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Guerrilla marketing (not to be confused with gorilla 
marketing — which is prominent in “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 do something 
unexpected (and perhaps a little unconventional) — 
and it only works if you’re willing to take a risk. Guerilla 
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 to 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 backward. 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 and 
emotional, and it needs to make an impact. When I was 
voicing all of my own radio ads, I would literally scream, 
at the top of my lungs, “BE A MAN!” at the intro of the 
spot and again at the end. Trust me, it was memorable. 
If you were living in Southern California, you knew me 
and the name of my former company, which was very 
cleverly named Tax Resolution Services, Co. just by this 
tagline alone. Now, I’m not saying you need to go out 
and start yelling in your radio spots, but you do need 
to be different to be memorable for something that is 
unique only to you — just make sure it’s legal. 

My oldest daughter, Danielle, drives a 2012 Volkswagen 
Jetta. She leased it new about three years ago, and 
has been very happy with it ever since. Her lease isn’t 
up until October this year, but she started getting 
phone calls from the car salesperson sometime in 
April — nearly six months prior. Despite my daughter’s 
reluctance to speak with her, the salesperson was 
diligent and persistent — and it eventually paid off. 
After about the 10th phone call, I finally agreed to hear 
what she had to say.

“I’m only calling because I really think I can save you 
money,” she said earnestly. Needless to say, she had my 
attention. 

She went on to offer us a deal that sounded too good 
to be true: A new lease on a brand-new 2015 Jetta — 
no money down, no change in the monthly payment, 
we wouldn’t have to make the remaining 4 payments 
on the old car, no penalty for the extra miles (Danielle 
was 10,000 miles over the allotted amount), and we 
didn’t have to fix the big ‘ol dent in the front fender. 
At first, we were skeptical. How could that be? But she 
explained that because the buyback (residual) cost 
was so low, the dealership would actually make more 
money selling the used 2012 model and giving Danielle 
a brand-new car for the same price. 

The salesperson felt compelled to tell us about how she 
could help us. In her mind, she would be committing a 
disservice if she didn’t at least inform us about how she 
could help.

In the end, Danielle decided to end her lease four 
months early. She is currently the proud owner of a 
2015 Jetta with a bigger engine, back-up camera and 
more, and lower mileage — all for the same monthly 
cost as her old car. 

Weren’t we glad that salesperson was persistent! 

And the same can be said for you and your tax 
resolution practice: The money is in the follow-up. No, 
really, it is. In fact, 67 percent of revenues in the tax 
resolution niche come from having a formal follow-up 
system in place. 

That means that if you’re looking to get retained by 10 
people, only three of those people will decide to use 
your services within the first meeting, while the other 
seven will make that decision anywhere from 14 to 180 
days after they first met or spoke with you — and ONLY 
because you’ve sent no less than seven or eight letters 
AND made several phone calls. Given this proven fact, 
why wouldn’t you put your follow-up direct mail system 
on auto-pilot?

Studies show that prospective clients require several 
“touches” before they’ll decide to do business with 
you. This is commonly known as “The Rule of Seven,” 
but the message is more important than the exact 
number. You can’t contact your prospective clients one 
time and expect them to sign up … or even remember 
who you are. Your efforts have to be repetitive and 
consistent. After all, you never know when they’ll be 
ready to make the leap. What would have happened if 
the car salesperson only contacted my daughter once? 
She would still be in her old Jetta and, in the end; both 
parties would have lost money. 

I learned the lesson of the follow-up early on in my 
tax resolution career. When I was representing clients 
and taking consultations, I would relentlessly and 
persistently follow up with the clients I believed I could 
do a really great job for. It was a win-win for everyone 
involved: If I convinced them to use my services and I 
landed them a really great settlement, my success rate 
would improve and they would walk away happy. The 
way I looked at it is I’d be doing them a disservice if I 
DIDN’T follow-up because I knew I could solve a huge 
problem for them!

My point is, if you’re not focusing on the follow-up, 
you’re losing money! And a lot of it. Fortunately, we’re 
here to help. Flip to pages 77-85 in the Tax Resolution 
Success Resource Manual or visit the members-only 
website to download these done-for-you, customizable, 
7 sequential follow-up letters that 
are guaranteed to keep you at the 
forefront of your prospective client’s 
mind. With that, 67 percent more 
revenue is just a click away. 

So Crazy, It Just Might Work

THE REAL MONEY IS IN THE FOLLOW-UP!
As seen on...

- Michael Rozbruch
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FOOD FOR 
THOUGHT

I love learning new things, but I don’t care much for the process. 
In other words, I like the knowledge and experience I have at the 
end of something new I take on, not the beginning of it. That’s 
because at the beginning of anything new, whether it’s within my 
business or my personal life, my initial feeling is one of discomfort. 
It’s uncomfortable to learn new things. Not only that, it’s messy — 
I’m not sure what I’m doing, I make mistakes, I do something wrong 
… But once I go through doing that new thing, I am freed of that 
uneasiness.

For example, when Michael and I first started Roz Strategies, 
I decided to take on the bookkeeping part of it. We have an 
experienced bookkeeper, but I wanted to do most of the footwork. 
The first few months, it took me two days to close the books. I was 
clueless to what I was doing. It was beyond uncomfortable — it was 
painful figuring out where these numbers went. Lucky for me, our 
bookkeeper, Barbara, is one of my closest friends, and a patient 
teacher. It would have been so easy for her to push me out of my 
chair and just do it herself, but she sat next to me and taught me 
how to use Quickbooks. Then one day — about the third month in 
— I had an Eliza Doolittle moment and by George, I just did it! 

Understanding what I was doing was the best feeling in the world, 
and it was also empowering.  Now, I kid you not, we close the 
books in two hours and then go out to dinner. A year-plus into our 
new business, I feel great about doing projects I have experience 

in, and I still feel uncomfortable starting new ones. But I 
don’t let it stop me. I just do it. And the reason I’m bringing this 
up is because I hear it from many of our new members who are 
just starting to practice tax resolution — they are afraid of messing 
up, of making a mistake, of taking on too many clients … The good 
news is that just as I have Barbara to guide me in bookkeeping, 
you have Michael guiding you in your tax resolution practice. And 
he has put a lot of systems in place to make your practice and 
casework easier. Additionally, aside from your business, I’m also 
telling you to not let discomfort stop you from any new challenge 
you’d like to take on. Don’t let fear be your guide and stop you from 
pursing something new that you’d like to take on, be it business 
or personal. Find the right tools, whether they take the form of 
a written guide or an in-the-flesh mentor; talk to someone with 
experience or take a class; whatever you do, implement your plan! 
You might be uncomfortable, but at the end, you’ll feel great!

- Roslyn Rozbruch

A GREAT WAY TO DRIVE REPEAT BUSINESS AND ATTRACT NEW CLIENTS 

 MEMBER SPOTLIGHT
Approximately three years ago, I got into the tax 
resolution business. It happened innocently enough. A 
tax client came to me with an IRS debt of $197,000. I 
submitted an OIC for $100, and it was accepted! That’s 
when the light bulb went on, and I said to myself that 
this work is a big challenge and a lot of fun. I love the 
battle with the IRS and being able to win doing it within 
the rules. Well, there was one little glitch with that first 
OIC. Even though I had worked for the IRS for two years 
as a Revenue Agent, I forgot I needed to make a dollar 
amount offer. Four months after I filed it, I received 
a call from a lady at the Memphis OIC Center. I could 
visualize her wagging her finger at me while she said, 
“Mr. Jacobson, don’t you know you can’t do an offer for 
nothing? So please, offer me something! I want to get 
this case out of here.” I responded and said, “How about 
$100?” She said, “That will work.” Two months later, we 
received the acceptance letter.  

Of course, not all of my OICs are that easy. Even though 
I have a lot experience as a professional with a BS in 
Accounting from LIU in Brooklyn and an MBA in Taxation 
from Baruch College, it was challenging in the beginning, 
learning the rules. What works best for me is how I talk 
to the people at the IRS. I try to let them know that I 
previously worked for the IRS and understand their job. 
I want help from these people, so I want them to be at 
ease with me. I ask them where they are located and 

usually I can say I’ve been in that area and we chat 
about it. I’ve also learned from Michael how to set 

fees and work 
out payment arrangements, 
which provides a steady stream of income. In my 
downtime, I love being with my grandchildren. I also 
enjoy cruising and hockey. I played hockey for 13 years 
and refereed for 18. And I think I am the only person in 
the world who can say that I played baseball with Sandy 
Koufax, basketball with Wilt Chamberlain, and hockey 
with Wayne Gretzky!

JOEL E. JACOBSON, EA, MBA

SELFIE TIME!

SHOUT OUT!!!
Congratulations to ERNIE NEVE AND THE NEVE 

GROUP, LTD for winning the Best of Montco 

2014 Award, The Times Herald Newspaper’s 

Best CPA’s Services, for the 5th straight year 

in a row! Nice work!

Have selfie, will travel! Here are a couple of 
pictures we captured while out on the road.  
Members, send us your selfie, and we will 
print it in the newsletter!

Sue from our office taking a selfie with members at Michael’s first Mastermind meeting in Los Angeles. From left to right: Fred Katz, Ralph Nelson, Greg Nunn, Michael, Sue, Charlie Price, Joe Gray, Darrin Mish and Larry Stephens.Joel with his wife Carol and 4 grandchildren.

Members Nicole and Tony Langford sharing 

a selfie moment with us at Salim’s Nashville 

Super ConferenceMelissa Gilbert is most well known for her portrayal of Laura 
Ingalls Wilder on the popular television series “Little House on 
the Prairie.” 

She captured our hearts with her pigtail braids, Quaker 
bonnets, and button nose covered in freckles. Now, she’s 
captured our attention once again, but this time as a grown 
woman accused of owing more than $360,000 in federal 
income taxes to the IRS. If only her “Pa” could see her now.

In February, earlier this year, the IRS filed a lien against Gilbert, 
claiming that she owed federal income taxes from 2011 to 2013. 
On top of that, the state of California filed against her in 2013 
— claiming that she owed them more than $112,000. 

Gilbert and her husband, Timothy Busfield (whom you may 
recognize from “The West Wing”), were in the midst of 
purchasing their own little house in the big woods (a log 
cabin in Livingston County, Michigan) when they were hit by 
this “perfect storm of financial difficulty.” They attribute the 
difficulties to Gilbert’s 2011 divorce, the housing crash, and, 
finally, the lack of acting opportunities in Gilbert’s cache. 

Busfield commented, “It’s a product of what happened with 
the economy.” Fortunately, if Gilbert is anything like the 
character she played on TV, she’s suffered through hard times 
before. She plans to make good on her debt and said, “I’ve set 
up an installment plan to fully pay off my debt.” While her days 
of playing Laura Ingalls are over, she’s currently hunting for 
work which she hopes will erase her debt and allow her to dig 
herself “out of this hole.” 

Who knows? Maybe “Little House on the Prairie” is due for a 
big comeback.

IRS TERROR TALE
LITTLE HOUSE REVEALS   
A BIG SECRET


