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It has been said that with great risk comes great reward, 
and while that may be true some of the time, there 
is certainly the chance that great risk can also bring 
disaster. Here are three takeaways from a few of the worst 
marketing faux pas of the past 100 years. 

1. Know Your Audience: The importance of this principle 
cannot be overstated. A bevy of marketing campaigns have 
failed simply because they did not consider their target 
market or audience. One of the best examples is the Ford 
Edsel. In 1957, after years of hype, Ford Motor Company 
released a new model of car named the “Edsel.” If the execs 
at Ford had done their research, they would have known 
that customers were heavily leaning toward smaller, more 
economical vehicles, and that the pricing of the car was 
dramatically higher than the market value. Production of 
the cars had ceased by 1960. 

2. Play to Your Strengths: Diversification is great, as long 
as your practice or company is a reasonable fit for the 
service or product you’re endorsing. If it’s not, you may 
end up creating a laughable and puzzling product launch 
like the Cosmopolitan Brand Yogurt debacle. Yes, the same 

Cosmopolitan magazine that is famous for its fashion 
advice and dating tips. Somehow the marketing gurus at 
Cosmo decided that its strength in the magazine industry 
would translate into a hit dairy product. To no surprise, 
consumers weren’t buying it, literally, and the product was 
pulled 18 months later. Other bizarre examples of brand 
extension are Colgate’s frozen dinner entrees and Bic’s 
disposable underwear. All good reminders to diversify 
logically or face public ridicule. 

3. Stand for Something: A business that doesn’t stand 
for something doesn’t stand a chance. The best example 
of a corporate giant that lost their way was RadioShack. 
RadioShack had a strong hold on the market as a 
convenient and accessible store for instant gratification. 
No waiting for a charger or cord to ship — just run into 
RadioShack and your electronics are saved. Unfortunately, 
when RadioShack first experienced an identity crisis in 
2009, it made two marketing mistakes that proved fatal to 
the brand. First, they tried to change their name to “The 
Shack” which destroyed their years of brand building. 
Second, they ran advertisements showing “Weird Al” 
Yankovic prancing around the store selling toys. This 
increased confusion over what RadioShack’s niche was, so 
customers deferred to stronger brands for their electronics. 

These are just a few of the worst marketing flops of 
the past century. These wacky and downright ignorant 
campaigns are perfect examples of what not to do when 
considering new marketing strategies. 

My wife and I just went through the process of 
selling our dream home. While we loved absolutely 
everything about it, without our daughters there 
to occupy it with us, it was beginning to feel a 
little empty. There were rooms and bathrooms 
I hadn’t seen in seven years — and that’s less of 
an exaggeration than you think! So, after much 
deliberation, we decided to make the move. 

When we told our friends and family members 
what we had decided, they reacted exactly 
the way we expected them to; they nodded 
understandingly and asked (as if they already knew 
the answer), “Downsizing?” To which we replied, 
“No, we’re right-sizing.”

“Downsizing” holds a negative connotation — like 
we’re moving to a lesser place. But nothing could 
be further from the truth! Our dream home wasn’t 
right for us anymore — but that doesn’t mean we 
won’t find another place that fits our needs just as 
well, if not better, than the first. 

I received the same negative response when I told 
my family and friends (especially my CPA and 
lawyer buddies) back in 1998 that I was leaving the 
“cushy” corporate world to help people with IRS 
Problems. They said, “Why in the world would you 
want to do that? How are you ever going to get 
paid from people who can’t even pay their federal 
taxes?” I replied, “Up-front or at least before their 
case settles, of course,” which is exactly what I did 
and what I teach now.

We quickly realized that making a big change, 
while scary, would ultimately end up making us 
happier than we were before. But then we did 
something even scarier. Rather than buying a new 
house, we decided to rent for a year while we 
searched around for the perfect place. 

It’s a little unconventional (the story of my life!), 
and it’s not what our friends and family members 
expected from us, but just because we’re going 

about the process a little differently doesn’t mean 
we’re not doing it “right.” In fact, we’re pretty sure 
that doing things differently will get us even better 
results.

And the same principles can be applied to you and 
your practice.

If you’re thinking about making a big change to 
your practice, or are doing something a little out of 
the ordinary in your marketing — do it! Sometimes 
just getting outside your comfort zone, doing 
something outside of your standard routine, or 
changing things up a little bit is all you have to 
do to gain a new perspective and experience a 
breakthrough! 

Take Carletta Price CPA, for example — she’s one of 
our members. She decided to do something a little 
different by sending her clients a Roz Strategies 
referral letter and a 100 percent dedicated tax 
resolution brochure. Sure, it’s a little outside of her 
normal routine, and a little outside of the ordinary, 
but you can bet that when those referrals start 
pouring in, she won’t regret taking the extra time 
to make that change. 

The moral of the story is this: Progress is 
impossible without change and transition. Whether 
you’re making a big change like selling your dream 
home and renting a house, or a small change like 
sending your clients and external sources a referral 
letter, it can be scary, but it’s almost always  
worth it. 

This month, as you go about your daily routine, 
make some time to step outside of the box and do 
something different. That change, no matter how 
small, could be the key to your 
success. 

Three Lessons  
From Marketing Disasters

TURN AND FACE THE CH-CH-CH-CHANGES

As seen on...

- Michael Rozbruch
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FOOD FOR 
THOUGHT

Back in 1996, New York businessman Gideon Misulovin 
was arrested, along with two co-conspirators, for selling 
untaxed diesel fuel to sham companies known as “burn” 
or “butterfly” companies. The conspirators used these 
businesses to assume the federal and state tax liabilities, 
but, like magic, these companies would then vanish — 
enabling the conspirators to keep the unpaid taxes for 
themselves. The case went to trial, but on the day of 
sentencing, Misulovin disappeared into thin air like one of 
his companies.  

Although absent from the court room, Misulovin was 
convicted of conspiracy to impede and impair the IRS of the 
collection of more than $6.5 million in federal taxes. He was 
sentenced to 10 years in prison and more than $450,000 
in fines. But unlike his vanishing companies, he reappeared 
18 years later. During that time, law enforcement searched 
for him until, finally, he was apprehended using a fake name 
at an airport in Greece. He was extradited on the spot and 
recently faced the New Jersey federal court where they 
sentenced him to a 10-year prison sentence. Talk about 
prolonging the inevitable.

One of my Roz-isms is, “You can’t walk through a new door 
until you let go of the door you’re holding on to.” And if 
you read the cover story, you know that Michael and I have 
literally and figuratively done just that. We recently sold our 
dream house and decided to rent for a year before buying 
our next house, which is different than the way most people 
go about selling and buying their homes. Actually, this is the 
third time Michael and I have done it this way. Most people 
groan at the thought of moving, and almost all think it’s too 
much work to move twice, but I like to look at the Big Picture. 
And in this case, selling, then renting before buying again is 
empowering. By not buying our next house before selling the 
current one, I am in the position of not feeling rushed to sell 
for fear of having two mortgages or being forced to settle 
for something I’m not in love with. Most of all, I’m not being 
held hostage to the person buying our house, because if they 
ask for too many unreasonable requests, I have the power to 
cancel and put my house back on the market. And when the 
time comes to buy again, I will have a solid down payment 
without any contingencies of waiting for a house to sell. 

What does all this mean to you? What is it in your life that 
you are still holding on to, preventing you from that new 
undertaking?  

Most likely, you aren’t literally holding on to a door 
knob, but if you were, it would physically be impossible for 
you to walk through another door without letting go of the 
first one. If I’ve confused you, let me say this more simply — 
if there is something you want to do differently in your life, 
whether personally or with your business, you might have to 
give up something to get it. Another one of my Roz-isms is, 
“The get is better than the give,” meaning, what I’m getting 
is better than what I’m giving up. For Michael and me, we 
wanted a house that fits our current lifestyle instead of living 
in a home that fit our lifestyle when our children lived with us. 
And I feel that the next house we buy, when the time is right, 
will be a dream too. What do you dream of having in your 
life? What are you willing to give to get it?

- Roslyn Rozbruch

A GREAT WAY TO DRIVE REPEAT BUSINESS AND ATTRACT NEW CLIENTS 

 MEMBER SPOTLIGHT
Greg Nunn, CPA has nearly 14 years of experience, with the 
last three adding tax resolution to his practice. But this year, 
Greg decided to put the “pedal to the metal” and go full 
speed ahead, and put a major focus on tax resolution. To 
help him get to that next level, he signed up for Michael’s 
Mastermind group. 

When asked what interests him about this industry, Greg 
says, “Helping people and actually making a difference in 
their lives, unlike tax compliance work.” He also likes the 
challenge of coming up with a great solution for the client 
as well as all of the moving parts of the cases, and he finds 
it intellectually stimulating. But his biggest challenge has 
been the marketing, “I have the head knowledge, but hey, 
I need the clients.” With Greg’s personal commitment to 
growing the tax resolution side of his business, he has put 
a lot of time and energy into implementing the tools and 
techniques he’s learned. “Since working Michael’s program, 
I have closed over $60,000 in resolution cases in the past 
three months.”  

Greg’s wife, Lynn, is the office manager and has been since 
the beginning. She even joined him at the first Mastermind 
meeting. They work well together because they have 
separate strengths that dovetail together, and they’ve 
learned not to bring work matters home.  

In their down time, Lynn loves to cook and Greg enjoys 
the gourmet meals she prepares almost every evening. 

They also like going on long drives in the naturally beautiful 
and scenic area of Redmond, Washington. When Greg and 
Lynn first moved from Seattle to Redmond, it was a small 
town with one stop light, but with companies like Microsoft 
bringing in new folks, there are now over 100 stop lights. 
Although Redmond is more known as the “Bicycle Capital 
of the Northwest,” Greg’s prefers the peace of fly fishing. 

GREG NUNN, CPA AND CERTIFIED 
TAX RESOLUTION SPECIALIST

IRS TERROR TALE

SELFIE TIME!

SHOUT OUT!!!
Congratulations and Happy Anniversary to 

DEAPHALIS AND THELMA SAMPLE OF SUCCESS 

TAX RELIEF, LLC in Texas, for celebrating their 

5th year in business!  

Here’s what’s been happening around our office. Send us your selfie of what you’ve been up to, and we will print it in our 
newsletter!

Becky from our office with 

her new rescue dog, Chloe, a 

chow-corgie-golden retriever 

mix that Becky says looks like 

a pot-bellied pig.

Sue from our office 
enjoying spending time 
with her son, Connor, 

who came to visit from 
Northern California.

Greg and Lynn Nunn at one of their favorite 
spots, Ballard Locks in Seattle. 

THIS THIEF DISAPPEARED, 
BUT HIS PRISON SENTENCE DIDN’T


