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Do you feel like you have to track down and chase all of your 
prospects and leads? At this point, you probably know that 
it’s a losing battle. By the time you finally get them on the 
phone, you’re so weary from the chase that you’re not in any 
position to negotiate. Wouldn’t it be nice if you could turn 
the tables and get potential clients to come to you?

To get people to call you, you need to establish authority. 
Look at the situation from the client’s perspective, and 
always remember that they’re just looking for solutions to 
their problems. Fortunately, all of those sales conversations 
you’ve had should provide you with plenty of insight into 
what makes the prospective client tick. You’ve actually 
become the expert they need — and you can deliver that 
knowledge in the form of special reports, e-books, blogs, 
videos, emails, infographics, newsletters, or anything else 
that’s a good fit for your client.

If you position yourself as an authentic authority, you will 
win over prospects who view you as a valuable resource. 
As long as you’re in it for the long haul, you shouldn’t be 
afraid to tell prospects when the solutions you have available 
aren’t right for them; it’s all part of your effort to become an 
authentic and genuine resource. This will boost your brand 
and increase quality referrals.

Another important step in 
getting leads to come to you 
is automation. You can’t do 
everything manually and 
expect to make enough sales to 
really excel, but you’d be surprised 
how much technology can help 
streamline the process of attracting leads. 
From email campaigns to e-books, you can automate the 
dissemination of educational information that your prospects 
will find useful, all of which include a call to action to get in 
touch with you. Some of these automation marketing tools 
include Mail Chimp, Infusionsoft, Aweber, and Ontraport.

As you put more effort into being an adviser and advocate 
— and less into being a pushy salesperson — you’ll find that 
each initial consultation (sales call) is a lot more productive. 
That’s the magic of screening prospects and dealing with 
warm leads who trust you as an authority, not just someone 
who wants to sell them something. Rather than establishing 
authority one phone call at a time, you can do it proactively 
and develop a reputation that makes sales success a whole 
lot easier! The Tax Resolution Success Resource System 
(“TRSRS”) covers these points in much greater depth.

Last month, Roslyn and I attended Brendon 
Burchard’s High Performance Academy in San Diego. 
It’s just one of the many events we try to attend every 
year, as a way to better ourselves and our company. 
But this was an interesting event, because we spent 
four days learning how to be our best selves in four 
different areas:

• Mindset
• Productivity
• Persuasion With People
• Psychological Peace

I realize some of that can sound like woo-woo kind of 
stuff, but I swear, it’s not crazy. On the Productivity 
day, there was one thing that stood out to Roslyn and 
me: Fear. Fear is part of the human condition. However, 
if you remember the acronym for F.E.A.R., which is 
False Expectations Appearing Real, you’ll realize that 
99 percent of the things we fear never materialize. 
Everyone deals with fear at some point, and it’s 
important that we don’t let it define us. How we handle 
fear is the key to what either moves us forward toward 
our goals, or keeps us stifled and right where we are.  

But not all fear is the same. At the High Performance 
Academy, we learned about three different types. 

TYPE 1: The fear of losing something you 
hold near and dear.

TYPE 2: The fear of not attaining 
something you really want, 

because you perceive that it’s impossible to obtain. 

TYPE 3: The fear of failure — trying to go 
after something, only to have it 

not work out in your favor.

Regardless of whether you’re new to the industry or are 
a seasoned veteran, fear will try to stop you one way 
or another. If you’re out of your comfort zone or doing 
something you’re not familiar with, fear will give you 
every excuse to go back to your old ways. But I often 
find that whatever we fear is a mile wide, a mile high, 
and paper-thin. All you have to do is poke your finger 
through it! Whatever we fear is bigger in our mind than 
it is in reality. And in the end, 99 percent of those fears 
will never materialize. 

In order to succeed, it’s important to honor our 
struggles and not give into the fear. Even if you try 
something new and it fails, you aren’t really failing; 
what you’ve learned is what doesn’t work, and that’s 
all a part of the journey. It’s important to adopt a new 
mindset, rather than stick with a plan or process you’re 
not happy with. It’s okay to fear the unexpected, but 
ask yourself, What am I actually afraid of? Once you 
know that, embrace it and move forward. 

For our company, moving forward from fear means 
high performance, or excelling beyond our comfort 
zone consistently for the long term. We’re even 
considering pursuing a certificate in high-performance 
coaching as an extension to our business. 

Whatever comfort zone you’re trying to get out of, 
keep going! Don’t let fear stop you from productivity 
and achieving a greater level of personal and business 
success. 

Talk to you soon!

How To Get Sales Leads to COME TO YOU

A Mile Wide, a Mile 
High, Paper-Thin

DON’T LET FEAR DESTROY PRODUCTIVITY

As seen on...

- Michael Rozbruch

CHASE LEADS NO MORE ...

Michael and Brendon Burchard
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When I look back on my working life, I feel very 
fortunate that I have had several careers and they have 
all been fun. That doesn’t mean they’ve been easy; I’ve 
worked hard in every one of them to be successful, but 
I’ve enjoyed the experience of each journey (My middle 
name isn’t Joy for nothing!). 

To give you a quick recap, I’ve been a hairstylist, a 
legal secretary, and a journalist/reporter. I also worked 
part time with Michael at his tax resolution firm. I 
learned something from each career that helped me 
in the next. For example, when I was a hairdresser, 
talking to clients all day helped me learn how to talk 

FOOD FOR 
THOUGHT

When it comes to knowing how to lose weight, Dr. Mary Vernon 
is an expert. She specialized in treating obesity and co-authored 
the “Atkins Diabetes Revolution” with ideas promoted by 
Dr. Robert Atkins himself. She even collected income from 
Atkins Nutritionals, Inc., which sold weight-loss and nutritional 
programs. But when it came to paying her taxes, Dr. Vernon 
tried to be sneaky and not pay any. And just like you can’t lose 
weight if you cheat on your diet, you can’t avoid owing taxes if 
you cheat the IRS. Although the penalty for cheating on a diet 
is a lot less severe than trying to cheat and defraud the IRS; one 
will make you gain a few pounds, the other will add penalties, 
interest, and land you in jail. 

For eight long years, from 1999 to 2007, the IRS tried to 
collect taxes, interest, and penalties Dr. Vernon neglected to 
pay between 1991 and 2005. The IRS used levies and seizures 
to collect $2 million. Dr. Vernon later created a corporation — 
Rockledge Medical Services — although she said she claimed no 
income from the company (she only worked as a volunteer). 

So who was making the money? When Dr. Vernon opened the 
company, she appointed her domestic partner, Sara Wentz, as 
the sole shareholder. Wentz had been involved with Dr. Vernon’s 
schemes before — purchasing one of Dr. Vernon’s residences 
under lien. In the case of Rockledge, the IRS wasn’t buying it, 
and they claimed the corporation was only set up so Dr. Vernon 
could avoid paying income taxes from 2004 to 2008.

At that point, IRS criminal investigations turned up an 
indictment for tax evasion, for which Dr. Vernon was convicted 
and sentenced to 41 months in prison, followed by three years 
of supervised release, and she was ordered to pay $311,157 in 
restitution to the IRS. 

But going from the Atkins plan to prison food didn’t sit well 
with the good doctor. She appealed on the basis of sentence 
miscalculation. The Tenth Circuit thought otherwise and recently 
rejected her case. But not only did they uphold her conviction, 
they also added on additional prison time, saying she created 
a sham corporation to evade income taxes. 

to people and get good quotes — a skill that came in handy when 
I became a reporter. Likewise, being a legal secretary helped me 
as a journalist as well, because it taught me how to document and 
keep a good set of files. If a reader, or more importantly, someone 
I interviewed, ever complained about what I wrote, I always had 
proof to back up what I said. Not that I was a controversial writer 
— I was more of a lifestyle and entertainment reporter. 

Everything I’ve done in the past has helped me gain the skills for 
what I do here at Roz Strategies. I am a quiet force here. Michael is 
the face of the company because he has the experience in the tax 
resolution industry, while I’m in the background organizing events 
and products, writing the newsletter, and doing our marketing. 
Look, there are only four of us in the office, so we all work 
together as a team. I see the emails and hear the calls that come 
in from potential clients, members, etc. Our company’s main focus 
is on our members and clients, so it’s important for all four of us to 
talk amongst ourselves. For example, “The Road Map to Success” 
came about because I heard people asking for more information 
on certain topics over and over. So I took what people wanted to 
know most and worked with Michael to turn that information into 
a manual.  

Since our company launched in June 2014, I’ve noticed something 
else people in the tax resolution industry want to know. I hear it 

when I am traveling with Michael at conferences or when 
I’m attending speaking engagements; I see it when people email 
us. People in the tax resolution industry want more confidence in 
implementing their marketing and sales as well as confidence with 
managing their clients and cases. 

With that said, we are putting together our first ever LIVE 
Marketing and Sales Convert Leads Into Clients Boot Camp 
this August in San Antonio, Texas. I am very excited about this 
program for many reasons. Instead of going into all the details 
now, however, we will be sending out more information over the 
next several months. I just wanted to give you a heads up about 
this event, which I know will be like a shot of adrenaline to your 
system and practice! And for our members — if you decide to 
come, I’ll be sure to give you a discount on your tickets!

- Roslyn Rozbruch

MEMBER SPOTLIGHT:
When it comes to battling 
with the IRS, John Niemann 
likes to fight for his 
clients, but better yet, he 
likes to win. He has been 
representing people before 
the IRS for the past 35 
years, and he has been more 
involved with tax resolution 
in the past few years. “I 
was doing this work in the 
90s when it was nearly 
impossible to negotiate 
with the IRS,” he says. 
When John’s first OIC was 
accepted, he was moved by 
the difference it made in his 
client’s life. “They were able 
to buy a home, purchase a 
car, and live their lives free 
from what was an enormous 
tax liability.”

And just like a boxing champion has to train to keep his 
fighting weight, John likes to keep on top of his game by 
spending over 100 hours per year going to conferences, 
watching webinars, and doing self-study programs. “It 

takes a lot of time to achieve and maintain technical 

proficiency in this practice area,” says John, adding that the 
payoff is worth the investment. “The more you know, the 
more clients you can target and convert.”  

Recently John has zeroed in on networking and has 
scrubbed his database to be more compatible with his 
marketing. He says being a member has been helpful in 
many ways: “Before Michael’s program, my marketing efforts 
could best be described as aimless and meandering. Michael 
has helped me target my campaigns and market with 
purpose. Measure everything!”

And like many in the tax resolution industry, there are stories. 
Back in 2008, John had a case he thought was a slam dunk, 
but it turned out his client had gambling winnings from 2003 
and 2004 he didn’t mention. When John told the client the 
offer had been rejected because the offer specialist said the 
winnings were dissipated assets, the client responded by 
saying he occasionally won a jackpot but always gambled it 
away. He asked, “Do they expect me to send them a check 
every time I win a jackpot?” Of course John’s answer was 
“Yes.” A few years later, John filed another offer, and $6,000 
was accepted to settle a $110K problem.

In John’s downtime, he likes to scuba dive and is a dive 
master and associate scuba instructor. He has traveled to 
Papua New Guinea, Australia, and Truk Lagoon, to name a 
few. His favorite site is Palau. John also likes to spend time 
with his golden retriever/yellow lab mix, Amber. “She listens 
patiently and never disagrees with me,” he says. 

JOHN NIEMANN, CPA

IRS TERROR TALE

SHOUT OUTS!

Congratulations to Constant Watson who 
recently appeared as a guest on a radio talk 
show and did such an amazing job that he 
was offered a weekly radio show of his own!  
Also, kudos on writing articles for three of 
your local newspapers. Way to go!

Great job, Toph Sheldon, on how you 
personalized the Done-For-You Member 
Newsletter and made it yours. It’s all in the 
details — and your newsletter shows it! High-
five for mailing out your referral letters.

Congratulations to R.C. Thorton for investing 
$150 to mail out your letters and landing a 
$2,500 retainer! Thanks for sharing how you 
closed the sale in one call using the “take-
away selling approach” you learned from 
Michael.

Congratulations to Jesse Baker for getting two 
clients from your recent mailing to bankruptcy 
attorneys and letting them know you could 
help their clients with IRS problems! Thanks 
for sharing that you used the template letter 
in the TRSRS manual.

Congratulations to Amelia Younts for passing 
your EA exam and receiving your enrollment 
card from the IRS! You and your husband Greg 
Younts are now a power couple and team to be 
reckoned with.

And last, but not least, cheers to George 
Gleddicotte for taking massive action 
and implementing a variety of marketing 
strategies. High-five for sharing that you’ve 
already been retained!

To share what you’ve been up to, email us at: 
info@RozStrategies.com. We would love to give 
a shout out to you!

THE ATKINS PLAN FOR TAX EVASION

Our company’s main focus is on our members 
and clients. 

“

“



SAVE THE DATE ...
for Our First-Ever 

CONFIDENCE-BUILDING BOOT CAMP
FOR TAX RESOLUTION PRACTITIONERS

GET LEADS AND CONVERT THEM INTO CLIENTS!  
Have confidence in Marketing, Sales, and Client Control with our new 

Step-by-Step Program

YOU TALKED — WE LISTENED!
Join us for a LIVE two-day event where we’ll present FAST and EASY 
Step-by-Step Tactical Guides. Learn how to get your phones ringing and 

your clients paying your fees UPFRONT! 

MARK YOUR CALENDAR:
DATE: August 25-26, 2016

WHERE: San Antonio, Texas

MORE INFO TO FOLLOW …
SUPERCHARGE YOUR PROFITS!

WELCOME NEW AND RETURNING MASTERMIND MEMBERS!

WE LOOK FORWARD TO SEEING YOU IN MAY
AT THE MASTERMIND MEETING!

CHARLES PRICE, ESQ.
CYNDI BANNON, CPA

LAWRENCE STEPHENS, CPA
ALISSA HOLLINGER, CPA

FRED KATZ, EA
JONG LEE, CPA

GREGORY NUNN, CPA
MARY KARPOWICZ, CPA

DARRIN MISH, ESQ.
RALPH NELSON, EA

JOE GRAY, CPA
JANET SIKIYAN, CPA

AND A BIG WELCOME TO THE NEWEST MEMBERS OF
INSIDER’S CIRCLE GROUP COACHING!

CRAIG CODY
NICK ORLANDO
STEPHEN EMME 

JENNIFER WIDDISON
VIRGINIA THOMAS

JOHN WOOD
CHERYL MCCARTHY
MANUEL ESCALANTE

GARY PAGE
DAVID BARNES

JOHN CORNWELL
RICHARD SOO HOO

MICHAEL LYNCH
SEAN HUTTON

GERARD CANNITO
GERARD LEVINS

TED SMITH
JASON MATHIS

MICHAEL WELSH
BARRY ROSENZWEIG

ATABU OTOBO
CURT EISEMANN

JOSH DIXON
CHRIS RUSSO

CARMEN VELAZQUEZ

CLYDE BAILEY
MIKE HAMILTON
GAMA GARCIA

DREW AGUILAR
LOUISE HARTFORD

CHARLES MCCORMICK
ADAM RIPPERDAN

BRIAN DALEY
SHAKIRAT OLANREWAJU 

ANDREW MARGOLIES
SHOLOM MOSSMAN 

MYNOR AGUILAR
TYRONE TAYLOR 
YANDRA LLOVET

THOMAS MCNULTY
MOE KHAN

MICHELE ALLEN
ROBBIETTE STOKES
CECILIA STETSON
GODWIN OBIMAH

SATY PUTCHA 
KERI AMOS-SORENSON
CHRISTOPHER RAMIREZ 

LARRY WEST III
 

I KNOW YOU GUYS ARE GOING TO CRUSH IT THIS YEAR!


