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Down with Distractions!
You started out your workday with a specific goal in mind—
but now it’s 5 o’clock and you’re no closer to accomplishing
that goal than you were this morning. Where did the
time go? Chances are, it was wasted dealing with minor
issues and distractions, or (admit it) it was procrastinated
away. So how can you find your focus and ramp up your
productivity? It’s simple. Just follow these five tips:

SHUT YOUR DOOR: While an “open-door policy”

has its merits, it also has its downfalls—namely, it’s a huge
distraction. If you really need to focus, shut your door (if
only for the time being). Who knows? It could motivate
your employees to take initiative and put out their own
fires. If someone does enter your office, stand up. In most
cases, you standing will dissuade your visitor from sitting—
keeping your meeting short, sweet, and to the point.

MAKE A LIST: But don’t let it get buried under the
mountain of papers that is your desk. Post your list by
your phone, on your computer, or anywhere that you’re
sure to see it whenever you look up. It will help keep you
motivated to focus throughout the day.
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PUT THE PHONE DOWN: You’d be amazed at how much

time goes into “quickly checking Facebook” or responding to
a text on your phone. The fact of the matter is, every time your
attention is pulled away from the task at hand, it’s going to
take you twice as long to get back in the flow.

TAKE BABY STEPS: Don’t wait for a solid block of time to

accomplish a large project. Do as much as you can, whenever
you can—even if it’s only 15 minutes at a time. That big block of
time may never appear, but taking little bites will accomplish
way more than you think.

CLEAN UP: If your desk is cluttered, you’re more likely

to spot a distraction. It’s easy to lose focus on the big stuff
when there’s a bunch of little stuff just begging to steal your
attention. Clear your desk and dive in. Above all, take a page
from Nike’s book, and Just Do It!

Here in Los Angeles, we’re lucky enough to
experience beautiful weather all year round. So when
Roslyn and I made the decision to sign up for a Dan
Kennedy mastermind group in Cleveland, Ohio, this
past February, we were thinking more about the
below-freezing temperatures than anything else.
In the end, we decided that a few days of winter
probably wouldn’t kill us, so we hopped a plane
and headed east! The man who took our luggage
joked that we must live in Ohio—because why would
we leave sunny and 80 degrees for the subzero
temperatures of Cleveland? We shed a metaphorical
tear as the plane took off, leaving the sunshine
behind. We had no idea we were in for one of the
best weekends… despite the cold.
The group itself was a small gathering of about 15
people from all across the country, and each person
represented a totally different industry. For the past
year-and-a-half, Roslyn and I have been attending
a variety of seminars and conferences with people
in different businesses and have not only learned so
much, but have also made some great connections.
This was a new group of people we hadn’t met, but
I welcomed their outside perspective and ultimately
walked away with more than a handful of new ideas
to implement.

It was inspiring to get out of the office, our normal
routine, and our day-to-day schedules. On top of
that, we were able to truly “unplug” and focus on
the task at hand—working “on” and improving our
business. As a group, we were able to experience
360-degree feedback. Not only could we offer up our
own contributions and ideas to the group, but the
others were helpful when it came to pointing out our
blind spots and giving us ideas, resources, and tools
that were useful. By the end of the weekend, we were
eager to get back home (and back to sunny skies) to
start working through our new ideas. One of those
ideas Roslyn and I really loved was the idea of hosting
a coaching retreat for our members. We also liked the
idea of putting together a higher level of membership
and coaching for those who are looking and asking
for more training and resources. Stay tuned for
details!
I’ll admit, it was a little daunting walking into this
mastermind group for the first time. I was feeling a
lot like a little fish in a big pond. But I quickly realized
that you don’t have to be a big fish or a big player in
order to get all the benefits of joining a mastermind
group. It doesn’t matter how big or small your
business is—even the most successful people still
have some kinks to work out.
It might seem strange, but after two intense
days of hard work, we both left feeling refreshed,
rejuvenated, and ready to get back to work. We met
some really great people who provided us with some
good insights. The connections we made there were
just what we needed to kickstart our spring and take
Roz Strategies to the next level.
After all, my goal and mission is to
provide you with the knowledge
and resources you need for your
business so you can be successful!

- Michael Rozbruch
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FOOD FOR THOUGHT

Success starts within yourself. How can you
achieve what you want or overcome the obstacle
in your way if you don’t believe in yourself and
what you are doing?
There is a common link I’ve noticed about successful
people. This observation is something I have shared with
Michael, as well as our daughters. This thought goes along
with some of what Michael’s sayings are when he talks
about his Road Map to Success. Here’s my Roz-ism: On

the road to success, no one’s road is a smooth, paved
surface; everyone has rocks or boulders on their path.
What separates a successful person from one who isn’t, is
the successful person will find a way around the rock, over
it, or through it, or they will chip it away. The person who
isn’t successful will look at a boulder in the road and say,
“The road is blocked and I can’t get around this rock.” It’s a
simple observation that goes along with so many sayings
we’ve all heard like seeing the glass as half-empty or halffull. As a former journalist/writer, I’m always fascinated
about people’s stories, and every successful person that
I know personally, or have admired from afar, has a story
of a challenge they’ve been faced with. I love to hear how
someone has overcome adversity. I find it inspiring.

other people may not. I’ve heard some people say that
while they believe in what they are doing, they’ve gotten
flak from others—maybe their friends, family, or peers
who’ve said, “Oh that’s not going to work.” That’s what
most people said to Michael 17 years ago when he started
his tax resolution practice. That was back when it was a
new industry. Back then I told him that I believed in him
and not to share his dreams with naysayers. No one has a
better interest in you than you. It’s so easy for someone
to say, “That can’t be done; that’s not a good idea.” Don’t
let an obstacle—the rock in the road or somebody else’s
opinion—stop you from you following your dreams. If you
have conviction in what you are doing, forge ahead. Just
bring good tools with you on your journey.

Success starts within yourself. How can you achieve what
you want or overcome the obstacle in your way if you
don’t believe in yourself and what you are doing? It means
getting past the idea that even if you believe in yourself,

- Roslyn Rozbruch

ALL HAIL THE BLOG

MEMBER SPOTLIGHT

Whether you’re looking to boost your business or give
it a more personal touch, blogging can be an effective
method of communication between you and the client.
After all, while websites are increasingly more informative,
blogs have a certain way of helping readers understand
more about the person they turn to for services or
products.

My team was already great at Tax Problem Resolution,
but Michael has helped us become even better. He
is a very high-energy, high-information, serviceoriented gentleman. He is always available with good
information and is ready to answer any questions.

So why blog?
In a nutshell, blogging can be done on a daily, weekly,
bi-weekly, or monthly basis. It’s a great way to add value
to prospects that are checking you out before they “buy.”
Writing valuable, informative content geared toward your
customer will also get you ranked higher on Google which
means more leads (at no cost!). It’s a great method of
informing clients about new technology, new hires, new
services or projects, and new additions to your business.
It’s also a great place to post links to other projects you
are working on like magazine articles, books, or guest
speaker events. You are in complete control of what you
write and share.
In addition, being able to keep a hold on your electronic
footprint may prove an asset to you later when someone
is doing a Google search on your company. By being
in control of your blog, you are giving a voice to your
business that other websites, such as Yelp, don’t
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have. Don’t let your clients learn everything about you
from a website you have no control over.
Keeping your website up-to-date is another reason for
blogging. If your website is constantly being updated,
Google’s complicated search engine rewards your
business with a placement toward the top of the screen.
Blogs count. Also, if what you’re saying is interesting
enough, other bloggers may create links to your pages,
which generates more traffic for you!
Blogging isn’t just for fashionable teens, Julia Childwannabes, and movie critics. It’s an activity for everyone,
and its ability to make your business grow might just be
the step up you need to compete.

We have just begun to implement a couple of things.
First, we put together a brochure. We are starting to
send this out with attorney referral letters any chance
we get. Probably the biggest and simplest step we have
taken is getting more information from initial incoming
calls. Previously, when we set up an appointment, we
would simply get the name and phone number. Now
we ask for the address so that we can follow up with
letters and brochures.
The immediate effect that Michael’s program has had is
a new sense of excitement, causing us to evaluate the
way we do everything from answering the phone to
drafting or redrafting, to more thoughtful recognition
gifts for referrals.

Eric E. Button, CPA, JD

IRS TERROR TALE
THREE BRIBES NOT A CHARM

There’s dumb, and then there’s Stephen Jacobs, a
chiropractor who was sentenced to nine months in
prison for bribing an IRS agent in August of 2013.
But his life of bribery started long before that.
An IRS auditor met with Jacobs to discuss the
numerous discrepancies in his federal tax income
forms from 2011. The forms contained two $5,000
payments that were listed as deductions. When
the auditor informed the doctor that the payments
were not deductible, Jacobs admitted that each
was a payment to two different women to prevent
them from reporting him for inappropriate
behavior. He went on to admit that he had kissed
one woman’s feet in the midst of her treatment,
and had touched the other woman inappropriately
whilst giving her a massage.
The women both accepted the bribe and held
their silence, but the IRS auditor wasn’t quite so
willing. When Jacobs asked the auditor if there
was anything he could do to “just deal with this,”
he was met with a less than agreeable answer and
went on the defensive, threatening to ruin the
auditor’s career.
In the end, Jacobs dropped the act and
desperately attempted to bribe the auditor (via
email) to terminate the examination. His exact
words were, “You want a bribe? You want me to
pay you?” The auditor was advised by the law
enforcement to accept the bribe—yet another
“deductible” payment of $5,000—in exchange for
giving Jacobs a favorable audit letter. Of course,
this transaction ultimately landed Jacobs nine
months in prison. Something tells us he’ll be doing
a lot of metaphorical foot kissing to get out of
that one.
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