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Did you know?

Eight months after the Monaghan brothers purchased 
an old pizza restaurant called DomiNick’s for $500, 
James Monaghan decided to trade his share of the 
partnership to his brother for a used Volkswagen 
Beetle. After all, the year was 1961—it was a time of 
ample opportunities. Thirty-eight years later, the other 
brother, Tom Monaghan, decided it was time for him to 
sell as well, retiring with slightly more money than the 
cost of a used Beetle. “Slightly more” being actually 
equivalent to 50,000 new Beetles. In exchange for 
93% of his stake in the company, which was now called 
Domino’s, by the way, he received one billion dollars. 
Guess it all goes to show what a little loyalty and hard 
work can do. 

When it comes to the people who end up joining 
your company, it’s impossible to know where they’re 
going to come from or what relationship is going to 
bring them your way. When Roslyn and I got married, 
29 years ago, her good friend, Sue, was one of her 
bridesmaids. Soon after our wedding Sue moved 
to San Francisco. Just recently, she ended up 
moving back to LA. To celebrate the event, 
she and Roslyn went to dinner together, where 
Roslyn told her about our company and what we 
are doing.

To back up a little, I’ll preface this story by saying 
that we are a growing company that is, in many 
ways, much like a start-up. We’re currently 
experiencing some 
growing pains which 
has led us to move 
to new office space. 
One side of success, 
of course, is having to 
hire more employees 
to handle the growing 
amount of work. Going 
into the move, we 
knew we were going to 
need help. We weren’t 
expecting to find 
that help in Sue, but 
nevertheless, that’s what happened.

As Roslyn was telling Sue about the company over 
dinner, Sue professed an interest in being a part of it. 
As Roslyn will tell you, it was never her intention to 
get her good friend to join our team, but neither of us 
could be happier! Today, Sue is fulfilling a role here at 
Roz Marketing Group that is enormously helpful to us.  

We understand what it’s like to grow as a company. 
Many of our members, right now, are experiencing 
tremendous growth in their own companies. We had 
a member the other day who opted out of the group 
membership because her company was growing so 
rapidly, and she was having so much success, she felt 
that she couldn’t handle doing the marketing and 

her other work. While we are wildly excited for her 
achievements, we don’t necessarily agree with her 
reasoning for leaving the membership. Success should 
not be feared; it should be embraced. And once your 
company is to the point where you have so much of it, 
and you just don’t have time to handle the marketing 

yourself, it’s not time to back down—it’s 
time to hire another employee to make 
your life easier.

Being a part of the Insider’s Circle 
Group Coaching Membership gives 
you great insight into useful marketing 
strategies and more. Keep an eye out for 
our latest product; an owner’s manual 
on how to hire the right person, to learn 
more about delegation and how to find 
the best possible new hire. Trust us—we 

know how difficult it can be to let go 
of those tasks that “no one else can 
do,” but with the right employee, you’ll 
find yourself opened up to more time 

and more opportunities. As a special 
bonus for our members, you will get 

this product for free! Non-members can 
purchase it easily online and we hope to have it ready 
by the end of October, beginning of November.

Since Sue started with us, we’ve noticed a significant 
difference in our schedules. Both Roslyn and I are now 
freer to do the tasks we were meant to do, while Sue 
takes care of work that she is absolutely capable of 
doing. It’s been completely serendipitous. 

Finding Sue was a blessing in and of itself, and while 
we didn’t need a manual to help us make the perfect 
match, knowing what shoes we needed to fill was 
an enormous part of our success. If your business is 
growing and your plate is filling up, don’t let your foot 
off the gas pedal—kick that car into 
high gear! Here at Roz Marketing, 
we’re all about supporting your 
growing business, so embrace the 
success! We’ll see you next month!

The Billion Dollar Beetle

A Serendipitous Opportunity
As seen on...

- Michael Rozbruch
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Sue is on the far right

29 years later 
with Sue
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Even celebrities are prone to IRS bills. Take comedian 
Chris Tucker, for example. Only a few years ago, he 
was one of Hollywood’s highest paid actors, a stand-
up comedian, and a wisecracking detective alongside 
Jackie Chan in the “Rush Hour” movies.  Fans weren’t 
the only ones noticing Tucker, the IRS noticed he didn’t 
pay his taxes and slapped him with a $12 million bill in 
2009 for back taxes.  

Tucker fell off the grid only to reappear some three 
years ago. He came back to the stand-up stage and 
landed a role in the Oscar-winning “Silver Linings 
Playbook.”  He also was slowly chipping away 
at his $12 million tax bill.  That is until this past 
September when Tucker was hit with a new lien 
adding $2.5 million to his previous bill.  Ouch, 
that hurts more than a punch from Jackie Chan.  
Reportedly bad business management got him 
into trouble this time.  But like a Hollywood 
happy ending, Tucker worked out a deal with 
the IRS to settle his blockbuster tax bill.  

He recently performed his stand-up routine 
at a charity event and joked about asking 
famous friends Bill Cosby and Oprah Winfrey 
to help bail him out.  But laughs aside, he 
assured his audience he’s learned his lesson.

Guerrilla marketing (not to be confused with gorilla 
marketing—which is prominent on the Planet of the 
Apes) is an excellent way to garner more attention 
without busting your budget. It can set you apart 
from your competition while simultaneously earning 
you a fun and forward-facing reputation. However, 
it’s not for everyone. Guerrilla marketing 
requires you and your company 
to think outside the box and 
to do something unexpected 
(and perhaps a little 
unconventional)—and it only 
works if you’re willing to take 
a risk. Guerrilla campaigns, 
by definition, are intended 
to cause a stir, to ruffle some 
feathers, and to push people 
outside of their comfort zones. 
A good guerrilla tactic is “so 
crazy, it just might work!” Are you 

ready to take the risk? Here are a 
few tips to help you pull it off:

First of all, discover your core message and whittle 
it down into something that can be portrayed in five 
seconds or less. Set clear objectives that keep your core 
message and your customers in mind. When you’re done 
with that, think backwards. Imagine the response you 
want to get from this campaign—what will the headline 

read? What will the tweets say? 
Think outside the box, find 
something that hasn’t been 

done before, and make it 
happen. Keep in mind that 
your guerrilla marketing 
scheme needs to be bigger 
and better than a simple 
street stunt. It needs to be 
memorable, emotional, and 

it needs to make an impact. 
Remember when Sony Bravia 

sent thousands of bouncy balls 
cascading down the streets of San 

Francisco? Of course you do! Follow 
their lead—just make sure it’s legal. 

So Crazy,

Brochure Marketing Makeover

IRS Terror Tale of the Month

It Just Might Work

I have always liked Henry Ford’s words: 

“WHETHER YOU THINK YOU CAN, OR THINK YOU 
CAN’T—YOU’RE RIGHT.” 

Michael Rozbruch’s Tax Resolution Success Resource 
System has given me the resolve to think “I can master a Tax 
Resolution Practice!”

I was going to start reading the 428 page Tax Resolution 
Success Resource System Manual the first Sunday I got 
it. I started reading Sunday morning. The book was so 
informative and insightful that I could not put it down, 
finishing it Sunday evening. Michael is an excellent coach! 
Michael has passed down his life experiences to help you 
move quickly on the learning curve. 

Michael speaks terms that are understandable and attainable. 
I loved Michael’s statement, 

“I AM IN THE BUSINESS OF MARKETING. THE SERVICES 
I MARKET ARE TAX RESOLUTION SERVICES.” 

 
That is a key concept, which I constantly repeat to myself.

With each success, my passion grows. I am implementing 
one of Michael’s suggestions each month. The suggestions I 
have implemented thus far are the following: (1) Purchasing 
a Judgment/Lien filed list from the 5 Counties I want to do 
business in, (2) Getting on the agenda for 11 Re/Max, Century 
21 and Coldwell Banker Offices to talk about tax liens their 
Sellers may have and how I can get the lien released AND 
how I can help “the Seller” resolve “the Seller’s IRS Tax 
Problems” and (3) Sending out Confidential Special Reports 
to Lawyers highlighting what the IRS is looking at in Lawyers 
Tax Returns. 

I actually cancelled my membership with Michael’s Tax and 
Business Solutions Academy on a Friday. Then, that weekend, 
I thought about how my college tennis coach had helped 

me go further and further with my tennis game finally 
reaching Senior Varsity Level. I thought that without my 

tennis coach, I might not have accomplished what I 
had. Yes I had Michael’s materials. Yes I had achieved 
some tax resolution success; but, just like in my 
college tennis days, having a coach would make 

future achievements more attainable. I called and asked to 
be re-instated into Michael’s Tax and Business Solutions 
Academy on that next Monday.

Linda Bal Esq.  
Chicago

MEMBER SPOTLIGHT
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Your brochure has one, and one purpose only—that’s 
to get the prospect to contact you!

One of the ways I learned how to attract new IRS 
Problem clients and make more money was getting 
my brochure (See the TRSRS Manual pgs. 40-41) 
in the hands of people who needed my help and 
others who would happily give my brochure to their 
clients who had IRS Problems.

I recently did a training webinar on Brochure 
Marketing for our Insider Circle group members. I 
explained why you must have and need a brochure, 
who should you send them to and why, what they 
should look like, and where to get them printed. I 
also explained why brochures must include your 
unique selling points and how to create these. We 
also critiqued members’ Gregory Nunn and Matthew 
Green-Hite’s (very brave souls!) brochure which was 
an eye-opener for everyone. Thank you Greg  
and Matthew!

I explained that the biggest advantage of having a 
brochure, besides positioning yourself as a credible 
expert, is that it does the “selling” for you when you 
can’t be “there” yourself with a potential client.

3 BROCHURE MARKETING MYTHS:
MYTH # 1: Brochures are expensive – Brochure 
marketing is one of the least expensive marketing 
strategies to implement. You can get a professionally 

designed brochure (camera-ready artwork) for $75-$200. 
Printing 500, full color, 8.5 X 11 tri-folded, 100 lb. glossy 
paper brochures will run you less than fifty cents apiece. A 
print run of 5,000 will run you less than a dime each!

MYTH # 2: Brochure Marketing is ineffective – Nothing 
can be further from the truth. Look around, they’re 

everywhere! Brochures are the best way to intimately 
describe your service benefits and commitment to client 
care. Brochures act as “teasers” revealing just enough info 
for your ideal prospect to pick up the phone and  

CALL you!

MYTH # 3: Brochures only work in Direct Mail 
Campaigns – Not true! Brochures work in your front lobby, 

reception area, the conference room, and in your office. 
They should be sent out with your free special reports 
and enclosed in all of your sequential follow-up marketing 
letters. Anyone requesting information from you should 
receive a brochure enclosed with that information.

What are the 8 Things You Must Have in 
Your Brochure? 

1.	 A good/strong headline

2.	 A picture of yourself

3.	 Images that evoke emotion

4.	 Your phone number prominently displayed on 
front, back and inside

5.	 1-3 unique selling points that sets you apart 
from the competition

6.	 2-3 testimonials

7.	 A clear “call to action”

8.	 Reasons/benefits WHY they should want you to 
fix their problem

 
To view and listen to the complete “Brochure 
Marketing Makeover” webinar and for the handouts, 
please go to the Member’s Only site at  
http://members.rozstrategies.com.


