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Recently, Roslyn and I watched a movie called 
“The Founder,” starring Michael Keaton. If you 
haven’t seen this film yet, I highly recommend 
it, especially to our members who are looking 
to learn the grittier details of business. The 
movie follows Ray Kroc (Keaton), a traveling 
salesman who, in the 1950s, turned a single 
walk-up restaurant into the global empire that is 
McDonald’s. 

“The Founder” is an excellent movie that really 
captures the trials of building your own business 
in an interesting story. When Kroc met Mac 
and Dick McDonald, the two brothers who 
opened the first McDonald’s restaurant, their 
establishment was clearly providing the best food 
and service. However, the brothers weren’t able 
to turn their single moment of quality service 
into overarching success. Long story short, they 
needed someone to help them franchise, and Ray 
Kroc became that person. 

The persistence and tenacity Kroc displayed 
as he struggled to create his business felt 
very familiar to me. As Roslyn and I built our 
businesses, we ran into countless roadblocks, 
but we were determined to persevere and do 
whatever we needed to succeed. Throughout 
our journey, we learned there’s no one secret 
to success. It takes more than a meat patty to 
make a good burger, and likewise, you need 
more than just a good idea to find success. You 
need to have what I call the Seven Ingredients of 
Success: 

1. Unrelenting persistence

2. Tenacity

3. Resilience and the ability to handle having the 
door slammed in your face

4. A product of value

5. Investment in your education, through 
conferences, coaching programs, or by joining 
a mastermind group 

6. Belief in yourself and your ability to figure 
things out 

7. An ability to rely on the other people on your 
team, but still be the alpha and make the final 
decisions

No matter what business you’re in, struggle is 
universal. There’s no such thing as an overnight 
success, and it’s how you respond to struggle 
that will determine if you triumph. If a prospect 
says no, do you pack up and go, or do you hear, 
“Maybe?” When you hit a brick wall or your 
marketing strategy isn’t doing as well as you’d 
like, do you just give up, or will you tweak it and 
persevere until you find a strategy that works? 
Do you focus only on what you can deliver, or are 
you spending the time to get your marketing out 
there and reach people? 

As Kroc showed, it’s not enough to be good at 
what you do. You could be the best CPA, EA, or 
the best attorney in the world, but that doesn’t 
guarantee you success. If you want to rise to the 
top of the pyramid, you need to be convincing 
your prospects you’re the best. 

I already know our members have the best ethics, 
the best client care, and the best services. What 
I recommend my members do is take their own 
perseverance and tenacity and turn it 
outwards into their marketing. 

And, watch “The Founder”!

7 Ingredients of Successes
As seen on...

– Michael Rozbruch

‘IT TAKES MORE THAN A MEAT PATTY TO MAKE A GOOD BURGER.’
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We’d like to believe we can always count on the 
hardworking members of our community to set 
shining examples. Unfortunately, sometimes just 
because someone is a community leader doesn’t mean 
they aren’t involved in shady dealings. Such was the 
story behind the arrest of former North Hempstead 
Democratic Party leader Gerard Terry, charged with 
federal tax evasion and obstructing the IRS. 

Holding many positions in his community, including 
lawyer for the Democratic commissioner at the 
Nassau County Board of Elections, Terry was very 
busy behind the scenes, doing things like cashing 
$500,000 worth of wage and compensation checks 
instead of depositing them into bank accounts. Also, 
despite earning more than $250,000 a year, Terry, 
62, conducted an elaborate scheme to avoid paying 
federal taxes and accumulated over $1.4 million in state 
and federal tax debt since 2000. 

Terry pleaded not guilty to the charges and claimed 
serious health issues led him to his tax situation. 

However, investigators found evidence that he 
“knowingly and willfully refused to pay his federal 
income taxes” through an incredibly complicated 
evasion scheme. Among other tactics, Terry avoided 
paying taxes through several means:

• Providing false information when filing tax forms.
• Failing to report income.
• Depositing minimal amounts for personal expenses 

and luxury items.
• Creating a checking account using a fake name.
• Instructing employers to make payments to a credit 

card instead of issuing paychecks.
• Pressuring colleagues and subordinates to ignore 

IRS levy notices and not open letters from the IRS.

After the news broke, Terry resigned or was fired from 
a majority of his public positions. After the arrest, 
Terry was released on a bond, with $600,000 worth 
of property. Terry is also required to remain confined 
to his home and monitored by an ankle bracelet. North 
Hempstead passed a series of ethics reforms, including 
a requirement that contractors advising town boards file 
financial disclosure forms with the town party chairman.

We guess Terry didn’t know it doesn’t matter how much 
you are of service to your community — if you aren’t 
paying your taxes, the IRS is going to notice and 
collect what they are owed.

IRS Terror Tale of the Month
INFLUENTIAL LONG ISLAND POLITICIAN 
CONVICTED OF TAX FRAUD
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Michael and I are three years into Roz Strategies, 
and even after a few years, this is still a new 
experience for me in many ways. I definitely 
have my strengths, but I’m also aware of my 
weaknesses and areas in my personal and 
business life that I want to improve on. I’m 
constantly working on learning and developing 
myself more. 

One of my 
personal 
strengths is 
being present 
and living in 
the moment. 
Being present 
is a buzzword 
now, with a lot of talk of it on TV, online, in 
magazine articles, etc. I noticed that I was good 
at being present many years ago (before it was 
a buzzword) when I was Assistant Editor at Los 
Angeles Magazine. At the time, my two daughters 
were still in school, and when I was at the office, 
I would think, “If I spent more time here, I would 
could move up and become an Associate Editor.” 
But when I was home with my daughters, I would 
think, “Gee, too bad I can’t spend more time 
here with my children.” I was fortunate because I 
worked flexible hours and a 30-hour work week, 
so I had the best of both worlds. But I recall so 
many times hearing a colleague say how they’d 
rather be somewhere else. And when I heard 
that, I’d respond, “Where I am is where I want to 
be.” It’s as simple as it sounds. Nothing can make 
you more present than enjoying where you are, 
physically and mentally, in the moment. 

On the other hand, a weakness of mine is staying 
focused. I get distracted easily, especially if I’m 
working on a project. Michael is the reverse; he’s 
very focused, but sometimes not good at being 
present. It’s easy to see when people in general 
aren’t present or engaged with the conversation 
you are having with them — especially when they 
are occupied with their phones!

We all have skills we are good at or need 
improvement on. Strengthening a weakness is 
more challenging — and more work, of course. 

What I’ve noticed is there are three steps I take 
that are helpful for me for my development: 
1) being aware of areas in my life I need 
improvement on, 2) deciding to make the change, 
and 3) making little changes every day. You 
can’t change if you aren’t even aware of what 
needs to be changed. And you can’t change if 
you aren’t willing to take action on it. Of course, 
implementing is the hardest part to improving 
oneself. But one of my secrets is to make small 
and simple changes and to be consistent in doing 
them. The key word is “consistent.” I’m not a 
runner, but I’m pretty sure if I were to compete 
in a marathon race, I wouldn’t start to train by 
running 25 miles to start off. I would work my way 
up to running the distance. 

So here’s my food for thought for you: What are 
your strengths and weaknesses? Take a moment 
and jot them down. Which of your weaknesses 
would you like to make stronger? Do you want 
to be more present? Focused? Disciplined? 

Sympathetic? Bold? Thoughtful? 
Think about simple steps you can 
take daily to become more of that 
person you would like to be. And 
in next month’s Food for Thought, 
I will share a simple and easy 
trick I do every morning that has 
helped me become more focused. 
Until then, enjoy the present 
moment you are in! 

– Roslyn Rozbruch

FOOD FOR THOUGHT:

... Nothing can make 
you more present than 
enjoying where you are, 
physically and mentally, 
in the moment. 

““

AS I SEE IT
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So, you’re relying on various marketing 
strategies and probably spending 

between $100 and $200 to attract 
a prospect to contact you. At 
last, a call comes through and the 
phone rings. Do you answer your 

phone live or will the prospect’s call 
go to voicemail? 

By calling, this person just telegraphed a big 
buying signal; so, why wouldn’t you answer 
the call “live”? That’s a hot lead on the other 
end! Why risk the chance they’ll decide 
against leaving a message and instead call 

another tax resolution practitioner 
on their list? A caller on the phone 
is five times more likely to retain 
you than one you’re playing phone 
or email tag with. Therefore, 
it’s important the phone call is 
answered by a live person.

During business hours, you always want to answer 
your phones live. After hours, you want to utilize 
an answering service to ensure your phones are 
still being picked up. When using an answering 
service, be sure to verify the caller. Screen them 
with these four intake questions: 

1. Does the IRS/state claim you owe $10,000 or 
more?

2. Do you have any unfiled income tax returns?

3. Has your paycheck been garnished or has the 
IRS taken money from your bank account?

4. Are you under audit?

When using an answering service, you should 
always consider calling back each prospect, even 
if the service reports back saying they don’t meet 
your intake criteria. Some of my largest cases 
resulted from someone speaking to the answering 
service and not wanting to give information or 
giving incorrect or transposed information.

A phone call is often the result of your marketing 
strategies. Don’t let the opportunity slip through 
your fingers by not answering the phone. 

FROM THE PRACTICE CORNER … 

WHY AREN’T YOU 
ANSWERING YOUR PHONE? 

– Michael Rozbruch

SHOUTOUTS!

Happy Birthday to our members!

May

Bryan Nelson

Brandon Metcalfe

Gregory Nunn

Jong Lee  

Josh Dixon

David Behr

Eric Button

Don O’Dell

George Leddicotte

Robert Payne 

Randall Clark

June

Mark Klecka 

John Makula

Robert Macburney

Jodi Lovell

Ron Friedman

Saty Putcha 

Nicholas Gebelt

Luba Milgram 

Jesse Lothamer 

Lee Hubbard 

Steven Leibold

Tony Juarez III

Congratulations to Allan Pearlman for settling 
an OIC for 30 cents on the dollar (for real!). 

Taxpayers owed the IRS $222,000, and Allan was able to persuade the IRS to accept $67,000 in 
full and final settlement. 

Kudos to Mark Klecka for getting your 
commercial spots on the radio, AND for hosting a 

weekly radio show/podcast!

And a special shoutout to Louise Hartford for 
sending us a picture of her bookcase with a 
bookshelf that has the TRSRS, TRDST, member binders, and a 3-D mail marketing system! That’s 

what we call a “Roz shelf”! 

WELCOME, NEW MEMBERS:
George Smith

Donna Hankins

Pamela Johnson

Deryl Dyson

Katherine Bennett

Ryan Mitchell

Brandon Metcalfe

Louise Hartford 
 Welcome back!

Kathy Brown
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SAVE THE DATE ...

MARKETING AND SALES  
SUCCESS SUMMIT! 

FOR TAX RESOLUTION PRACTITIONERS

DATE: Thursday, August 17 & Friday, 
August 18, 2017

WHERE: Hilton Garden Inn 
Downtown Nashville

Receive 2 days of implementation and demonstration on how to get more 

prospects to retain you. 

By the time you leave the conference on Friday, you’ll have an actionable 

marketing plan that fits your individual circumstances, plus you’ll know how to 

“close” prospects, so you can start reaping results Monday morning!

MORE INFO TO FOLLOW …
SUPERCHARGE YOUR PROFITS!

Roz Strategies 2nd Annual
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Perry Cronin has a secret weapon that helps put 
his tax resolution clients at ease the moment they 
walk in his office. The weapon’s name is Henry, 
and he is a chocolate Labrador retriever. The 
office mascot’s friendly welcome is one of the first 
indicators that Perry’s practice is different. Clients 
walk into the office loaded down with worry 
over how they are going to pay the IRS. Perry 
eases their minds and lifts their burdens using 
the communication strategies he’s learned as a 
VIP insider’s circle member and more recently, 
mastermind member.

“I have found that making sure the client knows 
exactly what is going on helps the resolution 
process immensely,” Perry says. “Once they 
realize that they do not have to respond to IRS 
letters and that I am their advocate, the resolution 
process works well.”

Perry is a CPA who got his start in the Big Eight. 
He worked with Coopers & Lybrand and Ernst 
& Young after graduating, and left E&Y in 1997 
to work with a consulting firm. This led him to 
Birmingham, Alabama, where he was the chief 
financial officer in a publicly held company. He 
formed his own CPA firm in 2005 and dabbled 
in tax resolution work before attending his first 
Michael Rozbruch webinar in 2015. 

Two years later, Perry says he is still learning the 
nuances of working with the IRS on resolution 
cases, and that every case helps him to become 
more confident in his resolution skills. He credits 
Michael’s strategies for helping him achieve 
success in his tax resolution practice.

“I have implemented many of the tools from 
the Road Map to Success and the Domination 
System,” Perry explains. “I have obtained clients 
from direct mail, client referrals, our website 
Thumbtack.com, tax lien letters, and email 
campaigns. The one takeaway is to keep trying 
different strategies. Never stop marketing.”

Perry says he has always strived to help people in 
his business. “Tax resolution is a great way to help 
people out of a jam with the IRS,” he says. “The 
handshake or hug I receive from happy clients is 
well worth it.”

The IRS problem he recently resolved for a widow 
was especially “well worth it.” In this case, the 
client’s business was failing, and she owed the 
IRS about $1.3 million. Perry filed three offers in 
compromise, one for the business, one for her, 
and the last one for her deceased husband. It took 
about 22 months and one Form 911, but eventually 
the IRS debt was resolved for approximately 
$165,000.

With the success he is achieving in his tax 
resolution practice, Perry has more free time to 
share with Mary, his wife of 32 years and their two 
dogs. They also have three grown children. Perry 
and Mary love to travel, and a fall trip to Europe 
will be their next adventure. Back at home, Perry 
stays active by going to the gym, playing golf, and 
target shooting. Next up? “I’m talking with a friend 
about flying lessons,” Perry says.

PERRY CRONIN, CPA 
MASTERMIND MEMBER

SPOTLIGHT:
MEMBER 
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