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PROCRASTINATOR’S  

WELCOME!! 
  
  

Do the taxpayers living and working around your tax office feel this way about your tax business?  Do 

they think YOU would welcome them after they have delayed in filing with Uncle Sam this whole tax 

season?  Well, let me answer these questions by painting you a picture of what normally happens in April 

every year in America. 
  

Millions of taxpayers wait until the last two weeks before the filing deadline to take care of their annual 

filing obligations.  Why do they do this?  Of course, we all know the answer to that.  We are all guilty of 

putting off stuff we don’t want to deal with.  It’s human nature.  The key issue for all of us tax business  

owners is – WHAT ARE YOU GOING TO DO WITH THIS INFO TO HELP YOUR BUSINESS BE 

EVEN MORE PROFITABLE? 
  

You see, some large percentage of the population will fill out their own tax return and e-file or mail it in 

15 to 20 days before the IRS deadline.  A smaller percentage (but still very significant) of taxpayers will 

choose a paid tax professional to help them file their taxes at the end of the filing season.  And what do 

you think the normal banter is to these new tax filing prospects by the tax profession? 
  

“Bring your stuff by and drop it off.  We’ll call you in a couple of days and let you know.”  Or, “We can 

help you, but you’ll need to sit over there and wait (2 hours) so we can verify what you’ve brought us.  

Then we can tell you how much and how long it will take us to complete.”  Or, one of my favorites 

“Please take a seat and begin filling out one of those extension forms on the desk.”  And finally, the 

classic screwed up  

response by tax professionals in April, “I’m sorry, we don’t take any new clients at this time of the year.”   

 

Obviously, there are others, but you get the point.   Professional tax practitioners do NOT make 

procrastinator’s welcome! 
  

And I’m not going to sit here and tell you – you HAVE to seek out and make room for procrastinating 

taxpayers in your tax business.  Some of you don’t want those kinds of clients.  In your business model, 

you have plenty of paying clients in April and would just as soon keep it like it is.  If that is you, that’s 

fine.  Don’t take the advice I’m about to give everyone else. 

  

See the Procrastinator Ad Sample I’ve included… 
  

  

This ad is classic direct response marketing selling in print.  Let me give you a few of the highlights.  (I hope you 

adapt this to your tax business this April filing season!) 
  

1) Attention-Getting headline. 

The only job of the word “warning” is to get the reader to stop and read the next line.  The next subhead calls out to 

the procrastinating public.  If the reader is one (or knows of one) they will keep reading. 
  

2) Attention-Grabbing picture. 

I have tested this ad with and without the picture.  The ad that works this best in the split test included the picture.  

Why?  (It doesn’t matter really.  I’m just interested in knowing that something works better than something else.)  If 

I had to guess, the picture is “crazy” enough to at least STOP the reader for a second.  If that helps get the reader to 

the headline, then the sales copy -- then great – I’ll use the picture. If it didn’t, I would pull the picture out 

immediately and add more sales copy. 
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3) Picture caption sales copy. 

Besides an ad’s headline, the next most-read part of a promotional piece is a picture’s caption and the P.S. at the end 

of the copy.  I decided to use words already being thought in the minds of procrastinating taxpayers to help entice 

them into the sales copy.  (Do you know of anyone who likes the IRS?) 
  

4) Classic Sales Formula:  Problem, Agitate, Solve 

If you read the copy, the first paragraph states the problem – filing an accurate tax return on time.  I agitate the 

problem with IRS audit issues and a personal story.  I then give the solution to the problem – your tax business and 

all the reasons why we are the best option for them. 
  

5) Unique Selling Proposition 

By offering a special procrastinator’s discount, I am uniquely differentiating myself (our tax business) from all of 

the other tax professionals in town because they don’t (or won’t) do this. This promo sets you apart and causes those 

taxpayers in need (especially the last couple of days before 4/15) to be drawn to your tax offices like a magnet. 
  

I could spend 10 pages analyzing why this ad works when we drop it in as a newspaper insert 4 or 5 days before the 

4/15 deadline.  Again, it doesn’t matter WHY an ad works.  It just does! 
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