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Long-time members will notice this month is different.

A different look. A different feel. And yes, different content.

This may come as a shock for those who have been loyal subscribers 
since its first publication in 2012!

You see, the executive decision was made to forego the professional 
design elements and eliminate the whiz-bang graphics - and replace it 
with a “presidential briefing” style message.

“Why?” you might ask.

One word: simplify.

Rather than load each newsletter with ideas, tips, strategies, and 
techniques - enough to make any ordinary person’s head spin - we’ve 
decided to focus on ONE big idea. ONE big strategy. ONE big technique 
proven to drive home BIG results.

There’s a Russian Proverb that states:

“If you try to catch two rabbits, 
you will not catch either one.”

^ I recommend reading that quote again.

You see, at Predictable Profits, we’re in the business of helping 
entrepreneurs like you take their businesses to the NEXT level. Against 
my natural desire and tendency to give you everything I can, I’m only 
now realizing that forcing you to “drink from the fire hose” only does 
you a disservice.

So starting today, we’re simplifying.

...And it’s not just simplifying the newsletter. We’re simplifying 
EVERYTHING we do in our business.

That means a few things for us:

#1 - Done is better than perfect 
#2 - Eliminate all distractions 
#3 - Do ONE thing at a time

Let me explain...

Kevin Hallenbeck, principal of Sandler Training said:

“Charlie has an amazing ability to understand complex marketing 
challenges, to find the key selling points, and then to put it all 
together in a highly effective marketing campaign.”
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You see, there are a number of “key selling points” you can take 
advantage of inside of any marketing campaign.

And each time you drill down into one of those “key selling points,” 
you have the potential to increase conversions.

For example, you can take a simple email sequence and radically improve 
performance by segmenting according to: 

Where they are in the buyers’ cycle...

What they purchased... 

When they last purchased...

Whether or not the clicked the email...

Whether or not they’ve watched the video (and by how much)...

And you could go on.

The problem is that you could theoretically create more combinations 
than a Rubik’s Cube - and the more complicated you make it in order 
to develop the “perfect marketing funnel,” the longer it takes you to 
get your results...

I took the time and created the “perfect” marketing funnel, and 
DOUBLED the conversions of the “simple” marketing funnel,  generating 
over 7-figures in revenue. 

I was excited. 

UNTIL... 

I realized it actually cost me more money in opportunity, waiting 
months until everything was “perfect” before we launched it.

We missed many sales opportunities by not getting a “good enough” 
funnel out the door FIRST (while we were building the bigger, badder, 
more profitable version).

Let me explain.

Pareto created the concept called the 80/20 rule (I’m sure you’ve 
heard this 1,000,000 times before).

“80% of your results come from 20% of your efforts.”

It’s true.

But this is not the Pareto Rule...
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Rather, this is a new “get it done” Gaudet Rule.

It reads: “Do the first 80% and consider it 100% done.”

Dan Sullivan of Strategic Coach said obsessing over perfectionism 
ultimately paralyzes our ability to get shit done (of course, I 
paraphrased - but you get the picture).

Remember this: 

“Success is about doing the right thing 
(not about doing everything right).” 

~ Gary Keller

If you wait to get things 100% “perfect” before you consider it 
“done,” it’ll take you twice as long - and you’ll inevitably halve your 
productivity, halve your revenue potential, and halve your results.

The rule “Done is better than perfect” states that as long as our first 
attempt is 80% close to perfect, it’s good enough.

This allows you to get things done quickly.  

Initial results will provide you with metrics and information, allowing 
you to go back to the project armed with data to make the next iteration 
even better.

In the product development world, there’s a concept called MVP (Minimum 
Viable Product). It’s a concept suggesting that before you spend too 
much time, money, or capital on any one product in an attempt to make 
it “perfect,” put an MVP out there to see what’s working and what’s 
not - so you can make the next iteration that much better.

In the marketing world, we called it MVF (Minimum Viable Funnel). 
Before you spend too much time or effort on any one marketing funnel, 
put out an MVF to see what’s working and what’s not.

(In fact, at some point soon, I’ll show you our “secret sauce” for 
turning any losing sales and marketing funnel into a profitable funnel. 
That’s another “ONE Big Idea” we’ll save for another issue.)

After your MVF, go back to the project and get the next 80% done on 
version 2.0.

Rinse and repeat.

You’re constantly focusing on getting shit done and striving for 
improvement.

Tony Robbins calls the concept C.A.N.I.
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Constant And Never-Ending Improvement

That’s how you get the maximum results with the shortest amount of 
time and effort.

(I only wish it didn’t take me 39 years to figure this out on my own... 
Had I figured this out earlier, I’d be writing to you from a penthouse 
condo in the Cayman Islands (where I was 2 weeks ago) rather than 
sitting here in the dark, frreeeezzzzzingg my ass off and without the 
simple luxuries in life - like the internet. More on this story next 
month.)

So today, I want you consider:

What specific actions are necessary for you to complete your 
Minimum Viable Funnel? What are the most important steps to make 
it 80% done? 

Next, Rule #2: eliminate all distractions.

I used to pride myself in my ability to multitask. Heck, because of my 
learning disabilities (and my supposed inability to focus), the doctor 
even told me I am a natural multitasker. I accepted that as a truth. 

Basically, I let someone with a fancy white lab coat and an overpriced 
Ivy League degree give me permission to multitask, and because of 
that, I never thought to question whether or not she was right.

That was my first mistake (I’ve since managed to find ways to teach 
myself how to learn and “self-medicate” using a number of natural 
sources after the doctor accidentally overmedicated and nearly killed 
me).

It wasn’t until I read the book “The One Thing” by Gary Keller that 
it dawned on me...

Multitasking is NOT helping you become more 
productive. On the contrary, it’s hindering your 
ability to become more productive.

It’s true.

Keller used the example of a computer.

Let’s say you have one of those brand new iMacs 
or PCs.

When you first turn it on and fire up just one 
program, wouldn’t you agree that your computer 
works pretty fast?
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Now, what happens to your computer as you start to open up more and 
more programs?

Ultimately, the more programs you open, the slower your computer 
begins to run. Right?

Why?

Because your computer runs off of a “Central 
Processing Unit” - otherwise known as the 
CPU. It’s the brains of the computer, and is 
responsible for carrying out the instructions 
of a computer program.

Your brain is YOUR CPU.

The more programs you have tapping your brain, 
the more processing power it requires, and 
the slower your productivity.

By eliminating all distractions and focusing in one just ONE thing, 
you’re able to get more done.

That means blocking “focus time” in your calendar. In my world, I 
prefer to block 9am-12pm Monday-Friday as focus time, and at least 1 
full-day of the week.

Focus time (or as some people are known to call it, “magic time”) is 
time I spend working ON my business, not in my business.

During your magic time, shut the door to your office, turn off all 
email notifications, snooze Slack, and put your phone on vibrate.

This practice has become so effective for me, I started shutting off 
my email during the day and only check it in the morning, at 11am, and 
again around 4pm.

Most of the time, I only respond to client emails Tuesday, Wednesday, 
and Thursday... And 90% of my emails go unread until Friday. I don’t 
answer my own phone and rarely accept any unscheduled calls.

The only people who have more regular access to me are my direct team 
and Predictable Profits Academy Members who have access via Slack.

That’s how I get so much done in a week. Guaranteed, I get more done 
in one week than most people get done in two. Easily. But it wasn’t 
always this way... It started AFTER I figured out the formula I’m 
sharing with you today.

Eliminate distractions while managing and protecting your own time.
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Next, Rule #3: do one thing at a time

Keller’s book “The One Thing” really hit home with me, and changed the 
way we do business.

It also hit home with Zach (one of our rock star team members):

You see, members of the Predictable Profits Academy know that there 
are many, many, many overlooked and untapped profit centers that exist 
- right now - in their businesses.  

In fact, by month 3 in the Predictable Profits Academy, they likely 
have a binder so full of potential notes and opportunities it could 
break a camel’s back.

On one hand, it’s great that they have so many options to grow.

On the other hand, if they try to tackle them all at once, they may 
never get them done. That’s why it’s important to put your stake in 
the ground, take one idea, one technique, one strategy - and put it 
into action before you move onto the next one.

Simply getting one thing done first allows you to accomplish bigger 
things next.

Keller explains this point using dominos.

He describes how a single domino is capable of bringing down another 
domino that’s actually 50% larger (a concept he borrowed from Lorne 
Whitehead in a 1983 article found in the American Journal of Physics).

It’s a concept called geometric progression.
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Few people understand the implication of this...

When you start with just one half-inch 
domino... And knock down one at a time, 
each one 50% larger than the previous 
one... By the time you’ve reached the 
18th domino, that domino would be as 
tall as the Leaning Tower of Pisa!

The 23rd domino would be as tall as the 
Eiffel Tower!

The 31st domino would be taller than Mt Everest by 3,000 feet!

The 57th domino would bridge the distance between the earth and the 
moon.

To take your business to the next level, you can easily do the same 
thing too.

It starts by getting ONE “little” thing done before moving to the next.

For example, your “One Thing” might be to optimize the email opt-in 
conversion on your website.

You can do this by testing:

• Moving the opt-in box from the right hand side of your blog to the 
left hand side (this DOUBLED my 
opt-ins over the last 8 months)

• Adding an “exit intent” popup (this 
is a pop up that shows up AFTER 
someone decides to leave - Sumo.
com has a great tool for this)

• A “content upgrade” (this is an area 
you can embed inside of your blog 
posts - one a few paragraphs into your 
content and another at the end of your 
blog.)

• Adding a button-style opt-in to your 
menu bar [below]
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And of course, you can test your call-to-action (and a million other 
variables).

Put your stake in the ground. Eliminate all distractions and make your 
“80% plan” for whatever it is you decide to tackle.

You see, if all you did was increase your opt-ins by a mere 20% (and 
that’s pretty easy to do if you take some of the examples I gave you), 
you have:

20% more opt-ins...

More opt-ins means more sales...

More customers means more repeat business...

More repeat business means more potential referrals...

And the list goes on.

One small domino allows you the opportunity to get bigger results.

Sincerely,

     

 
Charles E Gaudet II 
Predictable Profits

P.S. Before Donald Trump became President, he told his staff a secret 
during a private conversation he had in an elevator at Trump Towers. 
It’s the little-known secret that helped Donald Trump recover from his 
past financial trouble and skyrocket to billionaire status.

I didn’t need a Russian spy to get my hands on this information - 
it just so happens that I know someone who has a certain skill for 
eavesdropping. He told me Trump’s secret, and after that, everything 
made perfect sense for me.

In fact, we just started putting this secret to use earlier this year 
and it’s already made a huge difference - just as I suspect it’ll make 
for you.

Stay tuned next month and I’ll tell you exactly what it is...
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