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

Continued on page 2

Quotes
“Before you create any more 
‘great content,’ figure out 
how you’re going to market it 
first.” – Joe Piluzzi

“No matter what, the very 
first piece of social media real 
estate I’d start with is a blog.”   
– Chris Brogan

“If everyone is thinking 
alike, then somebody isn’t 
thinking.”  – General George 
Patton

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!”
    

May 2015

FINALLY! It feels like summer is 
right around the corner. Trees are 
full of leaves… frogs are abundant… 
and the kids can hang up their 
winter boots in lieu of flip flops. 
Outstanding!

It’s been a great month for me, my 
clients, and my Insiders - who have 
celebrated some great new victories 
over the past few weeks.

…so it’s still a little surprising to 
hear rumblings of “this-and-that” not 
working anymore.  

For example, at least 6 people have 
told me this month that “$2,000 
products aren’t selling anymore” (last 
week, we orchestrated a marketing 
campaign that sold $500,000 in 5 days), “video marketing is dead” (odd, because we 
sold $131,274 of a $297 product this month too)… and the list goes on.

What’s the difference between my clients and everyone else?

We play for the long-term, believing that all communication must deliver value, not 
just hype.

Here’s a typical example of an email marketer who, I presume, must be thinking that 
“email marketing is dead.”

The funny thing about this email is that it comes directly from a marketing company 
(you’d think they would know better). The image at the top of his email doesn’t 
show… there are 3 different fonts… grammar mistakes… and the mail merge 
included my middle initial. I didn’t even touch upon the poor copy – didn’t have too… 
This has “spam” written all over it.

The Place Where Entrepreneurs Come to Grow Their Business™
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You see, back in the day of direct mail (which is still 
popular, by the way), marketers spent hours carefully 
crafting their letters, double and triple checked 
everything, and intelligently tested their messages in 
small batches before blasting it out to the masses. 

Why?

Because it cost them too much money to send a 
letter that didn’t work.

Email came along, and because of the near zero-cost 
distribution… people began to prefer speed over 
quality.

Unskilled and poorly trained marketers wrote emails 
as quickly as they could, and because the market 
allowed, they still made money (albeit far less than 
they could if they were smart).

Then things 
changed…

With all the 
noise and 
competition in 
the marketplace, 
unskilled 
marketers 
stopped getting 
the results they 
were accustomed 
too. Excuses and 
finger pointing 
became rampant, 
and the echoes of 
“email marketing 
is dead” starting 
filling the air… 
In reality, though, 
you and I both 
know what the 
real problem was:

Poor strategy.

We knew the 
time would come, 
and finally, the 
cream (like you 
and I) is finally 

starting to settle to the top - while everyone else sits 
dumbfounded, wondering what the heck is going 
on…

We’ll see poorly trained marketers falling by the 
wayside, thinning out the marketplace to make room 
for the strategic marketers.

It’s an exciting time to be a strategic marketer. This is 
good news for you…

That’s my rant for today – enjoy this month’s 
newsletter :-)

With gratitude,

The Place Where Entrepreneurs Come To Grow Their Business™

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

http://www.PredictableProfits.com


3

How To Win The Battle 
For Market Dominance

By Charles E. Gaudet II

One of my multi-million dollar Platinum Coaching 
clients said to me, “Charlie, I know this sounds crazy, 
but we’ve grown so fast, we’ve lost knowing what 
business we’re in. Can you help us?”

This is one of the distinguishing factors secretly 
driving those 8, 9… even 10-figure companies that 
goes unseen by many 6 and 7-figure businesses.

Google, Apple, Netflix, Amazon, Microsoft, 
Facebook, and many others have figured it out.

It doesn’t require you to spend any money to put it 
into action either…

…and is generally far more powerful than any 
traditional marketing strategy on the planet…

…and sets you up for winning a marathon (not a 
sprint).

We call it The Commander’s Intent (I created a 
presentation and gave it to you in your Insiders’ 
Members-Only website - I encourage you to watch 
it).

Briefly explained, The Commander’s Intent is your 
“ultimate win,” your “desired destination.”

It’s a term taken from the military, defined as: 

“Commander’s Intent manages to align the behavior 
of soldiers at all levels without requiring play-by-play 

instructions from their leaders.”

Chip and Dan Heath have written about this in 
their best-selling book “Made to Stick” – and we’re 
taking it further.

You see, the whole reason I’m writing this article 
is because it satisfies the Commander’s Intent for 
Predictable Profits.

Let me explain…

Tactically, we position Predictable Profits as the 
company empowering growth-minded entrepreneurs 
with strategies, techniques, and ideas for rapidly 
creating an ever-increasing and predictable source of 
profits.

But Strategically, we’re in a slightly different 
business… 

Strategically, we are in the business of providing 
small businesses with a competitive edge.

The strategic element represents our Commander’s 
Intent.

If I didn’t believe this article would satisfy one of the 
objectives of our Commander’s Intent, you would 
never have seen it.

Back to the military for a second…

Tactically, the Officer gives orders to the troops by 
detailing what targets must be destroyed, and how to 
do it with minimal casualties. Strategically, it may be 
to bring peace to the region. See the difference?

Let me show you a recent example of how powerful 
this strategy is for dominating your market…

Perhaps the best example I can give you is Amazon.

Their Commander’s Intent is:

We seek to be Earth’s most customer-centric company 
for four primary customer sets: consumers, sellers, 

enterprises, and content creators.

Reaffirmed in their 2014 letter to their shareholders, 
Jeff Bezos said Amazon has a customer obsession.

Everything is designed around delivering the 
fastest, most convenient, easiest, and most enjoyable 
experience possible. They’re always asking themselves 
The Growth Factor question: what else can we do to 
provide our customers a greater advantage, benefit, 
value, and experience to get them closer to the ultimate 
result they are after?

The Place Where Entrepreneurs Come To Grow Their Business™
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And it’s because of this relentless obsession with 
their Commander’s Intent that they just announced 
a genius joint venture with JetBlue…

…giving customers a greater advantage, more 
convenience, and a better experience.

My brother once worked for Amazon, and shared 
with me that the company would spend MILLIONS 
of dollars developing a technology for increasing the 
speed of their websites and mobile applications by as 
little as 1/10 of a second! Why? Because the faster 
the service, the happier the customers.

You might remember, from a past issue of the 
Insiders’ Club newsletter, where I told you that 
Amazon automatically credited my wife (without her 
making the request) with the purchase of a movie 
she made, just because they detected a problem 
with the streaming of the video on her device. 
This is an example of them working to satisfy their 
Commander’s Intent.

Now, many folks look at Google as a search engine. 
Tactically, that’s what they are best known for…

But strategically, Google is different.

 

Their Commander’s Intent is to organize the world’s 
information…

That’s why they bought Nest, a leader in home 
automation.

…and also why they’ve also acquired companies 
in: customer relationship management, online 
advertising, blogging, image organizers, traffic analysis, 
map analysis, web analysis, social networking, mobile 

browsing, broadband internet access, software, video 
sharing, VOIP, gaming, mobile, etc.

You see, how you’re positioned tactically drives your 
marketing message… It’s the ruby red exterior of your 
Ferrari… But the muscle, power, and competitive 
edge of your business come from what’s driving your 
company… That’s your Commander’s Intent.

Take a moment and ask yourself:
• Tactically, what business am I in?
• Strategically, what business am I in?

You see, if Facebook just thought of themselves as a 
“social network,” they would have fallen by the side 
of companies like MySpace - who became victim of 
having tunnel vision and a weak Commander’s Intent. 
Facebook’s intent, on the other hand, is to give people 
the power to share, and to make the world more open 
and connected. That’s why Facebook offers mobile 
versions, video chatting, Messenger, and a slew of 
other technologies in the works.

If I thought of myself as just a “marketing 
consultant,” I’d be limited to spreading different 
ideas and strategies for growing a business... Instead, 
because I’m the guy who’s giving small business 
owners a competitive edge, it opens the doors to 
many opportunities beyond marketing consulting…

Opportunities like finding, developing, managing, 
and training of a sales team for a client – just last 
month alone, this brand new venture grossed over 
$40,000 for our client, and with new hires and a plan 

in place, we’re 
expecting this 
to grow into 
an 8-figure 
operation.  

As Tony Robbins says, “Success leaves clues.”

There’s a reason why 8, 9, and 10-figure companies 
take the time to consider the strategic direction of 
their business. Google’s not just a search engine - 
they are “simplifying the world’s information.” You’re 
not just in the product/service you sell… You are 
something bigger.  

So… what are you?

The Place Where Entrepreneurs Come To Grow Their Business™
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The 5-Day Strategy That  
Brought In $131,274

By Charles E. Gaudet II

Earlier in April, I coached a client for a quick, 5-day 
marketing promotion for his information business. 
  
Now, with all marketing, there’s a saying only 
admitted by the pros. It goes, “everything works and 
nothing works.” In other words, no one walks on 
water - and even the “gods of marketing” get served 
a slice of humble pie more often than they care to 
admit.

I add that as a disclaimer, because when you see 
the results of this campaign, you’ll want to dive 
right in. I urge you, however, to start small… test 
it… and once it’s proven itself, develop a plan for 
systematically including it as an integral profit center 
for your business.  

The key to every campaign is testing and 
tracking.

…I’ll shamelessly continue to remind you of that 
message for as long as I live.

Moving on…

The product my client was selling was a live virtual 
workshop (which would be recorded and sold as a 
future product), priced at a mere $297. It was easily 
worth double – and the next go-around, we will test 
a higher price point.

Even at just $297… in 5 days, the campaign 
produced $131,274.

To put it into perspective, we made them more 
money in 5 days than all the money they made in the 
prior month. 

We created a stampede… In fact, it created such a 

buying frenzy that my client and his team literally 
broke out in laugher with disbelief.  

It. Was. Awesome!

And because it yielded such great results, as an 
Insider, you have access to the details.

To start with, we marketed this product exclusively 
via email, and drove all traffic to a carefully scripted 
15-minute video presentation. 

Here’s the 5-step formula we used for the 
presentation:

Step 1: LIVE On Camera Introduction 

During this intro, immediately start with a hook by 
answering the questions:

• Why should I pay attention to this video?
• Why is it important that I watch the video 

right now?
• What is the one big benefit I get for watching 

the video?

You want to build in a hook at the beginning of 
the video, something to captivate your audience 
and pique their curiosity - so they’ll stay to the end 
and watch the entire video (we’ll review hooks next 
month).

Estimated length: 90 seconds – 3 minutes

Step 2: Establish Credibility

Briefly review and display the results of your latest 
application/use of this product and service. You’re 
showing these results so your prospects understand 
that you’re not just the provider of these products/
services, you’re also a user.

(This was a big advantage to the Hair Club for Men 
commercials that ran for years, remember? “I’m not 
only the President. I’m also a customer.”)

The Place Where Entrepreneurs Come To Grow Their Business™
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From there, quickly highlight any awards you’ve 
received, show images denoting credibility (such as 
you speaking to an audience, books and/or articles 
you’ve published, endorsements, etc.). Review these 
very swiftly.

Step 3: Product/Service Review

This is where you want to put the product/service 
in your customers’ hands (so-to-speak). Essentially, 
you’re guiding your prospects through a virtual 
test drive of your product/service in a way that’s 
educational (not salesy).

Instead of highlighting all the cool navigation 
features in the new model, just show them how to 
use it! Share little-known tips and tricks for getting 
maximum results.

The trick with the product/service review is 
the educational element – you’re giving people 
something of value, something that will get them 
to mentally say, “wow!” Your review should get 
prospects excited, and make them feel empowered by 
obtaining special knowledge and insight.

This section is NOT a sales pitch.

Give tips, ideas, tricks, strategies, systems, and 
techniques that the majority of your viewers have 
not heard before.

Estimated length: 7 seconds – 10 minutes

Step 4: The Transition

Right before you go into the sales pitch, you want 
to transition in a way that makes the sales sequence 
seem natural.

If you did a good job with Step 3, you already have 
people “bought in” to the idea that their lives would 
be richer, healthier, better, sexier, easier, more free, 
etc. with your product/service – now they want more 
of you.

Because you’ve already created interest and desire, 
you don’t need to “sell” them anything, but instead 
make them an offer.

A nice transition is, “Of course, there’s much more to 
this <<PRODUCT>> than I can include in a quick 
tutorial, so let me share with you an <<additional 
resource/another way to get the full experience>>…”

Estimated length: 30 seconds

Step 5: The Offer

Now we show the image of the product or service, 
and immediately let them know that it’s how they 
can get all the benefits you covered in the video… 
and more.

Tie the offer in with an emotional benefit: “Now you 
can complete your bookkeeping with the confidence 
of knowing exactly how much inventory is sitting 
in your warehouse, so you don’t accidently make an 
embarrassing mistake that costs you thousands.” 

Review the benefits and the unique advantage 
your product/service provides for those who take 
advantage of your offering. 

Review everything your customer will receive and 
tell them how to order – i.e. “Getting access to the 
<<PRODUCT>> is as simple as clicking the button 
below.”

Repeat your call to action 3 times.

Tell them why it’s important to take action now, and 
why it’s not smart to wait.

Give them an incredible risk-reversal guarantee.

Limit the offer either by quantity, price, or 
availability.
Finish up with a call to action.

Estimated length: 4-7 minutes.

When it’s time to make the video live, employ these 

The Place Where Entrepreneurs Come To Grow Their Business™
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additional tips - we’ve found them to increase conversion rates:

• Hide the “buy now” button under the video until you present your offer. Only hide the “buy now” button 
the first time someone visits the sales page. On subsequent visits, the “buy now” button should show up 
right away.

• Display a phone number on the order form.
• Repeat the offer, in bullet pointed text and using an image, on the order form.
• Speak quickly during the presentation.
• Include a FAQ section under the video and under the “buy now” button. Display the FAQ with the buy 

button.  

We hosted the video using Wistia so we could watch and track the amount of time people stayed and watched 
the entire video. The sales page was created and hosted using LeadPages.

The email sequences went like this:

5 emails in 5 days, segmented by people who clicked and people who did not click on the emails they received.
On day 5 - while the schematic above calls for 1 email on Day 5 - I chose to send a second “final chance” email. 
This was a good decision, as an additional surge of orders came with that last call to action.

The themes of the emails are as follows:

• Day 1: The Problem
• Day 2: The Solution (Discussion of Results/Performance)
• Day 3: Examples of the Product in Practical Use (Case Study, etc.)
• Day 4: 24 Hours Left – Highlight What Prospect is Getting
• Day 5: Last Chance

Now that we have a proven campaign, the next step is to systematize it (using automation strategies found 
inside of Infusionsoft), and sell this product on an evergreen basis… opening up another profit center, another 
spoke in our “Money Wheel,” and leveraging our time to build on this strategy for creating even more sales and 
profits!

As you try this strategy for yourself, please share your results and tips… Now go get ‘em!

The Place Where Entrepreneurs Come To Grow Their Business™
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Simple Connection Strategies 
For Turning Your Business 

Network Into Profits

By Insiders’ Club Member, Tom Trush

Mention the word “networking,” and you probably 
envision events where people beg for your attention 
and toss around business cards like napkins at a fast-
food joint. 

It’s a dreadful experience for many – but one that’s 
often seen as necessary for generating new leads. 

I swore off traditional networking events several 
years ago. Even so, I’m always on the hunt for new 
ways to connect with people, especially with the 
widespread popularity of social media.

So, when I was recently introduced to Judy Robinett, 
named by Forbes magazine as “the woman with the 
titanium digital Rolodex,” and by the New York Times 
as “a new breed of power connector,” I was eager to 
hear her connection strategies for today’s business 
owners.

Fortunately, she agreed to be a guest on a show I 
co-host called The Business Marketing Insider Podcast. 
You can listen to the entire episode here: http://
www.bmipodcast.com/bmi-027-turning-your-
business-network-into-profits/.

Let me share a few of her favorite tips with you…

Judy’s first suggestion, when looking to turn your 
business network into profits, is to start with the 
Three Golden Questions:

1. How can I help you?

2. What ideas do you have for me?

3. Who else do you know that I should talk to?

The order is important because the first question 

allows you to add immediate value with a suggestion, 
opportunity, or referral. As such, you establish 
yourself as a giver.

The next question makes it easy for the other person 
to return your favor. You then follow up with a 
question that shows you value their feedback.

“Once you ask these questions, be quiet and listen,” 
Judy suggests. “If you’ve engaged the other person 
throughout your conversation, you may be delighted 
by the answers you receive.”

And finally, conclude your conversation with the 
following simple and powerful statement: “Happy 
to help.” That way, the other person knows you’re 
willing to continue giving in the future.

It seems like a pretty easy process, so what could 
prevent it from working for you?

Well, that’s where Judy’s “five mistakes most 
networkers make” comes into play. First off, she says 
too many people network in the wrong places for 
what they need. 

“If you’re not succeeding, you’re in the wrong room,” 
Judy emphasizes. “Most people get stuck looking for 
love in all the wrong places.”    

This ties into the second problem – networking at 
the wrong levels for your goals. Instead of connecting 
with those who can provide a high level of support, 
many people spend too much time communicating 
with those at their same level of knowledge or skill.

(Isn’t that what typically happens at traditional 
networking events?)

Next mistake: you have no way to assess the relative 
value of the connections you make. All connections 
are important, of course, but you must determine 
who can provide you with the biggest benefits.

Focus your attention on these contacts, have a system 
for optimizing your efforts (most people don’t), and 
more opportunities will come your way.

Keep in mind that research shows we can only 
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maintain relationships with about 150 people – even 
with tons of technology at our disposal, so prioritize 
your connections.

As Judy stresses, the key isn’t the number of contacts 
you make. It’s the number of contacts you turn into 
lasting relationships. 

People often fall into the trap of failing to network 
in a way that creates high-value, long-term 
connections, so you need a plan for regularly adding 
value to your network.

“Value comes in many forms, and it is determined by 
the needs of the situation and the individual,” Judy 
added. “I’ve found that nearly everyone needs more 
and better information, income, key contacts, favors, 
and introductions.”

Remember, just as I often reference when 
establishing trust in marketing, relationships are key. 
Relationships only happen when others feel that you 
have their best interests at heart.

Here are a few more tips from Judy’s book, How to 
Be a Power Connector: The 5+50+100 Rule for Turning 
Your Business Network Into Profits:

• For every tough problem, there is a match with 
the solution. Critical resources are attached to 
people.

• Measure the value of your contacts not by their 
net worth, but by whether they have a good 
head, heart, and gut.

• People must know, like, and trust you before 
sharing valuable social capital.

• Keep the rule of two: give two favors before 
asking.

• Engage in random acts of kindness. You never 
know how one small act can tip the scales.

And, as an introvert, my personal favorite… 

• Stranger danger is a fallacy. 

As Judy is quick to point out, get over the fear of 
talking to people you don’t know. After all, the most 
important contacts you know were all strangers at 
one point. 

So, simply imagine the next person you’re hesitant 
to talk to as your next closest friend or beneficial 
business connection.

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

The Place Where Entrepreneurs Come To Grow Their Business™
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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 read your newsletter last week, and 
fortunately, I remembered to get my website mobile ready 
(per Google’s request), but seriously, is this a waste of 
time? If they really want to buy, won’t they just use their 
desktop?” 

ANSWER:

Good question - yet, if I’m honest with you, it sends 
chills down my spine (and not in a good way either). 
It’s a pet peeve, due to the trap that entrepreneurs/
marketers fall into: falsely believe that we are our 
customers.

We are not.

So, while you may see 
going to your desktop 
as an easy, fast, and 
no-hassle way to 
make a purchase – if 
you assume your 
customers feel that 
way, statistically, you 
will lose business.

Even if you’re 
an accountant, 
consultant, or 
financial planner who 
doesn’t actually take orders over your website, using 
a simple strategy like “Click to Call” will easily allow 
someone who enters your website to tap on your 
phone number and call you (rather than jockeying 
back and forth between screens trying to remember 
and manually type your number into their phone).

Like it or not, mobile marketing is a force to take 
seriously. After all:

• 50.3% of ecommerce website traffic comes 
through a mobile devise (source: Shopify)

• 60% of global mobile consumers use their 
mobile phone as their primary or exclusive 
internet source (source: Internet Retailer)

• Nearly half of consumers say they won’t return 
to a website if it doesn’t load properly on their 
mobile devices (source: The Social Media Hat).

The facts don’t lie…

…and the trend is only going “more mobile” – 
especially when you consider that mobile marketing 
generated $139 billion in 2012, and just 3 years later, 
is projected to reach $400 billion this year.

The writing is on the wall… The question is: how 
much longer can you afford to ignore it?

In your corner,

 

Charles E. Gaudet II

Founder of PredictableProfits.com
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5 Important Life Lessons

By Charles E. Gaudet II

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

Louis Lautman, a fellow member of the Young 
Entrepreneur’s Council, shared this with the 
membership base, and gave me permission to 
share with my Insiders. To be clear, these thoughts 
were originally gathered by someone else other 
than Louis; however, he didn’t recall the source. 
Nonetheless, the lessons are outstanding…

5 Important Life Lessons: 
(worth the read)

  First Important Lesson - Cleaning Lady

During my second month of college, our professor 
gave us a pop quiz. I was a conscientious student
and had breezed through the questions until I read 
the last one:

“What is the first name of the woman who cleans 
the school?”

Surely this was some kind of joke. I had seen the 
cleaning woman several times. She was tall, dark-
haired, and in her 50s, but how would I know her 
name?

I handed in my paper, leaving the last question blank. 
Just before class ended, one student asked if the last 
question would count toward our quiz grade.

“Absolutely,” said the professor. “In your careers, 
you will meet many people. All are significant. They 
deserve your attention and care, even if all you do is 
smile and say ‘hello.’”

I’ve never forgotten that lesson. I also learned her 
name was Dorothy.

  Second Important Lesson - Pickup In The Rain

One night, at 11:30 p.m., an older African American 
woman was standing on the side of an Alabama 
highway, trying to endure a lashing rainstorm. Her 
car had broken down and, she desperately needed a 
ride.

Soaking wet, she decided to flag down the next car. 
A young white man stopped to help her, generally 
unheard of in those conflict-filled 1960s. The man 
took her to safety, helped her get assistance, and put 
her into a taxicab.

She seemed to be in a big hurry, but wrote down his 
address and thanked him. Seven days went by and 
a knock came on the man’s door. To his surprise, a 
giant console color TV was delivered to his home. A 
special note was attached.

It read:

“Thank you so much for assisting me on the highway 
the other night. The rain drenched not only my
clothes, but also my spirits. Then you came along. 
Because of you, I was able to make it to my dying
husband’s bedside just before he passed away... God 
bless you for helping me and unselfishly serving 
others.

Sincerely,
Mrs. Nat King Cole”

1

2

The Place Where Entrepreneurs Come To Grow Their Business™

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

http://www.PredictableProfits.com


 12

  Third Important Lesson - 
  Always Remember Those Who Serve

In the days when an ice cream sundae cost much 
less, a 10-year-old boy entered a hotel coffee shop 
and sat at a table. A waitress put a glass of water in 
front of him.

“How much is an ice cream sundae?” he asked. 
“Fifty cents,” replied the waitress.

The little boy pulled his hand out of his pocket and 
studied the coins in it.

“Well, how much is a plain dish of ice cream?” he 
inquired. By now, more people were waiting for a 
table and the waitress was growing impatient.

“Thirty-five cents,” she brusquely replied. The little 
boy again counted his coins.

“I’ll have the plain ice cream,” he said.

The waitress brought the ice cream, put the bill on
the table and walked away. The boy finished the ice 
cream, paid the cashier, and left. When the waitress 
came back, she began to cry as she wiped down the 
table. There, placed neatly beside the empty dish, 
were two nickels and five pennies.

You see, he couldn’t have the sundae because he had 
to have enough left to leave her a tip.

  Fourth Important Lesson - 
  The Obstacle In Our Path

In ancient times, a King had a boulder placed on a 
roadway. Then he hid himself and watched to see if 
anyone would remove the huge rock. Some of the 
King’s wealthiest merchants and courtiers came by 
and simply walked around it. Many loudly blamed 
the King for not keeping the roads clear, but none 
did anything about getting the stone out of the way.

Then a peasant came along carrying a load of 
vegetables. Upon approaching the boulder, the
peasant laid down his burden and tried to move the 
stone to the side of the road. After much pushing
and straining, he finally succeeded. After the peasant 
picked up his load of vegetables, he noticed a purse 
lying in the road where the boulder had been. The 
purse contained many gold coins and a note from the 
King indicating that the gold was for the person who 
removed the boulder from the roadway. The peasant 
learned what many of us never understand!

Every obstacle presents an opportunity to improve 
our condition.

  Fifth Important Lesson - Giving When It Counts

Many years ago, when I worked as a volunteer at a 
hospital, I got to know a little girl named Liz who 
was suffering from a rare & serious disease. Her only 
chance of recovery appeared to be a blood
transfusion from her 5-year-old brother, who had 
miraculously survived the same disease - and had 
developed the antibodies needed to combat the 
illness. The doctor explained the situation to her
little brother, and asked the little boy if he would be 
willing to give his blood to his sister.

I saw him hesitate for only a moment before taking 
a deep breath and saying, “Yes. I’ll do it if it will save 
her.” 

As the transfusion progressed, he lay in bed next to 
his sister and smiled, as we all did, seeing 
the color returning to her cheeks. Then his face grew 
pale and his smile faded.

He looked up at the doctor and asked with a 
trembling voice, “Will I start to die right away?”

Being young, the little boy had misunderstood the 
doctor. He thought he was going to have to give his 
sister all of his blood in order to save her.

3

4

5
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THIS MONTH’S ACTION STEPS FOR DOMINATING YOUR MARKET

BUSINESS ACCELERATORS

1 2 3 4

6 7 8 9

STAY 
STRATEGIC

Customers get more 
savvy, and non-

strategic marketers 
are having a hard 
time keeping up. 
Keep marketing 
smart - it’s only 
going to become 
more effective.

(PAGE 1) 

TAKE 
COMMAND

Do you know 
your company’s 
Commander’s 

Intent? Knowing the 
difference between 

your tactics and your 
overall strategy well 
help you look at the 

bigger picture… 
(PAGE 3)

KNOW 
THYSELF
Ask serious 

questions about your 
goals as a company. 
What are you really 
trying to achieve? 

Unless you have the 
answer, you can’t 

find your real intent.
(PAGE 4)

STRATEGIC 
VIDEO

With 5 basic steps, 
you can establish 

trust and drastically 
increase customer 
interest. Are you 

incorporating these 
tips into your videos?

(PAGE 5) 

SMARTER 
NETWORKING
Networking events 

can be nearly 
worthless if you 

aren’t going about 
it the right way. 

These tips will make 
sure you’re asking 

the right questions.
(PAGE 8) 

FUTURE 
FRIENDS

Everyone you know 
was a stranger at 

some point. Do away 
with nervousness 
about talking to 

new people - they 
could be your best 

connection down the 
road.

(PAGE 9) 

THE FACTS 
DON’T LIE
Even if you feel 

averse to a growing 
trend, you can’t deny 

the facts. Let the 
data speak for itself, 
and don’t let your 

emotions get in the 
way. 

(PAGE 10) 

BE HELPFUL - 
ALWAYS

It’s in your interest 
to treat everyone 

with kindness. It’s 
the right thing to do, 
and you never know 
when it will come 

back to your benefit!  
(PAGE 11) 

5

10

TIMING IS KEY
In presentations 

and video, spending 
too long on certain 
portions can bore 

your prospects. 
Moving to quickly 
can do the same. 
Timing is very 

important. 
(PAGE 5) 

DON’T AVOID 
A CHALLENGE

Every time you 
navigate an obstacle, 

it creates and 
opportunity for 

growth. Don’t shy 
away from challenges 
- embrace them and 
look for the reward.

(PAGE 12)
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Members-Only Announcements

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

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

INSIDERS ARE PROUD TO SUPPORT:

June

June 1st - National Go Barefoot Day

June 3rd - National Running Day

June 6th - D-Day

June 8th - World Oceans Day

June 10th - Iced Tea Day

June 12th - Superman Day

June 13th - World Juggling Day

June 15th - Worldwide Day of Giving

June 19th - Garfield the Cat Day

June 21st - Father’s Day

June 25th - Global Beatles Day
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June 26th - Take Your Dog To Work Day

June 28th - America’s Kids Day

June Weekly Observances

1st - 8th - National Sun Safety Week

7th - 13th - National Business Etiquette Week

14th - 20th - National Flag Week

16th - 22nd - North American Organic Brewers 
Days

19th - 21st - Duct Tape Days

21st - 27th - Lightning Safety Awareness Week

27th - 28th - Water Ski Days

June Monthly Observances

Adopt A Shelter Cat Month

Entrepreneurs “Do It Yourself ” Marketing Month

Gay & Lesbian Pride Month

National Camping Month

National Fruit and Veggies Month

National Zoo and Aquarium Month

Professional Wellness Month

Women’s Golf Month

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

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

Ways To Maximize Your 
Predictable Profits Experience

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

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

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

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