of different emails you sent 
them).

Here’s an example of what you might write:

SUBJECT: thank you (last chance)

Hey {FirstName},

Just wrapping up for the evening and I wanted to thank you.

You received several emails from me during the last couple 
days.... 

This, of course, isn’t normal.

I just believe the benefits {PRODUCT/SERVICE} offers are 
critical to changing your {LIFE/BUSINESS}...

...Whether you’re {DESIRES}.

And at just $XXX for 12 months, exclusive access to this 
{PRODUCT/SERVICE} is an incredible deal. 

Your time to take advantage of this exclusive invite, though, 
is running out fast.
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After midnight ET, the only way to get these valuable resources 
is by paying the regular rate of $XXXXXX

-> This is your LAST CHANCE to get started for just $XXX.

With gratitude,

{YOUR NAME}

So, those are the emails - simple, sweet, and incredibly powerful.

One question I get all the time is: “Charlie, why is this only 12 
hours?”

That’s a great question. The reason is because we’re forcing 
people to make quick decisions and not procrastinate. People are, 
inherently, procrastinators. If you give people the option to drag 
their feet, they will.

We’ve tested this sequence using 12 hours, 24 hours, and 48 hours. 
Inevitably, the 12-hour promotion out pulled all three. Again, it 
forces people to take action.

The next question is: “How many times a year can I run a 12x12 
strategy?”

In my opinion, I wouldn’t run it any more than twice a year to the 
same prospects. Spread it out maybe once every 4-6 months, and/or 
run it different times to different segments of your list.

If you run it more than once a year, try different reasons. If you 
run it once because of a holiday, do it again with a business event 
or coming off the back of a promotion.

The key to this strategy working is that people feel like you’re 
helping them - that you’re running this promotion for their benefit, 
and you’re not simply trying to sell more of your product or 
service.

Remember, to make this work you must:

1. Have a compelling reason why you’re making them an offer (tied 
to a holiday, business event, or right after a promotion)

2. Make them a compelling and exciting offer

3. Send 4 emails - 1 email the day before the event, 3 emails the 
day of the event. Each email is designed to tell them why, make 
them aware of the offer, and remind them of the unique advantage 
of your product and service.
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The 12x12 starts at 12 noon and ends at 12 midnight, and that’s it.

It’s an awesome, awesome promotion when you do it right. It’s made 
my clients and I a lot (and I mean a lot) of money - more money 
we’ve ever made in any 12-hour period.

But again, you have to make the offer attractive and exciting. Give 
a compelling reason you’re doing it. When you do it right, this 
will be one of the top strategies in your toolbox.

Create the strategy, AND very important, remember to “only work 
hard once.” Once you have this done, systemize it! Build a campaign 
around it, put it in your calendar, and set it up in your CRM so 
all you have to do it push a button and let it run.

Good luck, enjoy it, and I wish you the most success with this 
strategy.

Until next month... 

With gratitude, 

 

Charles E Gaudet II 
CEO & Founder of Predictable Profits 
Author of “The Predictable Profits Playbook”
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