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PHOTO-PROOF

Did you know that your business may have hundreds of
top-end salespeople that are waiting at your fingertips
to be employed for no cost at all? As strange as that
may sound, it’s true. There are countless individuals out
there who are waiting to promote you and your firm’s
services for no cost at all. Who are these eager men and
women of sales? They’re your clients.

Referrals are the easiest and most effective way to
expand your business and your client-base. You can
put all the money you want into TV or print ads, but
the honest truth is that a potential customer or client
is going to be far more motivated to try a new product
or service after a friend has told them about it. This
grassroots type of marketing can help to spread the
word about your business like wildfire. But the next
question becomes, “How do | get more clients to
refer my business to their friends?” The answer is
“photo-proof.”

- WWWw.rozstrategies.com - Supercharging Your Proiits!

Photo-proofing is simply taking a photo of your client
after you’'ve worked your magic or when they’ve had
their IRS case settled by you. An example would be
having their picture taken with their IRS “acceptance
letter” and hung on a “wall of fame.” By displaying a
client’s photo or name on the wall of your business,
you're creating a special bond with that person. Not
only does this bond create an opportunity to sell to
them again at some point, it lets others who see the
picture know what kind of service they’re getting and
helps to create trust.

Another value in this tactic is that clients with their name
or photo displayed inside a business are far more likely
to bring their friends or family to that establishment to
show off their infamy. So regardless of the product or
service you're selling, make sure to use this phenomenal
(and inexpensive) marketing technigue to increase your
client referrals.
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Tax Resolution HﬂS Never Been
MORE FUN!

You should know by now that the Roz Team is anything but
ordinary. When you think of a 3-day event filled with attorneys,
CPAs, and enrolled agents, you probably don’t envision a lot
of laughter and entertainment. But when you make Michael
Rozbruch the co-host of that event, and invite the whole Roz
marketing team to participate, that’s exactly what you get!

social media marketing in an increasingly online world. She’s done
some really amazing things for the tax resolution industry, and

I'm not just speaking from my own experience (although she did
have a heavy hand in growing my core company). Her book sold
out within minutes after her presentation ended and people were
lining up to get their names on the list for her free website audit
consultation.

On January 7th, the entire Roz Team—all four of us—woke up in
sunny Orlando, Florida, and prepared for our first 3-day Marketing Other presenters included Eva Rosenberg, the Tax Mama, and
and Technology Extravaganza! We were excited about this event Larry Lawler. Eva’s presentation was geared towards those

for a number of reasons; first and foremost, our members. It’s members who are not quite licensed yet, but are thinking pretty
not often we get to meet our members face to face, but it’s a real seriously about it. She teaches a review course on how to pass
treat when we do! It was wonderful to meet in person and put the EA Exam. I’'m guessing she walked away with a few new
some names to faces... and I’'m students that night. Last but not least, Larry Lawler took the

sure you can say the same for stage. He’s the “grandfather” of the tax resolution industry. He’s
us! In fact, many of you did. not only the founder of the American Society of Tax Problem
Everyone was so appreciative, Solvers, but my good friend and co-host. Together, we identified
even those who couldn’t make the mistakes that nearly every tax resolution practitioner makes in
it, and, as a result, we were their marketing and sales processes and how to avoid them. We
also presented dozens of solutions all aimed at showing you how
to make more money serving IRS problem clients.

| personally presented for about three or four hours to a pretty
serious crowd, but | know | was successful when | forced them
to break into a smile and laugh every once in a while. | consider
myself to be a pretty unorthodox and unconventional CPA,; it’s
my goal to bring excitement and entertainment to a notoriously
boring subject. | call it “edutainment,” and it’s how | inspire and
motivate my members. The presentation went over really well and
it inspired me to do some more “edutaining” training in the future.

GET IN THE BUSINESS
OF GROWING YOUR BUSINESS” S
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Overall, the Extravaganza was a huge hit. It was the perfect way
practically glowing by the time the to bring marketing and technology together under one roof,

and to get our members involved. When | first started in the tax
resolution niche, none of these resources existed—let alone in the
same place—so having the ability to offer this to our members is
a huge accomplishment and source of pride for me and the entire
Roz team. We had a wonderful time putting on this one-of-a-
kind event and look forward to making it a yearly celebration. Of
course, spending a few extra days enjoying the sights and sounds
of Florida only added to the experience...

Extravaganza was over.

We kicked off the event with

the State of the Industry panel
discussion regarding the new
threats to our industry and
livelihoods, namely the major
national tax preparation companies getting into the tax resolution
business. We identified these threats and offered real-life
solutions that would not only guarantee survival from these
threats but showed you how to use them to your advantage!

| hope you all had a wonderful time at the
event. If you couldn’t make it this time
around, keep an eye out for future events and

On top of that, we brought in a number of industry experts that el e @sse s, Wil mesd s,

we couldn’t wait to hear from. Experts like Jaime Buchwald of
Pitbulltax.com, Roger Nemeth of Tax Help Software and Lorrie
Thomas-Ross, who presented for two hours on the importance of

- CMictael Spzbrecch
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FOOD FOR THOUGHT

THE WRONG SIDE OF THE BED IS ALL IN YOUR HEAD

The other day | woke up in a bad
mood. | was upset over something that
had happened the day before (I can’t
even remember now what seemed so
important to me then). | knew that
waking up on the wrong side of the
bed was going to change the outcome
of every interaction | had that day. |
then thought to myself, “I don’t want
to feel this way.” | didn’t want to allow
my bad feelings from the day before
to carry over into my entire day ahead
of me, so | paused for a moment and
decided to do something about it.

Of course, banishing a bad mood is
easier said than done. So | grabbed

§

my iPad and googled “inspirational
thoughts.” Several sites popped up,
and | just visited a few of them. Believe
it or not, reading those inspiring words
instantly made me feel better. After a
few minutes, | was able to let go of that
bad feeling and roll out of bed on the
right side.

Waking up on the wrong side of the
bed happens to the best of us. For
whatever reason, you simply wake up in
a bad mood. When that happens, that
bad mood can follow you throughout
the day. Suddenly every situation you
encounter bothers you, and everyone
is annoying.

But it doesn’t have to be that way. I've
come to discover that waking up on
the wrong side of the bed doesn’t have
to determine the entire course of your
day. Changing your mindset—how you
look at something—can change the

-
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course of your day. Taking a moment
to “pause” and decide you don’t want
to be in a bad mood is the first step to
a better day. Taking a course of action,
like calling a good friend to just get
something off your chest or googling
“inspiration sayings” on your computer,
tablet or phone, is the second step to
a better day.

Even in our very busy lives, you can still
take a few minutes to just stop what
you are doing, and re-set your mindset.
It’s like when a computer goes haywire,
the first thing most of us do is shut it
down and re-boot it. Pausing is like a
re-boot for the mind. Taking a moment
to change my mindset the day | woke
up on the wrong side of the bed was
worth my effort because | had a great
rest of the day.
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INVITATION ¢ 4 #

In many ways, you are a vampire of the marketing world. You
may not want to drink your clients’ blood, but you do want
them to retain you to solve their IRS problems—and they won’t
willingly do so until you've effectively schmoozed your way
into their lives. Much like a vampire has to be invited across
the threshold (we all know that forcing his way in will get him
nowhere), you must receive an “invitation” before you can
ever hope to get close to the prize: your clients’ business.
Unfortunately, unlike a vampire, your invitation requires a little
more effort than simply showing up on their doorstep and
hoping for the best...

If you want your clients to contact you, you have to give them a
reason to do so. That reason could be as small as a free souvenir
or collectible—something to ensure that they remember you
long after the first point of contact. This is called a premium,
and it’s a sales incentive that’s nearly as old as vampires
themselves.

Your premium can be tailored to fit your demographic, and
while a customized key chain or ballpoint pen with your name
emblazoned on the side is good (after all, it’s

- WWW.rozstrategies.com - Supercharging Your Profits!

bound to keep you top of mind), a free report is better. When
you offer up valuable information to your potential customers
for (what appears to be) no reason whatsoever, you're telling
them that you genuinely care about solving their tax problem.
If the information is truly beneficial, and you’ve refrained from
hitting them with a sales “pick-up line,” they’ll not only willingly
invite you across their metaphorical threshold, but they’ll be
asking you to visit more often.

Keep up that momentum by investing in your clients’ lives as
much as they’ve invested in your business. No, you don’t have
to invite them over for Sunday dinner, and you certainly don’t
have to show up on their doorstep every other day (in fact, we
strongly recommend against that), but you do have to continue
to show them that you care long after they’ve extended their
original “invitation.” Just like Dracula, that invitation can be
withdrawn at any time, and once that relationship is lost, it's
nearly impossible to get it back.
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“The key strategy | have learned with Roz
Strategies is the power of referral letters.
I've used his letter to realtors, lawyers,
mortgage brokers, and last but not least, my
own bookkeeping and tax clients. | know for
a fact I've sent out over 1,500 of these letters,
because that’s how many brochures [ve
printed (and enclosed!). How do | know these
are working? Because this past December
2014—which Michael says is a “down” month for
tax resolution services, and during which time
| stopped spending money on newspaper ads,
expecting a quiet month—I had 3 new cases.
Sending monthly letters and/or newsletters to
this referral network really does pay off’.

oo Plavans, SCA

IRS TERROR TALE

It's amazing the lengths some people will go to in order to
avoid paying taxes—but when it involves the cheating and
extortion of hardworking employees—that’s when they take
it just a little too far.

SES Drywall inne.

Stephen Gregory Nagy thought he was being quite inventive
when he came up with his scheme to not only cheat the
IRS but also his employees. In 2010, after the IRS assessed
his company, S&S Drywall, and determined that Nagy
owed more than $480,000 in unpaid federal employment
taxes, penalties, and interests, Nagy came up with a plan.
He hired several undocumented workers and paid them a
small portion of the prevailing wage. He also demanded
that those same workers pay him a large portion of cash in
return—which went unreported.

From there the business owner forced his employees
(via intimidation and threats) to file for unemployment
benefits—even though they continued to work for him. He
gave them cash to make up for the difference in salary,
which was not reported—nor were the federal income taxes,
social security, or Medicare taxes paid. In essence, the State
of Oregon paid part of the employees’ salaries.

In order to hide the cash, Nagy created shell companies in
his sister’s name—transferring business and personal assets.
Considering the fact that Nagy was already known by the
IRS, it’s mind boggling how he thought he wouldn’'t get
caught! Of course, he did, in September of 2014, when he
was sentenced to 19 months in a federal prison and ordered
to pay more than $480,000 in restitution. That number
sounds familiar...

His former employees now have no social security benefits
or Medicare... but he can reapply for his state contractors
license in 20 years—to do it all over again!
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