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“You see the numbers, we look for the opportunities.” 

Dedicated to helping our clients keep the money that belongs to them through a focus on tax. 

Tax Identity Theft Reaches Epidemic Proportions 
with Ashley Brown 

“People describe it as cocaine 
on a card.” That’s what a South Flor-
ida federal prosecutor told a CBS af-
filiate in Miami last year. He also said, 
“it’s a lot of money and people are 
having parties in their homes and 

training 50 to 100 others how to com-
mit tax identity theft.” The prosecutor 
described it as “an epidemic.” 

 
What is tax identity theft? 

Tax identity theft is when someone 
else uses your name and social security num-
ber without your permission to commit fraud on 
tax returns to claim refunds and/or credits to 
which a taxpayer is not entitled. The number of 
victims has been rapidly increasing over the 
past couple of years. As of March 2012 the IRS 

was tracking nearly 300,000 identity theft 
cases with Florida having the highest rate of 
this type of fraud. So, as our friends and cli-
ents, we would like to take the time to inform 
you about identity theft and how this happens, 
the consequences it can cause, how identity 
theft is caught, what the IRS is doing to help 

with the issue of identity theft, what 
to do if your identity is stolen, and 
some prevention techniques to help 
protect yourself from becoming the 
next victim of identity theft. 
 

Identities are stolen several different 
ways. Some of the ways identities 

are stolen include, but are not lim-
ited to, email phishing, telephone 
phishing, and dumpster diving. 
The thieves look for discarded tax 

returns, bank records, credit card receipts, 
and any other records containing personal and 
financial information. Usually these thieves file 
early in the tax filing season, so they can file 
before the victim files her return. The victim 
typically finds out her identity has been stolen 

after she files her return or she receives a 
letter from the IRS stating more than one re-
turn was filed with the same social security 
number or wages that were under reported on 
the return. When the victim finds out her 
identity has been stolen, the tribulations can 
be long and troublesome.  

Admit it, you do too. Even if you’re not old enough, as I am, to 
have watched many of the shows as 
first runs, the re-runs appear daily. 

Mayberry remains pleasantly unchanged since it was last filmed 
in 1968. Filmed mostly in black and white, the TV classic The 
Andy Griffith Show revolved around the day-to-day happenings 
of a sleepy town. Remember the sense of community – the 
townspeople cared for each other in genuine, although often 
comical, ways. 
 
But it seems Mayberry has been lost. We’re so preoccupied with 
being constantly connected we’re not really connected at all. 
Whenever we go to a restaurant for dinner, my grandsons want 
to be playing handheld games and teens sitting in the same 
booth across from each other are often texting away. 
 
I remembered reading some “Mayberry” tips after Andy Griffith’s passing last year and so, 
with permission, I submit them to you. 
 

1. Listen.  Hearing is an ability; listening is a skill that can be improved with practice. 
Be curious about others; ask them questions about themselves. Perhaps you’ll 
learn about a shared common interest, which may create a real connection. When 
you listen intently, two things happen. First, you learn about their likes, needs and 
struggles – which      Continued on page 3  

I Miss Mayberry 

Andy Taylor and friends 
at The United Church of 

Mayberry. 

Tax identity thieves 
often file early. 
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What is it with you people? You have some of the most 
peculiar habits and seasonal customs. Now, I am all 
about holidays, especially Thanksgiving, but I am baf-
fled about this “back to school” business. How on 
earth do you expect to master anything if you only 
study it off-and-on for a few months of the year? 
 
And then you can’t wait to quit studying. I hear tell 
there are humans out there that never even read a 
book after they “graduate”… whatever that is. Good 
grief! Who ever said you were supposed to stop 
learning? Maybe, just maybe, that’s just one of those 
urban legends made up to frighten and control the 
masses. 
 
I don’t want to appear arrogant, but in all fairness, we 
canines have an awful lot to teach you lesser humans 
if you’d just pay attention. We understand that learn-
ing and training, much less mastering, is a full time, 
everyday, repetitious, constant reinforcement exercise. 
I can’t tell you how long it took Missy (my Dachshund 
sister) and I to condition Richard to give us a treat 
whenever we woke up in the middle of the night. 
Richard’s usually a very good student, but he was a 
little hard-headed on that one… even it was dark as a 
raven outside. (You know I can’t tell time, right?) 
 
The point is I am no ordinary dog because I choose 
not to be. I have the heart and abilities of a cham-
pion. And despite what you may have heard on TV, 
champions are NOT overnight successes. It takes 
consistent behavior and repetitive reinforcement and 
a positive attitude and practice, practice, practice, day 
after day. I suppose the unenlightened ones who be-
lieve that mastery can be achieved instantly are the 
same ones who think buying a lottery ticket every 
week is sound financial planning. 
 
There is much to learn and I am, for a small fee, quite 
willing to share my knowledge and wisdom with those 
who are willing to learn. I am considering holding a 
seminar “10,000 Hours to Mastery of any Subject.” If 
you’re interested, shoot Richard an 
email to let him know and we’ll 
get back to you about the 
schedule. 
 
Until next time, 
Your canine friend… 

Buster’s Corner Thanks for the Referrals 
 

We appreciate the opportunity we’ve been 
given to serve others by those who have 
taken the time to express their trust and 

confidence in us to their friends.  
Your referrals are our greatest compli-

ment. 
 
 

- Jim Byrd - 

Why Most Salespeople  
Don’t Ask for Referrals 

You’ve just closed the sale/completed the transaction. 
Your prospect is now your customer or client. This is a 
great time --- in fact, it’s the best time --- to ask for and 
receive referrals. Sure, you can ask for referrals from any-
one, at any time, once they know you, like you, and trust 
you. Still, there’s no question that the best possible per-
son to ask for referrals is the one who has just made a 
purchase from you. 
 
And yet most salespeople squander this opportunity, they 
never ask for a referral. Why is that? In his book, Endless 
Referrals, Bob Burg identifies four reasons. 
 
Reason 1. They Forget 
 
Why do they forget? It could be for any number of rea-
sons. They’re not used to asking; it’s not an established 
part of how they operate. When the situation gets tense – 
filling out paperwork, answering more questions, etc. --- 
it’s easy to forget what you’re not yet used to doing. In 
other words, it’s not part of their consciousness. Perhaps, 
they even forget to ask because, deep down, they don’t 
want to ask. In that case, it’s just easier to forget. 
 
Reason 2. They Lack the Confidence 
 
Salespeople often retreat from the opportunity to ask for 
referrals because they don’t have the confidence in them-
selves to do so. Perhaps the new customer or client will 
say no, and rejection is never fun. They’ve already gotten 
over the hurdle   Continued on back cover         
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may allow you to identify their needs and how you can 
help. Second, you leave a positive impression without 
saying a word. Taking a genuine interest in another indi-
vidual creates a level of respect and trust. 

2. Offer help.  In Mayberry, everyone offered to help a neighbor in need. These days “adding value” and “How 
can I help you?” are often empty catch phrases. Every other person at a networking event wants to know how 
they can add value to you, or how they can help you. Unfortunately, this approach backfires unless it is au-
thentic. Most people will just assume you want something from them. To help, means to serve. It is a selfless 
act – that doesn’t expect anything in return. When you seek to help others, it comes back around in the most 
unexpected ways – Mayberry style. 

3. Write a note.  Not an e-mail – a real, honest-to-goodness, pen-on-paper note. There were no computers in 
Mayberry. But Aunt Bea had stationery and would write personal notes. (Are you rolling your eyes?) 

 
Indulge me. When was the last time you received an unexpected handwritten card or note? Most likely you have a mail-
box full of direct mail ads, bills, and the occasional magazine. But I bet if you received a hand-written note, you remem-
ber it clearly – because almost no one does it anymore. 
 
It takes extra time and few extra steps. But it says to the recipient that you value them enough to make extra time to con-
nect. Is there any value in that? You bet there is. It’s called human connection. 
 
So go forth and tweet, post messages, pin things, e-mail your heart out and blog away. But keep a little bit of Mayberry in 
your networking arsenal as well. 
 
 
The “Mayberry” tips were written by Sandy Donovan, Executive Director—BNI Palm Beach & Southeast Florida and 
appeared in Success Net OnlineTM, the place online for information, news and tips on the art of networking. 

Do you have a question for the Taxpert that you’d like to see answered in a fu-
ture Taxing Times? Or perhaps just an issue you’d like the Taxpert to address?  

Looking for Someone You Can Rely On? 

We really believe in the process of referrals, so part of the service 
we provide is to be sure to refer our clients and associates to 

other qualified businesspeople in the community. 
 

Below, you’ll find a list of areas in which we know very credible, 
ethical and outstanding professionals. If you’re looking for a pro-
fessional in a specific area we’ve listed, please feel free to con-
tact us. We will be glad to put you in touch with the people we 

know who provide these services.  

 Plumber 

 Cultured Marble 

 Business Coach 

 Massage Therapist 

 Welding Supplies 

 Mortgage Broker 

 Printer 

 Advertising Specialties 

 Attorney 

 QuickBooks Advisor 

 Financial Advisor 

 Auto and Home Insurance 

 Remodeler 

 Realtor 

 U-Store-It Warehouse 

 Florist 

 Civil Engineer 

 Window Treatments  

I Miss Mayberry—continued from page 1 

This month’s special  

Member-Only call-in times for  

Lindsey’s Insider Circle will be  

8/19/13 from 2:00 to 4:00 pm.  

To schedule your appointment,   

contact Kristen at (251) 633-4070. 

Ask  
the  

Taxpert 

Send the Taxpert a note: 
 

Taxing Times 
1050 Hillcrest Rd. 

Suite A 
Mobile, AL 36695  

Send the Taxpert an email: 
 
 

taxpert.zl@comcast.net 



1050 Hillcrest Road, Suite A 

Mobile, AL 36695 

(251) 633-4070—phone 

(251) 633-4071—fax 

For more information, visit us at: 
www.ZevacLindsey.com 

 
For tax tips visit: 

www.TaxSaverTips.com 

ZEVAC & 
LINDSEY 

CERTIFIED PUBLIC ACCOUNTANTS 

“You see the numbers, we look for the opportunities.” 

If and only to the extent that this publication contains contributions from tax professionals who are subject to the rules of professional conduct set forth in Circular 230, as promulgated by 
the United States Department of the Treasury, the publisher, on behalf, of those contributors, hereby states that any U.S. federal tax advice that is contained in such contributions was not 
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of facing possible rejection once, when they made the sale, why court it again? 
Hey, maybe the client will get annoyed and actually change her mind about the 
decision to buy! Or maybe the salesperson simply doesn’t believe she is worthy or 
deserving of referrals. 
 
Reason 3. They Don’t Think Their Products Warrant Them 
 
This is a very disturbing reason salespeople sometimes don’t ask for referrals. If 
this is the case, you must either learn more about your product or service --- 
enough that you come to fully understand how much it serves your customers 
and how much it adds to their lives, and thus to the lives of all those to whom 
they refer you --- or find another product or service to represent. If you don’t be-
lieve enough in what you do that you feel it’s worthy of helping everyone in the 
world own it who should own it, then you can’t expect to be very successful. 
 
Reason 4. They Don’t Know How 
 
Ah, this is the final reason, and, according to Burg, the easiest one to address. 
Often salespeople don’t ask for referrals simply because they haven’t been taught 
how to do it properly --- in other words, how to do it in a way that they’ll get 
them. If you don’t know how to do something right, they figure, why bother? 
There are plenty of books, such as Burg’s, and courses out there to help them 
learn how. 
 
Now we don’t all have salesperson in our titles, but there’s no doubt it falls upon 
us to sell ourselves, our products and services, and our companies. So, if you’re 
not asking for referrals on a consistent basis, what reason is your excuse?  

Why Most Salespeople—continued from page 2 Points to Ponder 
 

“It’s not the employer who pays the 

wages. Employers only handle the 

money. It’s the customer who pays the 

wages.” - Henry Ford 
 

“The best thing to give to your enemy 

is forgiveness; to an opponent, toler-

ance; to a friend, your heart; to your 

child, a good example; to a father, def-

erence; to your mother, conduct that 

will make her proud of you; to your-

self, respect; to all men, charity.” 

- Benjamin Franklin 

 
“Success in almost any field depends 

more on energy and drive than it does 

on intelligence. This explains why we 

have so many stupid leaders.” 

- Sloan Wilson 
 

A tax loophole is “something that 

benefits the other guy. If it benefits 

you, it is tax reform.” 

- Russell B. Long 

Happy Lefthander's Day— August 13  


