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Dear Insiders,

Before we kick off this month’s 
Insiders’ Club Newsletter, I 
think it’s only fair to take 
a moment to share our warm 
thoughts and considerations 
for the many millions of people 
impacted by Harvey, Irma, and 
Jose...

Many people lost their homes 
and countless entrepreneurs 
lost their businesses. 

Gone. Forever. 

One such friend shared his story of growing his business from a 
dream to multimillions in revenue... Moving the business from his 
basement to a giant, 40,000 square foot warehouse... 

...Only to wake up and find it entirely underwater. 

Millions of dollars in inventory now destroyed... 

Worse yet, he (along with countless others) never expected that 
flood insurance was necessary. After all, Harvey was “a 1-in-1,000-
year flood event” according to the University of Wisconsin’s Space 
Science and Engineering Center.

Years of hard work and millions in profits... GONE! 

How would you respond to that situation?

Courageously, my friend walked away from his warehouse and said: 

“What’s done is done. I’ve lost everything and have no time to 
waste. It’s time to start over. I’ve done it once, and I can 
do it again. Buckle up, here I come...”

He has the attitude of a winner. 

Then again, while most successful entrepreneurs started with the 
dream of making more money and freedom, what really kept them going 
was the challenge of achieving more.

I’ve never known a successful entrepreneur to back down from a 
challenge - no matter how difficult it may look to average people.

It’s making the impossible possible that drives them. 
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I suspect you might be the same (after all, you’re reading a 
newsletter designed for people committed to taking their businesses 
to the next level).

Let’s face it, we’ve all had challenges. 

Even those not directly impacted by the hurricane are also feeling 
the impact...

With approximately 20% of the population taking a hit from severe 
weather, many businesses (who sell nationally) are seeing sales 
slow down. 

In a poll I conducted this week, 50% of entrepreneurs said sales 
slowed, 37.5% said sales were the same, and only 12.5% said sales 
increased.

Regardless, what’s happened has happened. 

We can’t change the past... 

Michael Mogill (CEO of Crisp Video) said: 

“FRUSTRATIONS LEAD TO BREAKTHROUGHS.”

Each time I experienced a new challenge and hardship - whether it 
was a doctor telling me my organs were shutting down... 

...An investor pulling out in the last minute (forcing me to shut 
down the business that night)...

...Being in over a million dollars of personal debt... 

...Inventory theft by an armed robber... 

And much worse...

Overcoming those challenges has always resulted in an eventual 
breakthrough.

And it may do the same for you.

If you’ve been challenged by recent events... While the struggle is 
real, this may be your opportunity to come back even STRONGER and 
find your own massive breakthrough around the corner.

You can do it.

Moving on...

Earlier this week, I was asked to join a live broadcast where a 
fellow entrepreneur was put in the “hotseat.”
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The “hotseat entrepreneur” wanted to find more ways to monetize his 
existing website traffic.

He thought this would double his business.

As it stood, he received 600-800 leads per month (organically), and 
converted roughly 3% of those folks to paying clients. 

That meant that each month, he was bringing in around 18 to 24 new 
clients, valued at roughly $50,000 to $75,000 a piece. 

Pretty good, right?

Like most entrepreneurs, rather than focusing on what WAS working 
for his business, he followed the typical “guru wisdom” suggesting 
that he start something NEW, and offer a brand new product to serve 
the lower value clients that weren’t converting.

Here’s the problem:

He would end up serving two completely distinct and separate markets 
- a high value client and a low value client. Both have vastly 
different needs, wants, and problems.

~~~~~~~~~

IT’S MUCH EASIER, FASTER, AND MORE EFFICIENT TO GROW YOUR BUSINESS 
BY GOING AN INCH WIDE AND A MILE DEEP... NOT GOING AN INCH DEEP AND 
A MILE WIDE. 

(Only once you’ve dominated your market, you go wider).

~~~~~~~~~~

By starting something “new,” he’s trying to be the solution for 
everyone. In doing so, his diluting this message and making it 
unclear who his product/service is specifically helping.

Let me illustrate with a quiz...

If you walked into a busy subway station trying to get my attention, 
would you have better luck yelling:

“Hey, man...”

“Hey, man with dirty blonde 
hair...”

“Hey, man with a goatee...”

Or

“Hey, Charlie...”
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Perhaps you’ve been in the situation before - where you’ve been in 
a noisy and crowded room, then all of a sudden you stop and look 
around because you thought you heard someone shout your name. 

The same thing happens in life...

Your Facebook feed is inundated with sales messages trying to get 
your attention...

You get on the road and see billboards... Radio ads...

Flip on the boob-tube and see more ads...

And check your inbox, you’ll see dozens of cold emails written by 
foolhardy marketers thinking that just because they use your first 
name and company name - it’s all of a sudden “personalized” and 
going to get your attention. Right?

Yet none of this works to get anyone’s attention UNLESS you speak 
to their unique needs and problems.

I worked with a client who, for the longest time, thought his 
clients wanted to “get rich.” I told him that it was too vague, 
and is similar to yelling: “Hey, man!” in a crowded room and expect 
everyone to turn around.

We honed in his message specifically to people that were nearing 
retirement age, and wanted to supplement their income so they 
could quit their job. Being more specific, calling out this exact 
audience and problem, nearly doubled his conversions.

A small shift made an enormous impact.

Think about this: 

If you’re running Facebook ads, Google ads, looking for opt-ins 
on your website or registrants to your webinars, and you’re not 
getting the amount of leads or sales you want...

It’s likely because:

a) Your offer isn’t appealing enough 
b) Your message is falling on deaf ears

If you’re not clear who you are serving, you’re going to continue 
to get ignored, passed up, and struggle.

^ Read that again.

So, here’s what I want you to do right now...

Take a look at all your buyers and break them down into segments.
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Segment 1: The Top 4% Of Your Buyers 
Segment 2: The Top 20% Of Your Buyers 
Segment 3: The Remaining 75% Of Your Buyers

Once you have these segments, find out what makes Segment 1 unique 
and different from Segment 2?  

And then what makes Segment 2 unique and different from Segment 3?

The easiest way to do this is simply by running a survey (I don’t 
recommend it).

The best way to find this information is to get on the phone with 
these folks and ask them a few questions.

Find out:

What attracted them most to your business over your competition? 

What are their biggest challenges? 

What are the biggest results they achieved from working with you?

What is the ultimate result they hope to achieve?

The more information you can find, the better it will help you 
serve them, market to them. and find more buyers like them.

These segments become your target:

The 4% are your “bullseye” buyers - and are worth the most to you...

Followed by your 20%, then the 75%. 

If you want to win, keep your aim on the bullseye.

~~~~~~~~~~ 
“Instead of targeting millions to reach thousands, we now target 

thousands to reach millions.” 
- Weber Shandwick 

~~~~~~~~~~
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When you understand - clearly - who your “4%” are, then your #1 job 
is to get more of your 4%! 

When you launch a new product/service, don’t ask, “How can I serve 
all of my possible buyers?” Instead, ask, “How can I best serve the 
people who are most likely to become my best buyers?”

This is how you get more of the 4% and become the obvious choice 
for those unique people. 

Nordstrom has made it crystal clear that they’re not interested in 
the same shopper that Wal-Mart is after (and vice versa).

Apple and Microsoft are going after two very distinct markets... 

Perhaps you’ve seen this ad:

Starbucks wants those happy 
to pay a small fortune for 
a grande mocha frappuccino, 
which is different than the 
consumer willing to wait 20 
minutes at the Dunkin Donuts 
drive-through for a coffee and 
chocolate cruller.

Follow me here?

Whole Foods vs. Hannaford

Harley Davidson vs. Honda

Charles Gaudet ($2,500/hour) vs. most business coaches who charge 
anywhere from $50/hour to $200/hour.

Go a mile deep serving that 4% until you’ve dominated that market... 
Then, and only then, look to open up a new profit center.

You see, everyone thinks limiting their market is limiting their 
potential...

The reality is that the opposite is true.

Jay Abraham, CEO of the Abraham Group, Inc., says:

“Within your niche market, you are seen as they only 
viable solution. You understand and articulate the 
market’s needs, hopes, dreams, and problems better than 
anyone else, and you offer clear-cut solutions that your 
market will prize and desire exclusively from you.”
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In my book, The Predictable Profits Playbook, there’s a chapter on 
“The Riches are in the Niches.” In it, I cite a quote by Claude 
Hopkins:

“If you try to talk to everybody, you talk to no one.”

If you want to achieve extraordinary growth, you must remain focused 
on your best customers and build the reputation in your market for 
delivering the best results in this market.

Focus on the target:

Reach an ideal client...

Solve a specific pain...

Consistently achieve a predictable result...

And solidify yourself as the “go-to” expert 
for these buyers.

When you focus in on this very specific 
“bullseye” market and continually ask yourself: 

“What else can I do to deliver an even greater value, 
benefit, or advantage to help my best buyers achieve the 
greatest result possible?”

...You’ll find that the sky is your limit.

Everything - your emails, your website, your advertising, etc. - 
must be dialed in to speak specifically to this market.

Remember, all of your marketing is designed to ATTRACT your bullseye 
buyers. If it’s too broad, you’ll get ignored. Speak to them very 
specifically, and they’ll sit up to pay attention.

Your message must be specific, simple to understand, and easy to 
act on - or they’ll find someone else.

So, back to the hotseat entrepreneur I mentioned a few pages back... 
The #1 advice I gave him was to attract more of his “4%.”

If you’ve been with me for a while, you know the secret for our 
exceptional results (like doubling a company in a matter of weeks) 
is our 3-step approach called “The OSI Method.”

1. Optimization 
2. Systemization 
3. Innovation
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(If you need a refresher, register for the free training here: 
http://www.PredictableProfits.com/webinar ) 

With the “hotseat entrepreneur” capturing 600-800 leads a month - 
converting 3% of those leads to clients, averaging $50k to $75k - 
the fastest, easiest, and most efficient way for him to double the 
size of his company is to get more of those top clients.

But before he can attract MORE of them, he must understand who they 
are, what they need, and who he needs to become in order to be their 
obvious choice.

^ That’s first and foremost - and that alone has the potential to 
double his business.

Then there are countless other areas where he could instantly see 
a boost in sales. For example:

• Follow up was weak (for the 97% of people who said “no”)

• Leads were organic (zero paid traffic)

• Website was sub-optimized for conversion (meaning that he 
could be doing a better job getting more leads with the 
same traffic - heck, he didn’t even have a lead form on his 
home page!)

• Wasn’t retargeting any of his “lost” traffic to bring them 
back to his website

• Sales process could be improved

...Simple, easy adjustments that would immediately help him achieve 
his goals (and then some).

So, as you look at your company today, ask yourself: 

“What needs to happen for me to 
attract more of my top buyers?”

Drill down, be specific, capture attention, and pave the way to 
positioning yourself as the go-to person in the space.

With gratitude,

Charles E Gaudet II 
Predictable Profits

http://www.PredictableProfits.com/webinar


INSIDERS ONLY From the Desk of Charles E. Gaudet II

For Members Only - SEPTEMBER 2017   11

P.S. - Once you’ve really dialed in attracting your top buyers, 
that’s when the fun begins as you turn up the heat and increase the 
traffic!

Rather than reading traffic-getting strategies from some “marketing 
guru” selling a “how to” guide from his mother’s basement... 

We’ve got an approach that is unlike anything you’ve heard before. 

I’ll tell you more about that next week.

P.P.S. - On September 1st, my wife and I 
celebrated 15 years of marriage, and we were 
fortunate enough to toast to our continued 
happiness in Bermuda (where it all began).

We’ve co-founded successful businesses, 
moved 6 times, traveled the world, given 
birth to 3 wonderful kids... And we’re just 
getting started. I gotta say, I’m one lucky 
dude.
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