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You’ve Got (Direct) Mail!

LATEST REPORTS CONFIRM DIRECT SUCCESS
Direct mail wins again! The latest reports for 2015 are
in, and direct mail leads the pack in response rates,
customer retention, and cost-per-response. These
studies prove, once again, that a marketing strategy
based on direct mail is sure to bring direct results.
Direct mail is over seven times more effective than all
digital channels combined, according to the Direct
Marketing Association Response Rate Report 2015.
The survey reported that average direct mail response
rates to your own database were 3.7 percent.
Impressive, even without considering that email,
social media, paid search, mobile, and Internet display
tallied only a 0.52 percent response all together.
When it comes to prospect response rates, direct
mail left email in the dust — boasting 10 times the
success rate of email. These reports make it clear that
direct mail is still a potent resource for tax resolution
practitioners, and that it’s foolish to leave it out of
any marketing strategy for a few reasons:
With direct mail, people are MUCH more likely to
read the information you are sending them.
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MEANINGFUL CONNECTIONS BUILD

Meaningful Connections Build
Worthwhile Relationships

1.

DECEMBER 2015

2.

People actually enjoy reading their direct mail
(according to 59 percent of respondents), and
they refer back to it for additional information.

3.

Your readers enjoy their direct mail so much
that 40 percent want to take it with them and
potentially share it with other people.

It’s December already! Roslyn
and I can’t believe how fast the
year has gone. That could just
be a testament to how much
time we’ve spent out on the road
these past months. This season,
we’ve been to at least six different
events — some I presented at,
others were more for educational
purposes. At each event we
Michael with Dan Kennedy
attend, we have the opportunity
to meet some of our clients and members in person, and
it’s incredible every time.
While much of my communication with clients and
members is conducted online, I firmly believe that honest,
person-to-person relationships are the hallmark of any
good business strategy. Don’t misunderstand me — I’m
not one to diminish the value of online communication,
but meeting a client in person makes for a special bond
that online communication can’t achieve alone.

These results are mind-blowing, especially considering
the relative cost of direct mail versus e-marketing.
Though email has a low initial investment, it also reports
low readability, response, and customer retention —
unless integrated with a direct mail campaign.

So as I reflect on the connections I’ve made face-toface, I want to ask you: Are you making meaningful
connections with your own clients? What are you doing
to strengthen those relationships? And do you hold
an open house, send out your newsletter, or otherwise
engage with your clients?

Need more proof? GKIC co-founder Dan Kennedy
said, “I am here to assert that NOTHING ELSE [sic] can
deliver the riches that direct mail can and does when it
is fully understood and properly deployed.” He also says
“wealth is tied to postage stamps” and that his own
personal wealth is firmly rooted in and built on direct
mail.

At the end of the day, your client or prospect is hiring
you. They want to like you and know you, and trust you
to handle their IRS problems. It’s up to you to find new,
more personal ways to reinforce those vital relationships.

So what are you waiting for? Implement direct mail in
your marketing campaign today!
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For example: When Roslyn and I meet our clients
and members, we always ask them in person for their
feedback on our strategies. We ask them what works
best and what needs improvement, because we want
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to be the best possible resource for our clients and
members.
Part of being a great resource means providing
opportunities for improvement through events like the
Tax Resolution Marketing and Technology Extravaganza
— January 6-8 in Orlando, Florida. Sometimes we
talk with clients who, for whatever reason, don’t take
advantage of these events. And each time, I tell them it’s
events like these that can spur incredible change in the
way they do business, and the relationships built alone
are worth far more than the registration price.
For Roslyn and me, reinforcing relationships in 2016
is about bringing to light all the great things we have
planned for you. There are big things ahead that are all
designed to make your life easier, like more collaborative,
Done-With-You marketing strategies, and an online event
in the third week of May (mark your calendars!). Our main
focus is the ease of it all, and we’re very excited to share
everything with you.
Meanwhile, outside of the office, we’re getting ready to
have a group of our close friends over for New Year’s
Eve. We’ve been celebrating with this group for many
years now. Sometimes we all go out for a nice dinner, and
sometimes we gather at one of our houses. We decided
to go low-key like we did once before, and will be having
a pot luck and pajama party. This way we can celebrate,
and then go straight to bed! Of course, I’ll share a good
cigar with close friends to welcome 2016 the right way.
Wishing you a happy holiday season and
a successful 2016!

- Michael Rozbruch
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FOOD FOR

THOUGHT

“

“

Don’t be afraid of having financial success
in your life. Give yourself permission to
make the money you desire to make.

We’ve all heard the saying, “You are what you eat.”
The same holds true for the words you say about
yourself — you are what you say. This philosophy is
nothing new; it’s been said by other top inspirational

speakers in other ways. The reason I’m bringing it up is because
whenever I hear someone say, “I’ll never be rich or make a lot of
money,” I want to say (or depending on how well I know the person,
I do say), “Don’t put a ceiling on your dreams.” It’s okay to want
money in your life. I think sometimes people feel a little guilty
about the desire for money. But having money in your life, or more
financial freedom, doesn’t make you greedy. When someone says to
me, “I don’t need money to make me happy,” I say, “Me neither.” But
not having it doesn’t make you happy either. Happiness comes from
within — I’m a “the-grass-is-green-right-where-I’m-standing” and
“where-I-am-is-where-I-want-to-be” kind of gal. Having more money
means your life is more comfortable, whether that’s a new home, a
new car, or an evening out with friends.
So there’s that part where someone will say they want to make more
money, but then the other part nixes that statement by saying out
loud, “But that will never be me.” Don’t be afraid of having financial
success in your life. Words are powerful, written or spoken. Saying
you can’t achieve something you want puts a ceiling on what you
can achieve. It’s negative energy in the air. Of course you need to do
the work, but I’ve seen plenty of people work hard and not achieve
their goals. Success can’t come to you if you believe it’s not going to
happen or you feel guilty for wanting it. Give yourself permission to
make the money you desire to make.

I have an assignment for you. With the year coming to a close,
write yourself a check for the amount of money you would like to
make in 2016 and date it December 31, 2016. Then work backward.
How many new tax resolution clients will I need (at $5,000 each)
to achieve this? How many prospects or leads do I need to obtain
these new clients? By writing it out, you are putting the wheels in
motion to reach the goal you’ve set for yourself as well as giving
yourself permission to earn it. There’s no guarantee that’s what
you will make, but there is a chance for you to do better than you
expected.
After you write that check to yourself, put it in an envelope. In 12
months, take it out, and hopefully you will be pleasantly surprised.
The significance of writing a check to yourself is in setting a goal,
because if you don’t set a goal, how can you reach it?

- Roslyn Rozbruch

PICTURE TIME!
Michael recently attended The ASTPS Super
Conference in Las Vegas as a speaker and
vendor. Below are pictures with some of
our members.

IRS TERROR TALE

SMALL-TOWN PASTOR PAYS THE ULTIMATE PRICE

MEMBER SPOTLIGHT

MATTHEW PREVITE, CPA, MST
Matthew Previte started
preparing tax returns as a
teenager for himself and his
siblings. After graduating with
a BS in Accounting from the
University of Massachusetts at
Matt in his office with Natalaya
Dartmouth in 1987, he began
Pereira, EA and Nadia
working full time in public
Youssef, EA
accounting doing tax work.
He later went on to receive his MS in taxation from Bentley
University. In 1990 he started his own practice, and it wasn’t
long before he was representing family members for tax
resolution. First, his sister and brother-in-law, and second,
his brother. He was able to successfully help them both out.
Matt’s first official Offer in Compromise (OIC) came in 1995.
His client owed $42,000, and Matt got the final number down
to $6,500. He has now worked over 3,000 cases.
Matt entered the world of tax resolution for the intrinsic value
of helping people, and also to have steady work all year long
without the workload compression of tax season. Being a CPA,
Matt acknowledges that most clients have a deep dislike for
the IRS, but adds that every day brings a new win-win-win
situation: clients are happy, he gets the reward of helping
people, and the IRS or state gets a problem fixed.
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One of the challenges Matt has faced in tax resolution was in
the area of marketing, which is why being in a support group
like Michael’s is so important. “No matter how long you’ve
been doing this, marketing methods are always changing,
and there’s always something new to learn,” he says. And
with Michael’s help, Matt continues to revamp his marketing
strategy — something Matt knows is No. 1. Despite Matt’s
many years of technical experience, he still picks up valuable
nuggets of tax resolution knowledge through Michael’s
webinars and coaching calls. When it comes to marketing,
Matt keeps an open mind, “Be persistent and consistent,” he
says, “Repetition is key, but you must also be persistent. Also,
don’t settle for just one marketing method; putting all your
eggs in one basket can be dangerous if it stops working well.”
In his spare time, Matt enjoys listening to and playing a
variety of music — from blues to classic rock — alongside
his three brothers in small, hole-in-the-wall venues. Matt
also likes to hike and fish in the White Mountains of New
Hampshire, though he’d rather spend his nights in a hotel
than out in the woods! He has visited many of the U.S.
national parks including Yellow Stone, the Grand Canyon,
Bryce Canyon, and the Alamo.

What’s not to love about a pastor and his wife
spreading the good news in Coquille, Oregon? Plenty,
apparently, when that same couple is associated with
an anti-government “sovereign citizen” group and on
the lam from $1.2 million in tax evasion charges!

Mastermind member
er
Greg Nunn and memb
Richard Ebbinghouse

Former pastor of Hope Covenant Reformed Church,
Ronald Joling (age 71), and his wife, Dorothea (age 72),
have given federal agencies quite the runaround. In
2014, the couple were found guilty of tax evasion and
filing false tax returns, in addition to pending charges of
false tax liens filed against federal officials, including a
U.S. District Judge! The Jolings claimed they were owed
more than $100 million in unspecified funds.
At the Jolings’ first trial, authorities sought a 10-year
prison sentence for Ronald and a five-year sentence
for his wife. The couple’s defense? Ronald testified in
the tax-evasion case that he stopped paying income
taxes in the 1990s, due to self-guided study that led
him to believe tax laws simply didn’t apply to him. His
scholarly pursuits also concluded that his refusal to
pay was on “biblical safe ground.” Dorothea, the everobedient wife, didn’t dispute her husband’s claims.
Following their court appearance, the couple was
set free on grounds that they would return to face
the judge in April 2015. That’s when the couple
skipped town and fled to Arizona, where they were
apprehended during a traffic stop. For now, the perps
await their fate in the Lane County jail.

Member Frank Neary

Michael hanging out with
Larry Lawler of ASTPS at a
night out at Gilley’s.

Michael with members
Sandra and Kevin Mullinax
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