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5 Ways to Relax Your Workspace

President Rutherford B. Hayes once said, “The expert in anything
was once a beginner.” He may not have been referring to the
world of tax resolution (after all, this was the late 1800s, he probably
had lawn tennis or archery on his mind), but the message remains
the same; all teachers began as students, all coaches required
coaching, and all experts started out as beginners. Nobody
is born with an innate knowledge of the world—we all have to
be taught—and that’s especially true when it comes to building
your practice through the use of a strategic marketing program.
That’s where I come in.

PAGE 2-3

Make the Most of It
PAGE 2

IRS News Item of the Month
PAGE 3

The 8th Time’s the Charm Communicating with Clients
PAGE 3

The Secret Formula for Success
PAGE 4

The Secret Formula FOR SUCCESS
Double the C, double the S, and you’ll always have success! If only it were so easy. The truth is, success tends to require more than
decent spelling skills. And while it seems to come easily to some people, others are forced to cross their fingers, wish upon stars, and
dream of better days. However, what they should be doing is following in a successful person’s footsteps…because successful people
have a secret formula, and now you can have it too!
INGREDIENTS:
1 PART COMMUNICATION: Successful people possess the
ability to communicate their thoughts and ideas clearly
and effectively—whether they’re talking to friends, family
members, co-workers, or potential clients.
1 PART PROBLEM SOLVING: Successful people are notorious
for thinking outside the box and coming up with creative
solutions. They don’t have “problems,” they
have “opportunities.”
1 PART RISK TAKING: Successful people understand that failure
is simply part of the process and that sometimes, failure is
the only way to learn and grow toward success. They’re not
afraid to step outside their comfort zone and take risks.

1 PART CURIOSITY:
Successful
people
dare to ask
dangerous
questions.
Their eagerness
to learn results in
resourcefulness,
fearlessness, and their
ability to take initiative.
Their creative minds are
always moving and they
rarely succumb
to boredom.

1 PART PROACTIVITY: Successful people are willing to act, and
they’re willing to act fast. They’re the first to take initiative
and crave the chance to put an idea into motion.
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For the past several weeks, I’ve been hosting one webinar per
week as an exclusive bonus for my Tax and Business Solutions
Academy members! We started with Tax Resolution Marketing
Basics (things like “how to get the phones ringing off the hook”
and “how to get new clients lined up outside your door”) and
over 180 people logged on for the session! I took questions
throughout the live webinar and was impressed not only by the
depth of the inquiries, but also by the apparent interest in the
subject. I ended the webinar feeling pretty great about the entire
session and excited about the sessions to come!

“All teachers began as

The remainder of the week
was pretty eye opening—
people all across the
country were calling in and
asking how they could gain
access to the exclusive
webinar. We even had
one caller from Paris! The
members who did see it
wanted to see it again, and
the ones who missed out
were desperate to get their
hands on it for the first time.
We received a plethora of
kind emails complimenting
us on our amazing web
session and thanking us for all the worthwhile information. By the
end of the first week, we already had over 200 people signed up
for the second session; “How to conduct a client interview so that
they can’t wait to open their wallet and hire you!”

students, all coaches

required coaching, and
all experts started out
as beginners. Nobody

is born with an innate
knowledge of the
world.”

It’s exciting to have so many participants tune in for the webinars,
but it’s even more exciting to know that our members are
actually appreciative of what I have to say. After all, that’s the
whole reason we do what we do! And when we receive such a
great response, it only makes us want to do it more often! We just
wrapped up the third bonus seminar “Client control: How to keep
clients happy, on track, and the systems that make it happen”
on July 30th, and we’re getting ready to host our fourth and final
bonus seminar “Case resolution: How to make sure the clients
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think you walk on water!” on August 6th. Head to our membersonly website, www.RozStrategies.com and click on the “members’
only” button at the top right of the page and check out some
of the past webinars that you may have missed (or want to see
again!). They’re always available on the members-only website!
“Wait a minute,” you might be thinking, “I don’t remember
signing up to become a member...” That’s because everyone
who bought the “Tax Resolution Success Resource System”
automatically received a FREE two-month trial membership!
Members enjoy unlimited access to our members-only website,
which is constantly updated with free webinars, video training,
professional insights and tips, and exclusive interviews with
industry celebrities. Everything you could ever need to boost your
business and grow your practice can be found on the membersonly website—so make sure to check back often! If you’re not a
member, or you have questions about our membership program,
contact info@RozStrategies.com.
Like I said, every teacher began as a student—and that includes
me. But I believe that continuous education is the key to success!
(Which is yet another reason to stay up to date on the member
website). This August, I’ll be attending an exclusive training event
for the world’s best speakers! It’s all in preparation for January
2015—I’ll be co-hosting a huge marketing and technology tax
resolution extravaganza in Orlando, Florida.
Stay tuned for more details—they’re
coming your way! In the meantime, enjoy
the remainder of your summer, and don’t
forget to catch our latest and greatest
bonus webinar!

- Michael Rozbruch
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The RELAXATION Station

“You live where you work.” It’s an old adage that
never seemed to make much sense, that is, until
you realized that you officially spend more
time in your office than you do at home. With
that in mind, does your workspace reflect a
feeling of homey-calmness? Or is it more
like a pit of chaotic clutter that makes
you want to cringe? Studies show that an
unorganized or boring environment will
actually stunt your productivity—so how
can you feng shui your space?

1. CUT THE CLUTTER
Start by clearing your desk of any
old or unimportant projects. Without
unnecessary
distractions, you’ll
be more likely to
hold your focus.
Take whatever’s
left and sort it
into trays. Labels
like “to be filed” or
“on hold” can help eliminate
confusion (just don’t let that
“to be filed” tray overflow!).

2. EMBRACE ERGONOMICS
You spend 8 to 10 hours per day at your desk, but ensuring that
it’s ergonomically friendly can seriously reduce the amount
of pain and stress you endure during that time. Start with your
posture—shoulders back, head high, spine straight...you know
the drill. Raise or lower the arms of your chair so they’re level with
your keyboard, adjust the brightness on your monitor, and
hey, there’s no shame in changing the font size so you can
see it better. Google “ergonomics” for more tips.

3. SOOTHING SOUNDS
This just in! Listening to music at work can actually boost
your efficiency! Flip to iTunes or Pandora and select a
station that inspires you to stay productive.

4. PERSONALIZE
A few family photos spread across your desk serve
as a constant reminder that things outside of
work are important too. If anything, they’ll
remind you what you’re working for. Plants,
flowers, and even fresh fruit will make your
space seem more inviting.

MAKE THE MOST OF IT
Are you committed to making the most of your business? Here’s a
simple process you can follow:
INCREASE CUSTOMER RETENTION. The number one reason a customer
stops doing business with any company is because they feel that
the company doesn’t care about them. But the reality is; businesses
don’t care about people. People care about people. When a
customer says that a business doesn’t care about them, they are
really saying that the owner and employees don’t care about
them. By working to build relationships with customers (thereby
showing them that you do care) you will increase your customer
retention rates.
KEEP AN EYE ON YOUR COMPETITORS. This idea might seem a little
basic, but you can be extremely successful just by looking at
various industries and finding ways to offer something other than
the norm. The same goes for marketing, if everyone in your industry
advertises in ABC Monthly, well, you should at least start with an ad
in ABC Monthly, but when you realize that no one in your industry
uses direct mail (or almost no one), it would be a good idea to
figure out how to make that work as well.
MAKE A LIST AND CHECK IT TWICE. Always keep a running list of
great ideas. These ideas could be ways in which to improve your
marketing or even the client experience at your company. Every
time you wrap a project, go back to the list and pick another
idea. Two major benefits of keeping this list are that you look
like a genius month after month when you always magically
seem to have a great idea for everyone to work on, and
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“

THE MAGIC OF

8 TOUCHES

Studies show that an unorganized or

boring environment will actually stunt

your productivity—so how can you feng

5. TAKE A BREAK

shui your space?

”

COLLECT DATA AND USE IT. Most
businesses do not collect
enough data about their
customers. At a minimum,
you need the addresses of as
many people who buy from
you (as well as all prospects)
as possible. What about birthdays or wedding anniversaries? Do
they have kids? Knowledge is power when it comes to data about
your customers, so start collecting more of it!
WHAT’S NEXT? A question you are duty bound to ask yourself on
a regular basis is, “In what other ways can I provide value to my
existing customers?” If you have a product or service that will truly
help your clients with a need of theirs, you would be negligent
to not offer it to them. For example; if you are a dentist, and you
just finished filling a cavity, and you notice that all your patient
would need is a few months of Invisalign to fix their crooked teeth
(keeping in mind that a straight smile would change their entire
appearance, and in turn, their life), aren’t you doing both you and
them a disservice by not letting them know about their options
and the benefits? Of course you are! Always be considering
what’s next.

Here’s a question: what counts as a touch? Do you have to
actually speak to the prospect for it to count as a
touch? The answer is no. Here are some examples
of a touch:

•

Speaking with the prospect

But get out of the breakroom! Go for a walk, practice
the ancient Chinese art of acupressure, or concentrate
on some meditation moves—anything to serve as a
retreat from the everyday grind.

•

Leaving a voice mail message

•

Sending a direct mail piece such as a
sales letter, newsletter or free report

You spend over 1/3 of your day at work, and another
1/3 sleeping. Don’t settle for a colorless cubical or
uninviting office—turn your workspace into a relaxation
station and live where you work.

•

Sending an email that is confirmed as
opened and preferably the links were
clicked on counts, but just sending an
email and not knowing the previous
information does not count

IRS Terror Tale of the Month
you never forget about a
great idea simply because
you don’t have the time or
the resources to implement
the idea that very second.

If you’ve been in business for any length of time and you’ve been
reading business or marketing books, I’ll bet you’ve come across
the concept that in order to convince a prospect to move or
convert to the next step in your sales process, there’s a magic
number of times you must communicate with them.

The National Sales Executive Association did a study on this. They
found there is a direct correlation between the number of touches
and the percentage of prospects who convert to a sale. Here’s
what they found:

A former Dublin, Ohio woman (and Westpointe Video Game
store owner) recently admitted to lying to the IRS about
her income for several years in a row. While she claimed to
make less than $8,000 annually, her lavish lifestyle suggested
otherwise. In 2006 alone, Lisa Harper bought a $675,00 house
and a brand new Cadillac Escalade—rolling in at about eight
times more than her supposed salary.

•

2% of sales are made after the 1st contact

•

3% of sales are made after the 2nd contact

•

5% of sales are made after the 3rd contact

•

10% of sales are made after the 4th contact

An IRS investigation concluded that Harper actually made
anywhere from $136,196 to $246,618 per year—meaning she
owed more than $199,950 in back taxes. While a date for
sentencing has yet to be set, Harper is looking at five years in
prison on top of a $250,000 fine.

•

80% of sales are made between the 5th and 12th contacts

The plot thickened once again last year when she was
accused of selling stolen DVDs, video games, and gift cards
in her store. On this count she was sentenced to two years of
probation and asked to pay $2,920 in restitution—on top of
300 hours of community service.
After selling her Dublin home,
Harper took up residence
in Chicago and currently
works as a pet groomer—
but something tells us she
won’t have much time to
work on her poodle cut in
the near future.

The really sad part is that most professionals are leaving 98% of the
sales on the table because they stop communicating with their
prospects after only one contact! To be fair, most firms average
a conversion rate of more than 5% but less than 10% of the total
number of leads that walk in their door. The ability to increase
their conversion rates is in direct proportion to their willingness to
increase the number of touches they make to their prospects.
Just so we are clear: there is no more powerful way to move
a prospect from where they are to the next stage in your sales
process than having someone speak on the phone with them.
My advice is to sit down right now and determine how many times
you communicate with a lead that doesn’t set an appointment,
doesn’t show to an appointment or doesn’t purchase from you on
the initial visit. Once you have that mapped out, go about looking
for ways you can communicate with them until they die, buy,
or unsubscribe.
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