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A few weeks ago I saw an episode of “60 Minutes”
about ethics in law. With CBS cameras in tow, Global
Witness, a company that investigates international
corruption, went undercover and posed as a
representative of a millionaire from another country
seeking to launder money in the U.S. Without
knowing the name of the millionaire, or the source or
legitimacy of his money, no fewer than 16 New York
lawyers looking to earn a big piece of the pie were up
to the (illegal) task.
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Philosophy of the SALE

Who is the world’s foremost leading expert on sales? The
Brooks Group? Their entire organization is dedicated to
sales. Is it Walter Friedman, Harvard business professor
and author of “Birth of a Salesman”? Or is it Tim Cook,
Apple’s CEO? He certainly knows how to sell a product.
But what if we told you that the world’s foremost expert
on sales died over 2,000 years ago in 322 B.C.? His name
was Aristotle.
A rhetorician, according to Aristotle, is “someone who is
able to see what is persuasive.” He wrote a major work
— now studied all over the world — on how to persuade.
Tom Szaky at The New York Times says it’s “to become
the chief convincing officer.” “In the end,” he says, “these
two titles are synonymous, because selling is really the
art of convincing someone to believe in and buy into your
concept.”
Success in sales can be boiled down to three Greek words
we learned from Aristotle: Logos, Ethos, and Pathos.
LOGOS
Logos means “word” in Greek. This one’s straightforward.
In speeches and in sales, it refers to what you actually say
— your reasoning. What are your talking points about your
service or product? Do they make sense to your clients
and customers?
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ETHOS
Translated into English, this word means “character.” In
rhetoric, it describes a speaker’s credibility. It’s an essential
part of rhetoric, but it’s also an essential part of sales.
Picture this: You’re in the middle of a massive project when
you hear the “ding-dong” of your doorbell. You open the
door to find some stranger in a uniform with “BugRid”
written on the back, standing on your porch with a billion
pamphlets. How likely are you to buy? Now picture the
neighbor kid, one who used to babysit your dogs on the
weekends you were gone. He’s fresh out of high school,
raising money for college, and standing there in an illfitting “BugRid” tee with the same offer. Are you more
likely to buy?
People purchase from those they trust.
PATHOS
This aspect of rhetoric has to do with people’s viewpoints,
the way they think, and what they believe. It’s Greek for
“suffering” or “experience.” In sales, pathos is appealing to
your demographic. You wouldn’t sell a slinky the same way
you would a sports car, would you? They’re both “toys,”
but their target markets are completely different. So your
tactics have to be too.
Aristotle may not have made millions cashing in on some
big idea — though if he were alive and charging for
rhetorical advice, he might have — but he certainly knew
how to persuade, and that’s the heart of sales.
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Only one out of the 16 lawyers refused outright to
take the case. He asked all the right questions and
said this wasn’t for him. When the Global Witness
investigator/fake representative asked for a referral,
the lawyer stood his ground and said it would be an
insult to respectable lawyers to refer him. Of course,
none of the lawyers who would engage in illegal
activity were officially under investigation, because
no money was exchanged, or contract signed. But it’s
interesting to see how easy it is for dirty money to
enter the country and what some of the lawyers were
willing to do, or rationalize doing, to earn that highticket fee, because let’s face it — a case like this is a
$50,000 to $100,000 retainer, just to start.
Unethical lawyers aside, the segment is really eyeopening and worth a watch. So check it out at www.
cbsnews.com/news/anonymous-inc-60-minutessteve-kroft-investigation.
You might be wondering why I chose to share
this. It’s simple: No amount of money is worth
compromising ethics. I would know, too. When I was
starting out, I didn’t know how prevalent unethical
practices were. So when a tax protester came to me
saying that the income tax was illegal (a belief held
by millions, mind you), I took the case. But it didn’t
take me long to realize that protesters only wanted
me to legitimize their argument, not help them settle
with the IRS, at which point I would then refund their
money. Eventually, I learned how to have my front
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desk ask the right questions when protesters called
so they could be told from the start our office didn’t
handle those kind of cases.
But even before I had my own business, I was in a
situation for one of the companies I was hired as a
CFO for to help take the company public. Within a
short amount of time, I discovered the owner was
cooking the books and inflating sales figures! When
I told him he wasn’t allowed to do that, he played
dumb and said it wouldn’t happen again. Then, of
course, it did. I confronted him a second time. He
tried to bribe me with a bigger stake in the IPO,
offering not to say anything. When I said no thanks,
he became angry. He yelled at me and threatened
me. After he threw his temper tantrum, I went back
to my office, packed up my briefcase and took my
Rolodex (which I consider very valuable), and my
framed CPA license, and left without a word.
No amount of money in the world should sway you
to do something that isn’t right, no matter which
way you think you can justify it. Some things in
business, accounting, or law are gray areas, and as
professionals, it’s important to represent our clients
in the most ethical way possible and find the best
deal; just don’t risk your license for a tempting
offer. The interesting thing is, cases like the ones I
experienced are more common than you think.
As you move forward with your existing or new tax
resolution practice, be sure to put in the steps to
qualify a client, or settle a case within the law, and
don’t get caught up in the moment. And if you don’t
know what questions to ask, give us a call. We’re
happy to help you keep your good name. Because no
amount of money is worth the risk.
Until next month,

- Michael Rozbruch
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FOOD FOR

THOUGHT

That’s the funny thing about life — you never
know what’s around the bend. You never
know when someone you enjoyed as a friend
or an acquaintance might pop back in your life
and reconnect with you in a wonderful way.

“

“

high-end hair salon I wrote about! And that’s the interesting thing
about relationships — you never know how meeting someone in
one moment of your life might lead to another moment later down
the road.

This month we mixed it up a little and did an Employee
Spotlight instead of a Member Spotlight. A lot of our
members, as well as people interested in our program,
have connected with either Becky or Sue from our
office, and I thought it would be nice for you to get to
know them a little better. In a couple of months, we
will be spotlighting Sue. One interesting fact is that I’ve
actually known both Becky and Sue longer than I’ve
known Michael! Last month in our February newsletter,
I mentioned my career as a hairdresser. Well, I met
Becky in beauty school, and Sue worked with me in the

I would have never imagined, when I met Becky at 18 years old,
that we would someday be working together in a field completely
different than the one we were pursuing at the time. As a matter
of fact, after she married and had her son, she moved up north to
Mendocino, which is close to San Francisco. By that time, more
than 10 years had passed since we met, and our friendship was
solid. I was sad to see her move so far away, but I also wanted to
be a supportive friend.
In Mendocino, Becky and her then-husband bought a small
restaurant that served breakfast and lunch. Michael’s father had
owned a hotel at one time, as well as restaurants, and Michael was
familiar with all the hardships that go with owning and operating
one — so while I said, “Go for it! Nothing ventured, nothing
gained,” Michael said to Becky, “The food business will eat you
up.” At the time, I wasn’t too happy he said that — even if it was
true. Anyone who knows Becky knows she didn’t take it to heart.
Instead, she tucked his words in the back of her mind, and years
later, when she moved back to Los Angeles, she said she was glad
he’d said that to her.
I was thrilled when Becky returned, because I’d honestly thought
our friendship would always be a distant one. Soon after Becky

arrived in Los Angeles, she started applying for jobs in a
field of work she was interested in, but asked if Michael needed
some help in his office while she went on interviews. Michael’s tax
resolution business was off and running and growing, and he had
positions to fill. So he offered her a part-time position, and less
than two weeks later said, “Can you start to work full time?” The
rest is history. That’s why two years ago, she even followed us over
here when Michael parted from his company.
That’s the funny thing about life — you never know what’s around
the bend. You never know when someone you enjoyed as a friend
or an acquaintance might pop back in your life and reconnect
with you in a wonderful way. Think about it — do you have special
relationships today with people you didn’t imagine connecting
with before? I have met so many people in the most unexpected
ways, and they have played a big part in my life when I least
expected it. So as you work hard during tax season, be sure to
call a friend or acquaintance you haven’t seen in a while but enjoy
spending time with. Who knows where that road will lead you!

- Roslyn Rozbruch

IRS TERROR TALE
TAKE YOUR TAX AND SHOVE IT

EMPLOYEE SPOTLIGHT: BECKY’S NEW GROOVE
A CHAT WITH OUR MANAGER OF CLIENT HAPPINESS

When we launched
our company in June
2014, we wished Becky
(Michael’s right arm
and assistant from his tax resolution company) was by our
sides, helping us out. But luckily she was able to join our
team four months later! Becky — our Manager of Client
Happiness — has known Roslyn since the late ’70s when
they both went to cosmetology school. Becky completed
the program, but never pursued a career in the beauty
industry. Instead, her downtime activity and passion for
taking dance classes turned into a career. Becky has
danced all over the country, even out of the country, with
Japan being one of her favorite gigs. She also went out on
the road with Tony Geary, more commonly known as Luke
from “General Hospital.” Oh, and she worked on that show
too. But then in the late ’80s, Becky married, had a son, and
moved to Mendocino for 10 years. Things didn’t work out
100 percent, and she moved back to Los Angeles.
Soon after her move, Becky reconnected with Roslyn, and
also applied for work with Michael’s tax resolution firm in
2005. “I’d only met Michael a couple of times, but Roslyn
knew he needed people, and we just clicked. One thing led
to another and the rest is history.”
At the tax resolution firm, Becky worked her way from
answering phones to doing casework before becoming
Michael’s assistant, helping him qualify prospects. And
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when Michael left the firm to launch Roz Strategies, he left
a door open for her to join our company. “I’ve learned so
much working with Michael,” she says. “Now I take care
of our members, whether it’s with billing, scheduling, or
providing resources or documents. I love working with our
members and helping them with their businesses. Plus, I
learn something new every day!”
Becky says the most rewarding part of her work is helping
clients figure out new ways to be better at their business.
But that doesn’t come without challenges. “Our computer
system can have a mind of its own!” Despite that, Becky
maintains the knowledge gained from working with Michael
all these years has been invaluable. “Before I worked with
Michael, I couldn’t read a tax document, and now I can, and
I can relate to people who can’t, because I’ve been there,”
she says.
When Becky’s not working with Michael, she spends time
with her small animal menagerie. With three cats, a parrot,
and a rescue chow-corgi mix named Chloe, there’s always
a pet to spend time with. And even though Becky isn’t a
professional dancer anymore, she hasn’t given up her dance
classes. She also loves music. She has a baby grand piano,
and conga drums, to name a few, and has more instruments
than pets. She is especially proud of her son, who is a
drummer.
We’re proud to have Becky on our team, dancing to the
beat of her own drum and keeping our clients happy!

It might be legal (although not very nice) to tell your boss,
“Take this job and shove it,” like David Allan Coe penned in
his 1977 song of the same name, but you can’t tell the IRS to
take your tax and shove it, and get away with it. Well, Coe
tried, but he’s now paying the price.
Between 2008 and 2013, officials say Coe performed some
100 country music concerts and earned income for all of
them. But in an effort to evade taxes on that income, Coe
received payment in cash, under the table. At Coe’s request,
all concert fees were paid upfront — and would exclude
$50 bills, because Coe believed they were bad luck at the
gambling table.
And although Coe willingly filed tax returns for the years in
question, the fault was in his refusal to report and pay what
he owed. The discrepancy was reported back in 2009, but
notices went unanswered. Now Coe is on the hook with the
IRS to the tune of $388,190 for taxes owed in 2009, $35,640
in 2011, and $42,733 in 2013. Instead of paying off the IRS,
Coe instead chose to spend the cash paying off other
outstanding debts.
With the charges stacked against him, Coe entered a guilty
plea for one count of impeding and obstructing internal
revenue laws. He faces up to three years in prison and fines
upward of $250,000.

SHOUT OUTS!
Congratulations to Ken Mullinax who recently
landed a case that’s paying him close to a
mid-five-figure fee! Thank you for sharing
that it came from one of your direct mail
campaigns — not the first mailing to this
person, but from one of your follow-up
sequential mailings. It’s so important for our
members to not get discouraged when the
phone doesn’t ring on the first mailing. Your
ROI increases with each sequential mailing.
Ken, your follow-up has paid off!
Great job, Jim Beddow, for taking massive
action and for your laser focus of working
on your business and implementing a ton of
marketing strategies, including mailing out
referral letters, creating and fine-tuning your
brochure and website, and setting up your
social media profiles — and so much more!
Kudos to Vidal Espinosa and Jeff Redondo for
getting your first batch of referral letters in
the mail, and for designing a new brochure!
Keep up the good work!
And last, but not least, cheers to Rodney
Vander Kooi. We are so glad that you are
feeling better and are back on your feet and
in the office after an illness. Kudos to you for
working on getting your referral letters in the
mail and for sending out your newsletter to
clients and prospects.
To all of our members — the more you work on
your business, take action, and implement, the
more you get retained!
To share what you’ve been up to, email us at:
info@RozStrategies.com. We would love to
dedicate a Shout Out to you!

At the end of the day, it just goes to show that no matter
your profession, evading your tax obligations is never a
good idea. Telling the IRS to “shove it” will just land you
behind bars.
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