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Greetings Insiders!

When I sent last month’s newsletter about trust and how it has become 
the #1 competitive advantage of 2017, I was unsure of the response I’d 
get...

So, I was pleasantly surprised when I received feedback like this:

Therefore, it looks like the bar has been raised for May. Fortunately, 
I’m up for the challenge ;-)

Let’s get started...

As a business owner, you have one job and one job only: 

To constantly build and maintain your edge in the market.  

This takes many forms - ranging from delivering an awesome customer 
experience (which includes providing a great product or service) to 
having a system for consistently attracting leads, converting those 
leads into buyers, and keeping your buyers coming back for more.  

Following me?

Many times, entrepreneurs get stuck with the basic idea that they need 
a marketing funnel - and once they build it, everything will be okay.  

So they build tripwire funnels, webinar funnels, product launch 
funnels, sales funnels, Facebook funnels, and the list goes on.

There’s a funnel for just about anything you can imagine.
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A quick, cursory search on Google gives us over 11 million results (I 
can almost feel you getting overwhelmed... Don’t worry, Uncle Charlie 
has your back).

Understand that there are generally two types of business owners out 
there:

Group #1 - The Tactical Thinkers 

This group buys every course they can get their hands on - 
and they’ll build new sales and marketing funnels as often 
as they change their socks.

As soon as the marketing funnel doesn’t turn out the way 
they had hoped, they convince themselves that it doesn’t 
work for their business and they’ll go on to the next shiny 
penny.

Tactical Thinkers have the “get rich quick” syndrome... 
Which is a symptom of “immature experience.” In other 
words, after enough time in the trenches (and realizing 
it’s much harder to think tactically), they’ll eventually 
make it into the next group...

So, who are the people that get the biggest results?

The folks in Group #2... These are the entrepreneurs I get most excited 
to work with.

Group #2 - The Strategic Thinkers. 

Folks in this group masterfully create, engineer, and 
execute results-oriented systems for MAXIMUM results.

And unlike the tactical thinkers, the Strategic Thinkers 
think in terms of systems, and they understand the concept 
of leverage.

Let me explain:

Recently, I went through The Funnel Audit Process that you’re about to 
learn with one of my Platinum Coaching clients.  

He had a webinar funnel that was underperforming, and he reached out 
to me for help.

After making a few changes, he went from breakeven to - within one 
month - creating a funnel that gave him $2.90 for every dollar he 
invested in traffic.
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Imagine that!

For every $1,000 he invested in traffic, he returned $2,900 (I’d 
suggest seeking professional help if those numbers didn’t excite you)!

You see, many people think the solution to their sales problem is to 
get MORE traffic, but in the wise words of George H.W. Bush:

READ MY LIPS: Traffic is never the problem.

Okay, maybe Bush didn’t say those “exact” words... 

The point is that you have MORE ways to get traffic to your website 
than we’ve ever had in history.

What’s missing?

You need a profitable funnel.

Once you have a funnel producing a positive ROI, you can scale and 
create as much wealth as you want. That’s the real wealth.  

We call it Funnel Leverage.

Think about the implications of this: 

Once you develop a consistent and positive ROI, the fastest and easiest 
way to increase your profits is to scale and incrementally increase 
your investment.

As you increase your marketing budget, you increase your revenues.

It’s simple math.

In this example, the client progressively (within a few months) 
increased his investment to over $35,000. That money has averaged 
around a 2.7 ROI, bringing him just over $94,000 (but as you’ll see, 
it gets better).

He can easily turn that into a million dollar a year marketing funnel.  
asily.

That’s what’s so exciting about all of this!

You see, building a marketing funnel is fine, but more often than not, 
it’s not the marketing funnel that fails you - it’s the SYSTEM that 
fails you.  

That’s why - when you do what I’m about to show you – you’ll see how 
I can go into just about any sales or marketing situation and turn a 
losing campaign into a wildly profitable one. 
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And it’s my goal that you’ll be able to do the same...

Let’s dive into this by starting with a little story.

A few years ago, my wife (Heather) and I had dinner with one of the 
“rich dads” from the “rich dad/poor dad” series (yes, there are two).

My wife asked the rich dad what he believed to be the biggest secret 
to success - and he responded: 

“Stay in line.”

He said that, metaphorically, success is very much like a cafeteria 
line...

When you walk into the cafeteria, you have your choice of many 
different lines to get in. 

For the most part, they’re all pretty equal - you just need to pick 
one.  

And when you finally decide to get in line, the goal is to get your 
food and make it to the cash register.

But most people (the Tactical Thinkers), look around at all the other 
lines and somehow believe that another line is moving faster... So 
they get out of the line they were in and move to the back of the next 
line. 

I experience this phenomenon when I’m stuck in traffic. 

I get in one lane, and think the other lane is moving faster - so I 
jump out and get in the other one, and guess what happens?  
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The lane I just got out of starts moving faster! 

Perhaps you can relate.

The same thing happens in this cafeteria line story... 

Tactical Thinkers see one line that appears to be moving faster, so 
they jump out and get into the back of the line they think is “better.”  

It’s a never-ending spiral, and that’s why it takes Tactical Thinkers 
so long to reach the success they’re after... They’re always chasing 
the shiny penny.

So, understand this:

Right now, there are tons of overlooked opportunities in your business. 
TONS of areas you can generate profit by thinking more strategically.

Over time, I can show you how to find all of them.

But first, remember that if you want to create consistent, predictable, 
and ever-increasing cash flow - you MUST put your stake in the ground 
and get yourself to the “cash register” before moving to the next 
strategy. 

Think about this:

Business gurus say this all the time, that the ultimate goal is to 
“move the needle” in your business - but what does that mean?  
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Do you know what needle you are trying to move?

For most people, it comes down to revenue. 

But does it really?

Let me ask you a question. If I put you in the cockpit of an airplane, 
removed all other instruments, and told you to fly from Boston to 
California focusing on nothing else but the needle on the speedometer, 
could you do it?

Think about it.

. 

. 

.

The answer? Of course not.

There’s a reason you have a speedometer, a fuel gauge, oil pressure 
gauge, engine temperature gauge, and so forth in your car.  

That’s because it takes more than one “needle” to successfully operate 
your vehicle... 

...And it takes more than one “needle” to successfully fly a plane. 

...And more than one “needle” to successfully drive consistent, 
predictable, and ever-increasing cash flow in your business.  

Once you identify your “needles,” it’s easy to find out what’s working 
and where to improve.
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For example, let’s take a look at a typical webinar funnel...

Most people look at it like this:

# of Webinar Registrations -> $ in Sales

Those are the two “needles” by which they measure success.

Sort of like flying a plane by simply looking at the speedometer, 
there’s not enough information there.

The first step of The Funnel Audit Process is to look for all the 
“dials” that help you get from where you are now to your ultimate goal.

What are all the measurable steps someone has to take to reach your 
goal?  

We call these steps “Macro Dials.”

The Macro Dials for a typical webinar are:

1. 
Visitors to 
Registration 

Page

2. 
Webinar 

Registration 
Percentage

3. 
Webinar 
Attendee 
Percentage

4. 
Percentage of 
Attendees Who 
Saw the Offer

5. 
% of People 
Who Saw Offer 
that Converted 
Into Sales

In the example I shared with you earlier, the client believed his 
webinar funnel wasn’t converting well enough because he was only 
focusing on revenue.

As a result, he almost got rid of it, all because he was only looking 
at one dial, revenue.

When we started going through The Funnel Audit Process and looking at 
the Macro Dials, we noticed that he had a good webinar registration 
rate. About 50% of who registered attended, but people weren’t staying 
for the full webinar. 

The problem he saw was this:

1. 
Visitors to 
Registration 

Page
(BIG GAP)

5. 
% of People 
Who Saw Offer 
that Converted 
Into Sales
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When the real problem was this:

1. 
Visitors to 
Registration 

Page

2. 
Webinar 

Registration 
Percentage

3. 
Webinar 
Attendee 
Percentage

4. 
Percentage of 
Attendees Who 
Saw the Offer

5. 
% of People 
Who Saw Offer 
that Converted 
Into Sales

(Getting people to watch)

So, all we needed to do was figure out a way to fill in this little 
gap.

I suggested he take some time to look at when people dropped off of 
the webinar, add what we call an “open loop” to his script (in other 
words, we dangled a carrot on front of these folks as an incentive to 
stay until the end of the webinar), and run the funnel again.

Guess what? Each time we made an improvement, his numbers got better.  

We’d go back to the Macro Dials, figure out what else we could do to 
make an improvement, and at last count, he turned this funnel from 
breakeven into a funnel that brought him - all-in-all with all upsells 
- at last count, $225,982 in revenue.

He can easily turn that into a 7-figure funnel.

Here’s how:

He can simply increase the visitors to his registration page (which he 
can do through JVs and a number of paid media options).  

Now that he has a finely tuned webinar marketing funnel, he can 
increase the traffic. 

When you examine your funnel, perform The Funnel Audit Process, and 
identify all your Macro Dials, it’s simple to see where the problem 
is - and how you can fix it.

This happened to Frank Kern (a “wicked smart” marketer) who, for the 
first time in over 10 months, started losing money with his Facebook 
ads.

Bummer.

Most people would have given up on the funnel...

But not Frank.
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Instead, he saw which small part of the funnel wasn’t working and 
fixed it. Simply put, his ads got stale and became less effective as 
a result.

He recreated his ads - all else stayed the same - and brought in a 49% 
profit in March.

As Frank said:

“Now why would anyone want to go and rebuild all that 
stuff, when it would be way easier to just look and see 
what part wasn’t working... And tweak that?”

Folks, that’s what The Funnel Audit Process is all about.

STEP #1: Identify each action someone has to take from the start of 
your funnel to the end.

For example:

1. Clicking on the advertisement 

2. Registering for the webinar  

3. Attending the webinar  

4. Staying to the end of the webinar (and seeing the offer)

5. Visiting the order page

6. Purchasing 

STEP #2: Draw a horizontal line on a piece of paper. The left side is 
the start of the funnel, the right side is the end of the funnel

STEP #3: Insert your starting and ending metrics.  

The left side is generally the amount of people who entered your 
funnel, and the right side is your ultimate goal (typically sales).

STEP #4: Make small, vertical markers along the line and write down 
all of the actions taken in STEP #1.

STEP #5: Identify the number of prospects who took each action (write 
this below the horizontal line).

STEP #6: Above the horizontal line, write the percentage of people who 
took action from one step to the other.

STEP #7: Highlight the section that you need to fix. In this example, 
with only 9% of people staying until the end of the webinar to watch 
the offer, it’s clear that this is the area we want to fix.
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So, we’d dig up our webinar metrics to see if we can identify a 
particular point in the webinar where we lost people, adjust the 
script, and give it another shot.

Easy peasy lemon squeezy.

Let’s go over another example, shall we?

This is an issue we see all the time...

People often get stuck on this idea that they need a HUGE email list 
to make a lot of money.  

Perhaps you’ve heard this before: “The money is in the list.”  

Right?

So, what do most people measure?

# Size of list -> $ Sales

Going through The Funnel Audit Process and identifying the Macro 
Dials, you might see:

1. 
Size 

of List

2. 
Open 
Rate

3. 
Click Through 

Rate

4. 
Sales Page 

Conversion Rate

As you can see, there’s more to making money than just having a big 
list. These folks need to open your email... Then they have to click 
on the link in your email... And finally go to your landing page and 
(hopefully) buy.

When you perform The Funnel Audit Process, you might see your open 
rates hovering somewhere around 21% (that’s the average across all 
industries - personally, I think that’s quite high). 

Here’s what that means:  

If you fall within the average open rate, 79% of your list (the list 
you worked so hard to build) is NOT seeing your email message.

Think about that for a second...  

With a 21% open rate, 79% of your list isn’t seeing your email message. 
That’s a problem.

But it gets worse... According to a study by Get Response, the average 
click-through-rate for emails is only 3.57%.  
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I want you to really think about this for a second.  

For every 1,000 people on your list (with an average click-through-
rate of 3.57%), only 35 people are clicking on your email and seeing 
your sales message.  

35!

When it comes to email marketing... If you’ve been following me for 
a while, my opinions shouldn’t come as a big surprise. I’ve written 
about it for years...  

When asked about his feelings on email marketing (and where he sees it 
going this year, as well as looking ahead to 2020), even Clate Mask, 
the CEO of Infusionsoft, said:  

“Small businesses won’t be able to compete 
in the email marketing space on their own.”1   

WOW!

We’ll dive more into the strategies for how to deal with this in 
another issue...

Understand that if you weren’t paying attention to this Macro Dial, 
how would you know about so few people seeing your message... Or know 
how to fix it?

Many times, entrepreneurs come to me thinking their offer or sales page 
isn’t converting - and think it’s the reason for lackluster sales... 
But we recently did one of these Funnel Audits with a Predictable 
Profits Academy Member, and discovered that 3% of all people visiting 
the sales page converted... Consistently and predictably.  

That’s not bad!

Imagine if we got more people to the sales page...

How do we do that?

We have options:

Option #1: We can increase the size of the list

Option #2: We get more opens

Option #3: We increase the CTR  

I like to start with the easiest, low-hanging fruit opportunities.

1 http://www.emailmonday.com/email-marketing-future

http://www.emailmonday.com/email-marketing-future
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You can increase the opens by testing subject lines, cleaning up your 
database by removing unengaged and deal emails (this improves the 
relationship with your ISP), making sure you’re not on any blacklists 
(http://mxtoolbox.com/blacklists.aspx), etc. (there’s a whole course 
on this topic at http://www.emaildeliveryjedi.com/).

In an article titled “This is NOT the most important part of your 
email,”2  Agora (the 800-pound gorilla of the direct response world, 
raking in nearly a BILLION dollars a year) suggested that the FROM line 
is one of the most important factors in getting your emails opened.

If people don’t recognize you or your brand, they toss you into 
the digital trash and mark you as junk. Use a name people know and 
recognize.

You can improve click rates by adding images to your email (in fact, 
there’s a reason The Motley Fool adds buttons to the bottom of their 
emails - we’ve tested it and seen a boost in response), changing the 
calls to action by making them more enticing, etc.

Let me show you the implications of this stuff...

I had a client whose open rate was a pathetic 7.38%.

He had over 80,000 names in his database.

That means that only 5,904 people ever saw his email message.

Fewer clicked on his emails...

He had several problems. The most immediate were:

1. He was inadvertently on a blacklist (this can also 
happen if your email was hacked)

2. He needed to clean his database to have a better 
relationship with his ISPs

3. He needed to build a better relationship with his list 
(instead of sending too many promotional emails)

It’s fair to say that with a few simple steps, he could bump up that 
open rate to a minimum of 10% (within short time).

That means he’d instantly have almost 3,000 MORE people seeing his 
email message.

2 https://readyfireaim.eu/email-marketing/this-is-not-the-most-important-part-of-
your-email/

http://mxtoolbox.com/blacklists.aspx
http://www.emaildeliveryjedi.com/
https://readyfireaim.eu/email-marketing/this-is-not-the-most-important-part-of-your-email/
https://readyfireaim.eu/email-marketing/this-is-not-the-most-important-part-of-your-email/
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Get that up to the industry average of 21%, and he’d have over 11,000 
MORE people opening up his emails... That’s nearly a 100% increase.

...Which means that, because he currently ONLY communicates with his 
list via email (it’s a mistake to limit your communication methods), 
by doubling his open rate - he instantly doubles his revenue.

Not bad for a day’s work!

...And that’s just one of many opportunities available to you when you 
perform The Funnel Audit Process.

When you take action, doing this for every profit center and marketing 
funnel in your business, you’ll be surprised at how many different 
opportunities you see.

You’ll also have the opportunity to quickly diagnose your funnel and 
turn a disappointing process into a tsunami of profits.

Remember, it’s seldom the entire marketing funnel that’s broken - it’s 
only one small piece.

Until next time, 

 

Charles E Gaudet II 
CEO & Founder of Predictable Profits

P.S. We did a Funnel Audit for our Cold Email Strategy (if you haven’t 
seen it, check it out: http://www.predictableprofits.com/3m-cold-
email-marketing/).

I figured if I could boost the reply rate of these emails - and all 
else stayed the same - we’d increase our sales.

So, I created an irresistible offer: 

“Sign up for a strategy session, and if you 
think I wasted your time, I’ll give you $100.”

http://www.predictableprofits.com/3m-cold-email-marketing/
http://www.predictableprofits.com/3m-cold-email-marketing/
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It’s a bold move. However, I insist on testing everything myself 
before recommending it to you, clients, and my Predictable Profits 
Academy Members.  

(Yup, now I know what it feels like to be a guinea pig.) 

My nickname in college was “Crazy Charlie” because I wasn’t afraid to 
break from the pack and do something different. When everyone else 
was applying for jobs, I burned my job offers and told everyone I was 
going to start my own business.

That’s bold. That’s “crazy” by most people’s standards.

But think about it... Was offering a $100 really that crazy? 

The timeshare market does something very similar. They give you a free 
vacation if you’re willing to sit in a room to listen to a couple-hour 
presentation.

I presume the model works for them (because they’ve done it for years) 
- so why not try it with Strategy Sessions, right?

Sometimes you need to step out of your comfort zone in order to make 
a grand slam.

Here’s what worked: the reply rates shot through the roof!  

In fact, it was a contributing factor for scheduling almost as many 
appointments in the first 3 days of May as we did during the first 3 
weeks in April.

WOW!

Now here’s what did NOT work: we attracted the wrong people.

Bummer. 

Instead of people wanting to get a strategy session to learn how to 
grow their business, several just wanted a quick 100 bucks.

Ah well...    

“Go big or go home.”

Fortunately, no one asked for their hundred dollars because either:

A) they didn’t realize they had to actually attend the 55-minute call, 
or B) they did get some value and felt their time was worth it.

Regardless, this “bait” attracted only “freebie seekers” and not 
buyers.  
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...But now we have data to improve decisions.

Had we made an offer to buyers, the results would have been different.

For example, I helped a client structure an offer to existing buyers 
that promised - if they did the work and didn’t get the results he 
promised - to refund them 100%, plus give them an extra $500 for their 
time.

^ This was a contributing factor to approximately over $10 million in 
sales over the last few years.

You win some, you lose some.  

It always comes down to testing, tweaking, and the mindset of always 
optimizing... Though I still think there’s something there with that 
offer. I’ll keep testing and let you know what we find ;)

And on that note, we’re running out of time! I’ve got another exciting 
issue planned for you next month.

Remember: take action!
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