
I N S I D E  T H I S  I S S U E :  

Thoughts on  

America 
1 

It’s a Familiar  

Refrain: “But My 

Customer/Client/

Patient is Different 

They Won’t Pay 

More.” 

1 

Millennials are 

Young, Broke, and 

Scared of the IRS 

2 

What Did They 

Overcome? 
2 

Looking for  

Someone You Can 

Rely On? 

3 

Independence Day 

Trivia 
4 

  

L I N D S E Y   
&  WA L D O    Taxing Times  

J U L Y  2 0 1 6  V O L U M E  8 ,  I S S U E  7  

S P E C I A L  P O I N T S  O F  

I N T E R E S T :  

 Celebrating Independence 

Day 

 Referrals 

 Call in times 

 Overcoming obstacles 

 Will they pay more? 

 And more… 

CERTIFIED PUBLIC ACCOUNTANTS 

“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. 

Thoughts On America 
By: Martin Buxbaum 

 During the past 200 years, we have had many men representing us at all levels of 
government. Very few, however, have made the personal sacrifices comparable to those 
who signed our Declaration of Independence. 
 The faith, courage, honesty, determination, and adherence to principle of these men 
will always remain as an unblemished example of the highest form of leadership. 
 On July 4, 1776, the Continental Congress approved Thomas Jefferson’s draft of the 
Declaration of Independence with only minor changes. It was then signed by 56 members 
who represented all levels of our society. 
 As these men penned their signatures, one by one, they must have been very con-
scious of the great step they were taking. This was no idle declaration. In the eyes of the 
Crown, it was a direct act of treason and each knew it would be dealt with as such. 
 As each man completed his signature, he knew that he had signed away the safety 
and security of his family, all of his possessions, and possibly his life—yet each man 
signed without hesitation. 
 The British retaliated swiftly, as the signers knew they would. The interior of George 
Clymer’s spacious house was literally torn apart by angry Hessian troops . . . Francis Hop-
kins and his family were forced from their home at bayonet point . . . Thomas McKean 
and his family moved five times to escape the constant persecution . . . Lewis Morris, who 
owned a 3,000-acre estate, watched as the British troops set fire to a thousand acres of 
woodland around his home. The troops then went inside and destroyed everything in 
Morris’ fine manor house . . . John Hart (Honest John) saw his grist mill and sawmill 
burned. He and his 13 children fled their home as troops set fire to the house. During 
this persecution, nine of the signers died from wounds or hardships . . 12 had their 
homes burned to the ground . . . five were imprisoned . . . several of the wives and chil-
dren died or were imprisoned . . . all lost property beyond price, and yet– any one of 
these men could have, at any time, saved himself from this death and destruction. Each 
was offered immunity, rewards of money, restoration of his home, release of his loved 
ones, and a fine position with the Crown if he would but switch allegiance. 
 History records with pride that not a single man among the 56 accepted the offers! 
Their individual honor, like their new nation, remained intact. 
 Because of the great dedication, honesty, and courage of their leaders, the people of 
this new nation were able to maintain their courage and determination. 
 Had any one of these 56 men been less courageous, less honest, less sacrificing, or 
less principled, the whole cause of freedom might have been lost. 
 These 56 men are long dead, but that is not important, for all men die. What is im-
portant is that each was truly dedicated to serving his country’s interest and not his own. 
Each was willing to give up everything he possessed for the sake of the people he repre-
sented and his country. For this, these 56 will be remembered as long as there is a United 
States of America!  

It’s a Familiar Refrain: “But My Customer/Client/
Patient is Different, They Won’t Pay More.” 

I recently read about a show on CNBC that was described as a cross between Shark Tank 
and Top Chef. (Seriously... Can’t you see that producer walking into a meeting with CNBC 
and pitching it exactly that way.) The show was called Restaurant Startup and I just had to 
check it out. 
 
The setup is that there are two teams of restaurant owners who approach the “sharks” with 

their concepts. In one episode there was     Continued on page 3  
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Millennials are Young, Broke, and 

Scared of the IRS 
NOTICE OF INTENT TO LEVY. 

 

Admittedly, it’s an intention-grabbing way to start a 

letter, especially when the return address says Internal 

Revenue Service. And grab Greg’s attention, it did. 

 

The Athens, Georgia, veteran said the notice, which ar-

rived earlier this year, cited taxes on three months of 

income he had failed to include on his 2013 tax return - 

and this was the first he’d heard of it. 

 

After leaving the military, then 27-year-old Greg, had 

taken a job in information technology. “I guess when I 

filled out my taxes for 2013 I messed something up, so I 

didn’t get my private sector job included into the taxes 

owed,” he said. Now he owed the IRS more than $1,700. 

 

The IRS doesn’t keep track of how many millennials 

incur tax debt, but a survey by NerdWallet found that 

they are more afraid of filing their taxes than any other 

generation. 80% of millennials, defined by the survey 

as 18 to 34-year-olds, fear they will make a mistake, 

underpaying or overpaying. 

 

Millennials are generally financially inexperienced and, 

increasingly, part of a gig economy—driving for Uber, 

YouTube ad sales,--that requires more care with their 

taxes than some are able, or willing, to take. For exam-

ple, people who work in contract jobs typically don’t 

have any taxes withheld and need to set up estimated 

tax payments on their own. 

 

While 38% of all taxpayers will seek help from a tax 

pro, fewer than 10% of millennials go to the IRS when 

they have a tax question, and only about a quarter seek 

help from a tax professional, the survey found. Instead, 

they tend to turn to a largely unreliable, if well-

meaning, group—friends and family. Millennial taxpay-

ers in particular bemoan the long wait times on the 

phone with the IRS and the agency’s weird penchant for 

mail (like, so yesterday). 

 

If the multiple letters from the IRS urging debtors to 

set up payment plans are ignored, the IRS will use its 

resources to grab whatever resources debtors have. If 

you don’t contact them, the IRS will take action to col-

lect the taxes. 

 

Someone facing a tax bill that can’t pay can usually set 

up a payment agreement online. No contact with the 

IRS necessary.  

What Did They Overcome? 
You may be having a tough time with obstacles right now, but 

don’t quit. You have great things to offer to the world and if you 

quit, the world will become a different place. Imagine what it 

would be like if these guys had quit. 

 

Walt Disney 

Shortly after World War I ended, Disney opened his own anima-

tion studio and hired several animators. Because of the high 

salaries he was paying and not much in the way of profits, the 

company became increasingly debt laden and had to file bank-

ruptcy. 

 

That wasn’t all. After developing the hit animated short series 

Oswald the Lucky Rabbit in 1927, Disney was told by the distri-

bution company he worked with that they actually owned Os-

wald, as well as the contracts of most of the animators. Disney 

could either accept less money for his work or lose Oswald and 

the staff. He declined the offer. After all that work, it was taken 

away from him. 

 

Still Disney didn’t quit. He laid the foundation for what today is a 

multi-billion dollar company that is among the most recognized 

in the world, simply by overcoming obstacles. 

 

Dr. Seuss 

The prince of petite poetry was rejected between 20 and 30 

times by various editors while shopping his writing around. It 

wasn’t until a publisher picked up his story And to Think I Saw It 

on Mulberry Street in 1937 that his first seller was released, and 

it wasn’t until 1955, at the age of 51, that he completed his fa-

mous work The Cat in the Hat. 

 

He didn’t think he was too old, or his stories too simple. He 

knew he had something to offer, and he wouldn’t quit until it 

was discovered. Or to put it another way: 

 

Dr. Seuss wrote many a book 

But not about romance or “learn to cook” 

He simply helped children to learn how to rhyme 

But before he was famous, it took a long time 

 

Seuss was rejected all over the place 

Twenty to thirty doors slammed in his face 

Before someone finally published his book 

A few years of hard work, that’s all it took. 

 

Set Goals. Overcome Obstacles. 

Don’t ever say your situation is too tough, you can’t meet your 

goals, or that it’s hopeless. You do that, and you’ve already lost. 

You keep at it and you’ll eventually win. 

 

Reprinted with permission from Dave Ramsey’s April 2010 Personal 
Finance Newsletter. Dave Ramsey is a personal money manage-

ment expert, national radio show talk host, television host, and New 

York Times bestselling author. He’s helped millions of people get 

out of debt and build wealth. He is today’s voice of financial wisdom 

and he exclusively recommends me to help you! To learn more 

about Dave  

Ramsey visit him 

online at  

daveramsey.com.  

http://www.daveramsey.com/
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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 
intended or written to be used by any taxpayer for the purpose of avoiding penalties that may be imposed on the taxpayer by the Internal Revenue Service, and it cannot be used by any 
taxpayer for such purposes. 

a married couple who ran a Lebanese-themed deli in Oklahoma City that wanted to expand into a sit down restaurant, 
and the pair of good ol’ boys with a southern comfort food joint in Kingsport, Tennessee who wanted to open a second 
location in Knoxville. The sharks sample some dishes and quiz the competitors on their operations. They pick one and 
give them 36 hours and $7,500 to show off their food and their skills. After that “opening night,” they decide whether to 
invest their own money in the concept. 
 
Early in the show, the good ol’ boys serve the sharks some dishes prepared from the owner’s grandma’s recipe book. 
And the shrimp and grits did look mighty tasty. One shark asked the chef how much the owner currently charges for it in 
Kingsport, and learned it was $12. Then he asked how much the average check was, and learned it was just $13. “This 
is a $20 dish in Knoxville,” he said, pointing down at the grits. “You need a $35 average check to make it work there.” 
 
The chef did not want to hear that he had to raise prices, and much wailing and gnashing of teeth ensued. He objected 
that diners in his town wouldn’t pay that much for the food. His grandmother who came up with the recipe wouldn’t want 
him charging that much for the food. And he wanted everybody to be able to afford to eat at his restaurant and enjoy his 
grandmother’s great dishes. 
 
(Does any of this sound familiar? I can just hear some of you saying “my customers won’t pay any more!”) 
 
The sharks agreed that it would be a big jump to raise prices to those levels, but they insisted that the point of running a 
restaurant isn’t just to share grandma’s southern comfort. It is to make money—and making money, in this case, would 
require higher prices. 
 
The sharks chose the good ol’ boys for the test kitchen, and set them up with a local consultant to help walk them 
through the process. Once again, pricing came up. The owner said flat out “I don’t want to serve a $19 piece of fish.” The 
consultant explained the restaurant isn’t just serving a piece of fish, it’s serving an experience— then proceeded to show 
the owner how he could garnish and plate the fish to look like it’s worth the price he had to ask diners to pay. 
 
At that point you could almost see the light bulb go on over his head. He readily agreed to raise his prices, and the pop-
up restaurant opened for business. Diners who filed in that night loved the food. Unfortunately for our good ol’ boys, ser-
vice and management weren’t as good as they should have been and the sharks declined to fund the concept. It was a 
hard lesson for them to take home to Tennessee. 
 
And here’s our lesson for the day. If you’re like most small business owners I know, you at least profess to want to run 
your business to make money. You may think your customers won’t pay more— but you’re probably wrong. You may 
think that your mentor, or the person you bought your business from (who didn’t charge enough himself) would disap-
prove— but it’s your business, not theirs. And you may really want everyone in town to be able to enjoy your great prod-
uct or service—but can you really make the kind of money you deserve if you price yourself into bankruptcy?  

It’s a Familiar Refrain...continued from page 1 

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 professional in a specific area we’ve listed, please feel free to contact us. We will 
be glad to put you in touch with the people we know who provide these services.  

 Mortgage Broker 

 Attorney 

 A/C Repair 

 Welding Supplies 

 Cultured Marble 

 Copiers 

 Realtor 

 Window Treatments 

 Auto /Home /Life insurance 

 Hair Stylist 

 Land Surveyor 

 Printer 

 Home Inspector  

 Human Resources  

 Banker 

 Bulk Port Facility 

 Custom Monogramming & Embroidery 

 Social Media Expert  

What I’m Reading… 
 

NOW 
Lindberg by A. Scott Berg 

Flesh and Blood by Patricia Cornwell 
 

RECENTLY 
Wild Storm by Richard Castle 

Talk Like Ted by Carmine Gallo 
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Independence Day Trivia 
The first ever Independence Day Celebration west of the Mississippi occurred at 
Independence Creek and was celebrated by Lewis and Clark in 1805. 
 
The very first American Independence day celebration took place 28 years earlier 
in 1777 in Bristol, Rhode Island and Philadelphia, Pennsylvania. The celebration 
in Bristol consisted of a 13-gun salute in the morning and another at night. Bris-
tol still holds an annual celebration, making it the 
longest running Independence Day celebration in the 
country. 
 
Only two men signed the Declaration of Independ-
ence on July 4, 1776 – John Hancock (not the big sig-
nature) and Charles Thompson, secretary of Con-
gress. 
 
The printed version of the Declaration was called the 
Dunlap Broadside – 200 were made, but only 27 are 
accounted for. One of these was found in the back of 
a picture frame at a tag sale and subsequently pur-
chased at auction by television producer Norman 
Lear for $8.14 million. It now travels the country to be displayed to the public. 
 
John Adams believed that July 2 was the correct date which to celebrate the birth 
of American Independence, and would reportedly turn down invitations to ap-
pear at July 4th events in protest. Adams and Thomas Jefferson both died on July 
4, 1826 --  the 50th anniversary of the adoption of the Declaration of Independ-
ence. 
 
The tradition of patriotic celebration became more widespread after the War of 
1812, in which the United States again faced Great Britain. In 1870, the U.S. Con-
gress made July 4th a federal holiday; in 1941, the provision was expanded to 
grant a paid holiday to federal employees.  

This month’s special  
Member-Only call-in times 

for Lindsey’s Insider’s  
Circle will be 7/18/16 from  

2:00 to 4:00 pm. To  
schedule your appointment,  

contact Kristen at  
(251) 633-4070. 

 
Not a member yet?  

Find out how to become one 
TODAY! 

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 compliment. 
  

David L. Carpenter 


