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The Growth Factor™ 
 
By Charles E Gaudet II 
I’ve written, created, shared, and deployed a number of marketing strategies and campaigns which have 
generated millions of dollars, but there’s nothing I’ve created that’s had as much of an impact as The  
Growth Factor™. 
 
The Growth Factor™ has single-handedly been the most important component of my business, my 
clients’ businesses, and now, I hope you’ll harness the power in your own business. 
 
You see, most people view entrepreneurship ass backwards. 
 
They see the purpose of entrepreneurship as making as much money as humanely possible, and they 
approach their business with that ideal at the forefront. 
 
And when you wake up every morning asking yourself: “what can I do today to make as much money 
from my business as possible,” you make decisions in the so-called best interests of your company… not 
the best interests of your customers. 
 
But this is what your competitors are missing… 
 
Your customers have more power today than ever before. 
 

• Thanks to the Internet, review sites, and social media – they’re more educated than ever before. 
 

• With direct and indirect competition for your products/services – they have more options than 
before. 

 
• And with more companies focused on profits – they trust you less and less. 

 
They’re smarter, have more choices, and they don’t trust you. 
 
Sounds like a tough competitive environment, right? 
 
Well, it’s no wonder that so many businesses are having a rough time in this economy; however, we’re 
seeing a common thread among a certain group of companies that are actually thriving. 
 
They do things differently. 
 
Instead of focusing on “how much money I can make?”– the focus is on – “how much value can I 
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create?” 
 
Think about it for a second… 
 
We just celebrated Branson’s 6th birthday and he received a pile of toys so high, I’d have to hire a 
Sherpa to make it to the top! 
Funny enough, most of the toys he received rivaled the toys I had when I was a kid. The only difference 
was that his toys were made of plastic - some broke within the first hour of taking them out of the box, 
and they felt cheap. 
 
This was irritating, and yet, I know the reason why these companies created products like this was 100% 
focused on earning a higher profit. 
 
And it appears there are many other parents who are disgusted at the quality of mass-marketed toys on 
the market… 
 
This is an opportunity for strategic entrepreneurs such as Melissa and Doug. This is a company that 
stands against inferior manufacturing and poor service – and openly makes a point to deliver a better, 
more thoughtful product. Their customer service promise is: 
 

“No rules to follow, no policies to guide us; instead, we like 
to do whatever it takes to make you happy! Our goal is to 
make sure that every experience you have with Melissa & 

Doug is a GREAT experience, it’s as simple as that!” 
 
It’s the same way Amazon.com became one of the world’s largest retailers with revenues exceeding 48 
billion dollars! 
 
Amazon, dealing with mostly non-proprietary retail products, wanted to find a way to deliver more 
value to their customers. They discovered their customers wanted a better buying experience, so 
Amazon.com provided product reviews, actual customer reviews, and a simple buying process. 
 
What they deployed is what I call The Growth Factor™. 
 
The Growth Factor™ answers the question: 

 

“What can I do today to provide my clients with a 
greater advantage or benefit, to get them closer to 

the ultimate result they are after?” 
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Those entrepreneurs who really want to dominate their market will commit that sentence to memory. 
This is a question we encourage entrepreneurs to ask themselves as soon as they get in out of bed in the 
morning, on the drive to the office, inside of team meetings, during product development, and in the 
process of creating their marketing efforts. 
 
The answer to The Growth Question™ is what makes entrepreneurial millionaires. 
 
Think about rebel billionaire (and my professional role model), Richard Branson. 
 
Every single one of Richard’s companies was founded on the basis of what he could do to make working 
with any of the “Virgin” companies a better experience, with a number of better benefits. In fact, one of 
Virgin’s fundamental business philosophies is: 
 

“At our core, we believe business must be a force for good 
and use its influence and resources to help find solutions 

to some of the world’s major issues.” 
 
This does not mean we’re running a charity. Quite the opposite, in fact. As strategic entrepreneurs who 
deploy The Growth Factor™, we believe value drives profits (not the other way around). 
 
In other words, we get paid in proportion to the amount of value we give back to our communities. 
 
It’s how my friend Toby went from operating a traditional local printing company to coming up with an 
idea to provide his business clients with a greater benefit of cost-savings, speed, and convenience, 
founding one of the largest cloud-printing companies in the world. 
 
The Growth Factor™ is a strategy… it’s a mindset… it’s a philosophy – it’s all of those things. 
Where Entrepreneurs Come to Grow Their Business™ 


