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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. 

Warning: Don’t Be a Tax Victim 

 

Claiming Your Homestead Exemption Can Save You Thousands 

Sometimes you rock along from year-to-year doing 

the same ole thing because it’s what worked in the 

past… or someone once told you that’s the way 

things were. Well things change. Every day. If 

you’re over 65 or disabled and still paying the 

property taxes you were paying before that mile-

stone you may be paying too much. 

 

According to information obtained from the Mo-

bile County (AL) Revenue Commissioner’s office, 

all property owners 65 or older are eligible 

for an exemption from all State property 

taxes. County, school and municipal taxes 

still apply. The exemptions apply even if 

only one of the owners of a jointly owned 

property meet the qualifications. 

 

To apply for this exemption 

 

You must be 65 years old 

Own and occupy the property as your primary 

residence, and 

You must visit one of the Revenue Commis-

sioner’s offices to present proof of age and 

sign an assessment sheet. 

Low income property owners 65 and older may 

also be eligible to claim exemption from a certain 

portion of the county, school and municipal prop-

erty taxes. 

 

To qualify you must be 65 years old, own and 

occupy the property as your primary residence, 

and your taxable income must not exceed either 

$12,000 on your Alabama income tax return or 

$7,500 on your federal income tax return. 

 

If either you or your spouse is 

totally and permanently dis-

abled or legally blind, you 

may be eligible for a complete 

exemption from all property 

taxes on your residence re-

gardless of your age or in-

come. 

 

For more information, contact our office or your 

local County Revenue Commissioner.  

“Wealthy people have big libraries, 

poor people have big TVs.” - Jim Rohn 

Do You Have THE Secret Ingredient for Superior Performance? 
By Steve Clark 

THE Ingredient 
 
Can there be just one personal characteristic that sets high performance sales professionals apart 
from the mass of mediocre performers? One personal characteristic that is so important that there 
can be no exceptional performance without its mastery? As my grandfather used to say, “Yes sirree 
bobtail.” 
 
This one personal characteristic is the foundation for the mastery of all other skills. It is so important 
that I recommend to my private clients that they hire no sales person who lacks this particular char-
acteristic. Other personal characteristics like self-starting, resilience, self management, results ori-
ented, goal achieving, and inter-personal skills are all important for sales success but they are not 
THE MOST IMPORTANT. 
 
What is this “alpha dog” of all personal characteristics? 
        Continued on page 3  
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Survey Says: 

More People Expect to 

Work Longer 

 
Last month I read about a survey from the Transamerica 

Center for Retirement Studies which found that 39% of 

respondents expect to work beyond the age 70, if they 

retire at all. Other studies that I’ve read over the years 

indicate the reality is much higher. Some articles I’ve read 

quote figures as much as double that for people who ei-

ther won’t be able to retire or will retire dependent on the 

government for their subsistence. 

 

According to the Transamerica survey more people [I 

guess it’s an increase] said the economic downturn will 

drive them to work further into their twilight years. And 

apparently the Center thinks this is a good thing! The 

Center’s president, Catherine Collinson, said: “If you 

expect to live to 95 and you retire at 75 vs. 65 that gives 

you 10 additional years to generate income and save, and 

10 fewer years that you need to save for.” She went on to 

say, “It’s a wonderful opportunity to help workers bridge 

their savings.” 

 

Now isn’t that a wonderful opportunity. You have the 

opportunity to work 10 more years. Why not take the 

opportunity to work until your 95? Then you don’t have 

to save for retirement at all!  

The IRS decides to audit Grandpa, and summons him to the 
IRS office. 
 
The IRS auditor was not surprised when Grandpa showed up 
with his attorney. 
 
The auditor said, “Well, sir, you have an extravagant lifestyle 
and no full-time employment, which you explain by saying 
that you win money gambling. I’m not sure the IRS finds that 
believable.” 
 
“I’m a great gambler, and I can prove it,” says Grandpa. 
“How about a demonstration?” 
 
The auditor thinks for a moment and said “Okay. Go ahead.” 
 
Grandpa says, “I’ll bet you a thousand dollars that I can bite 
my own eye.” 
 
The auditor thinks a moment and says, “It’s a bet.” 
 
Grandpa removes his glass eye and bites it.  
 
The auditor’s jaw drops. 
 
Grandpa says, “Now, I’ll bet you two 
thousand dollars that I can bite my other 
eye.” 

Now the auditor can tell Grandpa isn’t blind, so he takes the bet. 
 
Grandpa removes his dentures and bites his good eye. 
 
The stunned auditor now realizes he has wagered and lost three grand, with Grandpa’s attorney as 
a witness. He starts to get nervous. 
 
“Want to go double or nothing?” Grandpa asks. “I’ll bet you six thousand dollars that I can stand on one side of your 
desk and pee into that wastebasket on the other side, and never get a drop anywhere in between.”  
 
The auditor, twice burned, is cautious now, but he looks carefully and decides there’s no way this old guy could possi-
bly manage that stunt, so he agrees again. 
 
Grandpa stands beside the desk and unzips his pants, but although he strains mightily, he can’t make the stream reach 
the wastebasket on the other side, so he pretty much urinates all over the auditor’s desk. 
 
The auditor leaps with joy, realizing that he has just turned a major loss into a huge win. 
 
But Grandpa’s own attorney moans and puts his head in his hands. 
 
“Are you okay?” the auditor asks. 
 
“Not really.” says the attorney. “This morning, when Grandpa told me he’d been summoned for an audit, he bet me 
twenty-five thousand dollars that he could come in here and pee all over your desk and that you’d be happy about it!” 

Don’t Mess with Grandpa 
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Do you have THE Secret Ingredient . . . (continued from page 1) 

It‟s PERSONAL ACCOUNTABILITY—otherwise known as the ability to be answerable for one‟s own actions. 
It‟s easy to spot sales people who have it because they focus on questions such as “What can I do about this?” rather than make 
excuses for the lack of results. They have a sense of ownership and involvement in creating results and consequently they make 
choices that contribute to progress. Sales people who have it live by the motto, “if it is to be—it‟s up to me.” 
 
Sales people with high personal accountability do not wait to be prodded. In times of change—like we are in now—they are 
proactive and are willing to change their thoughts, attitudes and behaviors to achieve their desired results. They spend their time 
looking for solutions not pissing and moaning about how bad things are. If they find themselves lacking a necessary skill to get a 
job done, they will read a book, take a course, ask questions or otherwise locate whatever resources will help them acquire the 
skill to get „er done. In short, salespeople with personal accountability are focused on whatever actions and choices will get results. 
 
“My research into superior performers has shown that 100% of the time, these are people who have a strong sense of personal 
accountability,” says Bill Bonnstetter, founder and chairman of the board of Target Training International. “For example, my 
entrepreneur research has shown that 60% of serial entrepreneurs have experienced at least one business failure on their way to 
success. People who are without personal accountability would have given up after that first failure. But serial entrepreneurs 
keep going until they make it. As a result, they create multiple businesses that provide employment for others.” 
 
Personal accountability makes a person resilient. Even when they‟re confronted with a total failure in their personal or profes-
sional life, they will get back on their feet again. No matter how hard they are knocked down, they won‟t stay down because 
they are determined. They don‟t blame and they don‟t procrastinate. They are the least likely of anyone to rely on others to get 
themselves going again. 
 
People with a high level of personal accountability focus on how, what and when, not on who and why. They ask themselves, 
“What can I do?” They take ownership of their lives and accept 100% responsibility for whatever condition they find themselves in. 
 
Entrepreneur and Executive Sales Coach, Steve Clark author of “Prospecting to Fill the Pipeline” and the publisher of the highly 
acclaimed “Tips for Profitable Persuasion” weekly ezine. If you‟re ready to explode your sales and skyrocket your income while 
working less get your FREE copy at: http://www.kickstart.com/app/?Clk=4320060. 

Me with James Malinchak at a 

recent conference in Chicago. 

James, one of the most requested 

business and motivational speakers 

in the world, gave away $100,000 

of his own money when he was 

featured on ABC’s TV show, 

“Secret Millionaire.” 

Richard and Carita with their two 

grandsons, Jackson and Tyler in     

Cozumel, Mexico during the boys’ first 

cruise. They loved it! 

Steve Clark helps Richard kick-

off Mobile’s Glazer-Kennedy 

Insider Circle Chapter. The 

group will meet monthly at the 

Wingate Hotel to learn more 

about growing the members’ 

business through Glazer-

Kennedy style marketing. The 

next meeting is set for June 21, 

2011 from 8:30 to 11:00. To 

learn more or make reservations, 

call Kristen at (251) 633-4070.  

Photos 



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 
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Warning: Ignore This Book at Your Own Risk... 

Since hitting the best-seller list with my newest book, Breaking the Tax Code, I’ve been inter-
viewed as a guest tax expert on the radio in addition to the magazine and other small busi-
ness tax expert interviews I gave before the book was even published. 
If you’re interested in discovering proven strategies to 

Avoid being a tax victim, 
Legally minimize your taxes, and 
Keep more of what you’ve earned 

then this book is for you! 
Get you copy today on Amazon.com or through our office. 

The Law of the Garbage Truck 
 

One day I hopped in a taxi and we took off for the airport. We 

were driving in the right lane when suddenly a black car jumped 

out of a parking space right in front of us. My taxi driver 

slammed on his brakes, skidded and missed the other car just by 

inches! 

 

The driver of the other car whipped his head around and started 

yelling at us. My taxi driver smiled and waived at the guy—I 

mean he was really friendly. 

 

So, I asked, “Why did you just do that? This guy almost ruined 

your car and sent us to the hospital!” 

 

This is when my taxi driver taught me what I now call “The Law 

of The Garbage Truck.” 

 

He explained that many people are like garbage trucks. They run 

all around full of garbage, full of frustration, full of anger, full of 

disappointments. As the garbage piles up, they need a place to 

dump it and sometimes they’ll dump it on you. 

 

Don’t take it personally. Just smile, wave, wish them well, and 

move on. Don’t take their garbage and spread it to other people at 

work, at home, or on the streets.  

 

The bottom line is that successful people do not let garbage 

trucks take over their day. Life’s too short to wake up in the 

morning with regrets, resentments, anger and frustration.  

 

So………………. 

Love the people who treat you right, Pray for the ones who don’t. 

Life is ten percent what you make it, and ninety percent how you 

take it. Have a blessed, Garbage-Free day! 
 
- Author Unknown 


