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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. 

The Internal Revenue Service recently announced an increase in the optional standard mile-
age rates for the second half of 2011. You may use the optional mileage rates to calculate 
the deductible costs of operating a vehicle for business or other purposes. 
 
The rate will increase to 55.5 cents a mile for all business miles 
driven from July 1, 2011, through December 31, 2011. This is 
an increase of 4.5 cents from the 51 cents in effect for the first 
six months of 2011. 
 
In recognition of recent gasoline price increases, the IRS made 
this special adjustment for the final months of 2011. The IRS 
normally updates the mileage rates once a year in the fall for 
the next calendar year. 
 
“This year’s increased gas prices are having a major impact on individual Americans. The 
IRS is adjusting the standard mileage rates to better reflect the recent increase in gas 
prices,” said IRS Commissioner Doug Shulman. “We are taking this step so the reimburse-
ment rate will be fair to taxpayers.”    Continued on page 3  

Breaking the Link of the Product-Price Chain 
In most business owners 
minds there is a strong link 
between product and price. 
So much so that it acts 
like chain holding them 
down. Not so much in the 
minds of the consumer. 

 
Dan Kennedy writes, in his newest book, No 
B.S. Price Strategy: “If product and price were 
tightly linked in consumers’ minds, Starbucks, a 
Rolls Royce, a $25 T-shirt, or Advil® would 
never sell instead of its cheaper, generic exact 
equivalent. If Starbucks was about coffee, a 
Rolls Royce about transportation, a team logo T
-shirt about clothing, or Advil® about pain relief, 
they could not exist. Instead, all of these things 
are, in part, about a brand identity that adds to 
price but adds little or nothing to intrinsic value. 
Further, each is about something else, and in 
most cases, about different things to different 
buyers.” 

Really, how much more of a commodity could 
coffee possibly be? Yet, Starbucks didn’t base its 
pricing decision on what Denny’s or McDonald’s 
were charging. If they had consulted industry 
standards for pricing guidelines, Starbucks would 
be charging $1.59. Clearly the price of their 
Grande’ latte is not based on cost-plus. So, what 
is it? Why are some people eager to pay what 
others consider an exorbitant price for a cup of 
joe? Because it’s not about the coffee… and 
never has been. 
 
Starbucks was conceived by Howard Schultz as 
a third place between home and work – the cool 
kid’s club. A statement is made to self and oth-
ers by making a Starbucks run – or having one 
made for you – versus bringing in a thermos of 
coffee with you from home (the much cheaper 
alternative) or being seen with a cup from 
Denny’s, McDonald’s, or the no-name convenience 
store.  Continued on page 2  

Standard Mileage Rate Increase a Reflection of Gas Prices 
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Breaking the Link (continued from page 1) 
The point is, your product-price link is in your mind. It is not 
necessarily fixed in the same manner in your customers’ minds. 
It probably isn’t. 
 
As soon as you can disconnect the link between product and 
price in your mind, Kennedy tells us, the easier you’ll find it 
to make a lot more money; the more successful you’ll be in 
selling; the less competition will matter. 
 
[Note: We explored this very idea during our June meeting of 
the Mobile Glazer-Kennedy Insider Circle Chapter. The key for 
anyone to succeed, whatever industry you find yourself in, is 
not the study of your industry’s top experts, it is the study of 
the world’s top marketers. Nobody in any business can be 
successful if they don’t know how to market their products or 
services and get people to buy them. Just because someone 
is a top expert in your industry doesn’t mean they know how 
to market. The money is made in the marketing! To register 
for our next meeting send an email to               
richardlindsey@comcast.net or call 251-633-4070.] 
 
The product-price chain is best cut clean by… 

Who is buying the product. 
Who is selling the product. 
The context in which the product is being sold. 

 
Good news: you can control… 
 
To be continued… 
Adapted from No B.S. Price Strategy by Dan Kennedy and 
Jason Marrs. Dan Kennedy is a multi-millionaire serial entrepre-
neur with past and present interest in diverse businesses. He 
is a strategic advisor, marketing consultant and coach with a 
cadre of private clients ranging from exceptionally ambitions 
entrepreneurs to the CEO’s of companies as large as $1.5 
billion.  

Buster’s 
Corner  

Can you believe it? Richard forgot to post my column last 
month. After all the time it took me to type it (you try typing 
with paws) you’d think the least he could do is publish it. But 
nooooo. Anyways, he apologized, but I still had to rant, just a 
little. We’ll see if the editor leaves it in or not. 
 
Well, spring didn’t last long here in LA did it? Those nice re-
freshing and invigorating days quickly made way for hot and 
muggy. But oh well, we’re approaching my favorite time of 
year… that’s right… The Dog Days of Summer. Hey, ya take 
what ya can get, right? 
 
I don’t know much about time, but I must be getting older. At 
least I feel a little slower than I used to be, but where did all 
that grey hair on my face come from? I just don’t understand it. 
I’m a white dog… how did it turn so grey? 
 
I am trying to live healthier as I get older. Eating less, walking 
more, that kind of thing. Even when Missy and I have to walk 
on the leash, that’s ok. At least it’s out of the 
house. Sometimes, she and I will just sit in 
the front window watching the street in 
front of our house. I know it’s finally time for 
a walk when Richard and Carita put on their 
walking shoes, so I head straight for door. I 
figure maybe, just maybe, one day they’ll forget the leashes. 
Hasn’t happened yet, but a dog’s gotta hope, right? 
 
Maybe I don’t run as much as I did when I was a pup, but I still 
enjoy a brief sprint now and then. The back yard ain’t too large 
but I make do. Now that dog park I told you about last time 
(way back in May) is still moving forward. In fact, I heard Mo-
bile’s dog park (to be built at Medal of Honor Park on Hillcrest) 
was a finalist for a $100,000 grant from PetSafe, a pet products 
company. A $100,000! Now I don’t carry a wallet but I hear 
that’s a lot of bread… and who doesn’t like bread? Anyway, I 
made sure Richard and Carita went and voted for Mobile as 
often as they were allowed because that sure would be nice. I 
hope you did too. 
 
The voting ended August 3rd so it’s too late to vote now. And 
since Richard forgot to publish my column last month, if we 
don’t win, it’s probably his fault that I didn’t get the word out in 
time. 
 
Until next time, 
Your Canine Friend, 

Buster B 

Looking for a Speaker 

for Your Club or     

Organization? 

 

Richard knows how difficult it can be to find a good speaker 

– one that will educate and entertain. If your club or organi-

zation is looking for a seasoned speaker get in touch with 

Richard at richardlindsey@comcast.net for details. 

mailto:richardlindsey@comcast.net
mailto:richardlindsey@comcast.net
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Standard Mileage Rate Increase (continued from page 1) 

While gasoline is a significant factor in the mileage figure, other items enter into the calculation of 
mileage rates, such as depreciation and insurance and other fixed and variable costs. 
 
The optional business standard mileage rate is used to compute the deductible costs of operating an 
automobile or light truck for business use in lieu of tracking actual costs. This rate is also used as a 
benchmark by the federal government and many businesses to reimburse their employees for mileage. 
 
The new six month rate for computing deductible medical or moving expenses will also increase by 

4.5 cents to 23.5 cents per mile, up from 19 cents for the first half of 2011. 

 

 

 

 

You always have the option of calculating the actual costs of operating your vehicle rather than using 

the standard mileage rates.  

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 business people 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 contact 

us. We will be glad to put you in touch with the people we know 

who provide these services. 

Mileage Rate Changes  

Purpose Rates 1/1 through 6/30/11 Rates 7/1 through 12/31/11 

Business 51 55.5 

Medical/Moving 19 23.5 

Charitable 14 14 

Chiropractor 

Civil Engineer 

Florist 

Life Insurance 

Printer 

Window Treatments 

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. 

 

Debbie Gautreaux 
Diana Windsor 

Bill Robbins 
Kenny Eden 

Cultured Marble 

Massage Therapist 

Mortgage Lender 

Real Estate Investor 

Advertising Specialties 

Tree Service 

Realtor 

Attorney 

Financial Advisor 

Personal Trainer 

Photographer 

Remodeler 

☻ Because they had no reservations at a busy restaurant, my elderly neighbor and his wife 

were told there would a 45 minute wait for a table. “Young man, we’re both 90 years old,” the husband 

said. “We may not have 45 minutes.” They were seated immediately. 

☻ A man goes to see the Rabbi. “Rabbi, something terrible is happening and I have to talk to you about it.” The Rabbi 

asked, “What’s wrong?” The man replied, “My wife is poisoning me.” The Rabbi, very surprised by this asks, “How 

can that be?” The man then pleads, “I’m telling you, I’m certain she’s poisoning me, what should I do?” The Rabbi 

then offers, “Tell you what. Let me talk to her, I’ll see what I can find out and I’ll let you know.” A week later the 

Rabbi calls the man and says, “I spoke to her on the phone for three hours. You want my advice?” The man said yes, 

and the Rabbi replied, “Take the poison.” 

☻ Women and cats will do as they please, men and dogs should relax and get used to the idea. 
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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 
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. 
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Time for Halftime Adjustments 
Between the time I write this and you read it 2011 SEC Media Days will have come and gone. And 
you know what that means don’t you… the unofficial start of college football season is just around the 
corner. 
 

You know how good coaches are usually famous for making adjustments during half-
time of big games? Well, here I am… acting as your financial coach in tax related matters and we’ve just 
hit halftime for 2011. 
 
You have six months of financial information to use for some quick math (I know, I know, it’s a four letter 
word, but bear with me) about your year as a whole, and to prepare for a pleasant upcoming tax season. 

 
To begin, all you have to do is take your income for the first half of the year and multiply by two. Add up your wages, 
retirement, dividends, interest, business and rental income, and then – if this represents your best guess about what you’re 
expecting for the second half – double it. 
 
Once you have your estimated 2011 income, give us a call (or send an email) and we’ll help you determine the appropri-
ate tax rate and deductions to apply. Because once you’re armed with this info, we can help you determine the amount of 
taxes you might expect to owe for 2011. 
 
After comparing this against your projected withholding or estimates, you can adjust them for the remainder of the year, and 
ensure you have a happy visit to our office next year. 
 
This can also be a good time to organize your financial records and/or get started with some financial software such as 
Quicken or Microsoft Money. Getting organized now can make gathering a report of all those deductions a breeze come tax 
time! 

August is Romance Awareness Month! 


